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REPORT 
 

INTRODUCTION 

 
As of 2015, there were 3.2 million registered NGO’s in India, which translates to roughly four NGO’s 

for every 1,000 people in urban areas and 2.3 NGOs for every 1,000 people in rural areas (1). The 
emergence of India’s NGO sector began in the post-independence era and continues to rapidly expand, 
both in volume and diversification of target social issues. Despite a vast network of NGO’s, there are far 
less viable solutions emerging with sustainable impact on social issues like water scarcity, waste 
management, public health, housing, and education, among others. In order to understand why NGO 
programs, projects, and initiatives are failing or falling short, it is crucial to understand the nature of 
social issues. Social issues are inherently complex, grand challenges, and rarely mitigated by an 
individual solution-- instead they require an approach which factors in economic, cultural, political, and 
geographical factors. They are multi-dimensional and require multi-pronged solutions as a result. 
Although this approach is generally accepted by actors in the social development arena, the non-profit 
nature of NGO’s creates a significant barrier to developing intuitive and robust solutions to complex 
problems. 

 

PROBLEM 

 
More often than not, constraints like financial resources and time force NGO’s to focus on action-

based solutions, which can deliver the most impact in the shortest amount of time. The biggest problem 
with this approach is most solutions fail to address the root cause of the problem and instead treat the 
symptoms, without examining all possible impacting factors like how human behavior may implicate 
project success. We see this vulnerability time and time again in Bangalore-- for example, in the rainwater 
harvesting systems which are implemented by Biome in government schools. After interviewing Biome, 
we discovered that the rainwater harvesting systems are effective in treating the immediate problem of 
water scarcity; however, a lack of education surrounding how to use the system and its benefits results in 
50% of installed systems failing after just one year. Moreover, all of the remaining functional systems 
have various degrees of costly repairs. As a result, Biome is forced to continue to maintain and make 
costly repairs to existing systems-- funding and time which could otherwise be used to implement systems 
in new schools. 

 
Other NGO’s working in different sectors face similar constraints, such as Hasiru Dala-- an 

innovative social impact organization working in waste management. Although Hasiru Dala has great 
success in their waste management collection services and in waste picker support programs, Hasiru Dala 
estimates that roughly 60% of Karnataka is unaware of available waste management services and waste 
segregation practices. This is another prime example of a solution which works to eliminate urban waste, 
but does not address the underlying gap in education surrounding waste segregation practices.  

 

CUSTOMER 
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Echo Ed’s customers are primarily operational NGO’s, which focus on the design and 
implementation of development projects and are operating at the local level in Bangalore. NGOs are ideal 
customers as they are non-profit organizations which are largely funded by donations and, as a result, are 
constrained by a lack of financial resources and time. In Bangalore, Biome notes that financial support 
from donors is often contingent upon fulfilling varying levels of quantifiable project results, in order to 
promote the perception that donating parties or individuals are fostering real change. Hasiru Dala adds 
that NGOs have a responsibility to follow their donor’s ideas of success, which often involve wide reach 
and scalability, rather than a focus on long term change and impact. Additionally, NGO’s are funded by 
grants from large benefactors, which can support specific programs, projects, or can be provided on an 
ongoing basis for overall support. Most commonly, grants are project specific and require NGO’s to 
deliver specific outputs in line with funding and a timeline from the benefactor. As a result NGO’s, 
“undermine its attention to the needs of its intended beneficiaries… and they focus on short-term 
quantifiable outputs rather than systemic change in order to satisfy funders...” (2).  

 
Biome and Hasiru Dala are not the only operational NGO’s in Bangalore which face these problems: 

other NGO’s including Hasiru Dala, The Gramantara Trust, FFEM, The Environment Association of 
Bangalore and IPH expressed similar concerns surrounding funding. As a result, these NGO’s report a 
lack of education in their respective fields, which translates to high rates of failing infrastructure in built 
projects, low retention and performance of existing projects, and an inability to scale and reach larger 
populations. Large amounts of already constrained resources are then put back into mitigating existing 
projects, leaving little money and time for NGO’s to incorporate education and supportive resources for 
an all-inclusive and robust solution.  

