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E xecu tive summary

e The study aims at assessing the market potential of water
purifier for the Bottom of Pyramid market

e A quantitative sample survey was conducted among the
consumers as well as the retailers in the north Indian towns (with
< 50,000 population) from the states of Uttar Pradesh, Punjab
and Haryana

e Apart from interviewing the consumers and the dealers, the study
analyzed the purifier market and also analyzed the scope of
nanotechnology for water purification

e Secondary information reveals that the BoP market is pegged at
about $1.2 trillion in PPP (purchasing power parity) terms making
more than 84% of the total national household market in India

e Two-third of the purifier market is UV based indicating that the
low-ost, non-electric nanotechnology based purifier not quite
reaching out to the BoP in the market

e AquaSure (Eureka Forbes), Pureit (HUL), Swach (Tata) and Kent
(UF based) are the major brands in the non-electric & storage
water purifiers mostly thriving in the BoP market

e The consumer research revealed:

0 Households in UP primarily depend on community hand
pump, while households in Punjab & Haryana depended
more on tap water

o0 Supply of water was generally reportedto be adequate

0 The average daily consumption of drinking water is close to
20 liters for a family of about 6

o Gauging quality of water (purity) was related to visibly
clean water (not muddy, nofoul smell)

o Though it is difficult for them to gauge the purity of water
but they are quite concerned about the purity of the water

o They were aware of the fact tha impure water can cause
diseases

o0 There has been episodes of water borne diseases in the
study states, more so in Uttar Pradesh and the average
spending on each episode was close to Rs.3000/-

o0 Awareness about the methods of purification of water was
largely restricted to ‘boiling of water’
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Awareness about non-electric purifier was highest among
the different types of purifiers

Pureit (HUL) was the most popular brands followed by Kent
& Tata Swach

Usership of purifier is closeto 6%

Maintenance of purifier was more impulsive than planned
Users of purifiers were generally satisfied with the services
and cost of mantenance was between Rs.350-800/-
depending on thetype of purifier

About onethird of the non-users of purifiers have
expressed their desire to own a purifiermore than hdf
wants to buy a non-electricpurifier

Interestingly, the findings show a general apathy of
the slum dwellers towards the issues of purifying
water across the different variables/states

Ready to pay between Rs.447/- to Rs.573/-

Replacement guarantee is desirable

Ovwerall estimated market size is about 13% of the totd
market

The research amongthe retailers revealed:

(0]

(0]

(0]

Most retailers were found to stock non-electric purifier than
the other type of purifiers indicating a higher demand for
non-electric purifier

Most retailers have shown interest in selling low-cost
purifier based on nanotechnology

The onus of after-sale service is not on the retailers

The study highlights researchers conducted across the globe on
nanotechnology, especially related to purification of water

The study also outlines attempts by different corporate giant in
reaching the BoP market. Attempts ranging from formation of
SHGs, practicing microfinancing etc. are detailed in the report

*k kkk * kkkk * *k k%
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1.0 Introduction

Today, in India, around 500,000 children under five years of age die
each year due to waterborne diseases like diarrhoea; 75 per cent of
India’s rural population does not have access to safe drinking water
and over 80 per cent of diseases and 33 per cent of deaths are caused
primarily due to unsafe drinking w ater. 1

Beyond the rural population, it is estimated that around 80% of urban
dwellers do not purify tap water. Many of them are from the lower
income strata and cannot afford UV or reverse osmosis water
purification systems. They are the potential buyers of economical but
effective chemical purifiers. Eureka Forbes, Hindustan Unilever and
Tata are trying to aggressively tap this market of affordable and
effective chemical purifiers.2

Chemica based purifiers, Aquasure and P ureit, together account for
20% of water purifiers sold. Both are becoming increasingly popular
because they are effective and affordable. The two brands are reported
to be growing at 100 percent per annum. Also, they do not run on
electricity and are idea for locations where power supply is
unpredictable. Neither do they demand continuous water supply.
Power andw ater are still scarce even in urban India. 3

Recently T ata Chemicals has unveiled two new variants of its low cost
water purifier, Swach aimed at providing safe drinking water to every
Indian household. Swach Smart and Swach Smart Magic are priced at
INR749 and INR499. They clam that using the power of
Nanotechnology combined with natural ingredients; it delivers safe
drinking water at a benchmark price of Re.1 per day for a family of
five. Tata Swach is a household water purifier and requires no
electricity or running water to operate.4

2.0 The BoP Market

According to C.K. Prahalad, "If we stop thinking of the poor as victims
or as a burden and start recognizing them as resilient and creative
entrepreneurs and value-conscious consumers, a w hole newv world of
opportunity will open up". There are huge potential profits to ke made
from serving approximately 4 billion people -an economic opportunity
he values globally at $13 trillion a year.>

LIEWY News: www.i ewy.com

2 of. www waterpurifiers.in

o www waterpurifi ers.in

# Tata Swach water purifier priced at Rs.749: Business Editor. Tuesday, Decerrber 8, 2009

® Prahdad, C K (2005): The Fortune at the Bottom of thePyramid: Eradi cating poverty through profits
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Fig. 1: The World Economic Pyramidé

The term ‘bottom of the pyramid was coined by management guru CK
Prahalad to descrilbe the poor and the underserved section of the
market. The BOP market in India, about $1.205 trillion, in purchasing
power parity terms, makes up 84.8% of the total $1.42-trillion
national household market. 7

The base of the economic pyramid (BOP) in India representing the
masses is an over $1.2-trillion market, making up the higgest chunk
of the global $5-trillion BOP market excluding China, says a study by
IFC and World Resources Institute (WRI).8

In India, BOP accounts for 88.1% of the total national household
expenditure on food, 87.2% of energy expenditure, 85.3% of heal th
spend, 78.8% of household goods expenditure and 52.6% of the
country’s spend on information and communication technology.

Of the global BOP market, Asia makes up the biggest chunk with a
$3.47 trillion market, followed by Latin America ($509 hillion), Eastem
Europe ($458 billion) and Africa ($429-billion).

Sector-wise, food is the biggest BOP market ($2.8-trillion), followed by
energy ($433 billion), housing ($332-billion), transportation ($179
billion), health ($158-billion), ICT ($51-billion) and w ater ($20 billion).
Compared to the BOP, the mid-market segment-those with incomes
between $3,000 and $20,000- represents a $12.5 trillion market
globally.

The dally wage labourers, hawkers, farmers, rickshaw pullers,
vegetable vendors and several others fall into this category.

® Prahaad, C K (2005): The Fortune at the Bottom of thePyramid: Eradicating poverty through profits
" Prahdad, C K (2005): The Fortune at the Bottom of thePyramid: Eradi cating poverty through profits
® Bottom ofPyramid market stands at $1.2 trillion. Economic Times of India. April 28,2007
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The MNCs need to thoroughly re-engineer their products/services and
the marketing strategies to enter into this market, to reflect the very
different economics of BOP: small unit packages, low margin per unit,
high volume. The same strategies used in catering the premium
segment will not fit into this segment. Innovations could improve the
lives of millions of people and could greatly expand commerce in India
as well at global level.

In the Article Innovation Sandbox, C K Prahalad (2006) says the
process for designing breakthrough innovations starts with the
identification of the following four conditions — al of which are
difficult to realize, even w hen taken one at a time:?®

The innovation must achieve a significant price reduction — at
least 90 percent off the cost of a comparable product or service in
the West.

The innovation must be scalable: It must be able to be produced,
marketed, and used in many locales and circumstances.

The innovation must be affordable at the bottom of the economic
pyramid, reaching people with the lowest levels of income in any
given society.

The innovation must result in a product or service of world-class
quality.

3.0 The Indian Water Purifier Mar ket

It is estimated that roughly two thirds of the existing water
purificaion market belongs to UV water purifiers and one third is
shared between reverse osmosis purification systems and chemica
purifiers. In the UV purifier segment, Eureka Forbes’ Aquaguard is the
clear market leader with approximately 68% market share. Other
brands include Philips’ Intelligent Water P urifier and Kent's UV
purifier. The UV purifier market is estimated to be growing at a lower
rate than the chemical based segment.

Reverse osmosis purifiers, which are rather expensive and not the
preferred option in many areas, have a smaller share of the market
when compared with UV purifiers and chemical based systems. In the
reverse osmosis segment, Eureka Forbes is again the major player
with 60% share. A major portion of the remaining 40% belongs to Kent
reverse osmosis Systems. 10

% prahalad, C K (2006): “Innovation Sandbox”, Strategy + Business, issue44
The water puri fier mark et today: www .wat erpuri f ers.in
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Below are the major brands and the models availabe in the Indian
market in the non-electric segment.11

Brand/model [ MRP (Rs.)| Features

Eureka Forbes:

Positive Change Technology: 100%
chemical free purification

AquaSure 3PCTi| 2290/- | Natural shut off

Double storage; total storage of 20 lit

No bacteria, novirus, no cyst

No boiling, no electricity, no running
water

18 liter capacity

AquaSure Xrta| 1390/- [ Nobacteria, no virus, no cyst

No boiling, no electricity, no running
water

Hindustan Unilever Limited:

Unique Activated Carbon Filter (removes remaining dirt,
harmful parasites & even pesticide impurities)

General | Unique Germkill Processor (it uses programmed chlorine
features: | release technology to remove harmful viruses & bacteria)

Unique Polisher (removes cholrine & other contaminants to
make water clean, odorless & good taste)

No boiling, no electricity, no running water

Pureit Compact| 1000/- | Capecity of 14 liters and purified
storage of 5 liters

Pureit Classic| 2000/- | Capecity of 23 liters and purified
storage of 9 liters

Can aso be connected to kitchen tap

Has advanced sensor which
Pureit Autofill | 3200/- | automatically turns off the water
when itis full

Capeacity of 23 liters and purified
storage of 9 liters

Pureit Marvell 6900/ - Has automatic turn off system

End of life indicator

Y collaed fromco mpany catalogues & handouts

.
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Brand/model12 | MRP (Rs.)] Features

Tata Chemica Ltd.

Holding capacity of 15 liters

Tata Swach Smart 749/- Uses nanotechnology

Replaceabl e cartridges

The bulbhas alife of 3000 liters
Tata Swach Smart Can be fitted with existing storage
Magic 499/- vessels

The bulbhas alife of 3000 liters

Kent Health Care Products

UF Gravity Water Purifiers Non-electric online Ultra Filtration
(Kent Smart, Kent Gold, Kent N o bacteria, no virus

Gold Optima, Kent Gold Cool & | Fully automatic operation

Kent Crystal) Storage tank of 7 liters

4.0 Need for the study

The Department for International Development (DFID) leads the UK
Government’s fight against global poverty. To take this agenda forward
DFID is engaging in a research programme on new and emerging
technologies with the potential of reaching the poorest. In this regard,
the Development Alternatives Group seeks to identify significant
Nanotechnologies for providing clean drinking water reaching the
underprivileged in India and what is their market possi bility.

Hence a systematic research is envisaged in order to assess the
current market scenario and conduct a ‘market potential study for
the proposed product category, viz. low cost water purifier aimed at

the Bottom of Pyramid (BoP) market
5.0 Objectives of the study

The major objective of the study is to assess market viability of a low
cost water purifier aimed at the Bottom of Pyramid market.

