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Accelerating WASH
This WASH UP magazine is about one of the 
most challenging issues in WASH: Up-scaling 
the delivery of WASH services.  

In 2013, 17 key innovators from Ghana, Ethiopia, 
Nepal and Bangladesh embarked on a quest to find 
the secrets of succesful approaches that will lead 
to sustainable WASH services for all. Within their 
running projects, they puzzled and experimented 
with innovative methods such as: the shifting role 
of NGOs, public private partnerships, sustainable 
inclusive business models, and alternative  
financing mechanisms. This resulted in among 
others, a revised design of a sanitation revolving 
fund, the creation of a full-fledged value chain for 
faecal sludge management in Bangladesh, a  
sanitation business in Nepal, and new partnerships 
with financial institutions in Northern Ghana.

The journey was a bit scary, quite challenging, 
but very inspiring. The scary part was discussing 
our own role; how (financially) sustainable are 
our current approaches? What should we change 
to make the results locally sustainable, without 
subsidies? And, how does this effect our 
organisation and our own jobs? We discussed, 
agreed and disagreed, failed and succeeded. 
All of us were students and teachers.
 
By sharing their key insights and lessons learned, 
as well as their brilliant failures, the 17 pioneers 
hope to inspire you to join them on their journey 
towards a future with sustainable approaches that 
offer water and sanitation for all. 
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Content Coach Learning Trajectory
& Director of WASTE
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We need big WASH numbersLearning by doing
Worldwide 1.8 billion people still 
drink contaminated water and 
more than 1 billion people practice 
open defecation. WASH agencies 
are trying to tackle these issues 
and the health benefits stemming 
from them are numerous: cases 
of diarrhoeal diseases have been 
reduced by 70%, and there’s been 
a drop in child deaths from 1990 
to 2012 of 71%. Economically  
speaking, every single dollar invested 
in WASH has a 19 dollar return.
These numbers show the great 
importance of investing in WASH.

However, the provision of improved 
WASH services is unable to keep up 
with the population growth and access 
to adequate sanitation is severely  
lagging behind. In our sector we see 
many one-off investments and projects 
that reach only a small number of  
people, and few projects succeed in 
being scaled up. Traditionally, WASH 
agencies’ response used to be ‘more funding, 
larger projects’. But this is shifting towards 
a key role for innovative business led  
approaches that promise the necessary 
scale and sustainability. The  WASH  
Alliance believes this is the way forward  
to ensure water and sanitation for all.

Scaling up and Systems 
approach, the DWA vision
‘Scaling up’ and ‘System approach’ are 
two sides of the same coin. Especially in 
relation to WASH our efforts are relatively 
small scale; as NGOs we often focus on 
direct service delivery to communities. 
We are also, understandably (!) happy 
when communities included in the 
project have access to water and sanita-
tion.  But what about communities that 
were not included in the project? Next 
project? And even if we are successful in 
lobbying our governments, challenges 
remain in their way of operating. 

It’s time to start thinking about ‘Scale’.  
We don’t want to think about single 
communities, but focus on larger  
numbers by asking ourselves questi-
ons such as ‘How can our sanitation 
programme 

reach 10 million people instead of 
10,000?’ ‘What is the future role 
of NGOs?’ ‘And if we succeed, 
who’s going to build 2 or 3 million 
toilets?’

That leads us automatically to the follo-
wing question ‘How do we need to orga-
nise ourselves to reach 10 million people?  
We as NGOs cannot do this alone, so who 
else do we need? And who is going to do 
what?’ This is what we mean with ‘System 
approach’. A system is the cooperation 
between a number of stakeholders who 
play different roles, to achieve a common 
objective. E.g. ‘sustainable sanitation and 
water for all (without continued external 
financial dependency). In fact, the ideal is 
that systems  are in place and operating in all 
countries, so that the support of the Dutch 
WASH Alliance or donors is no longer 
required in the long run. This scenario is 
illustrated in the graph below. 

On the vertical axis the number of 
households are listed (with the assump-
tion that the number of households will 
increase over time). On the horizontal 
axis time is listed. The graph starts in 
2011, when the DWA started implemen-
ting its MFS-II 
programme. With 
the blue line the 
pathway to our 
goal in 2015 (the 
star in the graph) 
is shown.  If our 
efforts are non–
sustainable, then 
our results will 
diminish (red 
line). If we work 
in a sustainable 

way, the services are likely to remain 
functional, thus the same amount of 
people remain to have access to WASH 
services (red line). However, we aim for 
a system in place that, after we leave, 
leads to up-scaling via innovative and 
promising (business) models (the green 
line in the graph).  

Urgent need for new 
business models

So, how do we create this snowball 
effect in which more people do more 
with the same amount of money and 
effort? To find out we embarked upon a 
quest for adequate systems that enable 
up-scaling in the delivery of WASH ser-
vices. And as always: there are no blue-
prints! What works in one community 
or country, does not necessarily func-

tion somewhere 
else. At the same 
time we found that 
there are certainly 
common elements 
and challen-
ges.  During the 
learning trajectory 
we explored these 
issues jointly, de-
veloped inclusive 
business ideas and 
experimented with 
innovative  

approaches. By sharing these learned 
lessons we want to inspire our WASH 
colleagues and more  
importantly continue to link and learn 
together towards a future with WASH 
for all.

My experiment is about...

The learning trajectory was all about putting theory into practice. 
Therefore all participants spend 5 months to experiment with approaches 
that could help to reach scale within a running project of their organization. 
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‘developing a sanitary napkins 
business model for women’s 
groups to operate 
on their own’

‘creating a marketing 
strategy to promote and scale 
up the SaniMart Shops’

‘fill the financial gaps in an 
inclusive business model for 
faecal sludge management’

‘how to advocate the 
development of a Sanitation 
Credit Scheme with MFIs to 
scale up the sanitation market’

‘establishing a workable 
business model for water
service facilities run by youth 
associations’

‘how to empower artisans and 
masons and use a guarantee 
fund to finance sanitation 
products’

‘developing a toolkit for 
businesses on the re-use 
of faecal sludge’

‘how to communicate with 
MFIs so that they see the 
added value of becoming a 
part of INTAGRAD’s sanitation 
credit methodology’

‘the working ways of a 
sanitation revolving fund 
for household latrines’

‘how to fill the financial gaps in 
rainwater harvesting business 
models in rural Nepal’

‘how to effectively manage 
water kiosks’

‘how to interest MFIs in 
sanitation marketing in rural 
Nepal and linking them to 
private entrepreneurs’

FROM TO

Finance

Local ownership

Business models & entrepreneurship

Partnership relationship

SMART technology (and web/mobile)

Co-creation

Strategic collaboration

Consumers, clients, producers

Grants

Local implementation

Projects

Dependency relationship

Appropriate technology (and paper)

Top-down & bottom up

Individual action

Target group

A NEW APPROACH NEEDS NEW WORDING
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Who pays for what when?
FINANCING WASH

However the underlying question 
remains the same, who pays for 
what? If you have an income you 
can repay. But vulnerable groups 
often do not have an official  
income, so they shouldn’t or don’t 
get loans. It is important however, 
that they too get toilets. Therefore, 
local solutions need to be found; 
a municipality could set up a social 
fund, or banks could ask for a higher 
interest rate with those who can 
pay or contribute to the fund itself. 
Banks shouldn’t be involved in fun-
ding the vulnerable groups directly 
though, as this will make others feel 
they don’t have to repay their loans. 
When the group of the ultra poor is 
relatively small its easier to find the 
right mix of payments and systems 
to ensure access for all.

A few LT participants took on this 
challenge and experimented with 
setting up the right financial schemes 
that fit the inclusive business models 
within their context. From Dipok’s 
experiment to engage local sweeper 
groups in faecal sludge manage-
ment, to Rahi’s revolving fund for 
sanitation in Ghana. We look at their 
key lessons learnt to find out what 
works best and equally important 
what doesn’t. 

Scaling up public 
WASH facilities in 
Awash, Ethiopia

Gizachew wanted to set up a workable 
business model for the public WASH 
facility at the bus station in Awash, Ethi-
opia, run by a youth association. He set 
up a micro-credit scheme to expand the 
business and make it sustainable.
Initially, the youth associations were 
established to unload market goods. 
AMREF showed the possibilities of ge-
nerating income from WASH activities 
and trained them to run the facility. The 
facility (total cost ETB 235,000/€10,300) 
was financed by AMREF and has six 
showers, four latrines and a hand 
washing facility for about 2000 people. 
The community pays a user fee and the 
revenue from these fees is divided into 
salaries, expenses and savings.
Gizachew tried to get an MFI on board. 

The first talks 
were promising 
and one MFI 
showed interest, 
but for now the 
youth associati-
ons aren’t eligible 
for a loan. They 
will need a solid 
business plan, save 
at least 30% of 
the loan with the 
MFI itself, and all 
members of the 
association should 
sign the loan. The 
youth associations 
are working on 

these criteria so that hopefully they can 
get a loan in the near future. This clearly 
shows the need for awareness raising, 
capacity building and of course time, 
since trust needs to be build between all 
parties. 