 
Echo Ed’s clients include Biome, Hasiru Dala, The Gramantara Trust, and The Environment 

Association of Bangalore-- all of which expressed a desire for more education in their respective fields. 
Beneficiaries are the community members, schools, and individuals served by our clients, whom we 
engage with and are directly benefiting from our educational resources and tools. Additional beneficiaries 
are the communities connected to those we educate: families, villages, friends of those who receive 
education. Echo Ed is actively working with Biome and Hasiru Dala on tailored curriculums in rainwater 
harvesting systems and waste segregation, respectively, and has plans to further develop material for the 
other aforementioned clients (See Appendix IV. Documentation of Prototype). 

 

SOLUTION 

 

Methodology  

 
Echo Ed recognizes that the action taken by NGO’s in Bangalore is valuable and that constraints like 

financial resources and time can make or break a project. That’s why Echo Ed provides educational tools 
to NGO’s in order to alleviate constraints and create cooperative and all-inclusive solutions. Echo Ed 
develops educational resources including but not limited to: curriculums, brochures, presentations, 
activities, and lectures. All of Echo Ed’s resources are custom tailored and co-developed with each client 
in order to ensure maximum impact. All of the resources can be purchased as stand-alone products online, 
or with the inclusion of one of our educators who will facilitate on-site learning for dynamic educational 
experiences (See Appendix IV. Documentation of Prototype). At Echo Ed, we are committed to 
supporting the success of NGO’s and provide services throughout all phases of project development-- 
from providing beneficiaries with educational tools and resources before project implementation, to 
impact assessment on human behavior and follow-up.  
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Processes 

 

Pre-Implementation & Planning 

 
Echo Ed bridges the gap between project and practice, beginning with pre-implementation services. 

Potential clients can submit requests directly on the Echo Ed website and a representative will follow-up 
with them to establish a point of contact. From there, our team will meet with and work closely with each 
NGO to understand their values, needs, and project goals.  

 
We take this one step further by planning site visits and/or setting up meetings with the NGO’s target 

beneficiary group(s) to assess the current knowledge landscape and where education gaps may exist as 
they relate to NGO’s project goals. Using learned knowledge from on-the-ground assessment and 
direction from each NGO, we map custom education trajectories by beneficiary group, and design 
educational tools, resources, and facilitation activities. We streamline the education process and allow 
NGO’s to focus on action.  

Implementation & Execution Monitoring 

 
Echo Ed is committed to maintaining an active role throughout each phase of our client’s project 

development. During project implementation Echo Ed maintains a supportive role, and at the direction of 
our client will provide additional educational resources and facilitators as needed.  

Post-Implementation & Performance Analysis  

 
At the end of implementation, Echo Ed ensures long-term project success and sustainability by 

providing follow-up assessment, which analyzes retained knowledge and behavioral change of target 
beneficiary groups, as it relates to each project’s goal (See Appendix XI. Job Postings). Learning takes 
time, and Echo Ed is committed to providing a learning experience which adapts and adjusts to the needs 
of the beneficiaries we serve, and in turn meets client goals.  

Evidence  

 
We believe wholeheartedly in the power of education as a key tool in the development of socially 

sustainable and inclusive solutions, and there is evidence to support its viability. In 2012, the Social 
Science and Medicine journal published a study on interventions in developing countries involving the 
use of bed nets, hand washing, face washing and complementary feeding, in which they identified 
behavioral change techniques and their effectiveness (3). In total, 86% of the 24 interventions showed 
significantly positive outcomes in terms of observed changes in behavior. For example, successful hand 
washing interventions included educational instruction and modelling, social support, and provided 
participants with soap. The use of multiple intervention techniques engaged participants at the behavioral, 
social, sensory, and cognitive level for increased likelihood of learning and sustaining the improved 
behavioral practice (3). Conclusively, behavioral change is best observed when intervention techniques 
provide participants with physical resources like bed nets and soap, as well as education on proper use 
and implementation. The results of this study further supports Echo Ed’s solution, by re-affirming the 
need to create all-inclusive approaches to solving social issues using both education and physical resource 
implementation.  
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Moreover, evidence which supports the use of a multi-pronged approach to solving water based issues 
in Karnataka exists. In 2006, The Government of Karnataka implemented 1,269 rainwater harvesting 
structures (RWH) across seven school districts, and in 2007, a study by Arghyam found that only 140 of 
the structures were still functional (4). The following problems were identified: underinvestment and lack 
of resources, use of a, “one size fits all,” technical design, and lack of protocols surrounding maintenance, 
water quality and treatment testing. Following this, Arghyam implemented a two-phase project in 
partnership with RWH experts and NGO’s, in which they revived and repaired 27 defunct RWH systems 
and implemented awareness activities and maintenance plans, including water conservation education, 
and RWH system skills training. A follow-up survey in 2009, found 16 of the 27 RWH structures were 
still functioning. They further analyzed the technical and social reasons for success/failure of systems and 
found that vandalism was the predominant reason for defunct systems (4). This study underscores the 
importance of multi-pronged solutions which include education in conjunction with infrastructure 
implementation. The success rate rose from barely 11% to over 59%, with the notable difference between 
the two implementations the addition of education. This is what Echo Ed hopes to add to all operational 
NGO implementations. 