12 collated fromco mpany catalogues & handouts

.
GRASP Arnalytique Private Limited
D-15, LGF, KailashColony, New Delhi-110048
Ph: +91-011-29233326;2924 426 ; Web: www.graspanalytique.com et




Project Jal: Report PAGE10

More specifically, the study will aim at understanding the current
market scenario:

i. Among the target audience (consumers):

a. Perception about safe potable water-what is considered as safe
potable water? How water can be made potable?

b. Current practice-what is the source of water for drinking? How
safe/ potable do they feel is the avail able w ater?

c. Purifying water for drinking- Do they do anything to ensure
that the water is potable? What do they do?

d. Perception & usage of purifier-awareness about the different
types of purifier? Desire and latent need for purchasing water
purifier? What is the perceived cost that they can spend on a
water purifier?

e. Perceived benefits of aw ater purifier

f. Perceived value for money of a water purifier

ii. Among trade (dealers & retailers selling water purifiers):
a Current scenario of low cost water purifiers that works on
nanotechnology including:
i. The market size and reach of the Bottom of Pyramid
market
ii. The price points of different available brands
iii. The service delivery route to reach to the Bottom of
Pyramid market

6.0 Methodology of the study

A quantitative sample survey was conducted among the target
audience. The data was collected using a semi-structured
questionnaire. The gquestionnaire was developed in consultation with
the client. The semi-structured questionnaire contained both pre-
coded questions and few open-ended questions. The collected data
was entered in dBase and anayzed in SPSS.

Target audience:

The study was conducted among:

1. Consumers (potential consumers) from the Bottom of Pyramid
market-semi-urban and adjacent rural areas

2. Dealers/retailers (current & future dealers/retailers of low cost
water purifiers)

-
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Sampling frame:

The study was conducted in the northern part of India. The study
captured the ‘Bottom of Pyramid’ market areas for the study. The
study was conducted in the states of Uttar Pradesh, Punjab &

Haryana.

The following justifications were adopted while designing the sampling
frame and arriving at the sample:

e The Bottom of Pyramid market needs to be covered

e Hence, the towns in the study states are arranged with respect
to their popul ation

e Proportionate population is taken for the study

Uttar Pradesh Punjab Haryana

No. of % to No. of % to No. of %to

towns tot towns tot towns tot Total
Less than 10,000 144 20.5 ) 223 17 16.0 196
10,000-20,000 266 37.9 54 34.4 36 A#.0 356
20,000-50,000 184 26.2 5 22.3 26 24.5 245
50,000-1 00,000 57 8.1 2 127 7 6.6 84
More than 100, 000 51 7.3 13 8.3 20 18.9 84
Proportion of
towns <50,000 594 84.6 124 79.0 79 74.5 797
Total 702 72.7 157 16.3 106 1.0 %65
Total population 3,3,47,824 | 70.2 | 81,04,981 17.1 | 60,30,454 12.7 | 4,73,83,259

*Census 2001

The population is being divided into different class intervals. The area
for the Bottom of Pyramid market has been taken for the towns with
population below 50,000 (consisting of about 83% of the tota
universe).

Sample size:
The sampling base is based on the above mentioned population table

aimed at the Bottom of Pyramid market. The sampling frame is
explained with the proportionate sample size for the study:

Uttar Pradesh Punjab Haryana
No.of | %to | No.of [ %to | No.of | %to | Totd
towns tot towns tot town s tot
Less than 10,000 144 24.2 35 28.2 17 21.5 196
10,000-20,000 266 44.8 54 435 K9 45.6 356
20,000-50,000 184 310 35 28.2 2 32.9 245
Total 594 100.0 124 100.0 9 100.0 | 797
Proposed sample of
towns 8 57.1 3 214 3 21.4 14
GRASP Arnalytique Private Limited
D-15, LGF, KailashColony, New Delhi-110048
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Proposed sample of consumers

Urban sample

spread 20 pertown

Urban slum sample 80 57.1 30 214 30 214 140
Urban genrerad

sample 80 57.1 30 214 30 214 140
Total urban sample 160 57.1 60 214 60 214 280
Rural sample

spread 20 per adjacent villages of the selected towns

Rural sample 160 57.1 60 214 60 214 280
Total 240 57.1 90 214 90 214 420
Proposed sampleoftrade

Dealers/retailers per

town 10 10 10 0

Total 80 57.1 30 214 30 214 140
Grand total 320 57.1 120 214 120 214 560

Hence in all, the market potential study was conducted among:

1. 420 consumers, and
2. 140 deaders/retailers

Apart
expert

from the abowve, depth interviews were conducted among a few
s in the industry. The aim was to understand the efficacy of

nanotechnology. The following experts w ere interview ed:

7.0

Consultants working in the field of safe drinking water’

Experts from the industry such as technical professionals
working in R&D

Findings of the study

The findings are presented in the following sections:

oW

Consumer insight

Retailer’s feedback

Perception of experts about providing ‘safe drinking water’

An overview of ‘best practices in providing products and
services to rural population in India

GRASP Arnalytique Private Limited
D-15, LGF, KailashColony, New Delhi-110048
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A. Consumer insight

As mentioned in the methodology, the study was conducted among
the follow ing three target segments:

i. Urban: among slum dwellers and general population, and
ii. Rura population

The findings have been collated for all the states (UP, Haryana &
Punjab) and are presented on the basis of the place of residence
(general, slum & rural). The tables are attached in the annexure for
reference.

i. Demographicprofile

Within the BoP market, the research shows that primary family
income was highest the urban general population followed by the
rural populaton and the slum population. Hence the research
indicates that the disposable income will also be perhaps highest
among the genera urban population, followed by the rural population
and the slums.

ii. Awareness & perception about drinking w ater

Most of the households in Uttar Pradesh are dependent on community
hand pumps for water source while most of the households in
Haryana and Punjabhave had tap water connected to their houses. In
UP, the source is primarily community hand pumps in the slum and
rural areas and tap water in the other urban areas. In both Haryana &
Punjab, in most of the households cutting across the place of
residence the source is tap w ater.

!

Al

. TY 1T | o —

Do el | SOMmUY H'I"::'"ﬂ"'" Comanunity "_E:::" Communty|  Own | Community

el house MEMABUmB| L0 tpwater | tubswell | tubswell
u L 16 .4 kR4 118 186 4T 0.0 [aX:]
u Punjiy 0.0 oG 108 175 557 150 0.0 o
Haryana 0.0 158 100 TS 550 aF o 0
= All 0.9 X T8 2.1 i T 0.t oy

Fig.1: Source of drinking water
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Respondents have said that they get adequate supply of water in their
localities. The level of adequacy is highest in Punjab followed by
Haryana and Uttar Pradesh. The supply is generally for about 20
minutes in UP and about 12 hours in Haryana and Punjab in day.
The daily consumption of drinking water is close to about 20 liters for
a family of 5.6 members. Most pay for their water consumptions in
urban Haryana than in Punjab and Uttar Pradesh.

10
75
[ o 50
25
1]
Gl Shim st al Al
H Completely adequate 75.0 B21 B7.S 830
B Somewhat adequate 231 171 11.8 157
L ol all sdeguasle 20 0.7 m 1.3

Fig . 2: Adequacy of'supply of dri nki ng water

The respondents reported that itis difficult for them to gauge whether
the water is clean. There are only visible perceived indications such
‘muddy w ater’, foul smell’and the ‘taste’ of water is repulsive.

80 7L4 ® When the color of
B35 water looks clean
B0 and not muddy
= When the water s
frea from germs
|
% 40 .0
L.
B When there is no
20 2.1 foul smell in the
waber
0 When the taste of
Ganaral Slum Rural All water s unusual
Type of resldence [all stapes)

Fig. 3: Gauging cleanwater

About one-third of the respondents interviewed have expressed
extreme concern about the cleanliness of the w ater that they and their
family members drink. The general population as well as the rural
respondents have expressed extreme concern’ while the slum dwellers
are almost equally divided between leing ‘extremely concerned’ and
‘not at all concerned'.

L]
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Fig4: Concem about cleanwater

All interviewed during the survey said the impure w ater causes major
diseases such as cholera, jaundice, diarrhea and other digestive
problems. The incidence has been reported to be highest among the
rural respondents followed by slum dwellers & the genera popul ation.
On an average Rs.3000/ - has been spend on each episode.

100 i
General Rural All
= Suffered water borne d|HlH=ﬂ' 154 18.56 FER 207
® Didd not suMfer any diseass 83.6 Bl4 76.1 703

Fg. 5: Suffered water borne disease

Current practice

The overall level of satisfaction was found out to be about 46%. The
level of satisfaction was highest among the slum dwellers followed by
general population and the rura respondents. Almost an equa
proportion from the general and rural respondents has said that they
are ‘not at all satisfied’.

GRASP Aralytique Private Limi ted
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Fig. 6: Level of satisfacti on of drinking water

Awareness about ‘boiling water’ as one of the methods of purification
was found out to ke amost universal. Among the different types of
purifiers, awareness about non-electric purifier was highest.
Interestingly, aw areness about the different water purifiers was higher
among the rural respondents than among the slum dwellers.

100

%fllllluhhhh
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= miral = e Y e 'i_m 243 .8 Ha A azs
ma M Bl na M4 | o e NE | K1 | W

Fig'.7f Awareness about methods of burif'ica-tion

n

Awareness about any brand was highest among the general (urban)
respondents while about two-third of rural respondents were not

aware any brand of purifier. Interestingly, the brand awareness w as
low est among the slum dwellers.

% A0 |
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Fig .8: Awareness about different brands of water purifier
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Usership of purifier is very low (little over 6%) among the Bottom of
Pyramid population. The user-ship of non-electric purifier among the
users is the highest among the different types of water purifiers. This
was followved by UV purifiers, filter with silicon candle and RO purifier.

%

| Fliter with silicon canble m Y Purlfier
| RO purifier m Hon-eleciric purifier

Fig. 9: User-shi p of water purifier

The usage with respect to the place of residence indicates that the
usage is highest for the general population. The usage in the genera
population is highest for non-electric purifiers followed by UV purifier,
RO purifiers and filters with silicon candle. Interestingly, usage of
water purifier is higher among the rural households than their
counterparts in slums, though the overall usage is very low.

8
7
L]
5
H ‘
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: J
1 | B |
a - - J—I— e
Gt ral Sharm Rural Al
= Filter with silicon anble 1.4 oLr 4 o.F
WU Purifesr 5.0 o.rF 14 1
= RO purifier 2.1 oo 0.4 o7
i Mon-sksciric purfier s | o.7rF 1.B z9

Hg.10:User-ship of water purifier by dace of residence

On the question of maintenance of water purifiers, those who owned
one have said that the representatives from the concerned company
mostly ask them for a quarterly maintenance cycle.

L]
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On the question of the level of satisfaction, most of the respondents
who were using purifiers were generally satisfied with their purifiers.
The episode of breakdown of purifier has been low and the
maintenan ce schedule is roughly within around 4-5 months in a year.

How ever, generally speaking the respondents (especially in the rura
areas) found the retailers slightly apathetic once they have been able
to sell the purifier and it is the system of AMC which works by paying
an annual fees ranging from Rs.350-800/- which is paid up-front.

iv. Awareness & need of water purifier

Need for a water purifier was mainly felt by the general population
closely followed by the rural households. The slum dwellers however
did not feel the need as strongly. More than one-third of the slum

dwellers did not the feel the need for aw ater purifier.
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Fig. 11: Felt need for a purifier

Most of the respondents not wanting to buy a purifier have said that
they thought ‘it would be very expensive’. Others thought they ‘don’t
need one’ while others didn't know about it.
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Hg.12: Barmiers far wanting to buy purifier

L]
GRASP Analytique Private Limited
D-15, LGF, KailashColony, New Delhi-110048
Ph: +91-011-29233326; 29244426 ; Web: www.graspanaly tique.com eroyr



Project Jal: Report PAGE19

Close to one-third of the general population followed closely by the
rural households said that they will definitely buy a water purifier.
About 23% of the slum dwellers have also said that they will definitely
buy awater purifier.

m General
| Slum
H Rural

Fig. 13: Proportion saying ‘will definitely buy’

Those who have expressed desire to buy a water purifier, more than
half have expressed to buy a purifier that would not require electricity,
will have low maintenance and have storage facility. A small
proportion has expressed desire for using purifier on sharing basis.
Most of such respondents belong to slums or are from the rural areas.
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Fig. 14: Preferred featured of the water purifier

On an average, respondents from Punjab were reportedly prepared to
pay about Rs.573/-for a purifier, while their counterparts in Haryana
were ready to pay about Rs.533/- and those in Uttar Pradesh were
ready to pay about Rs.447/ - for a water purifier.
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Purchase potential:

e 305 out of 560 were not satisfied with the water that they drink
(54%)

e 140 outof 305 strongly felt the need of a purifier (25%)

e 71 out of 140 said they wiill definitely buy a purifier (13%)

Replacement guarantee is the main incentive that most of the
respondents have said will attract them. Exchange offer and AMC
were also mentioned by a few.
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Fg.15: Perceived after sale service
B. Feedback from the R etailers

In each of the study states, the following two segments of retailers
were interviewed:

e Retailers selling branded water purifiers
e Retailers selling products related to kitchen products categories

The following sections outline the findings of the study among the
retailers.

