
Providing insight into the least understood market.



There are two key steps to tapping into 
    energy demand in rural markets.  The �rst is 
      the development of the right products, 
the second is a distribution model that puts 
  the right products in the immediate vicinity 
          of the end user.



Catapult Design is a global leader in product 
strategy and design services for clients 
working to develop and commercialize life 
changing, human-centered products for 
low-income end-users.   To better serve our 
clients, we’ve teamed up with Great Lakes 
Energy (GLE) in Kigali, Rwanda to provide 
infrastructure and a framework for qualitative 
and quantitative research for products 
entering the market.  Catapult’s team of 
anthropologists, product designers and 
engineers work alongside the GLE team to 
structure interviews, collect stories, run focus 
groups, observe, develop user and data 
surveys, and collect technical data to ensure 
success in the market.

GLE has developed a powerful distribution 
network and e�cient methodology for mass 
sales and distribution of low-cost home 
energy products for rural consumers in the 
developing world.  GLE has a fully developed 
distribution management team, a product 
line providing for lighting and phone charg-
ing demands, and 142 branded and trained 
dealers throughout Rwanda.  GLE has imple-
mented a successful micro-�nance purchase 
scheme to allow the lowest income groups in 
their target market to purchase their 
products.  They also own a separate mass 
media company that uses local celebrities as 
brand ambassadors and secures radio promo-
tion of our distribution brand at no cost.



Rwanda has a population of over 9 million, with less than 10% connected to the electrical grid.                
             This leaves over 1.2 million homes without access to electricity.  



GLE’s focus is on building a strong, trusted, distribution 
brand called Akira Urumuri (“Receive the light”).  
Dealers display this brand on their storefronts and 
receive their products on credit as well as business 
advice and coaching, marketing materials, and basic 
technical training from GLE.  

GLE employs four Territory Managers.  Each of these 
Territory Managers is responsible for managing 
relationships with 30-50 independent rural 
dealers/shop owners.  The structure allows for their 
team to maintain a network of 148 independent 
dealers who actively market GLE products and provide 
basic after-sales support.  By focusing on distribution 
and not manufacturing, GLE can adapt quickly to a 
changing technology landscape.  They can also quickly 
deploy new products in test markets or implement 
full-scale new product launches e�ectively.  



We o�er the following services for organizations 
with a prototype ready for �eld-testing or 
organizations planning a pilot run of a new 
product for market input:

Synthesis
Making sense of data collection and observation to 
determine new design directions

Secondary research
publications, journals, competitors, trade associations

Community discussion groups
Surveying, focus groups, group and one-on-one sessions

Cultural research values
User pro�les, story collecting and synthesis of values, user 
expenditure analysis

Basic �eld performance tests
environmental durability, length of function, key feature 
testing, data acquisition system design

User form factors
Examine responses to color, weight, size, shape, usability 
features

Alternative use
Unexpected usage scenarios, reasons for use, what products 
it replaces

BOM and maintenance audit
Find out how it’s repaired or maintained, accessibility of parts 

Usage patterns
Data on hours spent charging, in use, environmental data 
(hours of good sun, etc)
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