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FOREWORD

The Assessing the Impact of Microenterprise Services (AIMS) Project seeks to gain a better
understanding of the processes by which mi croenter prise programsstrengthen busi nessesand improve
the welfare of microentrepreneurs and their households. In addition, it focuses on strengthening the
ability of the U. S. Agency for International Development (USAID) and its partners to measure the
results of their microenterprise programs. The project's core agenda includes desk studies, focused
field research, three mgjor impact assessments, and the devel opment and testing of tools for use by
private voluntary organizations and non-governmental organizations. The project also includes a
technical assistance component to address specific requests from USAID missions and offices.

USAID/Uganda concelved, planned and funded this assessment of microenterprise services in
Uganda. Itsobjectiveisto gain a better understanding of the impacts of microfinance programs to
document the results of programs USAID supportsin Uganda. Thework of AIMS on the design of
the assessment, carried out in collaboration with USAID, and this basdline study were funded by
USAID/Uganda through the technical assistance component of AIMS. USAID/Uganda aso
contracted the Makerere Institute for Social Research to work in cooperation with AIMS on the
baseline study.

Whilethis paper addresses specific concerns of USAID, it ishoped that it will be of interest to others
seeking to understand and document the impacts of microenterprise programs. For further
information about this study the reader may contact USAID/Uganda or the AIMS Project. Copies
of Volumes 1 an 2 of thisreport are available at USAID/Uganda and its PRESTO Project’slibrary
inKampala. Also, thesevolumesand other AIM S publications can befound on the AIMShome page
(http:\\www.mip.org).

Carolyn Barnes
AIMS Project



PREFACE

Thebasdineassessment wasdonefor USAID/Ugandaby Management Systemsinternational through
the Assessing the Impact of Microenterprise Services (AIMS) Project and the Makerere Institute of
Socia Research (MISR). Both organizationsworked with Kathleen Graham, a USAID WorldWID
Fellow, who provided mission oversight and guidance in the field throughout the survey. TheMS|
team consisted of Carolyn Barnes, Gayle Morrisand Gary Gaile. The MISR team was composed of
Richard Kibombo, Samuel K. Kayabwe, Agrippinah Namara and Peter Waalwo-Kgjula. These
individuals worked closely together to complete the different stages of work which resulted in this
report. Theassessment wasinitiated and managed by Jim Gohary of USAID/Uganda, who provided
valuable support and guidance. Monique Cohen, the AIMS Project Officer of USAID's
Microenterprise Development Office, also provided valuable input.

Many individuals have contributed to the successful completion of the basdine study and we are
grateful to them all. The cooperation of the executive directors and staff of the microfinance
programs included in the assessment facilitated the work of the team. In particular, we would like
to thank Basil Wanziraof FOCCAS, Paul Mayanja and Vincent Ssozi of PRIDE, and Mike McCord
and Godfrey Walusmbi of FINCA. Wearealso grateful for the support given to theteam by Bonnie
Danids of Management Systems International, Dr. John Munene, the Director of MISR, and David
Nsubuga of USAID/Uganda. We aso wish to acknowledge the valuable advice given by Anne
Ritchie, Director of the Center for Microfinance at the USAID-funded PRESTO project, which
influenced decisions on the design of the assessment.

The enumerators who carried out the interviews, often in wet, muddy conditions, deserve specid
thanks: Mbale Digtrict: Catherine Gimono, Timothy Muked e, Jane Wakikona, and Sam Wandukwa;
KampalaDistrict: Gertrude Atukunda, Sarah Nambuubi, and Deborah Wendiro; MasakaDidtrict: Ben
Bataringaya, Phoebe Kagjubi, Erasmus Kimbowa, FlaviaKisambira, Prossy Musoke, Asaph Turinde-
Kabali, and Janepher Taaka. We would like to acknowledge the efficient and precise work of Melch
Natukunda, Eleanor Turyakira, Jane Kazibwe, and Eva Kangave, who were responsible for data
coding and data entry.

We also wish to thank the Chief Administrative Officers of the Districts of Mbale and Masaka and
the Town Clerk of the Kampala City Council for their cooperation. In addition, we are grateful to
thelocal officialsthroughout Mbale, Masaka and Kampala whose cooperation facilitated the survey
work.

The researchers aso thank the respondents for their participation in the study. Without their
cooperation this research effort would not have been possible.

Vi



EXECUTIVE SUMMARY

Overview of the Assessment

USAID/Uganda has undertaken a two-stage assessment of the impact of microfinance servicesin
Uganda. The objective of the assessment is to identify the impact of microfinance programs upon
clients, their households and enterprises. The study will examine if participation in a microfinance
program leadstoimprovementsin the economic welfareof househol ds, enterprisegrowth or stahility,
increasesin empowerment of women, and strengthened social networkswith rural areas. Utilization
of survey research methods will result in identification of the nature, extent and distribution of
impacts.

USAID/Uganda contracted Management Systems International under the Assessing the Impact of
Microenterprise Services (AIMYS) Project to design the assessment and conduct the baseline study
in cooperation with the Makerere Institute for Social Research. This report describes the conduct
and findings of the baseline survey carried out in November and December, 1997. It is anticipated
by USAID/Uganda that follow-up information will be collected in 24-36 months on the same
variablesin order to assess change and impact.

Three microfinance organizations which use what are considered “ best practices’ were selected for
incluson in this study: FOCCAS (Foundation for Credit and Community Assistance), FINCA
(Foundation for International Community Assistance) and PRIDE (Promation of Rural Initiativesand
Development Enterprises) Uganda. The best practices common among these organi zationsinclude:
lendingtoindividual swho aremembersof acredit group, provision of servicesto microentrepreneurs
whose businesses generate a weekly cash flow, group guarantee of the loans made to its members,
commercial interest rates, amandatory savings requirement, and aweekly mandatory group meeting
for loan repayment. FOCCAS and FINCA provide services to women, and PRIDE reaches men and
women.

Interviews were conducted with a sample of clientsfrom these programsin three districts of Uganda
(Mbale, Masaka, Kampala) and a sample of non-client microentrepreneursfrom the sameareas. All
sampled respondents possess the following three characteristics. the respondent isthe sole owner or
co-owner of amicroenterprise, the microenterprise generates a cashflow on aweekly basis, and the
microentrepreneur has been actively involved in the business during the last two months. The total
number of respondentsinterviewed was 1,332: 1,242 women and 90 men.

The basdine findings present data on the clients and non-clients and their households. Similarities
and differences between these two groups are described, and, where relevant, geographical and
gender digtinctions are noted. The findings and analyses report on basic characteristics of
respondents and their households, sources of income, uses of income, financia services,
empowerment, and agricultural sector linkages. The results of Satistical tests are used to identify
differences that exist between clients and non-clients and between districts.
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Major Findings

Basic Characteristics of Respondents and Their Households

Similaritiesaswdl asdifferencesarefound among the clientsand non-clientsin terms of demographic
characteristics, location of residence, and characteristics of dwelling. At times the geographic
location influences the findings.

#

The average age of clientsis 36 years compared to 33 years for non-clients. Thisdifference
is atistically significant.

The average level of education for clientsis one year of secondary school. For non-clients
the average education level is seven years of primary school. This differenceis Satistically
ggnificant.

Themarital status of most clientsand non-clientsismarried, but 34% of the clients and 40%
of the non-clientsare single (i.e., divorced, separated, widowed, never married).

The average household size issignificantly larger for clientsthan non-clients (6.57 and 5.48
members respectively).

A sgnificantly higher proportion of clientsthan non-clientsreside on agricultural land (46%
of clientscompared with 36% of non-clients). Major differencesoccur between digtricts, with
Mbal ehaving the highest proportion of respondentsresiding on agricultural land and Kampala
the lowest proportion.

Client households are more likely than non-client households to own their residence.
Owner ship of residenceismore common in Mbaleand Masakathan Kampala, and ownership
tends to be related to whether or not the household islocated on agricultural land.

Clients and non-clients live in dwellings with similar features when taking into account
geographic location. The majority of Masaka and Kampala respondents live in residences
withiron sheet roofing and brick walls. Mbal erespondentstypically haveresidenceswithiron
sheet roofing and walls of mud and poles.

Theaverage number of roomsin respondent householdsisthree. On averagetherearemore
people per room in client than non-client households.

Clients differ sgnificantly from non-client households in the ownership of key consumer
durables. A larger proportion of client than non-client households have radios, televisions,
and bicycles. However, less than one-third of the client households have televisions or
bicycles.
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Sources of Income

Household income may be obtained from avariety of sources. Ownership of a microenterprise that
generates aregular cash flow is a prerequisite for participating in the three microfinance programs
and was used as a criteria for sdection of the non-client sample.  These microenterprises are
frequently avery important source of household cash income.

#

A significantly higher proportion of client (32%) than non-client (22%) households have a
member in wage or salaried employment. Geographic location influences the likelihood of
wage or salary employment, with Kampala having the highest rate.

Overall 69% of the respondents have business activities related to the marketing or
production of natural resource and agriculture-based products.

The average age of respondent enterprisesisfive years.

Themajority of respondents rank their enter prise asthe most important sour ce of household
cash income.

Thelocation of the respondents primary enterprise is most often the same location astheir
residence.

The average number of workers employed by clientsin their enterprises is less than one.
About half of these workers are family members.

Uses of Income

Client householdsusetheir incomefor bas c household needs, gradual accumulation of household and
business assets, unanticipated financia crises, and transfers to rural dwellers. Differences appear
between client and non-client households in the amounts expended in each of these areas.
Geographic location also influences the amounts expended.

#

#

Clients tended to spend more on household assets than non-clients.

Expenditures on business fixed assets differed by district and by client or non-client status.
On average clients spent more ($100) than non-clients ($87). Mbale respondents spent
considerably less than respondentsin the other two districts.

Over 90% of respondentsidentify their enterprisesasthe principal use of enterprise earnings.
The second most frequent expenditure category is food for household members.

Earnings from respondents microenterprises tend to be the main source of funds for
education expenses.

When asked about expenditures on food items, the majority of respondents in Masaka and
Kampala stated that they purchase the food items the household consumes. Among Mbale



respondents only meat and milk are purchased by a mgority of the households, as they
produce a substantial amount of their own food.

Nearly two-thirds of all respondents reported unanticipated eventsin their household during
that last two yearsthat had financial repercussions. A seriousillness or medical expenses of
a household member were the most frequently reported events. Most respondents
households were able to cope with these events without having to sell income-generating
assets.

About one half of the respondents reported cash or in-kind remittances to rural dwellers
during the three months prior to the survey.

A proxy indicator for the relative poverty or wealth level of client or non-client households
can becal culated by summing total expenditureson education, bus nessand househol d assets,
remittances, and agricultural inputs. Client households average $323 in expenditures and
non-client households average $211. Thisdifferenceis statistically significant. Geographic
location influences the amount spent.

Financial Services

Clients of the three microfinance programs have all received at |east one loan and have participated
in the mandatory savings programs as part of the lending requirements.> All three microfinance
programs also encourage their clients to have voluntary savings.

#

Loan periods are typically four months with the initial repayment due the first week of the
loan. Given thisloan repayment pattern, respondents appear to be using loan fundsin their
enterprises as a source of working capital.

Theaverage loan amount for clientsranged from $83 for FOCCAS clientsin Mbaleto $131
for FINCA clientsin Kampala. In Masaka where both PRIDE and FINCA female clients
were interviewed, the average FINCA loan was $88 and the average PRIDE female client
loan was $127.

All clients have mandatory savings accounts, and many clients also have voluntary savings
accounts (49% in Masaka, 82% in Kampala, 66% in Mbale). The average amounts saved by
clientsin mandatory and voluntary savings programs are $34 and $23 respectively.

Empower ment

In thisbasdine study survey 94% of the sampled microfinance program clientsarewomen. Theeffect
of participation in microfinance programs on financial discipline and leadership opportunities
illustrates the importance of these programs on women's empowerment. The findings suggest that
FOCCAS has an impact on women trying new health and nutrition practices and informing others
about these practices.

! PRIDE referred to their mandatory savings component as a Loan Insurance Fund.
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Themajority of clients (83%) are the sole decision-makers concerning the use of recent loan
funds. Almost all clients state that they are the source of funds to meet weekly loan
repayment requirements.

When asked about positive consequences of owning your own business, one-third of the
respondents mentioned the ability to meet basic family needs and the ahility to take care of
onesdlf.

Participation in the credit and savings programs of FINCA, PRIDE, and FOCCAS assists
clients in acquiring financial discipline. Clients are required to adhere to a weekly loan
repayment schedule and contribute weekly to a mandatory savings program.

Formal |eadership opportunities are avail able to women clients through their credit groups.

FOCCAS isasource for clients of information on improved health and nutrition practices.
Clients try new practices and inform others about such practices.

For client and non-client respondentsin all three districts at least 85% of girlsaged 6-16 in
the household are enrolled in school.

Agriculture Sector Linkages

Microfinance programs in lending to microentrepreneurs reach households engaged in agricultural
sector activities. Rural Mbale respondentsin particular illustrate this linkage.

#

Client househol ds (73%) are morelikely than non-client househol ds (63%) to receiveincome
from businesseswhich are part of the marketing or production chain of natural resource or
agriculture-based products. Therearestatistically significant differencesbetween clientsand
non-clients, and between districts.

Agriculture products (including the buying and selling of agricultural produce) represent the
largest category of business activity that respondentsindicate as either owning or co-owning.

Slightly more than half of the Mbale respondents (55%) cite farming as ther main
economic activity.

Approximatey 30% of all respondents cite either crops, livestock, yeast production or
fuelwood sales as the top two contributors to household income.

Approximatey three-fourthsof respondent househol dshave cultivatableland on which more
than one-half of the respondents grow crops. Despite their urban or peri-urban residence,
62% of the client househol ds and 45% of non-client householdsin Kampal a have cultivatable
land. There are statistically significant differences between clients and non-clients, and
between districts for owning and using cultivatable land.
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# The estimated average size of total cultivatable land ranges from 7.06 acres for Kampala
respondent households to 6.26 acres for Masaka households to 5.44 acres for Mbale
households. Thisdifferenceis statistically significant.

# Clients are more likely than non-clients (66% and 49% respectively) to own poultry or
livestock. Poultry is owned more than any other type of animal. There are statistically
sgnificant differences between clients and non-clients and between districts for households
owning livestock.

# Of those respondents who grow crops a larger percentage of clients (65%) than non-clients
(57%) spent money on agricultural inputsin the three months prior to the survey. Thereare
satistically significant differences between clients and non-clients, and between digtricts for
households purchasing agricultural inputs.

Conclusions
# Micr ofinance programsreach low-income householdsin both rural and urban areas.

The basdine data suggest that the microfinance program clients are from low-income households
which are part of a class of working poor (that is, people earning an income, but spending a high
proportion of it on basic needs, such as food and education of children, and having low levds of
consumer durables and other assets). They are not among the impoverished and destitute. On
average the households of client respondents have 6.57 members, of whom two are economically
active. The dataon food consumed the three days prior to the survey indicate that meat/fish/chicken
are normally consumed only twice a week, and milk less than once a week (even though most
househol ds contain one member under the age of 6). One-third of the client respondents reported
no purchases (sole or joint) of household assets during the 12 months prior to the survey. At the
sametime, ahigh proportion of clientsown (or are purchasing) their current residence, own radios,
and own or control cultivatableland. The percentage of girlsand boysaged 6-16 in their households
who are enrolled in schoal is high, asistheratio of mattresses to persons 9 years and older. Most
client households were able to cope with unanticipated financia crises without selling income-
generating assets.

It is clear from the data that the microfinance program clients are not among the wealthier segment
of society. Thisisevident in the low proportion of client households owning vehicles, refrigerators,
and houses and rental units not contiguous with the household dwelling, and the low percentage of
client households with piped water and eectricity.

The basdline data suggest that geographic location influencestheleve of poverty or wealth. Overall,

rural Mbale respondents exhibit lower levels of living standards, expenditures, and different patterns
of saving than the more urban respondents in Masaka and Kampala.
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# Savings, enterprise earnings, and loan funds are used to expand the wealth base of
households and enter prises.

Almogt all clients report using the loan funds on their enterprise, usually as operating capital to
expand or diversify their businesses. They indicatethat they would not have madethese expenditures
without theloan from their respective microfinance program. Clientsal so purchased household assets
(e.g., utendlls, furniture) and fixed business assets with savings and enterprise earnings. For some
clientsit appearsthat accessto loan funds all ows savings to be used to accumul ate househol d assets.

# Micr ofinance programsoper ating in urban and rural areasreach microentrepreneurs
who have strong linkages to the agricultur e sector.

Microfinanceprogram linkageswith theagriculture sector areillustrated in the access of microfinance
program clients to cultivatable land, the prevalence of businesses that are part of the marketing and
production chain of natural resource and agriculture-based products, and economic remittances by
respondent households to rural dwellers,

# Microenterprises are the main sour ce of household cash income.

Approximatdy three-fourths of the respondents rank their enterprise as the number one source of
household cash income. Enterprise earningsarethemain source of fundsfor education expensesand
for the purchase of business and household assets.

# Microfinance programsenablefemal e entr epr eneur sto devel op financial management,
decision-making, and leader ship skills.

Female microfinance program clients make decisons on the allocation of their loan funds, loan
repayments, and savingsrequirements. Their loan funds are spent on their own businessactivity. The
formation of credit groups within each microfinance program provides clients with an opportunity
to participate in formal leadership positions within the group (e.g., treasurer, chair). In addition,
clients are expected to acquire financial discipline skills that enable them to repay loans on time and
meet weekly mandatory savings requirements.

# Provision of health and nutrition infor mation by the FOCCAS microfinance program
resultsin clientstrying new practices and infor ming other s about such practices.

FOCCAS program personnel facilitate the presentation of information on new health and nutrition
practicessuch asAlDS prevention and breastfeeding techniquestofemal eclientsparticipating in their
microfinance program. This information enables these female entrepreneurs to become better
informed on new practices, and in turn to try these and to disseminate this information to friends
and/or other household members. Female FOCCAS clients are significantly more likely than non-
clients to have tried a new health or nutrition practice and to have advised a friend or household
member about the improved practices, a positive impact of the FOCCAS program.
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# Clientstend to be significantly different from non-clientsin several ways.

Dataon key characteristics of clients, indicators of poverty, and other factorsindicatethat the clients
tend to be significantly different from the non-client respondent group. Thisimplies a self-seection
bias: certain peopleare morelikely than othersto become clients of the three microfinance programs.
The sdectivity biasis likdly to be the result of two interrelated factors. First, persons with certain
individual and household characteristics are morelikely than othersto be motivated to participatein
the microfinance programs. Second, since the programs operate by individuals having to agree on
whois part of their credit group, the groups are likely to select individuals whom they feel are most
likely to be diligent in meeting their loan repayments. At the same time, there is no evidence of
market saturation.

Next Steps

A wealth of information has been obtained from respondents who participated in this basdine study.
It isrecommended that the follow-on survey of the microfinance program clients and the comparison
group isexpected to reveal impacts of microfinance program participation in theareas of: agriculture
sector linkages, enterprise expansion and diversification, and accumulation of household and
enterprise assets. It is suggested that the follow-on exercise include focus group interviews to
determine if the reasons why people join the microfinance programs have been realized.

The follow-on study ought to be undertaken in the same months as the baseline survey so as to
control for seasonal variations. Optionsexist for designing thefollow-up questionnaire. Theresearch
directors need to decide whether questions should be asked in the exact same way or whether to ask
only about changesin that variable sincethe baseline study period, or to combinethetwo approaches.
In addition, questions not covered in this basdine report which proved difficult and had the least
reliable responses should be modified or diminated.
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I. INTRODUCTION
A. Significance of Microenterprise Programsin Uganda

Microenterprises are a vibrant part of the Ugandan economy, providing awide range of goods and
services. In 1995 an estimated 22 percent of all househol ds were engaged in some kind of business
activity (Impact Associates, 1995). Thesewereusually microin scaleand home-based. Twenty-nine
percent of the working age population in 1995 were estimated to be employed in micro and small
enterprises. These statistics underscore the preval ence of microenterprises, but mask theimportance
of microenterprisesasavital source of incomefor the urban and rural poor. Their businessactivities
are often the major source of household revenue.

These poor microentrepreneurs, especially women, have had limited access to financial services
offered by the commercial banks (Duval, 1991; Morris et a., 1995; Mugyenyi, 1992). Widespread
recognition of thislower accessibility to formal credit hasled to recent endeavorsto target the poor,
especially women entrepreneurs, through development programs that provide financial services. In
addition to the provision of credit, these programs aso facilitate the establishment of savings
accounts. Thus, these semi-formal financial institutions provide low-income clients (particularly
women) with financial services not previoudy provided by commercial banks.

Since the mid-1990s, as part of its strategy to alleviate bottlenecks to private sector devel opment,
USAID/Ugandahas provided financial and technical support to anumber of organizations providing
microfinance services for poor microentrepreneurs. These organizations vary in terms of target
clientele, maximum size of loans, program strategi es, geographic coverage, size of theloan portfolio,
and financial security.

B. Objective and Scope of the Assessment

The objective of the Uganda assessment is to provide data on the impact of USAID-supported
microfinance programson clients, their householdsand enterprises. Theassessment will alsoprovide
information on the linkages between microentrepreneurs and the agricultural sector. It should be
noted that no attempt is being made to distinguish between use of USAID funds and other funds, as
these microfinance programs are normally financed through a mix of sources and funds tend to be
fungible.

The problem addressed by the assessment is the following: Do programs providing microfinance
services make a poditive difference in the lives of microentrepreneurs, their households, and
enterprises? This problem statement can be framed as a series of questions. What is the nature,
extent, and distribution of these impacts? Have microfinance programs helped to reduce poverty in
the househol ds of microentrepreneurs? Has support to microentrepreneursin urban areas increased
the flow of transfers and remittances to rural areas? Have programs helped microentrepreneurs,
particularly women, to gain more control over the income they generate? The baseline assessment
also answers an ancillary, but important, question: What are the linkages between microfinance
program clients and the agricultural sector?

The assessment is based on collecting information on a set of impact indicators during two rounds
of field survey work. The initial round was completed in 1997 when a basdline survey was
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conducted. The second round will be completed in two to three years when a follow-up survey is
conducted. The basdineinformation reveals differences and similarities between a group of clients
of threemicrofinance programs and acomparison group of microentrepreneurswho arenot program
clientsfrom three districtsin Uganda. A comparison of the results of the first and second survey
rounds will enable the researchers to determine changes that have occurred in both groups and
provide explanations of these changes.

Three microfinance organizations which follow what are considered to be “best practices” were
selected for inclusion in this study: FOCCAS (Foundation for Credit and Community Assistance),
FINCA (Foundation for International Community Assistance) and PRIDE (Promotion of Rural
Initiatives and Development Enterprises) Uganda. The best practices common among these
organizationsinclude: lending toindividualswho aremembersof acredit group, provision of services
to microentrepreneurs whose businesses generate a weekly cash flow, group guarantee of the loans
made to its members, commercial interest rates, a mandatory savings requirement, and a weekly
mandatory group meeting for loan repayment. FOCCASand FINCA provide servicestowomen, and
PRIDE reaches both women and men.

The three digtricts covered by the assessment were purposively selected to provide a range of
socioeconomic contexts since geographic location can influence the impact of a program. The
locations selected were: Kampala, a vibrant metropolitan center; Masaka, a smaller urban center,
and rural Mbale, a highly populated, good farming area.

C. Assessment Framewor k

Microenterprises provide an individual with access to microfinance programs, but these individuals
are a'so members of households. Resourceswithin a household are fungible and resources may flow
between households (such as from urban to rural households). At the same time, particularly given
the ramifications of gender, the household economic portfolio is likdy to include individualy
controlled resources and activities. Thus, the assessment has a wide lens to detect impacts at the
client, household, and enterprise levels as well as upon rural networks.

The household economic portfolio framework (Chen and Dunn, 1997) devel oped by the USAID-
sponsored Assessing the Impact of Microenterprise Services (AIMS) Project provides a tool for
conceptualizing and analyzing the relationship between participation in microfinance programs,
microenterprises, and peopl € slives, where peopl eare cons dered both asindividualsand asmembers
of householdsand social networks. Enterprisesareregarded asembedded in the household economic
portfolio.

The definition of household used for this study was "people who usually live and eat together,
whether or not they are related by blood, marriage or adoption”. Included in this definition are
persons who are not living there full time because they are away at school. This definition of
household isnormally used by central bureaus of statistics (including the Statistics Department of the
Ministry of Planning and Economic Development in Uganda) and researchers. Because the local
languages do not have specific terms for household, family, and extended household, the Ugandan
enumerators explained this definition to respondents.



D. Anticipated | mpacts

The assessment will examine if participation in amicrofinance program leadsto: 1) improvements
in the economic wefare of households, 2) enterprise growth or stability; 3) increases in
empowerment, especially among women; and 4) strengthened social and rural networks. Under each
of these, specific types of measurable impacts were identified during work leading up to the final
design of the basdline questionnaire (see the section on Methodology). The range of anticipated
impacts reflects differences in the socioeconomic context of Kampala, Masaka and rural Mbale and
the clientele of the microfinance programs covered by the assessment.

The focus on household economic welfare centers on

# improvement in living conditions through increases in number of rooms used by
households and better infrastructure;

increased proportion of male and female children in school;

improvementsin household diet;

improvement in the household' s effectiveness in coping with financial crises,
increasesin theamount of land used, the number and types of crops sold, and number
of livestock owned by households engaged in agriculture;

clientsof programsthat provide health and nutrition information trying new practices,
and

# increases in household assets.

*HHH

*

To determineif participation leads to enterprise growth or stability, attention is given to

# investment in enterprise fixed assets,
# increases in paid and unpaid employment; and
# continuation, expansion, and diversification of microenterprise activities.

Indicators of empowerment focus on greater control of resources. It is hypothesized the latter will
occur through

# an increase in controlling decisions about the use of money earned,;
# an increase in assets owned and controlled; and
# achange in the pattern of savings.

To determine if microfinance programs are likdly to strengthen social and rural networks -- that is,
benefit individuals beyond the clients and their immediate households -- the study will [ook for an
increasein the flow of resourcesto rural areas through an increase in remittances and transfers.



E. Overview of the Report

Thisreport describes the conduct and findings of the basdline survey. Chapter |1 contains a profile
of the geographic, demographic and economic context of the country, aswell as of each of thethree
districts in which the basdline study was conducted. Chapter |11 describes the three microfinance
programs from which the clients for this study were selected. Chapter 1V focuses on the research
methodol ogy including the sampling plan; questionnaire design; data collection; data coding, entry
and cleaning; and the statistical tests done during data analysis.

Chapter V presents the findings from the basdline survey of clients of three microfinance programs
and a comparative group of non-clients. This chapter provides information on the basic
characteristics of therespondentsand their househol ds; income-generating activities; uses of income
on household and business expenditures; financial services and loan uses, empowerment of women;
and linkages of respondent microentrepreneurs to the agricultural sector. Chapter VI contains a
summary of the findings and conclusions.

For readers desiring more detailed information, there is a supplemental volume of annexes. The
annexes contain the research plan, the questionnaires, the instruction guide for enumerators,
additional tables setting out the basdline survey findings, and the code book.



II. UGANDA CONTEXT

This chapter is designed to provide the reader with a brief profile of Uganda in general and the
digtricts in which the basdline respondents live in order to facilitate a better understanding of the
socio-economic environment of the basdline survey respondents and their income generating
activities.

A. Profile of Uganda

Geographical Context. Ugandaisalandlocked country located in the great |akesregion of Africa.
Ugandahasafavorableclimategivenitsaltitude. Therearetwo annual rainy seasons(March toMay
and September to December) experienced mainly in the Central and Western regions. Further north,
therainfall diminishesto one rainy season.

Administrative Context. The country isdivided into 45 districts and municipalities. Thedistricts
arefurther divided into counties, sub-counties, parishes, and villages. Thissystem isadministered by
appointed chiefs and e ected local council administrators.

Demographic Context. Ugandaisinhabited by people of different racial and ethnic origins, who
follow varied traditions, cultures and rdigions. The population census conducted in 1991 reveal ed
atotal population of 16.7 million persons and an average annual growth rate of 2.5% for 1980-91.
The population is estimated to be between 19.5 and 20 million in 1998, and is projected to increase
to 33.0 million by 2016. According tothe 1991 census, Uganda s population density was cal cul ated
as 85 persons per square kilometer.

The 1991 censusenumerated 1.8 million peoplein 150 urban centers’ representing 11.3% of thetotal
population. Theurban population grew at an average annual rateof 6.4% during 1980-91. Thehigh
growth rateis reported to be principally a result of migration during and after the civil wars of that
period. Theszeof the urban population is projected to increaseto 8.8 million (an increase of 370%
from the 1991 level) by the year 2016.

Thelevd of fertility in Uganda has been declining, according to Uganda Demographic Health Survey.
Fertility hasdeclined from 7.1 births per woman over the past two decadesto 6.9 birthsfor the period
1992-94. Similarly, the same data source showsadeclinein theinfant mortality ratefrom 122 (1991
census) to 97 per 1000 live births

Brief Economic History Prior to 1987. From thetime of independencein 1962 to 1970, Uganda's
economy was among the strongest in Africawith agross domestic product (GDP) growth rate of 6%
per year, compared to a population growth rate of 2.6% per year. Theinflation rate was|ow and the
balance of paymentswasin surplus. When Idi Amin took over the government in 1971, Uganda's
economic performance started deteriorating. The economy moved away from outward-oriented
policiestoaregimeof protection of local industries. Public sector involvement in economic activities
increased considerably. As a result of these policies and general government mismanagement,

2 An urban center is defined as all gazetted cities, municipalities, towns, town boards and trading centers with a
population over 1,000 persons.



budgetary revenuescollapsed, inflation increased, and agricultural output declined by asmuch as20%
in the 1970s. By 1980, Ugandan exports (e.g., cotton, tea, tobacco) were no longer competitivein
the world market. Coffee was the only major export crop.

When Milton Obote took over in the early 1980s, there was a brief attempt to stabilize and revitalize
the economy using donor assistance. The stahilization program included the introduction of amore
flexible exchange rate policy, the decontrol of many prices, and regular review of producer prices.
This program resulted in the growth of real GDP which averaged 6% per annum during 1981/82-
1983/84. However, economicrecovery remained weak dueto major structural problemsand political
instability arisng from the civil war. In January, 1986, the National Resistance Movement (NRM),
led by Y oweri Museveni, defeated the Obote government.

NRM Gover nment and Economic Reforms. When the NRM took over the government of Uganda
the economy was in shambles. The civil war had destroyed the entire infrastructure system.
Manufacturing plants were operating at very low rates of capacity utilization, and the agriculture
sector was only producing for subsistence consumption.

By 1987 per capita GDPin Ugandawas estimated at 40% belowthe 1970 level. Theannual inflation
rate was 240%. The spread between the official nominal exchange rate and the parale market
exchange rate grew daily. Terms of trade continued to deteriorate which resulted in an acute
shortage of foreign exchange and external payment arrears.

In reaction to the widespread decline of the Ugandan economy, the NRM Government embarked on
a comprehensive Economic Recovery Program in May, 1987 with support from the International
Monetary Fund, the World Bank, and other donors. Since thelaunching of the Economic Recovery
Program, the economy has steadily grown. Infiscal year (FY) 1994/95, a GDP growth rate of 10.6%
per annum wasrecorded whilein FY 1995/96 GDP grew by 8.5%. Much of thisgrowth resulted from
the industrial sector which responded strongly to the new government's economic incentives for
promoting manufacturing as an attempt to diversify the economic base. The ratio of domestic
investment to GDP rose from 9% to 16.4%.

The linchpin of the Economic Recovery Program has been the fight against inflation. The rate of
inflation was reduced from over 200 percent in the 1980s to single digit levels by 1994/95. Low
inflation rates and stabl e prices have been achieved primarily through fiscal adjustments. Thefederal
budget deficit has been reduced to 2.1% of GDP in FY 1996/97 from 4.5% of GDP in FY 1990/91.

Between 1987 and 1994, the agricultural sector grew on average 4.3% per year. The growth of the
food crop subsector within agriculture was influenced by the adoption of free market policies.
Though the NRM government initiated policies directed at diversifying the economic base of the
country, agricultural production continued to account for about 44% of GDP.

Uganda's gross domestic savings as a percentage of GDP improved from a negative 12.6% in 1987
to apostiveratein the 1990s (Table 1). In 1997/98, savings deposits grew by 24.8% whiletheratio
of financial savings (time and savings deposits) to the overall money supply increased to 33.7% in
1996/97 from 12% in 1988/89.



The major foreign exchange earners have historically been the traditional export crops of coffee,
cotton, and tea. As a percentage of total economic output, total exports fell dightly from 10.8% in
1995/96 to 10.4% in 1996/79. This decline was due to the drop in coffee prices which fell by 23%
in 1996/97. Non-traditional exports(e.g., fish, maize, gold, cut flowers) grew by 70% in FY 1996/97,
and it is projected that they will increase to $288 million in FY 1997/98.

The leve of foreign exchange reserves at the Bank of Uganda grew to $627 million by the end of
June, 1997. Itisprojected that thesereserveswill increaseto $706 million by the end of June, 1998,
which will represent a value equivalent to approximatdy five months worth of imported goods and
non-factor services.

Tablel. Performance of Key Macroeconomic Indicatorsfor Fiscal Years 1986/87-1996/97
| ndicator 1986/87 | 1990/91 | 1994/95 | 1995/96 | 1996/97
GDP % Growth Rate (1991 prices) 3.8% 5.2% 10.5% 8.1% 5.0%

Per Capita GDP % Growth Rate 1.0% 2.2% 7.2% 5.0% 2.1%
% Inflation Rate 240% 30% 2.9% 7.4% 6.7%
Domestic Savings Ratio to GDP -12.6% 4.7% 9.0% 10.8% NA
Domestic Investment Ratio to GDP NA 10.4% 14.6% 16.2% NA

Sources. Ministry of Planning and Economic Development, Bank of Uganda, International Monetary Fund.

Key Characteristics of the Agriculture Sector. Uganda's economy is predominantly agricultural
with over 90 percent of the population dependent on subsistence farming and light agro-based
industries. Favorable conditions for agriculture (e.g., good soils, topography and climate) support
awide range of food crops, in addition to the magjor cash crops of coffee, cotton, tea and tobacco.
Agricultural output comes almost exclusively from smallholders, 80% of whom have fewer than five
hectares of land (World Bank Country Study, 1993). Approximately 16 million people (80% of the
population) are engaged in crop production. The average size of agricultural holding is estimated to
be approximately 1.6 hectares.

About 5,291,000 hectares are estimated to be owned by individual households. This includes
agricultural and non-agricultural land that is legally owned. Of the 5,291,000 hectares,
3,981,000 hectares (76%) is cultivable land. Approximately 20% (1.0 million hectares) of the 5.2
million owned hectares are |eased to others.?

Current Economic Conditions (1996/97). Growth of per capita GDP has been remarkable, rising
from $170 in 1992 to $270 in 1996/97 fiscal year. During the fiscal year 1996/97, the Uganda
economy is estimated to have grown by 5% per annum, alower rate than in the previous four years,
and also below the average for the last decade of 6.5% per annum. The factor that had the largest

3 Theland tenure systems in Uganda are extremely complex since they are a mix of traditional practice, colonial
regulations, and post-colonial legislation.



negativeinfluence on GDP growth wasthe prolonged dry weather conditionsthat led to asignificant
drop in food crops.

Although the unfavorable weather conditions had a negative impact on the production of food crops,
this was not the case with cash crops which registered a growth of 14.2% in 1996/97. Cash crops
werenot as affected by the drought conditionsasfood crops becausethe bulk of Uganda’ s cash crops
(coffee and tea) are perennial, and the dry spell coincided with the end of the season for cash crops.
Nevertheless, cash crop growth was lower than the growth in the previous year.

During 1996/97, total agricultural output accounted for 45% of GDP (Table 2) as compared to 57%
in 1987/88. The services sector (which included the buying and selling of goods and services)
represented the second largest contribution to GDP (18%). The manufacturing sector accounted for
approximately 8% of total economic output in 1996/97 as compared to 5.8% in 1987/88. Themain
contributory product groups to this sector were drinks and tobacco, food processing, textiles and
clothing, and chemicals, paint and soap. Construction (mainly rehabilitation investmentsin the public
sector and new investments in residential buildings) accounted for 8% of total economic output in
1996/97. Contributionsto 1996/97 GDP from other sectorswere all lessthan 20% and did not vary
much from previous years. The "other" sector included categories such as hotels, mining, public
utilities and handicrafts.

Table2. Sector Contributionsto 1996/97 GDP

Sector % Contribution to GDP
Agriculture 45%
Services 18%
Manufacturing 8%
Construction 8%
Transport 5%
Other 16%

Source:  Ministry of Planning and Economic Devel opment
1997/98 Background to the Budget.

Current government revenue for 1996/97 was 10.6% |lower than the budget estimate. However, in
spite of this shortfall and accompanying pressures to finance extra-budgetary expenditures (e.g.
implementation of Universal Primary Education), government expenditure (recurrent, devel opment,
and net lending) was contained within the provisions of the overall macroeconomic framework.
Fiscal measures (e.g. issuance of Treasury Bills) have played a key role in the maintenance of
macroeconomic stability, by keeping inflation low and the exchange rate stable.

Uganda's financial sector emerged from the civil war period of the 1970s-1980s barely solvent. By
the 1990s, there were foreign as well asindigenous commercial banks operating in the country. The
presence of private banks has increased competition and, consequently, has improved servicesin
recent years for individuals and businesses residing in Kampala. (The magjority of banks continue to
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only operate offices in Kampala.) In addition to these commercial banks, non-bank financial
ingtitutions (e.g., insurance companies and economic development agencies such as FINCA,
FOCCAS, PRIDE) are also operating. Non-bank financial ingtitutions are playing an increasing role
inprovidingfinancial servicestolow-incomemicro-entrepreneurswho havenot previousy had access
toformal commercial banks. Thesenon-bank financial ingtitutions constitutethe semi-formal financial
market which has characteristics of both theformal (e.g., commercia banks) and semi-formal (e.g.,
indigenousrotating and savings associ ations) financial markets. Thistypeof financial reform hasboth
broadened and degpened access to financial servicesin Uganda.

The real interest rate on savings deposits during 1996/97 remained negative (-3.8%). Despite
negative real interest rates, the paolitical and economic stability of the nation encouraged the public
to continueto increase depositsin savings accounts. The domestic savingsratio increased to 10.8%
in 1995/96. However, if Uganda is to reduce its reliance on international donor aid it needs to
increasethisratio. This placesapremium on the development of the Uganda financial sector, asthe
key tohigher savingsratesisan efficient financia system capable of mobilizing small savingsamounts
from alarge proportion of the population.