 
Additionally, Echo Ed conducted a preliminary assessment of our rainwater harvesting curriculum at 

Parikrmra by leading a water filter activity with pre and post assessment surveys. On average, our surveys 
found that the students performed better after our activity, during the post assessment survey-- with 
upwards of two thirds of students answering survey questions correctly, up from one third in the pre-
assessment survey (See Appendix V. Prototype Feedback). We recognize that this is preliminary data, but 
also that it is indicative of early success in our curriculums and reflects positively on their future potential.  

 

MAKE IT REAL  

 
We developed a curriculum for Biome and Hasiru Dala, both of which are listed on our website and 

can be found below in Appendix IV. Documentation of Prototype. The curriculums and our website are 
our Minimum Viable Product. The website allows new users/clients to connect with us and submit 
requests for educational resources. We received feedback from Hasiru Dala in regards to updating the 
website and making it more targeted towards NGO’s, and also created a google survey surrounding 
usability. We plan to update the website to be more direct but also more user friendly.  

 
In order to get our project up and running, we will need to hire a coordinator, systems analyst, 

research assistant, and educator (See Appendix XI. Job Postings). This is the team we need in order to 
fully get started. We hope to eventually grow and retain multiple educators, so that we can have multiple 
teams working on more than one project, and incorporate education into more services. However, for the 
sake of this report, because it is so difficult to predict growth, and because we do not think we will grow 
enough in five years to need to hire on a whole additional team, we will move forward with our four paid 
employees for now.  

 
To make up any extra work, or facilitate and engage with communities more, we are also relying on 

volunteers who want to make an impact in their communities. Their role would primarily be to participate 
and lead activities, give presentations, and help with any building, and build relationships with the 
beneficiaries. Upon talks with eighteen SJC students, we found that 14 out of 16 were very interested and 
willing to be trained and learn new material, then lead activities and presentations to beneficiaries.  

 
Additionally, we will need to find methods for funding our anticipated startup costs in the first year-- 

which totals 1.03 lakhs. This number includes the salaries of our needed positions, travel costs, and 
research and outreach costs. We have also calculated the cost of our first customer, who is Biome. This 
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breakdown of all of these costs can be found in Appendix IX: Cost Structure and Analysis; to save space 
here, we will state that to complete a curriculum for one school at which Biome implements a rainwater 
harvesting system, it will cost us 67,000 rupees. To finance this initial client and get us off the ground, we 
will take out a loan of 70,000 rupees. From our discussion with our potential clients we will charge 10% 
of their total implementation cost, and this will be one of our sources of income. We have confirmed 
clients of Biome and Hasiru Dala in our first year, but due to the nature of our work, we cannot accurately 
predict the costs and profit of our future years. As said before, this is all stated in Appendix IX.  

 
We plan to expand upon Echo Ed’s customers to more NGOs or to any organizations which are 

interested in our services. Ideally, we want to have fewer projects, to be able to devote more time to these 
projects. This means targeting NGOs involved in larger projects and implementations, so that our costs 
are covered by one or two projects. We want to make sure that we are involved in about five projects a 
year, depending again on the size of the implementations we are involved in. Until we get another team, 
we want to cap the number of projects we get involved in to ten.  

