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ENGIE Energy Access
A new business for reaching the 

energy last mile in Africa 
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Over 600 

million in sub-
Saharan Africa
live without access to 

electricity (~80% are 

off-grid)

The stakes are 

enormous: Africa’s 

population is projected 

to double over the 

next 30 years to more 

than 2 billion.

All of this will have huge 

implications for access 

to energy and clean water, 

including increased demands 

on sanitation, purification and 

irrigation for agriculture, etc. 

The decentralized, renewable 

energy that ENGIE offers is 

the lowest cost and most 
environmentally friendly 
option for the future of Africa 
and our planet.

< 600,000,000
~80% off-grid

Source: International Energy Agency(2017), Energy Outlook 2017.

Share of population

Without access of
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Source: International Energy Agency(2017), Energy Outlook 2017.

ENGIE kicked off the Access to 

Energy (A2E) strategy to 

address this challenge and 

facilitate last-mile energy access.

This strategy has evolved into a 

business entity with the 

integration of Fenix International 

& ENGIE Mobisol, and Mini-grids 

provider ENGIE Power Corner to 

form ENGIE Energy Access.
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We deliver life-changing, affordable, reliable, and sustainable 

energy solutions with exceptional customer experience.
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Solar Home Systems Mini-grids Software Solutions

We design, manufacture, 

distribute, finance and 

provide last mile service for 

our SHS products.

We enable economic 

growth by promoting 

income generating activities 

and productive usage with 

our mini-grids. 

We provide for  

businesses in need of a 

fully integrated PAYG 

(Pay-As-You-Go) platform. 

With ENGIE Energy Access, ENGIE is now a leading off-grid, Pay-As-

You-Go (PAYGo) and Mini-grid solutions provider in Africa.
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Mini-grids

Solar 

Home 

Systems

Last-mile 

sales & 

distribution

Customer 

financing

Service 

Support 

& 

Warranty

Solar Home Systems
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BusinessMid-range Premium RangeEntry level

Customer is 

vetted, pays a 

deposit and 

self-installs the 

kit

After 7 days the 

product locks until 

customer makes a 

payment

Customer 

makes 

payment via 

Mobile Money 

Fenix receives 

payment and 

automatically 

sends an unlock 

code via SMS.

Power System 

unlocks for 

certain time 

depending on 

payment size 

After paying their 

loan customers 

gain lifetime 

access to clean, 

renewable energy

Lead 

creation

Review of 

customer  

information from 

form & interview

Customer 

receives 

SMS to 

call 

hotline

Sales 

agent/officer 

fills 

application 

form

Customer 

goes through 

application 

interview 

Customer 

receives a score 

to determine 

eligibility

If eligible, 

Customer 

picks up kit at 

a Mobishop

Our plug and play systems range from 10W to 200W to meet diverse customer needs (from basic lighting and 

phone charging to larger household and small business appliances) and are financed through affordable mobile 

payments as low as $0.14 per day.

Fenix Customer Journey

Mobisol Customer Journey

300

W*

<10

W*

*in 

development 
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The mini-grids strategy is axed around development of income generating activities and productive usages as 

a key enabler of economic growth and welfare in rural areas in Africa. This anchor load forms a cornerstone 

of financial sustainability of mini-grids. 

Over 90% of customers declare increased income and 

improved quality of life due to longer operating hours, more 

efficient operations, new/better services and more customers.

How it works
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Small Industries Services
Agriculture & 

Food

• Tailoring

• Welding

• Woodwork

• Air compression

• Barbing

• Restaurant

• Health center

• Milling(flour)

• Water pumping 

(irrigation)

•  Cooking

• Cooling
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How do we sell our solutions 

to unbanked customers who 

cannot afford to pay upfront, 

and cannot prove their credit 

worthiness?
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A combination of low daily

payments, starting from as low as € 0.17...

... with the ability to turn a system on or off 

depending on payment status.
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Due to the huge geographical expansion of our operating area

and the infrastructural deficits we need to be connected to our

systems

Most SHS and minigrids are connected via GSM to a server that

monitors conditions and raises technical alerts

This connection is also used to lock / unlock devices automatically

when digital payments are received

This IoT connection helps us to understand utilization of system, 

see opportunities to upselling and allow remote maintenance

IoT where it is most needed
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How do we determine which customers are willing

and able to pay for our solutions, to make our

business sustainable?
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• Customer assessment / credit score model

• Sophisticated prediction model based on repayments and IoT data that predicts

future portfolio development

• Intervention model to interact with these customers first where likeliness to repay

is highest
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How do we provide high-touch service to

customers in remote and difficult to reach

locations?
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Innovation Trophy Engie  
 

 
 
Title: MFundi – the „Uber for technicians“ 
 
Category: Success Story 
 
Team: Rwanda, Kenya, Tanzania Operations + Berlin Software team  
 
Summary: 
MFundi is a mobile application that is developed and used by ENGIE-Mobisol to make 
contractor management more efficient and improve the customer experience with ENGIE-
Mobisol. 
 
Context 
Engie Mobisol distributes, installs and services SolarHomeSystems in three African countries 
utilizing third party contractors which work on a commission scheme. 
For each installation or maintenance visit the contracted technician gets a commission.  
 
It has been difficult for Engie Mobisol operations to monitor the quality of service of the 
work that was contracted and to manage the vast network of several hundred of service 
technicians to provide the possible best service to our customers while keeping the costs 
under control. 
Another specific challenge was tracking and management of stock items that were needed 
by the technicians to fulfill their tasks. 
 
Additionally, the lack of reliable data where our SolarHomeSystems have been installed 
exactly (GPS data) lead us to the decision to develop a digital solution to tackle these 
problems. 
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engie.com

100.000+ visits



ENGIE Energy Access


