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Stay Competitive:  Leasing allows you access to the latest 
equipment and technology quickly and at an affordable price. 
This also helps your business avoid outdated equipment and 
easily allows for upgrades to newer equipment, unlike with 
equipment that is bought.

OUR SOLUTIONS
“The primary value of the equipment is in its use, not its 
ownership.“

Straight lease - Obtaining the use of machinery, 
vehicles or other equipment on a rental basis. 
Ownership rests in the hands of the leasing 
company, while the business enjoys the actual 
use of it.

Exchange plan - The objective here is to give 
you complete flexibility and allow you to manage 
out those assets which no longer meet your 
requirements by exchanging them without 
increasing your costs.

Sale & Leaseback - Through this agreement, we 
can purchase your existing equipment and rent it 
back to you for your continued use.

WHY RENTWORKS?
As the leading independent leasing company in Kenya for close 
to two decades, we have proven ability to help businesses 
achieve their goals,  earning us a strong reputation as the 
preferred asset finance partner.

Our philosophy is centred on the notion of discouraging the 
outright purchase and ownership of depreciating assets.  
Such assets are better acquired through our flexible leasing 
arrangements.

THE BENEFITS OF  LEASING: 
Protects your cash flow & Save Money: Leasing allows you to 
acquire much-needed assets fast, without having to spend the 
money upfront. This helps you maintain a healthy bottom line 
and preserve your cash for other, more urgent business needs. 
Leasing often requires no deposit as we offer 100% financing at 
reasonable monthly/quarterly payments designed around your 
needs and budget.

Tax Benefits:  Lease payments qualify as an expense and are 
fully deductible on the equipment your business uses. 

Bundled solutions: Leasing allows one to acquire numerous 
assets from different classes bundled into one package for your 
peace of mind and ease of doing business. 

Post pandemic, businesses are facing a dilemma when it comes 
to Capital Expenditures. Key decision makers are looking to 

postpone equipment purchases/upgrades due to limited cash 
reserves. Meanwhile, technological advancement means that 
entrepreneurs know of the opportunity cost in neglecting to 
invest in an upgrade – reduced productivity and obsolescence. 
The Solution? Leasing! 

The array of opportunities found in the leasing industry

Many fi rms fail to consider 
equipment leasing because 
they lack an understanding 

of the advantages. Even those who 
do consider it frequently do not know 
how to maximise it. 

On the other hand, many lessors 
overlook obvious opportunities for 
profi t because of a limited view of 
equipment fi nancing.

Both parties need the legal, fi nan-
cial, tax, accounting, and business 
backgrounds and tools essential to 
evaluate, negotiate, advise on, and 
document successful equipment 
lease transactions.

Today the equipment leasing indus-
try plays a major role in the fi nancial 
community.

A user can lease virtually any type 
of equipment on a variety of terms.

There are numerous fi nancial and 
business reasons for a prospective 
lessee to lease rather than to buy. 
Leasing is also particularly attractive 
to equipment users who cannot take 
timely advantage of the depreciation 
deductions. 

Any equipment user is a prospec-
tive lessee. The users can range from 
multinational corporations, to sole 
proprietorships.

Any fi rm in the fi nancing business 
can be a potential lessor of equip-
ment.

Because of the competitive nature 
of equipment leasing and the exper-
tise required, however, only certain 
types of organisations are active in 
the leasing market.

Independent leasing companies 
provide a major source of equipment 
lease fi nancing.

Because leasing is their principal 
source of revenue, independent leas-
ing companies must be extremely ag-
gressive.

Finance leasing companies—lessors 
of millions of shillings of equipment 
each year— operate in much the same 
manner as banks or other fi nancing 
companies. They do not maintain an 
equipment inventory, but, after agree-
ing on a lease with a lessee, they buy 
the specifi c equipment needed for the 
lease. The lessee orders and receives 

the equipment from the vendor. When 
it arrives, the fi nance leasing compa-
ny pays for it, takes title, and leases it 
to the equipment user.

Finance leasing companies typical-
ly write leases, called fi nance leases, 
that run from 70 to 80 percent of 
the equipment’s useful life. The total 
amounts received under these leases, 

including the rents payable and the 
equipment residual value proceeds, 
are usually suffi cient to provide les-
sors with a full return of their equip-
ment investment and a profi t. If the 
equipment purchase is leveraged with 
third-party debt, then the rents will 
generally be enough to cover the full 
repayment of the debt.

Service leasing companies provide 
non-fi nancial services to lessees in 
addition to the equipment fi nanc-
ing. Services may include equipment 
maintenance and repair or advice on 
the equipment’s operation and design.