 
Our immediate next steps will be to obtain our loan, which we aim to pay off in four years, with an 

interest rate of about 10%. We have already uploaded job applications to our website, and will need to 
publish these on job finding sites such as WorkIndia and Just.jobs.  
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APPENDICES  

 

APPENDIX I. THEORY OF CHANGE  
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APPENDIX II. RANDOMIZED CONTROL TRIAL 
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APPENDIX III. EMPATHY MAPS 

 
Empathy Map: Customers 
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Empathy Map: Beneficiaries  
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APPENDIX IV. DOCUMENTATION OF PROTOTYPE  

 
FOR CLARITY, WE WILL NUMBER EACH PART OF OUR PROTOTYPE. THIS NUMBER 

WILL CORRESPOND TO THE NUMBER IN THE PROTOTYPE FEEDBACK SECTION. 
 

I. Teaching through physical activities prototype  

In order to prototype our product, we decided to lead an activity which would demonstrate the amount 
of learning that could be accomplished. While our ultimate goal is to use education to change behavior 
and to incite beneficiaries of NGOs to take more ownership over what is given or implemented for them, 
this cannot be accomplished in a few weeks, because implementation of a system and behavioral change 

takes months. In the case of our first client, Biome, we would be measuring 
behavioral change over the course of a year, through measurement of the 
health of rainwater harvesting systems.  

 
We went to Parikrama Center for Learning on Tuesday, March 3rd, to 

teach an eighth grade class about rainwater harvesting and filter 
maintenance. As we were preparing the material, we were told that we only 
had 30 minutes. This meant we couldn’t prototype a whole session, and had 
to condense into a shorter activity and presentation, while still being 
engaging. To meet these requirements, we prepared a physical model of a 
rainwater harvesting filter, shown to the left. We made this filter with 
common household items, easily recognizable so that students could create 
association between item and function easily. We also made it a size which 
was easy to hand around and play with, so that students could feel each 
component and physically hold the filter. To go along with this, we created 
a presentation, which we gave on a projector, which explained why we 

need rainwater harvesting, had a visual representation of the 
full rainwater harvesting system, and had a 3-D model of the 
filter systems that are actually used.  

 
To demonstrate, we had a student come up and pour dirty 

water filled with leaves, dirt, and cement through the filter, so 
that the students physically saw the change in water and the 
success of the filter. This is important, because by seeing and 
touching and hearing, as well as the actions included in the 
demonstration, students will remember what they learned. We 
then had a physical model to show how to clean the filter, 
which we know from speaking with organizations is often a 
weak point. To measure success, we asked four questions 
before we began speaking and showing our prototype, and 

asked the same four questions after the presentation. The difference in the responses and the amount of 
correct answers will be how we measure learning. The benefit of having such a short period of time is that 
we were able to measure if any learning could be done in such a small window of time. Of course, to 
measure long term learning, we would have to go back and ask these questions again, in a week or a 
month. 
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II. Website 

The other part of our prototype is our website. Here, our clients (NGOs) can contact us with specific 
requests, set up meeting times, and establish first contact with us. Additionally, we also have curriculums 
available to purchase, targeted for NGOs, but also available for anyone who wants to learn. We have 
options for entire curriculums to be purchased, or only certain parts. This way, NGOs can customize fully 
what they buy, as well as the programs that we build for them. 

https://echoedindia.wixsite.com/bangalore 
 

From the Home Page: 
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From the Personalized Curriculum Page: 
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From the Curriculums for Purchase Page: 

 
Again, please visit https://echoedindia.wixsite.com/bangalore to see the full site! 

 

III. Hasiru Dala Prototype 

Hasiru Dala is one of our potential customers, and asked us to create for them something that 
concisely explains waste management, while being easy to interpret or read, and which wouldn’t take too 
long for someone to understand.  



16 
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IV. Biome Prototype 

Biome was our first customer, and they asked us to create a full curriculum for rainwater harvesting 
which they could give to staff at the schools where they want to implement and use it as a screening 
method. They also wanted to include informational graphics that could be shown to the students which 
transcended language, so that these could be shown at multiple schools with several different languages. 
Below is a preview of each section of the curriculum (we also have a separate booklet created for them of 
just infographics, all of which are the style which you see in these previews). 
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19 
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APPENDIX V. PROTOTYPE FEEDBACK  
 
FOR CLARITY, WE WILL NUMBER EACH PART OF OUR PROTOTYPE FEEDBACK. THIS 

NUMBER WILL CORRESPOND TO THE NUMBER IN THE PROTOTYPE SECTION. 
 

