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Glossary and Acronyms

This glossary provides the English terminology and definitions currently used in Lao PDR; these may not be exact interpretation of Lao language terms. Also definitions for some terminology may differ from those used in other countries.

	CLTS
	Community Led Total Sanitation

	DC
	District Coordinators

	DRDO
	District Rural Development and Poverty Reduction Office

	Direct drop toilet
	A toilet design with the faeces dropping directly into a pit below toilet.  This is usually the least expensive design, but it may require removing the toilet structure in order to empty the pit (also see “off-set pit toilet” below). 

	GI
	Galvanised Iron roofing material(corrugated sheets)

	HH
	Household

	MSMEs
	Micro, Small and Medium sized Enterprises

For this study business sizes were defined as:

· Micro = Owner/operator involved in all operations with no full-time staff

· Small = Owner/operator involved in all operations with full or part-time staff

· Medium = Owner/operator not involved in all operations, has intermediate level of staff (manager or supervisor) with full or part-time staff

	n.d.
	No data available

	Off-set pit toilet
	A toilet design with the faeces passing through a pipe to the pit located adjacent to the toilet superstructure. It is easy to empty the pit when full without damaging the toilet structure (also see “direct drop toilet” above).

	PF
	Pour flush toilets that require the user to pour water into the unit to flush the waste to the pit

	Pour Flush Pan
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Pour flush toilet squat plate, Usually ceramic with integral footrests and water seal. 
May be placed at ground level or raised.  Raised version sometimes used as a sit-down toilet.

	Pour Flush Toilet
	Pour flush pedestal toilet used in sitting position,
[image: image23.jpg]Australian Government
Aid Program



Usually ceramic. 

	PRDO
	Provincial Rural Development and Poverty Reduction Office

	Producer
	Businesses engaged in production of toilet components such as concrete blocks, rings and ring covers

	Retail
	Defined as businesses selling directly to consumers, regardless of quantity

	Sellers/ suppliers
	These terms are used interchangeably to refer to shops selling manufactured sanitation construction materials such as ceramic toilet pans, PVC pipe, door hardware, etc... 

	SSH4A
	Sustainable Sanitation and Hygiene for All, a programme funded by     

SNV and AusAID programme (see Annex 1 for programme description)

	VIP
	Ventilated Improved Pit Latrine

	Wholesale
	Defined as businesses selling to retailers, regardless of quantity


Exchange Rate

At the time of the survey the currency exchange rate was USD$1 ≡ Lao Kip 8000 (Jan 2011)
Synthesis Report - Supply Chain Surveys
Four Districts of Savannakhet Province, Lao PDR
2 BACKGROUND 

2.1 Rationale
	Numerous factors and barriers make it difficult for rural households in villages to build an improved toilet, even after they have decided that they want a toilet.
The Sustainable Sanitation and Hygiene for All (SSH4A) programme in Savannakhet Province is part of a Provincial Rural Development & Poverty Reduction Office (PRDO) Sanitation initiative.
The SSH4A programme recognises that one necessary component to improve hygiene and sanitation in rural areas is to develop the existing supply chain for sanitation construction materials and services
. 
So the first phase in any programme is to gain a better understanding of the current situation. This supply chain report documents the initial studies of the sanitation supply chain and how it works in Lao PDR.
	Figure 1: Map of survey districts
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This report consolidates the findings of four rapid field surveys (one for each of the target districts) and information collected on the local sanitation supply chain. The aim was to understand the nature of the existing supply chain and to identify areas where improvements can be made to enable better availability and delivery of sanitation related goods, works and services to rural households. 
2.2 Location
Savannakhet province is bordered on the west by Thailand and on the East by Vietnam, is considered part of the central region and lowlands of Laos. It is a province with extensive paddy rice cultivation and subject to the risks from annual flooding. The SSH4A  programme targets sanitation and hygiene on 20 villages in each of four districts of Savannakhet; Atsaphon, Phalanxai, Phin and Xonaburi (Fig 1.).
Basic relevant data for Savannakhet Province indicates that:
· Savannakhet province has 15 districts with 1015 villages and ~916,948 people in 144,754 households
, the four SSH4A programme target districts have reported total population of 197,475 people in 29,226 households
· Overall sanitation coverage is reported as 45% of households (83% of urban households and 37% of rural households have a toilet).  SSH4A target villages reported only 8% sanitation coverage prior to the start of the programme.
· Urban/rural demographics: The population is reportedly split 26% urban and 76% Rural (including 6% of the rural population in villages considered roadless or isolated)

· SSH4A baseline survey on hygiene practices indicated that the main anal cleansing materials used in the target villages were bamboo/wood stick 72%: leaf or plant fibre 11%: water 9%: paper 8%
· Soil conditions and seasonal flooding require toilet pits to be lined in most areas
· Village water supplies are mostly from ground water sources and prone to wide fluctuations of ground water levels over the course of the year
· Baseline health data indicates a high incidences of water borne diseases 
2.3 Objectives of the survey

To assess current private sector actors, supply chain mechanisms relating to the provision of services and materials in and for the construction of toilets in the four districts and assess possible opportunities for improving demand-supply linkages. 
The main focus of the surveys was on the MSMEs involved in providing sanitation related goods and services to rural communities in each of the four districts.  Supplementary interviews were also conducted with randomly selected heads of households in four target villages to gauge customer needs, preferences and level of access to good and services.  
2.4 Methodology 

2.4.1 Sampling Methodology

To understand the factors and constraints that influence the provision of household (HH) and school toilets in villages, the SNV District Coordinators (DC) initially held discussions with the members of the district project steering committees and other key informants in each district to identify who are the main stakeholders in the toilet construction supply chain, and where are they located. The stakeholders identified in the sanitation construction materials supply chain included:
· The producers of toilet construction components (concrete rings, slabs, etc..), 
· The sellers of general construction materials and toilet components (retail or wholesale)
· Local builders who construct toilets in the target villages (for HHs, schools or other communal or institutional customers).
During the research/data collection training the DCs and District Committee members worked to finalise the list of known key stakeholders, their locations and contact information. The list included micro, small and medium-sized enterprises (MSMEs). The identified MSMEs were interviewed for the research, as well as others MSMEs identified during the course of the fieldwork to collect basic information about goods and services they offered, the perceived constraints on their businesses and to assess their interest in participating in future activities to develop the supply chain.  Although the main focus of the research was on the businesses involved in the sanitation supply chain, additional anecdotal data on customer habits was also gathered through several Non-representative interviews with households in each district to gauge customer needs, preferences, sources of information and access to goods and services
. Household interview subjects were randomly selected in one or two programme villages from each district.  After explaining the reason for the research, village leaders were asked to make the selections by pulling names from a hat for two populations groups, those with toilets and those without toilets.  The districted teams were instructed to conduct at least four household interviews in each district to provide anecdotal data, however one district only completed 3 interviews, while two district teams completes substantially more than the minimum.   This augmented data already available from a provincial sanitation supply and demand study of 400 rural and urban households undertaken in the province (2009/2010) by the Environmental Health and Water Supply Section of the department of health and with support from SNV.
While researchers were in the field, they also made observations on a related subject; the handling and disposal of infant faeces.  A brief summary of their observations is included in Annex 4 of this report.
2.4.2 Data collection Methodology

Three data collection forms (questionnaires) were developed, discussed, field tested and modified with the district committee members
. To enable consistent data collection Committee members attended training in interview techniques and the use of the data collection forms. A summary of the methodology is provided in Table 1 below.
	Table 1: Summary of Sampling Methodology

	Level
	Sample size
	Sampling approach
	Method of sampling
	Method of Data Collection

	Sanitation construction MSMEs
	50 MSMEs (varies by district 8-16 businesses)
	100% sampling of all Sanitation construction MSMEs present in each district
	Those known to District Committee members during survey preparation.
Those identified during fieldwork
	Questionnaires (Structured Interview + Observation of premises)

	HH

	37 HH (varies by district (3-20 HH)
	purposive

	Quota sampling 50:50 with/ without sanitation selected
	Questionnaires (Structured Interview with head of HH + Observation of toilet and hand washing facilities)


2.5 Members of the supply chain survey teams
Each district has a team consisting of:

	Table 2: Survey team members

	
	Atsaphon
	Phalanxai
	Phin
	Xonabouri

	Team leader
	Mr Phoume Ladborvone (Head DRDO)
	Mr Intong Ratsakouman (Head DRDO)
	Mr Khampang Ondavong (Head DRDO) 
	Mr Aloun Chanthalangsy (Head DRDO)

	Other team members
	Mr Changkham (staff NamSaat)
	Mr Phetsamai (staff Health office)
	Mrs Manyvon (staff Health office)
	Dr Sengphachan (staff Health office)

	
	Mr Khongma Houkongkhoun (staff Planning and Investment office)
	Mr Pholithath (staff Planning and Investment office)
	Mrs Kongsouy (staff Planning and Investment office)
	Mr. Somsack (staff Planning and Investment office)

	SNV – DCs (support role )
	Mr Songvilay Nampanya
	Mr Songvilay Nampanya
	Mr Phoufai Vorachark
	Mr Phoufai Vorachark

	SNV
	Robert Deutsch - Programme Leader (district report editing)
Declan O’Leary - WASH Sector Leader 


2.6 Schedule of training and field work

	Table 3: Training and Fieldwork timetable

	
	Atsaphon
	Phalanxai
	Phin
	Xonabouri

	Research training
	15-18/12/2010
	6-10/12/2010

	Survey field research and data collection
	20-25/12/2010
	20-25/12/2010
	20-22/12/2010
	20-25/12/2010


2.7 Limitations of the research

Most of the businesses in the districts are micro or small businesses, and the owner/ operators report having modest levels of formal education (mainly high school). Most are not used to business terminology and critically analysing their business situations objectively.
For example: many were not able to differentiate between trends in their own business and trends in the business sector in general. In many cases they were not able or unwilling to provide detailed information to the interviewers which limited opportunities for analysis.
The survey was undertaken at the end the annual rice harvesting season, where households in villages were often busy with threshing, milling and storage of rice. At the time of the survey many households had not yet sold the bulk of their rice harvest, so it is often considered a lean period for the businesses.
Although the data collected on the MSMEs is qualitative, some quantitative data can also be extracted, e.g., % MSMEs who are retailers. As the method of sampling was 100% of businesses found in the district (with the exception of builders), the quantitative data can be said to be representative of Suppliers and Producers found in target each district, and to a lesser extent of the Builders also.
3 FINDINGS

The findings presented in this section are based on the data collected during the field survey. Findings on demand are presented first, to enable the findings on Supply to be read in the relevant context.
3.1 Demand

The findings presented here are based on a limited number of interviews and observations with the households (HHs) in each district.
3.1.1 Toilet Technology –Customer knowledge and preference

All the interviewed HHs stated that it was difficult to decide whether or not to build a toilet due to lack of information on designs, materials and costs. They also stated that they did not know how to build a toilet, and that the distances to material supply shops is far and they often do not have enough money to purchase the materials required.
The main motivation for all district home owners to build toilets is for convenience/easy use at night or in rainy conditions. They want facilities that are easy to clean and do not smell and therefore aspire to water sealed (pour flush) toilets. Health reasons were rarely mentioned as a motivation.
All HHs said that the decision to build a toilet is taken by both husband and wife, though the husbands then take on the responsibility for procuring the materials.  Builders rarely purchase the materials for the home owners.
Across the four districts most HHs said they only know about dry pit toilet and pour flush toilets. They all prefer pour flush because they think they are cleaner and not smelly and the construction materials are easy to find in the shops.
Atsaphon, Phin and Xonabouri HHs recognized that flush toilets require them to purchase toilet tissue or use plain water, instead of using the bamboo sticks normally used for anal cleansing when open defecating.  There is also extra work involved in dealing with toilet paper waste. All HHs also noted that periodic cleaning of the toilets is an additional chore. Atsaphon and Phalanxai HHs also noted that where there is no piped water supply there would be extra work carrying water to the toilet every day. 
Some Phin and Xonabouri interviewees preferred the sit-down model of pour flush toilet because of expressed comfort and convenience and ‘familiarity’ with the type having seen them before. There is a general preference across all districts to have an attached bathing room, but this is more costly and some cannot afford it.
Most Phin and Xonabouri respondents want to have tiled floors and walls because it looks nice and is easy to clean, but many people cannot afford this option so they build concrete walls and try to add tiles at a later date if funds are available. 
Although cost is often the deciding factor in choosing toilet design and materials, once the decision to build a toilet has been made the aspiration to have flush toilets appears to deter people from building cheaper non-flush toilets which would allow them to have access to sanitation sooner. 
This is borne out by the findings presented in Fig 5, which shows that though some HHs in Phin and Xonabouri reduced their costs by using wooden walls and doors, all had constructed flush toilets. Similarly some HHs had preferred to invest in bathing areas and water tanks rather than more permanent walls and doors, which can be upgraded at a later time. This infers that some level of privacy and aesthetics can be given up in preference for convenience and cleanliness.
3.1.2 Sources of information on toilet design 

All HHs with toilets reported that they selected their type of toilet based on what they have seen other villagers or relatives build. Most HHs said they chose flush toilets as they have seen other people use them and the builders know how to construct them. 
In parts of Phin and Xonabouri districts there have been previous sanitation programmes and campaigns which promoted and or provided a limited number of pour flush pan toilets with concrete walls as the standard model. Although it appears few toilets were built as a result of these programmes and campaigns, this model of toilet seems to have been adopted as the preference for the majority of households. 
This also reinforces the hypothesis that the lack of information on alternative designs either by HHs or by builders is influencing the ability of HHs to move onto and up the sanitation ladder, since they are aspiring or are required to jump to pour flush toilets. The decision to choose pour flush seems to be only slightly affected by difficulties in accessing water, i.e. HHs are willing to pay for water, either in time or money, rather than have pit toilets. Cost reducing options such as using local alternatives materials instead of concrete block for toilet walls are not widely used. 
Table 4 below presents the number of HHs interviewed per district with or without toilets. 
	Table 4: HHs interviewed with/ without toilets

	District

	Has access to Household toilet?