Currently, there are three youth  
associations, each with around 25  
members, operating three different 
WASH facilities. Because there are no 
MFIs on board yet, AMREF provides 
the associations with seed capital. 
AMREF invested ETB 140,000 (€6200) 
in the second facility and the associ-
ation itself also invested ETB 200,000 

in savings (€8800). The third facility 
was partially financed by AMREF (ETB 
140,000/€6200) and partially financed 

by the Ethiopian government (ETB 
75,500/€3300). Time will tell whether 
AMREF is able to facilitate the up- 
scaling of the public WASH facilities 
with the help of the government, or 
whether it’s necessary to get a  
financial institution on board.

A revolving fund in 
Champe, Ghana
Rahi piloted a sanitation revolving fund 
in the form of a community savings loan 
scheme (CSLS) in a rural community 
Champe in Northern Ghana, which 
holds 226 people in 31 households. The 
community members together use the 
revenues generated from farming to 
save up GHc 100,00 (€24) per household 
latrine. Once there’s enough money in 
the fund, a first group of the community 
members can use it to construct their 
latrines. They then pay back the loan 
with interest in five months so that the 
next group of community members can 
make use of the fund. This continues 
until every household in the savings 
group has a latrine. If desired, the fund 
can then continue for the construction 
of additional WASH services such as 
showers.
Rahi formed a group of 16 members, 
got all relevant stakeholders on board, 
and trained a resource person to guide 
the group. In the end however, only 3 
community members saved up enough 
money for their latrines.

Because she started during farming 
season, the community members did 

not have any income generated from 
their crops yet. As a result, there wasn’t 
a lot of money to save. Also, some of the 
community members did not think the 
other members would commit to saving 
up regularly.

Furthermore, the latrines were  
constructed during raining season  
making it difficult to finish the work as 
this often halted the process.

Rahi discussed her experiment with 
Ger Pannekoek (Project Manager  
WASTE ) because he’s piloting a 
community savings fund in Mozambi-
que. There however, they’ve included 
a matching fund to shorten the time 
needed to construct the latrines. Also, 
he explained that for his project in 
Gondola they invest in income generating 
activities/setting up micro-enterprises to 
combat the low-income situation. Amin 
also included income generating  
activities in his experiment in Ghana. 
These additional measures create a safety 
net for the community savings fund,  
thereby increasing the chances of success. 
In general however, lending is different 
from savings. For lending you have to set 
strict criteria (and uphold them!) to redu-

ce the risk of non-repayment. Rahi shared 
her experience with Ger’s project in  
Mozambique. That is why WASTE is now 
linking savings groups to MFIs. The more 
savings, the smaller the loan needs to be 
and the lower the risk for the MFI.

Commercial business often use the advantages of ‘economies of scale’ in order to 
work more efficiently and reduce costs. The same could be applied to business 
models for WASH. However if you apply the same system to humanitarian basic needs 
like WASH, where all people should have access, the business model should be inclusive.  
So that low-income groups are involved, be it as consumers, entrepreneurs or  
producers. This means the product or service offered has to be affordable, available, 
acceptable and there has to be awareness about it. This often requires technical, 
social and business innovations.

Inclusive Business Model

A business model that involves 
low-income groups in the value 
chain – in which low-income 
participants benefit by respectively 
gaining reliable buyers and fair prices 
for their products, from new jobs and 
access to affordable, quality goods 
and services.

POPULATION GROUPS HOW TO PAY FOR WASH SERVICES

They can pay with their own money

They either have money and if not, 
banks are willing to give loans because 

they have a regular income

Banks are often not willing to give 
a loan. However, they may be willing 

if risks are reduced, e.g. with a 
guarantee fund.

They can only pay for WASH services
 if they are included in the plan. 

This could for example mean that 
people with an official salary pay a 
slightly higher interest rate in order 
to set up a fund for the ultra poor.

Rich

People with an official 
salary

Poor with informal work/
no salary slip

Ultra poor

FIETS: Financial Sustainability

Financial Sustainability means that 
continuity in the delivery of products 
and services related to water, sanita-
tion and hygiene is assured, because 
the activities are locally financed 
(e.g. taxes, local fees, local financing) 
and do not depend on external 
(foreign) subsidies.

“Access to finance is important because you can buy assets 
today without having to save for them. That way, it becomes 
easier to invest in household latrines or starting a business” – 
Jacqueline Barendse (Director WASTE)

Financial scheme public WASH facility Awash, Ethiopia

Gizachew training the youth association at the public WASH facility Awash, Ethiopia

Financial scheme sanitation revolving fund in Champe, Ghana
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For her next pilot, Rahi has decided to 
step away from the revolving fund and 
to enlist an MFI to provide credit for 
the construction of household latrines. 
She feels that community members will 
be more inclined to meet their payment 
deadlines if they are set by MFIs.

Involving the private 
sector in Bangladesh 
and Ghana
Dipok aimed to build the capacity of 
a sweeper group as part of a viable  
inclusive business model for faecal 
sludge management. The sweepers 
received an investment of BDT 417800 

(€4900) from  
Practical Action 
(PA) in the form 
of technical 
assistance and 
equipment, as well 
as an additional 
BDT 511600 
(€6000) from the 
Satkhira munici-
pality in the form 
of 10 decimals of 
land for de-slud-
ging along with 
the necessary 

equipment. PA has a signed agreement 
with the municipality that the sweeper 
groups can use the resources for three 
years to build their business, after 
which they start 
repaying.

Dipok tried to get 
an MFI on board 
to invest in the 
sweeper business. 
However since the 
sweepers are  
legally not entre-
preneurs, they 
can’t get a loan yet.
The goal is to de-
velop the business 
in the coming 

three years so that 
when the subsidy 
ends the sweepers 
have established 
themselves as legal 
entrepreneurs and 
can then get an 
MFI on board. 

Since the expe-
riment, 65 more 
sweepers have 
joined the group 
and they cur-
rently service 50 
households and 
30 institutions 
(schools, clinics, 
hospitals, public 
WASH facilities) 
for fixed service 
fees of BDT 860 
(€10,00) and BDT 
25800 (€300,00) 
respectively. The 
sweepers make 
around BDT 7775 

to BDT 15550 (€91 - €182) per month 
and if they manage to get 90 to 100 
customers per month, their business 
becomes sustainable.

The goal for Abdallah’s experiment in 
Tamale, Ghana was similar to that of 
Dipok. He wanted to get an MFI on 
board that would provide credit to a 
masons group for their business, as 
well as micro-credit for households in 
10 communities with which they could 
construct household latrines. His orga-
nisation Community Life Improvement 
Programme (CLIP) trained 15 masons 
on how to do business. The municipality 
offered the masons land to set up 6 
sanitation markets. There, community 
members can get information on the 

different latrine models, the prices per 
latrine ranging from 300 GHc up to 
2000 GHc (€70 - €480) and the services 
offered. 

Abdallah managed to get the Tamale  
Presby Cooperative Credit Union  
(TPCCU) on board on the condition 
that CLIP set up a guarantee fund with 
them. If masons or households fail to 
repay their loans, CLIP will pay TPCCU 
from this fund. Both the masons and 
households are unaware of this fund, as it 
could make them less inclined to repay.

TPCCU offers credit to the masons at 
a 3% interest rate per month and to the 
households as well, on the condition 
they save at least 50% of the total cost of 
the latrine with the bank itself. Up until 
now they have given out 24 loans to 
build 24 latrines.

Now that the finance scheme is in place, 
Abdallah can work on scaling-up his 
experiment to 33 communities in total, 
thereby reaching 230,000 people.

These experiments taught us a 

number of valuable lessons on how 

to make finance schemes work:

When and how do you 
get an Financial Institution 
(FI) on board

To interest an FI, you need to think 

like them. What can you offer that 

will interest them to go into busi-

ness together? The largest risk for 

financiers is that a lender doesn’t 

pay back their loan, as they will then 

lose a lot of money at once. Thus, 

‘risk reduction’ is very important. 

That is why they ask for collateral. 

An NGO can provide this by offering 

a guarantee fund, thereby decre-

asing the chances of default.

Also, have all your affairs in order 

(legal entity, business plan) before 

meeting with the FI. This will make 

you more reliable. 

Trust is key for a revolving 
fund

Because all households share the 

cost of latrines in a revolving fund, 

all households need to commit 

to saving regularly and trust each 

other to do so. If not, the fund 

won’t revolve and will merely be 

an individual savings fund serving 

individual households.

Calculate a realistic potential 
of the income generating 
activities to avoid defaults

Before you begin an experiment, 

analyse the income generating  

activities of the target group. Is it a  

continuous activity? How much do 

they make? What is a realistic  

number to save each week/month? 