Insight from retailers selling water purifier

Most of the shops selling water purifiers were selling non-lectric
purifiers. The proportion is highest in Uttar Pradesh, followed by
Punjab & Haryana. This was followed by alarge proportion of retailers
selling UV and RO purifiers. Purifiers with silicon candles and tap
attachment were not found to ke very popular in the study area. The
average sale of non-electric purifier is also highest.
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Fg.16: Proportion of Types of purifiers stocked at the outlets

The footfall is skewed towards non-electric purifiers than the other
types. The average sale per month has been found to ke highest for
non-electric purifier (about 16 per month). Most of the retailers have
shown interest in selling a low-cost purifier based on nanotechnol ogy.
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Fig.17: Average sale per month (number)

Non-electric with storage facility and low maintenance cost are the
most important attribute consumers’ desire from aw ater purifier.
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Hg.18: I mportant attri butes
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Most of the retailers have interest in selling nanotechnology based &
low cost water purifier. It was mainly welcomed by the retailers from
Uttar Pradesh and Punjab. Retailers from Haryana did not show much
interestin this regard.
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Fig. 19: Intention tosdl
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Retailers perceived ‘attractive schemes for the dealers and consumers’

the major incentives for the retailers for pushing the product.
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Fig. 20: support required

The retailers have perceived families from middle class and from the
rural areas as being the major target audience. Good consumer
scheme & better margin were the major triggers for the retailers for
pushing the product

ii. Roleof retailers

The role of the retailer appears to be not quite relevant and proactive
as far as after sale service is concerned. The retailers themselves
maintained that they seldom provide after-sale service to the

customers.
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A few of the verbatim shows this:

e Nobody provides after-sale service to the customers

e We only provide replacement opportunity

e We don't provide Annua Maintenance Contract

e We replace old purifier by giving them back to the distributors

e We sell the body of old purifiers to scrap dealers

e We sell the steel body of an old candle filter

e We do not provide any after-sale service, men from the company
visit the customer and provide the desired service

C. Perception of experts about safe drinking w ater

Experts say that nanotechnology could be the answer to ensuring a
safe supply of drinking water for regions of the world stricken by
periodic drought or where water contamination is rife. Writing in the
International Journal of Nuclear Desalination, researchers in India
explain how carbon nanotubes could replace conventiona materials in
water-purification systems.

S. Kar, R.C. Bindal, S. Prabhakar, P.K. Tewari, K. Dasgupta, and
D. Sathiyamoorthy of the Bhabha Atomic Research Centre (BARC)13
in Mumbai, India, explain how new w ater purification technologies are
constantly being investigated but to be viable in the devel oping world
these have to be relatively simple and inexpensive to install, operate,
and maintain.

They have turmed to nanostructured, the carbon nanotubes, hollow
carbon fibers less than a hillionth the thickness of a human hair. The
unigque chemical properties of carbon nanotubes mean that only very
small molecules, such as water molecules can pass aong their
interiors, whereas viruses, bacteria, toxic meta ions, and large
noxious organic molecules cannot.

Mr. PT Gurnani, a former Chief of Engineers in UP Jal Board says
that researchers have identified a signature for water inside single-
walled carbon nanotubes, helping them understand how water is
structured and how it moves within these tiny channels. This is the
first time researchers were able to get a snapshot of the water inside
the carbon nanotubes.

Single-walled carbon nanotubes (SWCNTSs) offer the potential to act as
a unique nandfiltration system. While experiments have demonstrated
extremely fast flow in these channels, it is still unclear why, and few
studies have experimentally probed the detailed structure and
movement of the water within nanotubes.

13 ink: www .sden ced aily.com/release; postedon September 16,2008
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Dr. S Mukherjee, an environment scientist working in the field of
water & sanitation cites the case of Lawrence Livermore scientists
Jason Holt, Julie Herberg, and University of North Carolina’s, Yue Wu
and colleagues. He described an article appearing in the July edition
of Nanoletters, wherein they used atechnique called Nuclear Magnetic
Resonance (NMR) to get a glimpse of the water confined inside one-
nanometer diameter SWCNTSs.

Further review of secondary literature outlines the different research
studies being conducted across the globe. The following outlines a
brief of the same.

Nandfiltration (NF) membrane technology is widely applied for removal
of dissolved salts (i.e., desalination) from salty (i.e., brackish) water,
removal of micro pollutants (e.g., arsenic and cadmium), water
softening (i.e., removal of cacium and magnesium ions), and
wastew ater treatment. RO membranes are aso used for the
desalination of brackish water, ocean, and seawater. RO and NF water
treatment plants typically consist of two types of treatment stages in
series. These are the pre-treatment and membrane systems. The pre-
treatment system removes particulate matter, in particular,
suspended solids. The membrane removes some soluble substances
and minute substances that were not rejected by the pre-treatment
system. RO treatment plants reject all soluble and minutely insoluble
substances but water.

There are four pressure-driven membrane processes. These are
micrdfiltration (MF), ultrafiltration UF), nanofiltration (NF), and
reverse osmosis (RO).These processes may be distinguished by pore
size, transport mechanism, applied pressure, and range of
applications. The pore sizes for MF, UF, NF, and RO are respectively
0.0510 pm, 1 - 100 nm, < 2nm, and < 2 nm. The pore sizes decrease
from MF to RO membranes. The pore sizes correspond to the size of
molecules that are retained by the membrane. NF and RO membranes
are the most widely used membrane processes in water treatment MF
and UF membranes are generaly used in pre-treatment. The main
advantages of the membrane process for water treatment is that it
does not require chemicals, requires relatively low energy, and is easy
to operate and maintain.14

' Mulder, op. cit; and J. L. Moitsheki, “Evaluation of the Performance of

Nanofiltration Membranes in Detrimental lon Rejection and To Monitor Fouling and

Membranes with Their Subsequent Chemical Cleaning,” mastrs thesis,
Potchefstroom University, Potchefstroom, South Africa, 2003; and A Sonure and R
Ghate,“Develogpments in Wastewater Treatment Methods,” Desalnation,Vol. 167,

2004, pp.55-63
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NF membranes, on the contrary, selectively reject substances. The
characteristic selectivity of NF has advantages in comparison to RO
because it enables the retention of nutrients present in water that are
required for the normal functioning of the body. For example, calcium
ions are necessary for the healthy development of bones. 1>

Researchers are using nanomaterials (e.g., carbon nanotubes,
alumina fibers) to build structures that have controlled shapes,
density, and dimensions for specific filraion applications. For
instance, researchers have dewveloped and tested cylindrica
membranes with pores tiny enough to filter out the smallest
organisms.

Other source materials for nanofilters include zeolites, attapulgite
clays, and nanoporous polymers. Zeolites, attapulgite clays, and
polymers have been used for many years to purify water. Recent
improvements in scientists’ ahility to see and manipulate on the
nanoscale allow for greater precision in designing these materials, for
instance, allowing much greater control over pore size of membranes

Desalination is the removal of dissolved salts from raw or untreated
water by either therma or membrane processes. A thermal process
uses heat to evaporate w ater, w hich is then collected by condensation.
In a membrane process, pressure is applied to force the raw water
through a membrane that retains the dissolved salts.

Reverse osmosis (RO) membranes can retain all the salt, whereas
other membrane processes, such as nandfiltration (NF), selectively
retain some salts. Desalination is carried out for various reasons,
including limited freshwater, increasing demand, global warming,
regulation, cost effectiveness, and politics.

Below are afew of the researches:

Organization Country Type of technology

Rensselaear Polytechnic USA Devised a simple method to produce
Institutel6 carbon nanotube filters that
efficiently remowe micro-to-nano
scale contaminants from water

Banaras Hindu India Devised a simple method to produce
Universityl’ carbon nanotube  filters that
efficiently remowe micro-to-nano
scale contaminants from water

B Filtration Industry Andyst, op. cit.; and Mulder, op. cit; and Moitsheki, op. cit

16| ink: www rpi.edu
Y Link: www bhu.ac.in
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Organization Country Type of technology

Argonide®® USA Developed a filter compnsing
oxidized aluminium nancfibres on a

glassfiber substrate

Solmete X9 USA Developed & manufacture heavy
metal binding resins that remowe
metals & metal complexes including
mercury, arsenic, cyanide and
cadmium from water

Filmtec Corporation?° USA Nanomembrane filtration technology

North West University, South Nanomembrane filtration technology
Potchefstroom 2! Africa

University of South Nanomembrane filtration technology
Stellen bosch22 Africa

Los Alamos National USA Developed a new class of
Laboratory23 nanoporous polymeric materials

that can be used to reduce the
concentration of common organic
contaminants in water to parts-per-

trillion level
Long Beach Water USA Reduced owerall energy requirement
Department?* of seawater desalination using a

relatively low pressure two staged
nanofiltration process

There are merits and demerits of nanomembrane technologies (e.g.
nandfiltration and reverse osmosis) over conventional filtration
technologies. The conventional sand filter does not retain some
microbes and dissolved salts (e.g., arsenate). Nanofiltration (NF) and
reverse osmosis (RO) membranes remove all multivalent ions and
bacteria The conventional carbon filter, biological sand, and biol ogical
carbon filters do not remove some bacteria and dissolved salts (e.g.
calcium).

*® Link: www argonide.com
19 ink: www sol metex.com
201 ink: www.dow .o m/liquidseps/prod/prd filmhtm

23 ink: www .lani.gov
4 Link: www wat erindustry.org/new ¥20projeds/des al-20.htm

.
GRASP Arnalytique Private Limited
D-15, LGF, KailashColony, New Delhi-110048
Ph: +91-011-29233326;2924 426 ; Web: www.graspanalytique.com et




Project Jal: Report PAG E27

D. An overview of best practices

A few of the attempts to reach out to the most distanced
underprivileged has been outline in the sections kelow. Each of these
attempts is worth being the best in its attempt to perhaps fulfill the
commercial agenda but also reaching out to the people in the BoP
market.

The trajectory of innovation in countries such as Indiais taking a
different path from the Industria Rewolution in the West
Communication technology such as television and cell phones has
leaped across to India. Bottom-of-the-pyramid thinking had created
huge markets based on $20 cell phones and $0.02 sachets of
shampoo. But microfinance and technology are ttaming up to drive
further innovation into rural markets.

The picture below shows the bullock cart carrying the $70 red
“refrigerator” called ChotuKool (Litdle Cool) designed by Indian
company Godrej & Boyce. Next to itis a bue carton containing the
battery-powered portable water-purification system called Pureit,
designed and sold by Unilver’s India unit.