	
	Yes
	No

	Atsaphon
	5 (50%)
	5 (50%)

	Phalanxai
	10 (50%)
	10 (50%)

	Phin
	2 (66%)
	1 (33%)

	Xonaburi
	2 (50%)
	2 (50%)


Table 5 Preference for various toilet component materials
	Table 5: Design of toilets inspected


	Toilet component
	Atsaphon
(n=5)
	Phalanxai
(n= 7)

	Phin
(n=4)

	Xonaburi
(n=2)
	TOTAL 

(n=18)

	Underground chamber 
	Precast Concrete Rings
	5 (100%)
	7 (100% )
	4 (100%)
	2 (100%)
	18 (100%)

	Placement of chamber 
	Direct Drop
	4 (80%)
	6(86%)
	1 (25%)
	0
	11 (61%)

	
	Offset
	1 (20%)
	1 (14%)
	2 (50%)
	2 (100%)
	6 (33%)

	
	Septic Tank
	0
	0
	1 (25%)
	0
	1 (6%)

	Type of floor 
	Concrete
	5 (100%)
	7(100%)
	4 (100%)
	2 (100%)
	18 (100%)

	Type of opening

	Slab opening (dry pit type)
	0
	0
	0
	0
	0

	
	Pour Flush Pan
	5 (100%)
	7 (100%)
	3 (75%)
	0
	15 (83%)

	
	Pour Flush Toilet
	0
	0
	1 (25%)
	2 (100%)
	3 (16%)

	Superstructure 
	Wood
	1 (20%)
	1 (14%)
	0
	0
	2 (12%)

	
	Brick/ Concrete
	4 (80%)
	6 (86%)
	4 (100%)
	2 (100%)
	16 (88%)

	Door
	Wood
	3 (60%)
	2 (29%)
	1 (25%)
	0
	6 (33%)

	
	GI Sheet
	2 (40%)
	5 (71%)
	3 (75%)
	2 (100%)
	12 (66%)

	
	Plastic
	
	
	
	
	

	Decoration and other components 
	Tile Floor
	1 (20%)
	3 (43%)
	3 (75%)
	0
	7 (39%)

	
	Separate bathroom in block 
	1 (20%)
	6 (86%)
	0
	0
	7 (39%)

	
	Water Tank
	5 (100%)
	4 (58%)
	3 (75%)
	2 (100%)
	14 (77%)


3.1.3 Construction process 

	Table 6: Roles during the construction process

	District
	HH with toilets interviewed
	Basic design
	Construction tasks

	
	
	
	Digging the pit
	Slab+ S/structure

	Atsaphon
	5
	Builder lead, in discussion with HH
	HH or paid local labourer
	3 - Builder +HH labour
2 - HH

	Phalanxai
	10
	(n.d.)
	HH or paid local labourer
	10 - HH

	Phin
	2
	(n.d.)
	(n.d.)
	2 - HH family member

	Xonabouri
	2
	(n.d.)
	HH or paid local labourer
	1 – Builder+ HH labour
1 - HH


Where builders had been employed to construct toilets none had come from the same village as the Households. Also, where builders were employed they had been the main source of design information which was then discussed with the family to agree on a final design and price for construction. The builder also advised the family on the materials that needed to be procured.
In all cases, households procured materials themselves and builders only provided ‘construction services’ however builders in Xonabouri also reported providing both materials and construction services for some customers. In some cases it took families several years to collect the materials as they slowly saved the money needed. In most cases families dug the pit for the toilet themselves or paid someone in the village to help them.
When the pit and the materials were ready the builder was contacted to start construction. In most cases the families also assisted the builder with unskilled labour, mixing concrete, carrying materials, etc...
3.1.4 Purchasing and transport 

All home owners with toilets interviewed stated that they purchase the materials for toilet construction themselves. None of the families interviewed was interested to receive credit for materials or the construction costs of the toilet as most rural people have been taught by their parents to avoid borrowing money, especially for a non-productive asset such as a toilet.  They either borrowed from family members, waited until they had sufficient funds of their own or purchase materials incrementally as and when they enough available money.
In Atsaphon and Phalanxai, purchase price included transport for less than 10km. For more distant locations the transportation costs ranged from 5,000 to 10,000 per ring or cover, depending on the distance.  This was noted that some programme villages are up to 85 kms from the suppliers in the district centre. In Atsaphon and Phalanxai sand, gravel and cement transportation costs follow similar patterns with unit costs increasing 5-10% per 10 km of distance to cover transportation costs.
In Phin and Xonabouri transport are generally not included in the price. People in those districts usually transported materials themselves or if they don’t have their own tractor they either pay the seller extra for the transport or contract someone else for transportation, usually by small truck or hand-tractor. The village visited in Phin district is on the main road, not far from the district centre and so transportation of materials was not a problem there.
In Phin and Xonabouri, people said they generally purchase the cheapest material available, indicating that cost was a more important consideration than quality or origin of the product. In all cases the choice of materials was limited by the range of materials available in the districts. 
Households did not comment on seeking cost reductions or negotiating with suppliers for better conditions of sales, nor were collective bulk purchases of materials mentioned, indicating an opportunity for further exploration.
3.1.5  Cost of construction 

Table 7 presents the expressed costs of one toilet with concrete block walls and ceramic squat pan (water seal type) based on data collected from HHs and builders interviewed. Disaggregated data for pour flush toilet (pedestal type) construction was only available from Xonabouri district.
	Table 7: Cost of construction per pour toilet (ceramic pan and pedestal toilet types)

	in Lao Kip ($USD)

	District

	HH with toilets
	Data from HHs
	Data from Builders

	
	
	Total cost of construction 


	Cost of construction services
	Cost of materials

	
	
	Range
	Average
	Average
	

	Atsaphon
(n=19)
	5
	1,500,000-3,000,000
($187.50-375.00)
	2,400,000
($300)
	500,000 
($62.50)
	N/A

	Phalanxai
(n=20)
	10
	1,000,000-5,000,000
($125-625)
	2,880,000
($360)
	500,000 
($62.50) 
	N/A

	Phin
(n=15)
	2
	5,000,000-10,000,000
($625-1,250)
	7,500,000
($938)
	1,800,000 
($225.00)
	N/A

	Xonabouri(n=57, includes 5 pour flush toilet modles)
	2
	1,700,000
-3,500,000
($213-438)
	2,600,000
($325)
	1,154,000 
($144)
	865,050
($108)

	
	
	
	
	Pour flush toilet

2,650,000
($331) 
	2,650,000
($331)

	
	
	
	
	
	


All the HHs interviewed reported that they had purchased the materials themselves. Some Builders also report that they have provided both materials and construction services for other customers upon request.
The range of construction material costs per toilet varies greatly, from $125 to $1,250, a factor of 10, but this can be explained partially by the fact that there is no standard toilet design.  Size of toilet and finishing materials (tile for example) vary greatly. The HHs in Phin district seem to pay much more than HHs in other districts despite the fact that they have better access to their district centre, which one would expect to reduce both material and transport prices, however based on this very limited sample, it seems people in Phin tend to copy the more expensive designs.  Both Phin HHs stated that they felt the cost was high. Since only the data for Xonabouri was disaggregated by toilet type, no comment can be made on the preference for pans or toilets type designs. Further research based on costs per square meter and toilet type would be more comparable, but this was not in the original survey design.
Builders reported that they are paid on completion of the job, as generally agreed with households.  Credit or delayed payment of fees was not mentioned, probably due to the fact that the MSMEs involved in toilet construction are generally small scale operation with little cash reserves.
Only in Xonabouri were builders able or willing to provide data on the labour rates that they pay. They reported that skilled labourers receive 780,000 Kip (about US $98) and unskilled labourers receive 500,000 Kip (about US $63) usually as a lump sum per toilet.  When households build toilets, labour inputs are usually spread out over a period of time making it difficult to estimate the labour inputs required per toilet.
3.2 Supply
The findings, presented in this section are based on interviews with retailers and suppliers of materials and observations on their prices.
3.2.1 Sellers/producers in the survey districts
Table 8 below summaries the suppliers and producers interviewed in each district. For full details see Annex 2
. Note that manufacturers also sell their products either as wholesale, to local shops, or retail directly to consumers. In the Lao context the line between ‘wholesale’ and ‘retail’ businesses is not clearly defined as the overall market is small.  All so called ‘wholesale’ businesses visited also sell to retail customers (on the other hand, ‘retail’ only businesses rarely sell to other shops as their stocks are too small and they generally lack the capital and economies of scale required to engage in wholesale transactions.
Table 8: Sellers/ producers information in survey districts
	District
	Total MSMEs  interviewed
	Business type
	Category
	Enterprise size
	Paid employees
	Family members (unpaid)
	Total employees
	Total staff

	
	
	Local producer of concrete components
	Seller of (mostly) imported materials
	Wholesale and retail sales
	Retail sales only
	Micro, Small, Medium, Large
	Number of business found
	Full-time
	Part-time
	
	
	

	Atsaphon
	6
	3
	3
	0
	3
	S
	5
	4
	2
	7
	13
	22

	
	
	
	
	
	
	M
	1
	5
	2
	2
	9
	4 

	Phalanxai 
	9
	5
	7(
)
	2
	5
	M
	7
	40
	0
	18
	58
	65

	
	
	
	
	
	
	L
	1
	5
	0
	2
	7
	5 


	Phin
	7
	2
	5
	4
	1
	S
	6
	21
	0
	11
	32
	47

	
	
	
	
	
	
	M
	1
	12
	0
	3
	15
	6 

	Xonabouri 
	8
	
	5(
)
	4
	4
	Mi
	1
	1
	1
	1
	3
	60

	
	
	4
	
	
	
	S
	5
	11
	0
	16
	27
	

	
	
	
	
	
	
	M
	2
	23
	0
	7
	30
	

	Total
	29
	13
	20
	10
	10
	Mi
	1
	1
	1
	1
	3
	194

	
	
	
	
	
	
	S
	16
	36
	2
	34
	72
	7 

	
	
	
	
	
	
	M
	11
	80
	2
	30
	112
	8 

	
	
	
	
	
	
	L
	1
	5
	0
	2
	7
	9 


From the findings we can see that the majority of suppliers and producers are classified as Small or Medium size enterprises.  The average number of employees, whether paid or unpaid, for a micro enterprise was 3, 4.5 for small enterprises, approximately 10 for Medium enterprises and 7 for the Large enterprise. This suggests that Medium enterprises present the greatest opportunity to provide people with employment.
9.1.1 Builders in the survey districts
Table 9 below summaries the builders interviewed in each district. For full details see Annex 2. Most of them have experience in general construction and building including construction of concrete and wooden framed houses as well as toilets. Two builders in Atsaphon and some of four builders in Xonabouri reported receiving training and have experience of building Bio gas digesters.

Table 9: Builders information in survey districts

	
	Business type
	Enterprise size
	Paid employees
	Family members (unpaid)
	Total employees
	Total staff

	
	Builder
	Micro, Small, Medium, Large
	No.
	Full time
	Part time
	
	
	

	Atsaphon
	10
	S
	10
	0
	21
	11
	32
	32

	Phalanxai 
	5
	M
	5
	18
	0
	1
	19
	19


	Phin
	1
	S
	1
	0
	0
	2
	2
	2

	Xonabouri
	4
	S
	3
	33
	0
	11
	44
	59

	
	
	M
	1
	15
	0
	0
	15
	

	Total
	20
	S
	19
	51
	21
	25
	97
	112

	
	
	M
	1
	15
	0
	0
	15
	


Small sized builders were the majority interviewed and accounted for 86% of paid and unpaid staff. The only builder interviewed in Phin said he had 35 years of building experience and constructs mainly houses and toilets. He said most of the other construction work carried out in the district is done by temporary workers from Vietnam.