The better your insight into the  

activities, the better you can  

estimate when and how much they 

can save and use this to adjust your 

plan accordingly.

If you provide a guarantee 
fund to an FI to enable 
WASH loans, make sure it 
remains a secret

A guarantee fund is just there to 

stimulate an FI to invest in WASH 

by reducing the risks involved. If 

this information becomes public, 

beneficiaries might purposefully 

decide not to repay back their loans 

because they know the NGO who 

provided the guarantee fund will 

pay for it. As a result, the business 

will not work or become sustainable 

thus it’s crucial to keep this  

information hidden.

Doing market research 
helps develop a viable and 
sustainable finance scheme

By doing market research, you 

collect valuable data on your 

target group that helps you shape 

your experiment to better fit their 

needs. What type of latrines are 

they looking for? And what are they 

willing to pay for them? Is my price 

a suitable price? 

Official registration of WASH 
entrepreneurs should be one 
of the first steps in building 
their capacity building

As long as WASH entrepreneurs are 

not officially registered as private 

entrepreneurs, it will be very difficult 

for them to get investors on board 

and establish a business that offers 

room to scale up.

Key insights & lessons learnt

Financial scheme faecul sludge management in the Satkhira municipality

Financial scheme latrine construction, Tamale, Ghana

Masons training, Tamale, Ghana

Amin Yahaya, INTAGRAD

Faecul sludge management chain in the Satkhira municipality

Farmer demonstrates progressUsing veccu-tug for sludge transportation

Dried compost
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A shift in relationships, 
a shift in roles
New agendas for aid, trade and invest-
ments are on the rise and as a result, the 
development sector is rapidly changing. 
The traditional division of bilateral, 
multilateral, CSOs and private sector 
channels is becoming less relevant. 
Public-Private-Partnerships (PPPs) have 
become an integral part and more social 
businesses are set up. Cooperation is 
becoming ‘hybrid’. 
While NGOs are still of great impor-
tance to the development sector, their 

traditional role as grant based providers 
of products and services has lost some 
of its relevance due to the emergence of 
these PPPs. 

Therefore, a shift in role is needed and 
NGOs focus more on creating strategic 
alliances with different stakeholders. 
Nowadays, NGOs more often take on 
the role of facilitator or decide to beco-
me business partners themselves.
As a facilitator, NGOs can initiate a 
system approach and facilitate value 
chain actors or other stakeholders. And 
because the goal is to offer ‘sanitation 

and water for all’, NGOs can be the ones 
to safeguard the inclusion of the poor. 
NGOs can organise activities such as 
training entrepreneurs on social issues, 
working on subsidies for the poorest, 
fulfilling a watch dog role or facilita-
ting service delivery through demand 
creation. They can even act as a national 
platform to stimulate the private sector. 

If an NGO is convinced that setting 
up a business will generate the highest 
impact, they should choose their role 
within this process carefully. If it fits 
their capacities they can even become 

a business partner. They’ll need to 
posses the right level of professionalism, 
business skills and mindset towards risk 
and profit making. They need to be able 
to separate the development (social) 
from business (commercial) goals of the 
organisation and they’ll need to learn 
to speak the ‘business language. If an 
NGO does not possess these capacities, 
it is advisable to reconsider whether this 
role is suited for the NGO.  They can 
also fulfill the role of key faciliator to 
further partnerships and train WASH 
entrepeneurs for example. In both cases 
it is advisable to phase out over time to 
allow for competition and local entrpe-
neurs to grow the business and make it 
sustainable. 

How to decide what role 
to take on?
The impact an NGO wants to make on 
the social welfare of people should guide 
the role and structure of the NGO. If the 
current structure and role of the NGO 
serves its cause in the best possible 
manner, and if it is financially viable, 
there is of course no reason to change.

There are tools that can help determine 
if the role of an NGO should change and 
how it should change. Through a SWOT 
(SWOT stands for Strengths, Weaknes-
ses, Opportunities, and Threats), you 
can analyse internal and external factors 
that contribute to the success or failure 
of your organisation. For example, if the 
organisation is not achieving its desired 
goal according to the SWOT analysis 
e.g. not sustainable enough/not reaching 
out to the number of people it wants 

to, then what other approach or maybe 
even role could be implemented? 

Another useful tool is the Theory of 
Change (ToC). In short, it means that 
you look at the pathway how you come 
to your desired change: ‘If I do this, then 
I expect this to happen’. You link your 
long-term desired change to pre- 
conditions and assumptions. By doing 
so you have a step-by-step story on how 
change can be achieved and what you 

can do to make it happen. Also, with 
that you can signal where the pathway 
needs to be adapted if it doesn’t lead 
you to your long-term goal. Through 
developing a pathway of change, you can 
analyse which stakeholders are needed 
and what kind of role you need to take 
on in order to make it a success. 

There are many more tools to assess 
the role that suits your capacities and 
ambitions best. Whatever tool you 
decide to use, think outside in. Analyse 
the world around you and changes that 
you can foresee in the future, then think 
backwards about what your organisation 
can contribute. 

Ghanaian NGOs 
turning into specialists

These global changes in the develop-
ment field don’t necessarily coincide 
with what is happening more locally. 
While many countries and organisations 
realise change is inevitable, the pace 
at which it’s going differs. As Country 
Coordinator in Ghana, Eric Chimsi 
notices that many of his organisations 

Finding your place in the chain

On the shifting role of NGOs
Do NGOs really need to take on a new role when 
engaging in value chains? And if so, what kind of roles 
are we talking about? Asking these questions led to 
some lively discussions during the first international  
LT meeting in Ethiopia. Of course it can become quite 
uncomfortable to question whether your own role 
and capacities are still of added value in the near 
future. To realise that real success means you have to 
be thinking about your own exit strategy. However, 
all the changemakers embraced this challenge and 
extensively discussed and researched their future 
possible roles and responsibilities. 

During the search phase Ratan, Leulsegud, Zobair and 
Alok looked at how an NGO can determine what role 
to take on. Should they decide to become a business 
partner? What kind of skills do they then need to be 
successful? Together they researched the current 
trends in the WASH sector to learn more on what 
roles fit these new ways of working together with 
other stakeholders. This article presents their findings. 
Plus, the Country Coordinators reflect on whether the 
NGOs in their respective countries are already shifting 
towards these new roles and what kind of challenges 
and opportunities this brings.

“For me, the most important topic during the meeting was 
on “the shifting role of NGOs”, which is really crucial because 
I see the whole development field shifting from aid to trade. 
At the same time, in the context of Bangladesh, I really like 
to know the rationale behind it. NGOs in Bangladesh are 
non-profit, non- partisan and will work for welfare. Now if 
NGOs are in business, then what would be the modalities of 
administration of NGOs and donors?  This issue has become 
an important issue during our LT and especially the LT gave a 
platform to initiate the discussion.” – Zobair Hasan.
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are currently in a ‘transitional role’. On 
the one hand, many of them are still 
involved in the provision of aid and 
facilities, thereby taking on a more classic 
role; on the other hand, a number of 
these organisations are increasingly 
involved in setting up multi-stakeholder 
agreements that allow them to phase out 
over time. Eric believes that the role of 
NGOs will change very soon though. 
They will specialise in advocacy, capacity 
improvement of community-
government relations and mediating 
between service providers and the 
government. “They will be more like 
facilitators with a heavy concern for the 
bottom poor”.

The role an NGO can take up, he 
believes, is determined by the extent to 
which the government is willing to  
collaborate with business; the willingness 
of the private sector to develop products 
and services that fit the needs and es-
pecially the demands of the people; and 
an enabling environment in which the 
different stakeholders trust each other 
and keep each other accountable.
In the process of scaling-up WASH, 
ideally he’d like to see NGOs take on an 

even different role, the one of “whistle 
blower”, to ensure equity in the service 
provision by government and private 
investors. He also hopes that NGOs 
keep the government accountable for 
the people at the base of the pyramid.

A slow and gradual pace 
for NGOs in Nepal
Kalawati Pokharel, Country Coordina-
tor in Nepal, sees that most NGOs in 
her country still take on the classic role 
of donor. However, the Nepalese WASH 
Alliance does predict a crucial role for 
NGOs as collaborators and coordinators 

within a multi-stakeholder business model. 
While this shift in role is included in 
the future strategy plan 2016-2020, it 
will probably be slow and very gradual. 
More NGOs are becoming facilitators, 
but more positive experience with 
inclusive business models is needed to 
convince the different stakeholders of 
the benefits. She believes that what is 
needed, is a better understanding of the 
different roles and responsibilities all of 
them have in this model.

To determine what role an NGO can 
best take on, it’s best to look at the size, 
the communities’ roles and responsibi-
lities, as well as the economic status of a 
community and the WASH components 
included in the projects. But in her eyes, 
the best role an NGO can take on is 
that of a facilitator. They should focus 
on empowering local government to 
play their role and take responsibility; 
disseminating policies and guidelines; 
bringing together the different 
stakeholders and conducting research.

