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Why are we talking about PPPs?

• Market	usually	only	serves	middle	and	upper	income	
groups	

• Public	sector	often	has	land,	or	can	make	land	available	
by	compulsory	purchase	

• Private	sector	can	build	more	efficiently	

• Public	sector	lacks	the	capital	to	develop	housing	

• BUT,	PPPs	only	succeed	if	the	private	entity	has	
confidence	that	it	will	get	a	satisfactory	return



Who does what best in housing?

• Off-site	infrastructure	
• Community	facilities	
• On-site	infrastructure	
• Service	delivery	–	water,	
electricity,	sewerage,	street	
lighting,	road	maintenance

• On-site	infrastructure	
• House	construction	
• Housing	finance

Public Private



The challenge
Affordable	house	costs	Kenya	(US$)
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Potential for leverage in PPPs
Public	
• Location	–	is	the	site	well	
located	in	terms	of	work	
opportunities,	infrastructure,	
housing	demand,	etc	
• Income	groups	–	what	income	
groups	are	to	be	served?			
• Type	of	development	–	is	it	
appropriate	to	the	planning	
etc	of	the	locality

Private	

•	Funding	to	enable	
project	to	proceed	

• BUT, PPPs only succeed if the private entity has 
confidence that it will get a satisfactory rate of return



The Risk

• An unknown market, and the lower the income group the 
less room there is for error.

• Developers have traditionally learned by doing: testing new 
ideas in terms of the public’s interest to a solution. By the 
time a built solution is on offer, the formal approval process 
has been completed.

• Market surveys are usually restricted to responses to 
advertisement for new projects, or social surveys that lack 
detail regarding costs and alternative solutions. 



Measuring Effective Demand

• It is not possible to establish what people want unless the 
respondents know how much it will cost

• To get a realistic response the respondents also need to 
know what the choices are and what they are getting for 
their money.

• It is therefore essential to give participants in any survey 
accurate costs so that they can balance the competing 
aspects of housing cost against each other.



Multiple variables
• The size and number of rooms
• The type of wall, flooring and ceiling finishes
• The services – sanitation and electricity
• The type of construction – single storey, row houses, flats, 

etc
• The size of plot, cost of land, soils and slope of land.
• Access standards – road widths, finishes etc
• Developer’s costs – approvals, project management, 

interest during construction, profits, sales costs
• Long term finance – interest rate, term of loan, deposit 

required
• Monthly service charges and taxes
• To make these intelligible to respondents they must be 

expressed in monthly costs



The model: finances
• It	is	possible	to	combine	all	these	variable	in	a	simple	
spreadsheet	based	model,	provided	it	has	a	simple	user	
interface.



The model: house design



The model: sanitation



The building and plot



The model: roads and lighting



The model: fencing and walling



The model: savings



Making it real

• These variables can be 
combined in very many 
different ways, and 
communicated through 
different media

• Ideally, for example, 
room sizes and house 
designs should be 
communicated through 
small models.

• Surveys can be with 
individuals or groups



A model



Summary

• The program 
automatically tabulates 
the options selected by 
the participant, who can 
then take a print out as a 
record.





The 
renting/ 
buying 
choice



Results

• Method used throughout Southern Africa and in the 
West Bank of Palestine

• In spite of very different cultures and attitudes the 
method has been very popular with users

• It has removed the stigma of some solutions that 
might be considered sub-standard: a major 
constraint in some countries

• It has helped policy makers and developers focus 
on solutions that are acceptable to the public


