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Introduction of the Survey 
This report is a survey of the market for energy efficiency and renewable energy products and services in the construction, building and heating, ventilation and air conditioning (HVAC) trades in three regions of Georgia: Guria, Kutaisi and Aspindza-Akhalkalaki. The survey was building on interview of commercial organizations which is selling RE/EE products and organizations which is using these products, and, to a limited extent, updates relevant portions of the IFC/GEF Market Assessment of SME Activities in Energy Efficiency and Renewable Energy in Georgia. Totally were interviewed 25 organizations. The interview was provided to the representatives of the commercial organizations at above mentioned regions of Georgia. The interview was built on four different aspects: general situation nowadays on RE/EE issues, organizational activities, the needs and what barriers they have.
There are several objectives of the initial survey: 

· Identify RE/EE and building products, construction, services and applications (e.g. water heating, space heating, electricity, insulation, improved windows, weatherization materials) available in the regions of Tbilisi, Kutaisi, Guria and Aspindza. 

· Identify existing distributors providing these products and services and the impediments to RE/EE market development.

· Identify market potential for RE/EE products and services that are not yet available.

· Identify appropriate locations and trainees for the dot-ORG program, focusing on evaluating opportunities in regions such as Imereti (Kutaisi), Samtskhe Javakheti (Aspindza, Akhalkalaki) and Guria. 

The survey was organized by Dr. Nugzar Meladze, Project Manager and by Mr. Alexander Grdselidze, Assistant of the Project Manager. The Survey was implemented in May-June 2006. For these we prepare special questionnaires, travel at these regions and meet with many people, such as representatives from Municipalities, NGOs, and Commercial structures and staff members of the commercial organizations. The survey in RE/EE issues in these regions nova body was made so far and these is first step of regional development. The survey is included also the filled questionnaire by commercial organizations: 1. the organizations which is working on RE/EE issues and 2. The organization which is producing other materials but they are interesting to buy new energy efficiency equipments and for these they not have enough funds. 
II. Survey Result from Guria:

In these region the organizations mostly working to produce biogass systems, solar thermal collectors, small hydro systems, energy efficiency plastic windows and doors, energy efficiency wood stone, improved wood windows. The business here is not so high and the organization working in RE/EE issues have no big costumers, but they are believe that after becoming gas and electricity price high the needs also will be high. Nowadays in these regions is very popular wood energy efficiency stones and biogas systems, the citizens mostly build themselves the biogas systems.
Barriers which they have:

· Information Dissemination about RE/EE issues

· Tax policy

· The high price of electricity

II. A. Profiles of Regional RE/EE and construction product distributors:

For the interview we prepared special questionnaire.
· “Info-Guria” Ltd, production: biogas systems, solar thermal collector, micro hydro, energy efficiency wood stone

This organization was building several small hydros.

· Asocciation “Imedis Megzuri”, production: biogas systems, solar thermal collector, micro hydro, energy efficiency wood stone

was implemented WB funded project to build biogas aggregate with solar thermal collector, also in a same time was organizing training program in the regions of Ozurgeti how to use biogas system and what efficiency it gives to people.

· Ind.C “Avtandil Chelidze”, production: production: biogas systems, micro hydro, energy efficiency wood stone

They build 120 small hydro stations.

· “Ozurgeti Experimental Enterprize” Ltd, production: biogas systems, micro hydro, energy efficiency wood stone

· “Komfort” Ltd, production: plastic windows and doors

· “Mekanikos” Ltd, production: biogas systems, micro hydro, energy efficiency wood stone

II. B. Profiles of selected potential RE/EE costumers
There is commercial organization which would like to implement at their factories energy efficiency activity. The list of organizations:
- Ltd “Tonus”

- Ltd “Beer and Fruit Juice Enterprise”

- Ldt “Saakimo”

- Ltd “Sanatory Kolkhida”

- Ltd “Kolkhuri”

- JSC “Imedi”

- JSC “Ckali Margebeli”

- Ltd “New Guria”

- Ltd “Askana”

III. Proposed Trainings
In these region of Georgia the main needs is to train youth entrepreneurs and the commercial organizations representatives what is RE/EE issues and what benefit it giver to customers, suppliers, environment and the regions in total. 
In a training most relevant subjects: RE; EE; EE building materials; EE new equipment and technologies; some international experience in these issues; project preparation; budget planning; calculating pay back and energy saving; pricing management; e-marketplace; 
Training organizing period: July – August 2006 
The potential training participants:
1. Kakhaber Lomadze – Guria Youth Council