Providing services 
remains the focus in 
Ethiopia for now

In Ethiopia, the government’s capacity 
to provide and manage WASH services 
is still too limited to meet the demand. 
Therefore, Country Coordinator Tamene 
Chaka sees that many of the NGOs 
play a central role in the provision of 

services to reach all communities in the 
country. He hopes however, that NGOs 
can switch to a more facilitating role 
and work on capacity building of the 
government and addressing the finan-
cial shortage in WASH by mobilising 
local resources. “They could potentially 
play a leading role in piloting innovative 
solutions that can bring new perspec-
tives to existing WASH challenges in 
Ethiopia”. In the short term though, this 
doesn’t seem likely. The government’s 
Growth and Transformation Plan 2020 
–which will launch in September 2015- 
includes ambitious plans to develop the 

sustainability, capacity, coordination 
and financing of the WASH sector. But 
the targets listed combined with the 
government’s limited capacity, leaves 
Tamene to think that the donor role of 
NGOs will not change any time soon 
and will actually intensify in order to 
contribute to the country’s plans.

During the Learning Trajectory, Tamene 
has seen how important NGOs can 
be for the development of inclusive 
business models and he sees a lot of 
potential.
Currently, there’s limited experience 
in using inclusive business models in 
WASH in Ethiopia. The LT participants 
can play an important role in improving 
this process. They can use their expe-
rience for advocacy and to bridge the 
gap between the financial and WASH 
sector. Also, financial institutions still 
have very little knowledge on financing 
sanitation and NGOs can advise them 
on how to set up sanitation loans. By 
sharing their experiments and new-

found knowledge, they can help scale up 
WASH services.

Business involvement 
biggest NGO trend in 
Bangladesh
Alok Majumdar, Country Coordinator 
in Bangladesh, believes the country is 
blessed by the enormous numbers of in-
ternational, national and local NGOs. At 
present, there are 2,404 NGOs registered 
with the NGO Affairs Bureau. Apart 
from these numbers, there are many 

other NGOs and social organisations 
active in Bangladesh as well. He does 
experience that many NGOs are trying 
to shift in role. Not so much by choice, 
but more because grants are diminishing 
and therefore many local and national 
NGOs can’t continue their regular acti-
vities. He sees that business involvement 
is the next big thing on all NGO levels. 
Some of the NGOs for example, have 
developed corporate social responsibi-
lity strategies for the private sector so 
that funds become available for social 
development and WASH services. 
International NGOs are encouraging lo-
cal NGOs to develop business plans and 
even big NGOs like BRAC centre most 
of their interventions around entrepre-
neurship and business. The transition 
process to this new role is slow and  
difficult. Alok believes the reason for 
this is that it’s always challenging to 
adapt to a new role and not all NGOs 
possess the capacities to set up a 
business. Plus as per rules, NGOs are 
not allowed to be involved in business 

in Bangladesh. Therefore, NGOs are 
setting up social enterprises, which is 
also quite time consuming. Having the 
experience of the Learning Trajecto-
ry, Alok thinks that organisations like 
Practical Action, AIMS and DORP can 
take the lead in introducing inclusive 
business approaches and advising other 
NGOs on how to set up such businesses. 
Dipok has already initiated such a mo-
del with his faecal sludge management 
for instance, and is currently replicating 
this model to other project areas. 

No WASH sector 
is the same
Clearly, there’s a lot going on in 

the four WASH Alliance 

countries. All Country  

Coordinators speak of change 

and the opportunities they see 

for NGOs to scale up WASH 

services. It’s not happening at 

the same pace and intensity 

though. Many Ghanaian NGOs 

are already transitioning into a 

more specialist role, advising 

and facilitating other stakeholders. 

Abdallah’s organisation CLIP for 

instance, has indeed managed 

to phase out and become a  

facilitator in the inclusive  

business models to finance 

sanitation products through 

mason empowerment. 

In Nepal and Ethiopia change 

is still slow however, and not 

expected to follow through 

any time soon. More capacity 

building of other stakeholders is 

needed before NGOs there can 

take up a new role. Therefore, 

it might even require NGOs to 

intensify their current work as 

service providers and donors 

before they can move towards 

facilitating and advocacy. That 

way, NGOs can work to set up 

inclusive business models while 

those stakeholders are given the 

opportunity to work on their 

capacities so that once they are 

ready, the stakeholders can step 

up and NGOs can change into 

their new roles.
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Alok Majumder Rashida Kulanyi

Bourama Traore Samuel Jakinda

The street where Alok lives in Dhaka, Bangladesh A villager collecting contaminated water from the 
river down the valley

Alok’s bathroom has a tap, a toilet and a shower
A hand dug well in Rashida’s neighbourhood. 
These are only for the more well of villagers.

My three-bedroom house with rainwater harvesting tank

My daughter

SOMAGEP-SA

BANGLADESH BUWATE, UGANDA

BAMAKO, MALI KAJIADO TOWN, KENYA

“There’s no one central water and sewerage  
provider for the entire country. There are four Water 
and Sewerage authorities in four big cities including 
Dhaka. Dhaka’s sewerage system only covers 21% 
of the city though. In the other areas of Bangladesh, 
sanitation is based on septic tanks or on site pits.” 

“I live in Wakiso district, a place just outside 
Kampala city in a place called Buwate, an 
upcoming residential area. I live in my own 
house with my family and a house help.” 

“I live in Bamako, the capital city of Mali, in the 
Sogoniko district. I live in our grand family’s house 
(father’s house) with all my parents, brothers with 
their wives and children and many others family 
members together. We are about 40 people in the 
same house.” 

“I live in the outskirts of Kajiado Town in a two acre 
compound. My compound does not have piped  
water and so I usually buy water for my house-
hold to complement the rainwater I harvest. I rely 
on trucks that I hire to deliver water to my storage 
tank.”

“In our household we have 
improved traditional separated 

public latrines outside. And 
because of our religion 

(Muslim),we use a kettle for 
self-cleaning. But we’ve also got 
showers in some of the rooms.”

“I live in Dhanmondi residential 
area within Dhaka city. This area 
is considered one of the good 
residential areas.” 

“During the dry season we have to arrange for a tanker to refill our 
water tank very week. A trip of 10,000 litres costs up to €80 and only 
lasts a week. It’s very expensive to manage, so most of our neighbours 
have opted for hand dug wells.”

Household Household

Household Household

What kind of WASH facilities do 
you have? 

What kind of WASH facilities do 
you have? 

What kind of WASH facilities do 
you have? 

What kind of WASH facilities do 
you have? 

Can you drink the water straight 
from the source?

Is your house connected to a 
sewerage? 

Is your house connected to a 
sewerage? 

Can you drink the water straight 
from the source?

Are all WASH services 
available at your house?

Are all WASH services 
available at your house?

How much do you 
pay for water (per month)? 

How much do you 
pay for water (per month)? 

How much do you 
pay for water (per month)? 

How much do you 
pay for water (per month)? 

Do you have hot water?

How are the WASH services or-
ganised in your city? 

How are the WASH services or-
ganised in your city? 

How are the WASH services  
organised in your city? 

How are the WASH services or-
ganised in your city? 

A wife and two kids 4 people, family & the help

40 people (extended family) Wife, 2 kids, brother & the help

3 showers, 4 toilets, bathtub and 4 taps. A rainwater harvesting tank, toilets, 
taps, showers and pit latrine outside.

Public latrines (outside), a kettle 
for self-cleaning, showers.

A rainwater harvesting tank that holds 
10,000 liters, a toilet, a pit latrine and 
“leaky tin” outside.

We boil drinking water using charcoal 
and a gas cooker.

No No

No, the water needs to be boiled or 
filtered first. During the dry season, we need to 

hire a water tank to deliver water to 
our house. 

Yes

€ 15

€ 13

€ 69

€ 23

We do not have hot water, however, 
we warm water using charcoal or a 
gas cooker. 

WASH services are centrally organi-
sed by the Dhaka Water Supply and 
Sewerage Authority (DWASA).

In the urban areas we have the 
National Water and Sewerage Coope-
ration. In the rural areas the Ministry 
of Water is responsible, but they 
encourage self-supply.

There are three government parties 
responsible for WASH services: 
SOMAPEP-SA, SOMAGEP-SA & 
AGSEM. Furthermore, we have  
private enterprises to collect and 
dispose solid waste. The Olkejuado Water and Sewerage 

Company covers Kajiado Town. 
However, because I’m not connected 
to the sewerage system, I have to do it 
for myself.

€ 15 € 13

€69 €23

WASH Household stories
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Tamene Chaka Alfa Gaya

Kalawati Pokharel Fuseivna Abdul-Rahman

My twins

A villager collecting contaminated water from the 
river down the valley

Our bathroom has a toilet, a tap, and a shower

The rainwater harvesting tank

‘The location of my residence’

A hand dug well in Rashida’s neighbourhood. 
These are only for the more well of villagers.