Banks lending ratesremained above 20.0% per annum during the year, much higher than theaverage
inflation rate of 6.7% per annum for 1996/97. Thelarge margin on lending rates over savings deposit
rates reflects the continued fragile state of the financial sector and the lack of competition in that
sector.

Uganda Civil Service employment has been decreasing from an average of 201,585 paid workers per
monthin 1993 to 147,015 workersin 1996 according to government payroll statistics. Thishasbeen
aresult of civil service ingtitutional reform aimed at achieving a more cost-effective civil service
capabl e of rewarding high performing civil servants usng a system based on merit. The employment
rate in the private sector is estimated to be about 2.5 million in the manufacturing, commerce and
Services sectors.

Implication of AIDS. AIDS has been at the epicenter of social, economic and political life in
Uganda over the past decade and jeopardizes the progress Uganda has recently made in economic
and social development. The Government of Uganda has taken a proactive stance and is making
gridesin itswar against AIDS. Working with a number of organizations, notably USAID, awide
range of innovative projects have been implemented to prevent new HIV infections and respond to
the social- and family-level impacts of AIDS. Family-level impacts include increased financial
expenditures on health, loss of income earners, and care of children who have lost one or both
parents, whereas the social impactsinclude ardatively high death rate among the educated eite and
a shortage of drugs and hospital beds. The prevalence of HIV/AIDS is considered to be relatively
high in two of the three basdline study sites. Kampala and Masaka districts.

There isincreasing evidence, however, that HIV prevalence is declining, especially among young
women. Thedeclines are particularly evident among pregnant women aged 15 to 19, among whom
the HIV prevalence rate of 26% in 1992 declined to 8% in 1997. Declines are also observed in
women aged 20-24 (USAID, 1998 a and b).

Poverty Eradication Policy and Strategies for 1996/97-1998/99. In order to increase domestic
savings and raise per capita income the Ugandan government has launched a Government Poverty
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Eradication Plan which identifies key sectors to be given priority in allocation of government
resources to reduce the incidence of poverty. These key sectors are:

# infrastructuredevel opment, particularly road maintenancefor accessby therural poor
to markets,
# agricultural modernization to meet rising food requirements and to generate foreign

exchange earnings and improve rural household incomes,

# social sector devel opment particularly asrelated to primary education and health care;
and

# promotion of private sector devel opment.

Related to the promotion of private sector devel opment isthe devel opment of micro and small-scale
enterprises (M SES) which offers one of themost promising means of eradicating poverty in Uganda.
A national survey of MSEs commissioned by USAID in 1995 established that 22% of all households
in Ugandaengagein somekind of businessactivity (Impact Associates, 1995). Theseactivitiesinturn
employ about 29% of the country's labor force. The MSE sector is also important because 27% of
the househol dswho own busi nesses depend on these businessesfor al of their income. An additional
33% of households receive half or more of their income from these businesses.

A major hindrance to the development of MSEs is the lack of financial services available to them.
According to the 1997/98 Background to the Budget, the Government of Uganda is seeking to
address this problem by promoting the growth of microfinance ingtitutions (MFIs) to provide credit
and other financial services on terms and conditions accessible to the poor. The microfinance
ingtitutions studied in thisbaseline survey are examples of non-governmental organizationsproviding
financia servicesto rural and urban microentrepreneurs.

B. Profile of Study Sites: Kampala, Masaka, and Mbale Districts

The basdline study was conducted in three districts: Kampala, Masaka, and Mbale. Study Sitesin
Kampala were located in urban and periurban areas. In Masaka respondents were interviewed in
urban, peri-urban, and peripheral rural areas. Mbale respondents were all located in rural aress.
Basic information about the districts where the basdline study was conducted is presented in Table
3 and Table4. Following these tables a more detailed profile of each district is presented.

Table3. Demographic Information on Study Site Districts

Population Urban Population as % of Average Household % Female
Size District Population Size Headed
District (in 000s) Households
Kampala 774.2 100% 4.0 31%
Masaka 838.7 9.2% 4.4 32%
Mbale 710.9 8.5% 4.5 24%

Source: 1991 Population & Housing Census
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Table4. Socio-Economic Information on Study Site Districts

. Tenure Status of % Householdswith
0,
Main Income Sour ces by % Households Residences Electricity
Subsis- .
District tence Trade | EMPloy- | Family owner | pented
. ment Support | Occupied
Farming
Kampala 2% 23% 58% 10% 18% 2% 42%
Masaka 67% 11% 11% 10% 77% 16% 6%
Mbale 75% 7% 8% 8% 89% 9% 4%

Source: 1991 Population & Housing Census

Kampala District

Geographic Context. Kampala Didrict is
situated in southern Uganda about 45 km.
north of the equator on the shoreline of Lake
Victoria. It has a moderate climate with
temperatures varying between 10-32°C and
an average annua rainfal of 120-150
centimeters. The digrict is entirdy
surrounded by arich hinterland with reliable
rainfall.

UGANDA

Kampala
&

Demographic Description. Thepopulation
g of thedigtrict hasbeen growing at afast rate.
e, Rural-urban migration has been identified as
) Lake Victoria the major contributory factor of the rapid
increase in population.  Kampala has
devel oped into acosmopolitan city whereall
the ethnic groups in Uganda are represented
International Boundary | @@t from the indigenous people of the
.......... District Boundary region, the Baganda. Intra-city migrationis
also very high.

Legend

* Capital City

According to the 1991 Population Census,
Map 1. Uganda and Study Sites the population of the district is 774,241 and

was projected to be 902,900 by the year
2000. Kampal ahasthe highest popul ation density among the districts of Ugandaat 4,581 persons per
sguarekilometer according tothe 1991 census. Femal e-headed househol dsareestimated to represent
approximately 33 percent of all Kampala households in the mid-1990s.

L ocal Economic Context. Kampala Digrict is Uganda's major commercia center and servesas an
important marketing, processing and distribution center for agricultural products. The rural-urban
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linkages between Kampala and its surrounding districts are critical to its future economic growth in
terms of both the formal and informal trading sectors. Kampalas economy is largely cash based.

Duetothe numerous political and economic disruptions over thelast three decadesin Ugandawhich
led to the collapse of forma sector employment, many of Kampala's residents have found it
increasingly difficult to meet their subsistence needs. Retrenched government employees aswell as
those who are employed but not earning a living wage are forced to engage in numerous income-
generating activities to provide household necessities. The diversification of business activities has
resulted in adramatic increase in urban women's participation in income-generating activities. This
is particularly noticeable in those househol ds headed by women.

According to the 1991 census formal employment was the principal source of household income for
59% of all Kampala households. Almost one-quarter of Kampal a househol ds depended on trade as
thelr principal source of income. Other principal sources of household income included family
support, subsistence farming, and crop farming (Table 4).

Informal Sector. The informal sector activities are located both in commercial centers and in
resdentia/trading areas. The rapid development of the informa economy is cited as a maor
challenge to the planning and administration of the district. A demographic survey undertaken in
1989 revealed that informal activities were undertaken by almost al households and that the people
primarily employed in the informal sector were concentrated in trade and services. Informal sector
activities are estimated to generate about 80% of Kampala's current industrial production. These
business activities occur outside the formal market areasfor several reasons. lack of spacein formal
markets; unaffordability of market stalls by poor entrepreneurs; necessity of locating services close
to the customer; and women combining productive and reproductive roles by working in close
proximity to or within their homes. One of the major constraints facing informal sector activitiesis
thelr underevaluation by the city council authorities which leads to insufficient provison of
infrastructure and utility servicesin most of the areas where informal sector activities occur.

Accessto Financial Institutions. Although all of the commercial banks operating in Uganda have
branchesin Kampala, the mgjority of the urban poor do not access these banks because they do not
meet the requirementsto obtain financial services. The urban poor often lack the required collateral
or financial history to obtain credit, and their saved amounts are too small to open savings accounts.
For example, a house built and owned on an untitled piece of land (a common practice among the
urban poor) cannot be used as collateral to secure a commercial bank loan.

M asaka District

Geographic Context. MasakaDidtrict liesalong Lake Victoriasouthwest of KampalaDistrict. The
landscape and topography in general isrolling and undul ating with vertical gully heads, valley bottom
swamps including stream flowsto riversand lakes. Therainfall pattern isbimodal having two rain
seasons with dry spellsin between July and August as well as January and March.

Demographic Description. Masaka's population in a mixture of Baganda, Banyankore, Banyoro,
Banyarwanda and, to a limited extent, Barundi peoples. The total population of Masaka District,
according to 1991 population and housing census, is838,736. Itisprojected toincreaseto 1,061,000
people by the year 2000. The population density in 1991 was 151.6 persons per square kilometer.
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MasakaDistrict isoneof thedistrictsworst hit by the AIDSHIV epidemic. Asindicated earlier, this
islikely to have afar-reaching demographic impact not only on the health status and longevity of the
population but also on the human, economic and social fabric of the society (e.g. weakening of the
socia support system for the vulnerable population). Households are currently responsible, and will
continueto beresponsible, for feeding, clothing and educating additional family membersfrom AIDS
devastated households.

Economic Context. The economy of Masaka Didtrict is based on farming, with coffee and matoke
(plantains) asthetraditional cash and food crops, respectively. Subs stencefarming, asamain source
of livdihood, accounts for 67% of the households. Trade, employment, family support, and
commercia farming arethe other main sources of household income (Table4). Thedistrict hasover
15 trading centres located aong highways in various areas.

The local economy of the district has been described as an economy in decline, according to the
Integrated District Development Plan 1996/97 - 2000/01. Factors that have contributed to this
decline include the long-term migration of skilled people from Masaka to Kampala and improved
transportation linkages with Kampala which have enabled traders to purchase goods directly from
Kampala-based importers or industries.

Mbale District

Geographic Description. Locatedin eastern Uganda, Mbale Digtrict is2560 squarekilometer. The
digtrict bordersKenyatotheeast. Mbale District hasawidevariety of scenery and topography. The
terrain ranges from small areas of tropical bushes and plainslying at 1200 meters above sealeve to
the dominant mass of Mt. Elgon at 4700 meters above sealevel. Mbale Digtrict isthe home of Mt.
Elgon National Park which has been established to conserve the forest in order to stabilize water
catchment areas. Mbale Didgtrict has a climate conducive to agricultura production with rainfall
generally spread throughout the year, reaching up to 1,191 mm. per annum.

Demogr aphic Description. Mbale District has a population of 710,980 people (650,682 rural and
60,298 urban dwellers) according to the 1991 population census. With a density of 284 persons per
square kilometer, the district ranks fourth in Uganda in terms of density after Kampala, Jinja, and
Kisoro. The population is mainly comprised of the Bagisu tribe with a mixture of other tribes also
present.

The Local Economic Context. The dominant economic activities are agriculture, trade and
manufacturing. Tourism is also becoming important, linked to Mt. Elgon National Park. The mild
coffee known as Bugisu Arabicisgrown in mountain areas and isthe major foreign exchange earner
inthedistrict. A widerange of other cropsare grown in the district including cotton, maize, beans,
bananasand horticultural crops. Cattle and goatsare kept on the plains. Dueto the shortage of land,
zero grazing is becoming very important. High population coupled with poor farming methods
contribute to land fragmentation in the district.

At the household level, according to the 1991 population census, 75% of the househol ds depend on

subsistence farming as their principal source of livelihood. Other sources of principal household
income include formal employment, family support, and trade and commercial farming (Table 4).
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[11. MICROFINANCE PROGRAMS
A. Micr ofinance Program Char acteristics

The three microfinance programs (MFIs) whose clients were selected for inclusion in this study are
FOCCAS (Foundation for Credit and Community Assistance, allied with the international NGO
Freedom from Hunger), FINCA (Foundation for International Community Assistance, an
international NGO), and PRIDE (Promotion of Rural Initiatives and Development Enterprises)
Uganda (associated with PRIDE Africa). Clientswho wereinterviewed from these programsfor the
basdine survey resided in Kampala, Masaka and Mbale districts. The distribution of survey client
respondents among three microfinance programsin three districts represents an intentional effort to
capturedatafrom aspectrum of microentrepreneurs representative of thediversity of businessesand
living conditions in Uganda.

The mission of these organizations varies. FOCCAS promotes self-help programs to enhance the
economic productivity and family health and nutrition of the predominantly rural poor. It provides
groupsof poor women with credit and savings servicesfor income-generating activities, and provides
non-formal education on the topics of health, nutrition, family planning, HIV/AIDS prevention and
better business management. Working with solidarity groups, FOCCASUganda integrates practical
education into a village banking methodology. The FINCA program is committed to assisting hard
working women entrepreneurs who are willing to organize themselves into groups for economic
development. FINCA offers a credit and savings scheme called village banking that targets |ow-
income women who are organized in groups. While the FINCA and FOCCAS programs center on
women, PRIDE/Uganda has the objective of providing financial services to female and male
mi croentrepreneurswho operate busi nessesin predominantly urban areas. Aspart of itsprogramming
focus, PRIDE seeks to integrate the individual borrower and saver into the formal financial system
by requiring clients to have a savings account with a commercial bank.

Thesethree MFIswere chosen because each hasdemonstrated use of “ best practices,” aconstellation
of recognized practices which the most successful MFIs employ worldwide. The best practices
common among these three MFIs include: the formation of a credit group consisting of individual
members each of whom owns and operates a business that produces at least a weekly cash flow, the
entire group's guarantee of the loan made to each member of the group, the use of an interest rate
that supports the administrative costs of the MFI (sustainability), a mandatory savings requirement,
aweekly mandatory group meeting for |oan repayment, ademonstrated high rate of repayment (close
to 100%), and the ability of the program to serve (either currently or in the future) significant
numbersof individuals.* Additionally, each of these programs has operated a successful microfinance
program in Uganda or elsewherein Africa. The characteristics of the three programs are compared
intable 5.

FOCCAS is the most recently established of these three MFIs and has the most rura clientee. It
commenced lending latein 1996 and by December of 1997 had 3,297 borrower and savers. FOCCAS

4 Although more than sixty MFIs were registered in mid-1997 with a USAID project offering training and other
support for organizations lending to microentrepreneurs, only a handful of them consistently employed best practices
at that time.
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operates almost exclusively in therural areas of two adjacent districts, Mbale and Tororo. For this
baseline study only Mbale residents were selected as survey respondents.

At the time of the survey FINCA, which began working in Uganda in 1992, had operationsin nine
digtricts, servicing more than 10,000 individual clients. This study surveyed FINCA clients in
Kampala, in areasranging from densely settled poor urban neighborhoodsto peri-urban settings, and
aso in Masaka Didtrict, where the clients were situated in the urban center of Masaka town, in
commercial areasalong themain road from Kampalato the southwest, and in villagesand rural areas
extending up to ten kilometers outside the town. 1n addition to the geographic differences between
theKampalaand Masaka FINCA clients, the Kampalaclientsweremorelikely to be experienced MFI
participants. The Kampala respondents belonged to groups who had been borrowing and saving for
at least three months, some more than ayear. Since FINCA's presence in Masaka was quite new,
virtualy all the Masaka clients were working with their first loan.

While PRIDE operated in six districts at thetime of the survey, its operation in Masaka was new and
al but a handful of the PRIDE clients were also working with their first loan. PRIDE initiated its
lending programs in Uganda early in 1996 and had 3,283 borrowers, about the same number as
FOCCAS, by December of 1997. PRIDE had also registered more than 2,300 additional clientsas
savers who were poised to become borrowers within weeks of the conclusion of the survey.

Gender. Thethreeprogramshave several characteristicsin common but also differ in waysthat may
influence the profile of the client who joins and the group dynamic. The most obvious distinction is
that PRIDE offers membership to both men and women, while FINCA and FOCCAS provide credit
and savings for women only.

Urban/Rural Location of Program. FINCA operatesin urban and peri-urban settings, although
some of itsclientsmay come from contiguousrural areas, particularlyin Masaka. PRIDE officesare
located in urban areas and potential clients are supposed to operate businesses within 5 kilometers
of a PRIDE office. FOCCAS, by contrast, isa highly rural operation.

Client Selection and Group Formation. Theclient selection and group formation processesdiffer
somewhat among thethree programs. FINCA operateson a"village bank™ model, seeking toregister
thirty or more women in each "bank." Each member of the group guarantees the repayment of al
funds borrowed by their village bank. Approximately eighty percent of FINCA's village banks were
formed from existing women'sgroups, whose purpose may have been educational, economic, cultural
or purely social. Whilethispre-existing relationship bodeswell for the group's dynamic, thefact that
thewomen did not come together to secure credit may be reflected in the success of their respective
businesses or their willingnessto continue over alonger time period in a credit and savings program.

Following an evaluation of a local community's credit needs and health awareness standards,
FOCCAS mesetswith local leaders, then the community at large and finally with interested women.
Women who wish to participate organize themse ves into "solidarity groups,” which consist of four
to seven women who know each other well enough to guaranteethe others loan payments. Solidarity
groups are then organized into "credit associations.” FOCCAS anticipated 36 women per
association, but given the high demand the average membership sizeis42 women, and thelargest 52.
While the solidarity group guarantees the loans of its individual members, the credit association
provides a second guarantee if the solidarity group fails to honor the loans.
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Table5. Comparison of the Program Characteristicsof FINCA, FOCCAS and PRIDE

FINCA FOCCAS PRIDE
Uganda Startup Date 1992 1996 1996
Uganda Clients as of 10,429 3,297 borrowers 3,283 borrowers
12/97 borrowers/savers 3,507 savers 5,662 savers
District(s) surveyed Kampala Mbale Masaka
Masaka
Size of initial loan $44 rural Up to $44 Up to $132
(US$) $66 periurban
$88 urban
Subsequent loans Equal tofirst loan plus 50% increase over last Progressive from 2nd
savings loan, assuming savingsis | through 6th, $176 to
Max. of $528 at least 5% of new loan $704
Payment schedule Weekly, beginning one Weekly, beginning one Weekly, beginning one
week following receipt of | week following receipt of | week following receipt of
funds funds funds
Savings program Weekly; the group banks | Weekly: the group banks | Loan Insurance Funds
mandatory and voluntary | mandatory and voluntary | collected by PRIDE
savings savings |-
Members save in own
bank accounts
Gender Women Women 37% men
63% women
Group structure Village bank, ranging Credit Association 50 member Market
from 22 to 45 individuals | (average of 42 persons) Enterprise Committee
consisting of several 4-7 (MEC) consists of 10
member solidarity groups | 5-person Economic
Groups (EG)

Source: Interviewswith PRIDE, FOCCAS, FINCA personnel, July and November 1997, and February 1998; and
PRESTO report to USAID/Uganda, March 1998.

PRIDE clients are recruited and meet at a PRIDE office located near the urban center. Pre-site
sdlection research by PRIDE personnd confirms that there are at least 2,500 microentrepreneurs,
both men and women, within 5 kilometers of each PRIDE office. PRIDE clients self-sdect to form
Economic Groups (EGs) which are composed of five microentrepreneurswho guarantee each other's
loans. Ten EGsform a Market Enterprise Committee (MEC) which provides the second guarantee
for each loan. All MECsinclude 10 EGs. If amember drops out of an EG a replacement is sought
to keep the EG membership at five and the MEC membership at fifty.

In both FINCA and FOCCAS the credit officer or field agent assigned to each client group travels

to meet with the group at a location chosen for the group's convenience, providing access to those
for whom distance might otherwise be an insurmountable obstacle. FOCCAS staff may travel up to
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30 kilometers (the majority of the distance on unpaved roads) to meet with their clients. PRIDE
clients meet at the PRIDE office for meetings.

Training. Once the group's members are identified, all three programs conduct training for each
individual credit group for up to eight weeks (FINCA and FOCCAStrain for five, PRIDE for eight)
at mandatory weekly meetings. All three teach eementary banking, bookkeeping and credit
principles, and impart the rules that govern the program.

In each program self-management is expected. Group officers (e.g., chair, secretary, treasurer) are
selected by group members. In FOCCAS and PRIDE the solidarity group and EG also choose
officers. In al three programs the members are expected to identify and qualify the individual
businesses that will generate the cash flow necessary to repay theloan. Each group establishesits
own bylaws and disciplinary rules, usually imposing fines or restricting future borrowing privileges
for those who do not comply.

During each week of training all three MFls collect from each potential borrower a mandatory
refundable payment, identified as"savings' by FINCA and FOCCAS, but as "L oan Insurance Funds'
(L1F) by PRIDE. Each FINCA and FOCCAS group establishes an account at alocal bank. These
savings are deposited in the bank account of the FINCA or FOCCASgroup. TheLIFisforwarded
to PRIDE's central office and is returned when the client leaves the program.

Loan Termsand Savings. Clientsof all threeprogramsarerequired to repay theloan in flat weekly
payments, beginning oneweek after theloan isreceived. At thetime of the weekly banking meeting,
al three programsrequiretheir clientsto add a specified amount to their mandatory savingsor LIF.
FINCA and FOCCAS clients are encouraged to add voluntary savings to this payment. PRIDE
clients are encouraged to save in their individual commercial bank accounts.

Theinitial loan size varies from $44 for FOCCAS clientsto $132 for PRIDE clients.® Depending on
client location FINCA initial loan sizes vary from $44 to $88. Stated interest rates vary from
PRIDE's 30% flat annual rate to the 12% per 16 week loan cyclerate charged by the FOCCAS and
FINCA programs. All three programs calcul ate the interest on the amount of the original loan, not
on the declining balance. This method of interest rate calculation resultsin effective annual interest
rates ranging from 66% to 77% per annum.

The repayment period for FINCA and FOCCAS loansis 16 weeks. In comparison, the period is 26
weeks for thefirst loan, building to ayear for larger loansfrom PRIDE. FINCA and FOCCAS do
not permit further loansto agroup until the specified |oan payback period expires and until the loans
to all group members have been repayed. The maximum amount of subsequent loansissignificantly
higher under the PRIDE program (see table 5).

5 Theinitial loan amounts for each of the three programs was 50,000 Uganda shillings for FOCCAS clients,
150,000 Uganda shillings for PRIDE clients, and 50,000 to 100,000 for FINCA clients. All currency amounts have
been converted to US dollars for reader comprehension. The exchange rate used was 1137 Uganda shillings per
US1.00.
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B. Individual Program Distinctions

FINCA. FINCA village banks receive alump sum loan from FINCA, which they distribute among
themselves consistent with the rules governing loan size (Table 5). After 16 weeks (or when all
individual loans and the group loan have been repaid) the village bank can receive and distribute
another loan. Because no member can move to the next borrowing cycle until all members have
repaid their respective loans, each woman's ability to borrow and the timing of her loans are a
function of the entire group's conduct and creditworthiness.

A feature unique to FINCA among the three MFIs whose clients were surveyed is that the size of
second and subsequent loansis afunction of each individual's ability to save. Each repeat borrower
isdigibleto borrow an amount equal to her first loan plusthe amount of her savings (mandatory and
voluntary combined).

Weekly the group's chosen officials conduct the village bank's business, logging |oan payments and
mandatory and voluntary savings in the "bank's" ledgers and in each woman's individual passbook.
Theremainder of the meeting's agendais set by the group, usually focusing on disciplinary problems
encountered (e.g., tardiness, absence, nonpayment). Members can be excused from the weekly
meetings for personal or family illness or funeral attendance, but they are expected to send their
weekly payment with another member. Initstraining FINCA stresses the importance of voluntary
savings, the investment of loan proceeds in each client's business, and the group's responsibility for
all repayments.

FOCCAS. Whileall threeMFIsin thissurvey train their credit groupsin the banking skills necessary
for credit associ ation management, FOCCA Sal so providespartici patory education in microenterprise
deve opment and aweekly learning session on hedlth, nutrition, and family planning based on learning
modules. At the weekly meeting of the credit association the women are expected to repeat the
lesson learned the previous week through participation in a skit, song or discussion.

Aswith FINCA, the banking business of the group is conducted by the selected officers. During the
weekly meeting each FOCCA S member depositsten centsin savingsand then publicly announces her
voluntary savings for the week, while the group applauds. These savings payments and the weekly
loan payment are logged in the association's ledger and in each member's individual passbook. In
both FOCCAS and FINCA many of the women are neither literate nor numerate, and thus their
understanding of the content and meaning of the columnsin their booksis minimal.

Similar to FINCA, the group's cumulative loan and savings payments are deposited in the group's
account at alocal bank. At the end of a 16 week cycle, both the principal and interest are returned
to FOCCAS. After thefirst loan cycle, each member may increase the size of her loan by 50% more
than the preceding loan, assuming that her savings are equa to 5% of the loan request, that the
group's aggregate request is supported by cumulative savings of 5%, and that the group asawhole
approves the new loan. Field agents are available to assist during the business portion of the weekly
mestings, and they are also responsible for delivery of the health and business training.

PRIDE. PRIDE differsfrom the other two MFIsin several respects. While PRIDE groupsreview
and confirm the viability of the businesses of their members, guarantee each member's loan, and
participate in mandatory weekly group meetings for banking purposes, PRIDE otherwise fosters
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individual rather than group reliance. During thetraining period each client isrequired to open abank
account with alocal commercial bank if they do not already haveone. Members loansaredistributed
directly into these accounts. Nether the EG nor the MEC maintains a bank account.

Distribution of loans within the EG is staggered; following the training period two members of each
EG recaive ther first loans, four weeks later two more, and finally the chairperson receives hisher
loan. The repayment period for the first loan of $132 is 25 weeks. After the initial loan is repaid,
PRIDE hasaprogressive schedul efor second and subsequent loans (e.g., $176 over 30 weeks; $308
over 40 weeks etc.). Any client may prepay a loan at any time and then secure a larger loan,
assuming the group and ultimately the credit officer approves. Prepayment, however, includes all
interest as originally calculated and all LIF payments. Thus, the only motive for prepayment is the
acquisition of alarger loan.

Each PRIDE client deposits $1.32 weekly into the Loan Insurance Fund, both before receiving aloan
and during the repayment period. This assures that, by the time of the second loan and theresfter,
PRIDE will have at least 25% of the loan amount in LIF. The LIF is returned to the client when
she/heleaves PRIDE. A ten per cent "bonus' ispaid when the LIF isreturned if the client has been
with PRIDE for more than one year. PRIDE strongly encourages its members to build up savings
in their individual commercial bank savings accounts, but does not require the reporting of these
savings to PRIDE.

Weekly PRIDE meetings focus on banking activities. One officer from each EG conducts the EGs
weekly transactions with the MEC officers. This procedure forces the EG to keep all members
current. Delinquencies are not allowed at the MEC level.

C. Financial Overview of the Programs
A financia overview for each of the programs is provided in tables 6, 7 and 8. The information
covers lending activities, such as number and balance of loans outstanding, interest rates and fees,

client revenues, expenditures and financial ratios. Multi-year data for the FINCA and PRIDE
programs reveal significant growth in these programs.
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Table6. Financial Overview — FINCA/UGANDA

(in Uganda Shillings 000s)

Activities Aug-95 Aug-96 Aug-97
1 | Balance of loans outstanding, start of year 50,837 101,827 | 216,733
2 | Balance of loans outstanding, end of year 101,827 216,733 565,235
3 | Average balance of loans outstanding ((1+2)/2)) 76,332 159,280 390,984
4 | Number of loans outstanding, end of year 1,289 3,324 8,473
5 | Average loan outstanding (line 2/line 4) 79 65 67
6 | Balance of savings, end of year 98,714 240,541 488,146
7 | Number of individual voluntary savings, end of year 1,289 3,324 8,473
Interest Rates & Fees Aug-95 Aug-96 Aug-97
8 [ Nominal Interest rate (monthly flat %) 3% 3% 3%
Affiliation fee (% of disbursement paid at disbursement) 1% 1% 1%
10 | Term of loan (length of Village Bank cycle in weeks) 16 16 16
11 | Number of payments from Village Banksto FINCA in 1 cycle 4 4 4
(monthly)
12 | Number of payments from clientsto Village Bank in 1 cycle (weeks) 16 16 16
13 | 90-Day Treasury Bill Rate 10% 11% 13%
Client Revenues Aug-95 Aug-96 Aug-97
14 | Total interest and fee income 40,539 93,215 213,833
Expenses Aug-95 Aug-96 Aug-97
15 | Salaries and administration 68,331 102,025 277,993
16 | Depreciation of fixed assets 2,247 9,309 13,460
17 | Loan losses 696 -- 62
18 | Total non-financial expenses (11+12+13) 71,274 111,334 291,515
19 | Adjusted financial expenses (3+9) 7,633 16,884 | 49,264
20 | Total adjusted expenses (14+15) 78,907| 128,218 340,779
Ratios Aug-95 Aug-96 Aug-97
21 | Delinquency 0% 0% 0%
22 [ Loan lossrate (13/3) 0.9% 0.0% 0.0%
23 | Operational self-sufficiency (10/14) 57% 84% 73%
24 | Financial sdlf-sufficiency (10/16) 51% 73% 63%
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Table7. Financial Overview — FOCCAS/UGANDA

Credit with Education (in Uganda Shillings 000s)

1997
Activities Actual*
Amount of loans outstanding, start of year --
Amount of loans outstanding, end of year 126,420
3 | Average amount of |oans outstanding 63,210
4a | Number of Credit Association loans outstanding, end of year 63
4b | Number of CwE Borrowers, end of year 2,488
Average loan size, end of year 51
Balance of voluntary savings or deposits, end of year** --
Number of voluntary savings or deposit accounts, end of year** --
Interest Rates
8 |Interest Rate and Fees 36%
90-day Treasury Bill Rate (est.) 10.0%
Client Revenues
10 |[Interest and fee income from clients 5,851
EXxpenses
11 | Salariesand Administration 121,274
12 | Depreciation of fixed assets 12,815
13 |Loan Loss Charge --
14 | Tota non-financial expenses (sum of lines 11, 12 and 13) 134,089
15 | Adjusted financial expenses (line 3 timesline 9) 6,321
16 | Total adjusted expenses (sum of lines 14 and 15) 140,410
Ratios
17 | Deinquency rate 0.0%
18 |Long-run lossrate (line 13 divided by line 3) 0.0%
19 | Operational self-sufficiency ratio (line 10 divided by line 14) 4.4%
20 | Financial self-sufficiency ratio (line 10 divided by line 16) 4.2%

*

**

1997 was thefirst year of Credit with Education operations in Uganda.

Savings are not held by FOCCASUganda.
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Table8. Financial Overview — PRIDE/UGANDA

(in Uganda Shillings 000s)

Activities 1995 1996 1997
Provisional

1 [ Amount of loans outstanding, start of year 0 0 25,500,000
2 | Amount of loans outstanding, end of year 0 25,500,000 468,000,000
3 | Average amount of loans outstanding ((1+2)/2)) 0 12,750,000 246,750,000
4 | Number of loans outstanding, end of year 0 211 3,700
5 [ Averageloan size 120,853 126,486
6 | Delinquency rate % 0.0% 0.0% 0.0%
7 |Long run lossrate % 0.0% 0.0% 27%

Interest Rates & Fees 1995 1996 1997
8 | Nominal Interest rate % 30% 30%
9 |Local Interbank Interest rate % 25% 23%
10 | Inflation rate % 7% 10%

Client Revenues 1995 1996 1997
11 | Interest income from clients 0 8,757,885 77,277,340
12 | Feeincome from clients 0 2,849,700 37,834,440
13 | Total client revenue 0 11,807,388 116,110,780
14 | Non-financial expenses 58,478,883 100,954,783 590,477,655
15 | Depreciation of fixed assets 0 0 10,950,000
16 | Loan loss provision 0 0 657,000
17 | Total non-financial expenses 58,478,883 100,954,783 602,084,635
18 | Adjusted financial expenses 0 3,187,500 56,752,500
19 | Total expenses 58,478,883 104,142,283 658,837,155
20 | Return on operations % 11.15% 17.47%
21 | Exchange rate: beginning of year US $1.00 = 1,200 1,045 1,020
22 | Exchangerate: end of year US $1.00 = 1,045 1,020 1,170
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V. METHODOLOGY
A. Sampling Plan

The sampling plan called for surveying clients of three microfinance programs and three comparison
groups of non-clients.® Further, the plan called for sampling in three different geographic areas of
Uganda (Mbale, Masaka, and Kampala) in order to provide information from rural, urban and
metropolitan areas. In Masaka, clients from two programs were surveyed as well as a comparison
group, alowing for some cross-program comparisons.

The sampling methodol ogies varied by areaand client status, however, in all casesaform of random
sampling was undertaken. For clients, random samples were taken from the client records of the
microfinance ingtitutions. Time of the most recent loan was used as a sampling factor to achieve
consistency in Mbale. In Masaka, as both lending programs were new to the area, arandom sample
of new clients were surveyed. In Kampal a, the sampling frame was guided by selecting only clients
from Kampala District and for whom group maps were available. Time of the most recent loan was
also used as a sampling factor to achieve consistency in Kampala. In al client sasmplesalarge group
of aternates was sdlected in case initially selected clients could not be interviewed.

Two sdection methods were used to help identify the non-client sample In both Kampala and
Masaka, a“random walking method” which utilized spatial matching with randomized components
was used to draw thenon-client sample. Inrural Mbale, aClustered Stratified Systematic Unaligned
Random Sample of rural households was utilized. Three key factors were used to help ensure
amilarity between the non-clientsand clients. First, asall clientsin Mbale and Kampala are women,
the non-client samplewas also female. In Masaka, the aim was to have the same proportion of males
intheclient and non-client sasmples. Second, therespondents needed to own amicroenterprisewhich
generates aweekly or bi-weekly flow of revenue. Third, the enterprise had to be actually operating
over the past two months.

During the execution of the sample, adjustments were required due to a number of complicating
factorsincluding errorsin thelending ingtitutions' client records and severe flooding in Mbale. Due
largdy to the hard work of the Uganda team and the flexibility built into the sampling design (many
aternates), theresultant sample retainsthe qualities of high rigor based on random selection.

Thebreakdown by |ocation and gender of therespondentsisshown in Table 9. Theresultant numbers
show an excellent match with the sample szes targeted in the sampling plan--they are exact in
Kampala, off by no more than one in Masaka, and over target in Mbale.

At thetime of the survey, the Kampala respondents, who operate businesses in urban or peri-urban
areas, had been borrowing or saving with FINCA for at least three months, some for more than a
year. The highly rural Mbale respondents had been FOCCAS clients for four to eight months when
surveyed. Virtualy al of the PRIDE and FINCA respondents in Masaka were working with their
first loans. Both groups clients were spread throughout Masaka town; FINCA clients were also
found in the peri-urban and contiguous rural areas.

® The detailed sampling plan is contained in the Research Plan in VVolume 2 of this basdline report.
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Table9. Location and Gender of Respondents

Clients Non-clients TOTAL
L ocation Female Male Female Male Female Male
Masaka 314 45 196 45 510 90
Kampala 180 0 180 0 360 0
Mbale 191 0 181 0 372 0
Total 685 45 557 45 1,242 90

B. Questionnaire Design

Thedesign of thequestionnaireinvol ved aseriesof steps. Firgt, aninitial set of hypotheses, variables
and measures was drawn up based on the results of previous assessments of the impacts of
microfinance programs. Lessons learned in finalizing the questionnaire for an AIMS impact
assessment in Zimbabwe were also taken into account. A field visit to Uganda was undertaken
September 1-20, 1997 by the MSI/AIMS consultant to develop the research design and draft the
guestionnaire.

Second, exploratory interviews were conducted with microentrepreneurs in Masaka, Mbale and
Kampala, and the leaders of two loan groupsin Kampala. Key informant discussionswere held with
the USAID WorldWID Fdlow and microfinance program officersand staff. In addition, information
was gathered on the strategies of the microfinance programs to be studied and from key documents
and reports (including microfinance program documents). The program strategies and transaction
costs, program clientele and different economic contexts of the areas to be studied influenced the
sdlection of hypotheses and the variables by which to assess these. In addition, documents from the
Statistics Department and the Ministry of Planning and Economic Development were utilized.
Included in these studieswas the Uganda National Household Survey 1996/1997 aswell as previous
household surveys. All of these sources hel ped shape the sdlection of the hypotheses, variables and
measures that were reflected in an initial draft of the questionnaire which was pre-tested.

Third, a pilot test of the instrument, the conduct of focus groups and discussions among the MISR
team, the USAID WorldWID Fedlow and the MSI/AIMS consultant led to further questionnaire
revisons. A pilot test was carried out by the MSI/AIM S consultant and the MISR team in Masaka,
Mbaleand Kampala; the number of interviewsin each sitevaried from threetoeight. Inaddition, two
focus groups were held with members of one loan group in Kampala to learn more about possible
areas of impact. During this phase, attention was given to including only questions which yielded the
most reliable responses, and to inclusion of more questions related to gender relations. The former
led to diminating several questions related to the amount of money spent or earned. A request by
USAID/Uganda to include questions on agriculture linkages resulted in further revisons to the
guestionnaire.
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Fourth, the questionnaire was trand ated into Luganda and then back-trandated for quality control.
The questionnaire was also trandated into Lugishu. The English and Luganda versions were used
during the one-week training of enumerators. Theenumerator training session, which involved mock
interviews and a day of interviewing microentrepreneurs, led to further refinements in the
guestionnaire.

C. Data Collection

Training of Enumerators. MISR retained fifteen experienced enumerators who were trained by
MSI and the MISR survey team during the week of October 27, 1997. In addition, the USAID
WorldWID Felow and the Director of MISR each provided a segment of the training.

Training included the provision of information about microfinance and the three MFI programs
involvedin the survey, areview of interview techniques, adetailed explanation of the questionnaires,
the conduct of mock interviews, field administration of the questionnaires, and discussion of issues
and problems identified in administering the questionnaires.

Trandation. The enumerators retained to work in Mbale were native to that district and spoke the
local language, Lugishu. All other enumeratorswerefluentin Luganda, thelanguagemost commonly
spoken in Kampala and Masaka. Two of the Mbale enumerators trandated the questionnaire into
Lugishu; thetrand ation was reviewed by a L ugishu speaking senior MISR staff member. TheMISR
survey team provided the Luganda trand ation.

Field Work. Field work began the week of November 3, 1997. A team consisting of a field
supervisor and several enumerators were assigned to each of the three districts. Four enumerators
went to Mbale, seven to Masaka (where clients of two programs were surveyed, resulting in alarger
survey population), and four remained in Kampala.

Deays occurred during the first week of work. The approval of district administrators and local
officialsis required to conduct a survey in Uganda. Those approvals had been sought by USAID
prior to November 3. Survey team supervisors seeking to confirm permission experienced delaysdue
to communication problems and ongoing local e ections.

Also during thefirst week, the USAID WorldWID Fellow's review of completed questionnaires and
discussion with the three field teams reveal ed that the instrument was not thoroughly understood by
the enumerators and that there were some difficulties with the instrument itself and/or in securing
accurate answers from the respondents. The WorldWID Fellow undertook further enumerator
training, coaching, and a group review of completed questionnaires exemplary of confusing issues.
Data collection issues were summarized in field notes so they could be taken into consideration in
data analysis and reporting.