Microfinance institutions such as SKS Microfinance and Basix are
enabling the purchase of such devices in rural India, where 700
million people make less than $2 per day. Often these institutions
enable women to become entrepreneurs. In the long run this will
improve nutrition, literacy, create smaller families and contain
population growth in addition to improving the lots of rura
consumers.25

25| ink: http://business.outlookindia.com : artides gpeared on January 23, 2010
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Aqua Sure is a Storage Water Purifier product produced by Eureka
Forbes, a market leader in water purifiers in India, and marketed by
Basix, a Micro finance Institution. The aim of this partnership was to
promote awareness generation about the need to consume clean
water, because the rural poor in Indialike the rich, typically strive for
status symbols rather than products which are beneficial to them,
leading to low demand for w ater purifiers. Eureka Forbes leverages on
Basix’'s network of loan officers who serve as the link between the
company and the rura populations, providing customer intelligence
while also simultaneous marketing the purifiers to the self-help
groups which it meets regularly. Sales have increased by 20% since
the partnership.26

Women are part of a self-help group created and run by Swayam
Shikshan Prayog, an NGO micrdfinance institution (MFI). Shantipriya
is Godrej’'s new retailer, one of 101 such retailers it now has in 77
villages. “With two growing kids, there is pressure on the household to
increase income. In three months, | have already sold six ChotuKools,”
she says with pride. She markets ChotuKool to her villagers, explains
its features and benefits using a flip-chart, and knocks on severa
doors every day to hard-sell it

Women like Shantipriya convinced Godrej to cut the price of
ChotuKool from Rs 3,700 to Rs 3,200. She eams Rs 150 as
commission for every ChotuKool sold. Sakhi Retail, a specialist
company promoted by Swayam Shikshan Prayog, earns another Rs
100. Godrej has junked the traditional model of aproprietary channel
with a sales force and a distributor-dealer chain. Instead, it has joined
hands with MFIs to create a new distribution ecosystem. 2/

MFIs now have access to 50 million clients. They reach these
consumers through self-help groups—a small collective of 12 or so
women members who meet regularly to pool savings, seek income-
generating loans and make repayments. Companies like Godrej are
now using MFs and self-help groups as new retailers to pry open the
bottom -of-the pyramid market. “Companies value the fact that we are
a powerful socia network,” says Prema Gopalan of the Swayam
Shikshan Prayog. The MFI also sells Hindustan Unilever water
purifiers and BP Energy India cooking stoves. It accounts for 60,000
of the 200,000 O orja stoves sold across the country by BP Energy.

?® Link: wywy jumapo rg/agausurei abasix-mfi

27 ink: www .theindiae xpert co m/rural-innovation-chotukool-w ater -puri fier-finance-and-distribution
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Incidentally, these stoves were co-created by BP Energy and villagers.
SKS Microfinance, the largest of its ilk in India, is now selling mobile
phones for Nokia and a large basket of merchandise for Metro, the
cash and carry (wholesale) chain. Spandana Sphoorty Financial, an
Andhra Pradesh-based MFI, wants to sell tractors, but manufacturers
do not want to upset the existing distribution chain.

The sprawling reach and power of self-help groups are now being
leveraged by companies to penetrate this market. “The bottom of the
pyramid is not a huge monolithic market,” says G Sunderraman, Vice-
President, Corporate Dewvelopment, Godrej & Boyce. “We have to
understand the nuances and the needs of customer segments within.”
That is why he called the 1,000 women to the Osmanabad fair. And
that is precisely why several consumer product companies are
exploring this emerging retail channel that is promising to take them
into the heart of India’s vast rural hinterland.28

A project launched by PATH in 2006 will examine whether commercial
market forces can help reduce the incidence of waterborne disease by
delivering practical and aff ordable household water treatment and
storage (HWTYS) systems to poor families.2°

Current HWTS initiatives are only reaching 7 to 8 million people
worldwide. Most projects have failed to scale up beyond a limited
geographic coverage, to bring about long-term changes in household
water man agement behavior, or to achieve financial sustainability.3031

A commercial approach may be able to help overcome some of these
challenges. Unlike non-profit programs, which rely on external grants
and subsidies, commercia ventures sell goods at prices that cover al
of their costs—making the approach inherently more sustainable. The
potential for profits also creates an incentive for more companies to
enter the HWTS market. These companies may compete for market
share by reducing prices, improving the quality of their products,
developing innovative technologies, and heavily promoting their
products. All of these strategies will tend to heighten public interest in
and sales of HWTS products. 32

22 Link: www .indiaenviron mentportal 0 rg.in

PATH website. Safe Water Fact Sheet webpage. 2007.
?Ottp://wvvvv.path.org/p ublications/pub.php?id=1437.

Clasen T. Household Water Treat ment: The Challenge of Scaling Up [P owerpoint
online]. 2006. Available at:
http : //www.iwahq. org/upload s/confe re nce_graphics /beijing2006 /works hops /who
0/ij20househo|d/Thomas% 20Clasen.pdf. Accessed July 7, 2007.

9. Harris J. Challenges tothe Commercial Viability of Pointof-Use (POU) Water
Treatment Systems in Low-Income Settings [dissertation]. Oxford University; 2005.

210. Agarwal R, Bayus BL. The market evolution and sales takeoff of product
innovations. Management Sdence 2002;48(8):1024-104 1. Avail able at:

http : //www.business. uiuc.ed u/agarwalr /Agarwal &B ay usManage mentScie nce20 02.

pdf.
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With more companies manufacturing HWTS products, it may also be
easier to scale up production and distribution, reach different
geographic areas, and serve diverse market segments. Critics,
how ever, point out that the people who need HWTS systems the most
are oft en the ones who can least afford it—making it unrealistic for
HWTS programs to go to scale without substanti al external support.

Village Financial Services Pvt Ltd.,, a Kolkata-based microfinance
company, has signed an MoU with Hindustan Unilever Ltd to promote
use of safe drinking water among the poor. The collaboration will
enable poor households to purchase HUL's Pureit water purifiers
through the VFS network. The targeted 250,000 beneficiaries will be
offered loans at zero rate of interest to buy the purifier. The loan is
repayable weekly over a period of eight months.33

One of the most talked about rural micro-enterprise project is Shakti
commissioned by Hindustan Unilever's (HUL). This rural micro-
enterprise [in India] is led by women-entrepreneurs. The project was
started in 2001 to empow er underprivileged rural women by providing
income-generating opportunities [by selling soap, shampoo and other
personal care products], health and hygiene education. The company's
next frontier has been to provide safe drinking water. Poor quality
water is a source of major disease in India Hindustan Unilever has
worked to develop Pureit, a relatively affordable home water purifier.
Following pilots in the south of India, the company is now using its
Shakti network to distribute Pureit across the country. 34

Another innovator in rural distribution-the $3.6 hillion, Calcutta
based tobacco-to-hotels conglomerate ITC-has also been trying to
build a platform that others can use. ITC plans to create a trust that
could work as an agency through which companies-both private and
public -- could market goods and services to Indian farmers. The trust
route would hopefully make other companies more willing to sign up
with their offerings. ITC has the right credentials to launch this trust.
Like Hindustan Lever's project Shakti, its eChoupa venture has been
the subject of several case studies. 3

The rural initiative of the Mumbai -based $1.3 hillion House of Godrej-
Godrej Aadhaar-plans to set up 1,000 stores across India in the next
five years. Delhi-based telecom major Bharti Airtel chairman Sunil
Mittal has tied up with Wal-Mart, which will need its supply chain.
From the Goenkas to the Gulabchands, from the Tatas to the Thapars,
every major Indian business group has plans to move into the
hinterland.36

3jSource: Hindu Business Line, July 20, 2010

Link: www .hllshakti.com; www.wash finance.wordp ress.com
35 ink: www .knowledgewh aton.up enn.edu/india
3¢ Link: www saribd.co nYdod/48156149/rural-marketing
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8.0 The Road Ahead

The study analyses the market potential of water purifier in the BoP
market. Though secondary research shows that there have been a
number of efforts from the industry and the NGO alike to penetrate
into this (BoP) market, the road is not very easy to trudge.

The research highlights:

e The size of the BoP market is unquestionably very large and is
also largely un-served

e As far as purification of water is concerned the practice is
primarily ‘home-based-remedies. Usage of purifier is very low

e Latent need is expressed and hence there is a market potential
for water purifier

e Purification of water is largely at the household level than at the

community level
e There are examples of corporate entities trying to penetrate into

this market using different techniques (SHG, microfinance,
provide entrepreneur skill etc.)

Based on the above, the following pointers are presented:

e At the first stage, correct awareness about ‘purity of water’
needs to be imparted to the communi ty

e The communication strategy should also target households as
purification of water is largely at the household level

e Market linkages to ke established: a ‘village-market’ link should
be established using sustainable CBOs (Community Based
Organization s) or other such organizations either in existence or
created. This linkage is the most crucial link in the entire
process

e Multi-Level Marketing (MLM) model such as that used by
Amway may work out. The model works on a loosely knit chain
of individuals working towards a common cause of ‘selling
purifiers. They are linked with the local distributors and can be
part of alarger ‘youth group’

e This may ke bundled up with other household products so that
there is a basket of products that keeps the sale happening and
the group becomes sustainable

-
GRASP Arnalytique Private Limited
D-15, LGF, KailashColony, New Delhi-110048
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Confidential for research use only

Good . lam . lam from GRASP Analytique, aresearch agncy basedin Delhi. We conduct survey's from
time to time on the different productsand services. Currenfy weare conducting a survey on perception aboutwater purifiers

| | DEMOGRAPHIC PROFILE
PLEASE INTERVIEW THEHEAD OF THE HOUSEHOLD

Q1 Whatisyourname?
vkidk uke D;k gS\

Q2  Address
irk%

Phone/m)bileno.l | | | | | | | | I

Q3 Whatisyourage? Ask age at last birth day.
Reoo rd completed age in years. years
vkidh mez D;k g S\

Q4  Education ofthe respondent
vki dgkij rd i<+s g Sa\

Q5 Ocapation oftherespondent
vkidk G;Oklk; D;k gS\

Q6  Whatisthetotal monthly family inco me? Below Rs.5000/- 1
Please mention income from all sources. Rs5000-10 000/- 2
vki ds ifjokj dh dqgy feykdj fdruh Rs.10001-20 000/- 3
vkenuh g S\ Rs.20001-30 000/~ | 4
: : Rs.30001-50 000/ 5
Rewrdin the appropriate code. Above RS, 500007 s
Q7  How many members are thereinyour Membersin HH
household? 0to 5 years
vki ds ifjokj esadqy feykdj fdrus InL; 6 t010 years
gSa v ,d gh PkwYgs esa %2 111018 years
19 to 25 years
ONLY RECORD THOSE WHO SHARE 26 t035 years
THE SAMEKITCHEN 36 t045 years
Morethan 45 years
TOTAL
1l AWARENESS AND PERCEPTION ABOUT THEIR DRINKING WATER
Q8  Fromwheredo you source drinking water Ownwell 1
for your household? vius dq,j Is
vkiihus dkikuh dgkj Is ykrs gSa\ Community well 2
Lkkewfgd dq,j Is
Hand pumpin own house 3
Aj ds gSUM&IEi Is
Co mmunity hand pump 4
Lkkewfgd gSUM&IEI Is
Tap water in own house 5
Ajds uyls
Community tap water 6
Lkkewfgd uy Is
River water 7
ufn Is
Other:
VU,

.
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Q9 | Isthere enough supply of water to meetthe Completely adequate
requirement of your family? You would say fCkydqy i;kZIr feyrk g S
thatsupply is.. So mewhat ad equate
vki ds ifjokj dsfy,] D;k vkid™ihus dk dgN gn rd i;kZIr feyrkg S
ikuh i;kZIr feyrk g S\ vki dgsaxs --- Notat all ad equate

fCkydqy i;kZIr ugha feyrk g S

Q10 | If ‘2 or ‘1’ cded ask For how many hours
inadayyou get supply ofwater?