Fetching water from the Karaga dam.

ADDIS ABABA, ETHIOPIA SOUMON, BENIN

LALITPUR, NEPAL KARAGA, GHANA

“Me and my family live close to Bole International 
Airport in bole sub-city. We live in an apartment 
block where we share the floor with three other 
people.” 

“In my area, all buildings have 
houses that are individually 
connected to water supply 
systems.” 

“Soumon is a village usually well swept compared to 
most of the African villages of this type. But garbage 
is discarded into the corners of the village sometimes 
forming mounds. If well managed, they can be 
sources of compost for fertilization in agriculture or 
gardening.” 

“Currently, I live in a rented house in Bakhundol-na 
1, Lalitpur with my family. My house owner is like my 
guardian and family member. I pay about €115 per 
month, which includes rent (€98), electricity (€13), 
waste management (€2), and the city water supply 
which comes once a week at best (€2).” 

“Nowadays, my house owner is able to provide water to the neigh-
bours as well. I am happy that I applied my knowledge and transferred 
it to others for change. I do not have a water crisis anymore and enjoy 
every drop!” 

“We live in a family house made of mud with a 
thatch roof. It is a compound house with round 
rooms where we all live together. I share a room 
with my mother and sister, while my brothers have 
their own rooms. My father also has his own room.”

Household Household

Household
Household

What kind of WASH facilities do 
you have? 

What kind of WASH facilities do 
you have? 

Is your house connected to a 
sewerage? 

What kind of WASH facilities 
do you have? What kind of WASH facilities do 

you have? 

Can you drink the water 
straight from the source?

Is your house connected to a 
sewerage? Is your house connected to a 

sewerage? 

Can you drink the water 
straight from the source?

Are all WASH services 
available at your house?

Are all WASH services 
available at your house?

Are all WASH services 
available at your house?

Do you have hot water?

How much do you 
pay for water (per month)? 

How much do you 
pay for water (per month)? 

How much do you 
pay for water (per month)? 

How much do you 
pay for water (per month)? 

How are the WASH services 
organised in your city? 

How are the WASH services 
organised in your city? 

How are the WASH services 
organised in your city? 

A wife and two kids Wife & children

Family, daughters
Parents, 3 brothers and 1 sister

A shower, toilet, and 2 taps.

1 borehole, 1 public pit latrine and 
1 public shower for the village (200 
people).

Yes

A well, a rainwater harvesting system 
and bisand filter, toilets, and a tap. 1 household latrine, and an open bath.

No, we will filter and put some aqua 
tabs or boil the water very well before 
drinking.

No
No

We have a dispenser for drinking 
water in which it gets filtered first.

Yes

We travel to the community dam 
for water. In the weekends we do our 
washing there (1,5 km away).

The borehole can’t provide water for 
the entire village so people travel to 
rivers for additional water.

Yes

€ 2

Each family pays a €2 contribution to 
insure small breakdowns in the village

€ 1-4

€ 0

In the cities, the household water 
supply is ensured by SONEB, a state 
company. In rural areas, it is normal-
ly the General Direction for Water 
(DGEau = Direction Générale de 
l’Eau) that is in charge of providing 
water to the communities. These state 
structures have decentralized services 
at the departmental level.

WASH services are arranged by the 
privately owned Kathmandu Upataya-
ka Khanepani Ltd and this company 
is responsible for three districts: Kath-
mandu, Lalitpur and Bhaktapur. 

The District Assembly is in charge of 
providing public WASH facilities and 
managing residential systems. Becau-
se we do not have piped water flowing 
and no sewage network, we do not 
pay anything to the Assembly.

€ 2 € 2

€ 1 €0

“Before we had a toilet, we used 
the public latrine. We queued and 
paid 20 pesewas for every visit. The 
inside was poorly kept and smelled 
badly. I did not to like using the 
toilet because I would always feel 
bad and smelly after. 
That is why many of our neighbours 
will go to the bushes to defecate.” 

WASH Household stories
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The design of the 
learning trajectory
The aim of the trajectory was to learn, 
experiment and create new products, 
tools and methodologies that are useful 
for all WASH members. The design of 
the learning trajectory was built on the 
following concepts:

Highly motivated and committed 
participants
A small group of participants were se-
lected based on motivation, the relevan-
ce for their work and the contribution 
they can make to others in the alliance. 
They had to apply to participate through 
a short video and application format, 
followed by one or two interviews. 
Also, their manager / director had to co-
sign their application and express true 
interest in the outcomes of the journey.  

Face-to-face combined with virtual
We extensively researched possibili-

ties to organize the learning trajectory 
mainly through online support & online 
meetings but came to the conclusion 
that face-to-face meetings are extremely 
important to build trust, relationships 
& understanding. These are all crucial 

elements for joint learning. Therefore 
the trajectory included several offline 
meetings to enable and improve joint 
learning. 

Monitoring & support 
In the design of activities and support 
it was foreseen that individual progress 
should be monitored closely and  
support should be adjusted to individual 
learning needs. Some of the participants 
needed more coaching on their personal 

skills (pitching, presentations etc.) 
and others on the development of new 
business models. This required different 
types of coaching and different type of 
coaches. 

Embrace the experiment  
The learning trajectory was not meant 
to be a theoretical exercise. We assumed 
that the only way you can really drive 
change is through learning by doing: 
trying and testing new approaches and 
methods for yourself. Therefore we  
decided to experiment within the  
running excisting projects of the 
participants with the ambition to take 
them one or two steps further ahead in 
reaching scale. 

Don’t reinvent the wheel, just 
realign it
So much is already developed but not 
known or used. During the learning  

trajectory, the participants were challenged 
to go out there and search extensively 
for knowledge, approaches, experts that 
they could learn from. In order to be 
sure they were up to date with state-of-
the-art knowledge. This way, learning 
from best practices and experiences was 
at the heart of the program.

Excellent internal and external 
experts
What comes in defines what goes out. 

Therefore, we searched for the best 
internal and external coaches & experts 
to share their experiences.  We aimed 
for the same high quality standards in 
everything we organized. From a 
consultancy assignment during a field 
visit in Nepal to a yoga class in the 
morning on a rooftop in a Bangladeshi 
hotel. Everything needed to contribute 
to the learning process of the group. 

From theory to practice 
in 5 phases
The trajectory consisted out of 5 learning 
phases, each with a specific goal and 
outputs. The overall philosophy was to 
first get to know each other, your own 
ambitions and learning questions and 
then to study what is out there during 
the Search phase. This Search phase 
actually never stopped, but through the 
Co-creation and Experimenting phase  

participants were challenged to implement 
their ideas, reflect, improve and learn. 

Figure 1 shows an overview of each 
phase, timeline and its keywords.
For each phase a specific curriculum 
was developed with matching assign-
ments. Participants had to comply with 
the assignments in a satisfactory way to 
be able to continue to the next phase. 

During each phase, participants met 

in face-to-face meetings in one of the 
countries that participated.  
Meetings lasted 4 to 5 very intense days 
and depending on the phase we worked 
on experiments, consulted each other 
during field visits and questioned  
different business models. Once back in 
our own countries the learning continued 
in a closed group on Facebook. 

Roles & Responsibilities

Participants were supported in diffe-
rent ways. The content coaches Nelleke 
van der Vleuten (Advisor at Fair and 
Sustainable Advisory Services) and 
Jacqueline Barendse (director of Waste) 
played important roles. Based on their 
own experiences and knowledge they 
inspired the participants to open up their 
world by introducing new approaches 
and concepts. 

Jasmijn Besorak and Edith Kroese from 
Avance functioned as overall learning 
coaches. Their role was to organize and 
facilitate the learning trajectory and 
monitor overall and individual progress. 

Hanny and Suzan from WAMU were 
crucial in their support. Next to the very 
much needed operational support, they 
linked the learning trajectory to interesting 
partners, experts & approaches.

Driving change through innovative learning

When Avance assessed the learning needs of the 
Dutch WASH alliance at the beginning of 2013 it  
became clear that a lot of learning already took  
place through workshops, trainings and exchanges.  
However, as the WASH partners stated, this learning 
was scattered, not shared and leads to insufficiently 
to the development of new concepts and approaches  
at the level of the alliance. 

That’s how the concept of the learning trajectory was 
born. We designed a journey for a selected group of 
highly motivated and experienced change makers 
who would study and work on the most important and  
urgent challenge facing the sector: 

And we made it happen. As part of an interactive  
coaching program the changemakers worked  
together on business cases and new products.  
By sharing best practices, working on their own  
experiments and reflection they overcame challenges  
encountered in running WASH programmes and  
projects. After two years we can now reflect back on 
the methodology used and what we can learn from 
this cross-cultural ‘learning’ experience. 

