Cleaning Up:
Environmental Services
in Botswana

by Seteng Motalaote, Wave Sanitation Services

How can a developing country firm compete in this capital-
intensive, highly specialized business where the company may
need to educate the client about the issues before making the sale,
where procurement rules may be hard to fathom and competition
from big firms is fierce?
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Wave Safiifation ServicesWas founded in 2000, offering
waste-wiltef freatment, a#bilet rental service and solid
waste :ﬁ:nawf_-m We_at Wave understand that in a

| cleanefenvireament, aﬂ.fnduqmal sectors can perform

seffic |@I'_.r and génerate sustained profits. In a cleaner and
u[rn%iv iron & — our most important resource

e tihe on productive work and less time
gal attention.

il for environmental clean-up ser-

5876 billion in 2002, according to

Environmental Business International,

The market in Africa for environmental services is huge.

In our sector alone, it ranges from waste containerization

to transportation and disposal. Saritation remains quite

undeveloped. In some African countries, even universities
do not have sufficient toilet facilities. Many people drink
water that is not safe. In some African states, the little rain

Best practices
Executive Forum participants identified several best
practices for those concemed with exports of environ-

mental services:

» Educate potential buyers. Ervironmental service
themsalves to governments, donars and industrial
senvice providers 1o target foreign buyers, public sec-
tor consumers and business customers with unique

service providers should work hard to ceptire tech-
providers abroad, which they can adapt 1o local and
regional markets.
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that falls is unreliable: this creates a market for water con-
servation measures and technologies, increasing demands
for environmental services. However, despite the need,
governments in developing economies are sometimes
unable to afford such environmental services,

After 2005 was declared a year of drought in Botswana,
Wave designed, tested and launched a grey water recy-
cling system, for homes, hotels and hostels within eight
months. (Grey water is the relatively clean waste water
from baths, sinks, kitchen appliances, etc.) We embarked
on this project because we felt conserving limited water
resources would be critical.

Local presence

Botswana is a small economy of 1.7 million people;
entering international markets is, therefore, a priority.
Recruiting people from the Southern African Development

= Focus on environmental proatection. Firms can
leverage donor interest in protecting the environment
Tap into regional market opportunities.
Providers can tap into the high potential of South-
South trade in consulting and operational envi-
ronmsental services. Publicly sponsored export
delegations to neighbouring countries can help
providers. to market their products and educate
potential consumers.

Source: Linda Schmid, ITC Trade in Services Officer and Moderator of
the Executive Forum session on environmenlal sarvices.
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Services: Fram Palicy to Pragtice

Community makes it easier
for us to expand into the
regional market. But we try
not to develop international
networks at the expense of
local presence. We believe
that to leapfrog to inter-
national markets, we must
develop a strong local base.
We have therefore ensured
that we build a strong part-
nership with local authori-
ties and communities as
well as the private sector.

Information manage-
ment is crucial. We try to
act quickly on the informa-
tion that is gathered by our
branches. We also try to
reward those who convey
the information, and try to
change bad news into value for Wave. Our accounts, stock
and human resource data are stored and managed digitally.
This has helped us to be more competitive.

Smart partnerships, sleeping with giants

To addressthe concerns of global competition, we have
embarked on a policy of smart partnerships with a regional
company and an international giant. This has helped in
building the capacity of our environmental engineers
and gives us access to superior technologies that we can
marketin our region.

However, this also poses a “sleeping with a giant”
threat. One needs to be quite skilful to manage such
relationships. The small firm is more dependent on
the kindness of the “big brother company”. Small and

medium-sized companies need more competent lawyers
to protect themselves but they can be quite expensive,
often unaffordable.

Finance, aid and corruption

Another concern that we have as a smali firm is access
to reasonably priced finance. It is very difficult to com-
pete with a global establishment, endowed with many
resources and borrowing money at 3%, while at Wave
we are required to pay 18%. We therefore recommend
assistance to poorer economies to improve their lending
environment.

Further, educational institutions need help exposing
children and young people to environmental conservation
services, so they can develop a culture that protects the
environment. In most schools in Africa, simple tools like
waste bins are non-existent so children can't get used to
simple environmental practices. It is common to find an
adult throwing waste on the ground next to a waste bin.
It is important to create awareness about the environment
and environmental services, especially as disease may
result from neglected environments.

Corruption remains a clear and present danger. At
Wave we have zero tolerance for corruption because we
understand that it is not only morally wrong, but also
poses a serious threat to the sustainability of business.
We are lobbying our governments to address the problem
because it results in unfair competition. b

Seteng Motalaote Is the Chief Executive Officer of Wave
Sanltation Services. This arficle is based on Mr Motalaote's
presentation to ITC's 2005 Executive Forum on National
Export Strategies. The full paper can be found at
hitp://www.intracen.org/execforum/ef 2005/ montreux/
programme.htm

Strategies '

ITC's Executive Forum discussions

produced several recommendations for

strategy-makers to improve conditions for Take part In standard-setting. identification, cost position, technologn!
environmental service exporters: Ensure that least developed and cal leadership or quality of service
» Improve flnancing. Strengthen developing ‘country voices are heard Consider procurement practices.
the financial environment o reduce inthe creationofenvironmentalservice ~ Assess domestic and foreign procure-
tha cost of capital to environmental standirds that are achigvablein coun- ment praclices to ensure transparency
service providers to ensure their tries with limited resources. and eliminate donor preferences for
competitiveness. Conaider export » Engage with lawmakars. Work their domestic firms, while in some
promotion financing, which offers with lawmnakers to write environmental gases-gmwdmg safe harbour for fledg-
favourable terms to environmental  protection legislation that is practi- ling national firms.
service,exporters, cableand achievable. Yetlaws mustbe
.» .Link clean environments te tour- rigorous encugh to strengthen service
- ism opportunities. Position services providers' competitive ability.
that help clean the environment as Leverage competitive position. Sourse: Linda Sehmid, TS Trade in Services Officer
a means o ensure a vibrant teurism Help environmental service providers  and Moderator of the Executive Pgrum session on
market. Dirty environments. can have. to identify export marksts where they  environmental services.
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negative connotations, such as crime,

which detract visitors.
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can leverage their competitive position
in, for example, specialization, brand
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