2. Vakhtang Berishvili – Ltd “ Info-Guria”

3. George Gagua – Asociation “Imedis Megsuri”

4. Avtandil Chelidze – Ind.C

5. Khatune Sadradze – Ltd “Tonus”

6. Kakha Chavleshvili - Ltd “Beer and Fruit Chuce Enterprise”

7. Tornike Surguladze – Ltd “Saakimo”

8. Lado Lomadze - Ltd “Sanatory Kolkhida”

9. Merab Vasadze – Ind.Co. “Khatuna Goguadze”

10. Ivan Koladze – Ltd “Kolkhuri”

11. Gocha Guchabidze – JSC “Imedi”

12. Davit Gogotishvili – Ltd “Askana”

13. Lasha Berishvili – Ltd “New Guria”

14. Temur Gogoladze - JSC “Ckali Margebeli”

15. David Teneishvili – Ind.Co

The Place where the training will be implemented in Guria: # 4 Gabriel Episkopos street, Ozurgeti, 3500, GEORGIA .
1. Name of the company: Ltd “Info-Guria”
Address: Ozurgeti, #15 Davit Agmashenebeli 

Tel/Fax: 8-296-7-44-85, 8-99-50-06-89

Director: Vakhtang Berishvili
I. The organization, History and Present

a) The organization owners


100% is private

b) Organization main business

Renewable energy and energy efficiency information popularization. The building biogas systems, small hydro, solar collector and making every year checking

g) Main product 

small hydro, biogas systems

d) Target Market


Domestic, Ozurgeti region
e) Major costumers

The main costumers are poor people from high mountains area


v) Organization  Situation
The turnover is 14000-15000 Lari. They have car gaz52 inside small factory, tractor T-25, electric generator and two computers.
z) Organizations financial situation (if they have any loan or how they received funds) 

They not have any loan

T) Staff

4 man, 3 women - total 7
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is to set up Renewable Energy and Energy Efficiency training and consultancy center ”Learn and Made yourself”. Where the citizens who are interesting in energy efficiency will be learn more and after to biuld these systmes themselves.
a) Development / project total cost



25000-30000 Lari
g) Organizational participation in this cost


    5000-6000 Lari.
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The energy prices growth is direct proportion of the needs of RE/EE. 

b) What barriers you have for development

The citizens in the regions are very poor and many of them not have information about RE/EE
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year

10000-15000 Lari
b) Prices

mosaxleobisaTvis xelmisawvdomi
g) Income (what you are expecting)
7000-8000 Lari

2. Name of the company: Ltd “Ckali Margebeli”
Address: Chokhatauri Region, village Nabeglavi 

Tel/Fax: 8-22-99-91-99; 8-99-19-93-08; 8-99-48-02-83
Director: Grigol Gogoladze
I.The organization, History and Present

a) The organization owners


The JSC was registered in 2005, registration N: 63/5-17. The Shareholders are: Avtandil Svimonishvili, Amiran Svimonishvili, Grigol Gogoladze, Thomas Diem, Urs Valter Burghardt, Thomas Hoizerman
b) Organization main business

Mineral and sweet water production and selling 
g) Main product 

Minaral water ”Nabeghlavi” and sweet water ”Bakhmaro”
d) Target Market


Georgia, Ukraine, Azerbaijan, Kazakhstan, USA, Canada, Germany, Switzerland, Poland and Baltic States
e) Major costumers

The 65% of costumers are Georgians and other 35% is foreigners


v) Organization Situation
The capital of the company is 2million Lari 
z) Organizations financial situation (if they have any loan or how they received funds) 

They have loan from Georgian Bank
T) Staff

89 persons  
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is to produce mineral and sweet water and in future to build sanatoriums.  
a) Development / project total cost

-------------
g) Organizational participation in this cost


    ----------------
III. Targer market and barriers

I. Please describe the need of the products in which these organization is working 


The needs of mineral and sweet water are high and every year is growing. The company not has such technology to produce such quantity; it needs to raise production up to 300%. 

b) What barriers you have for development

For fast development the company needs additional funds 
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)
The company have strong distributing network

g) Financing


They need additonal fund for additional technologies
V. Future sales plans

a)  Sales per year

In 2005 the sales for 0,5l bottle water was 30 million, which is 2,5 time more than in 2004. 

b) Prices

the prices is stabile 
g) Income (what you are expecting)
------------
3. Name of the company: Ltd “Tonus”
Address: Ozurgeti, village Meria 

