I'RE MANY BENEFITS OF MARKETS

MARKETS ARE FLEXIBLE CALLTO ACTION

IDE has 30+ years of experience developing markets to meet the needs of the rural poor. We implement market development projects in 11 countries across Asia, Africa,
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Markets are Efficient

and Latin America. Each of these countries is unique in many ways, yet markets thrive in all of them. The real beauty of markets is that they are flexible, can adapt to the WE WILL NOT BE SUCCESSFUL WITHOUT STRATEGIC COLLABORATION
Markets, at their most basic, are a highly local context, and can be leveraged in a variety of ways. The spectrums below highlight some of the factors that influence what form of market development is necessary
efficient means for allocating resources and plot the six IDE WASH sanitation programs on these spectrums.
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Is micro-finance available in your region?

the market. The potential profit incentivizes Low High
the private sector to expand its reach,
effectively scaling the market itself

Are social loans given in your region?

Are WASH loans given in your region?
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