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Mandatory CRS for 
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towards better 
standards



Opening the Floodgates
Funds are lining up to put ESCOs at ease as they figure out how energy efficiency projects can be secured and 
made attractive to lenders

THE GOVERNMENT PLANS to 
tap $775 million from Clean 
Technology Fund (CTF), which 

has been set up by Climate Investment 
Funds, for transformative investments to 
expand India’s hydropower operations, 
develop untapped solar resources, and 
improve energy-efficiency (EE) of  

commercial finance for investments in 
EE ventures. PRSF is in fact a landmark 
project, considering that it is the first 
ever guarantee operation of  the World 
Bank in India without any financial 
counter-guarantee being provided by the 
government.

EESL’s Saurabh Kumar is visibly 
excited, as he believes PRSF will help 
address many a market barrier that impede 
EE practices and financing. “The PRSF 
provides coverage to reduce the risks 
that are usually perceived by commercial 
institutions in financing demand side EE 
projects. Through the use of  innovative 
financial instruments, the project can 
leverage funds and unlock private sector 
financing to over three times of  World 
Bank funds. From our perspective, it will 
help build up the capacity of  ESCOs to 
structure and also seek financing; as well 
as of  the financial institutions to finance 
EE projects on a commercially-sustainable 
basis.”  

The $43-million project consists of  a 

PRSF to Benefit Growing EE Eco-
system

n  MSMEs

n  Large industries
n  Commercial entities
n  Building owners
n  Municipalities 
n  Banking sector responsible for 

financing EE

n  ESCOs 
The PRSF consists of  two 

components - Partial Risk Sharing 
Facility and Technical Assistance 
and Capacity Building. The former 
supports establishing and operating 
the facility to provide sub-guarantees 
to sub-financiers. The partial risk 
sharing facility for EE is managed 
by Small Industries Development 
Bank of  India (SIDBI) and totals 
$37 million. This facility would 
provide partial credit guarantees to 
cover a share of  the default risk 
that financial institutions face in 
extending loans to eligible EE sub-
projects. 

The latter is the technical 
assistance and capacity building 
component of  $6 million, to be 
funded by GEF and managed by 
SIDBI and power PSUs promoted 
EESL in order to develop a viable 
ESCO industry in the country. 
This component supports technical 
assistance, capacity building, and 
operations support comprising 
market development, management 
and information systems, and 
standard documentation systems.

ONNO RUHL
World Bank
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electrical and lighting products. The 
plan has been drafted in coordination 
with Asian Development Bank (ADB), 
World Bank’s The International Bank 
for Reconstruction & Development 
(IBRD), and key Indian stakeholders. CTF 
financing is expected to leverage nearly 
$30 billion in additional financing and will 
focus particularly on catalysing private 
sector development in low carbon sectors.

World Bank has signed a $43 million 
grant and guarantee agreement with 
the Indian government, towards the 
Partial Risk Sharing Facility for energy-
efficiency (PRSF) projects, in order to 
help enterprises and ESCOs mobilise 
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partial risk sharing facility of  $37 million 
which is funded from a Global Environment 
Facility (GEF) contribution of  $12 million, 
backstopped by a CTF contingent guarantee 
of  $25 million, and a technical assistance 
and capacity building component of  $6 
million funded from GEF. 

World Bank country director in India 
Onno Ruhl says, “Improving energy 
efficiency will not just ease India’s energy 
shortfalls but also save millions of  tonnes 
of  CO2 from polluting the air each year.” 
He observes that the biggest potential for 
these savings lie with small and mid-tier 
users such as MSMEs, town municipalities 
and even individual building owners, who 
are unable to access finance for EE projects. 
This innovative project will ease this 
constraint in the EE eco-system, leading to 
an EE transformation in the country.