“I now know how to use the elevator pitch to get policy 
makers, business people and donors on board”  
– Dipok Chandra Roy

“I played football in an international team for the first time in 
my life and it was such an amazing experience” – Kalawati 
Pokharel

‘’How to reach scale & sustainability 
through innovative and inclusive 
business models’’

Fig. 1 Learning trajectory faces.

“I learned how to involve the financial sector for sustainable 
WASH services” – Tamene Chaka

Fig. 2 Roles & Responsibilities
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Ensure commitment 
from the start

Instead of inviting everyone for 
this program we set up a strict 
application process with clearly 
defined expectations on your role 
once selected. As ‘the chosen 
ones’ they were privileged to be 
part of this program and acted 
accordingly! The 17 participants 
became real changemakers, on 
a mission to reach scale and 
sustainability. 

Own responsibility

Participants were encouraged 
to take leadership of their own 
learning process. At the start of 
the process, we fully 
organized the meetings and 
thought through all details. But 
more and more the participants 
took on responsibility to follow 
the example set and prepare 
program components and visits 
themselves. 

Create your online  
environment within a  
natural digital environment

We chose a closed group on 
Facebook as the online environ-
ment. The reason for this is that 
almost all participants were 
already active on Facebook, 
which makes it a small step to 
become a pro-active member 
on the online learning trajectory 
environment. Plus, this way we 
did not have to pay for setting 
up an expensive online learning 
environment. We were very happy 
with this decision because it 
turned out that many participants 
had limited connectivity and little 
online experience. The closed 
Facebook group was quite easy 
accessible and enabled us to 
have discussions, share literature 
and ideas and easily update each 
other on the experiments, inte-
resting reads and so on. 

The importance of 
personal skills to succeed

At the start of the learning trajec-
tory, the focus was very much on 
the development of new ideas 
and concepts for financing WASH 

needs in the future. The strategy 
was to learn and work together 
with the LT group to develop 
products and tools that could 
be replicated by others in the 
alliance. 

During the process we realized 
that we overlooked the impor-
tance of developing the personal 
skills of this group of changema-
kers. Especially because they are 
the ones who need to enthuse 
and engage their colleagues, 
partners and stakeholders in this 
journey towards change. That’s 
why we’ve incorporated new 
program components after the 
first meeting in Ethiopia like 
negotiation workshops, pitching 
skills, storytelling and so on. 

Learning by doing is the only 
way to really work towards 
scale

From the very first meeting we 
discovered that talking about 
scale and sustainability was not a 
problem. Participants could deba-
te for hours. However, the ambiti-
on was to put ideas into practice, 
to test and try innovative ideas. 
This became the biggest challen-
ge of the learning trajectory; how 
to develop an innovation and 
test it in your existing project in a 
limited time period of 5 months 
and no funding? What we have 
learned is not to aim for the 
-world-changing-solving-every-
thing innovation but to work on 
the next steps for each individual 
project. As ambitious as possible!

What we realized is that many 
of the projects participants were 
engaged in, were far away from 
large innovations and mayor 
scale. What they needed was a 
clear vision and linked concrete 
next steps in getting investors on 
board, setting up financial schemes 
and involving the private sector. 
And then learn from these  
actions and adapt where needed. 

Sparking creativity by 
kicking someone out of 
their comfort zone

Many of our participants had 
participated in a large number of 

events, trainings and workshops. 
They were used to long speeches 
and a lot of sitting and group 
discussions with flip overs. We  
decided to do things differently  
and spark creativity at the 
maximum. This meant starting 
with yoga in the morning 
(obligatory for the whole group), 
combining aerobics with developing 
new business models and 
playing football in the afternoon 
(yes, women and men, old and 
young). But also many of the 
group exercises included games, 
mini workshops, role-plays, 
interviews  & short pitches. We 
chose for meetings at fascinating 
locations like the running track 
hotel of Haile Gebrselassie in 
Ethiopia. 

In the beginning we noticed that 
it created some friction here and 
there and sometimes it made 
people feel uncomfortable. 
However, at a certain point trust 
was built and participants started 
to enjoy trying out all these new 
things. At some point the 
Ghanaian men even requested a 
yoga class at 07:30 AM.

Through sparking their creativity, 
the participants opened up for 
honest discussions and were able 
to grasp new perspectives. We 
believe this was essential in order 
to create the confidence that 
they were true changemakers. 
Changemakers who have the 
ability to come up with solutions 
and innovations that can shake 
up the WASH world and inspire 
others to join them in doing so. 

Avance was founded in 2002, 

and has sound experience 

in facilitating organisational 

change processes in 

international development. 

Through our consultancy 

services we assist enterprises, 

impact financiers and 

non-profit organizations in 

developing high impact 

strategies for their work and 

development of tools to 

implement this. 

At this moment Avance is organizing 
four high-impact learning visits to 
ensure that the results from the learning 
trajectory are shared in all 8 programme 
countries. 

The four exchanges will be organized 
between Learning Trajectory 
changemakers and specific projects/  

organizations in non-participating 
countries that could use support to 
scale up their projects. 

This way local WASH partners get 
tailored advice on how to innovate and 
scale up their projects from experienced 
colleagues that have practical experience 
and state-of-the-art knowledge. 

Furthermore, these visits will help 
ambassadors as well as local NGOs 
expand their networks and strengthen 
cooperation within the WASH Alliance. 
The first one took place in July between 
Practical Action in Kenya and CLIP in 
Ghana. The insights and learning’s from 
this visit will be shared in the 
next WASH UP! 

Success factors & learned lessons

Watch the video 
Innovating towards a future 
with sanitation for all 
at www.washalliance.nl

Follow up: Matchmaking

Mohammed Abdallah (CLIP, Ghana) & Jane Njomo (Practical Action, Kenya) in Kajiado, Kenya



How do you make sure the government WASH 
budgets are allocated in an honest and effective 
way? And how do you ensure the right to water 
for all people, even for marginalized groups? 

This is something that keeps Zobair Hasan busy on a 
daily basis. His organisation Development Organisation 
of Rural Poor (DORP) applies budget tracking to address 
the downward accountability and reduce the ‘disconnect’ 
between macro and micro level government budget. In 
the very first WASH UP (Dec. 2013) Zobair and Sara 
Ahrari discussed the first positive results of the project 
as well as some of the challenges they face to scale up the 
process. Budget tracking is becoming an integral part of 
WASH policies in Bangladesh. 

A walkthrough of the different 
players in the WASH budget 
chain in Bangladesh

Who’s who in 
budget tracking?

REPORT
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During the LT meeting in Bangladesh, 
Zobair took us to the Bagherat District 
where we visited several players from the 
WASH budget chain; from a marginalised 
community, to government officials. 
Who are they and what is their role?

Empowering communities
at the ward level

In budget tracking there are three levels: 
the ward, Union, and Upazila level. The 
ward level is the lowest of the three and 
is made up of the communities that 
directly benefit from the WASH budget. 
At this level, particularly the women of 
the villages organise monthly meetings 
to closely monitor the availability and 
allocation of the WASH budget.
They have selected a representative who 
leads the group discussion and identifies 
the most urgent needs. Furthermore, the 
women prepare a budget plan to submit 
to the Standing Committee meeting at 
the Union Parishad, which in turn pre-
pares a yearly budget based on this plan.

Engaging local government 
at the Union level
The Union level is the lowest tier of the 
local government system and is comprised 
of Union Parishads, which are the rural 
administrative and local government 

units in Bangladesh. Entrepreneurs also 
fall under this level. During a pre-budget 
session, the Union Parishad collects and 
compiles the communities’ needs for 
the budget. With this information they 
prepare and submit a budget proposal to 
Upazila, the upper level government.
Once the national government approves 
the WASH budget for the upcoming 
fiscal year, the Union level has to orga-
nise an open budget session to inform 
the communities of the new budget and 
the resources available. They do so by 
writing a detailed outline of the budget 
on the wall for everyone in the 
community to see. 

“Because the WASH budget has been 
separated from the total budget since 
2013-2014, the community can easily 
see how much is allocated to WASH 
in particular. This allows the commu-
nities to fulfill their WASH needs and 
demand action accordingly”. The Union 
level also publishes a budget book that 
accompanies the drawing.

Involving the decision 
makers at Upazila level
The Upazila level consists of the Upazila 
Parishad and the WASH Budget Club. 
During several meetings, the Chairmen 

from the different Unions present and 
hand in requests for particular budget 
allocations. The Upazila level is also 
responsible for the allocation of the 
Annual Development Budget (ADP). 
Fifteen percent of this budget can be al-
located to WASH for the entire Upazila 
Parishad. The Unions always have the 
opportunity to prepare and submit their 
proposed WASH budget to the Chairman 
before he finalises the ADP.
Furthermore, the Upazila Parishad 
approves the Parishad budget through 
the concurrence from District level, 
which is the next upper level. Therefore, 
it’s very important to engage the Upazila 
authority in various budget related 
events and programmes so that they 
understand the needs and urgency of 
the community.
The WASH Budget Club acts as a 
catalyst; they lobby and advocate at the 
Upazila level to pursue the Unions’ and 
communities’ needs during the budget 
allocation.