I. Teaching through physical activities prototype 

In order to see whether or not learning can be done and have an impact on behavior, we went to 
Parikrama Center for Learning and led a presentation and activity with a class of eighth standard students. 
We first had them fill out a survey to see the amount of base knowledge they had, then gave a visual 
presentation, led an activity involving the students, and measured how much they had learned. The results 
are displayed below: 

 
For this question, we can see that learning stayed about the same. There was clearly good knowledge 

of rainwater harvesting systems to begin with, and follow up discussion with the students after also 
showed this. Therefore, there was little change before and after, although more people correctly identified 
that harvested water could be used for hand washing and toilets. 

What is the use of the charcoal in rainwater harvesting filters? 

 
Here, we saw clear learning, and identified a point of weakness in the education curriculum. While 

students knew what rainwater harvesting was, they were unsure of what actually constituted the filter they 
were using. After we showed them a physical model of the system, and explained what each layer did, 
there was a large increase in the amount of students who could identify what activated charcoal did 
correctly. The amount of wrong answers also decreased by one, but, more importantly, there was not a 
single student who did not have some idea of what it did, and students were able to give more specific 
responses.  

How often do filters need to be cleaned? 
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Again, there is clear learning displayed here. Two thirds of the students correctly learned how often 

they needed to clean the filters (once a month), while before the presentation only a third knew. 
Additionally, the answers were narrowed down to two choices.  

 
This activity also provided us with information on what we needed to do differently: in further 

prototypes and when we actually go into schools for clients, this would be considered a primary survey, 
before the actual education begins. Parikrama provides excellent facilities, clean water, and food for the 
students while they are at school. From the amount of education they already have, we would have 
developed a further curriculum to target the gaps in their education: focus on treatment techniques they 
could take home to the slums, focus on technical learning of rainwater harvesting rather than theoretical, 
and go more in depth. We would also want more time, and arrange for follow up sessions to actually 
measure learning. Additionally, we would want to also visit homes and see the difference in behavior that 
occurs in their homes, as this is one of the goals of Parikrama, to improve the home lives of these 
children. From our initial visit, we learned where the gap in Parikrama’s system lies, and would be able to 
tailor a much more beneficial system to see if education can improve the home lives of these children 
with the knowledge they bring home.  

 

II. Website 

We showed the website to one of our potential customers, Indha from Hasiru Dala. She gave a list of 
things that she would like to see as someone interested in our services. The most important ones are that 
she wanted more details as to what would actually happen: how are we going to make sure we get 
accurate preliminary data, how are we going to be reaching out to these communities in a way that will be 
effective to her and to the thousands of people she serves, etc. Her list of comments are shown below: 

● Lot of outreach needs to be on the website, start with the common people but work up to do 
outreach through higher ups, because this is what will lead to more change 

● Bangalore and people working here quite open to new changes 
● Party representatives are the people on the ground, they already know some of our data, so make 

sure you work with NGO so they can help you determine best way to get primary data 
● Need to have strategies in place, show them on website 
● Emphasize collective responsibilities 
● Need accountability, someone to question you all the time 
● Awareness is a very important topic, stress this 
● Convince people what you are trying to do 
● Show pilot and long term goals on the website 

○ Impact makes a lot of difference, must be on there to pull in more views 
● Emphasize the partnership and that we are part of their representation 
 
Hearing this feedback was very useful because we were able to add more details to our website, both 

on the home page and on the personalized curriculum page. We were able to take our website from being 
very general and vague to being detailed and forward thinking. 
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The same kind of feedback was reflected in the survey we conducted. However, the responses we got 

were from SJC students, so it was a good indication of what normal people would see if they went onto 
our website looking for our services. We got positive, but vague responses from this survey. On a scale of 
1-5, the overall response was a 3. When we asked if it was clear what Echo Ed did based on the 
homepage, we got the common responses of: “it provided personalized educational curriculum” and a 
specific response of “Echo Ed closely works with NGOs and organisations to help them build their goals 
and give them a clear path to their vision by providing with necessary education about this project.” When 
we asked what the most important feature that we need to add is, we received the common response that 
we needed pictures and our vision more clearly stated.  

 
While we got relatively good feedback on our website, it was not as in depth as we would have liked. 

