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Urban poor to low income consumer 

WSUP empowers utilities, municipalities and SMEs 
to serve the urban poor as viable consumers

LOW INCOME
CONSUMERS

Increasing demand
Higher revenues

More capacity
Better services

URBAN
POOR

Declining demand
Lower revenues

Lower capacity
Poorer services

Stronger service providers,  
better services for all
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Kamere 

Kasarani 

Mirera and Karagita 

Naivasha CBD 

Kwa Muhia 

Kihoto 

Project Location - Naivasha 
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Project Location 



Feasibility study  

Project Identification  

Scoping study  

 Implementation  

Piloting  

Scale-Up  

Nalgonda Technique 
(Centralized) 

Nalgonda Technique  
Reverse Osmosis 

Activated Alumina 
Bone Char Filtration 

 
Choice of Technology & 

Level of Service 
 

Bone Char Filtration 
+ 

Contact 
Precipitation 

(Decentralized/Kiosk) 
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NAIVASHA 

Distribution Model 

Borehole 

Storage Area 
(4 elevated + 2 
ground tanks) 

Kiosk 

Kiosk 

Kiosk 

Borehole 

Borehole 

pipeline pipeline 

treated 

untreated 

bone char  

The initial 8 kiosks started 
operations in late 2009. 
An additional 6 were 
started in June 2011 
selling untreated water 
only, adding treated 
water in August 2011. 



NAIVASHA 

Relationships Between Stakeholders 

• Sell water to private 
operator at price set by 
utility ($0.17/m3) 

• Sell water to third 
parties (terms and 
amounts unknown) 

• Primary expense is 
electricity 

• WSUP paid $8,538 to 
rehabilitate borehole 

• Purchase water from 
borehole operator at 
$0.17/m3 (equiv. to 
$0.0003/20L). 

• Responsible for minor 
maintenance 

• Responsible to replace 
bone char de-
fluoridization media as 
needed 

• Envisioned as 
independent re-sellers 

• Tariff set by utility 
• Pay 60% untreated, 

80% treated revenues 
to private operator 

• Absorb wastage (~10%) 
• In practice, are 

employees of private 
operator, on salary. 

• Purchase water in 20L 
jerry cans 

• $0.02 (treated) 
• $0.01 (untreated) 

Borehole 
Owner 

Kiosk 
Customers 

Kiosk 
Operators (14) 

Private 
Operator 

Utility: 12.5% of revenuea 

Users Group: 2.5% of revenue 
 

Water extraction permit 
($961/yr + levy of 

$0.005/m3 

aUtility in turn transfers 6% of its revenue to Rift Valley Water Services Board (the Asset Owner), which is responsible for major system maintenance 

Flow of water 

Flow of money 
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Our Lessons 
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The Current Business Model 

Production 

Producer 

Distribution 

Technology 

Development 
Advocacy 

Investment 

Marketing 
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Defluoridation Business Model Challenges 

• Commercial - limited production,  
unmet/limited demand, supply chain 
challenges, high cost of investment 

• Institutional – limited acceptability, policy 
influence, scalability 

• Technological – balancing innovation/R&D vs 
commercialization, level of service limitation, 
monitoring 

• Social – high tariff, maintenance, social 
barriers, investment capital 

 

 



Small Private 

Sector 
R&D 

Government/ 

Institutions 

The Opportunity 



Production & 

Distribution 

 

R&D 

Marketing 

Technology 

Development 

Technical 

Support 

Government/ 

Institutions 

S&M 

Private 

Sector 

Investment 

Behaviour 

Change 
Advocacy 

Regulation & 

Compliance 

Maintenance 

Contracts 

The Opportunity 
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The Result 

• Commercial – increased investment, 
economies of scale, robust supply chain, 
financial & related products 

• Institutional – public investment, favourable 
policy, regulatory & compliance support 

• Technological – increased innovation, 
local/meso-level capacity 

• Social – affordable tariff, social 

acceptability, investment capital 
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