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MARKET-BASED SANITATION TRAINING
IN-DEPTH TRAINING: DEVELOPING APPROPRIATE PRODUCT SYSTEMS
Overview
Date: TBD
Room: TBD
Attendees: NGOs that implement MBS programs
Duration: ~2 hours, 40 minutes
Learning objectives: After the training, participants will be able to:
· Understand the characteristics of appropriate product systems
· Develop a product system for a customer segment, based on its preferences and budget 
How to use this document
This document will guide facilitators on conducting in-depth training on designing appropriate product systems. 
Facilitators should use this document and the accompanying material to prepare for the training. The accompanying material includes:
· Material for the activity (further explained in the facilitation guide for the activity):
· Customer profiles (deck)
· Toilet shell (deck)
· Stickers (deck)
· Costing list (spreadsheet)
· Printing guide (spreadsheet)
The “Agenda” section provides the structure and duration of the session.
The “Facilitation guide” section provides the structure, suggested duration, scripts, and other requirements for specific sections of the agenda.
The “Notes for the facilitator” provides additional considerations for the facilitator to keep in mind to ensure the learning objectives are met.
Agenda 
· Introduction to the session (2 minutes)
· Overview of appropriate product systems (10 minutes)
· Breakout activity (120 minutes)
· Plenary (30 minutes)
Facilitation guide
Italicized text denotes the suggested script
Introduction to the session (2 minutes)
· Share the objectives and agenda of the training
· The objective of today’s session is to understand the principles for designing appropriate product systems for different types of customer segments. 
· We’ll start by explaining what we mean by “appropriate” product systems. We’ll spend the bulk of the time doing an activity to design a product system using a physical toilet model. 
Overview of appropriate product systems (10 minutes)
Structure:
· Explain the characteristics of “appropriate” product systems (5 minutes)
· Explain different dimensions of customer preferences (5 minutes)
Detailed script:
· Explain the characteristics of “appropriate” product systems (slide 1)
· Let’s start by defining what we mean by “appropriate.” An appropriate product system has 3 characteristics. 
· First, it meets customers’ preferences and budget. Customers are more likely to pay for a product system that meets their preferences for function and aesthetics. For example, a toilet that is unfamiliar to customers (for example, a hypothetical toilet that converts fecal matter to manure) is unlikely to appeal to them. However, something that is aspirational, like a toilet similar to the ones they have seen in urban settings, is likely to be attractive. Of course, customers also need to have the ability to pay for the toilet.   
· Second, an appropriate product system is based on technologies that are available and accessible in a given context. If a certain component of the product system is not available, it might become too expensive or difficult for that product system to be delivered to the customer. It also becomes difficult to maintain it because the technology or material is not readily available. Instead, a design based on materials that are available locally (let’s say cement or sand) is easier to deliver and maintain.
· Finally, it matches the assets and capabilities of local suppliers. If a product system is too complicated to be manufactured or assembled by local suppliers, it is unlikely that they will sell it. For example, in Cambodia, iDE wanted to promote a toilet design based on rice husk ash concrete and tapered ring designs, which reduced costs substantially. However, local suppliers rejected these innovations as they did not want to invest the time to learn how to build them.
· Explain different dimensions of customer preferences
· Today’s activity is going to focus primarily on the demand side, i.e., on customer preferences and budget. The supply-side factors in the activity are based on research done in Uganda. That means these materials and components we will consider are those typically found in the Ugandan context.
· The buying process for customers can be quite complex, and several factors can drive or hinder the adoption of a particular kind of product system. But most customers will have preferences along 3 dimensions:
· Function – These are the functional benefits that a toilet can provide a customer. For example, some customers prefer a certain kind of interface as it might reduce the smell. Others may prefer a certain kind of pit lining as it strengthens the substructure.
· Aesthetics – Beyond functional benefits, customers have preferences for aesthetic features of products. They may prefer a certain kind of door for their superstructure, or a certain type of floor material for the interface as it looks better or is considered aspirational.
· Budget – Finally, the functional and aesthetic features need to be within the customer’s budget.
· In a given context, there are multiple customer segments. Each customer segment can have different preferences for function, aesthetics, and budget.
· The goal of a programmer is to design product systems that meet the preferences of different customer segments at a price that they can pay.
Breakout activity (120 minutes)
Structure:
· Provide an overview of activity (5 minutes)
· Explain activity
· Explain the customer segment handouts (5 minutes)
· Explain the toilet shell (5 minutes)
· Explain the stickers and the costing list  (15 minutes)
· Conduct activity (60 minutes)
· Plenary (30 minutes)
Description: 
The activity will require participants to design a product system for a hypothetical customer segment, based on the segment’s preferences and budget. 