:fn A3 9esa*2* ;k *1* d'Mfd;kgSr~ hours
iwNsaAvkid” fdrus Aavs ihus dkikuh AaVs
feyrk gS\

Q11 | How much waterdo you generally consume
inaday foryour family?
vki ds ifjokj esaihus ds ikuh dh dqy liters per day
feykdj d fnu esa fdrus yh\j dh [kir yhVj ¥4,d fnu esa’s
g®rh gS

Q12 | Areyou paying for water? Yes
D;k vkiihusdsikuh dsfy,iSIsnsrs akj
gSa No

ugha

Q13 | If ‘I’ coded in Q12 ask. How much doyou
pay per month? Rs. per month
;fn A3 12 esa *1* d'M fd;k gS 1 ii; ¥a,d eghus es a
iwNsaAvkid" ,d eghus esafdrus :i;
nsus i M+rs gSa

Q14 | When would you deem some | When the color of water looksclean, and not muddy
water pure and fit for drinking? TkCk ikuh esafeV~Vh u g”" v©j fn[kus esa
vkid® ;g dSs irk pyrk gS fd IkQyxs
ikuh 'kq} gS v©j ihus yk;d Whenthe water is free from gerns etc
gs\ TkCkikuh esadbZ fdVkkqu g~

W hen there is no foul smell in the water
TKCk i kuh Is cncw u vk,
PROBE. When the taste of water is unusual
TkCk i kuh dk L Okkn vthc&lk g~
Other: vU ;%

Q15 | How much concerned are you about the Extremely concerned
purity ofpo rtable water inyourhousehold? cgqr fpafrr
vkiikuh dh 'kg}rk d® ysdj fdrus fpafrr Somewhat concerned
g'rs gSal dgN gn rd fpafrr

. Neither concemed nor otherwise

Reoord response on a5-point scale where *5° u fpafrr u vipafrr
is ‘extremely concerned’ and ‘1’ is “ not a S mewhat unconcaned
all concemed daN gn rd vipafrr
Not at all concerned

fcydqy fp afrr ugha

Q16 | For whom do you think itis nost i mportant For infants (upto 1 year)

thatthe drinking water should be pure?
ifiokj esa fdl dsfy, ikuh dk 'kgq} g~uk
Iclst+:jh gSa\

SINGLE RESONSE ONLY

,d lky IsN"Vs cPp¢rads fy,

For children lessthan 10years old
nl lky IsN"Vs cPp¢'ads fy,

For old people
cM+s@ cqt+g x'aZ ds fy,

For women
efgykv'a ds fy,

For one and all in the family
Ifjokj ds gj InL; ds fy,

GRASP Arnalytique Private Limited
D-15, LGF, KailashColony, New Delhi-110048
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Q17 | Do you think impure drinking water may Yes 1
cause health problems? gkj
D;kvkid” yxrk gS fd v'kq} ikuh LokLF; No 2

ds fy, gkfudkjd g'rk g S\ ugha

Q18 | If ‘1’ ooded ask. What are the different Cholera 1
health problems that impure drinking water gStk
may cause? Jaundi ce 2
;fn A3 17 esa *1* d"M fd;k gS 1 ihfy: k
iwNsaAv'kqg} ikuh ihus|s dou&d@u |h Typhoid 3
chekfj;ki g”ldrh g Sa\ kb Qkb M

Diarhea 4
nLr
Digestiveproblens 5
gkt+es dh IEL :k
Other: vU; %

Q19 | Hasthere been any episode ofany water borne disease in Yes 1
your house of any member o fyour family during the past gkj
1-2years?
fiNys 1&2 Iky esa] D;k v'kq} ikuh ihus Is vki ds No 2
iffokj ds fdlh InL; d” dbZ LokLF, IEcfUékr ugha
ijs'kkuh ggbz\

Q20 | If ooded ‘1’ ask. How many ofsuch episodes do you
recall that occurred duringthe last 1-2 years? . .
fn A& 19 esa *1* d"%\l/l fd;k gS )r/ iwNsaA fiNys No.geprllsocli(gs.
1&21ky esa fdruh ckj ,Slk ggvk runcx

Q21 | Now letus tak about each ofthose episodes. How much
do you recall spending on the treatment? Please tell me
inclusive of dodor’s fees, tests, medicines, trave to
doctor etc Rs. per episode
vkidk gj ckj dqy feykdj ¥aMkWDVj dh Qhl] VsLV] gj ckj fdrus :i; yxs
nok] bR;knh ¥z fdruk [kp kkZ gqvk\

Q22 | Apat from doctors fee, tests, medicine etc how much
was the loss of labor? Rs per episode
MkWDV] dh ] VsLV] nok] bRknh ds vykok T
k! af(edk%l}kuqd\l’ﬂ(u gq],k\ yk dke dk fdrus :i; dk ugdi ku gqvk

No loss of labor | 99
dkedk ugdlku ughaggvk
11l | CURRENT PRACTICE

Q23 | Do you think that the water you drink is pure and Yes 1
safe? gkj
t" ikuh vki ihrs gSa] D;k vkid® yxrk gS fd og No 2
'kq} o Igf{kzr gS\ ugha

Q24 | How satisfied are you with the drinking water tha Verysatisfied 3

youget fromthe source mentionedin Q8?

cgqr lUrg"VvVgSa

vkius crk;k fd vki ihusdkikuh ___ v4A&88% Is

ysrs gSaA ;g crk,j fd vki ml ikuh Is fdrus

So mewhat satis fied 2
dgN gnrd IUrg"VgSa

.
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IUrg"VgSa Notat all satisfied 1
fcydqy 1Urgq"V ughag Sa
Q25 | Why doyousay so? Proke forreasons of satisfaction or dissatisfaction.
vki ,slkD;"adgrs gSa\
Q26 | There are a number of methods in which one can dean/purify water. Please tell me what methods are you
aware of? Reordin the grid.
ikuhd”'kg} djusdh cgqr&lh fof/k;kij g®rh g SaA vki fdu&fdu fofk;'ads ckjs esatkursgSa\
Record the first nentioned as ‘top of mind” (TOM), the subsequent mentioned as ‘unaided and those
mentioned on pronpting as ‘aided
Q27 | Wha doyou do to purify thedrinking water? If using a purifier (coded 6-10)ask.W hich brand of purifierare
youusing? Atwhat price did you buy it?
vki ikuh d” 'kq} djus ds fy, dOu&lh fof/k viukrs g Sa\ ;in 6 - 10 esad"Mfd;kgSr”
iwNsaAvki dou Is czsUM dk I;wfjQk;j bLreky djrs g Sa\ vkius bls fdl nkeij [kihnk Fkk\
Methods Awa reness Current usage
©Q26) (Q27)
TOM Unaided Aided Use Brand &price
Boil the water 1 2 3 1
Mckyuk
Chemicals like Alum (Phitkar) 1 2 3 2
fQvdjh] vkin jlik;fud ink FkzZ
dk bLreky
Traditional method 1 2 3 3
ikjeikfid fof/k
Chlorine tablets 1 2 3 4
Dyfju dh xfy;kj
Tiea cloth a the mouth of thetap 1 2 3 5 Brand Price
uy ds eqgj esadi M+k
cki/ kuk
Filter with silicon candl es 1 2 3 6
flfydu d SUMy ;:qDr fQYV]
Tap attach ment 1 2 3 7
uyds ij yxk fQYV;j
UVopurifier 1 2 3 8
;woh [,wfjQk;
ROPurifier 1 2 3 9
vk vO I;wfjQk;j
Non-electrical purifier 1 2 3 10
fcuk fctyh d s pyus okyk
;wfj QK:j
Do not know of any method 99
fdlh fof/k ds ckjs esaugha
tkurs

Use nothing | 99
dgN bLreky ugha djrs

CHECK Q27: IFCODED6-10 (U SER OF PURIFIER) GO TOQSQ, ELSE CONTINUE
;fn A 27 esa6-10d "M fd;k gS r” Ad 39ij tk,j vU;Fkk vxyk Ad iwNsaA

Q28 | Howstronglydo you feel the need for a Verystrongly 3
water purifier foryour family? cgqr t+jh
vki viusifjokj ds fy, I;wfjQk;j dk g uk So mawhat strongly 2
fdruk t+jh le>rs gSa\ dgNgn rd t+jh
Notat all strongly 1
fcydqy t+:;jh ugha
Q29 | Why doyousay so? Probe.

vki ,slk D;"adgrs gSa\

.
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Q30 | You have said that you are not using any ~ Don’t know about it 1
water purifiee. Why don’t you use any blds ckjs esa tkurs ughagSa
water puri fier? Don’t know where they areavaiable 2
vius dgk fd vki I;wfj Qk;j bLreky ugha ;gughairkfd dgkjfeyrk gS
djrs gSa A vki I;wfj Qk;j D;"augha Thinkitis expensive 3
bLreky djrs gSa\ gesayxrk gSfd egaxk gS
Don't think that weneed one 4
ge [kjhnuk t+;jh ughale>rsgSa
Believes its govemment’s resporsibility to 5
providesafedrinking water
;g ljdkj dh ft+Eesnkjh gS
Others: vU ;%
Q31 | In case you had to a buy a water purifer, Non-electric 1
wha type of water purifier would you fcuk fctyh ds pyus okyk
want? S . Has storage facilities 2
;fnovkid® I;whj Qk;j [Kihnuk g'rk r™ vki ftlesa ikuh LVj fd;k tk lds
fdl Adkj dk I;wfj Qk;j [kjhnrs\ Has low maintenan ce 3
ftldh j[k&j[kko dk [kPkkZ de g~
Availableon rent/share 4
t"HkkM+s ij ;k Ikewfg d r©j ij miyC/k
a
Other: vU; %
Q32 | Ifyou come to know of a waterpurifier that Will definitely buy 3
is available a a reasonable rate what isthe feydqy [kihnsaxs
chance that you will buy it foryour family? May or may not buy 2
;fnd"bZ I; wij Qk;j cgqr okftc nke ij 'kk;n [Khnsaxs
miyC/kg” r® Dk IEHkkouk g Sfd vki Willdefinitely notbuy [ 1
mis vius ifjokj ds fy, [kfhnsaxs\ fcydqy ugha [Khnsaxs
Q33 | Atwhatpriceyou will definitely buy a water
purifier for your family? Rs
vki fdl nkeij mis t+:;j [kihn saxs\ )
Q34 | Wherewould yougenerally expectto find Place:
thewater purifier? P ROBEON Txg
PERCEIVED PLACE AND DISTANCE
FROM THE RESIDEN CE
vkids wuqlkj ;g I;wfi Qk;j fdl txg fey Distance (kmy.
ldrk gS\ og txg vkids kj Isfdruh nwjh [ 2kj Is fdruh nwijh ij gS
ij gS\
Q35 | Inwhich typeofshops would you exped to Electronic goods shops 1
find such water purifiers? PROMP T fctyh ds leku cspus okyh ngd ku
vkids wuqlkj ;g I;wfi Qk;j fdl Adkj dh Shops selling plastic wares etc 2
nqdkuaij fey Idrs gSa lyklfVd ds leku cspus okyh nqdku
Utensil shop 3
crZu'a dh ngdku
Other:
vU; %
Q36  What incentives should the water purifier give Replacement guarantee 1

youso that you will surelybuyit? PROMP T
vkid™” I;wfj Qk;j ds IkKFk d©u&lh vrfjDr
Igfo/kk,j feyuh pkfg, flls fd vki I;wfjQKk;j
t+:j [kKjhn saxs \

[kikc g'usij cny fn;k tk,

Exchange o ffer 2
igjkus ds cnys u, ij fj;kr

Annual Maintenance Contract 3
j[k&[kko dk Ikyku k dkWUV3sDV

Other: vU; %
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vkid” bu czsUM ds ckjs esa dgki Is irk pyk\

Q37 Ifyou cometo know of awater purifier that is Will definitely buy 3
available on sharing/hiring basis _in your fcydqy [kjhnsaxs
community, wha is the chance that you will May or may not buy 2
buyit? 'kk;n [kjhns axs
;fn vkids ;gkj HkkM+sis ;k Ikewfgd ; ;

I:wlj Qk;j miyCAk g” 1" D;k IEHKkouk g S fcydvgy 'udgeﬂf;}e,ljyh??;;’g !
fd vki mls [kjhnsaxs\

Q38 Atwhat price you will definitely like to share
theco mmunity waterpurifier Hryour family? Rs
vki fdl nkeij ;g Ikewfgd I; wfj Qk;j t+:] '
bLreky djsaxs\

[ Iv | AWARENESS ABOUT WATER PURIFIERS

Q39 | Are you aware of the different brands of water purifiers Yes 1
available in the mark et? oki
D;k vki ekdszZV esa feyus okys LwfiQk; ds
fofHKUUk czsUM ds ckjs esa tkurs g Sa\

No 2
Thank the respondent & Terminate if ‘2’ coded. ugha
;fn *2* d"M fd;k gS r” bUVjO;w leklr djsa vGj
mRrinkrk d” /kU;okn nsaA

Q40 | Which are the brands of waterpurifier you are awareo f? Record top of mind, unaided & aided.
vki I;wijQk;j ds d@u &d©u Is czsUM d s ckjs esa tkurs gSa

Q41 | Where did you come to know about the brands?

