TITLE: THE PHASING OF COMMUNITY-LED TOTAL SANITATION (CLTS) AND SANITATION MARKETING (Sanmark) IN UGANDA.

EXPERIENCE: Community Led Total Sanitation (CLTS) and Sanitation Marketing (Sanmark) are complementary.  CLTS creates the demand for latrines while Sanmark supplies the skills and materials for upgrading latrine construction.  Between 2008 and 2010 Plan Uganda piloted and developed guidelines for Sanmark.  In Tororo we learnt that CLTS made it easier for masons to sell latrines during the post-triggering phase.  However, this interfered with and delayed attaining ODF as people opted not to use locally available materials but to save for more durable latrines constructed by the masons.   So when we introduced CLTS and Sanmark in Luweero, we phased the Sanmark component in after ODF had been achieved.  We hope this will bring better results.
WHAT TO DO FOR SANMARK (based on Uganda experience)
1. Judge appropriate timing in relation to triggering and post-triggering follow-up.  This includes   how long it will take between triggering and achieving ODF, anticipating that Sanmark interventions will be in the post-ODF phase

2. Conduct a baseline survey on the hygiene and sanitation profiles of communities, their knowledge, attitudes, latrine coverage, access and use, disease burden, etc, and a formative   survey on the demand side to find out needs and desires, and social and economic characteristics, of the target communities.  This can help ascertain appropriate latrine options, designs and products, suppliers of materials, builders, and pit diggers.
3. Trigger CLTS in the target communities and conduct post triggering follow up.

4. Assemble a Sanmark team and identify and mobilize potential facilitators / trainers and conduct capacity building activities; mobilize / sensitize various stakeholders for buy-in and support. Engage a skilled engineer with a good sense of appropriate technology to analyse/ assess options in terms of design, technology, viability, affordability, environmental factors and durability. 
5. Design a communication and latrine promotional plan.

6. Conduct hands on training for masons on identified latrine options and products and marketing skills.  Mobilize and train other members of the supply chain as a core promotional team including construction material retailers and financial service providers.

7. Develop IEC materials on different shapes, designs, products and place in communities, and leave these with masons. 
8. Once villages are ODF, link masons and core promotional teams to start marketing, and selling and constructing latrines.  During post-ODF review meetings, inform communities of the skills and services available 
9. Support mason groups, monitor the quality of construction, and monitor progress alongside other post-ODF activities.  
MAJOR TIPS:  
1. Start the Sanmark process early enough as it takes time but not too early
2. Masons should only start selling latrines to communities after they are ODF as prior to that they would distort and slow the natural CLTS processes and delay ODF attainment.
For more information: Nabalema Carolyne: Carol.nabalema@plan-international.org 

Details on sanitation marketing process documents: www.hip.watsan.net.