In total the 20 builders interviewed reported building 111 toilets over the past year, an average of 5.5 each.
9.1.2 Profile of sanitation construction businesses in the target districts 
An analysis of the sanitation supply chain in the target districts shows a number of relationships and linkages which affect the supply of sanitation related goods and services to rural populations.  Figure 2 below shows a simplified representation of these linkages.
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Figure 2: The sanitation construction supply chain from local to national.
Materials sellers – sources
Atsaphon and Phalanxai shops selling imported manufactured goods such as PVC pipe and ceramic toilet pans said that they purchased most of their supplies from wholesalers in other parts of Savannakhet province.
Phin and Xonabouri shops said that they bought most of their supplies from wholesalers in Kaysonphonivahane City, the provincial capital of Savannakhet which is located close to the border with Thailand; or from Seno town the district centre of Outomphone district; and from Laobao town, a trading centre on the Vietnam/Lao border.
In general, most sand and gravel used in the province is extracted from the Mekong River at Kaysonphonivahane City, and must be transported long distances to the consumers/users. Some of the gravel sold in Phin was sourced from local rivers during the dry season, similarly some of the sand and gravel sold in Xonabouri during the dry season is from a local source in Ban Talao.  Extraction at both sites is small scale and done manually (workers with shovels).  There is no stockpiling of materials in the dry season for sale during periods when the extraction site is inaccessible, so the local supplies are seasonal and not very reliable. 
Materials sellers - location
All the business owners interviewed in the four target districts reported that they only have one sales location.  Most shops are located in the district centres or in Government designated development focus zones.
Materials sellers – product range
All the shops visited sell a similar range of materials. The larger shops generally stock several types and qualities of their range of products (example one brand of ceramic toilet pans from Thailand and another from Vietnam).
Where shops were able to provide disaggregated data on their sales the following was observed:
	District
	Basic construction supplies (sand, gravel, cement, steel bars)
	Items specifically for toilet/latrines (toilet pans, concrete rings and covers)
	All other items sold

	Atsaphon (n=3)
	50%
	20%
	10%

	Phalanxai (n=7)
	48%
	24%
	28%


	Phin (n=5)
	18%
	12%
	70%

	Xonabouri (n=5)
	18%
	12%
	70%

	Average (weighted)
	34%
	18%
	48%


Materials sellers – customers
All construction material sellers reported that sales are mainly to house owners in the district centre and other villages in the district.
Four Phin and three Xonabouri shop owners report selling both wholesale and retail in the district with about 10% sales to other shops, and 90% sales to the general public.  The other shop only sells to the retail market.
Material producers – location
All the producers interviewed in the four target districts reported that they only have one sales location.  Most producers are located in the district centres or in Government designated development focus zones.  In Phin, two of the production workshops have the production and sales areas located adjacent to the owner’s houses.
Material producers – product range
All the material producers visited sell mainly precast concrete columns, rings, covers and concrete drain/culvert pipes of various sizes.  Some producers also make a range of tables, benches and other decorative concrete items.  About 25% of the producers also have equipment for making hollow concrete blocks.
Material producers – customers
All of the material producers visited sells their products to customers from the adjacent towns and rural areas in their district.  Owners said that some of their sales may go to neighbouring districts if the producers are located on the main roads or near the district boarders, but virtually none of the businesses keep records of this data, so these reports are consider anecdotal.
Material producers and seller – marketing and outreach activities
All of the shops selling building materials displayed the name of the shop prominently and placed samples of materials in front of the establishment.  Producers generally don’t display the business name.  Both producers and shops rely primarily on drop-in business, customer loyalty and word of mouth to sustain and increase their business.  They feel their skill is in talking to customers when they come into the shop.  None did any marketing like travelling to villages, advertising or offering announced sales promotions.  Some offer free transport to local customers and sometimes small items at no cost to encourage customers to continue to purchase from them in the future.
Materials sellers and producers – past year’s sales
	District
	Sellers
	Producers

	
	MSMEs providing data
	Average gross sales per month in KIP (US$)
	MSMEs providing data
	Average gross sales per month in KIP (US$)

	Atsaphon
	6
	18,310,000 (13,733)
	6
	4,383,333  (3,287)

	Phalanxai
	1
	7,000,000    (875)
	6
	28,248,148  (21,186)

	Phin
	2
	20,000,000   (5,000)
	2
	231,110,880   (57,778)

	Xonabouri
	4
	78,975,000    (39,488)
	2
	173,333,160   (43,333)

	 Totals (and weighted averages)
	13
	36,366,154  (4,546)
	16
	62,792,310  (7,849)


Builders – range of customers
All of the builders interviewed stated that their customers are households from their village or neighbouring villages.  None of the builders interviewed said they travel regularly outside of their district for work (however several learned their trade and worked previously outside of Savannakhet province).
Builders – range of services
All of the builders interviewed also have other economic activities such rice production and livestock raising. Builders in Phin and Xonabouri districts reported that building provides 40% of their annual overall incomes and other sources (farming, etc...) provide around 60%. Other builders were not willing (or not able) to share their personnel income information with the interviewers.
Atsaphon builders interviewed did say that toilet building accounts for about 24% of their construction related business. The five Phalanxai builders interviewed said that toilet construction accounts for approximate 17% of their annual income from construction work, while none of the Atsaphon or Phalanxai builders said toilet construction accounts for more than 40% of their business related income.
Builders – marketing and outreach activities
The builders reported that they rely solely on personal contacts and word of mouth to promote their businesses.  One builder had experience with construction of Bio-gas digesters which had increased his network of contacts in neighbouring villages.
Builders – past year’s income and profits
None of the builders were willing or able to provide information on actual income and profits for the previous 12 months.  Most of these businesses are informal operations with no records kept.
9.1.3 Profile of the material supply chain

With reference to Fig 2 in Section 2.2.3, fabricated materials such as plastic and metal products and ceramic toilet parts are generally bought from wholesalers located in market centres in Savannakhet province or other parts of the country; or in some cases from market centres in neighbouring provinces of Vietnam and Thailand.  Raw materials such as sand and gravel are purchased from local sources.
Concrete toilet construction components like rings, covers, hollow block, etc... are produced in each district and sold both to shops and directly to HHs.
All the HHs interviewed who had toilets had purchased their construction materials themselves and only contracted labour services from their builders or built their toilets themselves. This is customary practice for all types of rural construction in this part of Laos (owner acts as contractor, while the builder only provides skilled labour inputs and advise on material requirements). This method of sanitation provision was also reported as the most common by all builders interviewed. Therefore suppliers have limited opportunity to make bulk sales to builders; on the other hand community bulk purchase of materials is sometimes practiced. Institutional customers like NamSaat (clean water supply division of the office of health) or various programmes sometimes also sometimes make bulk purchases of construction materials from district suppliers for sale or distribution in target areas.
For social and cultural reasons HHs are reluctant to use credit to purchase materials for sanitation (seen as a non-productive asset) and did not have interest in financial services for toilets.
9.1.4 Involvement of Women in Sanitation construction businesses

The survey of businesses found the following involvement levels of women:

Table 10: Women’s involvement in surveyed MSMEs

	
	
	Atsaphon
	Phalanxai
	Phin
	Xonabouri

	Suppliers/ Producers
	Total MSMEs
	6
	9
	7
	8

	
	Total staff
	22
	65
	47
	60

	
	            No. females

	
	Labourers
	0
	0
	0
	1

	
	Managers
	0
	0
	0
	0

	
	Owners / co-owners
	2
	3
	6
	2

	
	Subtotal women
	2
	3
	6
	3

	Builders
	Total MSMEs
	10
	5
	1
	4

	
	Total staff
	32
	18
	2
	59

	
	          No. females

	
	Labourers
	0
	0
	1
	0

	
	Managers
	0
	0
	0
	0

	
	Owners / co-owners
	3
	0
	1
	0

	
	Subtotal women
	3
	0
	2
	0

	Total staff
	54
	83
	49
	119

	Total women
	5
	3
	8
	3


From this data it can be seen that the businesses surveyed in Phin had by far the most number of women involved at various levels. Phin also had the highest percentage of women employed in the workforce (8 out of 49, 14%) and women owners (7 out of 49, 14%). Atsaphon had 9% women owners, while Phalanxai and Xonabouri districts had similar levels of women in the workforce (3.6 and 2.5% respectively).
9.1.5 Changes in business in past few years 

The tables below present the information gathered from interviews with SME owners in the four target districts on perceived changes in business. 

Suppliers/ producers

Business owners interviewed noted the following trends in the last few years:

	Table 11: Supplier/ Producer perceptions of business (number of responses)

	
	Atsaphon (n=6)
	Phalanxai (n=9)
	Phin (n=7)
	Xonabouri (n=8)

	Sales and production 

	Increase (4)
No change (1)
Decrease (1)
	Increase (5)
No change (1)
Decrease (1)
Don’t know (2)
	Increase (7)
	Increase (8)

	Number of customers 

	n.d.
	n.d.
	Increase (7)
	Increase (8)

	Number of the employees 

	n.d.
	n.d.
	No change (7)
	No change (8)

	Business income
	Increase (4)
No change (1)
Decrease (1)
	Increase (5)
No change (1)
Decrease (1)
Don’t know (2)
	Increase (7)
	Increase (8)

	Perceptions for reason for changes- external
	Increase demand for sanitation (4)
Low demand (2)
	Increase demand for sanitation (5)
Low demand (2)
	Increase population (5)
Increase in HH income (7)
(Researchers noted local increase in logging)
	Increase in HH income from rice production, non-timber forest products and some logging (8)

	Perceptions for reason for changes- internal
	Good price, free/ low cost transport (4)
Competition (2)
	Good price, free/ low cost transport (5)
Competition (2)
	
	Because of good service (6)


Builders

Builders interviewed noted the following trends in the last few years:

	Table 12: Builder perceptions of business

	
	Atsaphon (n=10)
	Phalanxai (n=5)
	Phin (n=1)
	Xonabouri (n=4)

	Number of customers 
	Increased (9)
Decrease (1)
	Increased (4)

Decrease (1)
	Increase (1)
	Increased (4)

	Scale of construction
	Increase (1)
	Increased (4)

Decrease (1)
	Increase (1)
	Increased (4)

	Business income
	Increased (9)

Decrease (1)
	Increased (4)

Decrease (1)
	Increase (1)
	Increased (4)

	Perceptions for reason for changes- external
	Low demand (1)
	Low demand (1)
	Increase demand for sanitation (1)
	n.d.


9.1.6 Current constraints on business growth 

Suppliers/ producers

Business owners interviewed perceived the following constraints to their businesses:

	Table 13: Supplier/ Producer perceptions of constraints on business growth

	
	Atsaphon (n=6)
	Phalanxai (n=9)
	Phin (n=7)
	Xonabouri (n=8)

	Competition
	Too many suppliers and producers selling the same products nearby (3)
No competition in their area (different town from above comments) (3)
	Other suppliers and producers selling the same products nearby (4)
No competition in their area (different town from above comments) (5)
	Too many suppliers & producers selling the same products in the district or nearby (7)
	Too many suppliers & producers selling the same products in the district or nearby (8)

	Market size
	
	
	Market is small (7)
	Market is small (5)

	Expansion
	Lack capital to increase stock (not clear if quantity or diversity of stock) (5)
	Lack capital to increase stock (not clear if quantity or diversity of stock) (7)
	Lack of capital (6)

	Lack of capital (6)17

	Economies of Scale
	
	
	Lack capital to purchase the raw materials in bulk to get discounts (2)
	Lack capital to purchase the raw materials in bulk to get discounts (4)

	Equipment
	Equipment breaks often (1)
	
	Equipment is inadequate to produce materials in quality and quantity required by the market (2)
	Equipment is inadequate to produce materials in quality and quantity required by the market (4)

	Transport
	Poor road conditions results in high transport costs.  MSMEs lack reliable transportation (vehicles are old, require frequent repair) (6)
	Poor road conditions results in high transport costs (discourages customers) (9)
	Road conditions in rural areas are not good (7)
	Road conditions are not good (increases damage and waste) (8)

	Business skills
	Lack training on general business skills (all)

	Enabling environment
	Producers - Lack of electricity (frequent power cuts) (2)
	Producers – electricity interruption results in lower productivity (3)
	
	

	Labour
	
	
	Difficult to find labour since workers can get better wages from logging (2)
	


It is noted that almost all producers/ suppliers interviewed felt that bad road conditions and high transport costs are a constraint on their business, despite the fact that in some areas HHs stated that the responsibility and cost of transport falls with them, and not the supplier.  In either case (supplier pays or HH pays) bad road conditions and high transport costs will have an impact on consumer willingness to construct toilets, as ultimately it is the consumer who pays, either directly as a transportation fee, or indirectly through higher prices for materials, or cost of operating their own vehicles.  Transport problems cited by businesses may also relate to their own receipt of materials from wholesalers, or where responsibility for replacing damaged goods falls, i.e. with the buyer or seller.
Builders

Builders interviewed perceived the following constraints to their businesses:

	Table 14: Builder perceptions of business

	
	Atsaphon (n=10)
	Phalanxai (n=5)
	Phin (n=1)
	Xonabouri (n=4)

	Market size
	
	
	
	Market for construction of toilets was still considered small

	Transport
	Bad road conditions are a problem resulting in higher transportation cost (for materials to customers, and also workers and equipment to job sites) and late deliveries resulting lower efficiency
Roads impassable during rainy season – jobs have to be postponed
Several want to purchase tractors to address transport needs
	Lack of transportation and equipment to expand their business – require capital

	Quality
	
	
	Sometimes unable to complete jobs on time because of equipment problems

	Labour
	
	Some labour shortages reported, particularly during agricultural seasons
(researcher note  new sugar factory and cane fields may be having an effect)
	

	Enabling environment
	All MSMEs stated that there are no government programs that affected their business either positively or negatively, however they acknowledged government efforts to improve road networks, electricity suppliers, etc...


As noted in 1.6 that enterprises interviewed did not have much awareness of, or were unwilling to divulge, operating expenses even though some had been operating for some years. They had little awareness of market trends or segmentation, or ideas to address competition such as marketing strategies which could increase customers’ awareness etc.  
It is not easy to identify which of the perceived constraints are causes or effects of some other root cause. It is not clear whether the few businesses who acknowledged a lack of business skills did so unprompted or were influenced by the nature of the interviews, maybe thinking some assistance would be offered.
9.1.7 Government policy and regulations 

Suppliers/ producers

Suppliers/ producers interviewed provided the following information on government regulation:
	Table 15: Suppliers/ producers information on government regulation


	
	Atsaphon (6)
	Phalanxai (9)
	Phin (7)
	Xonabouri (8)

	Payment of taxes
	Paid (2)
Not paid (4)
	Paid (7) average 
60,000Kip/ month
Not paid (2)
	Paid (7)
	Paid (4)
Not paid (4)

	Tax paid to?
	