The enumerators interviewed an average of three respondents per day, seven days aweek. The
interview took at least an hour, frequently an hour and twenty minutes, and occasionally longer. On
this schedule the teams in Mbale and Masaka completed the interviews on December 6. Kampala
interviews were completed on December 14, due to the loss of an enumerator the first week.
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As issues presented themsel ves they were resolved either by the field supervisor or in collaboration
with the WorldWID Fellow, who circulated among the three sites throughout the period of the
survey. The WorldWID Fellow also made use of the virtual relationship with the MSI sampling
expert when sampling issues arose.

Physi cally locating theclient respondentswas difficult in Kampalaand Masaka, sinceneither theMFls
nor the group leaders maintain addresslists. In Kampalain particular a group's members might be
widely scattered acrossthe urban landscape. Field supervisorsresorted to attending thecredit group's
weekly meeting to secure enough information to locate the sample to be surveyed, despite a desire
not to bias the survey by identification with the MFI programs.

In Mbale the enumerators personal knowledge of the villages facilitated location of the clientsto be
interviewed, but callbacks were frequently necessitated to speak with the respondent. Except for
weather, locating Mbal e non-client respondents, who were represented by dots on a topographical
map, went well. In Mbalereaching respondentswasrendered increasingly difficult astherainy season
took its toll and unprecedented floods washed out roads and bridges. Alternative respondents
identified by the previoudy described random sampling method were substituted as necessary.

Receptivity to participating in the survey varied tremendoudy. In Mbale both clientsand non-clients
were receptiveand responsive. In Kampalaand Masaka clientswere more amenableto theinterview
than non-clients, but some were suspi cious that the existence of assets might be conveyed tothe MFI
program to be used as collateral, or might have tax implications. The reluctance of non-client
microentrepreneurs to participate in the survey was particularly pronounced in Kampala. Their
reluctance resulted in enumerators having to perform two or three random walksto locate awilling
participant. Masaka enumerators experienced similar but lessfrequent reluctance to participate from
non-clients.

D. Data Coding, Entry and Cleaning

Data Coding. Two experienced data coders were recruited and trained by MISR using the survey
guestionnaire and the enumerators guide. A code book was then jointly developed by the MISR
datistician and data coders using approximately 10% (130) of the questionnaires. As data entry
began while data collection was still ongoing, the code book evolved as new categories were
continuoudly added from the fresh batches of completed questionnairesthat were returned from the
fidd.

Since the questionnaire used mostly close-ended questions, the coding process was fairly easy and
straightforward, except for the enterprise section whereit wasdifficult to giveadistinct codefor each
and every product because of the vast number of different products (and/or product variations) on
the market. This dowed down the coding process considerably given the caution the coders had to
exercise to avoid making gross errors. Great care was exercised in coding data on location of the
respondents to make certain the respondents could be easily traced for the follow up survey.

Data Entry. Templates for data capturing were designed by MISR's statistician using the Epinfo

package. Appropriateerror trapsand validation routineswereinbuilt to ensure that data coding and
entry errors were kept to a minimum.
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Four experienced data clerks (including the two data coders) weretrained to carry out the data entry
exercise. Asthe data coders were al'so involved in data entry, this helped to ensure the coders did a
thorough job of data coding.

The supervisor (statistician) together with the data clerks tested the templates to their satisfaction
before the actual data entry exercise started. After data entry, the data were exported to SPSS for
cleaning and eventua analysis.

Data Cleaning. Datacleaning and validity checking cons sted of numerous checks and cross checks
of the data. The maor effort consisted of checking the printed data base against the original
guestionnaires. Initially, printouts of the raw data were made and the data clerks, working in pairs,
compared the actual questionnaire entries (question by question and questionnaire by questionnaire)
with the print-outs. Corrections, if any, were made on the print-outs and later (on completion of the
manual checks) entered into the computer.

Additional checks were made for any inconsistencies that may have trickled through during the
coding and data correction exercises. Thisexercisewas undertaken by both the M1 SR statistician and
an MSl consultant using the SPSS software. Further cleaning and validity checksincluded generating
frequency runs of al numerical variables to look for outliers, and then checking those outliers for
validity. A final set of runsinvolved validity checking for logical or illogical pairs. An exampleof a
logical pair would be to check if a respondent was classified as a client of a microfinance program
(and by sample definition, had recently received a loan) and whether she/he answered yes to a
guestion on whether they had recently received aloan. An exampleof anillogical pair (in the Uganda
context) would be comparing the gender of the respondent to the gender of the spouse--if both are
the same in Uganda, there is likely a data problem. Numerous such checks were run and the data
adjusted accordingly.

E. Statistical Testing

Statistical testswererun to demonstrate statistically significant resultsthat emerged from thebasdine
study. The statistical tests used were the most appropriate techniques, given the nature of the data.
The statistical analyses used were standard tests which primarily looked for differences that exist
between either clientsor non-clients or between digtricts. If the datawereinterval data (from which
means can be cal culated and variances estimated), independent sampl et-testswere used to determine
whether difference of means were statistically significant. This was usually the case in the client
versus non-client analyseswhereinterval datawas encountered. When distinctions between districts
were analyzed, assmple one-way analysis of variance (ANOVA) test wasused. ThisANOVA isthe
analogy of at-test when three (districts) versus two (client or non-client) categories were used.

For categorical (nominal) data, chi-square analyses were used, but disaggregated so that |ocational
effects were kept separate from client or non-client effects. To understand chi-square analyses, a
simple exampleis provided below.

Hypothetically, the health record of populations who have a history of substantial

smoking (Smokers) versustheir counterparts (Non-smokers), and the relationship of
this history to lung cancer (yes or no) is presented in Table 10.
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Table10. Relationship of Smoking History and Cancer Incidence

Smokers Non-Smokers Total
Cancer victim 600 200 800
No cancer 400 800 1,200
Total 1,000 1,000 2,000

Running a chi-square test on the table above will clearly show that there is a
satistically significant risk associated with smoking and cancer. The chi-squared
statistic incorporates observed and expected values, under the assumption that there
will be no difference in percentages of cancer between smokers and non-smokers.
When differences do occur, the statitic is able to differentiate whether these
differences are likely to be random or whether they are statistically significant.

Chi-square tables were appropriate for analyzing either aclient or non-client variable (anominal or

categorical variable) or adistrict variable (anominal variable) against another variablefor which only
afrequency (versus an interval statistic such as a mean) was provided.
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V. FINDINGS AND ANALYSES
A. I ntroduction

This section presents and analyzes the basdine findings. It addresses two key questions. who is
reached by the three microfinance programs and whether clients of these microenterprise programs
differ from microentrepreneurswho do not participate. To further understand the responsesto these
guestions, where appropriate, theinfluence of geographic location and gender are addressed. The
following topics are discussed: basic characteristics of respondents and their households, sources of
income, uses of income, financial services and loan uses, empowerment, and agricultural sector
linkages. Information from a follow-up survey will permit identification of changes that have
occurred, and allow a comparison of these changes between client and non-client samplesto identify
the impacts of program participation.

Respondentsliveinthreedistrictsin Uganda: Masaka, Kampala, and Mbale. Throughout thissection
the place names of Masaka and Kampala are used to refer to the urban area or its periphery where
therespondentsreside. In contrast, the place name Mbale refers specifically to rural Mbale asthis
iswhere the respondents reside, not in the town or its periphery.

As discussed in the Methodology chapter, the non-client sample was selected from the same
neighborhoods asthe client samplesin Masakaand Kampalaand from arandom sampleof other rural
areas of Mbale District.  Microentrepreneurs were excluded from the non-client sampleif they had
received a loan from a formal organization for an income-generating activity, other than crop
production. Those included in the non-client sample match the clients on two key variables. gender
and owning abusinessthat generatesa cash flow on aweekly or bi-weekly basis. Thelatter isabasic
eigibility criteriaused by all three of the microfinance programs. Since FINCA and FOCCAS serve
women, both the client and non-client samplesin Kampalaand Mbal e are composed sol ey of women.
In Masaka where the PRIDE program serves both men and women, 45 of the randomly selected
PRIDE clients were men, so 45 of the non-client sample were men; hence men comprise 13% of the
client sample and 19% of the non-client sample. Overall, 6% of the client sample and 7% of the non-
client sasmple are men.

The findings on specific questions were subjected to statistical tests to determineif the distribution
found between clients and non-clients and between geographic locations (Kampala/Masaka/rural
Mbale) isstatistically significant. Asexplained in the Methodol ogy chapter, thetestsindi cate whether
or not the differences are a significant departure from chance expectation.

B. Basic Characteristics of Respondents and Their Households

Information on demographic characteristics - age, education and marital status- providesan initial
base for understanding who is reached by the three microfinance programs in the study areas and
identifying differences between clients and non-clients. Data on respondents  households further
illuminate this profile.

Characteristics of Respondents. The client and non-client respondents differ significantly in
average ageand highest level of education, but not in termsof marital status(Table 11). Theaverage
age of clientsis 36 compared to 33 for non-clients. The average level of education for clientsisone
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year of secondary school and for non-clients seven years of primary school. While most of the
respondents are married, 34% of the clients and 40% of the non-clients are single (i.e. divorced,
separated, never married, or widowed). Differencesbetween thedistrictsare statistically significant”:
Masaka has the highest rate of single respondents, while more rural Mbale has the lowest rate of
single respondents and the highest rate of those in a polygamous marriage.

Table1l. Key Characteristics of Respondentsand Their Households

Key Characteristic Clients Non-Clients Level of Statistical
Significance
Average Age 36 years 33 years chi? @ <.001
Highest Education Level 1 year 7 years chi?@<.001
secondary primary school
school
Monogamous Relationship 50% 46% Not statistically
Polygamous Relationship 17% 15% significant
Single/Divorced/ Separated/Widowed 34% 40%
Average Household Size 6.57 persons 5.48 persons t- test @ .0001
Reside on-farm 46% 36% chi? @ .0006

Source: Field Survey Data, 1997.

Sizeand Composition of Respondent Households. On average client householdsare significantly
larger (6.57 members) than those of non-clients (5.48 members). Client households are also more
likely than non-client households to have one member who is not regularly present. The average
number of household members regularly present is 5.63 for clients compared with 5.02 for non-
clients. The reasons for not being present on a regular basis include living with ancther partner
(polygamous rel ationships), work demands, and schooling.

On average the househol ds of both groups of respondents contain one child under six years old and
two persons who are economically active. Households are often composed of both nuclear and
extended family members. 47% of the client and 37% of the non-client households contain
grandchildren or relatives of the respondent or respondent’s partner.

Respondent asHead of Household. When asked to identify the head of household, about half of
the respondents identified themselves asthe head of household. Digtrict differences are apparent,
however, with the highest rate in Masaka (54%) and the lowest in Mbale (38%). Among Masaka
respondents, 51% of the women and 71% of the men stated that they are head of household The
next most frequent response from respondents across all three districts wasjoint head of household
with their spouse.

" A chi-squaretest at the <.001 significance level indicates a statically significant differences between geographic
location and marital status.

30



L ocation of Residence. Information on location of resdence facilitates a better understanding of
the data on living conditions, crop and livestock production, and sources of food consumed that are
covered in later sections of this report.  Clients differ significantly from non-clients in terms of
residence: 46% of the clients compared with 36% of the non-clients reside on agricultural land®.
Major differences appear between districts: about 85% of Mbale respondents compared with less
than 5% of the Kampala respondents live on agricultural land. The Masaka sampleis more diverse:
45% of clients and 27% of non-clientsreside on agricultural land.

Owner ship of Property. Information on ownership of thehousehold residenceaswell asrental units
and houses owned e sewhereindicatesthe property asset base of respondents. A greater proportion
of client than non-client households own or are purchasing the place where they live: 61% and 53%
respectively.® Respondent householdsaremorelikely to own dwellingsin Masaka (59% of client and
43% of non-client households) and Mbale (92% of client and 88% of non-client households) than in
Kampala. Ownership isprimarily but not exclusvely related to residing on agricultural land; the
tenure on this agricultural land is normally based on household rights under the communal 1and
system. Fewer than 15% of respondents own rental units or houses e sewhere.

Living Conditions. Housing structure, amenities and number of rooms used by the household
indicateliving conditions. Clientsand non-clientslivein dwellingswith smilar features, when district
istaken into account. Themajority of respondentsin Masakaand Kampalalivein residenceswithiron
sheet roofing and brick walls. Mbale respondents typically have residences with iron sheet roofing
but with wallsof mud and poles. Fewer than half of the Masaka respondents (44%) have dectricity
intheir residences compared to 59% of the Kampalarespondents. (The dectricity question was not
asked of the rural Mbale respondents because so few households in the pretest and pilot test had
accesstoeectricity.) Themain source of water among clientsand non-clientsin Masaka and Mbale
isawell or springs. The most common source of water for Kampala respondentsis a public tap.

Theaverage number of rooms used by respondent householdsisthree. When taking into account the
gze of the household (6.57 for clients and 5.48 for non-clients), three rooms indicates a dightly
higher number of people per room among the client households.

Consumer Durables. Ownership of consumer durables indicates the standard of living of
households and may serve as a proxy indicator of relative wealth (Table 12). More than 90% of
respondent householdsin all districts reported owning mattresses,'® an indicator used to determine
level of extreme poverty. Taking into account that morethan one child may deep on amattress, the
ratio of number of mattresses owned to household members over the age of 9 was calculated. Mbale

8A chi-squaretest @ .0006 indicates statistically significant differences between clients and non-clients on whether
or not they reside on agricultural land.

°A chi-sguare test @<.01 level indicates statistically significant differences between clients and non-clients on the
variable % who own or are buying their residence. For this same variable, the chi-square test focused on responses
by district reveal statistical significance @<.001, indicating a clear rural/urban distinction.

1A question on the number of mattresses in the household was asked because a similar question was included in
the national household survey conducted in 1996/97. In the national survey, absence of mattresses is used as an
indicator of extreme poverty.
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clients and non-clients are the only respondents who recorded a ratio of less than 1 mattress per
household member over 9 years of age: .56 for clientsand .59 for non-clients.

Table12. Percentage of Respondents Owning Specific Consumer Durables

Owner ship of Consumer Clients Non-Client Level of Statistical
Durables Significance
Mattresses 98% 98% Not significant
Radios 83% 76% chi? @ .002
Televisions 30% 21% chi? @ .004
Refrigerators 14% 14% Not significant
Bicycles 39% 28% chi? @.001

Source: Field Qurvey Data, 1997.

A dgnificantly higher proportion of client compared to non-client households own radios and
television sets, but the same proportion own refrigerators (Table 12). Bicyclesarethemost common
type of transport found among respondents. They are more frequently found among respondent
householdsin Masakaand Mbalehouseholdsthan in Kampala. Lessthan 2% of therespondentsown
amotorcycle, car, or truck.

Discussion. A profile of client respondents and their households emerges. The average client
respondent is 36 years old, has one year of secondary education, is married, and classifieshersdf as
head of household. The household is composed of 6.57 persons, with one person not present on a
regular basis. On average two persons are economically active; 70% of the household membersare
economically dependent. Slightly fewer than half of the client respondentsresideon agricultural land.
Client dwellings usually have iron sheet roofs and average three rooms. Client respondents differ
sgnificantly from non-clientsin the following ways: they are likdly to be older, have ahigher level
of education, have more peoplein their household and to reside on agricultural land.

The basdine data suggest that the clients are not among the extremely poor and neither are they
among the wealthier segment of society. Rather, they appear to be among a broad class of working
poor. Thisissuggested by the low proportion of client households with piped water and electricity
in their houses, and the low proportion of client households that own vehicles, refrigerators,
televisions, and houses or rental units not contiguous with their residence.

The question of wealth or poverty level is directly linked to the question of whether the three
programs reach the poor. Ideally thiswould be addressed by comparing data on clients not only to
the non-client respondents but also to household level data from the three districts or a national
sample. Theresults of the Uganda National Household Survey 1996/97, when available from the
Ministry of Planning and Economic Devel opment, should permit comparisons on a set of indicators
on ownership of assets such asland, livestock, transport and housing, and on living conditions.

The average household size of both respondent groupsis much larger than that reported in the 1991
Population and Housing Census (Table 3), which may be aresult of different interpretations of the
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term “household” or differencesin sampling techniques. Also, ahigher proportion of the respondent
households are femal e headed than the proportion reported in the census for the samedistricts. This
probably reflects the baseine sample population being restricted to women in Mbale and Kampala
and the tendency of female-headed househol ds to engage in microenterprise activities.

C. Income-Gener ating Activities and Other 1ncome Sour ces

Household income can be obtained from a variety of sources: income generating activities, such as
wage employment, casual labor, enterprises, crop and livestock sales, and rental property; and
transfers and gifts. By definition for inclusion in this study, all respondents have microenterprises
which generate acash flow on aregular basis. Theboundariesof an enterprisearedefined toinclude
those income-earning activities which operatein the sametime and space and/or use the same stock.
Income-earning activities which meet this criteria are then classified as a single enterprise.™

Household I ncome Sources. On average dightly more clients (54%) than non-clients (48%) report
household income from wages, rental income, and remittances. Overall 69% of respondents have
enterprises related to the marketing and production chain of natural resource or agriculture-based
products (Table 13).* Clients are more likely than non-clients to have received income from these
activities. Giventhelr rural characteristics, Mbalerespondentsaremorelikey to beinvolved in these
types of activities than either Masaka or Kampala respondents. There are statistically significant
differences between clients and non-clients, and between digtricts, for the variable "natural resource
or agriculture-based business activity".** The active participation by Kampala and Masaka
respondentsin theseactivitiesisexplained by their involvement in thebuying and selling of agriculture
commodities and the peri-urban residence of some of these respondents.

Table13. Number and Percentage of Clients and Non-Clients with Natural
Resource or Agriculture-Based Business Activities by District

District Clients Non-Clients Total

Masaka 238 (66%) | 115 (48%) | 353 (59%)
Kampala 130 (72%) | 102 (57%) | 232 (64%)
Mbale 167 (87%) | 161 (89%) | 328 (88%)
Total 535 (73%) | 378 (63%) | 913 (69%)

Source: Field Survey Data, 1997.

1 Only 149 clients (20%) and 35 non-clients (6%) had a distinct second enterprise.

2Agriculture-based refers to transformed and untransformed crops, livestock (including poultry) and livestock
products. Natural resource-based refers to wood, wood-based products and activities, and fish.

A chi-sguare test at the .001 level indicates statistically significant differences between clients and non-clients,
and between districts for the variable "natural resource or agriculture-based business activity".
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There are some variations among the districts
concerning sources of income which reflect
their urban or rural characteristics. Kampala | A woman microentrepreneur in Mbaleisamaize and
respondent househol ds (60%) aremorelikelyto | bean trader selling her commoditiesin arural market
have |ncome from W@a ra‘ltal |ncome’ and Ce']ter She and her two young sons live -|n an
remittances than Masaka (49%) or Mbale CEJEEE (@80, 207 UEDUND £T0) €5 67) EXETEED of

%) households. The reverse pattern is true their residence in the evenings. She has received her
(47% > ' P third loan from FOCCAS. Since she has been a
for households with cash income from crops | FoccAS dient, she has rented land behind the shop
and livestock; Mbale respondent households | for growing food crops and cotton. She plans to open
(82%) are more likely to have income from arestaurant in the future and is gradually investing in
crops and livestock than Masaka (44%) or | itemsneeded for this second business.

Kampala (19%) households.

Business Diver sification

Approximatdy three-fourths of the client and non-client respondents rank their enterprise as the
number one source of contributionsto household cash income (Table 14). Given that almost half of
the female respondents in Masaka and Kampala (and roughly athird in Mbale) report they are the
head of their household, this underscores the importance of the woman's enterprise to the economic
welfare of the household.

Tablel4. Number and Per centage of RespondentsWho Rank their Enterprise
as Top Contributor to Household Cash Income

L ocation Clients Non-Clients Total
Masaka 285 (79%) | 193 (80%) || 478  (80%)
Kampala 135 (75%) | 132 (73%) || 267  (74%)
Mbale 136 (71%) | 134 (74%) | 270  (73%)
Total 556 (76%) | 459 (76%) | 1015  (76%)

Source: Field Qurvey Data, 1997.

Type of Enterprise. Enterprises based on the sales of agricultural products (including fruits,
vegetables, and legumes) represent the most frequent type of enterprise reported by respondents
(47% of clientsand 30% of non-clients). A shop or kiosk isthe second most frequent enterprise for
both clients and non-clients (26%). In all three districts these types of enterprises are the two most
frequently reported.

Ageof Enterprise. Theaverage age of respondent enterprises (5 years) is approximately the same
for clients and non-clients. A smaller percentage of clients (17%) than non-clients (24%) have
enterpriseslessthan 1 year old.

Enterprise Location. Enterpriselocation can influence the effective demand and hence revenue of
theenterprise. Enterprisesarelocated in avariety of areaswhich include: samelocation asresidence,
formal market center, town or city center, and mobile (or no fixed site). The most common dSiteis
the same location as the respondent’ s residence; this includes living in rooms adjacent to a shop.
Residential-based enterprises were more frequent among Mbale respondents (58%) than Masaka
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(35%) or Kampala (46%) respondents. Less than 40% of primary enterprises of respondents are
located in other places: formal market center (16%), town or city center (13%), and mobile (7%).
Statistically significant differences exist among districts for the location of enterprise variable.

The lack of dectricity in respondent households (51% of households do not have eectricity) in
general, and Mbale households in particular, restricts the types of enterprises that can be operated
from the household. Thus, respondent enterprises are much more likely to be trading activities than
ones that manufacture or produce goods.

Employment Both client and non-client households average two household members who are
employed.** Given an average household size of six members, this means approximately one-third
of total household members are employed. Client households (32%) are more likely than non-client
househol ds (22%) to have at least one household member in wage or salaried employment. Kampala
(37%) and Masaka (32%) householdsare morelikely to have members earning awage or salary than
Mbale (12%) households. There are statistically significant differences between the districtsin the
incidence of wage or salaried employment.

Employment within theenterprisewasassessed to
determine if these activities absorb unpad
household labor or generate paid jobs. The| A PRIDE dlient sells used clothing in and around
average number of workersemployed by clientsis| Masakatown. He used hisloan to hire a saleswoman

.87 compared with .54 for non-clients (i.e., less| Who travels into the rural areas selling second-hand
clothes. He now has two paid employees who work

with him.

Expansion of Business Activities

than oneworker on average). Slightly more than
haf of these workers are family members who
tend to work less than full-time and are not paid
for their services. Piece-rate workers were hired by about one-fifth of both clients and non-clients
during the week prior to the survey. While the findings show little absorption of additional labor,
both client and non-client respondents are fully engaged in their enterprise. The average enterprise
owner works 8 hours a day, 5-6 days aweek, and 25-26 days a month.

Payment of agricultural labor isthelargest agricultural input expenditure by respondent households.
Agricultural labor is hired most often for planting and harvesting activities. Of the client and non-
client respondents who purchase agricultural inputs, clients (77%) were more likely to hire
agricultural labor than non-clients (70%). Differences between clients and non-clients are most
accentuated in Kampala, where 85% of clients and 61% of non-clients hire agricultural labor.
Whether or not arespondent's residenceislocated on agricultural land appeared to have little effect
on their decision to hire or not hire agriculture labor.

Discussion. Multipleincome-generating activitiesarefrequently undertaken by those Ugandanswho
find it increasingly difficult to meet their subsistencerequirements. Microenterprisesaswell aswage
or salaried employment are part of these activities. Asevidenced in thethreedistrictssurveyedinthis
basdine study, women's participation in income-generating activities plays a significant role in the
household economic portfolio. Both client and non-client househol dsrecel veincome from morethan

“Theterm employment refersto salf-employment, farming, casual labor, wagelabor, and salaried work and covers
both paid and unpaid workers.
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two sources. The respondent's microenterpriseisthe top contributor to household cash income for
over three-fourths of the respondents. Given that 93% of the respondents are women, this
underscores the importance of women’s economic activities to the household economy.

Geographiclocation (district) isan important factor in thetypes of income earned by households and
the location of the enterprise. More Kampala households report income from wages or salaries,
rental income, and remittancesthan respondentsin Masakaor Mbale. Reflecting their rural location,
Mbale households report income more frequently from agriculture activities and locate their
enterprisemoreoften at their residencethan respondentsin theother two districts. Incomefrom crop
and livestock activitieswas earned by 54% of client househol ds and 40% of non-client households,
indicating the importance of agriculture to Ugandan households.

Though the respondent enterprises employ less than one worker on average, the owner of the
enterprise is fully employed in her/his firm. A 1995 study on micro- and small-scale enterprises
reported that these enter prisesempl oyed about three peopl e per enterprise (Impact Associates, 1995).
The smaller number of workers hired by respondentsin this microfinance basdine survey reflectsthe
amaller scale of these enterprises and the predominance of trading activities among the respondents.

D. Uses of Income

Theincome of a household is used to provide for its basic needs, to maintain or expand itsincome-
generating activities, to increaseits asset base to improvetheliving standards, and/or to maintain its
social network. Information was gathered to determine the spending patterns of clients and non-
clients. Data on uses of revenue generated by the respondents’ enterprises the month prior to the
survey serve as a proxy indicator of the main, recurrent uses of the monies,™ while extraordinary
purchases are captured in data on the source of funds for purchase of enterprise fixed assets and
consumer durables.

Information was also obtained on the amount and source of funds spent on education of household
members, as education can be considered both as a basic need and investment in the human asset
base. The source of food consumed within the household the three days prior to the survey was
ascertained in order to determine expenditure patterns on food, another basic need.

The ability of households to cope with unanticipated financial events was assessed to determine if
existing income and savings permitted the households to meet these extraordinary expenditures.
Finaly, data on the monetary value of cash and in-kind remittancesto rural areasin the three months
prior to the survey indicate the pattern and levels of assistance to non-household members.

The months covered, October and November, by this recall question are generally considered by
microentrepreneurs as “average months,” in that neither are high or low revenue months. Since quarterly school fees
were paid in October, the data averages reflect this use of revenue.
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Purchase of Enterprise Fixed Assets.'®
74% o76% A sgnificantly larger proportion of clients
than non-clients purchased enterprise-
related fixed assetsin the 12 months prior
to the survey (Figure 1)."” The average
total cost of all enterprise fixed assets
purchased by clients was $100 compared
with $87 for non-clients (Figure 2).

80%
70% A
60%7 | 519
50% A

37%
40%-

PERCENTAGE

30%
20% A
Differences are evident between districts
and programsaswell as client and- non-

10%

0% \ \

MASAKA  KAMPALA  MBALE TOTAL client groups. Within Masaka, clientsin
DISTRICT the PRIDE program averaged $159 on
| S CLIENT 8 NON-CLEENT | enterprise fixed asset expenditures, while

FINCA program clientsaveraged $72 and

Figurel. RespondentsPurchasing Enterprise Assetsin Last non-clients averaged $67. In Kampala

12 Months and Mbale non-clients spent more on

enterprise fixed assets ($192 and $25

respectively) than either FINCA dients in Kampala ($128) or FOCCAS dlients in Mbale ($20).%

Respondents in Mbal e spent considerably |ess than respondents in the other two digtricts, although
M bal e respondents were more likely than those from the other districts to buy fixed assets.*

Respondents’ purchaseswereusually madewith fundsgenerated by themicroenterprise. A loanfrom
PRIDE, FINCA, or FOCCAS was used by fewer than 10% of the clients to make these purchases,
and there was no discernabl e difference between first time and repeat borrowers. The business assets
purchased by clientsincluded furniture and fittings, refrigerators, tools, cooking and eating utensils,
and sawing machines.

®Enterprise fixed assets were defined as buildings, fixtures and furnishings, tools, equipment, and machines.

YA chi-sguare test at the .001 level indicates a significant difference between clients and non-clients on whether
or not they purchased any enterprise fixed assets the last 12 months.

BWhile non-clients in these areas spent more on enterprise fixed assets than clients, when averaging a set of
expenditures (Table 14) which includes emterprise fixed assets, client averages were higher than those of non-clients
in Kampalaand Mbale.

A chi-squaretest at the .001 level indicates a significant difference between districts on whether or not enterprise
fixed assets were purchased the last 12 months.

37



Respondent Expenditureson Agricultural
$250- Inputs. Respondents who grow crops
$102 expend monieson agricultural inputs, such as
seeds, fertilizer, and agricultural labor. In
the three months prior to the survey, among
those with access to cultivable land a larger
576 percentage of clients (65%) than non-clients
(57%) spent money on agricultural inputs.
Among these respondents, the average
amount spent by clients was higher than the

$200+

$1504 $119

$100+

AMOUNT SPENT IN US$

$50+

7 ASAKA | KAWPALA  MBALE | TOTAL average amount spent by non-clients: $45
DISTRICT compared with $32 respectively. (These
| CLIENT mNON-GLIENT | expenditures are discussed further in the

section on Agricultural Linkages.)
Figure2. Average Total Amount Respondent Spent on
Enterprise Fixed Assetsin Last 12 Months Monthly Use of Enterprise Earnings.
Respondents also reported on how the
majority of their salesrevenuewas spent during the previouscalendar month. Not surprisingly, nearly
al respondents (over 90%) identified their enterprises as the number one area of expenditure. The
second most frequent area of expenditure wasfood for household members (48% of clientsand 66%
of non-clients). Debt payment wasthethird expenditure areamost often mentioned by clients (45%),
while health and medical expenditures werethethird arealisted by non-clients (32%). Interestingly,
both clientsand non-clientslisted education of household membersastheir fourth largest expenditure
area (24% of clients and 20% of non-clients).

Education Expenses. Information on the source of funds for school expenditures last term
renforcesthe above information on use of salesrevenuelast month. Fifty-nine percent of the clients
and 65% of the non-clients cited enterprises as the main source of funds for expenditures on
education last term. Crop and livestock saleswas the second most important source of school funds
in Mbale among both clientsand non-clientshouseholds. In contrast, salary or wageswasthe second
source of funds for Kampala and Masaka respondent households. The enterprise earnings used to
pay school expenseswere mainly from businesses owned by respondents (67% of theclientsand 61%
of thenon-clients), indicating that women havethe primary financial responsibility for educating their
children.

Client and non-client households are smilar in terms of the percentage of girls and boys aged 6-16
in their households who are enrolled in school: 91% and 90% respectively. Similarity also exists
when the age range of 5-24 isconsidered. For each child enrolled in school, respondents were asked
to estimate the amount paid to send that child to school last term. The average total expenditure of
the household on education last term was $137 for client households compared with $99 by non-
client households. When analyzed by the average househol d educational expenditure per household
member attending school, the difference between the two groupsisless: $34 for client households
and $27 for non-client households(Table 15). Geographic differencesare apparent, with lower levels
of expenditures among Mbale respondent households.
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Table15. Average Household Education Expenditure per Household Member Attending

School*
District Client Non-Client Total
Masaka $36 $29 $33
Kampala $49 $38 $44
Mbale $17 $14 $16
Total $34 $27 $31

Source: Field Survey Data, 1997.
*This table excludes expenditures on household members by non-household members.

Pattern of Food Consumption and Expenditures. Respondents reported on how frequently in
thethreedaysprior totheinterview certain categories of food were consumed by thehousehold. The
results reveal smilar dietary consumption patternsin client and non-client households: on average
respondent households ate maize/matoke/rice 3 times in the previous 3 days; greens and other
vegetablestwicein the previous 3 days, and legumestwicein the previous 3 days. Meat/chicken/fish
were eaten on average once in the previous 3 days, and milk was consumed 1.5 times during this
same period.

Most of therespondent householdsin Masaka and Kampal a purchased theitemsthey consumed, with
the exception of greens which were usually obtained from household production. In comparison,
among Mbal e respondents only meat and milk were purchased by a majority of the households.
Expenditure of cash income on certain categories of food ismainly but not completely explained by
thelocation of thehousehold residence; thoseresiding on agricultural land aremorelikely than others
to consume food produced by the household.

Pur chase of Household Assets. Respondents specified the consumer durablesthey soldly or jointly
purchased in the 12 months prior to the survey. Approximately two-thirds of the clientsand 57% of
the non-clients purchased household assets.
On average clients spent $95 compared with

$140- $72 for non-clients (Figure 3).

$117

#] s There arediscernibledifferencesboth within

and between districts and microfinance
programs. The findings in Masaka and
Mbale revea that clients generally spent
more on household assets than non-clients.
In Masaka, clients of PRIDE averaged
$145 on househol d asset expenditures, while
FINCA clientsaveraged $88 and non-clients
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MASAKA  KAMPALA  MBALE  TOTAL on average spent $74. In Mbale, FOCCAS
DISTRICT cdients spent more ($52) than non-clients
| FICLIENT mINON-CLIENT | ($41). In Kampala, FINCA dientsand non-

. clients on average spent the same amount
Figure3. Average Total Amount Respondent Spent on ($98)

Household Assetsin the Last 12 Months
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The majority of respondents reported using their savings or earnings to purchase household assets.
Household utensiis(e.g., potsand pans, dishes, cutlery) and furniture were theitems purchased most
frequently by respondents.

Unanticipated Eventsand Their Financial Repercussions. Nearly two-thirds of all respondents
(65%) had unanticipated events in their household during the last 24 months that had financial
repercussions. On average respondents reported 1.6 such events. Nearly half of the respondents
reported a serious illness or medical expenses of a household member (47% of clients and 49% of
non-clients). The death or funeral of a household member was the second most reported
unanticipated event (13% of clients and 16% of non-clients). The data suggest that the incidence of
seriousillness and death was similar between clients and non-clients. Although the survey did not
specifically ask about the nature of these ilinesses and deaths, AIDS islikey to be areason for a
number of these cases.

Most respondents were able to cope with unanticipated events without having to sell income-
generating assets. Themajority of respondents (70% of clientsand 76% of non-clients) used current
earnings or existing income to finance these additional expenses. Transfers, remittances, and gifts
were used by 23% of the respondents. About 15% reported selling crops, livestock or as a last
resort, land.

Economic Transfers to Rural Dwellers. e
Sightly more than one haf of the

respondents used cash and in-kind incometo
assi st non-household membersin rural areas 50% 1
during the three months prior to the survey.
The percentage of client and non-client
households providing this assstance is
gamilar, but differences appear between 20%)
digtricts (Figure 4). In Mbale, respondents 10%1
were more likely to give in-kind (food,

60% 52%

40%

30%

PERCENTAGE

0%

clothing etc.) rather than cash assistance, MASAKA  KAMPALA  MBALE  TOTAL
whereasin Masaka and Kampala the reverse DISTRICT

was true. This difference in type of | SCLIENT mNON-CLIENT |
remittance may be duetothe generally lower Figure4. Percent of Households Assisting Rural
economic level (and thus ther reatively Dwellerswith Remittancesin the Last 3
lower access to cash) of respondent Months

householdsin Mbale.
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Table 16. Average Amount of Combined Cash and In-Kind Remittances
to Rural Dwellers

L ocation Client Non-Client Total
Masaka $51 $44 $48
Kampala $54 $56 $55
Mbale $21 $20 $20
Total $43 $40 $42

Source: Field Survey Data, 1997.

Overall thereislittle variation in the average amount of the cash and in-kind contributions between
clientsand non-clients: $43 and $40 respectively. However, Kampala provided on average a higher
level of assistance than respondent households in the other two districts (Table 16). Didtrict
differencesin the value of remittances were statistically significant at the .001 level.

When assessing if differences appear among the client group between recent participants and repeat
clients, no clear pattern emerges. In Kampala and Masaka new clients tended to remit more than
repesat clients, but this pattern did not hold true for Mbale clients.

In Masaka, gender differencesappear. Femaleclientsand non-clientsin Masaka provided on average
higher levels of assistance ($52 and $45 respectively) than either male clients ($42) or male non-
clients($40). Remittancepatternsillustratetheroleof women ascaregivers, arolewhich frequently
extends to other households.

Total Expenditures. Total expenditureson education,” businessand household assets, remittances
to rural households, and agricultural inputs serve as a proxy indicator of the relative poverty or
wealth level of client and non-client households. Different reference periods were used based on the
ease of recall so asto strengthen the reliability of theinformation. The education data refer to last
term and remittances data for the previousthree months; both refer to househol d-level expenditures.
The data on assets capture expenditures made solely or jointly by the respondent in the past 12
months, while the agricultural input data refer to respondents expenditures over the last three
months.

Statistically significant differences appear between client and non-client households® Client
households on average spent 35% more than the comparison group (Table 17). When analyzed on
aper capita basisthe difference is 22%. Statistically significant differences were also found based
upon geographic location. The lowest levels were found in Mbale and the highest in Kampala.

2This excludes money paid directly by a non-household member.

ZAn independent samplet-test shows a statistically significant difference at the .01 level between the averagetotal
household expenditures of clients and non-clients, and a difference at the .001 level between districts for the same
variable.
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Tablel17. Average Total Household Expenditures on Education, Enterpriseand
Household Assets, Remittances, and Agricultural I nputs*

District Client Non-Client Total
Masaka $375 $196 $314
Kampala $392 $304 $348
Mbale $164 $134 $150
Total $323 $211 $275

Source: Field Survey Data, 1997.

*Data are not annualized. A three-month reference period is used for education,
remittances and agricultural inputs, while a twwelve-month reference period is used for
enterprise and household assets.

Discussion. A larger proportion of clients compared with non-clients spent money on enterprise
fixed assets and agricultural inputs, although the pattern of spending on enterprise assets was not
consistent and only a small proportion of the respondents purchased agricultural inputs. When the
averagetotal expenditureson agroup of usesisanalyzed, the client sample had higher averagesboth
on a household basisand a per capitabasis. Thus, the dataimply that client households on average
have a higher level of income than do non-client households. Care should be taken with this
interpretation, however, asthehigher client averagesare partly attributableto a small number of high
end spenders, and thereceipt of loan funds during the previousthree-month period may haveinflated
expenditures levels.

Within Masaka differencesrelated to program participation were found among clients. On average
PRIDE clients spent more on household and business fixed assets than FINCA clients. These
differences are a result of a small number of PRIDE clients spending large amounts, which in turn
increased theaveragefor their group. Theselarge spendersare probably indicative of the differences
in lending approaches between PRIDE and FINCA: since PRIDE provides larger initial and
subsequent loan sizes, a graduated |oan repayment period, and encourages individual initiatives, its
lending approach ismore likely to attract microentrepreneurs from households with higher levels
of income.

Thedatareveal differencesbased on digtrict location. Rural Mbale respondents tended to spend less
than those living in Masaka and Kampala. Mbale District is one of the best agricultural regions of
Uganda, with areatively high population density rate. It islocated on aprincipal trade route and has
aredatively good infrastructure for trade with Kampala and neighboring Kenya. Nevertheless, the
lower expenditure levels on education, agricultural inputs, and household and business assets all
indicate lower income levels among Mbal e respondents irrespective of client or non-client status.
These lower income levels, in turn, are likely to be related to lack of economic opportunities and
lower effective demand for goodsand services. Thisreatestothefinding by The World Bank (1996,
p. 81) that rural households are poorer than urban households on average, even when rural
expenditures are deflated by rural prices.
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E. Financial Services

Clients of the three microfinance programs have all received at |east one loan and have participated
in the mandatory savings programs as part of the lending requirements.? All three microfinance
programs also encourage their clients to have voluntary savings.

