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1. We know little about the sanitation 
market and would need to know more to 
intervene successfully

2. Those traditionally supporting small and 
medium businesses are unlikely to see 
sanitation as a promising market
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3. Entrepreneurs do, and will always do, what 
they want – we cannot force them to ‘serve 
the poor’

4. A sanitation business can be improved and 
supported, just like any other business
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5. NGOs are the wrong people to be 
supporting entrepreneurs

6. ‘Status-quo’ approaches are not going to 
solve the widespread shortage of basic 
sanitation - new business-friendly 
approaches are needed
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Pick, as individuals for now,

two of these you feel you have a strong
opinion on (agree / disagree),

and note down now what those
statements are and how you feel about
them.
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1. We know little about the sanitation market and 
would need to know more to intervene 
successfully

2. Those traditionally supporting small and medium 
businesses are unlikely to see sanitation as a 
promising market

3. Entrepreneurs do, and will always do, what they 
want – we cannot force them to ‘serve the poor’

4. A sanitation business can be improved and 
supported, just like any other business

5. NGOs are the wrong people to be supporting 
entrepreneurs

6. ‘Status-quo’ approaches are not going to solve the 
widespread shortage of basic sanitation - new 
business-friendly approaches are needed
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DiscussionDiscussion



What is an entrepreneur?

A person who organises, operates and 
assumes the risk for a business venture

Men and women who:
engage in formal or informal risk-taking 
activities 
are privately managed and financed with 
a view to generating a financial return on 
investments of cash, skill and labour