Service lessors typically limit their 
activity to a single type of equipment, 
such as computers, or to a single type 
of industry, such as the mining indus-
try. The intense experience gained 
through the specialisation enables 
them to reduce many leasing risks. 
For example, because lessors fre-
quently handle used equipment, they 
know how to deal effi ciently with 
equipment when it comes off lease, 
which in turn reduces their re-leasing 
or sale risk. Because of that reduced 
risk, they can offer attractive lease 
termination or equipment exchange 
privileges.

Many banks are actively involved in 
equipment leasing.

They usually are lessors in net fi -
nance leases because of regulatory 
requirements and because those leas-
es provide the least risk and most sim-
ilarity to their lending activity.

Laikipia Governor Ndiritu Muriithi, centre, inspects leased machinery in 
Nanyuki town moments after receiving them on May 25, 2021. - JOSEPH KANYI

By EVANS ONGWAE >>> eongwae@ke.nationmedia.com
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Discerning fi rms choose leasing as 
a medium-term fi nancing solution 
to avoid locking up their capital in 

mobile assets. They save themselves 
the costs and hassles of maintaining 
the assets, say, industry experts, add-
ing that leasing is the way for corporate 
Kenya to go.

The experts acknowledge, though, 
that the Kenyan society must overcome 
the cultural mentality of ‘I must own’ 
and appreciate that leasing, or ‘pay-as-
you-use is a better option.

They point out that Western govern-
ments have embraced leasing and to 
have done so, they must have arrived at 
an informed decision. 

The Government of Kenya embraced 
leasing, leading the way for corporate 
fi rms to follow.

A motor leasing expert says the 
monthly cost of leasing is always sig-
nifi cantly less than the cost of buying. 
For the same car, price, terms and down 

payment, monthly lease expenses are 
lower than servicing a loan. This is be-
cause you only pay for the portion of the 
car or truck that you use.

There are many types of leases avail-
able, each with its benefi ts. The most 
common ones in Kenya are the fi nance 
and operating leases. 

In a fi nance lease, the lessee has the 
benefi ts and risks of economic owner-
ship of the vehicle. In this lease, the les-
sor fi nances the cost of the vehicle and 
the lessee takes care of the maintenance 
and upkeep of the vehicle. In an operat-
ing lease, the lessor has the benefi ts and 
risks of owning the vehicle. Operating 
leases are normally structured such that 
the lessor shoulders the responsibility 
of both administrative and fi nancing as-
pects of the maintenance, insurance and 
peripheral costs associated with the use 
of the vehicle. At the end of the lease 
term, the Lessee may have an option to 
extend the lease term, return the vehicle 
or purchase it at the prevailing market 
valuation rate, as is the case in Kenya. 

On the other hand, a novated lease is 
an increasingly popular form of vehicle 
use over recent years in Europe. It is a 
concept relatively new but fast getting 
popular in Kenya. A novated lease is a 
three-way arrangement between the 
employee, the employer and the fi nan-
cier. The obligations under the fi nance 
lease are transferred from the employee 
to the employer through a deed of no-
vation. The employer is responsible for 
making the lease payments to the fi nan-
cier. 

This arrangement remains in force 
until the end of the lease term or un-
til the employee ceases employment. 
Structurally, a novated lease combines 
many features of more traditional forms 
of vehicle leases to deliver some attrac-
tive benefi ts for the employees. The ob-
ligations to meet the repayments under 
the lease sit with the employer, with the 
employee salary sacrifi cing a portion of 
salary to cover the lease rental. A novat-
ed lease is structured as either a fi nance 
or operating lease.

By EVANS ONGWAE >>> eongwae@ke.nationmedia.com

Why leasing, not owning costly 
mobile assets, is a better option 

Simba Leasing – a leader in 
the Kenyan leasing market
Simba Corporation is a fully locally owned diversifi ed business group 
in existence for over 50 years, with presence across the country and 
operating from over 25 locations. Its interests span local motor ve-
hicle assembly for several original equipment manufacturers, vehicle 
tracking, hospitality and fi nancial services, including Hire Purchase 
and Leasing.

Simba Corporation and its subsidiaries exclusively represent distri-
bution, sales and aftersales services for several of the world’s most 
successful brands, including Mitsubishi, Fuso Trucks and Buses, Ma-
hindra, Proton, Ashok Leyland, and SAME Tractors.   