Lending Characteristics. Loan periodsfor FINCA and FOCCAS loans are typically four months
with theinitial repayment due the first week of the loan. First loans from PRIDE aree for 26 weeks.
Given this lending pattern, respondents appear to be using loan fundsin their enterprises primarily
asasource of working capital. Increasesin working capital permit entrepreneursto diversify their
stock or to purchasein larger quantities. It isimportant to notethat most clientsreported they would
not have made the expenditures on their enterprises without the loan funds.

Client respondents had all received at least one loan from either PRIDE, FINCA or FOCCAS.
Among the client respondents, 60% were first-time borrowers and 40% repeat borrowers. Among
the repeat borrowers 63% werein their second loan cycle, 28% in their third loan cycle and 8% in
thelr fourth. Masaka district PRIDE and FINCA clients were all in their first loan cycle with the
exception of afew PRIDE clientswho had repaid early to borrow alarger amount. KampalaFINCA
clients and Mbale FOCCAS clients were in varied loan cycles.

Loans. Theaverage amount of client loans ranged from $83 for FOCCAS clientsin Mbale to $131
for FINCA clients in Kampala. In Masaka, where both PRIDE and FINCA female clients were
interviewed, the average FINCA loan was $88. The average PRIDE female client loan was $127
compared with $147 for male clients. The average amount of money borrowed by respondents from
household members, extended family, friends, or others for their income-generating activities was
minimal (an average of lessthan $1.00 for clients and $5.00 for non-clients).

Almogt al clientsin the three loan programs reported that their most recent loan was spent on an
enterprise soldy or jointly owned by them. Thisfinding isimportant asit shows that women clients
are not being used as conduits of fundsfor male household members. Only five clients reported they
had spent their latest [oan on an enterprise not owned by them. Related to theissue of control of loan
funds, the vast majority of the clients made the decisions regarding the use of loan funds (88% in
Masaka, 91% in Kampala, 69% in Mbale), and are responsible for obtaining the necessary fundsto
repay theloan (95% Masaka, 92% Kampala, 73% Mbale). Therdationship of financia disciplineto
women's empowerment is discussed further in the "Empowerment™ section of this chapter.

The second most frequent category of loan expenditure is savings, a common finding among
microfinance clientsin other countriesaswell. In order to be assured of funds for loan repayment
and mandatory savings during the initial weeks, clients are apt to set aside part of the loan fundsto
mest these requirements.

The most frequent type of enterprise on which loan money is spent was a shop or kiosk by Masaka
clients (29%) and Kampala clients (23%). For Mbale clients the most frequent type of enterprise
(23%) was the buying and sdlling of agricultural products. The second most frequent type of

ZPRIDE refersto their mandatory savings component as a Loan Insurance Fund.
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enterprise on which loan money was expended was the buying and selling of agricultural productsfor
Kampala and Masaka respondents, and the sdlling of drinks for Mbale respondents. The client's
enterpriseis the main source of funds used for loan repayment by the majority of clients (80%).

Savings. Basdlinedata provideinformation on the savings patterns of respondents and estimates of
theamount of thissavings. Dueto thelending requirementsof the MFI programs, virtually all clients
have mandatory savings. Voluntary savings are held by 49% of Masaka clients, 82% of Kampala
clients, and 66% of Mbale clients. For FINCA clients, the size of second and subsequent loansisa
function of the first loan repayment plus the amount of a client's savings.

The accuracy of the amounts of mandatory and voluntary savings reported by clients varies widely.
Clients in all three digtricts stated they have more funds in mandatory than voluntary savings,
reflecting MFI lending requirements. Often clients were unabl e to disaggregate mandatory savings
from voluntary savings. The average aggregated amount saved in mandatory and voluntary savings
programs across al three districts was less than $60.

A higher proportion of clients than non-clients have individual bank savings accounts (Table 18).
Since PRIDE program clients are required to have an established bank account prior to receiving
their first loan, this contributed to the higher percentage of clients (67%) than non-clients (24%) in
Masaka with individual bank accounts. Over 92% of PRIDE program clients in Masaka have
individual bank savings accounts compared to 43% of FINCA program clientsin Masaka. Thereis
asubstantial difference between clients and non-clients (32% versus 18%) in Kampala, which isnot
explained by program requirements. The lack of access to banks in rural areas explains the low
number of Mbale respondents with bank savings accounts.

Table 18. Number and Per centage Having I ndividual Bank Savings Accounts

L ocation Client Non-Client Total
Masaka 242 (67%) | 58 (24%) | 300 (50%)
Kampala 57 (32%) | 33 (18%) | 90 (25%)
Mbale 11 (10%) | 5 (7%) | 16 (4%)
Total 310 (43%) | 96 (16%) | 406 (31%)

Source: Field Survey Data, 1997.

Savings by respondentsin addition to bank and microfinanceingtitution accountswaslabeled "other"
and included mostly informal savings schemes. Non-clients (36%) were more likely to report that
they have "other" savings than clients (13%).

Discussion. The lack of financial services for microenterprises and small businesses is frequently
cited as one of the missing piecesin the development puzzle. The provision of financial services by
these three microfinance programs addresses this critical issue. Most clients reported that the
expenditures made with their recent loans would not have occurred if they had not received the
program loan. These loan amounts averaged $117.



Except for the clients of PRIDE and of FINCA in Kampala, a reatively low proportion of the
respondents had savings accounts with banks, which are easier to establish than current accounts
(checking accounts). Only 13% of clients use aform of savings other than mandatory, voluntary, or
individual bank savings accounts compared to 36% of non-clients. Savings patterns used by clients
and non-clientsincluded rotating savings and credit associations and money kept with others. Often
the amount of “other” savings radically changed from week to week and even daily, indicating that
this“savings’ was probably cash-on-hand rather than long-term savings.

The term "graduation” in microfinance
programs is typically used to describe a
client who no longer borrows from these | A microfinance program client used her loansto diversify
programs but is eligible to borrow from a | her livestock activities. She hastwo cowsin zero grazing,

commercial bank. An interesting variation laying hens, a piggery, and rabbits. Shefirst participated
to the term “"graduation” is occurring in microlending programs as a FINCA client, but later

moved to the PRIDE program to obtain alarger loan. She
be_twe?n the FINCA and PRIDE is an interesting example of graduation within
microfinance programs for some of the | microfinance programs.

clients. Some FINCA clients had received
and repaid their FINCA loans, and then
decided to leave the FINCA program and become PRIDE clients. Although PRIDE participation
requirementsaremoredifficult (e.g., clientshaveto have an established bank account), thelarger size
of PRIDE loansis the major factor that attractsthe FINCA clients. Thus, these FINCA clients can
be considered as "graduating” to the PRIDE program.

Micr ofinance Program Graduation

Microfinance program requirements have been affected by theincidence of AIDSin all threedidtricts.
AIDSrelated issues discussed by program participants and loan officers include repayment
responsibility when aclient dies of AIDS, and lack of attendance at mandatory group meetings due
to caring for household members with AIDS.

Transaction costs for microfinance program participants are high, some of which are related to
indilling financial discipline. These costsinclude effective loan interest rates over 50%, mandatory
savingsaccounts, and compul sory attendance at weekly group meetings. Thesmall loan amountsand
the frequency of repayment limit most borrowers to buying and selling activities which requirelittle
initid investment and promise a rapid turnover of goods to meet the weekly repayment schedule.
Thereisno incentive within the lending programs for a client to repay early; in fact the client paysa
penalty since interest is assessed based on a pre-established loan period. Though program clients
have books in which their loan payments and balances and mandatory savings contributions are
recorded, clientsoften wereunableto explain these entries nor werethey ableto distinguish between
mandatory and voluntary savings.

F. Empower ment

Attention has been given to the potential of participation in a microfinance program to empower
clients. The e ementsof empowerment identified for thisassessment are: control of decisions about
the use of loan funds and monies generated by income-generating activities; client perspectives of
positive consequences in the household; ownership of consumer durables purchased; financial
discipline leadership and acquisition of information; improved health and nutrition practices; and
female children enrolled in schoal.
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It isimportant to recall that FINCA and FOCCASS serve women and hence both the client and non-
client samplesin Kampala and Mbale are composed solely of women. In Masaka where the PRIDE
program serves both men and women, men comprise 13% of the client sample and 19% of the non-
client sample. Overall, 6% of the client sasmple and 7% of the non-client sample are men.

Economic Decision-making. The vast mgority of clients (83%) were the sole decision-makers
concerning the use of recent loan funds. Thispattern occursamong both the maleand femaleclients
in Masaka. When marital status is taken into account, about 75% of the respondents in a
monogamous marriage were the sole decision-maker, compared with 84% of thosein a polygamous
marriage and 96% of the single clients. The remaining clients made the decision either after
consulting with a household member or jointly with a household member.

Differencesarediscernableby district, with lessindividual decison-makinginrural Mbale. Decisons
on use of loan funds were made soldy by 88% of the clientsin Masaka, 91% in Kampala, and 69%
inMbale. Almost athird of the Mbale clients either consulted with a household member (15%) or
were involved jointly with a household member in making the decision (15%).

The loci of decisons regarding the use of sales revenue from their businesses was smilar among
clients and non-clients, with 79% and 77% respectively being the sole decision maker. Although
marital status influenced whether or not the microentrepreneur was the sole decision maker, two-
thirds of the respondents in a monogamous marriage reported being the sole decision-maker.

Positive Consequences in Household Due to Having an Enterprise. Respondents were asked
about the positive consegquences upon household rel ations from having their own businessduring the
previous 24 months (table 19).2 The responses center on behavior associated with economic
empowerment and self-confidence. Approximately a third of both the clients and non-clients
mentioned that having a business enabled them to meet basic family needs and to take care of
themselves. More clients than non-clients mentioned the education of children and the acquisition
of assets as positive consequences.

Table19. Positive Consequences upon Household Relations the Last 24 months Dueto
Having an Enterprise *

Positive Consequences Clients Non-clients Total
Able to Meet Basic Family Needs 253  (35%) 207  (34%) 460  (35%)
Can Educate Children 185  (25%) 97 (16%) 282 (21%)
Has Acquired Assets 145  (20%) 93  (15%) 238 (18%)
Can Take Careof Mysdlf 266  (37%) 220  (37%) 486  (37%)

Source: Field Survey Data, 1997.
*Multiple responses were possible; percent represents percentage mentioning that consequence.

% Respondentswere al so asked about the negative househol d consequences of having their own business. Lessthan
15% indicated there were any negative consequences.
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The responses of female and male respondents in Masaka are smilar: 21% and 24% respectively
indicated that the ability to meet basic family needsis a positive consequence of their ownership of
an enterprise, and 24% of the women and 20% of the men mentioned the ability to take care of
themselves.

Ownership of Consumer Durables. Respondents use the earnings from their income-generating
activitiesto acquire consumer durables, such askitchen utensilsand furniture. The survey sought to
determineif expenditure of own funds equated with ownership of items purchased. Ownership was
defined as being able to take or retain it if the household broke up. Most of the clients (84%) and
non-clients (78%) report owning theitemsthey alone purchased. Didtrict differencesarediscernable,
with thelowest levels occurring in Mbale. When assets werejointly purchased, these were normally
reported as jointly owned.

Financial Discipline. Participation in the credit and savings programs of FINCA, PRIDE and
FOCCAShépstoingtill financia discipline. Clientsarerequired to abide by aweekly |oan repayment
schedule and make mandatory savings contributions on a weekly basis. This system requires that
clients have financial discipline to manage their cashflow.

To better understand this discipline, clients were asked about the source of funds for meeting their
weekly loan repayments. Overwhelmingly the funds came solely from the clients (89%). However,
the proportion was lower in Mbale (73%) than in other districts, and mirrors the decision-making
pattern on use of loan funds. When the client is not the sole source of fundsfor |oan repayments, she
isusually or occasionally assisted by household members.

Theresults of two focus group discussions among FINCA clients in Kampala, facilitated by MISR
researchers during the basdline design phase, underscore the importance clients attach to financial
discipline. When asked the reasons for joining the FINCA program, learning how to plan and save
money was identified as the primary reason by participants in one focus group, and the third most
important reason by those in the second group.

Leadership. All three of the lending programs disburse credit to women who are members of a
group. Women mentioned during the interview process that the groups are an opportunity for them
to cometogether totalk about various soci o-economicissues such asnew health or nutrition methods
and business decision-making practices. Learning and sharing information about busi ness practices
was amajor reason cited by focus group participants for being in a credit group. It was ranked as
the second most important reason by one FINCA focus group, whilethe other group ranked it third.

Each credit group selects officers who are responsible for ensuring the full participation of group
members. Women within each credit group are elected to offices such as treasurer, secretary, or
chair. Women members also have the opportunity to decide the agenda topics at group meetings
depending on the interests and concerns of the membership that day.

TheFOCCA Smicrofinanceprogram providesadditional informal leadership opportunitiesfor women
asthey discussnew health or nutrition practiceslearned at FOCCAS group meetings. WWomen clients
in the FOCCAS program are more likely than non-clients (88% of clients and 76% of non-clients)
to have advised a friend or household member in the last 12 months about improved health or
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nutrition practices. This gatistically significant finding suggests a positive impact of the FOCCAS
program.

I mproved Health and Nutrition Practices. Clientsinthe FOCCASmicrofinanceprogramin Mbale
recelve ingtruction in child feeding practices, disease prevention (including AIDS, diarrhea, and
malaria), and family planning practices. Thebasdine survey clearly suggeststheimpact of FOCCAS
on clientsas a source of information on improved practices, clients' trying new practices, and dlients
informing others about such practices.®

Of thosewho had | earned about improved health and nutrition practices, 181 clients (95%) compared
to 128 non-clients (72%) had tried apracticere ated toimproved health or nutrition of their children.
When clients were asked where they had learned about these new practices, all of them reported
FOCCAS as a source, sometimes in addition to other sources. The majority of non-clients learned
about new health practices from the health center, a community health worker, or the radio.

The most frequently mentioned health and nutrition practices tried by clients and non-clients were
diarrhea prevention, immunizations, and child feeding practices (Figure 5). However, a greater
proportion of clientsthan non-
p clients mentioned trying each
80%7 79% of these. Differences are also
noticeable in terms of AIDS
prevention. A similar
proportion of clients and non-
clients reported trying new
hedth practices associated
40% with immunization and malaria
3% prevention.®
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three digricts at least 85% of
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#In three statistical tests of Mbal e clients and non-clients on who had a) learned new health and nutrition practices,
2) had tried a new practice, and 3) had advised friends or family members on improved practices, the chi square tests
revealed that there existed statistically significant differences @ <.001 for each of these variables.

%A ceess to immunization was relatively equal for both clients and non-clients. Therefore lack of access was not
an issuein terms of client vs. non-client participation in immunization programs.
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aged 6-16 were not enrolled in school. In client households in Masaka, 9% of girls and 8% of boys
were not enrolled. Smilarly in Mbale client households, 10% of girls and 9% of boys were not
enrolled. In Kampala client households, 13% of girls and 8% of boys were not enrolled. The higher
percentage of girlsnot enrolled in school in Kampalais probably attributable to pregnancies as well
asincome-earning opportunities, such aschildcareand housekeeping chores, avail ablefor younggirls.

Discussion. Participation in a microfinance program appears to be motivated not solely by receipt
of credit. The profile which emergesindicatesthat participation in amicrofinance program islinked
to greater empowerment through learning and practicing financial discipline, information sharing, and
acquiring and practicing leadership skills. In addition, the findings indicate that the FOCCAS
program positively affects learning and trying new health and nutrition practices, vital stepsin the
process to sustainable adoption of improved practices.

Over three-quarters of the clients are the sole decision-makers about use of their |oan fundsand sales
revenue, and own the assets purchased solely by them. Furthermore, aimost all respondents have
their female children enrolled in school. Little difference was discernible between clients and non-
clients. However, enrollment rates of female children did differ at the district level, with Mbale
having the lowest rates.

G. Agricultural Sector Linkages

The extent to which microfinance programsin lending to microentrepreneurs al so reach households
engaged in agricultural sector activitiesisexamined in thissection. Theagriculturelinkagesof clients
and non-clientsis also compared. Asa high proportion of the sampleisfrom urban and peri-urban
areas, cash and in-kind assistance to rural householdsis also assessed.

Household Involvement in Farming. Fewer than 10% of survey respondents in Masaka and
Kampala list their main activity as farming. In contrast, in Mbale dightly more than half of the
respondents (55%) report their main activity as farming. Mbale respondents record the highest
incidence of households where at least one household member is actively engaged in farming (60%
of client households and 63% of non-client households).

Approximately 30% of all respondents cite
crops, livestock, yeast production or fuelwood 120% 7"
sadles among the top two contributors to
household income. As expected, a higher
proportion of respondents in Mbale (50% of
clients and 35% of non-clients) than Masaka
(23% of clients and 18% of non-clients) or
Kampala (26% of clients and 33% of non-
clients) report these business activities as the 20% |
top two contributors to household income.
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householdshavecultivatableland (Figure6). In Figure6. Distribution of Households Having
Masaka 89% of clients and 65% of non-clients Cultivatable Land
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have cultivatable land, and over 98% of Mbal e respondents (100% of clients) have cultivatable land.
Despite their urban or peri-urban residence, 62% of Kampala clients and 45% of non-clients have
cultivatable land. There are statistically significant differences between clients and non-clients, and
between districts, for thevariable"owning or using cultivatableland".?® Mbaleclientsaremorelikely
than other respondents to have access to cultivatable land.

It isdifficult for respondents to accurately assess the size of their land holdings which includes: the
amount of land owned or controlled by their household, the amount rented, and other land used but
belonging to someone else. Therefore, enumerators were instructed to ask respondents to compare
the acreage of the land they owned and/or used with the size of afootball pitch. The estimates that
resulted indicate that non-clients have less total cultivatable land than clientsin all three digtricts
(Table20). Theestimated averagesizeof total cultivatableland available varied from 7.06 acresfor
Kampala respondent households to 6.26 acres for Masaka households to 5.44 acres for Mbale
households. Inthe Masaka samplefemaleclientsaveraged fewer acres (4.20 acres) than maleclients
(6.58 acres). The average acres of cultivatable land differ significantly between clients and non-
clients.

Table20. Average Number of Acresof Total Cultivatable Land Available *

L ocation Client Non-Client Total
Masaka 6.26 3.02 5.25
Kampala 7.06 5.08 6.23
Mbale 5.44 3.74 4.55
Total 6.15 3.68 5.16

Source: Field Qurvey Data, 1997.
*Thisland may or may not be owned by the land user or their household.

Crops Grown. Most microentrepreneurswith accessto cultivatableland areinvolved in producing
crops ether for household consumption or sale. In Masaka and Mbale nearly all (90%) of the client
respondentsin householdswith cultivatableland grow cropsthat solely belong to them. In Kampala
morethan 60% of client respondents whose househol ds have cultivatableland havetheir own crops.
The magjority of non-client respondents (84%) in households with cultivatable land grow crops that
soldly belong to them.

Thefive crops grown most frequently by clients and non-clients alike are: plantain (matoke), beans,
Sweet potatoes, cassava, and maize. The average number of crops grown that are owned by clients
was 4.16, and for non-clients 3.74. Thus respondents are engaged in a diversified risk-minimizing
cropping pattern.

Respondent Expenditureson Agricultural Inputs. Of those respondents who grow crops which
they soldly or jointly own, alarger percentage of clientsthan non-clients spent money on agricultural
inputs (seeds, fertilizer, agricultural labor, etc.) in the three months prior to the survey (Table 21).

%A chi-square at the .001 level indicates statistically significant differences between clients and non-clients, and
between districts, for the variable "owning/using cultivatable land".
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This difference is particularly noteworthy in Kampala where 61% of clients purchased agricultural
inputs compared to 47% of non-clients.>” Masaka respondents were more likely to purchase inputs
than respondentsin other districts. Thereare statistically significant differences between clientsand
non-clients, and between districts, for thevariable"respondentswho purchased agricultural inputs'.?®
Despite their rural location and client status, fewer than half of Mbale respondents purchased these
types of inputs.

Table21. Respondents (number and percentage) * Who Purchased Agricultural Inputsin
the Last 3 Months

L ocation Client Non-Client Total
Masaka 228 (77%) | 103 (74%) || 331 (76%)
Kampala 47 (61%) | 20 (47%) || 67 (56%)
Mbale 92 (49%) | 81 (47%) || 173 (48%)
Total 367 (65%) | 204 (57%) || 571 (62%)

Source: Field Survey Data, 1997.
* Includes only those respondents who had access to cultivatable land and grew crops.

Of those respondents who spend money on agricultural inputs, the average amount spent by clients
ishigher than the average amount spent by non-clients. In Kampala clients spent on average $82, and
non-clients $45. Masaka clients and non-clients spent similar amounts on average ($45) on inputs.
In Mbale the average amount clients spent is more than twice that of non-clients ($28 and $13
respectively).

Respondent expenditures on agricultural inputs are concentrated in three areas. hiring of labor,
purchase of seeds, and the purchase of fertilizer. Of those respondents who purchaseinputs most of
them (75%) hired labor, approximatey half (51%) purchased seeds, and fewer than 1 in 10 (8%)
bought fertilizer. Masaka and Kampala non-client respondents spent more than clients on seeds.
Mbale clients are the only client respondents who spent the same or more on labor and seedsin the
last three months than non-clients. The average amount spent on labor was more than 3 times the
average amount spent on seeds ($32 and $9 respectively) for clients and non-clients ($29 and $9) in
al three didtricts.

Of those respondents who spent money on agricultural inputs, household size appearsto have little
influence on their decison of whether or not to hire agriculture labor. For example, of those
respondents purchasing agricultural inputs and living in a household of greater than eight members
83% hired agricultural labor. Over 70% of respondentsfrom househol dswith 5-8 membersand from
households with 1-4 members hired |abor.

#’K ampalarespondentslivein highly urbanized areasand alsoin peri-urban areaswhere agricultural activitiesare
an important source of household income.

A chi-sguare at the .02 level indicates statistically significant differences between clients and non-clients for the
variable "respondents who purchase agricultural inputs'. A chi-square at the .001 level indicates statistically
significant differences between districts for the same variable.
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Economic Transfersto Rural Dwellers. Cash andin-kind transfers are often an important infusion
of resourcesto rural areas, particularly in a country as poor as Uganda. Asprevioudy discussed in
the section "Uses of Income,” respondent households are actively assisting rural dwellers both in
terms of percentage of househol ds contributing and the amount of contributions.

Livestock Ownership. Client householdsare morelikdy to own livestock (including poultry) than
non-client households (Table 22). Not surprisingly, rural Mbale client (96%) and non-client (89%)
households are more likdy to own livestock than Masaka or Kampala households. There are
satistically significant differences between clients and non-clients, and between districts for the
variable "households owning livestock" .

Table22. Number and Percentage of Households Owning Livestock

L ocation Client Non-client Total
Masaka 228 (64%) | 103 (43%) || 331 (56%)
Kampala 68 (38%) | 31 (17%) || 99 (28%)
Mbale 182 (96%) | 159 (89%) || 341 (93%)
Total 478 (66%) | 293 (49%) || 771 (58%)

Source: Field Qurvey Data, 1997.

Sincelivestock are a potentially important form of investment, questions were asked about livestock
owned by therespondents. Chickensare owned by morerespondentsthan any other typeof livestock
(on average 20 chickens are owned by clients and non-clients). Kampal a respondents have the most
commercial poultry operations, averaging 35 chickens. Goats are the second most frequent type of
livestock owned. The average number of goats owned was 2.5. Fewer than 10% of the respondents
reported ownership of cattle.

Discussion. Despiteefforts by the government to diversify economic activities, agriculture continues
to account for 44% of Uganda's GDP and employs 80% of its workforce. In lending to
mi croentrepreneursthesethree microfinanceprogramsreach householdsengagedin crop production
and the marketing chain for natural resource and agriculture-based products.

In the current survey, 69% of respondents have enterprises linked to agriculture and natural
resources. Client households are more likely than non-client households to have received income
from these types of activities. Approximately 30% of both client and non-client respondents cite
crops, livestock, yeast production or fuelwood sales as one of the top two contributors to household
income.

Thedata show that resdenceisnot an indicator of whether or not the household has cultivatable land
and engagesin crop production. Thelandinheritance system, customary rightstouseland controlled
by the natal household, and amarket for rental of agricultural land all account for the high proportion
of householdswith cultivatableland in rural areas. Urban householdsthus continueto maintain their

A chi-squaretest at the .001 level indicates statistically significant differences between clients and non-clients and
between districts for the variable "households owning livestock".
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strong ties to agricultural land and agricultural activities. Areaswith lower land quality and lower
population dengties, such as Masakaand Kampala, tend to have higher levelsof cultivatableland per
household.

Respondent remittancestorural dwellersreflect the soci o-economiclinkagesthat microentrepreneurs

continue to maintain with rural households. These patternsalsoillustrate women’ srole as caregiver
which frequently extends to other households.
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A.

VI. SUMMARY AND CONCLUSIONS

Summary

Basic Characteristics of Respondents and Their Households

Smilaritiesaswdl asdifferencesarefound among the clientsand non-clientsin terms of demographic
characteristics, location of residence, and characteristics of dwelling. At times the geographic
location influences the findings.

#

The average age of clientsis 36 years compared to 33 yearsfor non-clients. Thisdifference
is Satistically significant.

The average level of education for clientsis one year of secondary school. For non-clients
the average education level is seven years of primary school. Thisdifferenceis atistically
ggnificant.

Themarital status of most clientsand non-clientsismarried, but 34% of the clients and 40%
of the non-clientsare single (i.e., divorced, separated, widowed, never married).

The average household sizeis sgnificantly larger for clients than non-clients (6.57 and 5.48
members respectively).

A sgnificantly higher proportion of clientsthan non-clientsreside on agricultural land (46%
of clientscompared with 36% of non-clients). Major differencesoccur between districts, with
Mbal ehaving thehighest proportion of respondentsresiding on agricultural land and Kampala
the lowest proportion.

Client households are more likdy than non-client households to own their residence.
Owner ship of residenceismorecommon in Mbal eand Masakathan Kampal a, and ownership
tends to be related to whether or not the household islocated on agricultural land.

Clients and non-clients live in dwellings with similar features when taking into account
geographic location. The majority of Masaka and Kampala respondents live in residences
with iron sheet roofing and brick walls. Mbale respondents typically have residences with
iron sheet roofing and walls of mud and poles.

Theaverage number of roomsin respondent householdsisthree. On averagetherearemore
people per room in client than non-client households.

Clients differ sgnificantly from non-client households in the ownership of key consumer
durables. A larger proportion of client than non-client households have radios, televisions,
and bicycles. However, less than one-third of the client households have televisions or
bicycles.



Sour ces of Income

Household income may be obtained from avariety of sources. Ownership of a microenterprise that
generates aregular cash flow is a prerequisite for participating in the three microfinance programs
and was used as a criteria for sdection of the non-client sample. These microenterprises are
frequently avery important source of household cash income.

#

The average number of household income sources is higher for client households (3.23
sources) than non-client households (2.53).

A significantly higher proportion of client (32%) than non-client (22%) households have a
member in wage or salaried employment. Geographic location influences the likelihood of
wage or salary employment, with Kampala having the highest rate.

Overal 69% of the respondents have business activities related to the marketing or
production of natural resource and agriculture-based products.

The average age of respondent enterprisesisfive years.

Themajority of respondents rank their enter prise asthe most important source of household
cash income.

Thelocation of the respondents primary enterprise is most often the same location astheir
residence.

The average number of workers employed by clients in their enterprisesis less than one.
About half of these workers are family members.

Uses of Income

Client householdsusetheir incomefor bas c household needs, gradual accumulation of household and
business assets, unanticipated financia crises, and transfers to rural dwellers. Differences appear
between client and non-client households in the amounts expended in each of these aress.
Geographic location also influences the amounts expended.

#

#

Clients tended to spend more on household assets than non-clients.

Expenditures on business fixed assets differed by district and by client or non-client status.
On average clients spent more ($100) than non-clients ($87). Mbale respondents spent
consderably less than respondentsin the other two digtricts.

Over 90% of respondentsidentify their enterprisesasthe principal use of enterprise earnings.
The second most frequent expenditure category is food for household members.

Earnings from respondents microenterprises tend to be the main source of funds for
education expenses.
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When asked about expenditures on food items, the majority of respondents in Masaka and
Kampala stated that they purchase the food items the household consumes. Among Mbale
respondents only meat and milk are purchased by a majority of the households, as they
produce a substantial amount of their own food.

Nearly two-thirds of all respondents reported unanticipated eventsin their household during
that last two yearsthat had financial repercussions. A seriousillness or medical expenses of
a household member were the most frequently reported events. Most respondents
households were able to cope with these events without having to sell income-generating
assets.

About one half of the respondents reported cash or in-kind remittances to rural dwellers
during the three months prior to the survey.

A proxy indicator for the relative poverty or wealth level of client or non-client households
can becal culated by summing total expenditureson education, businessand househol d assets,
remittances, and agricultural inputs. Client households average $323 in expenditures and
non-client households average $211. Thisdifferenceis statistically significant. Geographic
location influences the amount spent.

Financial Services

Clients of the three microfinance programs have all received at |east one loan and have participated
in the mandatory savings programs as part of the lending requirements.® All three microfinance
programs also encourage their clients to have voluntary savings.

#

Loan periods are typically four months with the initial repayment due the first week of the
loan. Given thisloan repayment pattern, respondents appear to be using loan fundsin their
enterprises as a source of working capital.

The average loan amount for clientsranged from $83 for FOCCAS clientsin Mbaleto $131
for FINCA clientsin Kampala. In Masaka where both PRIDE and FINCA female clients
were interviewed, the average FINCA loan was $88 and the average PRIDE female client
loan was $127.

All clients have mandatory savings accounts, and many clients also have voluntary savings
accounts (49% in Masaka, 82% in Kampala, 66% in Mbale). The average amounts saved by
clientsin mandatory and voluntary savings programs are $34 and $23 respectively.

Empower ment

In this basdine study survey, 94% of the sampled microfinance program clients are women. The
effect of participation in microfinance programs on financial discipline and leadership opportunities
illustrates the importance of these programs on women's empowerment. The findings suggest that

“PRIDE referred to their mandatory savings component as a Loan Insurance Fund.
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FOCCAS has an impact on women trying new health or nutrition practices and informing others
about these practices.

#

Themgority of clients (83%) are the sole decision-makers concerning the use of recent loan
funds. Almost all clients state that they are the source of funds to meet weekly loan
repayment requirements.

When asked about positive consequences of owning your own business, one-third of the
respondents mentioned the ability to meet basic family needs and the ability to take care of
onesdlf.

Participation in the credit and savings programs of FINCA, PRIDE, and FOCCAS assists
clients in acquiring financial discipline. Clients are required to adhere to a weekly loan
repayment schedule and contribute weekly to a mandatory savings program.

Formal |eadership opportunities are available to women clients through their credit groups.

FOCCAS isasourcefor clients of information on improved health and nutrition practices.
Clients try new practices and inform others about such practices.

For client and non-client respondentsin all three districts at least 85% of girlsaged 6-16 in
the household are enrolled in school.

Agriculture Sector Linkages

Microfinance programsin lending to microentrepreneurs reach households engaged in agricultural
sector activities. Rural Mbale respondentsin particular illustrate this linkage.

#

Client househol ds (73%) are morelikely than non-client househol ds (63%) to receiveincome
from businesseswhich are part of the marketing or production chain of natural resource or
agriculture-based products. Therearestatistically significant differencesbetween clientsand
non-clients, and between districts. Over 80% of Mbale respondents are involved in these
types of activities.

Agriculture products (including the buying and selling of agricultural produce) represent the
largest category of businessactivity that respondentsindicate aseither owning or co-owning.

Slightly more than half of the Mbal e respondents (55%) citefarming astheir main economic
activity.

Approximately 30% of all respondents cite either crops, livestock, yeast production or
fuelwood sales as the top two contributors to household income.

Approximatdy three-fourths of respondent househol dshave cultivatableland on which more

than one-half of the respondents grow crops. Despite their urban or peri-urban residence,
62% of the client househol ds and 45% of non-client householdsin Kampalahave cultivatable
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land. There are statigtically significant differences between clients and non-clients, and
between districts for owning or using cultivatable land.

# The estimated average size of total cultivatable land ranges from 7.06 acres for Kampala
respondent households to 6.26 acres for Masaka households to 5.44 acres for Mbale
households. Thisdifferenceis statistically significant.

# Clients are more likely than non-clients (66% and 49% respectively) to own poultry or
livestock. Poultry is owned more than any other type of animal. There are datistically
significant differences between clients and non-clients and between districts for households
owning livestock.

# Of those respondents with access to cultivatable land, a larger percentage of clients (65%)
than non-clients (57%) spent money on agricultural inputs in the three months prior to the
survey. There are gatistically significant differences between clients and non-clients, and
between districts for households purchasing agricultural inputs.

B. Conclusions
# Micr ofinance programsreach low-income householdsin both rural and urban areas.

The basdline data suggest that the microfinance program clients are not among the hard core poor.
Rather, they are part of a broad class of working poor. On average the households of client
respondents have 6.57 members, of whom two are economically active. The data on food consumed
the three days prior to the survey indicate that meat/fish/chicken are normally consumed only twice
aweek, and milk less than once a week (even though most households contain one member under
theageof 6). One-third of the client respondents reported no purchases (sole or joint) of household
assets during the 12 months prior to the survey. At the sametime, ahigh proportion of clients own
(or are purchasing) their current residence, own radios, and own or control cultivatable land. The
percentage of girls and boys aged 6-16 in their households who are enralled in schoal ishigh, asis
theratio of mattressesto persons 9 years and older. Most client households were able to cope with
unanticipated financial crises without salling income-generating assets.

It is clear from the data that the microfinance program clients are not among the wealthier segment
of society. Thisisevident in the low proportion of client households owning vehicles, refrigerators,
and houses and rental units not contiguous with the household dwelling, and the low percentage of
client households with piped water and eectricity.

The basdline data suggest that geographic location influencestheleve of poverty or wealth. Overall,

rural Mbale respondents exhibit lower levels of living standards, expenditures, and different patterns
of saving than the more urban respondents in Masaka and Kampala.
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# Savings, enter prise earnings, and loan funds are used to expand the wealth base of
households and enter prises.

Almogt all clients report using the loan funds on their enterprise, usually as operating capital to
expand or diversify their businesses. They indicatethat they would not have madethese expenditures
without theloan from their respective microfinance program. Clientsal so purchased household assets
(e.g., utendglls, furniture) and fixed business assets with savings and enterprise earnings. For some
clientsit appearsthat accessto loan funds all ows savings to be used to accumul ate househol d assets.

The most frequent type of enterprise activity for Kampala and Masaka clients is a shop or kiosk.
Buying and sdlling of agriculture produce is the second most frequent type of business activity. In
Mbale trade in agriculture produce is the most frequent activity, and shop or kiosk is second.

# Micr ofinance programsoper ating in urban and rural areasreach microentrepreneurs
who have strong linkages to the agricultur e sector.

Microfinanceprogram linkageswith theagriculture sector areillustrated in the access of microfinance
program clients to cultivatable land, the prevalence of businesses that are part of the marketing and
production chain of natural resource and agriculture-based products, and economic remittances by
respondent households to rural dwellers,

The majority of respondents (85%) reside in househol ds which have access to cultivatable land and
morethan half of these respondents grow crops. Among clientswith accessto cultivatableland and
who grow crops, 65% of them purchased agricultural inputsin the three months prior to the survey,
with clients tending to spend more than non-clients on these inputs. Clients have access to more
cultivatable land on average (6.15 acres) than non-clients (3.68 acres). Almost three-fourths of the
clientsreceiveincomefrom activitieslinked to the marketing and production chain of natural resource
or agriculture-based products (e.g., buying and sdlling agricultural produce or livestock, charcoal
sales). More than half of the client households provide cash and/or in-kind remittances to rural
dwellers. Thisimpliesastrong a socia network with rural dwellers.

# Microenter prises are the main sour ce of household cash income.

Approximately three-fourths of the respondents rank their enterprise as the number one source of
household cash income. Enterprise earningsarethemain source of fundsfor education expensesand
for the purchase of business and household assets.

# Microfinancepr ogramsenablefemaleentr epr eneur sto devel op financial management,
decision-making, and leader ship skills.

Female microfinance program clients make decisions on the allocation of their loan funds, loan
repayments, and savingsrequirements. Their loan funds are spent on their own businessactivity. The
formation of credit groups within each microfinance program provides clients with an opportunity
to participate in formal leadership positions within the group (e.g., treasurer, chair). In addition,
clients are expected to acquire financial discipline skillsthat enable them to repay |oans on time and
meet weekly mandatory savings requirements.
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# Provision of health or nutrition information by the FOCCAS microfinance program
resultsin clientstrying new practices and infor ming other s about such practices.

FOCCAS program personnd facilitate the presentation of information on new health or nutrition
practicessuch asAIDS prevention and breastfeeding techniquesto femal eclientsparticipating in their
microfinance program. This information enables these female entrepreneurs to become better
informed on new practices, and in turn to try these and to disseminate this information to friends
and/or other household members. Women FOCCAS clients are significantly more likely than non-
clients to have tried a new health or nutrition practice and to have advised a friend or household
member about the improved practices, a positive impact of the FOCCAS program.

# Clientstend to be significantly different from non-clientsin several ways.

Dataon key characteristics of clients, indicators of poverty, and other factorsindicatethat the clients
tend to be significantly different from the non-client respondent group. Thisimplies a self-selection
bias: certain peopleare morelikely than othersto become clients of the three microfinance programs.
The sdectivity biasis likdy to be the result of two interrelated factors. First, persons with certain
individual and household characteristics are morelikely than othersto be motivated to participatein
the microfinance programs.  Second, since the programs operate by individuals having to agree on
who is part of their credit group, the groups are likely to select individuals whom they feel are most
likely to be diligent in meeting their loan repayments. At the same time, there is no evidence of
market saturation.

Next Steps

A wealth of information has been obtained from respondents who participated in this basdine study.
The follow-on survey of the microfinance program clients and the comparison group is expected to
reveal impacts of microfinance program participation in the areas of: agriculture sector linkages,
enterprise expansion and diversification, and accumulation of household and enterprise assets. Itis
suggested that the foll ow-on exerciseincludefocus group interviewsto determineif the reasonswhy
people join the microfinance programs have been realized.