	District Commerce Department
	District Commerce Department
	District Commerce Department

	Reasons for non-payment of taxes
	“too small to pay taxes”
	Grace period for new businesses of 12 months
	
	Grace period for new businesses –but period not clear, reported as 3 or 12 months

	Other forms of ‘tax’
	All stated they are expected to contribute to various events organized by the local government for festivals, etc (cash or materials)

	Relevant institutional activities
	There are no government programs that support small business development in their district except for tax break for new businesses


Builders

Builders interviewed provided the following information on government regulation:

	Table 16: Suppliers/ producers information on government regulation

	
	Atsaphon                       (n=10)
	Phalanxai          (n=5)
	Phin                        (n=1)
	Xonabouri             (n=4)

	Pay tax
	
	
	
	

	Do not pay tax
	Most
	Most
	One
	Most

	Justification for not paying tax
	Most are “small family businesses and they only do construction part time” (Implying their level of income is below the taxable limit, also MSMEs without a fixed business address (permanent office or shop) are rarely taxed in Laos)

	Other forms of ‘taxes’
	Regularly asked to contribute for district cultural events (in cash or materials) several times per year.

	Relevant institutional activities
	The builders were not aware of any government programs for promotion of this small business sector.  On the other hand they also said there were no policies that hinder their business.


9.1.8 Management Issues  

Suppliers/ producers

Suppliers/ producers interviewed provided the following information on management of their businesses:
	Table 17: Suppliers/ producers information on business management issues

	
	Atsaphon (n=)
	Phalanxai (n=9)
	Phin (n=7)
	Xonabouri (n=8)

	Significant management problems?
	None, all feel confident to run the business
	None, all feel confident to run the business as most were considered family businesses

	Use of subcontractors
	No

	Labour
	no problem finding labour in this district
	no problem finding labour in this district, contrary to information provided by Builders
	Sometimes labour shortages as noted in 2.2.7
	no problem finding labour in this district

	Areas where improvement possible
	
	
	Material transportation


Builders
Builders interviewed provided the following information on management of their businesses:
	Table 18: Builders information on business management issues

	
	Atsaphon (n=10)
	Phalanxai (n=5)
	Phin (n=1)
	Xonabouri (n=4)

	Significant management problems?
	None in terms of paper work, accounting, staff management, etc

	Use of subcontractors
	None reported using subcontractors

	Labour
	No problem finding labour in this district
	Sometimes labour shortages as noted in 2.2.7
	No problem finding labour in this district, contrary to information provided by Suppliers/ producers
	No problem finding labour in this district
Sometimes labourers quit the job unexpectedly because there are no contracts. (1)


9.1.9 Training and training needs 

Suppliers/ producers
All suppliers and producers interviewed stated that they had never received any business training.  
Atsaphon sellers stated that they were self taught or had learnt the business by observing others. The co-owner of a material shop, husband of Mrs Dokkeo, is a trained road engineer from Thailand; he expressed interest in brick production since all bricks are currently imported from Vietnam.
Most owners were interested to improve their skills in general business management, and also how to handle transportation problems. Atsaphon and Phalanxai producers said they would be interested in learning about the production of new products for toilet construction (for example the concrete toilet base developed by SNV).
Builders

Similarly, the builders interviewed had never received any training and most expressed interest in learning general business skills. A few Atsaphon and Phalanxai builders said they had developed their skills by assisting more experienced builders when they were younger in other provinces, but none had received any formal technical or business training. The Phalanxai Builder interviewed said he was interested to learn general business and new construction skills.
9.1.10 Business marketing 

Suppliers/ producers 

Both producers and sellers rely primarily on drop-in business, customer loyalty and word of mouth to sustain and increase their business.  They feel their skill is in talking to customers when they come into their place of business.  
	Table 19: Suppliers/ producers marketing activities

	
	Atsaphon (n=6)
	Phalanxai (n=9)
	Phin       (n=7)
	Xonabouri (n=8)

	Display the shop name prominently
	All sellers
	All sellers

No producers

	Place material samples in front of the establishment
	All sellers

	Travel to villages
	None

	Advertise or offer sales promotions
	None

	offer free transport to local customers and sometimes small items at no cost
	
	
	
	Some


Builders

Similarly, the builders reported that they rely solely on personal contacts and word of mouth to promote their businesses. The Phin Builder stated that he has 35 years experience of constructing houses and toilets and so has many contacts in the area.
One Xonabouri builder had experience with construction of Bio-gas digesters which had increased his network of contacts in neighbouring villages.
9.1.11 Finance and access to credit 

Suppliers/ producers

	Table 20: Suppliers/ producers, access to credit

	
	Atsaphon (n=6)
	Phalanxai (n=9)
	Phin (n=7)
	Xonabouri (n=8)

	Finance availed by businesses

	Used only their own capital
	Combination
	Yes (3 sellers)

	Loan – family (interest rate)
	
	Yes (5 sellers)
One stated the interest rate was 10%.

	Loan – bank (interest rate)
	None
	Lao Development Bank (1) @ 13% per year
Agricultural Promotion Bank (1) @ 8.4%
Others - @15-16%.

	Finance terms for customers

	For typical customers
	Cash sales paid at time of purchase

	For preferred customers
	Can take materials with a 50% down payment and interest free payment of the balance usually not more than 2 months later
	Can take materials with a 30% down payment and interest free payment of the balance usually not more than 2 months later
	Can take materials with a down payment and interest free payment of the balance
	Can take materials with a down payment and interest free payment of the balance usually not more than 2 months later

	Records kept
	Make a note on the receipt when selling on credit
	n.d.
	Make a note on the receipt when selling on credit


Builders

All Builders reported that they get paid by the job.  Customers almost always purchase the materials themselves. 
Builders interviewed provided the following information on management of their businesses:
	Table 21: Builders sources and management of finances

	
	Atsaphon (n=10)
	Phalanxai (n=5)
	Phin           (n=1)
	Xonabouri          (n=4)

	For typical customers
	Most - paid when the work is completed


	Most - paid when the work is completed 
1- gets an advance of 30% before starting the work

	For preferential customers
	Rarely allow the customer to delay payments


The builder in Phin further stated that he never takes advances from customers, so he does not have to manage loans or debts.
9.1.12 Expectations about business growth 
All the business owners interviewed were optimistic about business growth as they have seen increased interest in building in general. 
Suppliers/ producers

Several Atsaphon sellers mentioned expanding their stock and range of materials to attract new customers. As noted in 2.10, one Phalanxai material producer expressed an interest in starting brick production. He also hopes to purchase more sets of column moulds to meet demand, although this should have no impact on the construction of toilets in the district as contrary to common belief, concrete columns are not required for the construction of simple toilet superstructures (although they are frequently observed in existing toilets in the Mekong region). The rationale for this fallacy probably comes from builders copying common techniques used in home construction, but the practice offer little benefits for the smaller structures and adds significantly to the costs of toilet construction (on average US$50 to US$80 per toilet).
Phin and Xonabouri, sellers and producers also said they wanted to improve the quality of materials to attract more customers. However the data from HHs suggests that quality is not a deciding factor whereas price, which is likely to increase with improved quality (either due to increased labour costs or materials) is more important.

Builders

The builder interviewed in Phin said he expected business to continue to increase, both in terms of number of customers and scale of works requested, as the economy improves.  Similarly, Xonabouri builders said they had seen an increase in the number of job available and also in the size of jobs.  They felt that if they could overcome problems of transportation and lack of working capital, they could expand their businesses 
9.1.13 Business affiliation 

None of the business owners reported belonging to any business associations and there are currently no associations in this area. The businesses interviewed expressed interest in starting some kind of a group when asked, but were not specific about their expectations of how such a group would assist them.
Only in Phalanxai did several material sellers suggest that a business association could help to attract business and exchange ideas.

9.1.14 Interest to cooperate with SSH4A programme 

During interviews, business owners were asked if they had an interest in cooperating with the SSH4A programme on future activities. Table 23 records the responses and the final number of SMEs selected after a more detailed screening activity by the survey teams. The full details of those selected for 1st round Supply chain support activities can be found in Annex 2.
	Table 22: Interest in future SSH4A activities

	
	Atsaphon (n=16)
	Phalanxai (n=14)
	Phin            (n=8)
	Xonabouri (n=12)

	Interested during interview
	11
	8
	6
	7

	Selected after screening
	6
	6
	4
	4

	Areas of interest

	Suppliers/ producers
	To improve business skills, marketing and provision of service

	Builders
	New construction techniques and to promote new toilet designs.


9.1.15 Toilet Technology – Builder knowledge and preference

	Table 23: Toilets built in the past year

	
	Atsaphon (n=10)
	Phalanxai (n=5)
	Phin (n=1)
	Xonabouri (n=4)

	Total built
	19
	20
	15
	57

	Types
	PF - pan
	52 – PF pan
5- PF toilet

	Other sanitation related work
	
	Most had an attached bathing area
	Most had bathing area combined with the toilet room or attached as a separate room.  


9.1.16 Types of materials available from sales outlets in the district 

The information in Table 25 focuses on key materials used toilet construction and illustrates the range of prices reported by shop owners during interviews
.   For full data by district, see Annex 6
9.1.17 Builders views on materials and labour

The information in Table 26 focuses on the same key construction materials used toilet construction and illustrates the range of prices reported by the builders interviewed.
For full data by district, see Annex 6
	Table 24: Material costs found during field research
	
	Table 25: Material & labour costs  reported by builders

	Description
	Unit
	Lowest price
	Highest Price
	Average Price
	Remarks on average price
	
	Average Price
	Remarks on average price*


	Sand
	m3
	55,000
	200,000
	132,500
	The prices reported in Atsaphon cheaper than others districts. Phin and Xonabouri prices are the highest and about the same
	
	114,666
	Atsaphon and Phalanxai prices were the same, while Xonabouri prices were almost 70% higher

	Gravel
	m3
	150,000
	300,000
	187,500
	About same in all districts except Phalanxai which is higher
	
	
	n.d.

	Cement (Lao)
	50kg
	33,000
	38,000
	35,000
	About the same throughout
	
	35500
	

	Steel bar (4 mm)
	6 m
	8,000
	38,000
	16,833
	No price in Xonabouri. Atsaphon price about 3.6 times that of Phalanxai and Phin
	
	 
	n.d.

	Steel bar (6 mm)
	6 m
	8,000
	30,000
	16,767
	No price in Xonabouri. Phalanxai price about 2.7 times that of Atspahon and Phin
	
	
	n.d.

	Steel bar (8 mm)
	6 m
	12,000
	35,000
	20,100
	Xonabouri price is lowest, Atsaphon and Phin about the same, but Phalanxai over twice their price
	
	
	n.d.

	Concrete rings (80 cm)
	unit
	45,000
	80,000
	60,625
	Xonabouri is cheapest, Atsaphon and Phin are about the same, but Phalanxai is 25% more expensive
	
	60,000
	Based on data reported from Xonabouri only

	Concrete ring cover (80 cm)
	unit
	45,000
	80,000
	61,875
	
	
	50,000
	Based on data reported from Xonabouri only

	Concrete rings (100 cm)
	unit
	38,000
	70,000
	54,500
	Only prices in Phin and Xonabouri available. Xonabouri half the cost of Phin.
	
	66,500
	Based on data reported from Atsaphon and Phalanxai only

	Concrete ring cover (100 cm)
	unit
	38,000
	70,000
	54,500
	
	
	66,000
	Based on data reported from Atsaphon and Phalanxai only

	Pour flush pan (Vietnam)
	unit
	40,000
	90,000
	64,167
	Only prices in Atsaphon and Phin, both about the same.
	
	64,000
	Atsaphon and Phalanxai prices were the same, while Xonabouri prices were almost 15% higher

	Pour flush pan (Thai)
	unit
	45,000
	75,000
	52,500
	No price reported from Atsaphon. Phin and Xonabouri the same, Phalanxai 30% more expensive
	
	 
	

	Pour flush toilet (Vietnam)
	unit
	300,000
	480,000
	390,000
	Only prices in Phin, 6 times the price of Vietnamese PF pan
	
	 

 
	

	Pour flush toilet (Thai)
	unit
	650,000
	650,000
	650,000
	Only prices in Phin, 13 times the price of Thai PF pan
	
	 

 
	

	Skilled labour
	Day
	
	
	
	
	
	60,000
	Based on data from Atsaphon and Phalanxai

	Unskilled labour
	Day
	
	
	
	
	
	30,000
	Based on data from Atsaphon and Phalanxai


NB: $1US = 8000 Lao Kip (Jan. 2011)

With regards to labour costs, builders in Xonabouri reported that they pay their workers by the toilet unit, rather than by the day.  The labour cost for a typical toilet with attached bathing area is 780,000 for skilled labour and 500,000 for un-skilled labour.  However the size of the toilet is not known or the number of days (person/days) involved, so it is difficult to compare this data.
Household interviews indicate that the costs of building a toilet run from 700,000 to more than 10,000,000 Kip ($87.50 to more than $1250 USD) depending the size and design.  Toilet designs range from small wooden buildings with roofs from galvanized iron sheets to large concrete buildings with tile covered floors and walls, cement/fibre roofing and attached bathing rooms. All toilets visited had concrete rings for pit lining and ceramic pour flush squat pans (except one pour flush pedestal toilet in Phin district). Because of the variability of designs, sizes and materials it is difficult to compare prices, however in general most people aspire to the larger concrete block toilets with tile covered floors and walls, and attached bathrooms.  The general perception is that a good toilet cost between 2,000,000 and 5,000,000 Kip ($250-$625 USD).  
A technical assessment of the toilets inspected revealed a number of areas where design improvements could reduce construction costs.  These include reducing the size of the structures, eliminating to use of concrete columns in the corners of the building and reducing the number of concrete rings used (where soil conditions and family size are appropriate a single ring can be used successfully for up to four daily users).  Properly finished cement can also replace the expensive ceramic tiles for floors and walls.  Simplified designs, training and new techniques for installing ceramic squat pans could also make it easier for home owners to build their own toilets.  Bulk purchases also offer the opportunity to reduce unit costs for toilet components and transportation.  
9.1.18 Feedback from stakeholders

Major findings from the supply chain research were discussed by representatives from each of the district agencies involved in the SSH4A implementation during multi-stakeholder workshops.