Simba Corporation pioneered leasing of vehicles in Kenya, way be-
fore the concept was adopted by the government of Kenya and oth-
er players in the market. We provide attractive and fl exible vehicle 
leasing options coupled with high quality maintenance services to 
multinationals and local companies, individuals, and the government. 
For 20 years, we have excelled in providing innovative transport solu-
tions in both the passenger and commercial vehicle segments. 

In the period we have been operational, Simba Leasing has leased 
out over 2,000 vehicles in Kenya. 

Simba Corporation prides itself on providing complete in-house 
transport solutions that include outright sales, hire purchase, long 
term rentals, leasing and pay as you go services.

Some of the advantages of leasing from us include:
• Cash Flow and Capital Freedom - Avoid trapping valuable capital by 

purchasing company cars, little or no down payment, lower monthly 
payments

• Times - Remain focused on your core business and leave us to take 
care of all your aftersales needs.

• End of Lease Option - Easy upgrade options at the end of every lease, 
no resale risk or obligation

• Flexibility – Tailor-made solutions to fi t cash fl ow and business needs.
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KAMPALA TO ATTAIN A DEPENDABLE
PUBLIC TRANSPORT THROUGH LEASING
KAMPALA TO ATTAIN A DEPENDABLE
PUBLIC TRANSPORT THROUGH LEASING

According to World Bank esti-
mates, city residents on average 
spend an hour to travel to work 

and another 60 minutes commuting 
back home due to traffi c congestion. 
In East Africa, public transport ac-
counts for nearly eighty percent of 
motorized travel.

In Kenya, the matatu network has 
been an integral part of Nairobi’s pub-
lic transport for decades, providing 
an accessible transportation option 
to the vast majority of its residents. 
However, matatus being in the in-
formal sector, have raised concerns 
including safety and environmental 
issues, dangerous driving patterns, 
poor working conditions, and corrupt 
business structures; subsequently 
increasing traffi c congestion, air and 
noise pollution, and accidents. 

A growing desire to tame city’s 
congestion and improve overall trans-
portation has prompted the develop-
ment of The Bus Rapid Transit System 
(BRTS), which many developed and 
some developing nations have ad-
opted and implemented successfully 

among them, Curitiba in Brazil and 
New Delhi in India.

Bus Rapid Transit Systems in East 
Africa
Thankfully, Kenya, Rwanda, Tanzania, 
and Uganda have not been left behind 
and have demonstrated much inter-
est in developing sustainable public 
transport systems. The major cities 
in these countries are currently im-
plementing bus rapid transit (BRT) 
systems to improve public transport, 
and have also realized the urgency to 
strengthen walking and cycling facil-
ities.

Lease Financing to Accelerate 
Realisation of More Effi cient 
Transport Systems
Today Leasing is playing a major role 
in the modernization of the economy 
via technology transfer, effi cient mar-
keting, and production methods es-
pecially in the areas of transportation 
and primary processing. 

Means of acquiring and fi nancing 
transportation vehicles and systems 

have evolved and savvy providers are 
now demanding more fl exibility in the 
timing, terms, and commitment than 
traditional purchasing can offer, lead-
ing to an increased interest in leasing 
as an alternative source of fi nance.

RentCo Africa, the leading 
Leasing fi rm in Sub-Saharan 
Africa has fi nanced 1,030 buses
Courtesy of a joint venture investment 

by Kiira Motor Corporation (KMC), 
Tondeka Metro Company Limited, 
RentCo Africa Limited (RentCo), the 
formation of Tondeka Bus Transport 
Company Limited, a special purpose 
vehicle (SPV) for operating mass 
public transportation will see to the 
successful implementation of BRTS 
in Kampala and the Greater Kampala 
Metropolitan Area (GKMA).

This mega project is an off-bal-

ance-sheet fi nancing (operating 
leasing), meaning the government 
shall have no direct liability in the 
operationalisation of the SPV, since 
the project takes the form of a pub-
lic-private partnership.  

The parties plan to produce and 
deploy 1,030 buses by the end of Feb-
ruary 2022. Out of these, 50 will be 
electric for the Mass Transit Bus Sys-
tem (MTBS) project in the GKMA. 

Collaborations with the Private 
Sector
In countries where public transport 
has been very successful, the private 
sector and the government worked 
together. This includes funding, work-
ing on projects like automatic cards, 
and employing people who work in 
the transport industry. 

Recently, the Kenyan government 
revealed that private transport com-
panies will now be tapped to manage 
the Bus Rapid Transport (BRT) sys-
tem. Likewise, partnering with leas-

RentCo Africa Leasing: A Sustainable Alternative to Promoting a More 
E�  cient, Inclusive and Safe Public Transport System in East Africa

CONTINUED ON NEXT PAGE >>>

IMPROVED ACCESS TO AFFORDABLE MOBILITY
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ing companies will accelerate 
the acquisition of the vehicles 
and scale up the numbers to 
increase the progressive im-
pact of a more effi cient public 
transport system to the econ-
omy.