The follow-on study ought to be undertaken in the same months as the baseline survey so as to
control for seasonal variations. Optionsexist for designing thefollow-up questionnaire. Theresearch
directors need to decide whether questions should be asked in the exact same way or whether to ask
only about changesin that variable sincethe baseline study period, or to combinethetwo approaches.
In addition, questions not covered in this basdline report which proved difficult and had the least
reliable responses should be modified or diminated.
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l. INTRODUCTION

This paper sets forth guidance and recommendations for an assessment of the impacts of
microfinance servicesin Uganda.! The purpose of the assessment funded by USAID/Ugandais to
document the impacts of microfinance servicesin Uganda.  Thiswill be accomplished through the
study of a sample of the clients of three microfinance programs in three different areas of Uganda:

FINCA in Kampala and Masaka, PRIDE in Masaka, and FOCCAS in rural Mbale. Theintentis
to collect basdine information in 1997 and it is recommended that the follow-up be done during
the same months in 1998 or 1999, to determine changes which have occurred in the key impact
variables. In order to plausibly link the changes found among the client sample to participation in
microfinance programs, a sample of non-clients will be included in the assessment. This research
design will provide the basis for studying the impacts of the microfinance programs upon clients,
their households, enterprises and social and rural linkages.

The assessment will be designed to provide descriptive information of immediate utility on
characteristics of clients, use of loan funds and the linkages between microenterprises and their
owners, and the agricultural sector.

This paper proposes a design for the assessment. It setsforth hypotheses that are grounded in a
conceptual mode which considers microenterprises as embedded in the household economy. The
sdlection of hypotheses has been informed by the context of the study areas and on the strategies
of the programs to be studied, as well as the findings of impact assessments on microenterprise
support programs in other countries. For example, it takes into account a) two of the programs
do not target their loans to specific enterprises, but require that a client have an enterprise that
produces income on aregular (weekly or bi-weekly) basis, b) urban based households may also be
engaged in the agricultural sector, and c) the low level of household assets and relatively low level
of income among most microentrepreneurs. The section on sampling plan describes the criteria
and process used for the selection of programs and program sites.

The paper begins with a statement of the problem to be studied, followed by a brief discussion of

a conceptual framework for assessing the impacts of microenterprise services. The next section
presents the set of research hypotheses related to household welfare, enterprise growth and
stahility, client control over resources, social networks and linkages with the agricultural sector.
In addition, key variables and measures are proposed.  Further, it identifies key participation and
mediating variables which should be included in the assessment. The participation variables focus
on client interaction with the microfinance program. The mediating variables are factors internal
and external to the household which may affect impacts. Next is a discussion of the operational
definition of an enterprise. It isfollowed by a discussion of key descriptive information which will
be available from the basdine survey, in particular on linkages with the agricultural sector,
characteristics of program clients and use of loan funds. The following section sets forth the
sampling design and plan. It discusses factors considered in devel opment of the design, and
discusses the sampling methodol ogy for clients and non-clients. The last section suggests a
process for the next stages in planning, implementing and reporting on the baseline assessment,
and makes recommendations on the second round of the assessment.

! This design paper reflects comments received from USAID/Uganda on an earlier version of the paper, and
decisions made up to November 21st. Sections of the baseline report will provide further updates.
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. A FRAMEWORK FOR ASSESSING THE IMPACTS OF MICROFINANCE

SERVICES
A. Statement of the Resear ch Problem
Background:

Microenterprises are a critical source of income and employment for numerous low income
peoplein Uganda.? Recognizing the importance of microenterprises to the general economy and
especially for the poor, USAID has supported services to microentrepreneurs in Uganda the past
4-5 years and this attention has increased the past couple of years. Uganda has benefitted from
financial and technical support from both USAID/W and USAID/Uganda. USAID supports
programs in Uganda that utilize poverty lending and microfinance strategies as well as those that
link enterprise development with nutrition and health education. Such efforts include the
provison of credit and savings services through village banking, solidarity groups and other
organizational forms. Several of the significant microfinance programs focus on involving women
asclients.

The problem statement:

The main problem to be addressed by the assessment can be framed as a series of questions: Do
programs providing microfinance services make a positive difference in the lives of
microentrepreneurs, their households, and enterprises? What is the nature, extent, and
distribution of these impacts? Have microenterprise programs helped to reduce poverty in the
households of microentrepreneurs? Has support to micro entrepreneurs in urban and
metropolitan areas increased the flow of transfers and remittances to rural areas? Have they
helped microentrepreneurs, particularly women, to grow their existing businesses or take
advantage of new economic opportunities? What are the linkages between microentrepreneurs
and their enterprises and the agricultural sector?

To address these questions, the assessment shall focus on key improvements in household welfare,
enterprise growth or stability, increased ownership of resources by women, increased flow of
resources to rural areas, and the relationship between microenterprises, microentrepreneurs and
the agricultural sector.

B. The Household Economic Portfolio

To analyze the impacts of microfinance services, the AIMS Project has devel oped a framework
that conceptualizes the relationship between microenterprises and peopl€’ slives, where people are
considered both as individuals and as members of households and social networks. Enterprises
are regarded as embedded in the household economic portfolio. Increased income from

2Microenterpriseﬁare defined by USAID asvery small, informally organized business activities (not including crop
production) undertaken by low income people. They have ten or fewer employees, including the owner operator (or
“microentrepreneur” Jand any paid employees or unpaid family workers. (USAID/G/EG/MD Policy Directive on
Microenterprise Development).
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enterprises and loan funds may be used in other spheres of the household economy, for basic daily
needs or other investment activities.

The definition of households follows that normally used by central bureaus of statistics, including
that in Uganda. A household is defined as a single person or group of persons who usualy live
and eat together, whether or not they are related by blood, marriage or adoption. The individuals
recognize each other as members of the same household. Included in this definition are persons
who are not living there fulltime because they are away at school. Living and eating together
implies sharing at least some resources.

The hypotheses proposed for the Uganda assessment are embedded a modified version of the
household economic portfolio model devel oped by the AIMS Project (Chen and Dunn 1996).
The Chen and Dunn mode places microenterprises within a broader set of household production,
consumption, and investment activities. The conceptual modd is defined in terms of three
elements: 1) household resources, 2) household activities, and 3) the circular flow of interaction
between household resources and household activities. The mode recognizes that
resources—financial, human, and physical resources—are fungible within the portfolio of
household activities—production, investment and consumption activities—and that decisions
regarding the allocation of resources are made in relation to options and tradeoffs within the
overal household portfolio of activities. Because microenterprises are embedded in households,
an understanding of impacts requires an approach that considers the full range of household
resources and activities. The household mode places microenterprises within the context of a
broader household strategy to achieve economic security and family well-being.  The modd has
been modified in two ways for the Uganda assessment: first, it allows for different types of
services provided by microenterprise programs, whereas the Chen and Dunn model focuses on
credit; and, second, it encompasses social and rural linkages, whereas the Chen and Dunn model
includes only socia networks.

Given the fungibility of resources among and between economic activities within households, and
the flows of other resources into and out of the household (in addition to resources from the
program service), a key challenge in studying impactsis linking change in any one activity or
resource to the actual program service. In the case of credit, because the unit of borrowed money
isidentical to other units of money, and because of the complex pattern of cash inflows and
outflows, it is often difficult to attribute a particular source of money to a particular outcome.

Use of a comparison group of micro entrepreneurs who have not had access to credit, but operate
in the same economic environment assists in accounting for the fungibility of resources within the
household, (Chen and Dunn 1996).

Annex A-Page 4



Household Flow

Microenterprise
Programs

D C
Credit
Repaid
A. Inputs and
Expendituires
Household Resource Household Activities
Indixridual o . R . Individual
Resonurees Hum an . D oductlofl Activities
*Physical Consumption
*‘Financial * Investment
. Income and Other
Additions to Resource
Social and

Rural Linkages

Figure 1: Model of the Household Economic Portfolio
Modification of Model in Chen and Dunn (1997)

Annex A-Page 5



[1. HYPOTHESES, VARIABLES AND MEASURES
A. The Selection Process

The results of previous assessments of the impacts of microfinance programs served as a starting
point for the identification of hypothesis for the Uganda assessment. (These are explained in an
AIMS paper by Sebstad and Chen, 1996.) In Uganda, exploratory interviews were conducted
with microentrepreneurs and key informant discussions held with the USAID WID Fellow, and
microfinance program officers and staff. 1n addition, information was gathered on the strategies
of the microfinance programs to be studied and from key documents and reports (including
microfinance program documents). These sources have helped shape the selection of the
hypotheses and variables explained below. The results of the exploratory interviews and pre- and
pilot testsof adraft questionnaire led to the final selection of hypotheses, variables and measures.

In addition, the program strategies and transaction costs, program clientele and different
economic contexts of the areas to be studied have influenced the selection of hypotheses to be
tested and the variables by which to assessthese. The sdection of variables and measures has
taken into account those on which credible and reliable information may be collected in alarge
survey. For households, the impact path is specified in terms of improvements in economic
welfare. For enterprises, positive impacts may be realized in the form of enterprise growth or
sability. For clientsit islikely that they will benefit from an increase in resources over which they
have control and from being able to plan for the future. In terms of social and rural linkages, the
impact path is specified in terms of increased flow of resources to rural areas.

B. Household-L evel Hypotheses, Variables and Measures

Household economic welfare can be defined as the ability of a household to provide for the basic
needs of its members, to cope with crises, to protect household resources and productive
activities from unpredictable forces or actions, and to pursue a higher standard of living.
Strategies for improving economic welfare include (H-1) diversification in the sources of
household income, (H2) improvement in living conditions, (H-3) investment in human capital (H-
4), increase in the quality of food consumed by the household (H-5), improvement in the
effectiveness in coping with financial crises ,(H-6) increase in agricultural activities especially by
agricultural based households, and (H-7) increase in trying new health and nutritional practices by
those who participate in microenterprise programs that provide health and nutrition information.

H-1: Participation in microfinance services leads to greater diversification in the sources
of household income.

There are several possible motivations for a household to diversify its sources of income,
Households may use diversification to reduce the risk of income variability (manage risk), to
overcome resource or market constraints, or to increase revenue and profits. Microenterprise
credit and savings services may increase the ability of the household to pursue a strategy of
diversifying the sources of income in its portfolio, by diversifying their enterprises, crops,
livestock or rental property.
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Respondents will be asked to specify al of their household' s sources of income. Additional
guestions about crops, livestock and rental property will serve as a cross-check to ensure that all
sources areidentified. Thetime period will be the last 12 months. Data will be analyzed in terms
of the number of sources, and the three sources which contribute most to the household. (This
guestion takes into account that male household members may earn the most money but that it
cannot be assumed that thisincome is spent on the household.)

H-2:  Participation in microfinance services leadsto an improvement in living conditions
of clientsthrough:

H-2a: anincreasein the number of rooms used by the household.
H-2b: an improvement in the housing infrastructure.

Urban microentreprenuers in Uganda often live in rental property without access to piped water in
the dwelling and with no éectricity. It is hypothesized that increased income will be spent on
better living accommodation. Some rural and urban microentrepreneurs live in their business
shop, often using the same room for living and sales. These people may improve their living
conditions by renting aroom primarily for living space. And, rural farm households may improve
their houses with increased income from microenterprises.

Respondents will be asked about the type of dwelling, total numbers of rooms used by their
household for living, and basic infrastructure, e.g. type of roof and walls, main source of water,
and for urban areas, accessto eectricity. In addition, information will be collected on the tenure
status.

It is anticipated that the household living conditions may improve with increased income from
microenterprises.

H-3:  Participation in microfinance services leadsto an increase in investment in human
capital through
H4-a...... increased expenditure on children’ seducation.
H4-b ........ proportion of male and female children aged 5-24 in school.

Ugandans tend to place a high priority on education. Despite the articulated commitment to
provide public primary education, households must spend money on schoal fees, uniforms, books
and supplies, and building funds to have their children attend. Secondary school fees and related
expenses require asignificant outlay of cash. Thisinvestment in human capital improves the
human resource base of the household. Savings and revenues from microenterprises may be
used to pay for educational expenses, or credit may directly finance these expenditures.

Not only the amount spent but the proportion of school aged children in school may be a
significant impact of participation in a microfinance program. It is hypothesized that as the
income of a household increases funds will be used to keep children in school for more years. The
assessment will determineif both female and male children benefit.
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Information will be obtained on whether or not household members aged 5-24 are in school or
training, and the current level of schooling. This combined with information on the sex of each
will be analyzed to address H3-b. In addition, data will be obtained on the amount of money

gpent last term on each household member in school, as well as the main sources of this money.
The latter will be used both to confirm that the money was derived from the household’ sincome
generating activities as well as to determineif the respondents  enterprises were a source of funds.

The time period of last term has been sdlected since a shorter time period increases the reliability
of theinformation. (The exploratory work tested asking about expenditures this school year, but
found that it was difficult for the peopleto recall the expenditures over so many months.

H-4:  Participation in microfinance services leads to improvementsin household diet,
especially among the very poor.

Participation in microenterprise programs may affect food consumption in several ways. Among
very poor households, increases in income will increase the ability of households to purchase or
produce a range of nutritious foods. Even most rural households are not self-sufficient in the
provision of arange of nutritious foods and hence rely on the market for these. Given the leve of
poverty among the study population, thisis considered as a potentially strong indicator of the
impact of microfinance programs.

Respondents will be asked about different food groups and the number of times in the last three
days that any itemsin a group were eaten in the household. The food groups will be devised in
such away to take into account cultural preferences and local crops.

H-5:  Participation in microenter prise credit servicesleadsto an increasein the
household’ s effectivenessin coping with financial crises.

Unanticipated financial shocks can have different ramifications upon households depending upon
their level of economic security. Shocks can be permanent (e.g. loss of an income stream through
death of a member) or temporary (e.g. illness, theft of goods from a business or drought). The
more financially stable a household the less the shock will cause a permanent economic setback.

If a household is effective in coping with shocks, its responses will be limited primarily to
strategies which are reversible, such as use of liquid assets, borrowing, and increased labor sales.
A second stage strategy is characterized by the liquidation of productive assets, while the third
stage is break-up of the household. Microfinance services can help households to rely primarily
on stage one strategies by helping them to increase their savings and to build sdf-insurance
mechanisms for later use.

Respondents will be asked about any major unanticipated events that have occurred within their

households in the past 24 months that had financial repercussions. The event, when it occurred

and the response to the event will be recorded. Data will be analyzed to determineif client in

comparison to non-client households were able to cope with the crisis without disruption of

normal household expenditures and renting or selling key physical assets.

H-6:  Participation in microfinance servicesleadsto an increasein agricultural activities
of agricultural-based households by:
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H-6 a: increasing the amount of land used.

H-6 b: increasing the number and types of crops grown for sale.

H-6 c: increasing the number of livestock owned by household members.

H-6d: serving asa marketing outlet for produce and livestock products
produced by the household.

The households of rural and urban microentrepreneurs may be involved in agricultural production
for sale and domestic consumption, and the raising of livestock. Increased income from
microenterprises may be spent on expanding their agricultural based activities. The income may
be used to rent in land on which to grow crops, increase the number and types of crops grown for
sale, and purchase livestock. (It is acknowledged that livestock, particularly goats, sheep and
cattle, may be purchased primarily as a savings instrument. The exploratory study found that this
was occurring among urban as well as rural microentrepreneurs.)

Descriptive information will be collected on whether microentrepreneurs sdll produce and
livestock products produced by themselves or their households. In addition, information will be
obtained to determine the extent to which microenterprises purchase products or inputs from
farmersand in rural markets. Thislatter is particularly relevant to microentrepreneurs who
operate in urban areas, aswell asthosein rural areas.

H-7:  Participation in a microenter prise program that provides health and nutrition
information leads clientsto try new practices.

Clients who participate in programs which provide health and nutrition information are likely to
try practices which they learn about through the program and other information sources.

Freedom from Hunger has found that trial and adoption of practicesis often related to hearing the
information from more than one source. This reinforcement of information on good practices
leads people to changing their behaviors.

FOCCAS dlientswill be asked if they tried any new practices the past 12 months, which practices
and where they learned about these.

C. Enterprise-L evel Hypotheses, Variables and Measures

In assessing the impacts of microfinance services Uganda, it isimportant to realize that the
context within which the microenterprises operate differs acrossregions. The local economic
conditions can have an important impact on the potential for growth (Snodgrass 1996). One
positive impact of microenterprise credit could be that it helps an enterprise to grow faster and
perform better than other enterprises that do not receive Ssmilar credit. However, in times and
places where most enterprises are performing poorly, the positive impact of microenterprise credit
could beto help an enterprise to remain stable while others are failing.

Microenterprise credit is generally believed to contribute to the growth or stability of enterprise
profits and enterprise net worth. However, itis extremey difficult to get reliable information on
profits and on enterprise net worth due to 1) the difficulties of creating a single data collection
instrument that will allow accurate measurement of net revenue from a wide variety of subsectors,
and 2) the limitations imposed by the respondents  not knowing the information. Therefore,
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proxy indicators are proposed. Enterprise stability and growth will be assessed in terms of (E-1)
increases in sales volume and value of sales, and marketing margins of traders, (E-2) increasein
fixed assets, especially among repeat borrowers, and (E-3) increases in employment.

E-1: Participation in microfinance services leads to an increase in microenter prise net
revenuesthrough ...
E-la: increasesin salesvolume, and
E-1Db: increasesin thevalue of sales.

It is proposed that information be gathered on the volume and value of sales, within alimited time
frame and for a select number of products. Thiswill serve as a proxy measure of enterprise
growth and stability. It is proposed that additional information be obtained from those engaged in
trade to be able to calculate marketing margins.

Respondents should be asked to report on the three highest value items or services sold the past
month or last week (depending on ease of recall). Each item would be specified and the number
and monetary sales value for the past month or week given. Enumerators will be responsible for
determining the time frame (week or month) most remembered by the respondent. Traders often
think in terms of the number of purchase units sold, so thiswill be taken into account to assist
them in recalling their sales.

Since thethree items are unlikedy to represent total sales for the week or month, respondents will
be asked to estimate what these three items represent vis avis their total sales.

E-2:  Participation in microfinance services leadsto an increase in enter prise fixed assets,
especially among repeat borrowers.

The accumulation of enterprise fixed assets may be one of the most important long-term impacts
of microenterprise credit, especially among the less-poor borrowers (Barnes 1996; Hulme and
Modley 1996; Sebstad and Chen 1996). The accumulation of enterprise fixed assets represents an
expansion of the household resource base. These enterprise-specific resources can be used, in
turn, to expand or improve productivity within the microenterprise. This may enhance the income
generating potential of the microenterprisein current and future periods, and may improve the
ability of the enterprise to deal with market risks. It also represents part of the accumulated
wealth of the household which may be liquidated in amajor crisis. Enterprise fixed assetsinclude
equipment, machinery, tools, furniture and fittings, and premises.

Participants will be asked about enterprise fixed assets (equipment, machines, tools, fittings,

furniture and buildings) purchased in the past 12 months, the source of funds, purchase price and
if not paid off, the amount owned.
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E-3: Participation in microfinance services leadsto an increase in the employment
generated by the enterprise, including ...

E-3a increasesin paid employment and
E-3Db: increasesin unpaid employment.

The generation of employment has been widdly cited as an important potential result of
microenterprise growth and, thus, a potential impact of microenterprise credit services. The
evidence for thisimpact is mixed (Sebstad and Chen 1996). There are two possible employment
impacts. Microenterprise services may result in additional paid employment. The second part of
the hypothesis (E-3b) focuses on the possibility that microenterprise services allow the enterprise
to productively absorb more of the (unpaid) labor of the household.

Information will be collected on the nature and extent of employment in the respondents
enterprises last week and last month. It will permit an analyses to determine the extent of changes
in household and non-household unpaid and paid labor is employed in the enterprises.

Information will be collected on whether or not the person is paid, and if paid the type of

payment: solely in cash, cash and in-kind, soley in-kind.

D. Individual-L evel Hypotheses:

The household economic portfolio model recognizes a variety of joint or separate arrangementsin
the organization of resources, activities, and interactions within households. Gender relations are
reflected in legal constraints (in particular property and inheritance laws), tradition and cultural
mores which sanction male control of amost all resources. These are linked to the lack of
economic opportunities (often related to gender relations) for women and lead them to be
economically disadvantaged. These gender dimensions are played out within and without the
household. Particularly since Ugandan women tend to bear the responsibility for providing for
their children aswell as orphans of relatives, the individual level hypotheses are significant. Two
of the three programs in this study lend exclusively to women. Their respective focus on group
formation, plus FOCCAS ddivery of health and nutrition education, may indirectly assst in
building foundations for the empowerment of women.

The impact path specified at the client leve is greater empowerment, especially of female clients.
Thisis operationalized to mean (1-1) greater control of resources and (1-2) increased ability to
plan for the future.

-1 Participation in microfinance services leads to greater control of resources through
I-la:  anincreasein assets owned and controlled by the female client
I-1b:  achangein the pattern of savings.
-1c: an increased rolein deciding on theincome from crops grown and sold
I-1d: anincreasein livestock owned and controlled.
-1e an increase in agricultural inputs purchased.
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Microfinance programs serving women have the potential of substantially increasing the physical
and financial assets controlled by female clients. The assets can be in the form of items for their
enterprise(s) or household. It isrecognized that women may also increase their purchasing
power and buy assets for the household or others, but not have total rights of control over these.
Savingsisimportant for several reasons. Firgt, it isan indicator of the accumulated wealth of the
individual. Second, it represents a form of self-insurance that can be drawn down to buffer the
effects of economic shocks. Third, savings are financial assets. Mandatory savings is a key part
of participation in the microenterprise programs studied. In addition, two of the programs also
permit clients to put more than the required amount into their mandatory account while the third
encourages clients to open savings accounts at banks.. The assessment will explore the pattern of
savings and the current amount saved. Since savings tend to be very personal and the amount
held in confidence, the assessment will focus on the savings of the respondent microentrepreneur.

Purchases soldy or jointly by the respondent over the past 12 months will be documented and
information obtained on purchase price, amount still owned, main source of funds and if
respondent controls and owns the asset. Also, the pattern of savings and shilling value of the
respondents  savingswill be ascertained. In addition, since some Ugandans save through
livestock, changes in the average number and value of respondents livestock will be determined.

Information on crops solely or co-owned by the respondent will be determined, in addition to the
loci of control over income earned from any sales the past 12 months. Also, respondent’ s
expenditures on agricultural inputs the last three months will be recorded.

[-2: Participation in a microenter prise program leads to improved ability to plan for
the future.

Participation in a microenterprise program permits clients to be assured of access to credit and
savings which can be used to grow an enterprise or initiate a new enterprise. In addition, the
process of having to be able to manage financial resources to repay loans indirectly affects the
behavior and outlook of clients, as their planning skills are expanded beyond the immediate |oan
to focus on plansfor the future. Information on thiswill be sought through an open-ended
question.

E. Social and Rural Linkages Hypothesis, Variables and M easures
Microfinance programs are likely to benefit individuals beyond the clients and their immediate
households. Because of USAID/Uganda’ s strategic objective on increasesin rural incomes,

gpecia attention will be paid to remittances and transfers of funds from the metropolitan and
urban areasto rural areas.
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R-1:  Participation in microfinance services leads to an increase in the flow of resources
torural areasthrough
R-1a: flow of cash and in-kind goods.
R-1b: serving asa marketing outlet for produce and livestock products
produced by the household.
R-1c: purchasing productsfrom farmersand in rural marketsto sell in urban
areas.

Ugandan microentrepreneurs and their households have financial obligations and socidl
responsibilities within an ever extended network of social relations. The closest ties within this
network are with to blood relatives who do not reside and eat with the household, such as parents
and children. They also are called upon to assist relatives, such as cousins, nieces and nephews.
Assistance may take the form of funds for educational expenditures or food. It may also be to
assst with funeral related expenditures. Resources may flow from the metropolitan and urban
areasto rural areas. They may also flow from rural areasto other rural areas or to urban and
metropolitan areas in the form of cash and in-kind resources such as food crops.

The average monetary value of assistance to non-household membersin rural areas will be
compared for the two sample populations.

Descriptive information will be obtained to determine the extent to which the main source of
inputs to microenterprises are farmers (on-farm) and rural markets. Thislatter is particularly
relevant to microentrepreneurs who operate in urban areas, aswell asthosein rura areas. Since
microentrepreneurs, especially in urban areas, do not know whether their main supplier is a farmer
or a middleman, no attempt was made to distinguish the type of supplier of agricultural products
in towns and urban areas. The sameistrue for the identity of those selling in rural markets.

F. Factor s Influencing | mpacts

Participation Variables:

The participation variables are designed to measure the different degrees of program inputs which
are hypothesized to lead to positive impacts. The client who takes a single, short-term loan for a
small amount would not be expected to experience the same impacts as a client who borrows
repeatedly and larger amounts over an extended period of time. Many of the impacts are
expected to ether intensify or appear only with long-term, repeat borrowing.

Table 1. Participation Variables Reflecting Extent of Participation

P-1. Monetary value of current (basdine period) loan

P-2: Number of loans received

P-3. Total monetary value of loans received to date

P-4: Total amount of savings
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The participation variables in table refer both to current loans and to the history of loans. For the
report on the basdline period, information should be collected on all of the participation variables.
If possible, information especially on savings should be cross-checked.. The information should
be updated during the foll ow-up assessment.

Mediating Variables:

Mediating variables are key factors which might affect the direction and strength of the
relationship between participation in microfinance programs and impacts at the household,
enterprise, individual and social network levels. The alocation of additional resources generated
by microenterprise services and their impacts on household economic welfare, enterprise growth
and stability, individual ownership of assets and transfers may depend on several factorsin
addition to the service provided.

At theleve of the household, the important mediating variables include 1) the basic demographics
of the household (percentage of household members who are economically dependent , age,
marital and educational status and gender of the microentrepreneur, and gender of headship) the
size and composition of the household income portfalio; and 3) household asset base. At the
enterprise-level, several mediating variables are expected to affect the nature and level of impacts.
These arelisted in table 3. During the analysis of the survey findings, the mediating variables at
the enterprise level may be used to construct different subgroups of microenterprises, thus refining
the ability to interpret changesin the impact variables.

Table2. Mediating Variables Affecting Impacts at Enterprise Level

Mediating Variable Measurement Approach
Sector Main products or services provided and if mixed, the sector of the
products/services which bring the highest sales revenues.
Age Length of time since start-up of enterprise
Gender of Owner Pattern of ownership and gender of owner(s).
Continuity of operation Average months per year; weeks per month; days per week; and hours

per day over last year

Location of enterprise Location of main sales premise.

Secure premise measured by: @) ownership of premise b) if pays charges
Security of premises for use of premise.

Program and L ocal Context:

The microfinance program strategies, criteria and mode of operation, and the local economic and
regul atory context may also affect the extent and degree of impacts. The assessment report will
provide descriptive information on the following: a) criteria for access to services, b) range of
services and delivery methods, ¢) structure of organization especially related to outreach, and d)
length of existence and size of financial portfolio and client base. It addition information should
be gathered on repayment rates. Factorsin thelocal economic and regulatory context

Annex A-Page 14



environment likely to affect impacts include a) regulations affecting microenterprises, b) the
structure of local markets for goods and services, ¢) the condition of the basic transport
infrastructure, e.g. roads, d) the credit and savings market, and €) extraordinary events which
positively and negatively affected microenterprises (such as drought, floods, disruption of
transport and political unrest). These factors should be described in the basdine report and the
implications of these to basdline and later findings should be used in analyzing the data.

G. Operational Definition of Enterprises

The assessment will cover all microentrepreneurs selected for the client sample, irrespective of
whether they are engaged in an income-generating activity that meets the USAID definition of
microenterprise. The programs to be covered in the assessment require that the client have an
activity which generates an income on a daily or weekly basis. This activity may or may not be
the main income-generating activity to which the loan funds are directed or which generates the
most money. For example, a Kampala client’ s main enterprise is poultry raising, which generates
an income every two to three months, and she sdlls envelops that she makesto alocal health
dispensary and this latter generates a small income every week. In rural Mbale, a significant
portion of the women earn money on aregular basis by brewing but it islikely that their main
income-generating activity is agricultural based.

Therefore, the assessment should cover both the income-generating activity which generates a
regular flow of money as well as the activity which generates the most money. Agricultural based
activities, such as poultry raising, milk production, and market gardening, should be considered
asvalid activities if they fit into one of these categories.

An enterprise will be defined as:

An income-generating activity by one or more household members who are sdif-
employed (including those who are employers) or engaged in own account
activities. The activity is owned or controlled by one or more members of the
household. The owner may belong to a cooperative but the production process
is controlled by the owner(s). The income earned from the sale of an itemis
ultimately received by the owner(s). The cooperative may assist with marketing
or sharing of premises. The owner may be in partnership with a non-household
member, but the sales revenue must be distributed according to the contributions
by the owner or an employee (paid or unpaid including household members).

An enterprise may be undertaken seasonally or occasionally or on afulltime basis. For example, a
person may raise batches of chickensto sell during the holiday season.

According to the standard definition, if two activities operate at the sametime and place, itisa
diversfied enterprise. For example, it is common in urban areas of Uganda for microentrepreneur
to operate more than one sector activity at the same time and place. For example, ahair dresser
(services sector) makes school uniforms (manufacturing sector) in a corner of her shop and sélls
used clothes (trade sector). A diversfied enterpriseis normally classified in the sector which
generates the greatest salesreceipts. Using the hairdresser example, school uniforms generate the
most money in sales receipts over a 12 month period even (though the sales occur periodically)

Annex A-Page 15



and hence the enterprise would be classified as manufacturing. The same time and same placeis
defined to mean the main sales outlet.

According to the standard definition, if the same activity operates at the same time but at two
different sites, it would be two enterprises. An exampleisa charcoal sdler who has expanded her
business and sdls from two different sites, with an employee taking care of one site. The standard
definition would classify this woman as having two enterprises; however, if she were asked about
her sales receipts and net revenue she would not be able to specify it by enterprise since she
manages the inputs and salesrevenue asif it is one enterprise. Therefore, it is recommended that
the assessment not try to artificially separate such an activity as two enterprises if the respondent
classfiesit asone.

H. Descriptive I nformation from Baseline Survey

To meet USAID/Uganda’ s desire for information of immediate utility from the basdine survey, it
was be designed to provide descriptive information on a) characteristics of clients, their
households and enterprises visavis non-clients, thier households and enterprises, b) use of
loans, and c) linkages with the agricultural sector. The baseline surveyis expected to provide
descriptive information on the socioeconomic level of clients. Thiswill be indicated by a) living
conditions, b) ownership of agricultural land, houses and other property, c) ownership of key
household assets, and d) uses of enterprise income to determine ways the household relies on that
income. Information will be collected on the use of the last loan: on what it was spent, if spent on
an enterprise owned by the respondent, and the amounts spent on the largest categories. In
regards to the largest expenditure category, information will be available on what the respondent
would have done if they had not received the loan. In addition, information will be available on
the decision making pattern related to use of the loan and on the loci of provision of funds for
loan repayment (i.e. others who provided fundsto assist the client with funds for repayment
installments). Moreover, specific questions on the source of funds to meet educational
expenditures, household assets and enterprise assets should yidd additional information use of
current and past loans.

The basdline survey will provide information on the extent programs to those individuals and
households engaged in agricultural sector activities. It will collect information on @) crops grown
and sold by the respondent and respondent’ s household, b) livestock owned by the respondent
and respondent’ s household, ¢) expenditures on labor and crop inputs by the respondent, d) and
whether the respondent’ s sell crops, livestock or livestock products produced by them or their
households, and e) the amount of land owned/controlled by the household as well as land rented
in and land used but belonging to someone ése. In addition, information will be gathered to
determineif the main inputs (main in terms of amount of money spent) are obtained in rural
markets or directly from farmers, on farm. Finally, information will be gathered on transfers,
assistance and remittances to rural areas in the last month and the last three months, to document
support to rural dwellers by microentrepreneursin urban aswell asrural aress.
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Furthermore, descriptive information will be available on the positive and negative effects
ownership of a microenterprise has on household relations. It is expected that this open-ended
guestion will yield testimonies of the effects of microenterprise program services upon social
relations in the household.
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V. SAMPLING PLAN
A. I ntroduction

The purpose of this sampling plan is to provide and detail sampling methodology which will alow
optimal analytical capability given the objectives of USAID/Kampala and practical considerations.
A major objective of USAID/Kampalais that the impact study be as representative as possible
across geographical areas and across lending programs. Of necessity, this sampling plan thus
reflects trade-offs that have been made in order to achieve this greater representativeness.

The impact assessment design is based on studies in three geographical regions and for three "best
practice’ lending programs. While this diversity somewhat diminishes the statistical power in
some situations, it increases the likelihood of providing comparative empirical evidence on

| ocation-specific and program service-specific issues.

The sampling plan uses sample sizes that will alow for the attainment of statistically significant
resultsin many types of disaggregated analyses if warranted. These sample sizes will also
contribute to the validity of the descriptive statistics provided in the study. The sample sizes have
been adjusted for anticipated loss in this longitudina study due to movement and mortality.

The sampling methodol ogy uses random dratified sampling of all client populations and either
random sampling or clustered variants of random sampling for non-client comparison groups.
This maintains a high degree of power for the statistical analyses which will be employed, given
the congtraints of the sampling frame. Practical problems of survey implementation impaose certain
restrictions on the population to be used for sampling.

B. Sampling Frame and Key Considerations
SAMPLE DESIGN
Metropolitan Urban Rura
Program A Program A Program B Program C
Client _Compar- Client _Compar- Client _Compar- Client _Compar-
1SON 1SON 1SON 1SON
N=180 N=180 N=180 N=240* N=180 N=240* N=180 N=180

* Comparison Groups for Programs A & B in the Urban Category are identical.

Geographical Considerations:

In order to achieve the highest level of possible geographical representativeness, given the
practical constraints of this study, locational diversity was sought among study locations within
Uganda. Further diversity was sought along the rural-urban-metropolitan continuum.
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Uganda has a highly differentiated geography. One generality is that a wetter, more fertile
southern part of the country graduatesto a drier, less fertile north. With this gradation comes
associated gradations in dominant economies and population density. Within this generalized
landscape, there are many local variants.

At the time of this survey, there is minimal microenterprise finance activity in the northern part of
the country, much of which is still insecure. The middle section of the country is beginning to see
new microenterprise lending activity, but the programs are still relatively new. It was thus
decided to focus on atier of the country where there are established programs and a large client
base. To increase the geographical diversity, it was decided to include areasin the east (Mbale),
central (Kampala) and western (Masaka) parts of thistier.

A further geographical consideration isto insure representativeness along the rural -urban-
metropolitan continuum. It islikely that microenterprise impacts will vary along this continuum,
as clients have differential access to economic opportunities based on this locational component.
Thus the three study Sites selected reflect a desire to study the spectrum of rural to metropolitan
locations. Kampala was chosen as the metropolitan representative. Masaka, an intermediate size
city, was chosen as the urban representative. And Mbale District was chosen to survey rural
representative clients.

It is acknowledged that not all geographical considerations can be included in alimited survey,
but an effort has been made in this sample design to be as representative as possible, given
practical constraints.

Program Considerations:

There are approximately 80 microenterprise financia institutions (MFIs) operating in Uganda. It
isneither feasble nor desirable to study them all. Many of these MFIs are small and newly
established. Indeed, the most established MFIs have only been operating during the 1990s. This
study will focus on MFIs which employ "best practices," which have an established record of
microenterprise lending, and which have a sufficient client base and geographical representation to
meet the objectives of the sampling design. This limits the number of potential MFI programs
considerably.

Consultations with USAID/Kampala staff, the WID Fellow, and an expert from PRESTO
provided information on the universe of MFI programs and specifics on those that could be
considered to be operating at or near "best practices' level. This reduced the number of potential
programs for the study to less than ten. The number of these programs that were very new and
thus had at least a minimal track record or were highly geographically limited reduced the
desirable program base further.

Based on these consultations, USAID/Kampala and MSI agreed on including three programsin
the study: PRIDE-Africa, the Foundation for International Community Assistance (FINCA), and
the Foundation for Credit and Community Assistance (FOCCAS). PRIDE-Africawill be surveyed
in Masaka, FINCA will be surveyed in Masaka and Greater Kampala, and FOCCAS will be
surveyed in rural Mbale.
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The three programs included in the study share certain smilarities:

a) they are judged as operating at or very near the level of "best practices’;

b) they use the "village bank" modd which loans to individuals through groups
which give a"group guarantee";

) savings are a mandatory component of the credit program;

d) they have smilar loan durations (4-6 months);

€) they charge similar interest rates (typically a "flat rate" on the loan of 3% per
month);

f) there is group accountability through elected officials;

0) their initial focusin on small loans, and

h) all have a reasonable repayment record.

It must be noted, however, that these programs do vary according to services offered and
requirements of clients. These variances may reduce the statistical power of pooled analyses,
although this drawback may be somewhat amdiorated by other analyses involving comparison
groups. Further, an explicit trade-off was made to increase geographical and program
representativeness at the cost of some statistical power, thus allowing for greater comparative
analysis and comprehensiveness of the results.

These program differences include:

a) maximum loan amount varies,

b) women are targeted almost exclusively by two of the three groups, the other
(PRIDE-Africa) targets both sexes;

) savings requirements and credit/savings relationships vary between groups,
especially past theinitial loan;

d) one group has a specific social agenda (health and nutrition-FOCCAYS), while
the others are primarily financially-oriented;

e) focus aong the rural-metropolitan continuum varies; and,

f) program inclusion and participation rules vary.

Sample Size Consderations:

The sampling plan has sdected sampling sizes which will allow disaggregated analyses by up to
two sectors within groups that may yield statistical significance. Further, should the resulting
analyses lack the achievement of gtatistical significance, the large sample sizes should increase the
validity of interpretation of the descriptive statistics resultant from the surveys.

A base sampling size of N=180 was chosen. A rule of thumb isthat n=30 is the minimum
sampling size upon which to base satistical sgnificance. This sample size of N=180 alows for a
two sector disaggregation of any sampling group (which would require an N=120 with equal
group sizes). An N=180 sampling size allows for both unequal sector group size and the
likelihood that the sample size will be reduced in the subsequent longitudinal analysis dueto
movement and mortality.
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In the Urban case study, two client groups will be sampled in the same setting. The same
comparison group will be used for the two client groups, but, given that there are some
differences between services provided and client target populations, the sample size of the

comparison group has been increased to N=240.

SAMPLE DESIGN INDICATING GEOGRAPHICAL AND PROGRAM CHOICES

LOCATION/PROGRAM SPECIFIC SAMPLE DESIGN

Metropolitan Urban Rura
Kampala Masaka Mbale
Program A Program A Program B Program C
FINCA FINCA PRIDE-Africa FOCCAS
Client Compar- Client Compar- Client Compar- Client Compar-
ison ison ison ison
N=180 N=180 N=180 N=240* N=180 N=240* N=180 N=180

* Comparison Groups for Programs A & B in the Urban Category are identical.
C. Sampling M ethodology
Client Groups:

For al client groups, the methodol ogy uses stratified random sampling from the selected sites.
Stratified random sampling acknowledges that the lenders are aggregated into groups. Thus,
rather than taking a pure random sample of the entire client population, a random sample of
approximately the same size is taken within each group. This stratification technique increases the
group representativeness of the sample with only the dightest ‘cost’ in terms of statistical power.