GRASP Arnalytique Private Limited

D-15, LGF, KailashColony, New Delhi-110048

.
Ph: +91-011-29233326;2924 426 ; Web: www.graspanalytique.com g

Brands Awareress (Q40) Source of awareness (Q41)
d@u &dO©u Is czsUMds ckjs esa czsUMds ckjs esadgki Isirk pyk
tkurs g Sa
TOM Unaided Aiced Radio | TV | News Wall | Word of
paper | writing mouth
Aqua Guard 1 2 3 1 2 3 4 5
,Dok xkMZ
Kent 1 2 3 1 2 3 4 5
dsuv
Pure it (HLL) 1 2 3 1 2 3 4 5
1;] bV (HLL)
Tata Swatch 1 2 3 1 2 3 4 5
VkVK Lo SV~p
Other: 1 2 3 4 5
| VU %
THANKAND CLOSE
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Confidential for research use only

[LMR03019 |[ GRASPANALYTIQUE |l PRQIECT JALRETAILER [ MARCH20Q11

Good . lam . I 'am from GRASP Analytique, a research agency based in Delhi.

We condud surveys from time to time on the different products and services. Currently we are
condudinga surveyon the waer purifier market in your city

| PROH LE

Serial Question [ Option |  Codce

Q1 | Nane of the retail outlet:
nqdku dk uke%

Q2 | Nane of the retailer:
nqgdkunkj dk uke%

Q3 | Address:
irk% | Phong/mobileno. [ [ | [ [ | [ | | |

Q4 | Category ofthe outlet Consumer durable shop
fdl Adkj dh ngdku Vhoh] fQzt] vkin dh nqd ku
gSA Kitchenware shop (to aster, mier, cooker, etc)

jI"bZ dsleku dh nqd ku %t9's V'L f] feDlj] dgDdj]
vkfns

Utensil shop

crZzu”adh ngdku

Hone utility shop (plestic wares)

Iyklfvd ds leku dh ngdku % cky Vh] vkfn's

Other:

vU;%

Q5 | Doyousell water filters and/or water puri fi ers? Yes
D;k vki okWVj fQyVj ;k okWVj I;wfjQk;j csprs oki
gSa

No
IF2° CODEDGO TO Q30 ELSE CONTINUE ugha
dfn*2xd"Mfd; kgSr™ A& 30ij tk,jA

1 | SHOPS SELLING WATER PURIFIERS

Q6  Which are the types of water purifers that sell the Filter with silicon candl es
most inthis town & for nearby villages? flfydu dSUMy ;qDr fQYVj
vkids'kgjo ikl ds xkjo esa dou Is Adkj dk Tapattach ments
okWV;j I,wfiQk;j Icls T+ knk fcdrk gS\ uyds ij yxk fQYVj

GRASP Arnalytique Private Limited g
D-15, LGF, KailashColony, New Delhi-110048
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Non-electrical purifier 3
fcuk fctyh ds pyus okyk

[l QK]

ROV purifer 4
vki vO @ ;w oh |;wfjQk;j

Other:
vU;%

Q7  Which are the types of water purifiers that you sell Filter with silicon candl es 1
fromyour shop? flfydu dSUMy ;qDr fQYVj

vki viuh nqgdku ij dOu &d®©u Is okWVj Tapattach ments 2
I;wfj Qk;j csprsgSa uyds ij yxk fQYVj
Non-electrical purifier 3

fcuk fctyh ds pyus okyk

I wfj QK;j
RO/MJV purifer 4
vki vO© @ ;w oh |;wfjQk;j

Other:
vU;%

NOW LET US TALK ABOUT THE TYPES OF WATER PURIFIERS PEOPLE BUY FROM YOUR SHOP.
WHAT WOULD BE GENERALLY THE PROFILE OF PEOPLE BUYING THE DIFFERENT TYPES OF
WATER PURIAER? IF THERE ARE 100 CONSUMERS, PLEASE TELL ME WHAT WOULD BE
PROPORTION OF THE DIFFEREN T CUSTOMERS.

Q8 | What proportionis fromthe town and what propo rtion are from the nearby villages?
vkidh ngdku ij t® y“x I, wfjQk;j [kKjhnus vkrs gSa muesa |sfdrus Afr'kr vkids 'kgj Iss vkrs
gSa v@ fdrus Afr'kr ikl ds xkjoIs vkrsgSa\ gj ,d Adkj ds I;wfiQk;j dsfy, crk,jA

Q9 | What propottion from the town will be from lower/middle class families, upper middle class fanilies
and rich families? t® y"x 'kgj Iss vkrs gSa muesals fdrus Afr'kr y'vj feM~My DYkk dsg'rs
gSa] fdrus Afr'kr vij feM~My DYkK ds g'rs gSa v€j fdrus Afrkr vehj grs gSa\

Q10 | What propottion fromthe villages will be land ed farmers, people in jobs, others? )
t® y'x xkjo Iss vkrs gSa muesa Is fdrus Afr'kr t+ehunkj g'rs gSa] fdrus Afr'kr
u@djh &s'ksokys g'rs g Sav©j ckdh vU; fdrus Afr'kr g'rs g Sa

Proportion Profile of Urban Profile of rural
Type of water purifier (%) comnsumers (%) (Q9) consumers (%) (Q10)
Q8)

Town | Nearb | Lower/ | Uppe Rich Lande | Peopl | Other

y middle r familie d ein

village class miad S farmer | jobs

le S
class

Filter with silicon candles | 1
flfydu d SUMy ;gDr fQYVj

Te attachments | 2
uydsij yxk fQYVj

Non-electrica purifier | 3
fcuk fctyh ds pyus okyk
WOk

RO/UV purifier | 4
Vvkj vO @ ;w oh LwfjQk;j

Other:
vU; %

Q11 | Which brands of water purifiersdo you sell? RECORD IN THE GRID BELOW
vki okWVj LwfiQk:jds dOu&d®@u |s czsUM csprs gSa\ vagj .d I:wfiQk;j dsfy, crk.j

.
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Q12 | How many piecesdo you sell ina monthon an average? RECORD IN THE GRID BELOW
vki ,d efgus esardjhcu fdrus okWV I;wfjQk;j csprs gSa\ ¥Yqj ,d I;wfjQk;j o czsUMds fy,
crk,j%s

Q13 | What %ofthe sales is romthevillages? RECORD IN THE GRID BELOW
fdrus Afr'kr xkjo esa fcdrs g Sa vagj ,d I;wfjQk;j o czsUM ds fy, crk,j%

Q14 | What is the MRP ofthe produd? RECORD IN THE GRID BELOW
midk ,elIvki(lih D;kg$8

Q15 | What is the MOP of the producd? RECORD IN THE GRID BELOW
vki mls fdrus esa csprs gSa\

Q16 | How much margin (% doyou get on the produ cts? RECORD IN THE GRID BELOW
vkid® mlesa fdruk ekjftu feyrk gSa\

Q17 | How many days aeditdoes the conpanygiveyou? RECORD IN THEGRID BELOW
vkid" dEuh mlesa fdrus fnu d k m/kkj nsrh g S\

Q18 | Please give the name and nos. of thedistributor/s. RECORD IN THE GRID BELOW
—Ik TMfVO;wVj dk uke v§ Q'u u% crk, i\

NAME OF THEBRAND | Sale/ % MR | MO % Credi Details of distributors
Q1Y mth vill P P | Marg t (Q18)
Q12| Q13 Q1| Q1| in [ (days)
) ) 4) | 5) | (Q16) | (Q17)
FILTERSWITH SILICON CANDLES flfydu dSUMy ;gDr fQYVj
NAMEOFTHEBRAND | Sale/ | % MR | MO % Credi Details of distributors
Q11 mth vill P P Marg t (Q18)
Q12| (Q13 (Q1 | Q1| in [ (days)
) ) 4) [ 5) | (Q16)] (Q17)

TAP ATTACHMENTS uyds ij yxk fQYVj

Zero B Suraksha 1

Tap Guard 2

Other:

Other:

NON ELECTRICAL fcuk fctyh ds pyus okyk I;wfjQk;j

Pure It 1

Aquasure

Other:

Other:

WITHNANO TECHNOLOG Y usu™ Vsdu ‘YWkxh [I;wfj Qk;]

Swatch 1

Swatch Magic 2

Other:

Other:

ROUV FILTERS (AQUAGUARD, KENT etc) vkj vO @ ;w oh I; wfjQkj

Aquaguard 1

Kent 2

Other:

Other:

GRASP Arnalytique Private Limited
D-15, LGF, KailashColony, New Delhi-110048
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Q19 | Have you ever noticed community-based purchase of water Yes
filters and/or water purifiers? By community-purchase | gkj
mean a group of people of a locdity or village buying for
sharingin aco mmunity? No
D;k vkius dHkh Ikewfgd :iIs I;wfj Qk;j [kjhnus ds ugha
ckjs esa lwuk gS\tSls dwwN y“x feydj Ikewfgd :ils
I;wij Qk:j [kihndj bLreky disaA

Q20 | Have you ever noticed community-based purchase of water Yes
filters and/or water purifiers initiated by any government gkj
project?
vkius dHkh I kewfgd :ils ¥djdkj dh rjQIs%2 IwfjQk;j No
[kjhnus ds ckjs esa lwuk gS\ ugha

Q21 | If 1’ codedin Q19 or Q20 ask. Pleasegive details about it. Elaborate.
fn Q19;kQ20es *1* d'Mfd;kgS r iwNsA NI;k foLrkj Is crk, A

Q22 | What ae the different atributes that the Non-electric
consumers ak forina water puri fier? fcuk fctyh ds pyus okyk
xzkgd T;knkrj I;wfiQk;j esa D;k&D;k Has storage facilities
ekixrsgSa ftlesaikuh LVj fd;k tklds

Has low maintenan ce
. ) ftldh j[k&j[kko dk [KPkkZ de g~
Multiple resporses possible. Availableon rent/share
t" HkkM+s ij ;k [kewfg d r©j ij miyC/k
g