A Closer Look at the Impact 
of Leasing on the Tondeka 
Project in Kampala, Uganda:
As part of implementing the 
BRTs, RentCo Africa endevours 
to ensure that the existing 
paratransit industry is able to 
take part in the operation of 
the future BRT systems. 

Tondeka Joint Venture will:

• Create over 10,000 jobs 
directly and indirectly, in-
cluding but not limiting 
engineers, welders, paint-
ers, designers, architects, 
layers, accountants, econ-
omist, logistics and supply 
chain managers, auditors, 
human resources manag-
ers, sales and marketing 
personnel, drivers, stew-
ards and cleaners. 

• Improve passenger board-
ing and aligning times and 

reduce overall waiting and 
travel times.

• Catalyse investment by 
small and medium enter-
prises in the manufacture 
of vehicle parts compo-
nents and systems. 

• Promote and catalyse the 
shift to environmentally 
friendly transport solu-
tions, which will go a long 
way in improving sustain-
able energy consumption, 
safeguarding air quality and 
demonstrating the parties’ 
commitment to enhance 
environment stewardship.

• Increase passenger com-
fort and safety 

• Structured price strategies 
to reduce fraud and the 
unfair impromptu fare in-
crements by other forms of 
public transport.

The aim of this public-pri-
vate partnership strives to help 
modernize public transport in 
the urban centres and beyond, 
while building the indigenous 
motor vehicle industry through 
technology transfer and local-
ization of auto parts manufac-
turing.

>>> FROM PREVIOUS PAGE 

The National Cereals and Produce 
Board (NCPB) plays a key role in fi -
nancially empowering farmers be-

sides enhancing food security. 
The NCPB implements the government 

policy on food security through mainte-
nance of the national food reserves and 
market interventions aimed at providing 
farmers with an outlet and cushioning 
consumers from high maize prices. 

The transformation of NCPB and the 
restructuring of Strategic Food Reserves 
(SFR) will promote agricultural marketing 
by entrenching the Warehouse Receipting 
System (WRS) and Commodity Exchange 
programmes and implementing the food 
balance sheet.

The WRS comprises a number of play-
ers such as warehouse operators, farmers 
or depositors and fi nancial institutions 
that interact with one other through a se-
ries of processes.

How does the system work?
Farmers deposit the commodities in a 
certifi ed warehouse. The commodities 
must meet the required quality standards 
as the regulatory body or national stan-

dards for that commodity stipulates. The 
warehouse operator issues a warehouse 
receipt stating the owner(s) of the grain, 
type and variety, quantity and quality de-
posited. The owner pays for storage and 
transport. 

The warehouse operator guarantees 
delivery of the commodity described on 
the warehouse receipt and is liable for any 
losses incurred. A farmer/depositor who 
requires short-term fi nances can obtain 
an advance (credit), representing a per-
centage of the prevailing market value 
of the commodity from a bank using the 
warehouse crop as collateral. 

He /she could then wait until such a 
time that the prices for the commodi-
ty improve in the market and proceed to 
sell the warehoused commodity. While 
the depositor has used grain as collater-
al, the sales proceeds shall be channelled 
through the bank to repay the loan taken 
and other charges are deducted before 
crediting the account of the depositor 
with the balance. A depositor who has not 
taken a loan shall get his/her full amount 
of the sales proceeds less the storage 
costs owed to the warehouse operator.

The NCPB has the largest network of 
public warehouses currently in the coun-
try with a total utilisable capacity of 
17 million 90-kilogramme bags (about 
1.5624 metric tonnes) located both in high 
production regions and in the major con-
suming areas. The facilities are capable of 
providing grain management services for 
both bagged and bulk commodities. It has 
expertise in grain handling matters gained 
over many years. NCPB has for a long time 
been associated with national food secu-
rity matters by providing storage for the 
national food reserve and implementing 
government market intervention mea-
sures.

As a warehouse operator, the board 
will provide the full range of grain man-
agement services at affordable rates 
to depositors under WRS. It undertakes 
grain management services such as dry-
ing, cleaning, bagging, grading, weigh-
ing, storage/warehousing, fumigation 
among other services aimed at reducing 
post-harvest losses. It also secures stor-
age facilities to farmers/depositors for 
holding their commodities until prices ap-
preciate; hence better prices.

NCPB plays crucial role in food 
security, agricultural value chain
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