The samples were taken from the population of groups for which records were available which
received loans in the most recent periods during the three months of August-October, 1997.

For both FINCA and FOCCAS, sratified random sampling (using a random number table) was
conducted directly from the files of all groups receiving loans in the most recent periods. In the
case of FOCCAS in rural Mbale, there were 29 groups with 6-7 clients and 3 alternates chosen
randomly from each group to achieve an N=180 with 87 alternates available. For FINCA in
Greater Kampala, there were 18 groups from each of which a random sample of 10 was taken
with 4 alternates to achieve an N=180 with 72 aternates available. Maps to each of the FINCA
Kampala group's meeting places were copied.

For FOCCAS in rural Mbale, a sample list with alternates was produced by group. The groups
selected were all 29 groups who will receive aloan between September 1 and October 15. The
list includes the name and location of the group, the name of the group's Credit Association
President, and the name of FOCCAS's Organizational Representative. For each individual, the
name, loan activity (type of enterprise), and previous loan amount are recorded.
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Random sampling of PRIDE and FINCA groups in Masaka will be undertaken in October. Both
of these groups are new in the area and it was determined to wait until more program participants
were available in order to achieve the numbers required for sampling.

A printout of PRIDE's current Masaka clients was generated by PRIDE's Paul Mayanja Nviri, and
this printout made it clear there would be no sampling problems from such alist in the near future,
FINCA's group loan sheets for Masaka al'so will allow straightforward client sampling in the near
future.

Instructions have been drafted for field supervisors and field enumerators which detail the precise
methods to be used in identifying and approaching clients for the sample. If aclient cannot be
found on the first attempt, two call backs are required before an alternate client is chosen for the
survey.

Non-Client Groups.

In al three Sites, representatives from programs which are being included in the survey were
consulted regarding appropriate comparison samplesin their areas.

In Mbale, FOCCAS Basil Wanzira estimates that their program's 'penetration’ of participation of
Mbale District rural women engaged in small businessesis less than 5% of the potential
population. There are few other groups working in microenterprise financein rural Mbale. Thus,
selection of a comparison sample site was not influenced by the complication of significant
segments of the non-client population being ruled indigible due to participation in some
microenterprise finance program.

Based on a study done by PRIDE of potential program participants within 5 kilometers of their
office in Masaka town, PRIDE's projected penetration of the potential population through the end
of the basdline survey (December, 1997) will be around 2%. Based on PRIDE's study, FINCA's
penetration will be somewhat less than PRIDE's. There are only a few other microenterprise
finance groups working in Masaka. Thus, again MFl penetration is not a critical issuein
generating a non-client sample in Masaka.

Greater Kampala has a higher penetration by MFIs, but there still exists a substantial population
of non-clients who do not participate in a program, according to Michadl McCord of FINCA.

It should be noted, however, that MFI participation does tend to geographically cluster. Itis
expected that field enumerators may frequently have to screen more than one client before an
appropriate non-client is found to survey.

For FINCA in Greater Kampala and PRIDE and FINCA in Masaka, the non-client population will
be sampled usng a matched "random walk" method. Using this method, after a client has been
surveyed, the field enumerator walks a random (but specified) number of houses/establishmentsin
arandom (but specified) direction and screens that person for eigibility and willingness to
participate in the survey. If that person isindigible or unwilling, the field enumerator walks
another random (but specified) interval and initiates the process again. This process iterates until
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a successful interview is achieved. The random sequence selected is 6,2,5 and the random
direction isright.

For Masaka, there will be overlap in the comparison groups between PRIDE and FINCA. Thus
only 120 non-clients will be matched for each sasmple (PRIDE and FINCA), yidding a comparison
group of N=240.

While this process does not yield a "pure’ random sample [it is not an EPSEM--an "equal
probability of selection method"], it is the most reliable and pragmatic random sampling procedure
possible given that:

a) there are no existing lists of potential non-clients, and generating such alist
would be unredlistic given budget and time congtraints; and
b) good maps showing the extent of microenterprise activity are not available, nor

could they be accurately and practically generated (especially given the degree
to which some microenterprise is home-based).

Ingtructions for field implementation of the random walk method of non-client sampling have been
provided.

For Mbale, the sampling strategy was to use a Clustered Stratified Systematic Unaligned Random
Sample of rura participants. See B.J.L. Berry and A.M. Baker, "Geographic Sampling,” in
SPATIAL ANALY SIS edited by B.J.L. Berry and D.F. Marble, Prentice Hall, 1968 for full

details of thistechnique. The choice of this spatial sampling technique is especially useful in rural
areas since it "combines the advantages of randomization and stratification with the useful aspects
of systematic samples, while avoiding the possibilities of bias because of the presence of
periodicities’ (ibid, p. 93).

This technique requires classifying a geographical areainto eigible and non-eligible areas. For
Mbale, after discussion with Basil Wanzira of FOCCAS, indigible areas include Mbale town
because it is urban not rural, the forests of Mount Elgon, swamplands, and the lowlands west of
Mbale where the program does not operate.

For Mbale, topographic maps at the 1:50,000 scale were acquired and reproduced for the client
areas of FOCCASin Mbale Didtrict. A copy of the maps was given to FOCCAS for their own
use. Six-randomly selected quadrants were selected using a geographical grid. The cardinal
orientation (N,S,E,W) was also randomly selected and a 15 square kilometer grid was generated
with quadrant cells of one kilometer square as geographical units for sampling. The density of an
average grid cdl is estimated to be approximately 70 households.

Two sets of random numbers were assigned to each grid along the axes of the 3X5 quadrant.
These random numbers were generated for each of the six geographical clusters, and the stratified
systematic unaligned sampling method was applied, generating 30 geographical control points per
cluster for atotal of N=180. This process yields a desirable sample.

Instruction for operationalizing this sample are provided. Field enumerators must walk to the
control point and begin the survey process at the nearest household.
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V. NEXT STAGES
A. Basealine Assessment
Preparatory Work:

A preiminary draft questionnaire was pre-tested in greater Kampala. Based on the results and
further discussions, it was revised for pilot testing. The pilot tests were designed to take place in
Mbale, Kampala and the Masaka area among clients and non-clients. The test siteswere
geographically apart from the sites of the assessment sample population.

Whilethe pilot test was planned for 18 microentrepreneurs, however, due to difficulties
encountered in Masaka, less than the scheduled number of 6 were conducted. The results of the
pilot tests were discussed by the research firm with USAID and the AIMS consultant. The pilot
test sought to answer the following questions:

D Where the questions clear, easily understood, and specific? Did respondents frequently
ask for clarification of any questions?

2 Were the response choices appropriate and comprehensive? Did respondents offer a
number of “ other” responsesto any list of choices?

(©)) How much effort was required to answer? Was the respondent able and willing to
answer all the questions? Did the respondent lose interest in a question or a set of
guestions?

4 What questions were enumerators having trouble with?

(5) Were there unnecessary biases due to the nature of the introduction and format of the
guestions?

(6) Was the sequencing of the questions optimal and were there smooth transitions between
guestions?

@) How much time did the interview take? How much time did each section take?

(8) Was there variance in the answers to the questions? Were there rare events?

Asaresult of the pre-tests and pilot tests, additional refinement and modifications were made to
the questionnaire. To the extent feasible an attempt was made for the rural questionnaire for
FOCCAS clientsto paralld the urban questionnaire. Thiswas done to aid data manipulation and

aggregation.

The draft enumerator’ sinstruction manual developed by the AIMS consultant will be finalized by
the Ugandan contractor. In addition, the final questionnaires will be trandated into the local
languages and then the rural questionnaire back-trandated. The questionnaires were then typed in
the local languages.

The Ugandan firm provided fiedld supervisors and recruited enumerators. The training plan
included mock interviews and fidd experience.
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Implementation:

After finalization of the questionnaires, the AIMS consultants shall prepare an initial tabulation
and analysis plan. The Ugandan contractor will be responsible for data collection, processing and
analysis. Guidance will be provided by the AIMS consultants largely through virtual space.

An AIMS specialist will work with the local contractor to review data entry, cleaning and
tabulation and analysis plans. Thiswork will involve up to 12 days in Uganda.

It is suggested that the final report include sections which provide a description of the programs
studied and the local economic context of the study sites. The survey findings shall be presented
in ample tables which shall be specified in the data entry and analysis plan.

A copy of the cleaned data and explanations on data cleaning shall be submitted to the AIMS
consultants. AIMS shall review the cleaned data.

The Basdline Report:

USAID and AIMS have agreed on a draft outline of the baseline report and writing
responsibilities. AIMS shall take the lead and be responsible for writing up the findings and
conclusions of the survey data. A draft outline for this section will be developed by AIMS,
discussed with USAID and then finalized. USAID and AIMS will be in communication about
suggestions for modifications in the draft outline presented bel ow.
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FINAL REPORT

TABLE OF CONTENTS
Who Responsible
EXECUTIVE SUMMARY MS|
l. Introduction (Objectives and Purpose) MSl
. Macroeconomic Context MISR
1. Local Economic Context of Study Sites MISR
A. Kampala
B. Masaka
C. Mbale
V. Microfinance Program Services and Delivery Methods Kathleen
A. FINCA
B. PRIDE
C. FOCCAS
V. Methodology (There should probably be a short write-up in the body of the report with detail provided
as an annex.)
A. Sampling MSI(GGaile)
B. Questionnaire Design MSI(Barnes)
C. DataCadllection MISR/Kathleen
D. Data Coding and Cleaning MSI(Gaile)/MISR
(Richard)
VI. Findings and Conclusions MSI (utilizing MISR as
appropriate)
This section will, of course, have many subsections. Among them will be an Agricultural Linkages
section.
VII. Lessons Learned MSI/MISR/Kathleen
VIII. Follow-up Assessment MSI/MISR/Kathleen
(Including clear instructions to the future team. Also including specific recommendations.)
ANNEXES
1. Research Plan MSI
2. Questionnaires MS|
3. Enumerator's Instruction Manual MSI
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Handover of Documentation to USAID:

Since the 1997 survey will be followed- up later on the same respondents, it is extremely
important that USAID has all of the documentation necessary for conducting the follow-up study.
The documentation should include:

a) all completed forms with client control information obtained from program
files, al screening and initial interview forms; alist of all personsin the sample,
with their addresses, any specific directions regarding location as used by the
survey team, the main enterprise sector of each, and their household
identification number; maps with the location of each sample marked; notes on
any deviations from the procedures specified to identify the comparison
sample; written documentation on the 10% follow-ups by supervisors.

b) adisk and hard copy of the final questionnaire in English and the local
languages, and of the enumerator’ sinstruction manual; alist of all enumerators
and fidd supervisors (names and addresses); and all questionnaires
administered, with any comments written in local language trandated into
English adjacent to the entry.

) aword processing document on data cleaning that |) names each of the tables,
i) describes the contents of each table, iii) matches the column headingsto
both a name for the variable and its specific location on the questionnaire, iv)
shows alist of household identification numbers corresponding to the names of
the respondents, v) defines nits of measurement, and vi) describes changes that
were made to the data during the cleaning process, and

d) computer disks with raw data and cleaned data sets.
B. Second Round of the Assessment

The second round of the assessment should be done two years after the first round. The survey
should be conducted in the same months in 1999, in order to control for seasonal variations. In
addition to the survey, information should be gathered on each client from the microfinance
program files and on the loan history of the group to which the client belongs in order to
document any extraordinary expenditures and problems with repayment. The baseline report
should include any specific recommendations.

In addition to the survey work, it is strongly recommended that focus group interviews and a
series of in-depth interviews with clients be conducted. This qualitative work should focus on a)
why clients join and stay in the programs, b) clients perceptions of benefits from the program,
and ¢) financial returns to common investments. It is suggested that this be done after the second
round of survey work is completed and it cover clients from the sample. An option would be to
conduct the qualitative, in-depth work in the interim year on clients who would then be withdrawn
from the survey. This complementary work is considered extremely important since real effective
interest rates of the microfinance programs tend to average about 72 percent per annum. This
raises several potentialy significant questions, such as: What are the returns to investments made
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with the loan funds? Do the loans serve to smooth consumption? Why do people continue to
borrow funds loaned at a flat rate of 3% per month?

The survey data from the second round will be compared with the baseline information. The data
will permit analysis of the net difference in key impact variables between clients and non-clients.
Also, differencesin key impact variables can be compared for the short term and long term
clients: that is, some clients are expected to not continue in the program, while others will remain
over numerous loan cycles.
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ANNEX B

ASSESSMENT OF MICROENTREPRENEURSIN UGANDA -

RURAL QUESTIONNAIRE



STRICTLY CONFIDENTIAL HOUSEHOLD NUMBER

ASSESSMENT OF MICROENTREPRENEURSIN UGANDA
RURAL QUESTIONNAIRE

Name of respondent: Interview Date:
Location: Masakal Kampalal Mbale Place of Interview: residence/Business/other specify:
HH Address: Start time: End Time:

Local council | area:

Village: Name of Interviewer:
Parish: Name of Team Leader: Date Reviewed:
Subcounty: Name of Data Entry Person Date Entered:

Enterprise Address (If Different from HH)

INTRODUCTION: | am one of ateam of investigators from Makerere University, working on behalf of USAID, visiting people engaged in microenterprises.
The purpose of thisvisit isto better understand the lives and income generating activities of those who work for themselves. This research is being undertaken
in the districts of Masaka, Kampala and Mbale. Theresults will be used to inform policy makers and development plannersin the country with practical facts
about the households and enterprises of those who work for themsalves. | will be asking you questions related to your household and your business
enterprises(s). Do not fed shy, or compelled to reply to something you do not know. Y our individual answerswill be kept strictly confidential. Only the team
conducting the study will see the answers which you provide. Your answers will be combined anonymously with all the others we talk with to form a report.



PRINT ON BACKSIDE OF COVER PAGE

RELATIONSHIP

1 = Daughter/son
= Grandchild

3 = Respondent’ s

mother/father

= Child of spouse
6 = Other relatives of
respondent
7 = Other relatives of
spouse
8 = Domestic worker
9 = (Other specify)

4 = Spouse’ s mother/father

MARITAL STATUS
CODES

1= Married/partner/
monogamous

2 = Married/polygamous

3 = Divorced/separated

4 = Single/never married

5= Widowed

CURRENT MAIN ACTIVITY

= student

salaried/wage employment
casual /part-time work outside HH

= sdf employment- employer or own

account worker (Not HH farming)
assistsin HH business(NOT AN
OWNER OF THE BUSINESS)

= farming

ill/disabled —no work
unemployed/retired

= other specify

EXTENT OF PRESENCE IN
HOUSEHOLD

1 = Regularly present

2 = Schoal holidays (boarding outside)

3 = Short term absences (residesin HH at least 20
days per month)

4 = Other, SPECIFY number days per week resides
in HH

5 = other, SPECIFY number months the past 12
monthsresidesin HH

6 = other, SPECIFY




2. Define for Respondent the Definition Y ou Use of the Term Household: Those Who Regularly Live and Eat with You

A B C D E F G H. IF AGE 5-24 ASK, IF CURRENTLY ENROLLED |l
FIRST NAME RELATION- |GENDER |AGE (last |MARITAL Highest level | If 15+ years |IN SCHOOL/COLLEGE/ EXTENT OF
SHIP 1=male birthday; or |[STATUS of Education [(born 1982 or PRESENCE IN
(CODE) 2=female |recordyear |(CODE) Completed befpre) Cgr.rent H1 H2 H3 HH
born) main Activity (| evel How much did you |Werethe
(CODE) enrolledin  [paytosendthis  |educational
0= Not child to school last |expendituresfor
enrolled term? thisperson paid

by non-household

member ?

TICK IF YES
1. respondent
2. (Spouse/
partner)
3.
4,
5.
6.
7.
8.
9.
10.
11.
12.
13.
14.
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3. Inreferenceto all school going children, but excluding those we talked about whose expenses were paid by someone

else, what were the two main sources of funds this household spent on educational fees last term?

A.
Source (CIRCLE UP TO TWO)

B.
(CIRCLE UP TO TWO)

1. Savinggearnings from enterprise

Whose? 1= Respondent 2=spouse 3=other, SPECIFY

2. Salary/wages

Whose? 1= Respondent 2=spouse 3=0Other, SPECIFY

3. Sold crops/ livestock

Whose? 1= Respondent 2=spouse  3=Co-owned by HH members

4= Other, SPECIFY

4. Sold labor Who? 1= Respondent 2=spouse 3=other, SPECIFY
5. Loan SPECIFY source Who received? 1= Respondent 2=spouse  3=cother, SPECIFY
6. Borrowed money Who received? 1= Respondent 2=spouse  3=cother, SPECIFY
7. Remittances, transfers Who received? 1= Respondent 2=spouse  3=HH

4=other, SPECIFY
8. Other specify

4. RESIDENCE AND HH PROPERTY

A. (SKIPTOB IF SOLE ADULT IN
HH)

Among those who live & eat with you,
who makes the magjor decisions?

1 = Respondent

2 = Respondent’ s spouse/partner

3 = Respondent’ sfather

4 = Respondent’ s father-in -law

5 = Respondent’ s mother

6 = respondent & spouse jointly

7 = other, SPECIFY relationship to
respondent

B.
Type of dwelling of your residential &
eating group,

1=in business/'shop(SKIP to D)

2 = rooms attached to business/shop
3 = rental unit(dwelling only)

4 = house(not on agricultural land)
5 = house on agric land

6 = sharing house or flat

7 = other, SPECIFY

C.

Total number of rooms used
by HH for living (not
including rooms rented out)
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D. E. F
Type of roof Type of walls Main Source of water
1 = thatched 1=mud & poles 1 = Piped outsde on compound
2 =iron sheets (mabati) | 2= brick 2 = Piped in dwelling
3=tin 3 = cement 3 = public tap
4 =tiles blocks/concrete 4 = neighbor’ s piped water
5 = cement/concrete 4 = mud with plaster 5 = wdl/springs
6 = other 5 = other 6 =river, lake, stream
7 = other
5.
Tenure Status of Living A B
Premises Status Amount per month, Sh
(tick)
1. Ownad
2. Payingforin
installments

3. Rent (not subsidized)

4. Free

5. Other, specify

ASK CTO THOSE WHO LIVE IN ROOMSATTACHED TO SHOP; FOR ALL OTHERS SKIPTO
QUESTION 6.

C. Does your answer cover payment for both shopandrooms? 1=Yes 2=No
6. Doesany member of your household own/control:
A. Renta Units 1=Yes 2=No(SKIPtoB)
A.l  Where? (CIRCLE, MULTIPLE CODE) 1=Rural 2 =town/urban
B. Housssdsavhere 1=Yes 2=No (SKIPTO Question7)
B.1  Where? (CIRCLE, MULTIPLE CODE) 1=Rural 2 =town/urban
Remittances, Transfers and Assstance:
7. Inthelast three months did this household or anyone in it give money or items, such as food, to individual s/persons who
do not regularly eat and live here?Include assistance re funerals and school fees. Do not include e.g. paymentsto
burial society) First tell me about assistance given to those in rural areas, and then to those in towns and urban aress.

A 1=Yes 2=No (SKIPTO Question 8)
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Remittances, transfers, B. FOR THE LAST 3 MONTHS

assistance .
B.1 shillings CASH B.2 IN-KIND SPECIFY CASH
(List Shif convenient) VALUE Sh

1. Tothosein rura areas 1.

(includes trading centres)

1.2.

1.3.

2. Tothosein townsor 2.1.
urban areas

2.2
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Food Consumption:
8.1 Thinking about food eaten in the household the last three days, (O for not eaten at all)

A. B. C. D. F. G. H l.
Greens, other |Groundnuts, sorghum, Maize, matoke, |meat, Milk |Eggs [Fruit
\ egetables beans, pess, millet Irish, Sweet chicken,

(sauce or soya (any form) [|(any form)  |Potatoes, rice |[fish

separate) (any form)

1. on how many days
did your household est
any of theseitems:

2. Main source:
(MULTIPLE CODES)
1 = purchased

2 = HH production
3 = transfers, gifts
4 = other, specify

8.2 Health and Nutrition

A. Inthe past 12 months, did you try any new practices to improve the health or nutrition of children?

1=
2=
3=

Yes  (goto Question B)
No (go to Question D)
Don't know (go to Question D)

B. From where did you learn these practices? (CIRCLE, Multiple responses)

grwbdpE

hospital/health center 6. Friend, neighbor

health worker in community 7. FOCCAS Credit Association
mobile campaign 8. Radio

traditional healer 9. other, SPECIFY

HH member 10. don't know/don’ t remember

C. What new health or nutrition practice did you try? (CIRCLE, MULTIPLE RESPONSES)

1.

2.

w

©oo~NoOA

Breastfeeding practices (give colostrum, exclusively breast for about 6 months, don't use bottles, breast feed for 2
years, €tc.)

Child feeding practices (to give specific, nutritious foods, feed children more often, feed children more at each
meal, when to firgt introduce foods and best complementary foods)

Practices to prevent/treat diarrhea (give more liquids or ORS, continue to feed, seek professional help if severe,
food and personal hygiene to prevent)

Immunizations (for children and/or mothers)

Family Planning practices

Prenatal care practices

AIDS prevention

Malaria prevention

other (SPECIFY)

D. Inthe past 12 months, did you advise afriend or non-household member about good health or nutrition practices?

1=Yes 2=No 3=Don’ t Know
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9. Assets

What fixed assets have been individually or co-purchased by you in the past 12 months? (Include items such as sufurias,
bedsheets, furniture, fixed assets for farm, fixed assets for enterprises owned by OTHER household members, land,
buildings, and women’ straditional dress. Do not include livestock and fixed assets of your enterprises - we will discuss
these later). .

A B C D E DOLAST
Item Purchase Price If not paid in Main Source of funds Which of these are owned by
(S) full, Amount 1 = Savings/earnings you? (COULD TAKE AWAY OR
Owed 2 = borrowed RETAIN IF HH BROKE UP)
(&) 3 = Loan SPECIFY TICK THE ONES OWNED BY
4 = transfer/remittance RESPONDENT
5 = other SPECIFY
1.
2.
3.
4,
5.
6.

10. Now | would like to know about other assets owned by you and members of the household. Do not include the items
you just told me about

101 (READ) (IF MORE THAN ONE OWNED, FOR D GIVE MULTIPLE ANSWERS)

A. B C D
Items in Household: Not predominately 1=Yes | Number of Isit currently in working order?
Business Assets 2=No [ Items 1=Yes

2= No

3=Don’ t Know

Mattress(es)

Hurricane lamps

Radio, radio cassette/cassette

Stove (paraffin/gas); eectric hot plate

SAI El ISR A o

Charcoa stove
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10.2  Does any member of this household own a means of transport, including bicycle? (IF OWNS MORE THAN ONE, IN E
MULTIPLE ANSMVERS)

A. 1=Yes 2 =No (SKIPto Question 11)

(DO NOT READ, JUST AKX WHAT) (IF MORE THAN ONE OWNED, FOR D GIVE MULTIPLEANSWERS)

B. C. D. E.
Isit currently in working
What item? TICK IF Number order?
MENTIONED 1=Yes
2=No

3=Don’ t Know

8. Bicycle(not child )

9. Motorbike, motorcycle

10. Car, pickup

11. Lorry, 4 WD,

Cultivatable Land

11. Now | would like to talk about all cultivatible land that is owned/controlled (including that in fallow), rented out and
rented in, or used by your household, or any member in it.
A. Doesthe household or any of its members have such land? 1=Yes 2= No (SKIP TO Question 14)

I would like you to estimate the acres of:

B. Land owned/controlled by HH C. D. E.
Land rented in Parent’ sland used for Other,
1. Total owned/controlled by 2. Rented out and usad for crops crops mﬁy
HH (including that rented and lent out

and lent out; not land
rented in or belonging to
another HH)

12.1  Crops of respondent: | would like you to tell me about crops you individually own or co-own that were grown the
last 12 months.
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A B C D

Main cropsgrown | Ownership form Was any of this | For any crops you sold,
by respondent 1 = individual crop sold? who usually decides on
(including owner 1=Yes what to do with the
permanent crops) 2 = co-owner 2=No money?

1 = Respondent only
2 = Respondent with
other HH
member, SPECIFY

3 = Other HH member
4 = Other, SPECIFY

I IN|o|O|r|W|IN]E

12.2.  A. Inthelast three months, have you purchasedwith your money any inputs or paid labor to help you on the
cropswhich you individually own or co-own?
1=Yes 2=No(SKIPTO Question 14)

B. What? (DO NOT READ)

What Item Tick if mentioned | Amount spent (shillings)

Seeds

Labour

Fertilizer

olald|w|d|RF

13. What crops were grown (including permanent crops) the last 12 months by other members of this household , which are
not individually or jointly owned by you?

A = No other crops grown (SKIP to Question 14)
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II\B/IIai n crops grown by household membersthe last 12 \(/:\}as any of this sold?
months, including permanent crops 1=Yes 2=No
1.

2.

3.

4,

5.

6.

7.

8.

9.

14. Do you or any person who lives and eats regularly with you own any livestock? (PROBE)

A. 1=Yes 2=No(SKIPtoQuestion 15)

B. C. D. E. F.

Livestock How many currently | How many How many currently | Were any animals sold in the last
individually owned | currently co- owned by othersin 12 months? (Including types not
by respondent? owned by the HH, (DO NOT currently owned)

respondent? INCLUDE THOSE | 1=Yes
INCLUDED IN D)? | 2=No
1. Dairy cattle
(crossed/excatic)

2. Ploughing animals

3. Other cattle

4. Sheep/goats

5. Poultry

7. Rabbits

8. Pigs

9. Other SPECIFY

Sour ces of HH Income
15.1 Wehavetaked about crops and livestock sales during the last 12 months. Now | would like to ask about other
sources of cash income for you and those who normally live and eat with you. First please tell me about
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enterprises owned by members of this household group. (IF INCOME FROM RENTA L PROPERTIES, COVER
IN # 8) (PROBE)

A. B. C.DO LAST

Businesses/enterprises, (includeon- | Ownership pattern Ranking of contribution to total household
farm activities which generate acash | 1 = respondent individually cash income for the last 12 months (Rank
flow on aregular bass, that isweekly | 2 = respondent co-owned with other HH top 5- AMONG LINES 1-12)

or bi-weekly such as brewing, eggs, member(s)

milk, and non-farm income 3 = respondent co-owned with non-HH

generating activities) members

(Do not list crops and livestock from | 4 = spouse/partner

HH that were sold and covered 5 = other HH member

previoudly, unlessthese are part of an | 6 = other, SPECIFY
enterprise- not the only activity)

1

2
3
4
5

15.2 Did any onein your eating and dwelling unit earn income from any of these sources the last 12 months?(READ, )

A. Tick [B. Who earned (Multiple codes) |C.
Sources of Cash Income if Yes |1 = Respondent (CONTINUED FROM ABOVE)
2 = spouse/partner

3 = Other HH member
4=HH

5 = other specify

Casual or part-time work
Wage or salaried
Rental income (all types of

Transfers,, gifts, TASO, other
Assistance (not school fees)

© |© N |

10. Other-SPECIFY

SUMMARIZE WITH RESPONDENT ALL SOURCESMENTIONED, INCLUDING FROM QTS12.1, 13 & 14.
THEN READ: Thinking about all of your household’ s sources of income the past 12 months, please tell me the five which
contributed the most to total household cash income. (Grass income, not taking into account costs.) Include total income
from crops (as atotal group) and from livestock sales which were not part of an enterprise activity. Think of all crop sales
that were not part of an enterprise as one group, and all livestock sales that were not part of an enterprise activity as one

group.
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Source continue ranking

11. Crops

12. Livestock

16.1 Inthelast sx months have you (respondent) received any loans or borrowed money for any of your enterprises or
other income generating activities? (NOT INCLUDE CREDIT FROM TRADERS/SUPPLIES) DO NOT READ;
MULTIPLE RESPONSES

A. 1=Yes 2 = No (SKIP to Question 20)
B c D E F G. H
Source Tick Amount Was If interest If had fixed due | Length/
ired _ _
source ;noq(u;r ’ interest charged, total date term (if more
IT more
charged? amount hadtobe | 1 =Yes than one, most
PONOTREAD ooy |1=ves | repaid 2=No recent)
2=No DK (XIP)

1. Coop/Centenary/Other
Bank

2. UWESO/ FAULU/
UGAFODE/ UWFT/
OTHER NGO

3. FINCA/PRIDE/FOCCA
S

4. Extend Family,
Household Members

5. Friends, Other
individuals

6. Other, SPECIFY
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16.2 SKIPTOQT 16.3 IF DID NOT RECEIVE LOAN FROM # 3 ABOVE,
A. Haveyou gotten loans from this source previoudy?  1=Yes 2 =No (SKIP TO Question 16.3)
B. How many loans have you received previoudy from this source?
C. Peasetdl methe amount received for each previous loan:

16.3 IF#3INQT16.1, ASK: How werethe latest, most recent loan funds spent? (DO NOT READ)
FOR ANY OTHERS, ASK: How was the largest loan or amount borrowed spent? (DO NOT READ)

A. B. C. D. Whose E. DOLAST
Tick if Which enterprise | 1=resp indiv Amount spent
loan used | SPECIFY 2=resp co- (for the 2 biggest
in this owner categories)
category 3= other

SPECIFY

1. Enterprise Activity

2. Anima husbandry, livestock

3. Agricultural seeds, tools, labor, other crop

inputs
4. Food for HH 4.
5. School expenditures for HH members 5.
6. Medical carefor HH members 6.
7. Savings 7.
8. Debts, saved for loan payment 8.
9. Obligationg/ass stance to non-HH 9.
10. Other: SPECIFY 10.
11. Cther: SPECIFY 11.

SKIP TO Question 20 IF BORROWED MONEY (ANSWER TO QT 16.1 WAS#4-5 and no interest and no fixed due
date)

17. Thinking about the largest expenditure that was made with the loan funds, what would you (or your household) have done if you
had not obtained the loan?

1 = Borrowed money or gotten aloan from e sewhere SPECIFY

2 = delayed in making these expenditures
3 = Used savings

4 = Continued as was doing
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5= Other, specify

18.
A. B.
Who decided about the actual use of thefunds? (CIRCLE) IF 2-4, relationship of other household
members to the respondent (CIRCLE,
1 =1 made the decision by mysdif. MULTIPLE RESPONSES)

2 = talked it over with othersin my household 1 = spouselpartner

3 = It was ajoint decision made by me and one or more HH members
4 = other HH member decided

2=19s0n

3 = father/father-in-law
5 = credit group assisted me to decide

6 = other, SPECIFY

4 = daughter
5 = other, SPECIFY

19.
A. B.
Who has been providing the money for the loan payments? Two main sources of money from respondent or HH member
(CIRCLE) (CIRCLE NO MORE THAN TWO)
1= Only me 1= respondent’ s enterprise(s)

2 = | do but afew times another member of the household has 2= other HH member” s enterprises, wages, sold labor

assisted 3= respondent’ s crop/livestock sales

3 = Both me and at least one other member of the household 4= other HH member” s cropflivestock sales

usually provide the funds. S5=transfers. remittances

4 = | do but group members have assisted me a few times 6= other SPECIFY

5 = Another household member

6 = Other, specify

20. Do you (respondent) save in any of these ways? (READ)

A. B. C.
Type of savings 1=Yes Current amount
2=No

1. Post office savings

2. Individual bank savings account

3. A. Credit savings group: mandatory
payments, loan insurance fund

B. Credit savings group: voluntary
savings

4. Other, SPECIFY
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21. Now | would like to ask you about major unanticipated events that may have occurred within your household in the last
24 months that had financial repercussions on your household. Did you have such events?
A.l=Yes B.2=No (SKIPTO Question 22)

B. What happened? (MULTIPLE RESPONSES) C. D.
1 = New individuals joined household due to deaths Which one of these events was When did this
2 = Lossof ajob, wage income; closure of HH business the most financially damaging? (damaging) event occur?
3 = Business losses due to fire/theft (not of crops/ livestock (USE CODE FROM B)
on farm) (If a package of related events, and GIVE YEAR
4 = Seriousillness; medical expenses of HH respondent cannot say which One
member was the most financially damaging,
5= Need to repay debts code the one which had the most

6 = Drought causing low or no crop output lasting repercussions)

7 = Crop losses(non-drought); livestock losses including
|osses due to theft
8 = Death/funeral of household member
9 = Financial obligations to non-HH member
10 = Other: specify

D. When this (damaging) occurred, how were financial demands met then and afterwards?
(MULTIPLE RESPONSES: CIRCLE ALL THAT APPLY)
1 = used earningsregular income (handled within existing income)
2 = used money from savings account
3 = transfers, remittances, gifts
4 = borrowed; took aloan SPECIFY SOURCE

5 = worked more hours

6 = did not replace stock or inventory of enterprise

7 = HH member took up a new income earning activity, sold labor

8 = delayed on payments for debts/loans/school fees/other financial obligations
9 = reduced expenditures on food/health

10 = rented out HH assets SPECIFY which and number

11 = sold HH assets SPECIFY which and number

12 = other, specify
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YOUR ENTERPRISES- (SELF-EMPLOYMENT)
22. Pleasetdl meall enterprises owned by you that operated the last 12 months: (DO A AND B, THEN ASK IF ANY OPERATE IN SAME TIME AND SPACE -
THESE SHOULD BE CLASSFIED ASONE ENTERPRISE; |F ANY OF THEM OPERATE IN MORE THAN ONE PLACE BUT USE THE SAME STOCK,

CLASSFY ASONE).
A. Description of B. Ownership Pattern C. Thosewhich operate at sametime |D. E. ASK F. DO LAST
enterprise 1 = respondent-individually owned and space (SPACE MEANSMAIN  |(DOES THISINCLUDE  |Wasthe Which generated
2 = respondent co-owned w/spouse SALES STE OR BASE) AN ACTIVITY THAT enterprise open  [the most profit
3 =respondent co-owned w/other USE ROW NUMBERS FROM GENERATES CASH ON [thelast 2 thelast 2
HH member(s) COL.A; THESE SHOULD BE A REGULAR BASIS) months for months?
4 =respondent co-owned w/non-HH CONSIDERED AS ONE 1=yes business (Rank)
Member ENTERPRISE(SUMMARIZE FOR |2=no

5 = other specify

RESPONDENT)

1. Thosethat generate
cash on aregular basis,
that is weekly or bi-weekly

11

=

12

13

N

14

2. Other enterprises

w

21

e

22

o

23

24

o
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IDENTIFY THE ENTERPRISES (UP TO TWO) WHICH YOU WILL BE ASKING QUESTIONS ABOUT. SEE INSTRUCTIONS MANUAL.

EXPLAIN TO THE RESPONDENT THE ONE THAT YOU WILL FIRST TALK ABOUT AND THE ACTIVITIES (IF RESPONDENT CLASSIFICATION IS
DIFFERENT FROM THE WAY THE TEAM CLASSIFIES ENTERPRISES)
ENTERPRISE ONE: (THE ONE WHICH GENERATES A CASH FLOW ON A REGULAR BASIS(IF MORE THAN ONE GENERATES A CASH FLOW ON
A REGULAR BASIS THEN THE ONE WHICH WAS OPEN FOR BUSINESSOPERATING THE LAST 2 MONTHS AND GENERATES THE MOST
PROFIT

23. SUMMARIZE WITH RESPONDENT THE ENTERPRISE YOU ARE GOING TO ASK QUESTIONS ABOUT Classification of Activitiesinto Sectors (USE

L

IST; USE OBSERVATION AND AX)

A. B. (CIRCLE) C. DO LAST
Activities: Are any of these activitiesin carried out in this Which generated the most in sales revenue the last 2
enterprise? months?
(TICK)

1. Buyand Sdl /trade 1=yes 2=no
2. Sdl crops/livestock or livestock products produced by 1=yes 2=no

you or your HH (e.g. Eggs, milk) DO NOT INCLUDE

ITEMS TRANSFORMED
3. Services (e.g. cooked food, hotdl, etc) 1l=yes 2=no
4. Manufacturing: (e.g. sewing, welding, carpentry) 1l=yes 2=no

24. ONLY FOR THOSE WHO REPLIED TO #2, IN QT. 23,
Thinking about last month, were the crops/livestock or livestock products you sold: (Circle)

1.

2.

Only produced by you or your household
Mainly produced by you or your household
About half produced by you or your household

Less than half produced by you or your household

Very little, admost none produced by you or your household

Annex B-Page 17




25. OPERATIONAL PATTERN.
A. When was this business begun?
1. 19 (SKIP TO B IF MORE THAN 1 YEAR OLD)
2. Month began
3. Didyouindividualy or co-own another enterprise before beginning thisone? 1=yes 2=no
B. Number of monthsin operation last 12 month:

26.
A. B. C. D. E.
Isthe Main location of Business physical structure main sales site Do you pay any charges for the use of this place? IFPAYSNO
enterprise’ s | enterprise (INCLUDE RENT AND FEES) CHARGES
main site at 1 = Open air, including with temporary
:']ti 2me 1 = residential/ roof/top form of tenure (land)
i 2 = Semi-permanent, partial or complete
where you trading area wall s/roofp P P 1=HH owns
live? 2 = formal market .
Ste 3 = Permanent building _ 2 = informal agreement
_ ) . : . 1=yes Amount paid | Per _ .
1=yes 3 = other, on main 4 = Mobile, no main premise 3 = no permission
N road 5 = Other, specify 2=no 1= day 4 = mobile NA
4 = off main road SKIPTOE 2=wek | 5= other, specify
5 = Mohbile (no 3 =same 3= th
fixed location) as for residence = mon
6 = other explain already recorded in Question 5
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27.

In the last 3 months with which type of seller did you spent themost money for products or inputs for your business?

1 = farmers (on-farm)

2 = rural markets

3 = traderg/intermediaries/ farmers (coming to respondent to sall)

4 = wholesale/retail permanent shops

5 = factoriessmanufacturers/

6 = other specify

INTRODUCTION What products/services contributed most to your total sales value last month? Which three contributed the most to the value of your sales?

28. (BEFORE ASKING SALESLAST MONTH, ASK WHICH ISEAS EST FOR RESPONDENT TO RECALL) (sales value refers to Sh received plus Sh due from

items sold

A. B.1 B.2 C. SalesLast Month in Purchase Units D. IFLAST MONTH NOT KNOWN,

ONLY FOR Unit of Cost of (IF DOESN' T KNOW KIP TO D) Sales last week

ITEMS Purchase Purchase

BOUGS(H)T Describe Unit

(ATI\;%I,DADEIE)I)D (asttime) | c1 c2 c3 D1 D.2 D3 Dalastwesk's | D5

Name of Shillings number Selling price | Total Sales number Selling price | Total Sales | sales compared Estimate Last

ltem purchase | of one Value (Sh) purchase of one Value (Sh) with weeks last month's total

unitssold | Purchase unit units sold Purchase month salesvaue
() unit (sh) 1=High ()

2=Low
3 =Average

1.