Expanding the scope of 
budget tracking
While the initial results of the project 
were promising, DORP still had some 
challenges to overcome in order to 
take the next steps. More advocacy was 
needed to ensure that Union Parishads 
receive the WASH budget on time from 
the Upazila authority that actually pro-
vides the money. This could sometimes 
take up to six months after the budget 
was finalised, while it is supposed to be 
spent in the same fiscal year.
Therefore, Budget Club members  
regularly meet with the Upazila authority 
to discuss progress. This way, civil society 
tries to get close to the source, making it 
easier to hold them accountable. 

DORP has also taken up the issue with 
the local government Ministry that re-
leases the money. The organisation had 
to find a way to involve the Depart- 
ment of Public Health Engineering 
(DPHE) more actively as well. “They are 
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Women of the village sit together to discuss their needs and the WASH budget.

Zobair, alongside the mayor, explains the working 
ways of budget tracking.

The WASH budget displayed on the wall so that 
everyone understands how much is allocated to their 
Union in the upcoming year.

responsible for the service delivery to 
the communities but are not transparent 
about their working ways concerning 
the acquisition of materials and selection 
of contractors for example”.
By providing the communities information 
on the responsibilities of DPHE, they 
can hold them accountable and contact 
them when needed. At the national  
level, DORP is pressuring DPHE to 
share the field situation with senior 
managers and requesting an official 
letter stating that they will listen to the 
communities’ needs.
Their persistence paid off. DPHE has 
allocated some of its fund to one Union 
in Fakirhat Upazila for the re-excavation 
of a pond and the instalment of a pond 
sand filter (PSF) so that the community  
can drink water straight from the 
source. Now, approximately 600 house-
holds have access to safe drinking water.
At the national level, the DPHE head  
office is also becoming more supportive 
to at least six Upazilas as they are  
realising that the community’s partici-
pation is beneficial for them too. 

 Now that there are more partners 
involved, DORP was also able to shift 
its role and become more of a facili-
tator and mentor. They connect the 
community to institutions and set up 
awareness campaigns. “For example, in 
each Upazila DPHE has four mechanics 
posts sanctioned by the government, 
but the communities are unaware of this 

and have no idea who 
these people are. We 
have informed them 
about the mechanics 
and introduced them at 
various meetings such 
as the public hearing 

and open budget sessions, and we dis-
tributed their phone numbers on leaflets 
and a signboard at the market place. Now 
people are accessing them whenever they 
need repairs”. 

Using the media to raise 
awareness
At the national level, they have engaged 
the media. They have written articles, 
gave out press releases, organised press 
conferences and even set up a television 
talk show with policy makers and senior 
officials from the WASH sector. 
Ministers of Parliament have been 
invited to join national workshops and 
meetings so that they know what DORP is 
doing and whom they are working with. 

Zobair finds it’s a continuous process. 
Many of the policy makers are already 
setting up nationwide WASH program-
mes in line with their various policies, 
strategies and plans. For him, it’s  
important that they reach these policy 
makers to express the community’s 
needs and provide feedback on what’s 
happening at the ground. Because 
there’s no regulated channel to do so, he 
uses the media. Not only is it relatively 
accessible, decision makers also listen to 
it and use it themselves. People consider 
television talk shows to be ‘shadow par-
liaments’ where members discuss WASH 
with other experts and civil society 

members. It also helps that Bangladesh 
has the ‘Right to Information Act’. With 
this act, any citizen can express their 
opinion and request information freely. 
This is an act that hasn’t passed yet in 
many African countries like Ghana, 
which makes budget tracking difficult 
for them. 

Taking budget tracking 
national
DORP has invested a lot of time in 
advocacy at the Upazila and national 
level. In the first three years, they 
selected one Union from each of the six 
Upazilas to analyse the allocation and 
utilisation of the WASH budget. They 
used that information to set up various 
activities to change this process, one of 
them being budget tracking.
Currently, they are in their fourth year 
and managed to scale up the process 
to 24 Unions in six Upazilas, which 
is about 50% of the total number of 
Unions. 

“We are connecting the disconnected. All 
services are available from the responsible 
institutions, but they need to be activated 
and known to the people who need them.”

Zobair continues to focus on 
accelerating WASH facilities in Bangladesh. 
His organisation has successfully piloted 
the methodology and he wants to scale 
it up even further. “We’ve shown that it’s 
possible to cover budget tracking for entire 
districts, now it’s time to do it nationwide”. 
Thus, DORP has planned to realise full  
coverage in the next 5 years.”
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The Union Parishads representatives presiding the open budget session to outline the new budget.

UPAZILA LEVEL
(UPPER LEVEL GOVERNMENT)

UNION LEVEL
(LOWER LEVEL GOVERNMENT)

WARD LEVEL
(COMMUNITIES)

 “During  open hearing sessions, we get all 
stakeholders together to discuss the progress and 
budget. People can ask questions and everyone 
involved is forced to link up. The meetings form 
an accountability system”. 
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Setting up a public-private 
water kiosk service in 
Ghana
Abdul-Karim experimented with setting 
up an effective relationship between 
the Ghana Water Company Limited 
(GWCL)(public), the Community 
Water & Sanitation Management Team 
(CWSMT)(civil), the District Assembly 
(public), and the private sector to secure 
access to water, continue water sales and 
increase the access to and management 

of water kiosks in Sagnarigu, Ghana. 
The reason for this initiative was that 
the GWCL doesn’t offer bulk water 
supply regularly – even though they 
are supposed to – and because they are 
the sole supplier of water services, it’s 
impossible not to include them in a 
partnership for WASH services.

At the start of the experiment, Ab-
dul-Karim conducted a stakeholder 
analysis to learn more about why and 
what kind of partnership was nee-

ded. Particularly, the CWSMT proved 
hesitant to meet with his organisation, 
WUZDA, and discuss their role. They 
didn’t really see an incentive to run the 

The challenges of Public-Private 
Partnerships in Nepal & Ghana

The government is a key stakeholder in WASH as they 
are primarily accountable for the service delivery to 
their citizens. More and more however, the private 
sector is the party responsible for the delivery of these 
public services, often through a management contract 
or a Public Private Partnership (PPP). For example,  
governments give out a concession or license to a pri-
vate party to supply water or latrines to households. 
This is already done quite frequently in Europe and 
many other OECD countries. 

Of course, someone has to pay for the services of the 
private company. This could be the household itself or 
the government. The government will have to generate 
an income to do so, through taxes or user fees from 
the households for example. 
NGOs are increasingly involved in the set up of these 
partnerships or they themselves collaborate with the 
private sector without any government involvement. 

In this case, we speak of Civic-Private Partnerships 
(CPPs).

Setting up such partnerships is a complex and 
time-consuming activity. You’ll need to identify the 
different stakeholders, specify their roles, and clearly 
state their responsibilities.

Abdul-Karim Ziblim and Ratan Budhatoki both  
experimented with setting up PPPs to ‘close the gaps 
in the system’. Abdul-Karim to establish an effective 
relationship between the government and private  
entrepreneurs to effectively manage existing  
waterkiosks in Ghana; and, Ratan to include the private 
sector in the sanitation marketing in Nepal. We look at 
how they set up these partnerships, interested the dif-
ferent partners and some of the challenges they faced 
in getting them to agree to the partnership.

FIETS: 
Institutional Sustainability 

Institutional sustainability in the 
WASH sector means that WASH 
systems, institutions, policies and 
procedures at the local level are 
functional and meet the demand 
of users of WASH services.
Households and other WASH ser-
vice users, authorities and service 
providers at the local and the 
national level are clear on their 
own roles, tasks and responsi-
bilities, are capable of fulfilling 
these roles effectively and are 
transparent to each other. WASH 
stakeholders work together in the 
WASH chain through a multi-sta-
keholder approach.

kiosk as there were many defects such as 
irregular water supply and people often 
didn’t pay because there wasn’t anybody 
present at the kiosk. Therefore, to make 
this partnership interesting for CWSMT, 
WUZDA supported them with securing 
appropriate measures to streamline the 

provision of clean and regular water 
supply and prompt payment of wa-
ter tariffs to prevent the GWCL from 
delaying supply or disconnecting the 
pipelines. They set up a daily schedule 
based on the CWSMT’s responsibilities 
to represent the expressions, views, and 
interests of water consumers and ensure 
there’s always someone present at the 
kiosk.

