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Introduction
These business models aim to increase sanitation awareness, desirability, and use of improved
sanitation facilities among households in the Karnali Province. By providing a range of options and
facilitating the installation process, the models seek to improve overall sanitation conditions and
promote better hygiene practices in the region. Additionally, these models have the potential for
scalability and the involvement of various stakeholders like retailers, skilled masons, and households
to create a sustainable impact on the community.

Community Business Facilitator (CBF) Model:
This model involves a Community Business Facilitator who acts as an intermediary between
households, skilled masons, and sanitation retailers to facilitate the installation of toilets in
households. The CBF model is a private delivery service that is well-placed to succeed for the
following reasons: The CBF approach makes use of local knowledge and relationships. CBFs are local
people from within the community who are in a good position to bridge the gap between
retailers/hardwares and rural households. Because they live and work close to potential clients, they
reduce the cost of doing business with rural households and are able to develop stable, long term and
trusting relationships with them. CBFs long term success will depend on their ability to attract a loyal
group of customers who return to them again and again, rather than relying on people who only buy
their products once. Because they will be linked to the private sector, CBFs will be able to supply
loyal customers for many years to come.
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Steps:

Business Model Canvas
The Community Business Facilitators (CBFs) model for the promotion of improved sanitation
facilities i.e. toilets in Karnali Province is a transformative approach aimed at fostering sanitation
awareness, enhancing the desirability of improved sanitation facilities, and increasing their
utilization among households in the region. The primary goal of this business model is to elevate
overall sanitation conditions and promote better hygiene practice, ultimately leading to improved
public health and quality of life for the communities in Karnali Province.

A business model serves as a comprehensive blueprint, offering a systematic approach to effectively
unlock enduring value for a company while simultaneously providing value to its customers and
capturing value through monetization strategies. It represents a holistic framework that facilitates a
deep comprehension, strategic design, and rigorous testing of the business model's components,
ensuring that it is not only appealing but also practical and economically sustainable for customers,
entrepreneurs, and the entire business value chain.
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The validation of a business model for CBF presented below is an essential step in ensuring its
effectiveness and success.

Desirability - Improved sanitation conditions about tangible improvements in sanitation
conditions and hygiene practices

- Convenience for households by facilitating the installation process and
offering a range of affordable sanitation options

- Employment opportunities and income generation to skilled masons
through the collaboration and coordination with the CBFs

Feasibility - Local engagement as a CBFs and skilled masons
- Existing infrastructure of sanitation retailers, transportation services, and

masons
- Community acceptance to embrace improved sanitation practices and

engage with the CBFs

Validity - Financially sustainable with the generation of the sufficient revenue
streams to cover some of the potential operation costs, and compensate
CBFs

- Market demand of the improved sanitation facilities
- Scalability of the model to be scaled up and extended to the other regions

Lets have a close look on the probable business model canvas of CBF for the promotion of improved
sanitation in Karnali region;

1. Value Proposition Some of the prospective value proportion of the CBF business
model are as follows:
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The value proposition of the
products and services that a
business offers to meet the
certain needs of its
customers.

- Access to improved sanitation facilities and better hygiene
practices

- Convenience and ease of installation through the
assistance of Local Community Business Facilitators

- Employment and income generation opportunities in the
local level both CBF and trained masons

- Increased sales volume and market expansion of the
existing sanitation enterprises in the region

2. Customers
This entails the
identification of distinct
customer segments that a
specific business endeavors
to cater to with its products
or services. Additionally, it
involves the establishment
of channels through which
the business delivers value
to these customers and
fosters stronger
relationships with each
customer segment.

● Segments:
- Rural Households in Karnali Province lacking improved

sanitation facilities
- Skilled masons seeking opportunities for employment and

income generation in the local areas
- Sanitation enterprises (retailers) looking to expand their

customer base in their region

● Channels:
- Group sales calls and individual sales calls via local

community network and word-of-mouth marketing
- Collaboration with the local levels (municipalities and

rural municipalities), health facilities (health posts, FCHVs
etc.), community leaders, different sanitation focused
projects (NGOs)

- Information dissemination through pamphlets, banners,
awareness campaigns, and workshops

- Information dissemination utilizing the weekly haat bazar
mela in the local community for the better reach out of the
anticipated beneficiaries

- Utilizing local FM stations for the border reach of the
customers

● Relationships:
- Personalized approach by the CBFs, build trust and

long-term relationships with the different rural households
- Referral approach utilizing the network of the renowned

leaders, ethnic follows, priest, and some other influential
local leaders

- Prompt response to the customer inquiries and concerns
- Regular follow-up visits and discussion with the customers

to ensure their level of satisfaction and also addresses their
concerns and issues
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3. Value Chain
This specifically highlights
the core actions and tasks
that the business
undertakes to implement
its unique value
proposition. It also
emphasizes the essential
resources, encompassing
human expertise, financial
capital, physical assets,
and intellectual
capabilities, required to
generate value. Moreover, it
underscores the
significance of strategic
partnerships that can
enhance the business's
ability to concentrate on its
fundamental activities and
strengths.