	Table 26: Dates of feedback workshops

	
	Atsaphon
	Phalanxai
	Phin
	Xonabouri

	Feedback workshop
	February 7-9, 2011
	February 10-12, 2011


Working in small groups, participants discussed the major constraints identified by the study. Based on their local knowledge and experience, there was general agreement that the market for sanitation materials and services is small but there is potential for development if constraints can be addressed.

Major areas of concern included low awareness of cost-effective options for sanitation, a poorly developed private sector involvement in sanitation and the high costs of materials and construction services.

10 Conclusions

These conclusions highlight some of the important findings in relation to the three main stakeholders on which this survey was based:

10.1 Rural Customers

Most rural consumers/customers have very limited knowledge of toilet design options. It is common to see a limited numbers of toilets in a village all with identical design or features and flaws. This is because villagers tend to copy what they have seen their neighbours do.

In some cases this leads to the same costly errors from inappropriate designs being repeated. While this may present a challenge to the introduction of new toilet designs, it also indicates an opportunity for easy replication of the designs if the programme can encourage a few families to take the first step and build new cost-effective designs. 

It is not clear which is the greater influence on the decision to choose pour flush toilets, the fact that builders prefer to construct them to pit latrines due to the opportunity to make more profit or because there is limited knowledge of other designs. Regardless of the cause, the consequence is that many HHs are ‘prevented’ from joining the sanitation ladder since they do not consider the lower rungs of the ladder to be satisfactory i.e. dry pit latrines. The resulting barriers to achieving desired health benefits are obvious.
Therefore the issues of cost need to be addressed, both by reducing the cost of the basic toilets and by providing alternative financing options. e.g. cheaper designs (eliminate the use of concrete columns and plastic doors, reduce the number of concrete rings where possible, etc.. ), low costs materials (maximize use of local materials such as wood and bamboo), incremental improvement of toilets (particularly superstructures), cheaper technology (VIP) or technology which is cheaper to use and maintain (off-set pit design which are easier to empty in the future);

or
· Credit in kind (payment with agricultural products); 
· Bulk discount (for group purchase of materials)
· Seasonal discount (constructing during builder’s quiet periods when there is no work, or when labour have no other work); 
· Storage facility which allows purchased items to remain at shop and HH only has to incur transport cost once when they have bought all their materials.
The issue of availability and reliability of water supplies and how it affects HHs joining the sanitation ladder was not the focus of this research; however the preference for PF toilets means that water is required in sufficient quantity.  If piped water supply is not available, fetching water from hand pumps or other sources will involves some investment of time for the households. How HHs use and maintain their toilets when water is not available in sufficient quantity and how PF toilets are affected and how HHs meet their sanitation during the rainy season is not clearly outlined. Showing HHs the benefits of designs which require no water and which may be less affected by flooding could be a way to promote alternative sanitation.
10.2 Sanitation product producers and sellers

Looking at the sanitation supply chain, the survey found that key construction materials used for toilet building; cement, sand, gravel, steel rebar, ceramic toilet pans, PVC pipes, galvanized iron roofing sheet etc; are readily available in the provincial capital and all district towns studied.
Construction material suppliers and sellers are mainly concentrated in the principal district towns and government designated commercial development zones along some of the main roads, primarily National Route #9. Therefore customers in more remote and distant villages generally do not have easy access to materials, especially during the monsoon season when road conditions deteriorate and flooding is common.
It was noted that the development and introduction of promotional materials, incentive offers and outreach to communities to help retailers market and promote sales in rural areas is not practiced. In fact businesses have little or no knowledge of marketing and promotional activities, instead relying on passing, or drop-in, business and personal contacts. 
It will be important for the programme to focus on capacity building all market players in the supply chain, improving awareness of social marketing to increase demand as well as improved supply management issues.
At the district level, fabricated products come from two main sources, either bought from outside the area, or made by local producers. Those bought from elsewhere may be perceived as being of better quality and therefore have aspirational value, e.g. ceramic tiles are desired over plain concrete surfaces, concrete walls are desired over locally produced wood or bamboo panels, metal sheet or fibre/cement roofing is generally preferred over thatch roofing
. Products made outside the village will be subject to transport costs and may suffer breakage, whilst products made by local manufacturers are less likely to benefit from economies of scale during production. Plastic pour flush squat plates are cheaper and easier to transport than the ceramic alternatives, however these products were introduced in Laos in the 1980s and failed to win public acceptance because they scratch easily and were difficult to keep clean.
Those manufacturers interested in improving their product quality and range can be approached to develop more detailed business plans to ensure that product price increases that result from increased investment can be justified and would still be acceptable to consumers before purchasing of new equipment.
Those businesses who feel that capital is a barrier should be asked to provide further clarification of how access to capital would enable them to grow and reach more customers, and provide details of their ideas, considering that many also felt that the market was small.
Although there seems to be a general disinclination to accepting or offering credit, since cost is a significant barrier to early adoption of sanitation by HHs, workshops with stakeholders could explore alternative mechanisms which are culturally acceptable to both sellers and buyers.
10.3 Village level builders

Village builders are often the only source of toilet information for HHs, providing advice on design and materials, and therefore affecting costs. They often have the skills to construct houses, but understand a limited number of, often expensive, toilet designs some even using unnecessary house construction elements such as concrete columns and ring beams.
The builders could be shown alternative, less costly toilet designs, removing redundant elements, improving details and utilising alternative materials. It is expected that any training provided to builders by the programme would be easily absorbed given their past experience in construction. They could be encouraged to produce marketing materials which they display when undertaking building jobs to show other villagers the alternative designs that they can build, assisting in the dissemination of ideas to rural areas.
The village builders generally are paid by the job for labour inputs with the client purchasing the required materials. It seems some alternative procurement modalities do exist since the builders were able to provide the research teams with material prices. Further investigation could be undertaken into these alternative approaches.
Therefore it seems that builders can make a reasonable and sustainable living from their participation in the toilet supply chain if a sustainable market for sanitation construction exists. A relevant issue here includes adopting toilet designs which can be incrementally upgraded, allowing HHs to build earlier and then add to meet their aspirations, which provides builders with future work. This could be combined with materials purchasing arrangements. 
The village builders prefer pour flush toilets with concrete columns, block walls and rendering, plaster, with ceramic tile, as it is the most common model. Profits for the builders on this type of toilet are fairly high, although the number of toilets built is actually low. Builders who are able to recognise this as a potential barrier to future work will be more open to reviewing their current designs and providing cheaper toilets, which in turn should lead to increased customer satisfaction and follow-on work.
Based on these findings there seem to be a number of opportunities on the builder side of the sanitation supply chain such as:
· Address existing perceptions about dry pit and VIP latrines so that HHs are correctly informed on latest designs which can be easily kept clean and fairly free of smells, whilst allowing them to retain traditional anal cleansing materials and reduce their water costs.
· Create awareness of the diversity of toilet designs e.g. VIP, urine diversion, biogas which have other benefits for rural HHs such as provision of urine or compost for agricultural activities, less impact on ground water, less impact by flooding. These do not all necessarily need to promoted, but will enable HHs to broaden their ideas and demand alternatives from builders.
· Investigate acceptability of low-cost options for the various toilet elements, e.g. use of thatch, wood or bamboo panels.
· Research the use of in-situ pit linings for villages with local sources of sand and/or gravel, or where road conditions make it difficult to transport the rings and covers which are easily broken.  If done properly, this alternative can be cheaper than traditional concrete rings, but requires specialized moulds and increased labour and skills.
· Undertake a participatory review of existing toilets to identify problems in design and construction. The focus of this exercise would be to reduce the cost of construction and maintenance, e.g. designs which enable easier use and cleaning for all HH members, identification of unnecessary structural elements that can be eliminated, identifying priority features and development of incrementally improved designs, promote off-set pit design to facilitate emptying and reuse of expensive superstructures.
· Investigate alternative procurement arrangements such as group purchase of materials to obtain volume discounts and improved sales conditions with regards to transportation costs and delayed payments.
11 Rationale for recommendations:

11.1 Supply and Demand

Village level triggering is expected to induce awareness on the importance of sanitation for health, convenience and safety reasons. This should result in a surge of toilet building motivation by households in the target villages where there is currently little or no sanitation coverage. This is a critical time for the programme because in order to achieve the desired public health benefits, each and every household needs to have and use a sanitary toilet. Mechanisms are required to enable even poor households to have access to sanitary toilets in order to contribute to sanitation goals of the community.
It is important to note that there is existing demand for sanitation in most villages but actual toilet construction has not materialised due to lack of knowledge of affordable toilet designs and construction. The perception is that all toilets are expensive due to the designs currently promoted.
Although villagers may be self-sufficient for their food needs, most people in rural communities are cash poor and every family has competing priorities and opportunity costs for any available finance e.g. motorcycles, hand tractors, mobile phones, TVs.
The research did not identify any readily available sources of loans specifically for sanitation and most rural people have been taught by their parents to avoid borrowing money, especially for a non-productive assets such as a toilet. Toilet designs which produce urine, compost or biogas could change this perception that toilets are non-productive assets; however there is strong public resistance to the use of human waste in this part of Laos.  SNVs own biogas program is finding it challenging to promote the use of animal waste for gas production, and local authorities involved the SSH4A programme have stated that the use of human waste would be out of the question unless extensive training and public education programs are launched to insure public acceptance and safe handling of the waste. 
Unlike earlier sanitation programmes where little or no technical advice was provided, a comprehensive awareness programme is essential for information dissemination on alternative toilet designs and construction options. This should help rural households and communities to make informed choices in designing and constructing toilets appropriate to their needs. The survey found that some households build their own toilets to save cost. If more people understand simple, easy to build toilet designs it could extend toilet ownership and use among many poorer households and help communities reach ODF status.
Currently most households who do build a toilet purchase and transport their own construction materials from local suppliers individually. Consequently the sales volumes are small and this hinders sustainable market development. This market pattern is also expensive for villagers as they cannot avail volume discounts or take advantage of bulk transport. The use of group purchase would reduce transaction and transport costs for villagers, builders, suppliers and retailers. Group purchases could be organized by the village sanitation committees in coordination with the district facilitation teams supported by the programme. Builders could also become more involved by providing a ‘one stop’ sanitation construction service, buying all materials, transport and constructing the toilet. This would enable builders and HHs to reduce costs of transport and should enable negotiation for larger material purchases. 
11.2 Sanitation technological options

The research findings indicate that most households who want to build a toilet are constrained by the perceived construction costs. The ground level and below ground components of the toilet; concrete rings, cover slabs, ceramic toilet pans; are considered “affordable”. However the investment required for robust brick and tiled superstructures, often with attached bathing areas that most people aspire to limit HHs ability to build toilets. They feel that this type of toilet is expensive and beyond their means.
Ventilated Improved Pit (VIP) toilets; when correctly designed and properly operated and maintained; can provide cost-effective, hygienic and environmentally friendly sanitation. However the SSH4A baseline survey and the supply chain research indicated that there is little or no knowledge of this type of toilet in the programme areas. Anecdotal evidence indicates that there is entrenched prejudice against dry pit latrines in general due to the common perception that they smell bad and are not as clean as pour flush designs. This perception is probably based on limited experience with a UNICEF project which built a number of temporary, unlined, dry pit latrines in Savannakhet province in the 1980’s
, or experiences elsewhere in Laos or Thailand as these types of toilets are rarely found in project areas now a days.  Although the UNICEF promoted toilets do not appear to have been VIP designs, the perceptions seem to be that if you can look down in the hole and see the faeces (especially if moving with fly larva), then people don’t like this solution.  One informant also remarked that with the high water table in his village, dry pit latrines do not remain dry, and the users are sometimes splashed on their behinds by dirty water while using the open hole toilets, for this reason he preferred the pour flush design with water seal.  
Pour flush toilets, either direct drop or off-set pit designs, were preferred by all the villagers interviewed because they have seen this type of toilet in private homes as well as schools and temples. It is considered clean and modern, is easy to maintain and the water seal blocks odours from escaping from the pit.
Though pour flush designs are generally more expensive that VIP toilets, this model is widely adopted in villages that have sufficient water supply and the households can afford the construction costs. There can be no doubt that a properly constructed pour flush toilet can provide a better level of sanitation than VIP toilets where flies, cockroaches and other insects can still access faeces if pit hole covers are not replaced after each use. However the use and maintenance costs are generally higher for the pour flush designs, as well as the risk of blockage due to the need for water and soft anal cleansing materials. 
Most people are willing to invest in designs which have been appropriately communicated and explained. However if toilet designs presented differ greatly from their preconceived ideas of what a toilet should be, they may need to see actual demonstration toilets to be convinced of the acceptability of such designs.
Materials for construction of pour flush toilets such as ceramic pans, thin concrete rings and covers were readily available in all district towns at time of the research. However local production of rings is limited by the number of moulds owned by the MSMEs. If demand creation is successful it is likely that current supply will not meet the programmed demand and increased production  or alternative lining designs will be required. 
11.3 Skills and capacity in the rural areas