2.
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29.
A. B. C. D.
FOR ALL OTHER JlISALES LAST MONTH IFLAST MONTH NOT KNOWN, SALES LAST WEEK
ITEMS
SERVICES B.1 B.2 B.3 B.4 c1 c2 c3 C4 C5 c6 Estimated
Nameof Product Illsalesunit |Number |Selling |Total Sales |SalesUnit  |[Number  |Selling Total Sales |Last week’ ssales  |Estimate Last |margin (sales
or Service Describe  |sold price of 1 |VALUE Describe sold priceof 1 |VALUE compared with month's total |value minus
unit Sh unit Sh weeks last month sales value Sh |expenditure)
Sh 1 =High per sales unit
2=Low Sh
3 =Average
1.
2.
3.
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30. What part of your total sales value the last week /last month do the items we just talked about represent?
1=All or aimost all

2=most (61-90%)
3 =about half (40-60%)
4 = |ess than half (20-39%)

(REFER TO Question 22; IF NO SECOND ENTERPRISE SKIP TO QT. 39)

ENTERPRISE TWO: (The most profitable and open for business the last two months. See Guide for what NOT to include) REVIEW WITH RESPONDENT
WHICH ENTERPRISE ACTIVITY YOU WILL BE FOCUSING ON)

31. Classfication of Activitiesinto Sectors (USE LIST; USE OBSERVATION AND ASK)

A. B. (CIRCLE) C. DO LAST
Activities: Are any of these activitiesin carried out in this Which generated the most in sales revenue the last 2
enterprise? months?
(TICK)
1. Buyand Sdl /trade l=yes 2=no

2. Sdl cropg/livestock or livestock products produced by you or l=yes 2=no
your HH (e.g.. Eggs, milk) DO NOT INCLUDE ITEMS

TRANSFORMED
3. Services (eg. cooked food, hotdl etc) l=yes 2=no
4. Manufacturing: e.g. sewing, welding, carpentry) l1=yes 2=no

32. ONLY FOR THOSE WHO REPLIED TO #2, IN Question 31.
Thinking about last month, were the crops/livestock or livestock products you sold: (Circle)

1. Only produced by you or your household 4. Lessthan half produced by you or your household
2. Mainly produced by you or your household 5. Very little, almost none produced by you or your household

3. About half produced by you or your household

33. OPERATIONAL PATTERN. A. When was this business begun?
1. 19 (SKIPTO B IFMORE THAN 1 YEAR OLD)

2. Month began
3. Didyouindividualy or co-own another enterprise before beginning thisone? 1 =yes 2=no
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B. Number of monthsin operation last 12 months.
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34.

A. B. C. D. E.
Isthe Main location of Business physical structure main | Do you pay any charges for the use of this place? IF PAYS NO CHARGES
enterprisg s | enterprise salessite (Include rent and fees under charges)
main site at | 1= residentia/tradin | 1 = Open air, including with form of tenure (land)
the same site g area temporary roof/top
ﬁsm’/)here you | 2= formal market site | 2= Semi-permanent, partial or ;z!?q':omgs cement
=i
ive? 3= other, on main complete walls& roof ~ _ 3=no pamigon
oad 3= Permanent buildin 1=ves Amount paid Per e

1=Yes ' 9 _ 4= mobile N/A

4 = off main road 4 = Mobile, no main premise 2=No 1= day 5=other, specify
2=No 5= Mobile (nofixed | 5= Other, specify SKIPTOE ek

location) 3 = same as for residence 3=month

6 = other explain already recorded in Qt 5 a

35.

In thelast 3 months with which type of sdller did you spent themost money for products or inputs for your business?

1 = farmers (on-farm)

2 = rura markets

3 = traders/intermediaries/farmers (coming to respondent to sdll)

4 = wholesale/retail permanent shops

5 = factoriessmanufacturers/
6 = other specify
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INTRODUCTION What products/services contributed most to your total sales value last month? Which three contributed the most to the value of your sales?

36. (BEFORE ASKING SALESLAST MONTH, ASK WHICH IS EASIEST FOR RESPONDENT TO RECALL) salesvalue refersto Sh received plus Sh due

from items sold on credit)

A. B.1 B.2 C. D.
ONLY FOR Unit of Codt of Sales Last Month in Purchase Units (IF | IFLAST MONTH NOT KNOWN, Saleslast week
ITEMS Purchase Purchase DOESN' T KNOW SKIP TO D)
BOUGHT AND | Describe Unit
SOLD (last time) Ci C2 C3 D.1 D.2 D.3 D.4 Last week’ s D.5
(TRADED) Shillings number Sdling price Total number Sdling Total Sales | salescompared with | Estimate
Name of Item purchase of one Sales purchase units | priceof one | Value (Sh) weeks last month Last
units sold Purchase unit | Value sold Purchase month's
() () unit (Sh) 1 =High total sales
2=Low value
3 =Average Sh
1.
2.
3.
37.
A. B. C. D.
FOR ALL SALESLAST MONTH IF LAST MONTH NOT KNOWN, SALES LAST WEEK Estimated
OTHERITEMY margin
SERVICES (salesvaue
Name of Product |B.1 B.2 B.3 B.4 c1 c2 c3 ca4 c5 C6 minus
or Service Salesgnit Number sold Sdli_ng priceof | Total Sales Sdes _Unit Number sold Sdli_ng priceof | Total Sales Last week’ s sales compared with | Estimate Last COStS) per
Describe 1 unit VALUE Describe 1 unit VALUE weeks last month month's total .
s s s slesvaue,  |Salesunit
1=High Sh Sh
2=Low
3=Average

Annex B-Page 24




A. B. C. D.

FOR ALL SALESLAST MONTH IFLAST MONTH NOT KNOWN, SALES LAST WEEK Estimated

OTHERITEMY margin

SERVICES (sales value

Blame of Product minus

or Service costs) per
sales unit,
Sh

38. What part of your total sales value the last week /last month do the items we just talked about represent?

1= All or dmost al

2 = most

(61-90%)

3 = about half  (40-60%)
4 = |ess than half (20-39%)
5 = very little (1-19%)
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USE OF SALESREVENUE LAST CALENDAR MONTH:

39. Thinking about the sales revenue from all of your enterprises (one and two and any others) last calendar month, how was it used?(DO NOT INCLUDE
RENTAL INCOME, WAGE INCOME OR OTHER SOURCES) REMIND RESPONDENT ONLY LAST CALENDAR MONTH

A.
USE

B.
Tick if mentioned

C.
Rank the 3 on which you
spent the most money.

D.
How much did you spend
on each of the three?

1. Enterprise one and/or two (include inputs/goods to sell, rent, wages, etc)

2. Another enterprise owned by respondent (include inputs/goods to sdll, rent, etc)

3. Another enterprise owned by a household member-specify (include......)

4. Agricultura production (crops/livestock)

5. Rent for dwelling

Food for household members

Education expenditures for household members

Health and medical expenditures

©|® |N|>

Social obligations, assistance to non-HH members, church, mosque, self-help

10. Own Savings

11. Debt, loan payments

12. Others specify

13. Other specify

GO BACK TO TOTAL SALESVALUE QT 28/29 AND 36/37; CHECK RE PURCHASES FOR ENTERPRISE AND TOTAL SALESVALUE
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40.

A. Over the past three months, who decided how this revenue would be spent? B. If 2-4, relationship of other HH member to respondent (CIRCLE, MULTIPLE
(CIRCLE) CODES)
1=0nly me 1 = spouse/partner
2 = talked it over with othersin my household; consulted 2=s0n
3 =It wasajoint decision by me and one or more HH members 3 = father/father-in-law
4 = other SPECIFY 4 = Daughter
5 = other, SPECIFY

41. Assstance/employment: Enterprises One and Two
I would like you to gtart with yourself and name everyone who assisted with your enterprise (REMIND RESPONDENT WHICH ONES) in the past week and last

calendar month, whether paid or unpaid, formally employed or not, including apprentices, children, and casual workers)

A. B. C. D. E.

Name of worker |IssheeheaHH |Isshefhe | Timeworked Is he/she paid?
member? over 15 1=Yesin cash
1=Yes years old? 2 =Cash & in kind
2=No 1=Yes D.1 D.2 D.3 3=inkind

2=No Average Hours per day last | Total Days last Total days last month |4 = No
week or (start-finish time) |Week worked

1. Respondent

2.

3.

4.

5.

F. If usestask/piece rate workers, number used last week
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42. Respondent’ s Enterprise Assats
Please tel me all fixed assets (including building, furnishings, toals, equipment and machines) that you have purchased in the last 12 months for enterprises one
and two (REMIND RESPONDENT WHICH ENTERPRISES).and for other enterprises. (if not recorded in Question 9)

A. B. C. D. E. F.
Type of Fixed Asset Source of funds Purchase Price Paid off If not paid off, Is this owned by you?
Sh amount owed (Could takefretain if HH broke
1= earnings 1=Yes(SkiptoF) up?)
2= savn_wgsaccount _ 2=No 1=Yes
3 = credit from sdler/hire
purchase 2=No

4 = |oan, SPECIFY
5 = transfers/remittances
6 = other, SPECIFY

11

12

13

14

15

FOR OTHER ENTERPRISES

21

22

23
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43. You have been very helpful and told us about your enterprises and household. In the last two years (or
since began business if less than 24 months ago) have there been any negative consequences within
your eating and dwelling group as a result of having your own income generating activities? (WHAT,
WHY)

44. In the last two years (or since began business if less than 24 months ago) have there been positive
results of having your own income, Income generating activities that we have not aready discussed?
(WHAT, WHY)
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45. Do you have any plans or strategies for increasing your income?
1=Yes 2=No

If yes, what are they and What are you doing to implement these plans.

In two yearstime, we will come back to talk with you. 1f you are not at the same business or household
location, do you have a permanent post office box which you would be using? Who will know where you
are? (TWO REFERENCES) WRITE CLEARLY

1. Your Permanent Post Office Box:

Other Contact Information:

2. Name P. O. Address or location:

Other contact information (e.g. telephone):

3. Name P. O. Address or location:

Other contact information (e.g. telephone):

THANK YOU FOR YOUR COOPERATION. | WISH YOU GREAT SUCCESSIN YOUR BUSINESS
EFFORTS.

Enumerator’ s comments
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ANNEX C

ASSESSMENT OF MICROENTREPRENEURSIN UGANDA -

URBAN QUESTIONNAIRE



STRICTLY CONFIDENTIAL HOUSEHOLD NUMBER

ASSESSMENT OF MICROENTREPRENEURS IN UGANDA
URBAN QUESTIONNAIRE

Name of respondent: Interview Date:
Location: Masaka/ Kampala/ Mbale Pace of Interview: residence/Busi ness/other specify:
HH Address. Start time; End Time:

Local council | area:

Village: Name of Interviewer:

Parish: Name of Team Leader: Date Reviewed:

Subcounty:

Enterprise Address (If Different from HH) Name of Data Entry Person Date Entered:

INTRODUCTION: | am one of ateam of investigators from Makerere University, working on behalf of USAID, visiting people engaged in microenterprises. The
purpose of thisvidt isto better understand the lives and income generating activities of those who work for themsealves. This research is being undertaken in the digtricts of
Masaka, Kampala and Mbale. The results will be used to inform policy makers and devel opment plannersin the country with practical facts about the households and
enterprises of those who work for themsalves. | will be asking you questions related to your household and your business enterprises(s). Do not fed shy, or compeled to
reply to something you do not know. Your individual answerswill be kept gtrictly confidential. Only the team conducting the study will see the answers which you provide.
Your answers will be combined anonymoudy with all the others we talk with to form a report.



PRINT ON BACKSIDE OF COVER PAGE

RELATIONSHIP

Daughter/son

Grandchild

Respondent’ s mother/father
Spouse’ s mother/father
Child of spouse

= Other relatives of

respondent

Other relatives of spouse
Domestic worker

(Other, SPECIFY)

MARITAL STATUS CODES

1= Married/partner/
monogamous

2 = Married/polygamous

3 = Divorced/separated

4 = Single/never married

5= Widowed

CURRENT MAIN ACTIVITY

= student

salaried/wage employment
casual /part-time work outside HH

= sdf employment- employer or own account

worker (not HH farming)
assistsin HH businessyNOT AN OWNER OF
THE BUSINESS)

= farming

ill/disabled- no work
unemployed/retired

= other, SPECIFY

EXTENT OF PRESENCE IN
HOUSEHOLD

1 = Regularly present

2 = Schoal holidays (boarding outside )

3 = Short term absences (residesin HH at least 20
days per month)

4 = Other, SPECIFY number days per week resides
in HH

5 = other, SPECIFY number months the past 12
monthsresidesin HH

6 = other, SPECIFY




Define for Respondent the Definition You Use of the Term Household:  Those Who Regularly Live and Eat with Y ou.

H.
IF AGE 5-24 ASK, IF CURRENTLY ENROLLED IN
A. B. C. D. E. F. G. SCHOOL/COLLEGE .
FIRST NAME RELATION- | GENDER AGE MARITAL HIGHEST CURRENT EXTENT OF
SHIP 1=male [(last birthday;| STATUS LEVEL OF MAIN PRESENCE IN HH
(CODE) | 2=female | orrecord | (cobe) | EbucaTiOoN | AcTIVITY H1 H.2 H3

year born) COMPLETED If 15+ years Level enrolledin |How much Q|d you pay Werethe educatlon_al

(born 1982 or 0 =Not enrolled to send thischild to expendituresfor this

before) school last year ? person paid by non-

(CODE) household member ?

TICK IFYES
1. Respondent
. (Spouse/Partner)
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3. Inreferenceto all school going children, but excluding those we talked about whose expenses were paid by someone dse,
what were the two main sources of funds this household spent on educational fees last term?

Source (Cl RCl_Aé UP TO TWO) (CIRCLE uBb TO TWO)
1. Savings/earnings from enterprise Whose? 1 = Respondent; 2 = Spouse; 3 = Other, SPECIFY
2. Salary/wages Whose? 1 = Respondent; 2 = Spouse; 3 = Other, SPECIFY
3. Sold cropg/livestock Whose? 1 = Respondent; 2 = Spouse; 3 = Co-owned by HH members;

4 = Other, SPECIFY

4. Sold labor Who? 1 = Respondent; 2 = Spouse; 3 = Other, SPECIFY
5. Loan SPECIFY source Who Received: 1 = Respondent; 2 = Spouse;, 3 = Other, SPECIFY
6. Borrowed money Who Received: 1 = Respondent; 2 = Spouse, 3 = Other, SPECIFY
7. Remittances, transfers Who Received: 1 = Respondent; 2 = Spouse; 3= HH; 4 = Other, SPECIFY

8. Other, SPECIFY

4. RESIDENCE AND HH PROPERTY

A. B. C.
(SKIPTOB IF SOLE ADULT IN HH) Type of dwelling of your Total number of rooms used by
Among those who live & eat with you, who residential & eating group HH for living
makes the major decisions? (not including rooms rented out)
1 = in business/shop (SKIP to D)
1 = Respondent 2 = rooms attached to business/shop
= Respondent’ s spouse/partner 3 = rental unit(dwelling only)
3 = Respondent’ s father 4 = houseg(not on agricultural land)
= Respondent’ s father-in-law 5 = house on agricultural land
= Respondent’ s mother 6 = sharing house or flat
= Respondent & spouse jointly 7 = Other, SPECIFY
7 = Other, SPECIFY relationship to respondent

D. E. F. G.
Type of roof Type of walls Main Sour ce of water Electricity in dwelling

1 = thatched 1= mud & poles 1 = Piped outside on compound 1=Yes

= iron sheets (mabati) 2 = brick 2 = Pipedin dwelling 2= No

=tin 3 = cement blocks/concrete 3 = Publictap
4= tiles 4 = mud with plaster 4 = Neighbor’ s piped water

= cement/concrete 5= other 5= Wadl/springs
6 = Other, SPECIFY 6 = River, lake, stream

7 = Other, SPECIFY
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B.
Amount
per month
(List Shillingsif Convenient)

TENURE STATUSOF LIVING PREMISES

Owned

Paying for in installments

Rent (not subsidized)

Free

Other, SPECIFY

ASK CTO THOSE WHO LIVE IN ROOMS ATTACHED TO SHOP; FOR ALL OTHERS SKIP TO QUESTION G
C. Doesyour answer cover payment for both shopand rooms? 1= Yes 2= No
6. Doesany member of your household own/control:
A. Rental Units 1=vyes 2 = No (SKIPto B)
Al Where? (CIRCLE, MULTIPLE CODE) 1= Rurd 2= town/urban
B. Housssdsewhee 1=Yes 2=No(SKIPto7)
B.1 Where? (CIRCLE, MULTIPLE CODE) 1= Rurd 2= town/urban
Remittances, Transfers and Assstance:
7. Inthelast three months did this household or anyonein it give money or items, such as food, to individual s/persons who do
not regularly eat and live here?Include assistance re funerals and school fees. Do not include e.g. payments to burial

society) First tell me about assistance given to thosein rural areas, and then to those in towns and urban areas.

A. 1=Yes 2 =No (SKIPTO QUESTION 8)

B.
FOR THE LAST 3MONTHS

REMITTANCES, TRANSFERS,

ASSISTANCE B.1 B.2
Shillings CASH IN-KIND
(List Shillingsif Convenient) (Specify Cash Value)
1. Tothoseinrura areas (includestrading | 1.
centres)
1.2
13.

Annex C-Page 3



B.
FOR THE LAST 3MONTHS
REMITTANCES, TRANSFERS,
ASSISTANCE B.1 B.2
Shillings CASH IN-KIND
(List Shillingsif Convenient) (Specify Cash Value)
2. Tothosein towns or urban areas 2.1.
2.2

Food Consumption:
8. Thinking about food eaten in the household the last three days, (O for not eaten at all)

A. B. C. D. E. F. G. H.
Greens, Ground- Sorghum, Maize, Meat, Milk Eggs Fruit
Other nuts, beans, Millet M atoke, Chicken,
Vegetables peas, (Any Form) | Irish, Sweet Fish
(Sauce or soya Potatoes,
Separate) | (Any Form) Rice
(Any Form)
1.  On how many

days did your
household eat
any of these
items?

2. Main source:
(MULTIPLE CODES)

1 = Purchased

2 = HH production

3 = Trandfers, gifts

4 = Other,
SPECIFY

9. Asss

What fixed assets have been individually or co-purchased by you in the past 12 months? (Include items such as sufurias,
bedsheets, furniture, fixed assets for farm, fixed assets for enterprises owned by OTHER household members, land,
buildings, and women’ straditional dress. Do not include livestock and fixed assets of your enterprises - we will discuss
these later).

A. B. C. D. E.
[tem Purchase Price If not paid in Main Sour ce of funds DO LAST
(Shilling) full, Amount 1 = Savingg/earnings Which of these are owned
Owed 2 = Borrowed by you?
(Shilling) 3 = Loan SPECIFY (COULD TAKE AWAY OR
4 = Transfer/remittance RETAIN IF HH BROKE UP)

5 = Other, SPECIFY
TICK THE ONES OWNED
BY RESPONDENT
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Now | would like to know about other assets owned by you and members of the household. Do not include the items
you just told me about.

1021 (READ) (IF MORE THAN ONE OWNED, FOR D GIVE MULTIPLE ANSWERS)

A. B. C. D.
Itemsin Household: Number of Isit currently in
Not Predominately Business Assets Items working order
1=Yes 1=Yes
2 =No 2=No
3=Don’ t Know
1. Mattress(es)
2. Radio, radio cassette/cassette
3. Teevison
4. Stove (paraffin/gas); eectric hot plate
5. Charcod stove
6.. Refrigerator
7. Beds

10.2  Does any member of this household own a means of transport, including bicycle?
(IF OWNS MORE THAN ONE, IN E MULTIPLE ANSWERS)

A. 1= Yes 2=No(SKIPtoQUESTION 11)

DO NOT READ, JUST ASK WHAT) (IF MORE THAN ONE OWNER D, FOR D GIVE MULTIPLE ANSWERS

B. C. D. E.
What Item? Tick If Number Isit Currently

Mentioned in

Working

Order?

1=Yes

2=No

3=Don’ t Know
8. Bicycle(not child s)
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B

What Item?

C.
Tick If
Mentioned

Number

E.

Isit Currently
in
Working
Order?

1=Yes
2=No
3=Don’ t Know

9. Motorbike, motorcycle

10. Car, pickup

11. Lorry, 4 WD
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Cultivatable L and:
11. Now | would like to talk about all cultivatable land that is owned/controlled (including that in fallow), rented out and
rented in, or used by your household, or any member in it.

A. Doesthe household or any of its members havesuch land? 1=Yes 2=No (SKIPTO QUESTION 14)

I would like you to estimate the acr es of:

B. C. D. E.
L and owned/controlled by HH Land rented in Parent’ sland Other,
R ) and used for crops used for crops SPECIFY
Total owned/controlled by | Rented out and lent
HH (including that rented out

and lent out; not land rented
in or belonging to another
HH)

12.1  Crops of respondent: | would like you to tell me about crops you individually own or co-own that were grown the last

12 months.
A. B. C. D.
MAIN CROPS OWNERSHIP WASANY OF FOR ANY CROPSYOU SOLD,
GROWN BY FORM THIS CROP WHO USUALLY DECIDES ON
RESPONDENT SOLD? WHAT TO DO WITH THE
(Including Permanent MONEY?
Crops) 1 = Individual Owner
2 = Co-owner 1=Yes 1 = Respondent only
2=No 2 = Respondent with other HH
member, SPECIFY
3 = Other HH member
4 = Other, SPECIFY
1
2.
3.
4.
5.
6.
7.
8.

12.2.  A. Inthelast three months, have you purchasedwith your money any inputs or paid labor to help you on the crops
which you individually own or co-own?

1=Yes 2= No (SKIPTO Qt 14)

Annex C-Page 7



B. What? (DO NOT READ)

WHAT ITEM TICK IF AMOUNT SPENT
MENTIONED (SHILLINGS)

1. Seeds

2. Labour

3. Fetilizer

13. What crops were grown (including permanent crops) the last 12 months by other members of this household, which are not
individually or jointly owned by you?

A = No ather crops grown (SKIP to Qt 14)

B. C.
Main crops grown by household members the last 12 Was any of this sold?
months, including permanent crops 1=Yes 2=No

© | |N|Jo gD
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14. Do you or any person who lives and eats regularly with you own any livestock? (PROBE)
A. 1=Yes 2=No(SKIPtoQt 15)
B. C. D. E. F.
Livestock How many currently How many How many currently | Were any animals sold in the last
individually owned currently co- owned by othersin 12 months? (Including types not
by respondent? owned by the HH, (DO NOT currently owned)
respondent? INCLUDE THOSE 1=Yes
INCLUDED IN D)? 2=No
1. Dairy cattle
(crossed/excatic)
2. Ploughing animals
3. Other cattle
4. Sheep/goats
5. Poultry
7. Rabbits
8. Pigs
9. Other, SPECIFY

Sour ces of HH Income;

15.1 Wehavetaked about crops and livestock sales during the last 12 months. Now | would like to ask about other
sources of cash income for you and those who normally live and eat with you. First please tell me about enterprises
owned by members of this household group. (IF INCOME FROM RENTAL PROPERTIES, COVER IN # 8)
(PROBE)

A.
Businesses/enterprises, (include
on-farm activities which generate a
cash flow on aregular basis, that is
weekly or bi-weekly such as
brewing, eggs, milk, and non-farm
income generating activities)

(Do not list crops and livestock
from HH that were sold and
covered previoudy, unlessthese are
part of an enterprise- not the only
activity)

B.

Ownership pattern

1=

respondent individually

respondent co-owned with other HH
member(s)

respondent co-owned with non-HH
Members

= spouse/partner

other HH member

= other, SPECIFY

C.DO LAST
Ranking of contribution to total household
cash income for the last 12 months (Rank
top 5- AMONG LINES 1-12)

1

2.
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15.2 Did any onein your eating and dwelling unit earn income from any of these sourcesthe last 12 months?

(READ)

A.
SOURCES OF CASH INCOME

Tick
if
Yes

B.
WHO EARNED?
(Multiple codes)
1 = Respondent
2 = Spouse/partner
3 = Other, HH member
4=HH
5= Other, SPECIFY

C.
(CONTINUED FROM ABOVE)

6. Casual or part-timework

7. Wageor salaried

8. Rental income (all types of
property, including livestock)

9. Trandfers,, gifts, TASO, other
Assistance (not school fees)

10. Other, SPECIFY

SUMMARIZE WITH RESPONDENT ALL SOURCESMENTIONED, INCLUDING FROM QTS12.1, 13 & 14.
THEN READ: Thinking about all of your household’ s sources of income the past 12 months, please tel me the five which
contributed the most to total household cash income. (Gross income, not taking into account costs.) Include total income from
crops (as ataotal group) and from livestock sales which were not part of an enterprise activity. Think of all crop salesthat
were not part of an enterprise as one group, and all livestock sales that were not part of an enterprise activity as one group.

SOURCE

CONTINUE RANKING

11. Crops

12. Livestock

16.1 Inthelast sx months have you (respondent) received any loans or borrowed money for any of your enterprises or other

income generating activities? (NOT INCLUDE CREDIT FROM TRADERS/SUPPLIES)

A. 1=Yes 2=No(SKIPtoQt20)
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DO NOT READ. MULTIPLE RESPONSES

B. C. D. E. F. G. H.
Source Tick Amount acquired, Was If interest If had Length/
source Sh interest charged, total | fixeddue| term (if
DO NOT READ (if more than charged? | amount had to date more
once, the most 1=Yes be repaid 1=Yes | than one,
recent)) 2=No DK 2=No most
(SKIP) recent )
1. Coop/Centenary/other Bank
2. UWESO/FAULU/UGAFODE/
UWFT/OTHER NGO
3. FINCA/PRIDE/FOCCAS
4. Extended Family, Household Members
5 Friends, Other individuals
6. Other, SPECIFY
16.2 SKIPTOQT 16.3 IF DID NOT RECEIVE LOAN FROM # 3 ABOVE,
A. Haveyou gotten loans from this source previoudy? 1=Yes 2=No (SKIPTO QT 16.3)
B. How many loans have you received previously from this source?
C. Pleasetdl methe amount received for each previous loan:
16.3 IF#3IN QT 16.1, ASK: How were the latest, most recent loan funds spent? (DO NOT READ)
FOR ANY OTHERS, ASK: How was the largest loan or amount borrowed spent? (DO NOT READ)
A. B. C. D. E.
Tickif loan WHICH WHOSE? DO LAST
used inthis | ENTERPRISE? | 1= respindiv Amount spent (for
category (SPECIFY) 2 = resp co-owner the 2 biggest
3 = other, categories)
SPECIFY

1. Enterprise Activity

N

Animal husbandry, livestock

w

Agricultural seeds, tools, labor, other crop
inputs

Food for HH

School expenditures for HH members

Medical care for HH members

Savings

Debts, saved for loan payment

Ol|IN|o|9|&

Obligationg/assi stance to non-HH member,
specify members

10. Other: SPECIFY

Ol|IN|o|9|&

11. Other: SPECIFY

11.

SKIPTO QT 20 IF BORROWED MONEY (ANSWER TO QT 16.1 WAS#4-5 and no interest and no fixed due date)
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17. Thinking about the largest expenditure that was made with the loan funds, what would you (or your household) have done
if you had not obtained the loan?

1 = Borrowed money or gotten a loan from esewhere SPECIFY

2 = delayed in making these expenditures
3 = Usad savings

4 = Continued as was doing

5= Other, specify

18.
A. B.
Who decided about the actual use of the funds? (CIRCLE) IF 2-4, relationship of other household
1 = | made the decision by myssif. members to the respondent
2 = | talked it over with othersin my household (CIRCLE, MULTIPLE RESPONSES)
3 = It was ajoint decision made by me and one or more HH members 1 = spouse/partner
4 = Other HH member decided 2=son
5 = Credit group asssted me to decide 3 = father/father-in-law
6 = Other, SPECIFY 4 = daughter
5 = other, SPECIFY
19.
A. B.
Who has been providing the money for the loan Two main sources of money from
payments? respondent or HH member?
(CIRCLE) (CIRCLE NO MORE THAN TWO)
1=0Only me 1 = respondent’ s enterprise(s)
2 =1 do but afew times ancther member of the household | 2 = other HH member’ s enterprises, wages, sold labor
has assisted 3 = respondent’ s crop/livestock sales
3 = Both me and at least one other member of the 4 = other HH member’ s crop/livestock sales
household usually provide the funds. 5 = transfers. remittances
4 =1 dobut group members have assisted me afew times | 6 = other SPECIFY
5 = Another household member
6 = Other, specify

20. Do you (respondent) save in any of these ways? (READ)

A. B. C.
Type of savings 1=Yes Current amount
=No

1. Post office savings

2. Individual bank savings account

3. A. Credit savings group: mandatory
payments, loan insurance fund
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B. Credit savings group: voluntary
savings

4. Other, SPECIFY

21. Now | would like to ask you about major unanticipated events that may have occurred within your household in the last 24
months that had financial repercussions on your household. Did you have such events?

A. 1=Yes B. 2=No (SKIPTO QT 22)
B. C. D
WHAT HAPPENED? WHICH ONE OF THESE WHEN DID THIS
EVENTS WAS THE MOST (DAMAGING)
(MULTIPLE RESPONSES) FINANCIALLY DAMAGING? EVENT OCCUR?
1= New individuals joined household due to deaths
2= Loss of ajob, wage income; closure of HH business (USE CODE FROM B) GIVE YEAR
3= Business losses due to fire/theft (not of (If a package of related events,
crops/livestock on farm) and respondent cannot say
4= Seriousillness; medical expenses of HH member which One was the most
5= Need to repay debts financially damaging, code the
6= Drought causing low or no crop output one which had the most lasting
7= Crop losses(non-drought); livestock lossesincluding | repercussions)
losses due to theft
8= Death/funeral of household member
9= Financial obligations to non-HH member
10=  Other, SPECIFY

D. When this (damaging) occurred, how were financial demands met then and afterwards?
(MULTIPLE RESPONSES: CIRCLE ALL THAT APPLY)

1= used earnings/regular income (handled within existing income)
2= used money from savings account

3= transfers, remittances, gifts

4= borrowed; took aloan SPECIFY SOURCE
5= worked more hours

6= didnot replace stock or inventory of enterprise

7= HH member took up a new income earning activity, sold labor

8= ddayed on payments for debts/loans/school fees/other financial obligations
9= reduced expenditures on food/health

10= rented out HH assets SPECIFY which and number

11= sold HH assets SPECIFY which and number

12= Other, Specify
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YOUR ENTERPRISES (SELF-EMPLOYMENT)
22. Please tdll me all enterprises owned by you that operated the last 12 months: (DO A AND B, THEN ASK IF ANY OPERATE IN SAME TIME AND SPACE -
THESE SHOULD BE CLASSIFIED AS ONE ENTERPRISE; IF ANY OF THEM OPERATE IN MORE THAN ONE PLACE BUT USE THE SAME STOCK,

CLASSIFY ASONE) .
A. B. C. D. E. F.
Description of enterprise Ownership Pattern Those which operate at sametime | (DOES THIS INCLUDE ASK DO LAST
and space (SPACE MEANS MAIN [ AN ACTIVITY THAT

1 = respondent-individually owned SALES SITE OR BASE) GENERATES CASH ON | Was the enterprise open Which

2 = respondent co-owned w spouse A REGULAR BASIS) the last 2 months for generated

3 = respondent co-owned w other HH USE ROW NUMBERS FROM business? the most profit
member () COL. A; THESE SHOULD BE 1=Yes thelast 2

4 = respondent co-owned w non-HH CONSIDERED AS ONE 2=No months?
Member ENTERPRISE(SUMMARIZE FOR (Rank)

5 = other specify RESPONDENT)

1. Thosethat generate
cash on aregular basis,
that isweekly or bi-
weekly

11

=

12

13

N

14

2. Other enterprises

w

21 4,
22 5.
23 6.
24
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IDENTIFY THE ENTERPRISES (UP TO TWO) WHICH YOU WILL BE ASKING QUESTIONS ABOUT. SEE INSTRUCTIONS MANUAL.
EXPLAIN TO THE RESPONDENT THE ONE THAT YOU WILL FIRST TALK ABOUT AND THE ACTIVITIES (IF RESPONDENT CLASSIFICATION
ISDIFFERENT FROM THE WAY THE TEAM CLASSIFIES ENTERPRISES)

ENTERPRISE ONE: (THE ONE WHICH GENERATES A CASH FLOW ON A REGULAR BASIS(IF MORE THAN ONE GENERATES A CASH FLOW ON A
REGULAR BASIS THEN THE ONE WHICH WAS OPEN FOR BUSINESSOPERATING THE LAST 2 MONTHS AND GENERATES THE MOST PROFIT

23. SUMMARIZE WITH RESPONDENT THE ENTERPRISE YOU ARE GOING TO ASK QUESTIONS ABOUT

Classification of Activitiesinto Sectors (USE LIST; USE OBSERVATION AND ASK)

A. B. C. DO LAST
Activities: Are any of these activitiesin carried out in this (CIRCLE) Which generated the most in sales revenue the last 2 months?
enterprise? (TICK)
1. Buyand Sdl /trade 1=yes 2=no

2. Sdl crops/livestock or livestock products produced by 1=vyes 2=no
you or your HH (e.g. Eggs, milk)
DO NOT INCLUDE ITEMS TRANSFORMED

3. Services (e.g. cooked food, hotdl, etc) 1=vyes 2=no

4. Manufacturing: (e.g. sewing, welding, carpentry) 1=vyes 2=no

24. ONLY FOR THOSE WHO REPLIED TO #2, IN QUESTION 23
Thinking about last month, were the cropg/livestock or livestock products you sold:

(Circle)
1. Only produced by you or your household

2. Mainly produced by you or your household
3. About half produced by you or your household
4. Lessthan half produced by you or your household

5. Very little, aimost none produced by you or your household
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25. OPERATIONAL PATTERN.

A. When was this business begun?

1. 19

(SKIPTOB IFMORE THAN 1 YEAROLD)

2. Month began

3. Didyouindividually or co-own another enterprise before beginning this one?

1=yes

B. Number of monthsin operation last 12 months.

26.

2=no0

A.

Isthe enterprise’ s
main site at the
same site as where
you live?

1=Yes
2= No

B.
Main location of
enterprise

1 = residential/trading
area

2 = formal market
centre

3 = town/city centre

4 = Mobile (no fixed
location)

5 = other explain

C

Business physical structure

main sales site

1 = Open air, including with
temporary roof/top

2 = Semi-permanent, partial or

complete walls& roof
3 = Permanent building

4 = Mobile, no main premise

5 = Other, SPECIFY

D.
Do you pay any charges for the use of this place?
(INCLUDE RENT AND FEES)

1=Yes
2= No

SKIPTOE
3 = Same as for residence

already recorded in
Question 5

Amount Paid

1= day
2 = week
3 = month

E.
IF PAYSNO
CHARGES
Form of Tenure
(land)
1= HH owns
2 = informal
agreement
3 = no permission
4 = mobile NA
5 = other, specify
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27. In thelast 3 months with which type of sdler did you spent themost money for products or inputs for your business?

1=farmers (on-farm)

2=rural markets

3=traders/intermediaries (in this urban area)
4 = wholesale/retail permanent shops

5 = factories/manufacturers/

6=cother specify

INTRODUCTION

What products/services contributed most to your total sales value last month? Which three contributed the most to the value of your sales?

28. (BEFORE ASKING SALES LAST MONTH, ASK WHICH ISEASIEST FOR RESPONDENT TO RECALL) (sales value refersto Sh received plus Sh due from

items sold)
A. B.1 B.2 C. D.
ONLY FORITEMS Unit of Cost of SalesLast Month in Purchase Units (IF IF LAST MONTH NOT KNOWN, Saleslast week
BOUGHT AND Purchase Purchase DOESN' T KNOW SKIP TO D)
SOLD (TRADED) Describe Unit
Name of Item (last time) c1 Cc2 C3 D.1 D.2 D.3 D.4 D.5
Shillings Number Sdling Priceof | Total Sales i Number Purchase| Selling Price Total Sales Last Week' s | Egtimate Last
Purchase OnePurchase | Value(Sh) Units Sold of One Value (Sh) Sales Compared | Month's Total
Units Sold Unit(sh) Purchase with Weeks Last| SalesValue
Unit(sh) Month sh
1=High
2=Low
3 =Average
1.
2.
3.
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29.

A. B. C. D.
FOR ALL OTHER SALESLAST MONTH IF LAST MONTH NOT KNOWN, SALESLAST WEEK
ITEMSSERVICES
Name of Product or B.1 B.2 B.3 B.4 Cl C.2 C3 C4 C5 C.6 Estimated
Service Sales unit Number sold | Selling price | Total Sales | SalesUnit | Number sold | Selling price] Total Sales | Last week’ ssales] Estimate Last margin
Describe of 1 unit VALUE (Describe) of 1 unit VALUE compared with month's total (salesvalue
Sh Sh SH weeks last month | salesvalue Sh minus
1=High expenditure)
2=Low per sales unit
3 =Average Sh

30. What part of your total sales value the last week /last month do the items we just talked about represent?

1=All or dmog all
2=mogt (61-90%)

3 =about haf (40-60%)
4 = |ess than half (20-39%)

(REFER TO QT. 22; IF NO SECOND ENTERPRISE SKIP TO QT. 39)
ENTERPRISE TWO: (The most profitable and open for businessthe last two months. See Guide for what NOT to include) REVIEW WITH
RESPONDENT WHICH ENTERPRISE ACTIVITY YOU WILL BE FOCUSING ON)
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31. Classfication of Activitiesinto Sectors (USE LIST; USE OBSERVATION AND ASK)
A. B. C.
Activities: Are any of these activities (CIRCLE) DO LAST
in carried out in this enterprise? Which generated the most in sales
revenue the last 2 months?
(TICK)
1. Buyand Sdl/Trade 1=yes 2=no
2. Sl cropg/livestock or livestock products produced by you or your HH 1=yes 2=no
(e.g.. Eggs, milk). DO NOT INCLUDE ITEMS TRANSFORMED
3. Services (e.g. cooked food, hotdl etc) 1=yes 2=no
4. Manufacturing: g, e.g. sewing, welding, carpentry) 1=yes 2=no
32. ONLY FOR THOSE WHO REPLIED TO #2, IN QT.31
Thinking about last month, were the cropg/livestock or livestock products you sold: (Circle)
1. Only produced by you or your household 4, Less than half produced by you or your household
2. Mainly produced by you or your household 5. Very little, amost none produced by you or your household
3. About half produced by you or your household
33. OPERATIONAL PATTERN.

