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PAST BUSINESS 

 

 

 

“My name is LEANG Kry. Since 1999, I have been running a small store selling particularly latrine 

elements and other construction materials. Previously, I thought the latrine business could only be a 

side-business and that I couldn’t make much profit for my family due to several reasons.  

 

First, the profit I was making per latrine was 10-30 USD per latrine sold and installed (cement ring, 
pan, and cover). I was selling about 1 latrine per week so I could earn approximately 40-80 USD a 

month out of this business. Second, in my town people save and then spend 200-300 USD to get a 

latrine installed because they want it to be a brick-wall shelter and it takes a lot of time and budget. I 
had to go to the place and spend several days there to build the latrine, but I was selling only a few of 

them.  

 
The old model of pour flush requires digging to 1.50m depth. In my region, Takeo, the bed rock is 

very shallow, which make it difficult for people to dig the bed rock in order to install the latrine. 

Many people told me that they can afford a latrine but they cannot find place for it. Digging is very 
hard here. 

 

Finally, I never thought of doing marketing or advertising on the latrine. And I found people did not 
always really know about sanitation and hygiene practice. They thought there is no need for latrine 

because they can defecate wherever.” 

NEW BUSINESS 

 
“With new latrine design and marketing method I am not anymore relying on people to come, I’m 

going to them. Before I was selling few latrines with big profit, now I take little profit per latrine but I 

sell a lot of them, the benefit is now much higher for me and my family. 
 

On the production matter, I see the improvement of production speed. With only one inside mold and 

two outside molds, I can production 10 cement rings/day, compared to 6 cement rings/day before. 
The box system allows the people to build latrine themselves, I’m spending my time for production 

rather than installation. The design and the price and the promotion made my business jump up to 30-

60 latrines a month. Now, I can earn about 200-400 USD a month.  
 

I realize that good design of latrine and good site management alone did not make latrine sold a lot. 

Without good marketing and promotion method, people do not know about our product.  
 

Learning from door-to-door marketing way, I find it helpful in many ways. I can sell not only latrine 

but also construction material. In addition, I can build my reputation and spread the information on 
latrine, thus sanitation and health.” 
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