“While contributing to India’s National 
Mission for Enhanced Energy Efficiency, 
the PRSF project will demonstrate 
innovative modality of  energy savings 
performance contracting through 
ESCOs to catalyse large scale EE market 
transformation,” says Ashok Sarkar, senior 
energy specialist and task team leader, 
World Bank. “The lessons learned in 
similar EE initiatives, such as from China’s 
successful ESCO industry, were used to 
design PRSF while adapting it to address 
the barriers for scaling up ESCO-driven 
EE investments in India.” 

The PRSF project would close by 2022. 
However, the CTF facility could continue 
with funds available for up to 20 years. It 
is estimated that the programme for risk-
sharing coverage through partial credit 
guarantees will last for 15 years. 

Meanwhile, EESL is negotiating with 
ADB for a $100 million long-term loan 
to boost implementation of  energy 
conservation projects. Saurabh Kumar 
says that talks with the development 
bank for a line of  credit of  $100 million 
have commenced. Recently EESL also 
received €50 million from Germany’s 
state-controlled Development Bank KfW, 
while an agreement has been signed with 
French Agency for Development (AfD) 
for another 50 million.  n

Mrinmoy Bhattacharjee
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‘There is a Shift Towards 
Automation...’
Noida-based telecom components 
manufacturer NTL Group has 
managed to shake up the domestic 
lighting industry by emerging as 
an integrated manufacturer of 
LED lamps, and now products for 
projects and retail. 

Its affable managing 
director Arun Gupta feels that 
miniaturisation will henceforth 
drive lighting manufacturing, 
and that the industry will see 
greater integration of electronic 
components into products. 

In an exclusive interview, Gupta 
shares with SEL how the OEM is 
entering retail, and what it’s doing 
in the government-backed public 
and street lighting space. Here are 
the edited excerpts:

In what ways has NTL grown over the 
last 5-10 years?  
Things have changed drastically since 
2002 when we ventured into the lighting 
electronics arena. In the B2B segment, 
from being a pure-play manufacturer of  
components for OEMs, we have grown 
into a player to reckon with when it 
comes to designing and prototyping. 

Today NTL has emerged as a reliable 
ODM (original design manufacturer) 

partner to clients. We have also moved 
the complete lifecycle from concept 
development to product development, 
prototyping to production. Earlier, we 
were manufacturing lighting electronics 
as per the clients’ requirements and 
according to the specifications provided 
to us. But, today we have moved up the 
value chain and are creating products in 
consultation with clients and providing 
serious R&D inputs to enhance their 
products.
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How has the manufacturing process itself 
changed, particularly in the lighting 
sector? What new processes are being 
adopted?  
The manufacturing process has changed 
drastically. Electronics manufacturing is 
a hugely labour intensive process and 
almost everything is done with manual 
inputs. Over the years we have witnessed 
more and more automation coming in 
and assembly lines becoming more 
machine dependent than ever before. 
Traditionally, the electronic components 
were mounted on the surface of  
PCBs manually. Gradually, this became 
automated with the use of  auto insertion 
machines to mount axial components. 

Over the years, we have also seen 
a drive towards miniaturisation of  
electronic components and change 
over to SMT components from leaded 
components that has in turn improved 
the efficiency and reduced the costs. 
SMT machines have allowed for the 
mounting of  components on both 
sides of  the PCB. Today there is a lot 
of  emphasis on COB (chip-on-board) 
technology and integration of  electronic 
components, which further increases 
efficiency and provides an even greater 
opportunity for miniaturisation to every 
LED manufacturer.

Being a non-traditional lighting player, 
NTL Lemnis clocked an envious `750 
crore turnover on the back of a robust 
OEM business. What’s your success 
mantra?
NTL is an undisputed leader in 
manufacturing and development in the 
lighting electronics space in India. Today, 
we have strengths in driver development, 
processes and operations. Some of  the 
basic things that need to be looked 
at when working with customers – 
both domestic and international – 
are understanding of  the statutory 
requirements, complete transparency in 
all dealings, and an unwavering focus on 

quality of  products. The product must 
be backed up by strong planning and 
equally good customer care support.