Therefore, our website edits were made based on Indha’s guidance and recommendations.  
 
We reached out to SJC students in the literature and commerce colleges, and asked them if they 

would be interested in being volunteers for this type of program. Of the sixteen we asked, fourteen said 
they would be interested. Furthermore, we outlined that they would need to be trained and showed them 
some of the subjects they would have to learn, and they were still as willing to learn. This means that a 
large part of our implementation team is solidified already.  

 

III. Hasiru Dala Prototype 

When we showed Indha from Hasiru Dala the brochure we had made for her, she liked the idea of 
how simple and easy a brochure was to hand out and to flip through and open. However, she wanted less 
words, since a lot of the people that she was trying to reach were lower income communities. She also 
wanted us to update the graphic at the end to reflect the three different waste categories, rather than just 
two, since hazardous waste contamination can result in things being sent to the landfill for nothing.  

 

IV. Biome Prototype 

Biome was very pleased with the prototype we created. They especially liked the infographics, and 
encouraged us to do more for drinking water treatment. They also liked the report section at the end, 
which they found would be very valuable as it would allow them to receive feedback of knowledge and a 
method to assess knowledge.  
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APPENDIX VI. BUSINESS MODEL CANVAS  
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APPENDIX VII. SEVEN SENTENCE STORY 

 
 Seven Sentence Story - Team Biome 

 
Once Upon a Time, there was a little girl Anika who lived in a rural village 
 
Every day, her and her younger brother, Ganesh, would pick up non-potable water from the local well 

and then walk 3 miles to purchase drinking water for their family. 
 
One day, a lady from an NGO dropped off a silver tablet and told their family they could drop this 

device inside the well-water and it would eliminate all bacteria inside. 
 
Ganesh and Anika were thrilled at the prospect of no longer needing to walk three miles every day, 

however, their parents were apprehensive to use this unfamiliar tablet and questioned whether they could 
trust it. 
 

Ganesh and Anika’s parents were not alone-- the NGO noticed that many community members had 
this same concern. 

 
The NGO decided to take action and hired Echo Ed, a company which provides personalized 

curriculums and services, to visit this community and teach an interactive lesson on how to use the silver 
tablet. 

 
Ever since that day, community members began utilizing these silver devices, and Anika and Ganesh 

never had to walk 3 miles to obtain drinking water again.  
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APPENDIX VIII. COST STRUCTURE AND ANALYSIS 

 
 
In this year, we have the confirmed customers of Biome and Hasiru Dala, with the potential to work 

with Gramatara Trust and Environmental Association of Bangalore. Using the financial system that we 
have attached above, we know that we are expecting costs of 1.03 lakhs, or 103,000 rupees, and we are 
expecting this to be able to finance ten different projects. This number could vary, depending on the scope 
of education required from each NGO for their different projects.  

 
In the beginning, we will need some kind of loan, for materials and to pay our team. We would take 

out a loan of 70,000 rupees, which would more than cover our cost for our first customer (seen in the 
financial spreadsheet). For work in the public sector, we are looking at interest rates of about 10%. Our 
other options for getting this initial startup cost would be to enter Villigro's iPitch, which is a startup 
competition which focuses on startups seeking to improve education in India (1). They provide 8 crores of 
total investment, which would more than cover any costs we need. However, this program is very 
competitive, and it would be unwise to rely on such a method, which is so unlikely and so uncertain. A 
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third option is angel investors, of which there are 254 in Bangalore, but again, this would be unwise to 
rely on (2). Other methods of revenue are discussed below.  

 
Even with only Biome and Hasiru Dala as confirmed customers, we know that we would be able to 

meet our project goal. We will be charging per implementation, so for each school which Biome 
implements in, we will be charging 10% of the implementation fee. In looking at past proposals for 
rainwater harvesting systems in schools, we see that the average implementation cost is 100,000 rupees. 
Therefore, we would charge Biome 10,000 rupees for each rainwater harvesting system that they install. 
For Hasiru Dala, we know they are seeking to expand into more dry waste management centers, and that 
for each, they invest about 20 lakhs, so we would request 200,000 rupees (3).   

