CAMBODIA

SMSU 1.0 RESULTS

SANITATION MARKETING SCALE UP IN CAMBODIA

PROGRAM HIGHLIGHTS

KEY ACHIEVEMENTS: SMSU 1.0 OUTSTANDING PROVINCE: PREY VENG
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BUSINESS PERFORMANCE LESSONS LEARNED

Operating Profif Ratio $0.26 Average Monthly Net Profit Direct sales are a critical strategy for reaching the rural poor.

A latrine business operator earns

26 cents of profit for every dollar of sale. Highest Tier Performers $1.323 Most businesses are reluctant to manage an active sales force.

Average Selling Price ! . . . .

of Latrine Unit $51 Middle T Porformare $157 Microfinance has the potential to increase uptake at market price by 300%.
A Cost of Producti . IVIZI I I

Average Cost of Producton $36 Lo wect Trer Performers $22 Incentivizing staff is a powerful motivator.
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WHAT’S NEXT?

',Az Product Development: ? Product Development: 0‘\'5: Testing: ° " Testing:
New latrine shelter design New hand hygiene product Bundling of latrine underground Smart subsidy through
for after latrine use and water filters MFI channel