Tel/Fax: 8-99-57-72-47
Director: Amiran Chkhaidze
I.The organization, History and Present

a. The organization owners


100% private
b. Organization main business

Tea production
g) Main product 

Green Agura tea
d) Target Market


Export
e) Major costumers

Republic of Mongolia 


v) Organization Situation

The capital of the company is 302,000 Lari 
z) Organizations financial situation (if they have any loan or how they received funds) 

They have loan 
T) Staff

70 persons  
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is to enterprice development
a. Development / project total cost

200,000 Lari
g) Organizational participation in this cost


    50,000 Lari
III. Targer market and barriers

c) Please describe the need of the products in which these organization is working 


The needs of Agura tea is very high 

d) What barriers you have for development

The high taxes and high energy prices  
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year

b) Prices

1kg – 0.4 USD
g) Income (what you are expecting)
400,000 Lari
4. Name of the company: JSC “Beer and Fruit Juice Enterprise”
Address: Ozurgeti, 29 Akaki 

Tel/Fax: 
Director: Shota Margalitadze
I.The organization, History and Present

a) The organization owners


JSC
b) Organization main business

Beer production
g) Main product 

Beer
d) Target Market


Domestic 
e) Major costumers

Ozurgeti, Foti, Batumi, Kutaisi 


v) Organization Situation

The capital of the company is 188,457 Lari 
z) Organizations financial situation (if they have any loan or how they received funds) 

They have loan 
T) Staff

24 persons  
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is to enterprice development
a. Development / project total cost

160,000 Lari
g) Organizational participation in this cost


    40,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The needs of the beer is very high 

b) What barriers you have for development

The high taxes and high energy prices  
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
500 tonn

b) Prices

1 liter – 0.747 lari ( these price not including accises and taxes)
g) Income (what you are expecting)
900,000 Lari
5. Name of the company: Ltd “Kolkhuri”
Address: Ozurgeti, village Natanebi 

Tel/Fax: 8-99-98-77-75
Director: Merab Vasadze
I.The organization, History and Present

a) The organization owners


100% private
b) Organization main business

Tea production
g) Main product 

Black tea
d) Target Market


Domestic

e) Major costumers


Georgia
v) Organization Situation

The capital of the company is 24,000 Lari 
z) Organizations financial situation (if they have any loan or how they received funds) 

They not have loan 
T) Staff

5 persons  
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is to enterprice development
a. Development / project total cost

150,000 Lari
g) Organizational participation in this cost


    30,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The needs of high quality tea is very high 

b) What barriers you have for development

The high taxes and high energy prices  
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
60 tonn

b) Prices

its depends on energy prices
g) Income (what you are expecting)
360,000 Lari

6. Name of the company: Ind.Co “Khatuna Goguadze”
Address: Ozurgeti, 1 Gabriel Episkopos 

Tel/Fax: 8-296-7-60-30, 8-296-7-30-80
Director: Merab Vasadze
I. The organization, History and Present

a) The organization owners


Ind.Co
b) Organization main business

Bred production
g) Main product 

Bred
d) Target Market


Ozurgeti
e) Major costumers


Domestic
v) Organization Situation

The capital of the company is 150,000 Lari 
z) Organizations financial situation (if they have any loan or how they received funds) 

They not have loan 
T) Staff

45 persons  
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is to enterprice development
a. Development / project total cost

150,000 Lari
g) Organizational participation in this cost


    30,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The needs of the breed is very high 

b) What barriers you have for development

The high energy prices  
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
800 tonn

b) Prices

its depends on energy prices
g) Income (what you are expecting)
435,000 Lari

7. Name of the company: Ltd “Sanatoria Kolkhida”
Address: Ozurgeti, Ureki 

Tel/Fax: 8-99-11-86-62
Director: George Rusieshvili
I. The organization, History and Present

a) The organization owners


100 % private
b) Organization main business

Medical and vacation service
g) Main product 

Medical and Hotel 
d) Target Market


Georgia and neighbor countries
e) Major costumers


Domestic
v) Organization Situation

The capital of the company is sanatorium building 
z) Organizations financial situation (if they have any loan or how they received funds) 

They have loan 
T) Staff

90 persons  
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is to build new medical diagnostic centre and hotel quality development
a. Development / project total cost

200,000 Lari
g) Organizational participation in this cost


    50,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The needs is very high 

b) What barriers you have for development

The high taxes 
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
80,000 Lari
b) Prices

g) Income (what you are expecting)
500,000 Lari

II. Survey Result from Kutaisi:

In these region the organizations mostly working to produce solar thermal collectors, small hydro systems, energy efficiency plastic windows and doors, energy efficiency wood stone, improved wood windows. The business here is not so high and the organization working in RE/EE issues have no big costumers, but they are believe that after becoming gas and electricity price high the needs also will be high. Nowadays in these regions is very popular wood energy efficiency stones and biogas systems, the citizens mostly build themselves the biogas systems.