 
Beyond our first school, which is our first project and the one we would need a loan for, we would be 

able to make a profit off of any future schools which Biome implements at. This gives us a certain amount 
of freedom, because we would be able to truly spend a lot of time and focus on each project to our full 
capabilities. With our small team, especially in our first year as a business, trying to be involved in too 
many projects would be against what we believe in.  

 
Instead, we aim to implement at two to four schools a year, and at least at one dry waste management 

center or community a year. This way, we can finesse our skills and resources, and take the adequate time 
to work closely with Biome and Hasiru Dala on each project. However, given that Hasiru Dala would be 
providing all of our income and needed costs, if they do not continue to hire us, we would face a huge 
drop in income. This means that we will need additional funding to remain sustainable. While we could 
opt to remain in debt, we are instead choosing to add advertisements to our website. So, to find how much 
we will need from advertisements after our first year, we do the following: 

 
10,000 ∗ 4 = 40,000→ 147,200 − 40,000 = 107,200	𝑟𝑢𝑝𝑒𝑒𝑠 
 
So, we will need 107,200 rupees in revenue from ads or other funding to remain sustainable after the 

first year, if Hasiru Dala does not continue to hire us. Most of this will be funneled back into paying off 
our loan, which we plan to pay off within four years from revenue from ads and our business. Ads cost 
between 37 and 3700 rupees per click, and so we will assume that within our first year we would be able 
to charge 100 rupees per click (4). This means that we would need 1072 website visits in one year in 
order to break even. This would decrease as the number of schools Biome implements increases, and if 
we continue to partner with NGOs like Hasiru Dala, whose implementations are much bigger. However, 
especially in the first few years, we will not be able to get this amount of traffic on our site.  

 
With our loan, and the expenses we are accumulating, and without Hasiru Dala, it cannot be 

guaranteed that we would be making the same income as in our first year. Our ideal situation would be 
that we continue working on larger implementations, so that we can continue to keep the amount of 
projects we work on low, and can devote the maximum amount of hours to these. Our future years all 
predict expenses of about 1.5 lakhs, using a small overhead of 10%. Our total loan, including interest over 
four years, is 77,000 rupees. Assuming that we pay off ¼ of our loan in the first year, and that is the only 
debt we accrue, then we will have paid off our loan after four years. However, in order to maintain 
financial stability and become sustainable, we will need to grow our customer base in the coming years, 
in order to continue paying our team. We assume a customer growth of one NGOs a year, with a 
minimum fee from implementation of 1 lakh.  

 
If we are unable to get bigger customers, we will need to rely on ads and more, smaller 

implementations. While this would not be ideal, we are confident that we could handle 10 different 
projects in a year, and make up the difference in ads. However, it would take us longer to become self 
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sustainable. Unfortunately, because we do not know the combinations of projects and NGOs we will be 
partnering with, we cannot fully predict what our finances will be like. 

 
Sources: 
 

(1) “IPitch.” Villgro, 6 Mar. 2020, www.villgro.org/ipitch/ 
(2) “Bengaluru Angel Investors.” Angel List, 6 Mar. 2020, https://angel.co/bangalore/investors 
(3) Shekhar, Divya. “Plastic Waste in Bengaluru: BBMP, Hasiru Dala, UNDP Set for a Pact.” The 

Economic Times, Economic Times, 26 Sept. 2018, 
https://economictimes.indiatimes.com/news/politics-and-nation/plastic-waste-in-bengaluru-
bbmp-hasiru-dala-undp-set-for-a-pact/articleshow/65960038.cms?from=mdr 

(4) Weedmark, David. “How Much Does It Cost to Advertise Online?” Bizfluent, 4 Sept. 2019, 
bizfluent.com/about-7319131-much-cost-advertise-online-.html. 
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APPENDIX IX. MARKET COMPARISON  

 
One of our customers, Environmental Association of Bangalore, is 

also one of the companies whose values are most in line with ours. 
However, EAB does not offer curriculums for sale as we do, nor do 
they offer their services beyond water and the environment. Both of us 
look to partner with other organizations, however, EAB is highly 
government focused, while we target NGOs.  