Participants will design the product system by using the toilet shell and the stickers (see images below for a sample output of a similar activity). The toilet shell represents the physical model of a toilet and the stickers represent the various options for designing a product system (e.g., a wood-textured sticker will represent a wooden wall or door).  Each design option has an associated cost. Participants will need to calculate the total cost of a toilet by adding the costs of each design option. Participants will need the following:
· Customer segment profile
· Toilet shell
· Stickers
· Costing list
The next section (“Requirements”) provides further detail on each. 
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The stickers for the superstructure (walls, door, and roof) and the interface will be pasted on the toilet shell. The stickers for the substructure will be placed on the flat surface next to the toilet shell since there is no 3D model for the substructure. Most design choices are straightforward and require participants to simply choose a sticker, paste it on the relevant surface, and calculate the cost. However, the following choices are more complicated and the facilitator should communicate them explicitly to participants:
· Stances: Stances represent the number of toilets per pit. If participants choose to have two stances instead of one, they will require two toilet shells. The cost of digging a two-stance pit will be different from digging a one-stance pit.
· Depth of the pit and the lining: The participants can choose different depths for the pit and its lining. They will need to cut the “Unlined pit” sticker to represent the desired depth. If they choose to line the pit, they will similarly need to cut the stickers for the various pit lining options (e.g., brick lining, cement rings) to represent the desired choice of lining and depth. The depth of the lining and the pit can be different. The depth of the pit and lining will determine the cost of the substructure. Further, the cost of digging the pit and lining it will need to be considered separately.
· Shape of the pit: If participants choose to have a circular pit, they can place the “circular pit” sticker next to the other stickers for the pit. The cost of a circular pit or a circular lining will be different than a rectangular pit or lining. 
· Offset pit: If participants choose to have an offset pit, they can represent it by placing the pit a small distance away from the toilet shell. Constructing an offset pit will lead to an additional cost.
· Exclusion of superstructure component: If participants choose to exclude a superstructure component (e.g., roof) to reduce costs, they can simply leave that side of the toilet shell as is without a sticker.
Requirements: 
The facilitator will need to prepare several pieces of material in advance for the breakout activity. The material will include the following:
· Customer profiles: The customer profiles are a series of slides that describe a hypothetical customer segment. These are available in the “Material_customer profiles” deck.
· Toilet shell: Preparing the toilet shell will require:
· Printing the toilet shell design (slide 1 of the “Material_toilet shell” deck) on a thick paper. The printing dimensions are mentioned on the slide.
· Cutting and folding the toilet shell design to form a cuboid. The slide specifies the parts of the design representing different sides of the toilet shell.
· Stickers: The stickers represent the different options for designing the product system. The facilitator will need to print the various stickers in the “Material_stickers” deck as per the dimensions specified in the deck, then cut them out. Ideally, the stickers should be printed on removable sticker paper. But if that is not available, the stickers can be printed on regular paper. Groups can paste such stickers on the toilet shell using either glue or a stapler.
· Costing list: This list specifies the cost of various design options. The list is available in the “Material_costing list” spreadsheet.
The “Material_printing quantities” spreadsheet specifies the printing quantities for the material. The printing quantities assume 4 groups with 4 participants each. If the group composition is different, the facilitator should adjust the printing quantities accordingly. 
Detailed script:
· Provide an overview of activity (slide 2)
· We will split into 4 groups, and each group will be assigned a hypothetical customer segment. These customer segments are inspired by research done in Uganda. Each group has to design a product system based on the preferences and budget of its customer segment.
· Each group will be given the following:
· A handout that describes your customer segment
· A toilet shell
· Stickers that represent various options for designing a product system 
· A costing list which will provide the costs associated with design options
· We will go through each in detail once we split into our groups.
The facilitator should split the participants into the groups, and hand them the material.
· Explain the customer segment handout (facilitator should ask groups to refer to their handouts as the different slides are explained)
· The customer segment handout provides a lot of detail about your hypothetical customer segment. It will give you a sense of their preferences and budget, and help you design the product system. We have 6 slides.
· The first slide covers key statistics about the customer segment, including their current coverage, their demographics, beliefs, and their willingness to pay.
· Next, we have the background of an illustrative customer from this segment. Please note that this is not a complete reflection of this segment, but this story will give you a bit more insight into the customer segment.
