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Our	
  Customer	
  =	
  	
  	
  	
  	
  



Combining	
  
Water	
  &	
  
Sanita9on	
  

Into	
  a	
  
Micro-­‐

Franchise	
  
Sanita9on	
  



Micro-­‐franchise	
  of	
  WATSAN	
  

•  Combined	
  water	
  access	
  and	
  sanita9on	
  
services	
  	
  

•  Membership-­‐based	
  franchise	
  model	
  
•  School-­‐based	
  system	
  targe9ng	
  youth	
  
•  Free	
  and	
  required	
  use	
  of	
  sanita9on	
  services	
  to	
  
access	
  water	
  

•  Wastewater	
  capture	
  and	
  reuse	
  
•  Mone9za9on	
  of	
  human	
  waste	
  



How	
  this	
  model	
  works	
  

Product	
  and	
  service	
   Distribu1on	
  

Customers	
  
•  Two	
  water	
  product	
  lines:	
  

-­‐  Clean	
  drinking	
  water	
  
-­‐  Water	
  for	
  household	
  

use	
  
•  Sanita9on	
  services	
  
•  Waste	
  water	
  collec9on	
  service	
  

for	
  reuse,	
  recycling	
  

Byproduct	
  to	
  be	
  mone1zed	
  
•  Fer9lizer	
  from	
  human	
  waste	
  

reclama9on	
  and	
  	
  
mone9za9on	
  	
  

•  Poten9al	
  biogas	
  business	
  
•  Poten9al	
  refuse	
  water	
  sale	
  

•  Hub	
  and	
  spoke	
  micro-­‐	
  
franchises	
  

•  Hub	
  =	
  community	
  block	
  
at	
  schools	
  
-­‐  Water	
  storage	
  and	
  	
  

taps	
  
-­‐  Toilet	
  stalls	
  
-­‐  Wastewater	
  collec9on	
  
-­‐  Human	
  waste	
  	
  

compos9ng	
  
•  Spoke	
  =	
  sanita9on	
  
•  Customer	
  rela9ons	
  and	
  

intelligence	
  via	
  mobile	
  
phone	
  technology	
  

•  Delivery	
  service	
  op9on	
  	
  
•  Waste	
  water	
  collec9on	
  	
  

service	
  op9on	
  

Sales	
  &	
  Marke1ng	
  

•  Pay	
  for	
  water	
  
-­‐	
  Mobile	
  payments	
  

•  Incen9ves	
  for	
  sanita9on	
  
•  Membership	
  and	
  referral	
  

marke9ng	
  
•  Educa9on	
  via	
  youth	
  and	
  	
  

school	
  curriculum	
  



How	
  we	
  leverage	
  orthogonal	
  
trends	
  
Social	
  networking	
  and	
  the	
  power	
  of	
  inclusion	
  
Power	
  of	
  the	
  (young)	
  
people!	
  
	
  
	
  
	
  
The	
  power	
  of	
  mobile	
  technology	
  for	
  
informa9on	
  dissemina9on	
  

Rethinking	
  distribu9on	
  &	
  access	
  	
  
Resource	
  op9miza9on	
  



Our	
  solu9on	
  fulfills	
  important	
  criteria	
  

Descrip1on	
  

• Market-­‐based	
  solu9on	
  
• Customers	
  tangibly	
  benefit	
  from	
  service,	
  ensuring	
  demand	
  
• Entrepreneurship	
  /	
  franchise	
  theme	
  ensures	
  demand-­‐based	
  market	
  

Demand-­‐
based	
  

• Revenue	
  genera9on	
  component	
  from	
  waste	
  sales	
  increases	
  overall	
  
efficiency	
  

• Cost-­‐effec9ve	
  service	
  on	
  a	
  per	
  capita	
  basis	
  
Efficient	
  

• Holis9c,	
  school-­‐based	
  approach	
  for	
  genera9onal	
  sustainability	
  
• Focus	
  on	
  significant	
  unmet	
  need	
  of	
  sanita9on	
  (MDG	
  falling	
  behind)	
  
• Educa9on	
  and	
  awareness	
  (with	
  clean	
  water	
  up-­‐sell)	
  	
  	
  

Effec1ve	
  

• Rela9vely	
  low	
  capital	
  costs	
  per	
  unit	
  allows	
  for	
  quick	
  ini9al	
  development	
  
• 	
  Prototype	
  solu9on	
  can	
  be	
  pursued	
  immediately	
  Ac1onable	
  

• Franchise	
  model	
  facilitates	
  speedy	
  scalability	
  
• Few	
  constraints	
  to	
  reaching	
  scale	
  (e.g.	
  prevalence	
  of	
  poten9al	
  
loca9ons)	
  

Scalable	
  



Rollout	
  plan	
  

Ci1es:	
   Mumbai	
  
(Dharavi)	
  

Mumbai	
  
(Dharavi)	
  
Delhi	
  

Hyderabad	
  
Bangalore	
  
Calcu^a	
  
Chennai	
  

India	
  (cont.)	
  
Nairobi	
  
Addis	
  Ababa	
  

India	
  (cont.)	
  
Other	
  Africa	
  

Centrally-­‐led	
   Franchising	
  model	
  

Pe
op
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  (M

M
)	
  



For	
  further	
  explora9on…	
  

•  Coupon	
  system	
  (for	
  water	
  access)	
  or	
  free	
  use	
  
of	
  toilets	
  

•  Shower	
  facili9es	
  add-­‐on	
  
•  Geographic	
  density	
  of	
  hubs	
  and	
  spokes	
  
•  Profitability	
  and	
  franchise	
  owner	
  incen9ves	
  