The availability of skilled and experienced builders at the village level presents an opportunity for the programme. The builders interviewed had all built toilets in the community for villagers, but their experience of alternative, cheaper toilet designs is limited. In this way, builders can become agents of change and innovation in their communities if their knowledge and ability to provide cheaper toilet designs can be expanded.
The SSH4A programme should support improving the access to sanitation goods and services to meet the needs of all segments of the community. This could include improving the business skills of local suppliers and producers to market and provide essential materials required for toilet construction, supporting local service providers through technical assistance and training on alternate toilet designs and the use locally available materials as much as possible. 
This will improve the competencies of key sanitation providers and improve the responsiveness of the supply chain to the needs of the community, especially poorer segments of the market. 
12 Recommendations
The following section outlines specific recommendations that came out of the final workshops held with each of the four districts for inclusion in future activities to strengthen the sanitation construction supply chain.
12.1 Technology options

Pour flush type toilets with concrete lined pits, either direct-drop or off-set designs, should continue to be promoted because of the strong local preference for this type of toilet. They have “brand recognition” and are seen as more hygienic because water can be used for anal cleansing and keeping the toilet clean. This technology is only appropriate if there is a ready supply of water available all year round. 
Where and when water supply is unreliable or far away, the sustainability and appropriateness of pour flush options are questionable. Therefore the reliance of this type of toilet on water availability should be emphasised when informing customers.
The need to introduce more cost effective ‘cheaper’ toilet designs has been raised from a number of perspectives; to reduce the cost to consumers, to enable them to move on to the sanitation ladder sooner, increase concrete ring production, and lower production costs to enable producers, suppliers and builders to meet demands.
Several approaches can be used to reduce toilet construction costs, especially use of local materials and the incremental improvement of the superstructure should be promoted in each target community. Appropriate design can then be developed in cooperation with local builders and members of each village committee. 
The issue of high materials transportation costs and breakage due to remoteness and poor road conditions is a challenge to increased toilet uptake. The programme should develop options for alternative pit linings. This should use locally available materials and labour inputs as much as possible. Examples could include in-situ concrete linings and the use of reduced number of rings where appropriate.
Other approaches should also be developed to make it easier for unskilled people to build their own sanitary toilets. Due to the rural nature of some villages it might be acceptable to allow pits to be abandoned when full due to availability of land, and then emptied at a later date when the contents have composted, allowing some benefit to be reaped from the pit, while reusing the superstructure.
12.2 Disseminating information

To promote the rapid adoption of new toilet designs, the programme could consider building model toilets at suitable locations to enable people to see for themselves. Options include building different designs in different villages, or the full range of designs in each village, or at district and market centres.
Since these designs are generally intended for single family use and may not be suitable for public buildings such as schools or village meeting halls, the programme must develop a fair and transparent mechanism for selection sites for these model toilets to be built, e.g. identification of needy families as recipients, those in poverty or including vulnerable HH members. This would also show that toilets can be made accessible to a wide range of users.
The development of a handbook and other information, education and communication materials on different sanitary toilet design options would be useful tools to facilitate informed choice on appropriate toilet designs based on site conditions and consumer needs. The materials should be easily understood by the target audience and distributed to local builders and villagers who can interpret and follow the guidelines, minimising text where appropriate and using photos or cut-away isometric images rather than engineering style drawings. 
12.3 Skills and capacity in the rural areas
Capacity building should be an important programme activity to enable key actors to meet existing and increased demand for sanitation goods and services. The supply chain cannot be sustained unless the capacities of all key stakeholders are built-up in the supply chain.
The capacity building strategy for sanitation should incorporate training needs assessments, curricula development, innovative training approaches and incentives for building local capacities. The target audiences should include village sanitation committee members, local builders, suppliers and producers involved in the supply chain, and members of the local provincial and district government teams involved in the SSH4A programme. 
It is important to build skills in basic business and technical skills for builders, producers, suppliers to improve quality of services, reduce costs, expand product offerings and increase sales volumes. However it is also important that unrealistic expectations are not created about either the scale of future markets or that the programme will provide unlimited support to ventures. Similarly it is important to focus on existing entrepreneurs rather than ‘create new businesses’ that may lack the necessary motivation, tenacity or initiative to manage successful enterprises.
Educating consumers on the importance of sanitation in terms of health and hygiene, diseases related to improper management of human waste and its impact on human health are equally important.
12.4 Supply chain governance
12.4.1 Village level 
There is an opportunity to build the capacities of the village committees in general to enable them to manage activities at the community level and be effective partners for the programme. They should have a role in helping villagers to access information about toilet designs from a range of sources, builders, other HHS, shops, schools etc.
The programme should enable village committees to organise and coordinate the demand for improved sanitation in their communities and to facilitate group purchase of materials from the suppliers at the markets, negotiating for reduced purchase and transport costs. 
12.4.2 Sanitation product suppliers/distributors/retailers
Creating and encouraging dialogue between the key actors in the sanitation supply chain should be undertaken. This should include dialogue between the MSMEs themselves by forming formal or informal associations, or between villagers, MSMEs and relevant government bodies to discuss the constraints on the supply chain and develop possible solutions.
Address the weak linkage between communities and MSMEs to improve the efficiency of the supply chain and ensure materials are available to villagers at reasonable prices.  This should include educating suppliers/producers on how to handle supply contracts with communities.
Address the low local production capacity identified in this study, specifically the lack of sufficient number of moulds for concrete ring production in most districts. This should include 
· facilitation of group purchase of the moulds from Thailand (as preferred) by the MSMEs, 
· set-up a revolving fund to facilitate and encourage purchase of new production equipment by the MSMEs involved in the sanitation supply chain, 
· Create a mould hire business or just promotion of toilet designs which reduce the need for concrete rings. 
12.4.3 Policy and Institutional Framework
There is a need for more comprehensive sanitation promotion strategy at the provincial and district level to provide a framework for the application and evolution of the CLTS approach. Clearer ownership of sanitation related responsibilities would be helpful, together with identification of the implications of poor sanitation and the involvement of the respective agencies, e.g. water contamination, health impacts.
Development of a strategy and mechanism for the certification and reward of improved village sanitation e.g. “Open Defecation Free (ODF) Villages”. This should be a key motivator for widespread toilet installation in the programme areas and promote pride, incentives and competition for villages to achieve and maintain ODF status. Plenty of material is available from other countries on systems which have worked and those that have not, and design of a system which is appropriate to Laos and sustains ODF should be possible. However, it is also clear that ODF alone should not be the ultimate goal of the program.
Annexes
Annex 1: SSH4A Programme
The “Sustainable Sanitation and Hygiene for All” programme has 5 components:

1. Sanitation demand triggering and follow-up

2. Strengthening sanitation supply chain development

3. Developing behavioural change communication for hygiene and sanitation marketing

4. Improving WASH governance and multi-stakeholder sector development

5. Analysis, dissemination and learning

This document reports on Component 2 of the SSH4A programme as part of the broader:
Objective: 

Developing and testing innovative localised behavioural change communication (BCC) strategies with the responsible line agencies in programme areas in 5 countries

Overall targets: 

District BCC strategies being developed in 19 districts

Sanitation and hygiene baselines
· Increase in sales of sanitation hardware and/or paid services by SME’s in the last 6 months

· Progress on female involvement in sanitation related enterprises

· Progress on SME’s engaged in sanitation related business and marketing activities.
Annex 2: List of business interviewed by district in alphabetical order

	District
	S/N
	Name of business or owner
	Location
	Description
	Type of business
	Selected for 1st round Supply chain support activities?
	Size (Micro, Small, Medium, Large)
	No. paid employees
	No. family members

	
	
	
	
	
	Manufacturer
	Wholesale
	Retail
	Builder
	
	
	Full time
	Part time
	

	Atsaphon
	A1
	Ms Chanh 
	Thatdokkeo
	Materials shop
	
	
	(
	
	(
	S
	
	2
	2

	
	A2
	Mr Chankeuth
	Napot
	Builder
	
	
	
	(
	
	S
	
	2
	1

	
	A3
	Mr Ear
	Thatdokkeo
	Builder
	
	
	
	(
	
	S
	
	2
	1

	
	A4
	Mr. Kean
	Vanghai
	Builder
	
	
	
	(
	
	S
	
	2
	1

	
	A5
	Mr. Keat
	Thatdokkeo
	Builder
	
	
	
	(
	
	S
	
	2
	1

	
	A6
	Mr. Khambang
	Namakeua
	Material producer
	(
	
	(
	
	
	S
	1
	
	1

	
	A7
	Mr. Kong 
	Namonh
	Builder
	
	
	
	(
	
	S
	
	1
	1

	
	A8
	Ms Ladda
	Thatdokkeo
	Materials shop
	
	
	(
	
	(
	S
	1
	
	1

	
	A9
	Mr. Lenin
	Kutsung
	Material producer
	(
	
	(
	
	
	S
	1
	
	1

	
	A10
	Mr. Leurn 
	Navangmon
	Builder
	
	
	
	(
	(
	S
	
	1
	1

	
	A11
	Mr Moun
	Thatdokkeo
	Materials shop
	
	
	(
	
	(
	M
	5
	2
	2

	
	A12
	Mr Phoukheung
	Phakkaya
	Builder
	
	
	
	(
	
	S
	
	3
	2

	
	A13
	Mr Thanousack
	Kutsung
	Builder
	
	
	
	(
	(
	S
	
	2
	1

	
	A14
	Mr Vean 
	Thatdokkeo
	Material producer
	(
	
	(
	
	(
	S
	1
	
	2

	
	A15
	Mr Vong
	Napot
	Builder
	
	
	
	(
	
	S
	
	1
	1

	
	A16
	Mr Veun 
	Namakkeua
	Builder
	
	
	
	(
	
	S
	
	5
	1

	Atsaphon Summary
	3
	
	6
	10
	6
	S-15

M-1
	9
	25
	20


	District
	S/N
	Name of business or owner
	Location
	Description
	Type of business
	Selected for 1st round Supply chain support activities?
	Size (Micro, Small, Medium, Large)
	No. paid employees
	No. family members

	
	
	
	
	
	Manufacturer
	Wholesale
	Retail
	Builder
	
	
	Full time
	Part time
	

	Phalanxai
	PHA1
	Mr Bounkeuth
	Phalantai
	Materials shop
	(
	
	(
	
	
	M
	4
	
	2

	
	PHA2
	Mrs Chanpheng
	Phoxai
	Concrete ring producer
	(
	
	(
	
	
	M
	7
	
	1

	
	PHA3
	Mr.Dong
	Phalantai
	Materials shop and ring producer
	(
	
	(
	
	
	M
	2
	
	2

	
	PHA4
	Mr Ear
	Phoxai
	Builder
	
	
	
	(
	
	S
	3
	
	

	
	PHA5
	Mr Hongthong
	Phalantai
	Builder
	
	
	
	(
	(
	S
	5
	
	

	
	PHA6
	Mr Ket
	Phoxai
	Builder
	
	
	
	(
	
	S
	4
	
	

	
	PHA7
	Mr Khamphan
	Phalantai
	Concrete ring producer
	(
	
	(
	
	
	M
	4
	
	3

	
	PHA8
	Mr Khamphane
	Phalantai
	Materials Shop
	
	(
	(
	
	
	M
	5
	
	2

	
	PHA9
	Mr Khan
	Phoxai
	Builder
	
	
	
	(
	
	S
	3
	
	1

	
	PHA 10
	Mrs Nangleth
	Phoxai
	Materials shop
	
	(
	(
	
	(
	M
	2
	
	2

	
	PHA 11
	Mrs Santisouck
	Phalantai
	Materials shop and ring producer
	(
	
	(
	
	(
	M
	13
	
	3

	
	PHA 12
	Mrs Thidsamai
	Phoxai
	Materials shop
	
	(
	(
	
	(
	L
	5
	
	2

	
	PHA 13
	Mr Touphan
	Phalanneau
	Builder
	
	
	
	(
	(
	S
	3
	
	

	
	PHA 14
	Mr Touye
	Phontan
	Materials shop and ring producer
	(
	
	(
	
	(
	M
	3
	
	3

	Phalanxai Summary
	6
	3
	9
	5
	6
	L-1

M-8

S-5
	63
	0
	21


	District
	S/N
	Name of business or owner
	Location
	Description
	Type of business
	Selected for 1st round Supply chain support activities?
	Size (Micro, Small, Medium, Large)
	No. paid employees
	No. family members

	
	
	
	
	
	Manufacturer
	Wholesale
	Retail
	Builder
	
	
	Full time
	Part time
	

	Phin
	PHI 1
	Mrs. Behunghueang
	Sanamixay
	Materials shop
	
	(
	(
	
	(
	S
	3
	
	

	
	PHI 2
	Ms Douang Bounthanorm
	Sanamixay
	Materials shop
	
	
	(
	
	
	S
	3
	
	

	
	PHI 3
	Ms Dokkeo
	Pasomxai
	Materials shop
	
	(
	(
	
	(
	S
	4
	
	

	
	PHI 4
	Mr. Khamsouk, Ms. Onchan
	Vernhongkham
	Materials shop
	
	(
	(
	
	
	S
	4
	
	10

	
	PHI 5
	Mr. Souvannaseng
	Napo
	Concrete ring producer
	(
	
	(
	
	(
	M
	12
	
	3

	
	PHI 6
	Mr. Tuoy
	Mai Nonsaat
	Builder
	
	
	
	(
	
	S
	
	
	2

	
	PHI 7
	Ms Thanva 
	Sanamixay
	Materials shop
	
	(
	(
	
	
	S
	3
	
	