Barriers which organizations have in the regions:

· Information Dissemination about RE/EE issues

· The low income of Kutaisi population

· Tax policy

· The high price of electricity

II. A. Profiles of Regional RE/EE and construction product distributors:

·  “ASA”, these is NGO , main product: small hydro and wind energy systems
These organization was implemented several small hydro project
· JSC “Ekoenergomontaz”, main products: solar thermal systems
was implemented before 2000 the solar thermal projects.

·  “Pirveli” Ltd, production: plastic windows and doors

· “Imerguri” Ltd, production: Energy Efficiency building materials
· “TeploImport” Ltd, production: energy efficiency heating systems

· “Leviko” Ltd, production: energy efficiency gas heating systems

II. B. Profiles of selected potential RE/EE costumers

There is commercial organization which would like to implement at their factories energy efficiency activity. The list of organizations:

- NGO “ASA”

- Restarant  “Delikates”

- Kafe “Baraka”

- In.C “Akaki Cereteli”

- In.C “Nika”

- Ltd “Flamengo”

- Hotel “Kutaisi”

- Kutaisi Central Station
- Hotel “Aia”

- Ltd “Kut Ckal Kanal”

- Hotel “Mtis Broli”

- Shop “Leviko”

- Ltd “TeploImport”

III. Proposed Trainings

In these region of Georgia the main needs is to train youth entrepreneurs and the commercial organizations representatives what is RE/EE issues and what benefit it giver to customers, suppliers, environment and the regions in total. 

In a training most relevant subjects: RE; EE; EE building materials; EE new equipment and technologies; some international experience in these issues; project preparation; budget planning; calculating pay back and energy saving; pricing management; e-marketplace; 

Training organizing period: August 2006 

The potential training participants:

1. George Bakradze – entrepreneur
2. Michael Fkhakadze – entrepreneur, student

3. Tinatin Kuprashvili – entrepreneur, student

4. Alexander Kharabadze – Kut.ckalkanali

5. Levan Janjaleishvili – Kut.ckalkanali

6. Irakli Kirtadze – entrepreneur, student

7. Mirian Rukhadze – entrepreneur, student

8. Aleko Rukhvadze – businessman

9. George Khurcidze – food network company

10. Temur Tsintsishvili – entrepreneur, student

11. Goege Khursidze – businessman

12. Ramas Kilasonia – entrepreneur, student

13. Maka Margvelashvili - entrepreneur, student

14. Mamuka Chubinidze – Ltd “Baraka”, energy manager

15. Nika Gabunia – Hotel “Aia”, administrator and manager

The Place where the training will be implemented in Kutaisi: # 59 Queen Tamar street, Kutaisi, GEORGIA .
8. Name of the company: Ltd “Leviko”
Address: 54 Chavchavadze str, Kutaisi 

Tel/Fax: 8-99-25-45-52
Director: Roland Kikvidze
I.The organization, History and Present

a) The organization owners


100 % private
b) Organization main business

Selling
g) Main product 

Energy efficiency gas heating systems
d) Target Market


Kutaisi
e) Major costumers


Domestic
v) Organization Situation

-----------------------------
z) Organizations financial situation (if they have any loan or how they received funds) 

No  loan 
T) Staff

10 persons  
c) Organization development / Expansion Plans and financial requirement

The main aim of the organization is to develop several energy efficiency equipments representation
a) Development / project total cost

20,000 Lari
g) Organizational participation in this cost


    10,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The needs is very high 

b) What barriers you have for development

There is very low of information Dissemination on RE/EE
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
9. Name of the company: Ltd “TelpoImport”
Address: 39 Chavchavadze str, Kutaisi 

Tel/Fax: 72603
Director: Ermile Kurchulia
I. The organization, History and Present

a) The organization owners


100 % private, these organization is a branch office in Kutaisi
b) Organization main business

Selling and installation
g) Main product 

Heating systems
d) Target Market


West Georgia
e) Major costumers


Domestic
v) Organization Situation

-----------------------------
z) Organizations financial situation (if they have any loan or how they received funds) 

They receiving funds from HQ 
T) Staff

2 persons  
III. Targer market and barriers

c) Please describe the need of the products in which these organization is working 


The needs is very high 

d) What barriers you have for development

Needs of information
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
10. Name of the company: Ltd “Imerguri”
Address: 12/20 Khorava str, Kutaisi 