● Key Partners:
- Local governments (municipalities and rural

municipalities) and provincial governments
- Local community leaders, influential persons (pujari,

dhami, teachers etc.)
- Health workers (doctors, nurses, FCHVs and other relevant

health practitioners)
- Non-governmental organizations, and international non

governmental organizations
- Sanitation retailers and suppliers for product availability
- Masons training providers, and trained masons
- Transportation service providers (truck drivers, mule

porter, labor etc.)
- Improved sanitation services and products manufacturer
- Financial institutions (banks and insurance companies)

● Key Resources:
- Community Business Facilitators with local knowledge

and networks
- Training and capacity building programs (sales skills and

technical training) for CBFs
- Training and capacity building programs to masons to

produce skilled masons in the region
- Collaboration with the improved sanitation facilities

manufacturers, and retailers
- Collaboration and coordination with the local and

provincial government
- Marketing and promotional materials via different

available means

● Key Activities:
- Identify and train Community Business Facilitators
- Conduct groups sales and individual sales calls via CBFs
- Conduct awareness campaigns targeting mass gathering

(such as weekly market, mela and mahotsav) on
sanitation and hygiene practices

- Content preparation, finalization and printing of
pamphlets, banners and leaflets for the promotion of
improved sanitation facilities

- Identification of local FM stations, preparation of FM
content and airing of the advertisement

- Connection of skilled masons and sanitation retailers
with the different households

- Connection between the improved sanitation
manufacturers, retailers and CBFs

Nepal SCORE | Delivery Phase Sanitation Business Model Page 6



- Facilitate the installation process and quality control
process

- Regular coordination with the local and provincial
government for their buy in into the process

- Stakeholders coordination and collaboration meeting
and discussion

- Monitoring and evaluation of the impact of improved
sanitation facilities

4. Revenue Model
The expenditure involved in
operating the business,
encompassing fixed costs,
variable costs, economies of
scale, and other related
expenses, alongside the
revenue generated from each
customer segment. To achieve
profitability, the income
derived from customers must
exceed the total costs incurred
in conducting the business.

● Revenue Streams:
This includes the sources of income for the CBFs while
delivering knowledge, information, services, and products to
the doorsteps of the anticipated beneficiaries of the
improved sanitation facilities. This might be a new concept
for the hilly regions of the Karnali Province. Some of the
potential revenue streams of the CBFs are indicated as
follows:
- Commission or service fee from sanitation retailers for

facilitating the sales
- Service charge from the households for facilitating the

installation of the improved toilets and other sanitation
facilities

- Group sales meeting facilitation cost (as a minimum
wages to CBF) from the project

- Possible funding or grants from NGOs, local/provincial
governments

- Cash encouragement from the manufacturer company
for facilitating the sales of the product

● Cost Structure:
This encompasses the comprehensive financial framework
and allocation of expenses within a business, including fixed
costs, variable costs, and the factor influencing costs. It
particularly outlines the major expenses associated with
delivering the value proposition and sustaining the business
operations. Below are some potential components of the cost
structure:
- CBF training and compensation
- Cost related to marketing and promotional materials

such as pamphlets, banners, leaflets, and FM stations
- Administrative and logistical cost to organize the

marketing campaign (weekly markets)
- Quality control and monitoring cost
- Administrative, logistical and operational expenses
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- Meeting and discussion expenses for the collaboration
and coordination with the local/provincial governments,
NGOs, community leaders, health workers, and other
relevant stakeholders

The Community Business Facilitators (CBFs) model for the promotion of the improved sanitation
facilities and hygiene practices in Karnali Province seems to be an effective and sustainable
approach. By leveraging local knowledge, relationships, private sector links and local/provincial
government buy-in has the potential for the scalability and long-term impact on the community.
Through the active involvement and rigorous coordination among the various stakeholders,
including households, skilled masons, sanitation manufacturers, retailers, local governments
(municipalities and rural municipalities), provincial government and other supporting organizations,
the CBF Model aims to create lasting changes and addresses the sanitation challenges and issues in
the region.

Direct Sales Model:
This model involves retailers/hardware shops showcasing sanitation products and offering a list of
skilled masons for households to directly hire or mobilize for the construction works.

Steps:
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Integrated Community Sanitation Solution Model:
This model involves a Community Business Facilitator (CBF) working in collaboration with
retainers/hardware shops to provide households with a comprehensive sanitation solution.

Steps:

1. Awareness and Demand Generation:

2. Demand Collection and Package Customization:
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3. Package Offerings and Services:

4. Selection and Coordination:

5. Choice of Mason and Material Collection:
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6. Construction and Payment:

7. Incentives and Further Coaching:

Integrated Community Sanitation Solution Model streamlines the process of accessing sanitation
products and services, making it easier for households to upgrade their toilets according to their
affordability and preferences. The collaboration between the CBF and hardware shops enhances
awareness and increases the desirability of sanitation products in the community. This model
promotes sustainable sanitation practices while empowering households to make informed choices
about their sanitation needs.
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This report was created and maintained with the financial support of the European Union, the
Ministry for Foreign Affairs of Finland and the Government of Nepal. Its contents are the sole
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