· The third slide provides more details about their profile, which includes:
· Their setting – where and how they live
· Their mental model – what are their beliefs about sanitation and how do they interact with the market
· The ask – finally, what exactly do they desire when it comes to making a purchase decision
· The remaining slides provide specific details on the products and materials they considered for constructing a toilet, which indicates their preferences. Facilitators should decide if this level of detail is appropriate for the audience and can exclude slides titled “Segment | Buying process – product preferences”
· All of this information will help you understand your target segment and should inform the product design choices.
· Explain the toilet shell (facilitator should keep a sample shell in his/her hand and explain the different parts)
· Next, we have the toilet shell – essentially the physical model of the toilet you have to build.
· It represents the shape of the superstructure. You have the door on the front, the 3 walls, and the roof. The door can also be opened so you can see the inside bottom of the superstructure, which represents the interface.
· We do not have a 3D version of the substructure, so your substructure stickers can be placed next to the shell. We’ll explain the different stickers next.
· Explain the stickers and costing list (facilitator should place stickers on the sample shell while explaining different parts)
· You have to make choices for the product design of the superstructure, interface, and substructure. Each product design choice entails a cost which is specified in the costing list. You will have to add up the various design choices to calculate the total cost of the toilet. Your objective is to build a toilet that meets your segment’s preferences and budget. 
· Let’s start with the superstructure, which is straightforward. It will include the following 5 parts of the toilet – the door, the roof, the back wall (the one opposite the door), and the two side walls. For each, you have to decide the building material. You can choose a different building material for each wall, in case you need to reduce costs.
· The interface is also straightforward. You can choose from several options, and each of them comes at a certain cost. 
· You may also want to have two stances instead of just one. For this, you will need to have two sets of superstructures with two sets of interfaces. 
· The substructure design choices will include pit depth, shape, lining, and position.
· Each meter of digging the pit comes at a certain cost. You can specify the pit depth, using the pitch depth sticker and cutting it appropriately
· Similarly, you can choose the shape of the pit. By default, the pit will be rectangular. If you want a circular pit, you can place the circle sticker next to the pit. 
· Each type of pit lining has a cost, and you can also choose to partially line the pit. For example, you may choose a depth of 20m and only line the top 5m.
· Finally, you can choose the position – it can be offset or onset. To represent an offset pit, you can place the pit a small distance away from the shell.  
· Slide 3 – This slide provides a breakup of the different costs. Use this slide as a reference to calculate the cost of your product system. We will keep it projected during the activity.
· All these choices need to be based on what you know about the customer segment. There is no one right answer – you can have multiple options to meet customer preferences within the budget. Also, consider building variants – you can have a base model which the majority of the segment can afford, and a premium model for the more affluent customers within the segment. Your product need not be a completely new toilet. You can choose to have the base model with no superstructure or a base model which is only an upgrade if your customer segment already has an unimproved toilet (and hence does not require a pit). Be creative, and see what you can come up with.
· Conduct activity for 60 minutes; facilitator to project slide 3
Plenary (30 minutes) 
· Share product system (slide 4) – ask each group to
· Provide a summary of their customer segment, including their income/ affordability level
· Share their product system with a rationale
· Reflection questions (slide 4) – ask participants to answer the following questions:
· What was challenging about this exercise?
· What were the key factors that determined the choice of the product system?
· How did you prioritize these factors and why?
· What is different in this exercise from your experience in product design?
· How might these factors play out in the <<Country / Local Context>t?
· Reference material (slide 5) – you can learn more about product systems in the WASHPaLS desk review
Notes for the facilitator
This training requires a significant time investment to prepare the material in advance. The facilitator should plan time ahead of the training accordingly and refer to the “Description” and “Requirements” sections of the “Breakout Activity” for detailed guidance on preparing the material.
The facilitator should present a demonstration when explaining the activity to help participants understand the activity.
During the activity, participants may get overwhelmed with the amount of information on customer segments. The facilitator should encourage participants to not spend more than 15-20 minutes on reading the customer profiles and make a decision based on whatever information they believe is relevant. There is no “perfect” product system for a customer segment and participants can also prepare multiple variants if needed.
Participants may also need support in calculating the total cost of the product system. The facilitator should check-in with the groups during the activity and help as needed.
Ideally, distribute participants with knowledge of sanitation markets (e.g., staff of sanitation programs, local NGOs, CSOs) among the groups. This may help other group members who may feel comfortable owing to their limited familiarity with sanitation markets.
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