Tel/Fax: 8-77-445114
Director: Davit Mamaladze
I. The organization, History and Present

a) The organization owners


100 % private
b) Organization main business

Selling
g) Main product 

energy efficiency building materials
d) Target Market


Kutaisi
e) Major costumers


Domestic
v) Organization Situation

-------------------------------------------
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

5 persons  
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is to sell more different kind of energy efficiency building materials
a) Development / project total cost

40,000 Lari
g) Organizational participation in this cost


    30,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The needs is OK 

b) What barriers you have for development

The high taxes 
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
10,000 Lari per month
b) Prices

g) Income (what you are expecting)
10% from the selling

11. Name of the company: Ltd “Spiral”
Address: 37 Chavchavadze str, Kutaisi 

Tel/Fax: 8-99-97-81-61
Director: Soso Gigineishvili
I.The organization, History and Present

a) The organization owners


100 % private
b) Organization main business

selling
g) Main product 

Plastic windows and doors
d) Target Market


Kutaisi
e) Major costumers


Domestic
v) Organization Situation

------------------------------------------------
z) Organizations financial situation (if they have any loan or how they received funds) 

They have loan from Standard Bank and Agrobank
T) Staff

2 persons  
c) Organization development / Expansion Plans and financial requirement

The main aim of the organization is to sell more different kind of materials
a. Development / project total cost

30,000 Lari
g) Organizational participation in this cost


    70%
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The needs is very high, but because of we not have different materials the people are not interesting 

b) What barriers you have for development

The needs of additional funds
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
12. Name of the company: Ltd “Pirveli”
Address: 24 Chavchavadze str, Kutaisi 

Tel/Fax: 8-23
1-7-70-17
Director: Avtandil Margvelashvili
I.The organization, History and Present

a) The organization owners


100 % private, the shareholders are: Avtadnil Margvelashvili and Otar Margvelashvili
b) Organization main business

Plastic windows and doors, “Filpen” and “Salaplas”
g) Main product 

windows and doors
d) Target Market


West Georgia 
e) Major costumers


Domestic organizations and citizens
v) Organization Situation

---------------------------------------------
z) Organizations financial situation (if they have any loan or how they received funds) 

They have loan form Georgian Bank
T) Staff

6 persons  
II. Organization development / Expansion Plans and financial requirement

The main aim of the organization is company development
a) Development / project total cost

g) Organizational participation in this cost

III. Targer market and barriers

b) Please describe the need of the products in which these organization is working 


The needs is very high 

c) What barriers you have for development

The high taxes 
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
13. Name of the company: Ltd “Baraka” and restaurant “Delikates”
Address: 20 Chavchavadze str, Kutaisi 

Tel/Fax: 8-231-21022
Director: Liana Cirekidze
I.The organization, History and Present

a) The organization owners


100 % private
b) Organization main business

Service 
g) Main product 

Café and Restaurant
d) Target Market


Kutaisi
e) Major costumers


Domestic and turists
v) Organization Situation

the organization have buildings, equipments
z) Organizations financial situation (if they have any loan or how they received funds) 

They have loan from Prokredit Bank
T) Staff

20 persons  
II. Organization development / Expansion Plans and financial requirement

To build big network and install solar thermal collectors for hot water and more energy efficient equipments.
a) Development / project total cost

100,000 Lari
g) Organizational participation in this cost


    15%
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


There is a need for these service
b) What barriers you have for development

The high taxes and electricity and gas high price
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
14. Name of the company: Ind Company “Nika”
Address: village Geguti, raion fo Tskaltubo 

Tel/Fax: 8-98 146639
Director: Nika Gabunia
I.The organization, History and Present

a) The organization owners


100 % private
b) Organization main business

Green House, Farm
g) Main product 

vejitable and milk product
d) Target Market


Raion of Tskaltubo
e) Major costumers


Domestic
v) Organization Situation

12 cow and 2 green house
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

4 persons  
II. Organization development / Expansion Plans and financial requirement

To build new eficient green house and more cows and biogas agregate
a) Development / project total cost

6,000 Lari
g) Organizational participation in this cost


    900  Lari
III. Targer market and barriers

b) Please describe the need of the products in which these organization is working 


High 

c) What barriers you have for development

In the region there is no micro loans
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
10 tonn vejitable
b) Prices

g) Income (what you are expecting)
1kg – 2 lari
15. Name of the company: Hotel “Aia”
Address: 10 Chavchavadze str, Kutaisi 

Tel/Fax: 8-231-23676
Director: Eka Bandseladze
I.The organization, History and Present

a) The organization owners


100 % private
b) Organization main business

Service
g) Main product 

Hotel
d) Target Market


Georgia
e) Major costumers


Tourists
v) Organization Situation

-------------------------------------------
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