	
	PHI 8
	Mr. Xieng
	Napho
	Concrete ring producer
	(
	
	(
	
	(
	S
	4
	
	1

	Phin Summary
	2
	4
	7
	1
	4
	S-7

M-1
	33
	0
	16


	District
	S/N
	Name of business or owner
	Location
	Description
	Type of business
	Selected for 1st round Supply chain support activities?
	Size (Micro, Small, Medium, Large)
	No. paid employees
	No. family members

	
	
	
	
	
	Manufacturer
	Wholesale
	Retail
	Builder
	
	
	Full time
	Part time
	

	Xonabouri
	X1
	Mr. Hatsadee
	Buengxang
	Builder
	
	
	(
	(
	
	M
	15
	
	

	
	X2
	Mr. Lae
	Nonsavang
	Materials shop
	
	
	(
	
	(
	S
	2
	
	2

	
	X3
	Mr. Law
	Bounxang
	Concrete ring producer
	(
	(
	(
	
	
	S
	3
	
	1

	
	X4
	Mr. Noi
	Nongsavang village
	Concrete ring producer
	(
	
	(
	
	
	S
	3
	
	3

	
	X5
	Mr. Pakop
	Buengxang
	Materials shop and ring producer yard
	(
	(
	(
	
	(
	M
	10
	
	2

	
	X6
	Mr. Phoxai
	Buengxang
	Materials shop
	
	(
	(
	
	(
	S
	1
	
	6

	
	X7
	Mrs. Pik
	Tanhwai
	Materials shop
	
	
	(
	
	(
	S
	2
	
	4

	
	X8
	Mr. Seesouk
	Xienghome
	Builder
	
	
	
	(
	
	S
	10
	
	7

	
	X9
	Mr. Somphit
	Xienghome
	Builder
	
	
	
	(
	
	S
	18
	
	3

	
	X10
	Mr. Tham
	Nongsavang 
	Concrete ring producer
	(
	(
	(
	
	
	M
	13
	
	5

	
	X11
	Mrs. Thongphoun
	Nongsavang
	Materials shop
	
	
	(
	
	
	Mi
	1
	1
	1

	
	X12
	Mr. Tuanvilaysack
	Buengxang
	Builder
	
	
	
	(
	
	S
	5
	
	1

	Xonabouri Summary
	4
	4
	9
	4
	4
	Mi-1

S-8

M-3
	83
	1
	35


Annex 3: List of Villagers interviewed by district, in alphabetical order
	District
	S/N
	Name of villager
	Location
	Has access to Household toilet?

	Atsaphon
	A1
	Mrs. Bounlouan
	Nakoumin
	Yes

	
	A1
	Mrs. Bounthai
	Nakoumin
	No

	
	A3
	Mrs. Dy
	Nakoumin
	Yes

	
	A4
	Mr. Khoug
	Nakoumin
	Yes

	
	A5
	Mr. Seuth
	Nakoumin
	No

	
	A6
	Mrs. Syhome
	Nakoumin
	Yes

	
	A7
	Mrs. Tath
	Nakoumin
	No

	
	A8
	Mr. Teuye
	Nakoumin
	No

	
	A9
	Mr. Tieng
	Nakoumin
	Yes

	
	A10
	Mrs. Yao
	Nakoumin
	No

	Atsaphon Summary
	Yes – 5, No - 5

	Phalanxai
	PHA1
	Mrs Chom
	Kalongtai
	No

	
	PHA2
	Mr. Inpeng
	Kalongtai
	Yes

	
	PHA3
	Mr Kai 
	Kalongneua
	No

	
	PHA4
	Mr. Kee
	Kalongtai 
	No

	
	PHA5
	Mr. Keu
	Kalongtai
	Yes

	
	PHA6
	Mr. Khamphoui
	Kalongtai
	No

	
	PHA7
	Mr. Lao
	Kalongtai
	Yes

	
	PHA8
	Mr. Leo
	Kalongneua
	Yes

	
	PHA9
	Mr. Lonh
	Kalongneua
	No

	
	PHA10
	Mr  Na 
	Kalongtai
	No

	
	PHA11
	Mrs Nanh
	Kalongtai 
	Yes

	
	PHA12
	Mr Noi
	Kalongneua
	No

	
	PHA13
	Mr. Ponh
	Kalongneua
	Yes

	
	PHA14
	Mr. Sypanom
	Kalongtai
	Yes

	
	PHA15
	Mrs Tean
	Kalongneua
	Yes

	
	PHA16
	Mrs Tem
	Kalongneua
	Yes

	
	PHA17
	Mr  Ton
	Kalongtai 
	No

	
	PHA18
	Mr. Touan
	Kalongneua 
	No

	
	PHA19
	Mrs Van
	Kalongneua
	No

	
	PHA20
	Mr. Xoi
	Kalongtai
	Yes

	Phalanxai Summary
	Yes – 10, No - 10

	Phin
	PHI 1
	Mrs. Boulai
	Nonsaat
	Yes

	
	PHI 2
	Mrs. Buathong
	Nonsaat
	Yes

	
	PHI 3
	Mrs. Toun
	Nonsaat
	No

	Phin Summary
	Yes – 2, No - 1

	Xonabouri
	X1
	Mrs. Vilayphone
	Toumngae
	Yes

	
	X2
	Mrs. Noi
	Toumngae
	Yes

	
	X3
	Mr. Learn
	Toumngae
	No

	
	X4
	Mr. Khamphet
	Toumngae
	No

	Xonabouri Summary
	Yes – 2, No - 2


Annex 4: Brief report on handling of baby stool
The research team observed similar habits the districts and across various ethnic groups present in all four surveyed districts of Savannakhet Province. Small infants are normally are held during the day or carried in a sling over the care giver’s shoulder or are placed in a  hanging basket/basinet to sleep. In general a baby’s stool is not considered particularly dirty or dangerous.

When a small infant defecates, the stool (normally liquid or very soft) is wiped up with a piece of cloth. The soiled cloth and the infants behind are washed with water (normally without use of soap) in a basin and then the water is discarded anywhere (in the road, in the bushes, on the ground near the house).

Toddlers normally squat to defecate on the ground some place close to the house or where ever they are playing.  Often a pig or dog will find and eat the stool.  If an adult finds the stool near the house they may cover it with sand or soil and then scoop or scrap it up with waste cardboard or piece of wood and throw it away in the bushes or place it on the rubbish heap. 

Annex 5: Business owners selected for first round Supply Chain support activities.

After an initial expression of interest in participating in future SSH4A supported activities, business owners were revisited to assess their:

· Availability (are they able to be away from their businesses for several days?)

· level of business knowledge

· Interest in participating in various types of activities. 

Based on their feedback, the district team selected the business owners for the first round of activities as noted in the relevant column of Annex 2.
Annex 6: Atsaphon material and labour costs (all prices in Kip/ December 2010)

	Material costs found during field research
	
	Material & labour costs  reported by builders

	Description
	Unit
	Lowest price
	Highest Price
	Average Price
	Remarks
	
	Unit
	Average Price
	From where?

	Sand
	m3
	55,000
	75,000
	65,000
	Savannakhet/Atsaphon
	
	m3
	92000
	Savannakhet

	Gravel
	m3
	150,000
	180,000
	165,000
	Savannakhet
	
	
	
	

	Cement
	50kg
	33,000
	36,000
	34,500
	Atsaphon
	
	50kg
	35000
	Atsaphon

	Steel bar
(4 mm)
	6 m
	27,000
	38000
	32500
	Atsaphon
	
	
	
	

	Steel bar
(6 mm)
	6 m
	8000
	15000
	10800
	Atsaphon
	
	
	
	

	Steel bar 
(8 mm)
	6 m
	15000
	18000
	16400
	Atsaphon
	
	
	
	

	Concrete rings (80 cm)
	unit
	50000
	70000
	60,000
	Atsaphon
	
	
	
	

	Concrete rings 
(100 cm)
	unit
	
	
	
	
	
	Unit
	60,000
	Atsaphon

	Concrete ring cover 
(80 cm)
	unit
	60,000
	70,000
	65,000
	Atsaphon
	
	
	
	

	Concrete ring cover 
(100 cm)
	unit
	
	
	
	
	
	Unit
	66,000
	Atsaphon

	Pour flush pan
	unit
	55000
	80000
	63,333
	Atsaphon
	
	Unit
	61000
	Atsaphon

	Pour flush pan
	unit
	
	
	
	
	
	
	
	

	Pour flush toilet
	unit
	
	
	
	
	
	
	
	

	Pour flush toilet
	unit
	
	
	
	
	
	
	
	

	Skilled labour
	
	
	
	
	
	
	Day
	60000
	Atsaphon

	Unskilled labour
	
	
	
	
	
	
	Day
	30000
	Atsaphon


Phalanxai material and labour costs (all prices in Kip/ December 2010)
	Material costs found during field research
	
	Material & labour costs  reported by builders

	Description
	Unit
	Lowest price
	Highest Price
	Average Price
	Remarks
	
	Unit
	Average Price
	From where?

	Sand
	m3
	110,000
	150,000
	130,000
	Savannakhet
	
	m3
	92000
	Savannakhet

	Gravel
	m3
	150,000
	300,000
	225,000
	
	
	
	
	

	Cement
	50kg
	33,000
	36,000
	34,500
	Lao
	
	50kg
	35000
	Phalanxai

	Steel bar 
(4 mm)
	6 m
	8000
	10000
	9000
	
	
	
	
	

	Steel bar
 (6 mm)
	6 m
	25,000
	30,000
	27,500
	
	
	
	
	

	Steel bar 
(8 mm)
	6 m
	30,000
	35,000
	32,500
	
	
	
	
	

	Concrete rings 
(80 cm)
	unit
	70,000
	80,000
	75,000
	
	
	
	
	

	Concrete ring cover (80 cm)
	unit
	70,000
	80,000
	75,000
	
	
	
	
	

	Concrete rings (100 cm)
	unit
	
	
	
	
	
	Unit
	73,000
	Phalanxai

	Concrete ring cover 
(100 cm)
	unit
	
	
	
	
	
	Unit
	66,000
	Phalanxai

	Pour flush pan
	unit
	
	
	
	Vietnam
	
	Unit
	61000
	Phalanxai

	Pour flush pan
	unit
	55,000
	70,000
	62,500
	Thailand
	
	
	
	

	Pour flush toilet
	unit
	
	
	
	Vietnam
	
	
	
	

	Pour flush toilet
	unit
	
	
	
	Thailand
	
	
	
	

	Skilled labour
	
	
	
	
	
	
	Day
	60000
	Phalanxai

	Unskilled labour
	
	
	
	
	
	
	Day
	30000
	Phalanxai


Phin material costs (all prices in Kip/ December 2010)

	Material costs found during field research

	Description
	Unit
	Lowest price
	Highest Price
	Average Price
	Remarks

	Sand
	m3
	150,000
	200,000
	175,000
	Savannakhet

	Gravel
	m3
	150,000
	200,000
	175,000
	From Phin (limited supply) or Savannakhet

	Cement
	50kg
	33,000
	36,000
	34,500
	from the factory in Phalanxai

	Steel bar 
(4 mm)
	6 m
	8,000
	10,000
	9,000
	

	Steel bar 
(6 mm)
	6 m
	9,000
	15,000
	12,000
	

	Steel bar 
(8 mm)
	6 m
	18,000
	18,000
	18,000
	

	Concrete rings (80 cm)
	unit
	55,000
	65,000
	60,000
	Discount for large purchase

	Concrete ring cover (80 cm)
	unit
	60,000
	60,000
	60,000
	Discount for large purchase

	Concrete rings (100 cm)
	unit
	70,000
	70,000
	70,000
	Discount for large purchase

	Concrete ring cover 
(100 cm)
	unit
	70,000
	70,000
	70,000
	Discount for large purchase

	Pour flush pan
	unit
	40,000
	90,000
	65,000
	Vietnam -Discount for large purchase

	Pour flush pan
	unit
	50,000
	75,000
	47,500
	Thailand

	Pour flush toilet
	unit
	300,000
	480,000
	390,000
	Vietnam

	Pour flush toilet
	unit
	650,000
	650,000
	650,000
	Thailand


Xonabouri material and labour costs (all prices in Kip/ December 2010)
	Material costs found during field research

	Description
	Unit
	Lowest price
	Highest Price
	Average Price
	Remarks

	Sand
	m3
	150,000
	170,000
	160,000
	From Kaysonphomivahane City

	Gravel
	m3
	170,000
	200,000
	185,000
	From Kaysonphomivahane City or Phin

	Cement 
(Lao)
	50kg
	35,000
	38,000
	36,500
	From cement factory in Phalanxai District. Discount available for large purchases

	Steel bar (4 mm)
	6 m
	
	
	
	

	Steel bar (6 mm)
	6 m
	
	
	
	

	Steel bar (8 mm)
	6 m
	12,000
	15,000
	13,500
	Discount available for large purchase

	Concrete rings 
(80 cm)
	unit
	45,000
	50,000
	47,500
	Discount available for large purchase

	Concrete ring cover (80 cm)
	unit
	45,000
	50,000
	47,500
	Discount available for large purchase

	Concrete rings
 (100 cm)
	unit
	38,000
	40,000
	39,000
	Discount available for large purchase

	Concrete ring cover (100 cm)
	unit
	38,000
	40,000
	39,000
	Discount available for large purchase

	Pour flush pan (Vietnam)
	unit
	
	
	
	

	Pour flush pan 
(Thai)
	unit
	45,000
	50,000
	47,500
	Discount available for large purchase

	Pour flush toilet (Vietnam)
	unit
	
	
	
	

	Pour flush toilet (Thai)
	unit
	
	
	
	

	Skilled labour
	
	
	
	
	

	Unskilled labour
	
	
	
	
	


Annex 7: Supplier Interview

[image: image15.emf]Interview Guide For Sanitation Supply Chain - SUPPLIER S

Interviewer: ________________________________               Date____________________

1 Company name

2

Owners Name


3 Contact Info of Person Interviewed

(Attach business card if available)

4 Does your business have other places for production or selling? (if yes,where?)

5 How many employees/laborers do you have? 

 

Full-

time

Family 

member

Total

5.1  

Unskilled 

labor:

5.2  

Skilled 

labor

5.3  

Manager/  

 Admin:

5.4  

Investor/  

owner:

5.5                

   Other:

6

6.1  Basic construction supplies (sand, gravel, cement)

%

6.2  Items specifically for toilet/latrines (toilet pans, concrete rings and covers) 

%

6.3  All other items sold

%

7

8 How do you decide what products and what quality of products to sell? 

9

10

Summary:

11 Who do you buy from? 

12 Who do you sell to? 

Sector Information:

13 How many other businesses selling the same products in this town/village?

What is your average total monthly sales during the last 12 months?   

