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Challenges in WatSan Sector 

Insufficient involvement 
of financing entities 

Scarce WatSan 
Entrepreneurship 

Knowledge 

Lack of sustainable 
WatSan delivery 
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Water Inputs & Outputs for Wealth Generation 

 
Water as a catalyst to alleviate dependency syndrome 

Financial 
Cost 

Resource 
Cost  

Opportunity 
Cost 

WatSan 

Survival 

Prosperity 

Personal 
Agency 
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Creation of  WatSan Entrepreuneurs 

Develop	
  and	
  leverage	
  personal	
  agency	
  in	
  developing	
  natural	
  market	
  
dynamics	
  

Water.org	
  +	
  NGOs	
  

• Entrepreneurship	
  
Educa/on	
  
• Consul/ng	
  

	
  
	
  
	
  

• Takeup	
  
ownership	
  

• 	
  Par/cipa/on	
  
	
  
	
  	
  	
  	
  Local	
  Community	
  

	
  
	
  

• Alliances	
  
• Training	
  &	
  	
  
Employment	
  
• Promo/on	
  

Corporate	
  Partners	
  

Micro	
  Finance	
  InsCtuCons	
  

• Project	
  Financing	
  
• Micro	
  Insurance	
  

	
  
	
  

WatSan	
  
Entrepreneurs	
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WatSan Entreprenuer’s Business Model 

Micro Finance 
Loans 

Revenue 
(Approx. 2 US Cents / 15L) 

WatSan 
Entrepreneurs 

Availability  

Accessibility 
(100m)  

WatSan Solutions to 
over 125 families 

Payback in 1 year 

Wealth retention within community through dynamic water strategy 
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WatSan Corporate Social Business Model 

Corporations 
(Know-how & 

Capital) 

Revenue 
(Approx. 1.5 US Cents / 15L) 

Community 
(Employment) 

Availability  

Accessibility 
(WatSan Ladies)  

WatSan Solutions to 
over 6200 families 

Payback in 1 year 

Initial investments returned through profits and excess profits 
reinvested to the WatSan cause 
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Role of Water.org 

CoordinaCng	
  transformaCon	
  &	
  synergising	
  entrepreneurial	
  acCvity	
  and	
  
corporate	
  profiteering	
  

Education 
beyond 
WatSan 
Solution 

Interface 
Management 

Auditing & 
Controlling 

Water.org 
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Takeaways – What to do Monday morning 

1.	
  Iden/fy	
  poten/al	
  
entreprenuers	
  &	
  
corporate	
  partners	
  
	
  
2.	
  Connect	
  
stakeholders	
  
	
  
3.	
  Secure	
  funding	
  	
  
	
  
4.	
  Provide	
  
entrepreneurial	
  
educa/on	
  

1.	
  Alloca/on	
  of	
  
resources	
  
	
  
2.	
  Execute	
  WatSan	
  
project	
  
	
  
3.	
  Leverage	
  
alliances	
  for	
  
market	
  penetra/on	
  

1. Payback	
  

2. Reinvest	
  –	
  Expand	
  

Phase	
  1	
  
(6	
  months	
  max.)	
  

Phase	
  2	
   Phase	
  3	
  

ImplementaCon	
  of	
  the	
  strategy	
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Thank you! 
 

Questions? 