6 persons  
c) Organization development / Expansion Plans and financial requirement

To install solar thermal systems for hot water
a. Development / project total cost

20,000 Lari
g) Organizational participation in this cost


    3,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


They are spending lots of money to heat water 

b) What barriers you have for development

The high taxes and high prices of energy and gas
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
b) Prices

g) Income (what you are expecting)
1 night – 70 lari
16. Name of the company: Ltd “Kut Ckal Kanal”
Address: 49 Sulkhan Saba Ave, Kutaisi 

Tel/Fax: 8-231-91622
Director: Sviad Mandaria
I.The organization, History and Present

a) The organization owners


100 % government
b) Organization main business

Drink water distribution
g) Main product 

Drink water distribution
d) Target Market


Kutaisi
e) Major costumers


Domestic with all regions
v) Organization Situation

enterprise, communications, infrastructure
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

500 persons  
II. Organization development / Expansion Plans and financial requirement

To establishing new novation in renewable and energy efficiency aspect
a) Development / project total cost

g) Organizational participation in this cost
10%

III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


The needs high 

b) What barriers you have for development

The low income of population
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
II. Survey Result from Tbilisi:

We started work on 1 may in capital of Georgia –Tbilisi and separate it 3 stages.

First stage involved organizations which produce improved windows, insulations in building materials. 70% insulation products, energy efficiency building materials, and metalloplastics coming from Europe and Turkey, what is rise in price these materials cost. 
Second stage was research water heating and space heating. Existing companies in Georgia are trade import companies. There are many types of commercially available systems that combine water and space heating functions. Main selling countries are Turkey, China, Germany and Russia.
Third stage was examination companies which working nontraditional ecologically cleaned energies lake solar thermal collectors, photovoltaic systems and biogas installations but these systems are little bit expensive and the inhabitants need special trainings and information about how to use such systems.
We get information about these organizations and you can clearly analyzed situation with questionnaires:             

17. Name of the company: JSC “Spetsheliotbomontaji”
Address: 4V Mazniashvili str, Tbilisi
Tel/Fax: 955256
Director: Nugzar Meladze
I.The organization, History and Present

a) The organization owners


shareholders
b) Organization main business

Production, Installation
g) Main product 

Solar therma collectors, small wind turbines, solar dryiers and biomass systems.
d) Target Market


Georgia
e) Major costumers


Georgian
v) Organization Situation

These organization needs modernization
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

12 persons  
II. Organization development / Expansion Plans and financial requirement

To moderate production line of solar thermal collectors
a) Development / project total cost

400,000 Lari
g) Organizational participation in this cost


    75,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 
After 2005 when the electricity and gas prices going up, the needs of solar systems become more useful and popular

b) What barriers you have for development

High taxes and to find investors
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
b) Prices

g) Income (what you are expecting)
1 m2 – 400 lari, these price is including installation and all additional expenditures
18. Name of the company: In. D. M.P.1.
Address: 14 Javakhishvili str, Tbilisi 

Tel/Fax: 922667
Director: George Khutsishvili
I.The organization, History and Present

a) The organization owners


In. C
b) Organization main business

Plastic doors and windows installation
g) Main product 

installation of energy efficiency doors and windows
d) Target Market


Tbilisi, Mtsketa, Rustavi
e) Major costumers


Domestic people and organizations
v) Organization Situation

they have the technology for installation 
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

6 persons  
II. Organization development / Expansion Plans and financial requirement

Development and buil network
a) Development / project total cost

40,000 Lari
g) Organizational participation in this cost


    10,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 

There is a needs of ee doors and windows
b) What barriers you have for development

The high taxes
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
19. Name of the company: Ltd “Larko”
Address: 60 Tsereteli str, Tbilisi 

Tel/Fax: 344353
Director: Valeri Nasgaidze
I.The organization, History and Present

a) The organization owners


LTD
b) Organization main business

Selling and installation
g) Main product 

Refrigirators, Boilers, Stoves 
d) Target Market


Tbilisi, Mtskheta, Gori, Rustavi
e) Major costumers


Domestic
v) Organization Situation

building, 2 mini bus, ad equipments for selling
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

4 persons  
II. Organization development / Expansion Plans and financial requirement