What is your average monthly profit during the last 12 months?   



What percentage of your monthly sales are the following?

Who are the primary Markets you sell your products/services to? Indicate the percentage sold to each 



Village District

Part-time Seasonal Male Female


[image: image16.emf]14 How many other businesses selling the same products in the district?

15

16 How has your business changed in the past few years in terms of:

15.1 Amount pieces produced or sold

15.2 Number of customers

15.3 Number of employees

17

�

  

Why do you think business in this sector is growing or not growing? 

18

18.1 Investment (larger/small, for what)

18.2 Skills required

18.3 Government regulations

18.4 Other Constraints:

19

CONSTRAINTS:

20

21

22

23 What are you doing to make these changes happen?   

MARKET ACCESS, TRENDS, AND GOVERNANCE

24 How do you promote and market your products/services? 

25

TECHNOLOGY / PRODUCT DEVELOPMENT

26

27 Have you received any training related to this business?  If so, what training(s)? 

28 What (additional) training is needed to improve your business? 

MANAGEMENT/ORGANIZATION

29 Do you have any difficulties in terms of managing your business?

30 What management skills would you like to strengthen in order to grow your business?

31 Are there problems in obtaining some important inputs?  Explain.

32 What functions do you subcontract/outsource?

33 Do you have any challenges related to labour? Please explain.

FINANCE

34

35 Do you get credit from your suppliers? What are the condition?

In your opinion, what are the challedges or obsticles to starting a new business like yours in terms of:

Can you recommend business owners in this sector who are leaders—for example, in terms of technology, 

What are the greatest challenges to growth in this business sector? (Identify 2-3 top constraints)

Where do you go when you need money for your business? What are the interest rates? What collateral is 

What are the greatest challenges you face in developing your own business? (Identify 2-3 top constraints)

What change would you like to see in the sector or your own business in the next 2 years (e.g. marketing, 

Are you interested in finding more buyers?  If so, do you have difficulties in finding new buyers/accessing 

Is your current equipment, machinery, or tools slowing down the growth of your business?  Explain.  If so, 

What do you think there will be the growth potential for this business in the future? (High, medium, low)


[image: image17.emf]36 Do you get advances from people who buy materials from your business? What are the terms?

37 Do you have need for additional financing at the moment? If so, what would it be used for?

38 Have you tried to get a loan?  

39 What have been the challenges to getting financing? Why? 

POLICY/REGULATION

40

41 Are there any government rules or laws that you must follow in your business? 

42

43

INFRASTRUCTURE

44

BUSINESS MEMBERSHIP ORGANIZATIONS

45 Are you a member of any associations? Why / why not?   

46 What are the primary functions and benefits of these associations? 

47 What additional services should they provide?

48

Thank You

What kind of government fees or taxes do you pay ? 



What government policies/regulations benefit your business (registrations, inspections, subsidies, incentives, 

Would you be interested to you help to introduce new kinds of latrine or promote the use of latrine? How? 



What government policies/regulations are obstacles to growing your business? 



What are the most important infrastructure constraints affecting your business’ growth and profitability 


Annex 8: Builder Interview
[image: image18.wmf]Interview Guide For Sanitation Supply Chain - BUILDER

Interviewer: _____________________________             Date____________________

1

When and why did you enter into this kind of business?  

2

What is your specialization or main type of construction work? 

3

Does your business have any branches or affiliates?

4

5

Who are your main clients and where are they? 

6

What are the main reasons people want to build a toilet/latrine? 

7

What type of toilet/latrines do you build?  How many did you build in the last 12 months?

Open dry pit latrine

Covered dry pit latrine

Pour flush latrine

Other:

8

When you build a latrine/toilet, who normally buys the materials?

Builder

Owner

Other:

9

From where do you buy those materials? and what are the prices ? 

Unit

Cement

Sand

Brick 

Concrete block

Concrete ring 





Where

Price















How many built in 

last 12 months

Average material 

costs

Average labor costs







Estimate what percentage of your income comes from this work and what percentage from other sources 

(describe).

B

Village

District

Name of Informant

Contact (phone number)


[image: image19.emf]Toilet pan

Unskilled worker

Skilled workers

10

How do you transport those materials? 

11

When you buy materials, what are the conditions of payment? 

12

How many workers do you have? How many women? 

 

Full-

time

Female

Family 

member

s

Total

5.1  

Unskilled 

labor:

5.2  

Skilled 

labor

5.3  

Manager/  

 Admin:

5.4  

Investor/  

owner:

5.5                

   Other:

13

Has your business changer in the two years?  (circle the correct answer)

Number of jobs

Increase Decrease Same

Size of jobs

Increase Decrease Same

Profit per job

Increase Decrease Same

CONSTRAINTS:

14

15

16

17

What are you doing to make these changes happen?   

MARKET ACCESS, TRENDS, AND GOVERNANCE

18

How do you promote your business or find new jobs? 



Why:

What are the greatest challenges to growth in this business sector? (Identify 2-3 top constraints)

What are the greatest challenges you face in developing your own business? (Identify 2-3 top constraints)

What change would you like to see in the sector or your own business in the next 2 years (e.g. marketing, 

management, new products, etc.)? 



Part-time Seasonal Male



[image: image20.emf]TECHNOLOGY / PRODUCT DEVELOPMENT

19

20

21

Have you received any technical training related to your business?  If so, what training(s)? 

22

What (additional) training is needed to improve your business? 

MANAGEMENT/ORGANIZATION

23

24

What management skills would you like to strengthen in order to grow your business?

25

Have you received any business skills training to help manage your business?  If so, what training(s)? 

INPUT SUPPLY

26

What functions do you subcontract/outsource?

27

Do you have any challenges related to labour? Please explain.

FINANCE

28

29

Do you get credit from your suppliers? What are the condition?

30

Do you get advances from people before you start toilet/latrine construction? What are the terms?

31

32

Have you ever tried to get a business loan?  

33

What have been the challenges to getting financing? Why? 

POLICY/REGULATION

34

What kind of government fees or taxes do you pay ? 

(Example when you start the business, sell a product, transport a product, each month or each year)

Do you have any difficulties in terms of managing your business (Example paper work, accounting, staff 

management)?

Where do you go when you need money for your business? What are the interest rates? What collateral is needed? 

Do you expect to need financing or credit for your business in the next 12 months ? If so, what would it be used 

for?

What have you done recently to generate new jobs? Has this been successful? Why/why not?

Is your current equipment, machinery, or tools slowing down the growth of your business?  Explain.  If so, what 

kind of equipment, machinery, or tools could improve your business?   



[image: image21.emf]35

Are there any government rules or laws that you must follow in your business? 

36

37

38

Are there any government programs that affect your business (positively or negatively) 

INFRASTRUCTURE

39

BUSINESS MEMBERSHIP ORGANIZATIONS

40

Are you a member of any associations? Why / why not?   

41

What are the primary functions and benefits of these associations? 

42

What additional services should they provide?

43

THANK YOU!



What are the most important infrastructure constraints affecting your business’ growth and profitability 

(road/transport conditions, telephone service, electric supply, crime/corruption, storage, etc.)?

Would you be interested to you help to introduce new kinds of latrine or promote the use of latrine? How? 



What government policies/regulations are obstacles to growing your business? 

What government policies/regulations benefit your business (registrations, inspections, subsidies, incentives, etc.)? 



Annex 9: Household Interview
[image: image22.emf]Interview Guide For Sanitation Supply Chain - HOUSEHOLD HH

Interviewer: ____________________________            Date____________________

Does your household have assess to a toilet/latrine?

Yes No

1 What do you like about having a toilet/latrine?  (list three most important)

1

2

3

2 What do you dislike about having a toilet/latrine?  (list three most important)

1

2

3

3 Was it (is it) difficult to decide to build your toilet/laterine? (why)

4 How many types of toilet/latrines have you seen or know about?  (list)

1

2

3

4

5

6

What kind of toilet/latrine did you (will you) build?  (general description)

7

7.1

Concrete 

rings

Brick or 

block

No lining

7.2

7.3

Dirt wood

simple 

concrete

reinforced 

concrete

7.4

Simple hole 

- dry pit type

pour flush 

pan

pour flush 

toilet

flush toilet

7.5

brick/block Metal sheet wood

bamboo/Lea

f

Other

Placement of chamber  Directly under the toilet  Detached or away from 

Type of floor 

Opening for shit  

Superstructure 

Underground chamber  Other

Please discribe the parts. (specific description)

Village District

Name of Informant Contact (phone number)

Of the types of latrines you know, which is your favorite? What makes you like this latrine best? 


	
	 
	 
	 
	 
	 
	 
	 

	7.6
	Door
	 
	Wood
	Metal
	Plastic
	Other
	 

	
	 
	 
	 
	 
	 
	 
	 

	7.7
	Decoration and other parts 
	floor tiles
	wall tile               (full or part)
	water tank
	Place for bathing
	Sink for hand wash

	
	 
	 
	 
	 
	 
	 
	 

	7.8
	Other remarks
	 
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	8
	Who choose this type of toilet/latrine and materials? 
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	9
	Why did you choose this type of toilet/latrine and materials, and not some other type? 

	 
	STOP here if the household does not yet have a toilet/latrine.  If they do have one, continue with questions below 

	10
	Who built your toilet/latrine? (name of builder)
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	11
	Did family members do any of the work?  Which part?
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	12
	Do you think it was easy or difficult to build your toilet/latrine? (why)
	 
	 

	
	
	
	
	
	
	
	

	13
	Were there any problems for building the toilet/latrine? (Please describe the following)

	
	 
	Finding a place to build it
	 
	easy
	Difficult
	 

	
	 
	Finding a builder
	 
	easy
	Difficult
	 

	
	 
	Paying for materials and labour?
	easy
	Difficult
	 

	
	 
	Finding and transporting materials
	easy
	Difficult
	 

	
	 
	Constructing it
	 
	easy
	Difficult
	 

	
	 
	 
	 
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	14
	Who purchased the materials for the latrine/toilet?
	 
	Owner
	Builder
	Other

	
	
	
	
	
	
	
	

	15
	How much did the construction cost?
	 
	 
	 
	 
	 

	
	
	
	
	
	
	
	

	16
	What were the conditions of payment (did you give advance, did you make several payments, pay at the end…)?

	
	
	
	
	
	
	
	

	17
	Do you feel the cost was too high, too low or reasonable?
	 
	 
	 

	
	
	
	
	
	
	
	

	18
	If there are any babies in the household, what do you do with baby stools?
	 
	 

	
	
	
	
	
	
	
	

	
	THANK YOU!
	
	
	
	
	
	


� See Annex 1 for outline of SSH4A Components


� From Provincial Department of Planning and Investment (DPI) report entitled “Poverty statistics in Savannakhet Province - 2010” , published 2011  


� From 2009 DPI data


� see Annex 2&3 for list of persons interviewed


� see Annex 6,7 & 8 for sample data collection forms


�  Purposive sampling– is sampling with a purpose in mind, usually when one or more specific predefined groups are sought. For instance, household with and without toilets in a village. �HYPERLINK "http://www.socialresearchmethods.net/kb/sampnon.php"�http://www.socialresearchmethods.net/kb/sampnon.php�


� See Annex 3 for details for each district


� In Phalanxai district, the team only inspected 7 toilets (although 10 HHs with toilets were interviewed)


� In Phin district, the team included observations on actual toilets built (2), and the preferences of families planning to build toilets (2).


� Used to describe the opening where users defecate. 


� See Annex 3 for details for each district


� 2003


� Micro = Owner/operator involved in all operations with no full-time staff; Small = Owner/operator involved in all operations with full or part-time staff; Medium = Owner/operator not involved in all operations, has intermediate level of staff (manager or supervisor) with full or part-time staff


� Includes 3 MSMEs which also produce concrete toilet components like rings and covers.


� Includes 1 MSME which also produces concrete toilet components like rings and covers.





� It was not clear how funds would enable expansion given perceived limited market size &  existing competition


� This data was collected from all shops selling building materials in each district, so should be considered an accurate picture of prices a customer could expect to pay at the time of the interviews.


�  No builder reported material price data was reported by the Phin district team 


� In each of the examples cited above, the local materials and the manufactured materials have difference physical properties and characteristics, so consumers must consider a number of factors (product life, ease of cleaning, ease of maintenance, appearance, cost, etc.. in addition to the aspirational value) when deciding what materials to use. Researchers did not find any local products in direct competition with imported manufactured building products (example: there are no local alternatives on the market to the ceramic toilet squat pan). 


�  The SSH4A team has observed the (mostly collapsed) remains of some of these toilets in several project villages.
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