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Context @pBsme

Dakar Population: 2.7 million

Stations de Traitement des Boues de Vidange
de la zone d'étude (Pikine et Guédiawaye)

Intervention area: Pikine and Guediwaye parts of Dakar
(called “regions”)

Population: 1.2 million in the two regions
96% of households depend on on-site systems
High ground-water table, frequent emptying done

High de-sludging cost, manual emptying prevalent
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Context @lpmlenev

de la zone d'étude (Pikine et Guédiawaye)

Key Innovations
« Call Centre
« Guarantee Fund for loans to De-sludge Emptiers

 Certification for De-sludging Emptier

» Follow up call from call centre for customer
satisfaction

(WPpHBUW HerTBLIQLILEH6IT
*  SIMIPLIL 6WMLOWILD

* 1D6VHBING] OeueMGUBMILIOITHEHHE SL6I 6IPHIS 2 _SHHTaITsH b

*  6VHBIN| OeuelGUBMILIITHEHSE HIFFTOIMI

*  SIMIPLIL MIDWISHHV[HHHI ITIQHMBUITENTT HHLSHenwl DBbFH CBTeTen OHTLT HLUIQHMB DIEMLOLIL]



Call Centre oiemipli emiowld =
Aim:
« Shift to mechanical de-sludging /
—>
* Increase market share of mechanical emptiers to improve incomes ,
Ménage Centre d'Appel \ Vldungeurs
Innovation PSMBV Mécaniques

» Creation of call centre: centralised place for households to call, ﬂ
interface between households and emptiers

* Reduction in prices of de-sludging through competition —

* Follow up call from call centre for customer satisfaction
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Innovation
Creation of call centre: centralised place for o e s
households to call, interface between households and PSHEY \ Mécaniques

emptiers ﬁ

* Follow up call from call centre for customer
satisfaction
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Call Centre

Preparatory Activities

» Creation of database (of households
and operators)

» Design of call centre platform

« Conduction pilot tests

» Training of emptiers

* Physical Establishment of Call Centre

* Recruitment and Training of call centre
staff

 Fitting of GPS on vehicles

« Communication campaign with
households
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Call Centre

« HH contact call centre, the centre transmits the request to trucks, trucks bid for the
job, computer allocated the jobs

* Follow up call from call centre for customer satisfaction
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Guarantee Fund o_ssgeuns ©3)

Context

« Majority of truck operators own only one truck, trucks are old
Aim

» Provide access to credit for truck operators

Innovation

Creation of guarantee fund (25 % ONAS, 75% bank) — risk sharing
by guarantee fund, bank and beneficiary

Guarantee Fund used in case of failure of recovery
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Guarantee Fund 2 _ssyeauns 18

Process

Development of specifications for credit institutions

Competitive bidding of institutions

Selection of best proposal

Signing of agreement, and provision of funds in bank as term deposit
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Guarantee Fund

Loan Detalls

« Annual percentage rate less or equal to
12% (including 1% surcharge for
Insurance)

« 40K USD (INR 26 lakhs) for trucks,
10K USD (INR 6.5 lakhs) for spare
parts

« 60 month credit period with 6 month
grace-period, 24 month credit period,
no grace-period

Loan Selection through Steering
Committee
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Need for frequent cleaning by
households, was the key entry point for
regulated development of mechanical
de-sludging

Key Reflections from Dakar
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Call centre used for consolidating supply

and demand side players into a cogent
market

Reduction in cost to household
targetted — mechanical emptying prices
to reduce by competition compared to
manual emptying — to what extent?

Guarantee Fund useful if commercial
finance was not available for de-
sludging emptiers
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