Success in retail depends on a strong 
distribution network and an effective 
consumer-facing branding strategy. 
Considering that you have largely been 
an OEM player until your recent retail 
foray, what is your company doing on 
these two strategic fronts?
In December 2014, NTL Lemnis 
launched its complete range of  LED 
products for the retail market. We now 
offer products under the Pharox brand 
specially targeted at the Indian audience. 
The products are already available across 
Africa, Europe and India. Our company 
realises that the real touch-point for any 
retail venture is the distribution set-up 
and presence across the country. We, 
therefore, plan to acquire 100 distributors 
across 17 cities shortly.

In the first phase, some key markets 
to be targeted in the northern part of  the 
country include Delhi-NCR, Chandigarh, 
Lucknow and Jaipur. In the western 
region, the areas being targeted are 
Mumbai, Pune, Nagpur, Ahmedabad and 
Raipur. In the southern region, the cities 
to be a part of  the Pharox revolution 
include Hyderabad, Bengaluru, Chennai, 
Madurai, Coimbatore and Kochi.

We believe that increasing visibility 
in the market will require rigorous use 
of  both ATL and BTL activities. The 
conventional ATL activities such as print 
media, outdoor and online ads will help 
us create brand awareness and increase 
brand presence. BTL activities such as 
participation in seminars, conferences 
and exhibitions will help us reach the 
target audience.

What products will you launch for the 
domestic retail market this year?
We are focused on creating effective 
LED lighting solutions for the retail 
audience. Our company already has a 

portfolio of  over 250 products. NTL 
Lemnis will constantly be tweaking its 
portfolio and ensuring that it has end-
to-end solutions for any lighting need in 
the categories of  retail, hospitality, IT 
& ITeS, healthcare, manufacturing and 
outdoors.

Our company is also committed 
to producing innovative and better 
alternatives for the existing products. It’s 
the effort of  our R&D which enabled 
us to launch recently the innovative 
energy-saving and long lasting LED well 
glass - the Pharox Warhorse lamp - for 
replacing conventional high pressure 
sodium vapour lamps. This latest product 
is designed for multiple applications such 
as power plants, steel plants, cement 
plants and material handling areas. It 
is already being well received by the 
industry and we hope that in the future 
too, we will keep ‘wow-ing’ customers 
with more such products.

An estimated 30 million street lighting 
points across the country are set to 
be retrofitted with LEDs. How are you 
poised in the public sector-driven street 
and urban lighting space? 
We have supplied Pharox LED 
lighting products to several prestigious 
government and private hospitals. 
Besides, a number of  other healthcare 
industry projects are in the pipeline. 
NTL is a major supplier of  LED lamps 
to EESL under the government project 
for domestic lighting. We are supplying 
four lakh LED lamps for Guntur, two 
lakh LED lamps for Anantpur, and 12.9 
lakh LED lamps for West Godavari 
and Srikakulum. Our company has also 
bagged orders to supply LED lamps to 
Delhi, UP, Rajasthan and Maharashtra.

Is new investment on the cards? 
We plan to invest `50 crore this year 
on manufacturing, R&D and market 
development to expand our presence in 
the Indian market. n

Mrinmoy Bhattacharjee
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‘Our Mandate is to Handhold 
Private ESCOs’ 

Energy efficiency is the new business mantra, but it 
needs to be proven as a sustainable proposition. 

EESL’s head honcho Saurabh Kumar appears 
to be on a mission to ensure that the business 
of energy efficiency is understood and its 

investors succeed. It shouldn’t be difficult for him 
to do so; after all he has a plethora of success 

stories to recount. But he admits that 
challenges remain. Here’s what 

he told Sourcing Electricals 
& Lighting on a relaxed 

Saturday afternoon…

MISSION MODE
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