Network development
a) Development / project total cost

50,000 Lari
g) Organizational participation in this cost


    10,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


High needs of these products 

b) What barriers you have for development

The high taxes and peoples low information of energy efficiency
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
20. Name of the company: Ltd “Mziuri Energy”
Address: 6 Chachava str, Tbilisi
Tel/Fax: 525969
Director: Kote Kobakhidze
I.The organization, History and Present

a) The organization owners


100 % private
b) Organization main business

Producing, selling and installation
g) Main product 

Solar PV systems
d) Target Market


Georgia
e) Major costumers


domestic commercial and religious organizations
v) Organization Situation

-------------------------------------------
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

5 persons  
II. Organization development / Expansion Plans and financial requirement

Enterprise development
a) Development / project total cost

20,000 Lari
g) Organizational participation in this cost


    3,000 Lari
III. Targer market and barriers

b) Please describe the need of the products in which these organization is working 


There is a needs of such systems 

c) What barriers you have for development

Low peoples information on RE/EE
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
21. Name of the company: InC “Davit 2001”
Address: 10 Tisian Tabidze, Tbilisi
Tel/Fax: 
Director: Robert Manjgaladze
I.The organization, History and Present

a) The organization owners


In C
b) Organization main business

Selling and installation
g) Main product 

heating and hot water production
d) Target Market


Tbilisi
e) Major costumers


Domestic
v) Organization Situation

office, tecknology, equipments
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

4 persons  
II. Organization development / Expansion Plans and financial requirement

Infrastructure development
a) Development / project total cost

40,000 Lari
g) Organizational participation in this cost


    10,000 Lari
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 


High needs 

b) What barriers you have for development

Good tecknology
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
II. Survey Result from Aspindza/Akhalkalaki:
This region is in the border of Turkey and Armenia, the population is very different and in Akhalkalaki many people speaking in Russian and Armenian language. In Aspindza several years ago form different region settled new Georgian villages. This region is very popular between Georgians on milk, potato, fruit vodka production, as well as animal farms. This region is very good to use small hydro turbines because there is several rivers which have high potential, there rivers are: Azmana, Tashli-Kishla, Otis ckali and Oshora. 
After electricity price become high the small business and private businesses in these region become in a very difficult situation. 
To use solar thermal, biomass, small hydro and geothermal water is very common in Aspindza. So far the InC “Genadi Otanadze”, village Nakalakevi has licence to use geothermal water in all aspects, but he using only for swimming pool and for public bath. 

Barriers:

· Information Dissemination about RE/EE issues

· Tax policy

· The high price of electricity

II. A. Profiles of Regional RE/EE and construction product distributors:

·  “Periscixe” Ltd, production: electricity from small hydro

· “Mirashkhani” Ltd, production: electricity from small hydro

· In C  “Nodar Lekishvili”, production: electricity from small hydro

II. B. Profiles of selected potential RE/EE costumers

There is commercial organization which would like to implement at their factories energy efficiency activity. The list of organizations:

- Ltd “Periscixe”

- Ltd “Mirashkhani”

- InC “Alexander Khosrevanidze”

- InC “Nodar Lekishvili”

III. Proposed Trainings

In these region of Georgia the main needs is to train youth entrepreneurs and the commercial organizations representatives what is RE/EE issues and what benefit it giver to customers, suppliers, environment and the regions in total. 

In a training most relevant subjects: RE; EE; EE building materials; EE new equipment and technologies; some international experience in these issues; project preparation; budget planning; calculating pay back and energy saving; pricing management; e-marketplace; 

Training organizing period: August 2006 

The training participants:

1. Dzambul Khosrevanidze – milk production business

2. Nodar Shavadze – fermer
3. Murman Kochaladze – potato production

4. Dzambul Kamashidze – potato production
5. Nugzar Kamashidze – fermer
6. Mamuka Khisadze – fermer
7. Gia focxverashvili – fermer
8. Irakli Vasadze – fermer
9. Valodia Kamashidze – fermer
10. Tengiz Otanadze – geothermal water organization

The Place where the training will be implemented in Aspindza/Akhalkalaki: Village Gulsunda, Association “Aspindza” office in Aspindza, GEORGIA .
22. Name of the company: Ltd “Periscixe”
Address: village Rustavi, Aspindza
Tel/Fax: 
Director: Malkhaz Sandriashvili
I.The organization, History and Present

a) The organization owners


100% private
b) Organization main business

Electricity production from small hydro
g) Main product 

electricity 
d) Target Market


Aspindza/Akhalkalaki
e) Major costumers


Domestic
v) Organization Situation

These organization have all turbines but need modernisation
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

12 persons  
II. Organization development / Expansion Plans and financial requirement

To add two more reactors
a) Development / project total cost

500,000 Lari
g) Organizational participation in this cost


    10%
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 
Is very high
b) What barriers you have for development

IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
250kv per day

b) Prices
g) Income (what you are expecting)
23. Name of the company: Ltd “Mirashkhani”
Address: village Mirashkhani, Aspindza, Georgia
Tel/Fax: 
Director: Djambul Khosrevanidze
I.The organization, History and Present

a) The organization owners


100% private
b) Organization main business

Electricity production from small hydro
g) Main product 

electricity 
d) Target Market


Aspindza/Akhalkalaki
e) Major costumers


Domestic
v) Organization Situation

These organization have pipes 400mm – 0,5 km and project proposal with all official measurement
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

12 persons  
II. Organization development / Expansion Plans and financial requirement

Building
a) Development / project total cost

200,000 Lari
g) Organizational participation in this cost


    15%
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 
Is very high
b) What barriers you have for development
Is very difficult to receive loan from banks and loan have very high percentage 

IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
180kv per day

b) Prices
g) Income (what you are expecting)
24. Name of the company: InC “Nodar Lekishvili”
Address: village Khertvisi, Aspindza, Georgia
Tel/Fax: 
Director: Nodar Lekishvili
I.The organization, History and Present

a) The organization owners


100% private
b) Organization main business

Electricity production from small hydro
g) Main product 

electricity 
d) Target Market


Aspindza/Akhalkalaki
e) Major costumers


Domestic
v) Organization Situation

These organization have all turbines 
z) Organizations financial situation (if they have any loan or how they received funds) 

They have no loan 
T) Staff

7 persons  
II. Organization development / Expansion Plans and financial requirement

To add new turbines
a) Development / project total cost

500,000 Lari
g) Organizational participation in this cost


    10%
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 
Is very high
b) What barriers you have for development
Legislation

IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
450kv per day

b) Prices
g) Income (what you are expecting)
25. Name of the company: InC “Alexandre Khosrevanidze”
Address: village Khertvisi, Aspindza, Georgia
Tel/Fax: 8-99-154341
Director: Nodar Lekishvili
I.The organization, History and Present

a) The organization owners


100% private
b) Organization main business

Milk production
g) Main product 

milk, cheese and many milk products
d) Target Market


Tbilisi
e) Major costumers


citizens 
v) Organization Situation

These organization have machinery and technology and buildings 
z) Organizations financial situation (if they have any loan or how they received funds) 

They had loan – 16.000 before June 
T) Staff

9 persons  
II. Organization development / Expansion Plans and financial requirement

To buy and install solar thermal collectors and biogas systems
a) Development / project total cost

30,000 Lari
g) Organizational participation in this cost


    10%
III. Targer market and barriers

a) Please describe the need of the products in which these organization is working 
Is very high
b) What barriers you have for development
IV. Strenghts and Weaknesses 

a) Technology

b) Marketing (Sales)

g) Financing
V. Future sales plans

a)  Sales per year
8 tonn cheese
b) Prices
1kg – 4 Lari

g) Income (what you are expecting)
V. Summary

Novadays in Georgia the problem of the saving energy, heat and energy resources is one of the biggest problems in building industry, especially in some regions. There aren’t developed business and inhabitants can’t eccess information energy efficiency building products, insulation for water space heating boilers, dispite the fact that common, old fashion prioducts are high price. 

Sevral month ago government started to move gas pipe in regions of Guria and Kutaisi, before these regions used electricity for water and space heating which is very expensive.  Fortunately gas supply will bring in thouse regions new business – demanding for gas boilers. For these reason inhabitants need information how to choose, install boilers and reach maximum energy efficiency. 

There are many tipes of commercialy available systems that combine water and space heating functions and prices are different but we need most energy effective ones. Also increase demand insulation for pipes. How to choose the best boilers? Our boiler reports can save the money. High efficiency boiler will provide customer with more heat and low efficiency boiler. Hovewer these dosn’t defends many factors – wheather you use gas or oil, how well is your hous is insullated. Training about these will help make the efficiency choise that will save the money month after month. They didn’t know that over-cised boiler is much more expensive to run than a curently cised boiler, necessary compare capacities of different furnaces, to make sure you are buying the right cise furnace. So we have to give knowledge and reccomendations how properly use RE/EE equipments and building materials. 
Choosing RE/EE products is one the smartest ways consumers can reduce energy use. They can reduce energy bill by about 30% - whan you purchase energy efficient products. 

To eccess the information between inhabitants we need to give them more knowledge, facts and statements the product specifications, interactive energy cost calculations, compare existing products to EE products prices, explaying advantage which they will achive in future and other resources to help them in the purchasing EE products. Also technologies in RE can help them not only save energy and money, but reduce poluttion as well.
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