Other: vU;%

Q23 | Ifaconpany launches a waterpurifier based Lower middle class fanilies in the town
onnanotechnology that is available at avery 'kgj ds y'vj feM~My DYkK ifjokj
resson able price, who doyou thinkwill be Middle class familiesin the town
more attracted tobuy such water purifier? 'kgj ds feM~My DYkK ifjokj
Prompt. People fromthenearby villages
vXj ,d dEiuh usu” Vsdu'yWkTkh ds IkFk ikl ds xkjo ds y"Xk
ILrs nke esa ,d I;wfj Qk;j ckt+kj esa yk, Other:

r vkids vuglkj d@u mls [kihn sxk\+ vU;%

Q24 | Atwha price do you think they will definitely
buythewater purifier? Rs
fdl nke esaog t+:;j £fjnsxsa\+ )

Q25 | How nmuch will you be interested in selling Very interested
such water purifier? Youwillsay . cgwr mRlgd
vki ,Slk&d I;wfjQk;j cspus esa fdrus Somewhat interested
mRigd g“xsa\ Fk'M+k mRigd

Not at all interested
fcydwy mRIgd ugha

Q26 | Why doyousay so? Proke ontriggers & barriers.
vki ,slkD;"a dars gSa\

Q27 | What supports do you want from the Place the product on credit

conpany so thatpeople can easilybuy it? m/kkjh ij jEOK,j

Provide consu mer loans

vkid™ ,SIk&d I; wfjQk;j cspus ds fy, xzkgd d”"y“u ij nsa

GRASP Arnalytique Private Limited

.
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dEuh dh rjQ Is D;k&D;k Igk;rk p kfg,
g'xk rkfd y'x mls vklkuh Is [kjhn ik,j\

Give atractive schemes for dealers
f\Myj d” vkd 'kzd fLde nsa

Give atractive schemes for consumers
xzkgd'a d” vkd 'kZzd Ldhensa

PROBE SPON TANEOUS RESPONSES
ONLY

Give good margin
fMyj d” vkd 'kZd Ekjftu nsa

Give ads
,Mnsa

Provide POP supports

POP nsa

Cther:
vU; %

Q28

W hat are the di flerent schemes cu rently being laun ched by di fferent oo npanies?
vHkh dEifu;kid©u&d@u |h Ldhe pykijgh gS\

Q29

OBSERVEAND RECORD FORANYPOP OF WATER PURIHERIN THEOUTLET.

I;wfiOk:j dsi'LVjvkfngSar u'VdisaA

Posters Banners

Da

lers

Glowsign

Yes No Yes No

Yes

No

Yes

No

1 2 1 2

2

1

2

SHOPSNOT SEL LING WATER PURIH ERS

Q30

What is the average daily footfall ofcustomers at

your shop?
vkidh nqdku eas ,d fnu es fdrus y'x
gS

vkrs

No. of customer perday

Q31

Ifyou get 100 customersa day, what isthe
proportion of lower middle class, mddle class
families & people from the nearby villages
visiting your shop?

;fn vkidh ngdku eas 100 y'x vkrsgSr”
mueas |s 'kgj ds y'vj feM~My D YkkI ,
feM~My DYkkI v©j ikl ds xkjo Is fdrus
Afrkr y'x vkrs gS\

Category

%

Lower mddle class families inthe town
'kgj ds y'vj feM~-My DYKKI iffok]

Middle class families inthe town
'kqgj ds feM~My DYKKI ifiokj

People fromthe nearby villages

ikl ds xkjo ds y'Xk

Other:vU; %

Q32

If a company

launches a water purifier based on

nanotechnology that is available a& a very reasonabl e price,

Very interested
cgwr mRIgd

how much will you be interested in seling such water

purifier? You will say ...

;fn,d dEiuh usu™ Vsdu"'yWkxh ds|kFk ILrs nke esa
.d I;wfjQk;j ckt+kjeasyk, r” vki m's cspus esafdrus

mRIgd g xsa\

Somewhat interest ed
Fk'M+k mRIgd

Not at all interested
fcydwy mRIgd ugha

Q33

Why doyousay so? Proke ontriggers & barriers.

vki ,slkD:"a dgrs gSa\

Q34

Who doyouthink will be more attracted to
buysuch water purifier?

Lower middle class fanilies in the town
'kgj ds y'vj feM~My DYKkI ifjokj

GRASP Arnalytique Private Limited

D-15, LGF, KailashColony, New Delhi-110048
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Prompt. Middle class families in the town
vkids fglcls d©u bl I;wfj Qk;j d” 'kgj ds feM~My DYkKI ifjokj
£fjnsxsa\+ People from the nearby villages
ikl ds xkjo ds y'Xk
Other: vU; %
Q35 | At what price do you think they will
defnitely buy the water purifier? Rs
og bl wfjQk;j d” fdl nke ij t+] '
[kjhnsaxs\
Q36 | What supports do you want from the company | Place the produd on credit
sothat people can easily buy it? m/kkjh ij jEok,j
PROBE SPON TANEOUS RESPONSES Provideconsu mer loans
ONLY xzkgd d” y'u ij nsa
i iv rdealer
vkid” ,SIk d IwfjQkij cspus ds fy, by e Tl e b e

deauh ds rjQ s D;k D;k Igk;rk pkfg,

Gi ttracti ch fo
g'xk rkfd y'x bl's vKIKfu Is £+4fjn ik sal Ve atTactve SETTES ToT CONSUITES

xzkgd ad” vkd'kZd Ldhe nsa

Give good margin
fMy] d” vkd'kZd Ekjftu nsa

Give ads
,Mnsa

ProvideP OP supports
POP nsa

Other: vU ;%

THANKAND CLOSE

-
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ANNEXURE A- CONSUMERS: STATE-WISE

Table 1: Total Monthlyfamily income

UP_| Punjab | Haryana _All
Below Rs .5000/- 419] 333 56.7 43.2
Rs.5000-10000/ - 378 | 308 29.2 345
Rs.10001-20000/ - 172 317 10.8 18.9
Rs.20001-30000/ - 25 3.3 0.8 2.3
Rs.30001-50000/ - 0.6 0.8 0.0 05
Above Rs50000/- 0.0 0.0 25 05
Base 320 120 120 560

Table 2: Source of drinking water

UP | Punjab| Haryana All
Own well 16 0.0 0.0 0.9
Co mmunity well 0.9 0.0 15.8 3.9
Hand pumpin ownhouse 3341 10.8 10.0 23.6
Co mmunity hand pump 328 175 75 24.1
Tap water in own _house 266 | 56.7 55.8 39.3
GRASP Amal ytique Private Limited g
D-15, LGF, KailashColony, New Delhi-110048
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Co mmunity tap water 4.7 15.0 6.7 73
Own tubewell 0.0 0.0 0.8 0.2
Co mnunity tubewe | 0.0 0.0 3.3 0.7
Base 320 | 120 120 560

Table 3: Supplyof water

UP | Punjab | Haryana All
Completely adequate 85.0 | 66.7 94.2 83.0
Somewhat ad equate 144 29.2 5.8 15.7
Not at all ad equate 0.6 4.2 0.0 1.3
Base 320 | 120 120 560

Table 4: Parameters to check the purityof water

UP | Punjab | Haryana All
Whenthe mlorofwater looks clean and not nmuddy 575| 875 68.3 66.3
Whenthe water is free fromgerns 36.3 | 425 3.3 30.5
Whenthere is no foul smell in the water 4341 36.7 6.7 34.1
Whenthe taste of wateris unusual 134 | 133 31.7 17.3
Base 320 | 120 120 560

Table 5: Level of concern with the purity of water

UP | Punjab| Haryana All
Extremely concerned 372 26.7 325 339
Somewhat concerned 297 283 34.2 304
Neither concerned nor otherwise 172 133 10.8 15.0
Somewhat uncon cem ed 6.9 10.0 3.3 6.8
Not at all concerned 9.1 21.7 19.2 13.9
Base 320 120 120 560

Table 6: Cohorts for whom purity of water is most relevant

UP | Punjab| Haryana All
For infants (upto 1 year) 5.0 1.7 17 3.6
For children less than 10years old 16.6 0.8 0.8 9.8
For old people 5.6 0.0 0.0 3.2
For women 1.9 0.0 0.0 1.1
Forone and allin the family 709 975 975 82.3
Base 320 120 120 560

.
GRASP Arnalytique Private Limited
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Table 7: Awareness on the health problemscaused by impure drinking water

UP | Punjab| Haryana All
Cholera 59.7| 692 508 598
Jaundice 416 392 442 416
Typhoid 28.8| 55.8 21.7 330
Diarrhea 544 717 450 56.1
Digestive problems 419] 68.3 36.7 46.4
Does not causehealth probl ens 3.8 25 0.8 2.9
Base 320 | 120 120 560

Table 8: Households who suffered water borne disease

UP_| Punjab | Haryana _All
Suffered water borne disease 28.8 75 125 20.7
Did not suffer any disease 713 925 87.5 79.3
Base 320 120 120 560

Table 9: Level of satisfaction with the drinking water

UP [ Punjab| Haryana All
\ery satisfed 409 | 425 60.8 455
Somewhat satisfied 453 | 38.3 28.3 40.2
Not at all satisfed 138 ] 19.2 10.8 14.3
Base 320 120 120 560

Table 10: Awareness of water purifying methods

UP | Punjab| Haryana All
Boil the water 98.4 | 100.0 1000 99.1
Chemicals likePhitkari 731 | 725 60.0 70.2
Traditional method 491 75.8 33.3 51.4
Chlorine teblets 79.1] 917 79.2 81.8
Tie a doth at the mouth of the tap 750 725 84.2 76.4
Filter withsilicon canble 2721 325 20.8 27.0
Tap attachment 303 | 49.2 28.3 33.9
UV Purifier 284 | 458 26.7 318
RO puri fier 29.1| 425 48.3 36.1
Non-dectric purifier 39.7| 408 38.3 39.6
Base 320 120 120 560

Table 11: Usage of water purifying methods

UP | Punjab| Haryana All

Boil the water 166 | 8.3 25.0 16.6

Chemicals likePhitkari 1.6 0.0 0.0 0.9

.
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Traditional method 0.3 0.0 0.8 04
Chlorine tablets 13 0.8 0.8 11
Tie a doth at the mouth of the tap 2.8 0.8 0.0 1.8
Filter withsilicon canble 0.9 0.8 00 0.7
UV Purifier 0.6 5.0 3.3 2.1
RO purifier 0.0 0.0 33 0.7
Non-dectric purifier 3.8 3.3 0.0 2.9
Do not use anything 722 | 808 66.7 72.9
Base 320 120 120 560

Table 12: Need fora water purifier

UP | Punjab| Haryana All
\ery strongly 353 | 193 295 307
Somewhat strongly 459 | 394 48.2 45.0
Not at all strongly 188 | 413 22.3 24.2
Base 303 109 112 524

Table 13: Reason for not usinganywater purifier

UP [ Punjab | Haryana All
Don’tknow about it 185 174 205 187
Don’tknowwhere they are available 7.9 3.7 1.8 5.7
Thinkit is expensive 61.1| 55.0 62.5 60.1
Don’tthink tha need one 234 330 20.5 24.8
Believe itsgovernment'sresponibility to provide safe drinking
water 139 3.7 3.6 95
Base 303 109 112 524

Table 14: Preferred water purifier

UP | Punjab| Haryana All
Non-dectric 518 | 67.9 46.4 54.0
Don’tknowwhere they are availale 231 | 147 6.3 17.7
Think it is expensive 211 202 50.0 27.1
Believe itsgovernment'sresponibility to provide safe drinking
water 4.6 1.8 2.7 3.6
Base 303 109 112 524

