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Attachment 7

Subcontract No.: 09G02-1021 (2)
Subcontract Title: Establishment of ESL Marketing Channels in Small &

Medium-sized Cities and Rural Areas (1)

Subcontract Duration: 18 months
Subcontract Budget: ~ No more than US $ 75,000

Objective:

Incandescent lamps’ conversion manufactures utilize the advantages of energy
saving lamps marketing channels in small & medium-sized cities and rural areas,
explore the effective ways and promotional models in these areas, to realize the
IL conversion manufacturers’ market development.

Quialification:

Key incandescent lamps’ manufacturing companies in transition from
incandescent lamps to energy saving lamps (2009 incandescent lamps’ output is
over 100 million);

Own sales channels in small & medium-sized cities and rural areas, set at least
100 country-level markets, which sales network can cover the central or western
regions, and is willing to promote ESL in this way;

Have a good understanding of hardware stores, supermarkets, convenience stores’
marketing and sales’ ways;

The performance, energy efficiency, and safety level of IL conversion
manufacturers’ ESL must reach national standards, “energy saving” preferred.

Main tasks:

Submit the country list that IL manufacturer plan to explore and expand ESL
promotion channels, develop ESL marketing network systems’ implementation
plans and operational program in the small & medium-sized cities and rural areas;
Note: the ESL marketing channel refers to the original sales channels which only
sell incandescent lamps, but now also sell ESLs, or open up new ESL sales
marketing channels;

For country-level market, choose more than 300 hardware stores, supermarkets,
convenience stores to sign agreement for selling ESL products in 70 countries
(chosen countries should cover the central or western region). Try new methods
of promotional ways and sales methods to build promotional channels (Such as
organize village committees, electricians and volunteers to help publicize and
promote ESL products, through postal ways and free trial, and etc). 10 thousand
ESL products should be sold in every pilot country, and chosen countries’ ESL
products sales growth should increase over 20% by the EOP;

Train sales staffs in small & medium-sized cities and rural areas to improve ESL
saling skills;



Hold advocacy activities in signing the hardware stores, supermarkets,
convenience stores, to set up energy conservation posters, distribute ESL
products’ energy saving brochures, in order to popularize the ESL products
among consumers;

Basing on the promotion process, sum up the channel building experiences, and
form the experience concluding report of ESL products promotional channels
building in small & medium-sized cities and rural areas;

Provide project implementation plan, project task breakdown sheet, schedule,
budget breakdown table, self-monitoring plan; and project quarterly report,
annual report, interim report and final report both in Chinese and in English;
Assisting National Implementing Agency with the completion of other related
activities.

Main output:

Initially, submit the network systems’ implementation plans and country list that
IL manufacturer plan to explore and expand ESL promotion channels;

In middle term, submit interim project report, including project implementing
progress, ESL products sales agreement summary and sales progress from more
than 300 hardware stores, supermarkets, convenience stores in 70 countries;

By the EOP, submit final project report, including project implementing progress,
sales staff training record, and ESL products’ sales quantity and sales progress in
70 countries;

By the EOP, evaluate and summarize the experiences of promotional channels
building , submit the experience concluding report of ESL products promotional
channels building in small & medium-sized cities and rural areas;

Self-monitoring report of project implementation, energy conservation evaluation
report, co-financing report, project quarterly report, annual report both in Chinese
and in English.