The organisation also arranged for 
the District Assembly to take over the 

co-management of the water facility 
together with CWSMT once WUZDA 
has managed to secure a clean and 
regular bulk water supply with minimal 
interruption from service providers. 
That way, with more people managing 
the kiosk there’s less risk of defaults.
Furthermore, the District Assembly now 
acts as a custodian to the water facility 
on behalf of the executive arm of the 
Ghana government responsible for the 
provision of clean water to its citizens. 
Third, the different partners have signed 
a binding social contract in which they 
agree to uphold their respective roles in 
the partnership. 

One of the key lessons Abdul-Ka-
rim learned from the process of 
securing this contract is that you 
need to bring something to the 
table to interest partners. The 
CWSMT didn’t see the benefits of 
managing the kiosks as they found 

the risks too high. By offering 
knowledge, resources and support 
to install proper management and 
policies for the kiosk, the CWSMT 
saw how it could indeed be inte-
resting to join.  
Next, you will need to ensure all 
partners have the knowledge, 
willingness and capacities to exe-
cute their tasks accordingly. 

The CWSMT performs specific tasks 
on behalf of the community members 

who appointed them. WUZDA there-
fore, needed the team to take it upon 
themselves to set up meetings to discuss 
needs, resources or duties instead of 
waiting for them to do so. Therefore, 
this was extensively discussed during the 
initial partner meetings to ensure a con-
tinuation of the tasks long after WUZDA 
stops facilitating. Related to this, he found 
that for this PPP to run smoothly all 
partners must see how their roles 
are related and dependent of each 
other. The CWSMT must understand the 
issues that come with supplying clean water 
and regularly consult with the District 
Assembly; the District Assembly in turn, 
must create an enabling environment for 
the CWSMT to work in by developing 
fitting policies.

What Abdul-Karim didn’t manage to get 
however, was a signed agreement with 
GWCL guaranteeing a regular bulk water 
supply. Unfortunately, he wasn’t able to set 

up a meeting with the GWCL zonal coor-
dinator to facilitate talks. “He was often 
busy and working from his post when we 
contacted him to schedule a meeting with 
the CWSMT”. And because the GWCL 
hasn’t agreed to anything and Ghana de-
pends on them for the bulk water supply, 
the partnership is limited. Without them, 
there’s only so much WUZDA can do to 
set up the business and get the ball rolling. 
If the main partner in the arrangement 
is not on board, the partnership can’t be 
fully successful or sustainable.

Ratan & Amin consulting Lumanti & ENPHO on promising business models
Stakeholder meeting organised by WUZDA to discuss management water kiosks



WASH Magazine Special 31

This then, not surprisingly, is the main 
lesson Abdul-Karim takes away from his 
experiment. If he had to do it again, he 
would first work on getting the CWSMT 
and GWCL zonal coordinator to sit 
down together and decide on an arran-
gement for the bulk water supply. Only 
once that arrangement has been made 
final, will he be able to move forward 
and set up an official partnership that 
includes the other partners as well. 

“This way, the zonal coordi-
nator will guide the process 
and adequately inform us on 
what approach works best”

Involving the private sector 
in sanitation marketing in 
Nepal

Ratan focussed on engaging private 
entrepreneurs in sanitation marke-
ting in the Gorkha district, Nepal. His 
organisation, NEWAH, was already 
implementing a WASH project in this 
district. However, he wanted to get a 
local financial cooperative on board 
and train masons to scale up the project 
and turn it into a viable business. The 
local financial cooperative would start 
a SaniMart business and provide credit 
for household latrines.

NEWAH  selected Chyangli VDC for 
the experiment. They met up with the 
Village WASH Coordination Com-
mittee (V-WASH CC) to talk about a 
possible PPP to promote sanitation. 
Together they identified and met with 
different local cooperatives to arrange 
a partnership. One local business, the 
Ujwal Agriculture Cooperative (UAC), 
expressed interest in starting a SaniMart 
business next to its regular business. 
NEWAH, V-WASH CC and the coope-
rative then proceeded with setting up 
the agreement.

While the VDC was already involved 
in promoting sanitation, there was 
little coordination or engagement from 
stakeholders. NEWAH therefore offered 
to facilitate the process to interest the 
V-WASH CC to join this partnership. 
They helped with the selection and 
training of masons and prepared the 
Ujwal Agriculture Cooperative for the 
SaniMart business by providing infor-
mation on the number of households in 

need of latrines, determining the right 
price, and where to purchase the diffe-
rent materials. NEWAH also mobilized 
its own staff for an awareness campaign 
and organized regular meetings to track 
the progress.

The Chairperson of the coopera-
tive, mr. Shyam Krishna, explained 
he was interested in joining this 
partnership because of the certain 
percentage of profit (about 10%) 
the cooperative would receive, 
the social credibility it would bring 
him, the recognition he’d get for 
his contribution to social deve-
lopment and because he would 
be linked to supporting agencies 
like NEWAH, VDC and the market 
which could enhance his profile.

Ratan managed to set up the partner-
ship although it needed some tweaking. 
One of the key challenges was to 
determine the goal of this partnership. 
Ratan needed to create a common 
understanding on when the sanita-
tion promotion was successful. The 
V-WASH CC was happy once the VDC 
could be declared open defecation free. 
NEWAH on the other hand, wanted 
to achieve total sanitation. Thus, they 
worked to convince the V-WASH CC to 
think beyond open defecation free and 
helped key persons of the UAC to iden-
tify the scope of sanitation marketing 
and supply business needed in the VDC.

NEWAH also had to research how the 
cooperative would actually provide the 
sanitation credit. UAC provides credit 
particularly to farmers who are members, 
but not all households in need of  
sanitation credit are farmers. The  
organisation consulted UAC and advised 
them to either allow all households to 
become members or to adapt the 
cooperative’s policy to include sanitation  
credit. This is something they’re 
currently working on. So for now only 
members can get a loan.

His experiment has taught Ratan a 
valuable lesson on how to interest 
potential stakeholders. “When initiating 
such a process, you always need to keep 
in mind what the existing priorities, 
needs, interests and motivations are for 
different stakeholders such as govern-
ment, district and private entrepreneurs. 
What policies or enabling factors are 
available to help add value to their 
business?” To set up a PPP, you need to 
balance out all the different motives and 
needs into one agreement and make it 
interesting, otherwise it will not work.
He also found that in order to scale up 
sanitation promotion, it might be good 
to start small. Look for existing net-
works and work with them first. Once 
you’ve set up one successful partnership, 
you can work on gradually expanding 
and integrating the learning into the 
stakeholders’ regular programmes, and 
lobbying the government and private 
sector to get on board.

Public-Private Partnerships 
(PPPs) or Public-Private- 
Civic Partnerships (PPCPs)

Common features of cross  
sector partnerships (i.e. involving 
at least two out of three parties 
of) government, private sector 
and/or NGOs) are: 
More than simple transactional 
relationships or multi-stakeholder 
consultations; 
Voluntary arrangements and 
encompass non-hierarchical 
relations; 
With a degree of shared vision 
or shared goals and joint 
decision-making; 
Sharing of risks and benefits, 
and the leverage of financial and 
non-financial resources 
of partners.

Setting up PPPs is not an 
easy task and both Ratan 
and Abdul-Karim’s expe-
riments have shown that 
it takes time and effort for 
a partnership to develop 
into something concrete:

Be sure to start with the 
right partner

It’s not always best to approach 
all partners at once. Sometimes 
it’s better to engage with the 
right partners first and build from 
there. This can either mean you 
start small and set up a partner-
ship within an existing network 
like Ratan did in the VDC; or 
it can mean that you have to 
take on the biggest partner first 
because without it, the partner-
ship’s nothing like Abdul-Karim 
experienced. By making a list of 
partners and determining their 
stake in the field as well as the 

partnership, it becomes clear 
who to meet with first.

NOTE: For more tips and tools 
on how to involve the right sta-
keholders, you can also browse 
through the DWA’s ‘Food for 
Thought’ on Participatory Moni-
toring & Evaluation.

Make it worth their while

For stakeholders to be interested 
in a PPP, they need to see the 
clear benefits. A public partner 
might be interested because 
the partnership can serve public 
needs on a larger scale; a private 
partner might be convinced 
because it’s given the opportunity 
to enter a new market. The UAC 
was willing to join because of the 
social status and new networks it 
would bring. Show them why this 
is a win-win situation. 

Take the time to prepare

With so many different partners, 
come equally as many interests, 
opinions, policies, resources, 
needs etc. That is why it’s crucial 
to invest in the preparation of a 
PPP. Make sure that everything’s 
clear and you’ve gone over all 
the details before the partnership 
is set in motion. What are the 
roles in this partnership? Who is 
responsible for what? How are 
the partners supposed to work 
together? Are there any 
conditions in your policy that 
could hinder the partnership like 
the UAC has with its loans 
particularly for members? The 
better everyone’s prepared, the 
more questions asked before-
hand, the higher the chance of 
success.

The right partners for the right agreement

It’s inspiring how termites, within their own social structure, join forces to build amazing underground cities. We can learn a thing or two from them when building PPPs.