Table 15: Intention to purchase

UP | Punjab | Haryana All
Will definitely buy 2711 202 34.8 27.3
May or may not buy 640] 385 536 565
Will definitely not buy 8.9 41.3 116 16.2
Base 303 | 109 112 524

Table 16: Intention to purchase onsharing basisin the community

.
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UP | Punjab| Haryana All
Will definitely buy 152 ] 156 357 197
May or may not buy 535 | 248 375 441
Will definitely not buy 314 | 596 268 363
Base 303 | 109 112 524

Table 17: Preferred shops for purchasing a water purifier

UP | Punjab| Haryana All
Electronic goods shop 50.8 | 60.6 71.4 57.3
Shopsselling plastic wares 35.0 9.2 10.7 244
Utensil shop 1421 303 179 18.3
Base 303 [ 109 112 524

Table 18: Perceived incentives © attract the consumers

UP | Punjab| Haryana All
Replace ment guarantee 776 | 725 67.9 74.4
Exchange offer 145 119 20.5 15.3
Annua Maintenance Contract 7.9 15.6 116 10.3
Base 303 109 112 524

Table 19: Awareness about water purifiers

UP | Punjab Haryana All
Aquaguard 31.9 59.2 417 39.8
Kent 26.6 26.7 29.2 27.1
Pure it 294 55.0 26.7 4.3
Tata Swachh 25.0 5.8 8.3 17.3
Not aware of any brand 63.8 375 50.8 55.4
Base 320 120 120 560

ANNEXURE II-CONSUMER: PLACE OF RESIDENCE

Table 1: Total Monthlyfamily income

General | Slum | Rurad | All
Below Rs .5000/- 20.0 65.0 | 439 | 432
Rs.5000-10000/ - 35.0 286 | 37.1 | 345
Rs.10001-20000/ - 36.4 50 17.1 | 18.9
Rs.20001-30000/ - 64 00 1.4 23
Rs.30001-50000/ - 14 07 0.0 05

.
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| Above Rs.50000/- | 07 | o7 | 04 | 05|
| Base | 140 | 140 | 280 | 560 |

Table 2: Source of drinking water

General | Slum | Rurd | All
Own well 00 00 18 | 09
Co mmunity well 07 14 6.8 | 3.9
Hand pumpin ownhouse 186 186 | 28.6 | 236
Co mmunity hand pump 71 321 | 286 |24.1
Tap water in own house 64.3 379 | 275 | 39.3
Co mmunity tap water 93 64 6.8 73
Own tubewell 00 07 0.0 0.2
Co mnunity tubewd| 00 29 0.0 0.7
Base 140 140 | 280 | 560
Table 3: Supplyof water

General | Slum | Rurd | All
Co mpletely adeguate 75.0 821 | 875 |83.0
Somewhat ad equate 22.1 171 | 118 | 157
Not at all ad equate 29 07 0.7 13
Base 140 140 | 280 | 560
Table 4: Parameters to check the purityof water

General | Slum | Rurd | All
Whenthe mloro fwater looks clean and not nuddy 66.4 714 | 636 | 66.3
Whenthe water is free fromgerns 279 264 | 339 [ 305
Whenthere is no_foul snell in the water 34.3 300 | 36.1 |34.1
Whenthe taste of wateris unusual 214 121 | 179 |17.3
Base 140 140 | 280 | 560
Table 5: Level of concern with the purity of water

General | Slum | Rurd | All
Extremely concerned 36.4 257 | 36.8 | 33.9
So mewhat concern ed 27.1 236 | 354 | 304
Neither concerned nor otherwise 186 179 | 118 [ 150
Somewhat uncon cemed 71 10.7 4.6 6.8
Not at all concerned 10.7 221 | 114 | 139
Base 140 140 | 280 | 560

Table 6: Cohorts for whom purity of water is most relevant

GRASP Arnalytique Private Limited
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For infants (upto 1 year)

General | Slum | Rurd | All
14 50 3.9 3.6

For children less than 10y ears old

86 57 | 125 ] 98

For old people

21 29 3.9 3.2

For women 00 07 1.8 1.1
For one and allin the family 87.9 857 | 779 | 823
Base 140 140 | 280 | 560

Table 7: Awareness on the health problemscaused by impure drinking water

General | Slum | Rurd | All

Cholera 571 543 | 63.9 |59.8
Jaundice 50.0 350 | 40.7 | 416
Typhoid 32.9 279 | 35.7 | 33.0
Diarrhea 57.9 586 | 539 |56.1

Digestive problems

45.0 471 | 468 | 464

Does not causehealth probl ens

14 50 25 2.9

Base

140 140 | 280 | 560

Table 8: Households who suffered water borne disease

General | Slum | Rurd | All

Suffered water borne disease

164 186 | 239 | 207

Did not suffer any disease

83.6 814 | 76.1 | 793

Base

Table 9: Level of satisfaction with the drinking water

140 140 | 280 | 560

General | Slum | Rurd | All

Very satisfed

46.4 614 | 37.1 | 455

Somewhat satisfied

37.1 300 | 46.8 |40.2

Not at all satisfed

164 86 16.1 | 143

Base

140 140 | 280 | 560

Table 10: Awareness of water purifying methods

General | Slum | Rurd | All

Boil the water

99.3 993 | 989 ]99.1

Chemicals likePhitkari

771 714 | 66.1 | 70.2

Traditional method

50.0 500 | 529 |514

Chlorine tablets

85.0 850 | 786 |81.8

Tie a doth at the mouth of the tap

84.3 729 | 743 | 764

Filter withsilicon canble

35.7 236 | 243 1270

Tap attachment
UV Purifier

479 243 | 318 | 339
47.1 164 | 318 | 318

RO puri fier

56.4 271 | 304 |36.1

.
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| 607 | 329 | 325 | 396

| Base | 140 | 140 | 280 | 560 |

Table 11: Usage of water purifyingmethods

General | Slum | Rurd | All
Boil the water 20.7 143 | 15.7 ] 16.6
Chemicals likePhitkari 00 00 1.8 0.9
Traditional method 00 07 04 04
Chlorine tablets 07 00 1.8 1.1
Tie a doth at the mouth of the tap 14 29 1.4 1.8
Filter withsilicon canble 14 07 04 0.7
UV Purifier 50 07 1.4 2.1
RO puri fier 21 00 04 | 0.7
Non-dlectric purifier 71 07 1.8 2.9
Do not use anything 614 800 | 750 | 729

| Base 140 | 140 | 280 | 560

Table 12: Need fora water purifier

General | Slum | Rurd | All
\ery strongly 37.3 226 | 320 | 30.7
Somewhat strongly 424 401 | 48.7 | 45.0
Not at all strongly 20.3 372 | 193 | 242
Base 118 137 269 | 524
Table 13: Reason for not usinganywater purifier

General | Slum | Rurd | All
Don’tknowabout it 14.4 255 | 17.1 | 187
Don’tknowwhere they are availale 34 88 52 5.7
Thinkit is expensive 60.2 562 | 62.1 |60.1
Don’tthink tha need one 288 292 | 20.8 | 248
Believe itsgovernment'sresponibility to provide safe drinking
water 76 58 123 | 95
Base 118 137 269 | 524
Table 14: Preferred water purifier

General | Slum | Rurd | All
Non-dectric 585 57.7 | 50.2 | 54.0
Don’tknowwhere they are available 21.2 146 | 178 | 17.7
Thinkit is expensive 23.7 27.7 | 283 | 27.1
Believe itsgovernment'sresponibility to provide safe drinking
water 00 29 5.6 3.6
Base 118 137 269 | 524

Table 15: Intention to purdase

GRASP Arnalytique Private Limited
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General | Slum | Rurd | All
Will definitely buy 305 226 | 283 | 27.3
May or may not buy 576 555 | 565 | 56.5
Will definitely not buy 119 219 | 152 | 16.2
Base 118 137 | 269 | 524

Table 16: Intention to purchase onsharing basisin the community

General | Slum | Rurd | All
Will definitely buy 20.3 146 | 219 [19.7
May or may not buy 424 489 | 424 |44.1
Will definitely not buy 373 365 | 357 |36.3
Base 118 137 | 269 [ 524

Table 17: Preferred shops for purchasing a water purifier

General | Slum | Rurd | All
Electronic goods shop 62.7 577 | 546 |57.3
Shopsselling plastic wares 23.7 204 | 268 | 244
Utensil shop 136 219 | 186 |183
Base 118 137 | 269 [ 524

Table 18: Perceived incentives o attrac the corsumers

General | Slum | Rura | All
Replace ment guarantee 754 766 | 729 | 744
Exchange offer 16.9 153 | 145 | 153
Annua Maintenance Contrac 76 80 126 | 103
Base 118 137 | 269 | 524

Table 19: Awareness about water purifiers

General | Slum | Rurd | All
Aquaguard 65.7 243 | 346 | 39.8
Kent 479 193 [ 20.7 [27.1
Pure it 579 207 | 293 343
Tata Swachh 293 121 | 139 [17.3
Not aware of any brand 29.3 686 | 618 | 554
Base 140 140 | 280 | 560

-
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PAG E54

Avgsale/mth Margin

UP | Punjab Haryana| All (pcs) (%)
Filter withsilicon candle 200 133 6.7 15.7 71 145
Tap attachment 25.0 6.7 0.0 15.7 8.8 95
Non-dectrical purifer 80.0 733 46.7 714 16.2 123
RO/UV purifier 225 600 80.0 42.9 8.8 143
Base 40 15 15 70
Table 2: Proportionatefootfall

UP Punjab Haryana Al
Town | Village Town | Mllage Town Village | Town | Village

Filter withsilicon candle 51.9 481 350 65.0 50 50 486 514
Tap attachment 43.0 570 70.0 30.0 0 0 455 54.4
Non-dectrical purifer 58.4 416 63.2 36.8 52.1 479 58.6 414
RO/UV puri fier 65.0 350 69.4 30.6 47.1 529 59.2 408
Table 3: Important purchase attributes

UP | Punjab Haryana| All
Non-dectric 80.0 66.7 40.0 68.6
Has storage fadlities 60.0 733 333 57.1
Has low maintenan e 55.0 533 80.0 60.0
Available on rent/share 125 6.7 0.0 8.6
Base 40 15 15 70

Table 4: Level of interestin selling the water purifier based on nano technology (seller)

UP | Punjab Haryana| All
Very Interested 725 66.7 26.7 61.4
Somewhat Interested 25.0 200 60.0 314
Not at all interested 25 133 13.3 7.1
Base 40 15 15 70

Table 5: Level of interestin selling the water purifier based on nano technology (no n-seller)

UP | Punjab Haryana| All
Very Interested 60.0 400 533 54.3
Somewhat Interested 35.0 533 26.7 37.1
Not at all interested 5.0 6.7 20.0 8.6
Table 6: Perceived TG (acc. to seller)

UP | Punjab Haryana| All
Lower Middle d ass fanilies in the
town 15.0 267 0.0 14.3
Middle class families inthe town 52.5 400 333 45.7
People from nearby villag es 32.5 333 66.7 40.0
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Base | 40 | 15 15 70

Table 7: Perceived TG (acc. to nonseller)

UP | Punjab Haryana| All
Lower Middle d ass fanilies in the
town 175 600 0.0 229
Middle class families inthe town 425 6.7 20.0 30.0
People from nearby villag es 40.0 333 80.0 47.1
Base 40 15 15 70

Table 8: Support from the company

UP | Punjab  Haryana| All

Place the product on credit 175 26.7 333 22.9
Provide consu mer loans 125 26.7 3.3 13.6
Give atracive schemesto dealers 45 80 37 50.7
Give atracive schemesto
consumers 67.5 567 76.7 67.1
Give good margin 78.8 633 40 67.1
Give ads 60 60 80 64.3
Provide POP support 3.8 3.3 20 7.1
Base 80 30 30 140
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