Perhaps the largest difference is that EAB focuses on single, larger 
events. They host seminars, talks, festivals, and create campaigns. At 

Echo Ed, we aim to personalize our curriculums to specific NGOs and THEIR specific beneficiaries. 
http://www.eabindia.org/ 

 
Another company in Bangalore which has a similar viewpoint on 

education is Klay. Clearly, the largest difference is that Klay is a 
school, while we are a company. They work with individual students 
and their parents within the boundaries of their schools, while we 
outsource and go to schools and communities with our information. 
While Klay does build personalized curriculums, their curriculums are 
targeted for individuals, while our curriculums are for communities, 
and are constantly changing. https://www.klayschools.com/curriculum/ 

 
Atma is another company who partners directly with NGOs. 

However, they partner with them for the opposite reason that we do: 
they focus on helping NGOs scale up, while we focus on helping 
NGOs zone in and focus on where there are educational gaps in the 
systems or programs they are implementing. Atma also focuses on 
following through on results, through quarterly evaluations and skills 
training. They also rely on volunteers, but their customization is in the 
form annual strategy and goal setting, while our customization is in the 
type of education and maintenance goals that the NGO has. They focus 
specifically on education NGOs, while we work to provide educational 
services to implementation-based NGOs. https://atma.org.in/ 

 
This is the Agastya Mobile Science Labs. They center their 

focus on the educational gaps which exist throughout India. 
They focus on the educational gaps in India’s school system, 
while we focus on educational gaps in NGOs’ implementation 
processes. Like us, AMSL understands the importance of 

continuity, and focus schools multiple times a year. Our services will be more varied, reaching 
beneficiaries outside of schools, and visitation will depend on the goal of the NGO we are working with 
and the goals they have. ASML focuses on teaching students what their teachers cannot, while we aim to 
educate entire communities. https://educationinnovations.org/program/agastya-mobile-science-labs 
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APPENDIX X. JOB POSTINGS  
The following are the necessary positions we need to fill in order to make our company real: 
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At the bottom of each google form, applicants aRE asked to upload files. These files are deposited 

directly into predetermined folders on the team drive so that we can all view them and evaluate them.  
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APPENDIX XI. FOLLOW UP DOCUMENTS AND SYSTEM ANALYSIS 

 
Post-Lesson Plan Questionnaire 
This survey is to be distributed to community members 2 months after a seminar by educators 

 
1. Did you feel that the information taught was useful to you? 

Yes, it was relevant and I learned something new  
No, I didn’t learn anything new/this was not relevant 

 
2. How likely were you to use this product before this seminar? 

Very likely- I definitely wanted to try it 
Pretty likely- If it is easy I would have tried it out 
Unsure- I don’t know if I had the time to learn the new system 
Not likely- I did not want to change my current ways 
 

3. How did your opinion of the product and interest in using it change after this seminar? 
It increased 

I feel the same way I did before 
I was less interested 

 
4. Would you like to have another learning session? 

yes( )   no(  ) 
 

5. What would you like to be different about this session?  
Fill in the blank 

 
Post-Lesson Questionnaire Specifically on Water Filtration Systems 
1. If you could pick any rainwater harvesting system, which would you choose and why? 

Short Answer 
 

2. Which of the following filtration systems only provides non-potable water? 
A) Silver Ion Tablet 
B) Solar UV Radiation 
C) Reverse Osmosis 
D) Rainwater Harvesting System 

 
3. True or False: If you filter your water but leave it in an open container it is no longer safe to be 

consumed 
True   |   False 

 
4. Silver Tablets have side effects 

True    |  False 
5. Solar UV Disinfection only works on 20 L of water at a time 

True    |  False 
 

6. Reverse Osmosis pumps water through a partially permeable membrane 
True   |   False 

 
ACTIVITY: Compare & Contrast 
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Scenario: Right outside of sunny Bangalore, there is a rural community located in Devanahalli 
village. Village members have non-potable water already available, but find that it is too expensive and 
unreliable to continue to buy water from a tanker. This village wants an affordable, simple alternative to 
their tanker water and are interested in water filtration devices.  
 

Choose two water filtration systems you know of, compare them, and decide which would be better 
for this situation. 

 

Water filtration device: #1: #2: 

How does it work?   

How does it fit this 
community? 

 

  

Benefits    

Cons   

 
In your opinion, reflect on which system would be more ideal for this community and include reasons 

why. 
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Echo Ed Workers should view sheet below to use for return visits: 
The sheet should be printed and filled out while in the field talking to the communities. The bottom 

portion should be printed and completed five times with five different interviews 

 