A. When was this business begun?

1. 19 (SKIPTO B IF MORE THAN 1 YEAR OLD)
2. Month began
3. Didyouindividualy or co-own another enterprise before beginning thisone? 1= yes 2=no

B. Number of monthsin operation last 12 months.

Annex C-Page 19




34.

A.

Isthe enterprise’ s
main site at the
same site as where
you live?

B.
Main location of
enterprise

1 = residential/tradin
g area

2 = formal market
centre

3 = town/city centre

4 = Mobile (no fixed
location)

5 = other explain

C.
Business physical structure
main sales site

1 = Open air, including with temporary

roof/top

2 = Semi-permanent, partial or complete

walls& roof
3 = Permanent building
4 = Mobile, no main premise
5 = Other, specify

D

Do you pay any charges for the use of this place?
(Include rent and fees under charges)

1=Yes
2= No
SKIPTOE

3 = same as for residence

already recorded in Qt 5

Amount
Paid

Per
1= day
2 = week
3 = month

E
IF PAYSNO
CHARGES

Form of Tenure
(Land)

1= HH owns

2 = Informal
agreement

3 = No permission

4 = mobile N/A

5 = Other, specify

35. In thelast 3 months with which type of sdler did you spent themost money for products or inputs for your business?

1 = farmers (on-farm)
2 = rural markets
3 = traderg/intermediaries (in this urban area)

4 = wholesale/retail permanent shops

5 = factoriessmanufacturers/
6 = Other, specify
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INTRODUCTION
What products/services contributed most to your total sales value last month? Which three contributed the most to the value of your sales?

36. (BEFORE ASKING SALES LAST MONTH, ASK WHICH IS EASIEST FOR RESPONDENT TO RECALL) salesvaluerefersto Sh received plus Sh due from
items sold on credit)

A. B.1 B.2 C. D.
ONLY FOR Unit of Cost of Sales Last Month in Purchase Units IFLAST MONTH NOT KNOWN,
ITEMS Purchase | Purchase (IF DOESN’' T KNOW SKIPTO D) Sales last week
BOUGHT AND Describe Unit
SOLD (last time) Ci1 C.2 C3 D.1 D.2 D.3 D.4 D.5
(TRADED) Shillings number Sdling priceof | Total Sales | number purchase| Selling price| Total Sales Last week’ ssales | Estimate
Name of Item purchase one Purchase | Value(Sh) units sold of one Value (Sh) compared with Last
units sold unit(Sh) Purchase weeks last month month's
unit(Sh) 1=High total sales
2=Low value
3 =Average sh
1
2.
3.
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37.

OTHERITEMY

A.
FOR ALL

B

SALESLAST MONTH

C

IFLAST MONTH NOT KNOWN, SALES LAST WEEK

SERVICES

Name of Product

or Service

B.1
Sales unit
Describe

B.2
Number sold

B.3
Sdling price
of 1 unit

B.4
Total Sales
VALUE

Sales Unit
Describe

Cc2
Number sold

C3
Sdling price of
1 unit
Sh

C4a
Total Sales
VALUE
SH

C5
Last week’ ssales
compared with weeks
last month
1=High
2=Low
3 =Average

C.6
Estimate Last
month'stotal sales
value, sh

D.
Estimated
margin (sales
value minus

costs) per sales
unit, SH

38. What part of your total sales value the last week /last month do the items we just talked about represent?

1= All or dmost all

2 =most

3 = about half

4 = |ess than half
5 = very little

(61-90%)
(40-60%)

(20-39%)
(1-19%)
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Use of Sales Revenue Last Calendar Month:

39. Thinking about the sales revenue from all of your enterprises (one and two and any others) last calendar month, how was it used?
(DO NOT INCLUDE RENTAL INCOME, WAGE INCOME OR OTHER SOURCES) REMIND RESPONDENT ONLY LAST CALENDAR MONTH

A.
USE

B.
Tick if mentioned

C.
Rank the 3 on which you spent
the most money

D
How much did you spend on the
each of the three

Enterprise one and/or two (include inputs/goods to sell, rent, wages, etc)

Ancther enterprise owned by respondent (include inputs/goods to sell, rent, etc)

Another enterprise owned by a household member-specify(include......)

Agricultural production (crops/livestock)

Rent for dwelling

Food for household members

Education expenditures for household members

Health and medical expenditures

|l |N|o || ]w]|Dd]|F

Social obligations, assistance to non-HH members, church, mosque, self-help

=Y
o

. Own Savings

[
=

Debt, loan payments

=
N

. Others specify

=Y
w

. Other specify

GO BACK TO TOTAL SALESVALUE QT 28/29 AND 36/37; CHECK RE PURCHASES FOR ENTERPRISE AND TOTAL SALESVALUE

40.
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A. B.
Over the past three months, who decided how this revenue would be spent? If 2-4, relationship of other HH member to respondent
(CIRCLE) (CIRCLE, MULTIPLE CODES)
1= Only me 1 = spouse/partner
2 = | talked it over with othersin my household; consulted 2= son
3 = It wasajoint decision by me and one or more HH members 3 = father/father-in-law
4 = Other, SPECIFY 4 = Daughter
5= Other, SPECIFY

41. ASSISTANCE/EMPLOYMENT: ENTERPRISES ONE AND TWO
I would like you to start with yourself and name everyone who assisted with your enterpriss(REMIND RESPONDENT WHICH ONES) in the past week and last
calendar month, whether paid or unpaid, formally employed or not, including apprentices, children, and casual worker$

A. B. C. D. E.
Name of Isshelhe Isshelhe Time worked Is he/she
worker a HH member? over 15 paid?
years old?
1=Yes 1=Yesincash
2=No 1=Yes D.1 D.2 D.3 2=Cash & Inkind
2=No Average Hours Total Days Total days 3=Inkind
per day last week last Week last month 4=No
or start-finish time worked
1. Respondent
2.
3.
4.
5.

F. If usestask/piece rate workers, number used last week
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42. RESPONDENT’ SENTERPRISE ASSETS

Please tell me all fixed assets (including building, furnishings, tools, equipment and machines) that you have purchased in the last 12 months for enterprises one and
two (REMIND RESPONDENT WHICH ENTERPRISES).and for other enterprises (if not recorded in Qt 9).

A. B. C. D. E. F.

Type of Fixed Asset Source of funds Purchase Price Paid off Isthis owned by

SH If not you?
1 = Earnings 1=Yes(SKIPTOF) paid off, (Could takefretain
2 = Savings account 2=No amount owed if HH broke up?)

3 = Credit from sdler/hire
purchase 1=Yes
4 = Loan, SPECIFY 2=No

5 = Transfers/remittances
6 = Other, SPECIFY

11

12

13

14

1.5

FOR OTHER ENTERPRISES

21

2.2

23
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43. You have been very helpful and told us about your enterprises and household. In the last two years (or
since began businessiif less than 24 months ago) have there been any negative consequences within
your eating and dwelling group as a result of having your own income generating activities? (WHAT,
WHY)

44. In the last two years (or since began businessiif less than 24 months ago) have there been positive
results of having your own income Income generating activities that we have not already discussed? (
WHAT, WHY)

45. Do you have any plans or strategies for increasing your income? 1=Yes 2=No
If yes, what are they and what are you doing to implement these plans.

In two yearstime, we will come back to talk with you. If you are not at the same business or household
location, do you have a permanent post office box which you would be using? Who will know where you
are? (TWO REFERENCES) WRITE CLEARLY

1. Your Permanent Post Office Box

Other Contact Information:

2. Name P.O. Address or location

Other contact information (e.g. telephone)

3. Name P.O. Address or location

Other contact information (e.g. telephone)

THANK YOU FOR YOUR COOPERATION. | WISH YOU GREAT SUCCESSIN YOUR
BUSINESS EFFORTS.

Enumerator’ s comments
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ANNEX D

ASSESSMENT OF MICROENTREPRENEURSIN UGANDA -

INSTRUCTIONS MANUAL FOR ENUMERATORS



ASSESSMENT OF MICROENTREPRENEURSIN UGANDA
INSTRUCTIONS MANUAL FOR ENUMERATORS?

I.  Objectives of the Survey and Use of the Information

I1. Preparations Prior to Field Work

1. Procedures and Operations (including sampling instructions)
V.  Questionnaire

V. Key Terms

VI.  Sector Classification

I. MICROENTERPRISE ASSESSMENT STUDY OBJECTIVES AND USESOF THE
INFORMATION

The assessment will focus on individual entrepreneurs, their households and

bus nesses/enterprises owned by the household, especially the respondent. It centers on those self
employment with their own income generating activities. The objective isto better understand the
processes by which enterprises are strengthened and the welfare of microentrepreneurs and their
households are improved. A secondary objective is to understand the linkages between non-farm
enterprises, activities which general cash on aregular basis, and the agricultural sector. To do
this a basdine study is being undertaken in 1997 and a follow-up study of the same households
will be carried out two years later in order to assess changes which have occurred. The
assessment covers microentrepreneurs who participate in credit groups and have received

assi stance from microenterprise programs and those who are digible to participate but do not
participate.

This assessment in Uganda, funded by USAID, isbeing carried out in three areas. Masaka,
Kampala and rural Mbale district. The results will be shared with development assistance
agencies and widdy distributed within Uganda to policy makers at various levels. The survey
results are intended to document the situation of microentrepreneurs and changes which have
occurred, and to explain why these changes have taken place.

The specific purposes of the survey assessment are:

- tohaverdiable information on microentrepreneurs, their households and enterprises

- to document linkages between the non-farm enterprises, enterprises which generate cash on a
regular basis, microentrepreneurs and the agricultural sector

- toobtain sdect information on the individual microentrepreneur vis a vis the household and its
economy.

- todetermineif the households and enterprises of microentrepreneurs who have received
specia services differ from those who have not.

3Thiswasthemanual taken tothefield. Additional guidanceand clarification weremadeduring thecourseof the
fieldwork.
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In the questionnaire information is collected on the household, the individual respondent and the

enterprises of the respondent. At the household leve this information covers:

- demographic characteristics

- expenditures : school fees, levies, and exam fees, key household items; assstance to others

- income: al sourcesfor last 12 months and ranking

- resdence: tenure status; and number of rooms

- asses: indicators of key household items, ownership of houses, rental units and agricultural
land

- food consumption : normal pattern of consumption of different food groups

- financia crises and ways household coped with them

Information is obtained on the individual respondent about: pattern of savings and amount,
ownership of crops and livestock, decision-making patterns related to use of loan funds and use of
enterprise income, contributions to household economy, ownership of assets and plans for
increasing income. Information is obtained about respondent’ s enterprises.

- sector and activities

- ageof busness

- premises

- employment

- main type of suppliers

- sales volume and receipts for top three products or services

- value of fixed assets purchased last 12 months
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II. PREPARATIONSPRIOR TO FIELD WORK
A. OVERVIEW OF ENUMERATOR TRAINING

Thetraining will consist of classroom training and practical training. The classroom training will
involve:

an explanation of why the survey is being carried out and the use of the information. The
importance of quality and care in both establishing good rapport with the respondents and in
recording answers will be emphasized. Good practices and approaches to conducting interviews
will be stressed.  Second, the questionnaire will be studied and each question clearly explained. In
addition, instructions will be given on how to probe to get responses on questions related to
income, expenditure, and value of sales. Then there will be role playing to learn the ways to ask
the questions and then to practice asking the questions in the local languages. The practice will
pay particular attention to how the questions are asked in the local language to ensure that the
meaning of the questions remains consistent. Next trainees will beinvolved in field practice
interviews. Observerswill work with the trainees and check the phrasing of questions, probing to
establish replies to income, expenditure and value of sales questions, and recording of responses.
Oversght and training will continue in the field when supervisors meet to discuss with each
enumerator his’her work.

B. CONDUCTING AN INTERVIEW

Successful interviewing rests on the enumerator being sensitive to the respondent. The
enumerator should consider how he/she would react if a stranger came to ask questions about
their income, expenditures, assets and income-generating activities! First impressons are
important. The enumerator must be friendly, polite and dress neatly but modestly. Enumerators
areto act professonal and NOT be rude or arrogant. The enumerator is asking the
microentrepreneur to help her/him to carry out their job so they should be thoughtful and kind.
They may purchase a soda or item from the microentrepreneur but NEV ER accept any gifts or
ask for special discounts!

Establishing rapport and the interview setting.

Greet the person with a smile and salutation. If the person is busy, wait patiently until they finish
what they are doing. Show an interest in the enterprise.) Do not interrupt their sales. Then,
explain the purpose of your visit. Answer any questions frankly. Stress the confidentiality of
responses. This means that the respondent must be comfortable about discussing financial matters
in front of others. It isbest if no other adults are present.

DO NOT MISREPRESENT THE OBJECTIVES AND USE OF THE INFORMATION,
OR YOURSELF. Theinformation from each individual isto be kept strictly confidential
and not discussed outside the research team. Therefore the respondent will not gain or lose
anything from answering. Neither will the particular LC area. Explain the information
from everyone will be aggregated together for areport which will go to USAID and others
interested in how people who work for themselves are managing. At the sametime, if
someone asks about who provides services to microentrepreneurs for non-farm activities, give
them a copy of the list which you will be provided. Thelist isnot inclusive but names certain
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groups we know about in the area who give loans to individualsin groups. Neither the
enumerators nor the directors of the assessment team have any links to micro finance
organizations.

General Guidance

1.

»

©ooNOo O

Be neutral. Never allow the respondent to think that she or he has given aright or wrong
answer by expression on your face, tone of voice and never appear to approve or disapprove
of any answers.

Never suggest answers. You may probe or when instructions state, read the list of possible
responses.

Do not change the wording or sequence of the questions, unless the instructions manual has
said that it might be. The exact wording must be maintained.

If respondent says“ | do not know” try to interest the respondent in the question and
determineif thisis correct.

If respondent givesirrelevant answers, listen and try to steer back to the original question.
Be friendly never act bored or be rude or pushy.

Do not form expectations as to the answers of the respondent. Ask the questions as stated.
Show an interest in the respondent, her family or enterprise.

When the interview is completed, thank the person and make friendly comments about the
enterprise (if interview conducted there) or in general e.g. children if conducted at the house.
Leavein afriendly and grateful manner just as you would expect someone to behave.
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1. PROCEDURESAND OPERATIONS
A. GENERAL PROCEDURES FOR RECORDING ON THE QUESTIONNAIRE

The questionnaires will be completed in pencil. The enumerator will circle the response category
which corresponds to the reply to the question or write in the answer.

Three general codes will be used:

DK =don’ t know
NW = not willing to respond
NA = not applicable, this question does not apply

Key questions center on the shilling amount of school fees, levies and exam fees paid, dollar
value of assistance to non-household members, ranking of income and expenditures, costs per
unit, salesreceipts. The enumerator must assist the respondent to recall individual expenditure or
income items and then assist with calculation of the amount. Patience and careful probing will be
required. A “don’ t know” reply should ONLY be used after patient probing and only when it is
obvious the person does not have information on which to construct the answer.

B. In general when thereis atable to complete, firgt fill in the initial column completdy and then
move row by row down getting information on each item. e.g. H1 write down first al the
names of HH members and then, when you have them all, ask for details on each.

C. DATA QUALITY

Remember that the success of the survey depends on you, the enumerator. Checks will be made
on the quality of data and information you collect. If necessary call backs will be required to gain
correct and accurate information.

D. When following a SKIP instruction please leave blank, do not write NA.

E. CONFIDENTIALITY

It isyour responsibility to maintain the integrity and confidentiality of al respondents, throughout
thisexercise.

Y ou should not discuss individual responses outside the assessment team.

F. INSTRUCTIONS FOR SELECTION OF NON-CLIENT SAMPLE

Mbale:

1. TheFied supervisor has a basic topographic map, which sets out the areas from which the
non-client sample isto be taken. In each area, there are dots showing the location of the
houses from which to begin interviewing to identify those digible to be included in the survey.
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Fied enumerators should calculate their average walking time (number of minutes per
kilometer) since the map is marked in one kilometer grids. Copies of the sampling map
detailing the grid and location will be given to each enumerator.

2. TheFied Supervisor will assist the enumerators in finding locations along roads nearest the
target points where a path exists.  Field enumerators should judge from the map the distance
to the target point off the road and walk the estimated distance in the direction of the target
point. Along the way, they should reconfirm with people they see that there is indeed a house
in that direction. Thefield enumerator should sdlect the home nearest the target point to the
survey.

3. Screening Process. They should begin the short screening questionnaire after introducing
themsalves and their purpose. They should ask if any woman (aged 18-60) is engaged in an
income generating activity which generates cash on aregular basis. Thisisthe person whom
you should talk with. If sheisnot there, ask another knowledgeable person in her household
thefilter questionsto seeif the woman qualifies for being part of the sample.

1) woman engaged in an activity which generates cash on aregular basis (weekly or bi-
weekly) (THIS INCLUDES distilling and brewing if done on a weekly basis)

2) thewoman isindividual owner or co-owner with a household member

3) been activein carrying out this work over the past 2 months

4) hasnot received aloan for her income generating activities (but may have gotten an
agricultural loan, NOT from FOCCAYS)

4. If nooneisat home, return at a different time at least once more, before selecting an
aternative. The enumerator should make note of the time and place of the call-back and
reason for not being able to locate the person. If no women in that household qualifies for the
same, proceed with alternative.

5. Thealternative procedureisto walk to the nearest house and begin the screening process
again.

Kampala and M asaka.

1. From the place where the client is interviewed, face away from her/his house or enterprise.
Turn right and walkforward six houses/businesses way from the sampled client. The
enumerator should then ask if a woman between the ages of 18-60 isindividual or co-owner
with a household member of an activity which produces aregular cash flow (on a weekly or
bi-weekly basis). If thereis no woman owner of such an activity, the field enumerator should
move two more residences/businesses in the same direction and begin again. If there are no
more businesses along the line turn to theright. If at any time moving to the right resultsin
coming to the end of an area, the enumerator should change direction 90 degrees to the right
and continue with the count. If impossible to go right, go left.

If, however, the enumerator is following the sampling procedure and observes that sheis

about to leave the area of potential businesses/residences, he/she should change directions
(180 degree turn) and return to the area continuing the counting.
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2. When you identify a business which generates cash on aregular basisand is owned by a

woman, ask these questions:

1) woman engaged in an activity which generates cash on aregular basis (weekly or bi-
weekly) (THIS INCLUDES distilling and brewing if done on a weekly basis)

2) thewoman isindividual owner or co-owner with a household member

3) been activein carrying out this work over the past 2 months

4) hasnot received aloan for her income generating activities (but may have gotten an
agricultural loan) from a bank or formal organization.

If the woman does not meet the criteria, thank her and conclude the interview or if meets criteria
but refuses to be interviewed, continue with the walking sequence. The walking sequenceis 6-
2--5-3-5.

G. Instructions for Location of Clients

First, Supervisors and Enumer ator s should be careful not to identify themselves with a
micr ofinance organization and car efully follow the instructions discussed during training
about the Introduction of the Survey. Weare NOT doing an assessment of individual
microfinance programs, rather we are looking at those who participate in programs and
those who do not.

Once a client islocated then that person can be asked about where to find the next two or three
on thelist.

The Field Enumerators will provide instructions for location of clients. It isimportant that only
clients (not their household members) be interviewed. Locate either the business or residence of
theclient. If not there, find out where she/he can normally be found. Try to make an
appointment. At least two mor e call-backs are required to locate the client at the place where
g’he can normally be found. One should try to identify where she is normally found during the day
and appointments made, when possible.  For each call back, the enumerator should make note of
the time of each and place, that is home or business. The Fidd Supervisor will provide an
aternative for the sample after al attempts have failed meeting with the client. A record of the
reason why someone cannot be located after three visits should be put in the Fidd Supervisor’ s
notebook as well astime and dates of call-backs.
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V. QUESTIONNAIRE

FRONT COVER Complete all sections
the ID will be provided by MISR later
HH addressis the residential address of the respondent and his’lher HH or village
Collect both residential address/location and address/location of enterprise if different from
that of HH;
Remember someone needs use this information to locate this person in two years.

DEFINITION OF HOUSEHOLD: A household isa group of personswho usually live and
eat together. Usual members include those who are away on avisit, those in boarding schools,
and polygamous husbands and the elderly and anyone ese who lives here more than six months a
year. Domestic workers with part of meals taken in their own quarters are not classified as part of
this household. Relatives or family who normally live e sawhere are NOT part of this household.

In rural areas, the actual houses may be separate on the compound. The key is whether they
usually eat from the same pot. There may be cases of widows who live adjacent or on a
compound but share no other resources with those with whom they eat such astheir son’ s family.
In such cases, the widow would be a single person household.

When you begin the interview TELL the respondent that you will be asking questions about the
group of persons who usually live and eat together. Tell her what word or phrase you will use to
refer to thisunit. During the interview remind her of this definition.

In the questionnaire and this manual the word household or HH is used to refer to the group of
persons who usually live and eat together.

2 Table Begin by having the respondent list everyone in her HH, starting with the adults. Then
ASK A - G for each person, using the CODES or filling in the response. Then ask H for all
those age 5-24, that is born between 1982- 1992.

ASK #1 last.

B Mother/father means biological. Other relationship terms refer to biological relationship.

D If person only knowsyear of birth record it as 19##, i.e. include the 19 so that we can
distinguish between someone born in 1950 and someone who is 50 yearsold. If does not
know age or year of birth, ask for an approximate age.

E Besuretofind out, in a polite way, if the woman isin a polygamous marriage. This helps us

to interpret the information given
Later. Record #2 if her husband has another wife.
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For the respondent and respondent’ s spouse/partner ONLY ,ASK the highest leve of
education completed. Write in answer; if none record O; primary level one= P1, and so forth
for primary school. For secondary school, write S and then the last level completed, e.g. S3..
If have had post primary education = PP training; post secondary training= PS training;
college, and university. Use the same codesasin E.

ASK for those 15 years and older the current main activity. That means the person was born
in 1982 or before. Even if person is a student, probe to seeif working isthe main activity.
(Current main activity information will be used as a cross check on sources of income and on
employment within the household enterprises. It will also be part of the information used to
derive an economic dependency rétio.)

Seecodelist. Code4 includes all sdf employed persons and employers. Do NOT assume
the main activity of the person you are interviewing is Code 4. Especially in Mbale, they may
consider their main economic activity as farming or peasant.

For those aged 5-24, born between 1973- 1992), AX if currently enrolled in school/training,
If yes, ASK theleved of enrolment and record in H1. If not currently enrolled in school,
record 0. ASK the amount spent last term on educational fees, : tuition, book fees, building
fees, and specia levies) last term of each person currently enrolled. Then ASK were the
educational feesfor this student paid by a non-household member. (Note: in the first few days
in the field the questionw as changed to read educational expenses, not fees).

ASK if the person isregularly (almost daily) present in the household. If away for work,
schooling, or living e sawhere part of thetime, record in 2 H the status. If not regularly
present, ASK the extent the person resides in this household. If this person is away more than
6 months a year for a reason other than school/training, cross out the name since the person
does not meet the original criteriafor inclusion as a household member. (Correct information
on membership and statusisimportant. Thiswill be used when calculating data on a per
capita basis.) Note: when polygamous husbands visit the HH daily, thisis not the same as
living and eating there on aregular basis. Record that under #6, such as visits daily but
doesn’ t stay there.

Here we want information on who paid and where the money came from for the educational
feespaid by thisHH. Thetwo main sources of funds. But if thereis only one source but two
people providing from the same kind of source, record that. See Key Terms List for
definition of “loan” and “ borrowed” money.

Head of HH means among those who live and eat there almost all the time. It is not the titular
male head who is Away most of the time. Who makes the decisions for this group.
Relationship refer to biological relationship.

Type of dwelling. Some microentrepreneurs will livein part of the same room where they
carried out their business. Others will have rooms attached to the main businessarea. A
house on agricultural land mean land which they own or rent as a contiguous unit.
Agricultural land does not refer to garden plots on mainly town/urban land.
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DO NOT count bathrooms or hallways or small store rooms. This refers to where the HH
lives. Many roomswill be used for both business activity and living space for HH. Do not
include rooms rented out.

Where possible, use observation and do not ask.

When walls are plastered so the person does not know, just record DK and go to next
guestion.

Thisrefersto the Main source used.

Urban questionnaire: Electricity - isthe place wired or have eectricity. This question is not
concerned about whether it isturned on or off.

For Mbale, it is assumed thereis no dectricity in the place. If thereis, write in space after F,
has dectricity.

. TICK the appropriate row and ask only the questions for that row. e.g. If household rents,
READ the rent questions. Owned means that they have customary rightsto it or have
purchased the house and have no further payments. If the household livesin a place that
belongs to someone el se and they do not pay any rent for the place, use the #4 Free row.

For those who live in rooms attached to shops, ask if their answer covers both places. If they
state a rental value for the dwelling as separate from the shop, then record the amount for the
rooms for dwelling in this question and the rental value of the shop later under the enterprise
guestions. If they on state or know one lump sum, record and more on. But, remember |ater
not to double record the answer under rent of business premises.

. Own or control means that they are the legal owner or have customary rights to control that
include transfer of userights.

If has house e sewhere, rural means on agricultural land or in small market area.

This coversitems OUT OF THE HH including transfers, remittances of money, gifts or items
such as food, payment of rent for others, educational costs, and ceremonies, AND assistance
for burials and funerals. DO NOT include money given as loans and expected to be repaid. If
gifts, food or other items given, record the monetary value of the items.

Need to distinguish between rural areas and towns. Before asking #1, EXPLAIN you will ask
about those in rural areasfirst and then about those in towns or urban areas. To peoplein
Kampala, everything may be classfied asrural!

Do not make the respondent add up the total amount. If she gives each amount, then record
each amount. Additions will be done when the data are entered.

. Thisdoes NOT include items which one member may have taken when eating outside of the
HH. Thelast 3 days, not today.
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Vegetables - include al types of vegetables, any form.

Meat, Chicken, include any poultry, game, fish(dried or fresh); they may say they eat it only

once aweek but only record it if that day was one of the last 3 days.

Milk = any form but not that taken in tea; fresh or sour milk. If they say, only the children,
record those days.

Eggs=  record the number of days mentioned even when they say only the children.

Main source: this refersto the food eaten the last three days only. May use multiple codes.
Code 4, and specify if takes
Items from her or HH enterprise.

8.2 Rurd only. Health and Nutrition

A

In past 12 months, has respondent tried any new health or nutrition practices?
If yes, where did she learn these practices. MULTIPLE RESPONSES

What new practices did she try? MULTIPLE RESPONSES POSSIBLE. (LEARN
RESPONSE CATEGORIES FOR SPEED OF RECORDING)

In past 12 months did respondent advise a non-HH member about improved health or
nutrition practices.

What items have been purchased by the respondent in the last 12 months. Purchased
individually means only with her/his money; co-purchased means jointly purchased, mixing of
funds from others. The items may be for the HH dwelling, the farm, for enterprises of another
HH member, traditional woman’ s dress, building materials and so forth. DO NOT include
here livestock, agricultural inputs, and fixed assets for the respondent’ s enterprise(s) since
those will be covered later.

Its important to get this information.

Is any money still owed on this? If YES, ASK, how much is still owed, principal plus any
interest. Record O for none.

What was the Main source of funds, record only oneresponse. If it was aloan, specify the
organization or bank or categories such as friend, spouse, etc. Note that borrowing, as distinct
from aloan, is some arrangement which DOES NOT include interest paymentsand a fixed
due date. A loan isaformal arrangement and includes interest and fixed term/fixed due date.

ASK, Is thisitem owned exclusively by you? If the HH broke up, could she/he take it away
or retain it?
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10.1

Items owned by any HH member but not named in Qt 9, or any gifts acquired. READ the
individual itemslisted in 10.1.

Urban questionnaire: If therefrigerator is mainly used in an enterprise but also for HH record
it here.

10.2

11.

ASK does any member of thisHH own a bicycle or other means of transport? If YES
just ask what and record answer. DO include transport owned by HH member and used
in business. Currently in working order refersto thisweek. It can be in for repairs but not
in the shop indefinitely.

Cultivatable land means that which is suitable for crops: soil and drainage affect which
crops can be grown. Here we include land not cultivated, such as land in fallow and that
held but not used. First ask if they own/control, rent or lend out or rent in land, or use
other land. HH in Kampala and Masaka may not own or use such land.

B. Land owned/controlled by HH; controlled refers to customary tenure rights which extend to
right of transfer. People have several small parcels of land. Ask them to estimate the total
amount owned/controlled and include the land rented or lent outbut not land rented in or
bel onging to another HH or someone outside this HH. Then of this, how many acres have
they lent and/or rented out?

C Land rented in and used for crops

D Parents of respondent or respondent’ s spouse.

121

12.2

13.

14.

Crops of the respondent. Those soldy/exclusively owned and those jointly owned that
were grown the past 12 months. This includes newly planted crops which have not yet
been harvested and permanent crops (those that do not require planting or setting out
every season). We are mainly interested in the crops grown and sold.

In the last 3 months, has respondent purchased with money she/he earned any inputs for
crops or paid labor for crop? If yes, don’ t read . Ask and tick if mentioned. Other inputs
write the name. For all record amount spent; do not make the respondent add the totals,
neither should you if large. Just write down each expenditure for labour, if paid more than
once.

Crops grown by other HH members individualy or jointly (not including those mentioned
in Qt 12.1). ASK respondent to namein order of importance to the HH economy. We
are primarily interested in those which are marketed. DO A first and then ask B.

Livestock. PROBE alittleif seemsreluctant to talk about numbers. Re poultry just
estimate number if over 10. Dairy cattle does NOT refer to local breeds, rather crossed
or upgraded locals, or any exotic breeds. There should be NO double recording of other
cattle and ploughing animals.

Annex D-Page 13



15.  Sources of Income. You have already been learning about crops and livestock which have
been sold in the past 12 months. Now we want to find out other sources of cash income
for this HH.

151

A Firgt, ask about any enterprises/businesses owned by members of thisHH . There are two
types. Include on-farm activities which generate a cash flow on aregular basis, that is weekly
or bi-weekly. Record these here even if mentioned previoudy. FOR MBALE, THISWILL
INCLUDE BREWING, YEAST MAKING, MAKING FOOD AND SELLING, ZERO
GRAZING, AND MAYBE POULTRY RAISING. FOR URBAN AREAS, MAY INCLUDE
ZERO GRAZING, RABBITS AND POULTRY RAISING OR LIVESTOCK TRADE. It
may include seasonal activities BUT NOT occasional sale of crops or Livestock or livestock
products ONLY from own or HH production. Here you are asking about the enterprise - as
they consider it; not the individual activitieswithin it. For exampleif the person has a shop,
just record shop. If the business sdlls fruits and vegetables, just write fruits and vegetables. A
small table with avariety of itemsis usually called vending table.

ALSO INCLUDE UNDER A, NON-FARM INCOME GENERATING ACTIVITIES. Do
not include rental properties as an Enterprise.

LIST ALL AND THEN DO B.

B. What isthe ownership pattern?
1 = respondent sole or individual owner; no other owners
2 = respondent is co-owner with another HH member (s)
3 = respondent is co-owner with one or more persons who are not HH members
4 = spouseisindividual owner or co-owner with another person outside the HH
5 = another HH member isindividual owner or co-owner with another person outside the HH
6 = Other, specify ownership pattern

15.2 What were other sources of income for HH or membersin the last 12 months (READ)

A/B 6 =if sdlslabor, casual or part time work

7 = salaried or wage income

8 =rental income, BE SURE TO ASK THIS

9 = transfers, remittances, gifts, TESO, other contributions
(TESO clients receive funds each month )
DO NOT INCLUDE SCHOOL FEES PAID BY SOMEONE OUTSIDE HH AND
RECORDED IN QT 2

10 = other, SPECIFY.
DO NOT INCLUDE MONEY GOTTEN FROM LOANS OR BORROWING IN LAST
6 MONTHS.

PROBE for any other source of income which has not been mentioned,. Include here any lump
sum payments for pension, retirement, retrenchment, etc. and regular pension payments

B Who earned (Multiple codes possible)
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1 = respondent

2 = spouse/partner

3 = other HH member

4 = HH as a unit or group
5 = other specify

NOW WE STOP AND ASK: THINK ABOUT ALL OF YOUR HH’ S SOURCES OF INCOME
THE PAST 12 MONTHS. THISINCLUDES THE CROPS AND LIVESTOCK DISCUSSED
EARLIER, ENTERPRISES AND THE OTHER SOURCES. |F THERE WERE CROP SALES
(QTS12.1, AND 13). AND LIVESTOCK SALES (QT 14) , ASK THE RESPONDENT TO
THINK OF THESE CROP SALES AS ONE SOURCE OF INCOME; LIVESTOCK SALESAS
ANOTHER SOURCE.

Then each enterprise and other source of income should be treated as separate categories.

ASK: PLEASE TELL ME THE 5 WHICH CONTRIBUTED TO THE MOST TO HH CASH
INCOME THE LAST 12 MONTHS.
Rank them in order of there contribution to total HH cash income, top record as 1 and so forth.

Do not assume that enterprises other sources which contribute money on aregular basis earn the
most money.
ASK therespondent. This means HH income; income from a polygamous husband may not come
into this HH.

Grossincome isthe total amount of income earned: and does not take into account the cost of
inputs and other expenditures required to earn this gross income.

16 This question covers any money acquired the last 6 months by respondent for purposes of
her/his income earning activities. The money may actually have been used for something else
DO NOT READ RESPONSE CATEGORIES. Borrowed means it does not include both
an interest payment and a fixed date when must berepaid. Banks givesloans. So do
numerous other organizations (#2) in addition to those listed in #3, the study’ s client
population. Individuals may also extend loansin that they charge an interestand have a fixed
repayment date. If respondent has obtained money from #4, #5 or other in #6, ask if interest
charged and amount, if had a fixed due date, and length/term of |oan (record number of days,
weeks or months as appropriate. Interest is charged if the amount dueis greater than the
amount borrowed.

If got more than one loan or borrowed in the last 6 months for income generating activities,
record multiple responses.

16.2 If respondent received loan from FINCA/PRIDE/FOCCAS ask A-C. Some arelikdy to
have had several loans before the latest one, the most recent one. For B and C, do NOT
count the most recent loan. For C, just record the amount for Each loan (principle, not
amount the had to be repaid which includes interest payments) and do not try to total the
amounts.
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16.3 ASK to everyone who either received aloan or borrowed money in the last 6 months, how

17.

they spent the money. If received loans from FINCA/PRIDE/FOCCAS ask specifically
about how this loan money was spent even if they also got money e sewhere. For all
others, ask about the largest amount obtained. DO NOT READ responses.
1 = Enterprise activity means it should be for operating costs, purchase of
goods/stock/material, purchase of fixed asset or Paying rent for business premise and labour,
transport.

Column C, record which enterprise since there may be more than one of that type in the HH.
For example, two people in the HH may have the same kind of business, such as a duka/shop,
thereforeit isimportant to know

Whose shop was assisted. In D ask who is owner of the enterprise.

Have the respondent name each use (column A). Then ask C-D on each. At the end, ask the
amount spent for the two largest Categories, not on specific items bought for enterprise etc.

SKIP to Qt 20 for all those who borrowed money. (LOOK AT QT 17.1; IF
RESPONSE IN #4-5 SK1P)

What would the respondent (or the HH ) done if respondent had NOT gotten the loan. 4=
continued as was doing means would not have made those expenditures. Be sureto
SPECIFY any other answer.

18.A. Who decided about the actual use of the funds? One may have intended one use, but

19.

B

20.

when the money came used it for something else. 2= talked it over means consulted, took
others opinions but then respondent made final decision. Credit group, means they may
have advised the respondent.

Who has been providing the money for the loan payments or payment. What has been the
pattern?

What have been the two main sources of funds for these repayments.

Do you save in any of these ways. Read categories. When you ask, #4 other, if they are
in rounds, or rotational clubs-find record it under other. #3 A meansthat credit
groups/associ ations often require that a member make mandatory payments or
contributions such as for aloan insurance fund. #3B means that credit groups/associations
often provide a means for individuals to save, with no requirements about the frequency
and amount. ASK the current amount saved. Do not probe if unwilling to tell you.

Rounds means clubs or groups where members contribute a set amount at a set time,
regularly, and then one of the members gets all the money, in rotation each time, every
member getting aturn at recelving al the money.

Savings club means money is saved, but not given out to someone each time deposits are
made. If savings clubs are mentioned, record under Other. |If respondent mentions giving out
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21.

loans which earn interest and investments as savings, please make note but do not include
under Other.

For #2 and #3 record only for individual accounts, not joint accounts.

STATE Now | would like to ask you about major unanticipated events within your
household in the past12 months that had financial repercussions on the HH. Events
happen that change the income and expenditure patterns or may require an extraordinary
expenditures - unplanned expenditure for a special reason, thisis not part of the normal
pattern and long term changes may result. PROBE, if necessary read response categories.

Type of event MULTIPLE RESPONSE : circle al that apply

Damaging means which upset the household economy, pattern of income or was the most
financially costly. We know that all of the events above have personal and human dimensions
aswell. Some of the events happen in a package, such asillness, Loss of job, and death of
HH member. Try to record the one which had the biggest financial impact. If not possible,
use multiple responses for the package.

ASK When this (damaging event) occurred, how were financial demands met then and
afterwards? The event may have required an extraordinary expenditure or may have required
adjustments to the pattern of expenditures. This questions covers both.

Multiple responses circle all that apply

1 = used earninggregular incomei.e., handled within existing income

10 or 11: Renting or sdlling assets. Assets are physical property or items or possessions. |f
assets sold or rented out, ASK please tell me which assets were sold or rented out. Record.
This means assets owned by HH or a HH member.

RESPONDENT’ SENTERPRISES

22.

(1) Explain that you first want to know about those which generate cash on aregular basis, that is

weekly or bi-weekly.
(This means normal flow, not seasonal or irregular)

Do A and B first. C.-E isdonelast after recording for linesnumbered 1 and 2.

Describe the main activity. Do this by usng general descriptive categories such as sewing,,
tailoring (makes clothes on order), vehicle body repairs - metal work, shop, bar, hotdl.

Ownership pattern;

1 = respondent individual, sole owner

2 = respondent co=owner with spouse

3 = respondent co-owner with other HH member(s)
4 = respondent co-owner with non HH member

5 = other explain
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(2) Other enterprises, These are those which do not generate money on aregular bases. They can

be seasonal or irregular. (We have information on sales of crops and livestock produced by
the respondent and/or respondent’ s household. While these Should be listed here if
mentioned, they alone should not be the focus of asking questions about Enterprise Two.).

For example, sdlling a pig or cow once or twice a year does not justify asking Enterprise Two
guestions about this income generating activity. If it isasgnificant operation, such as poultry
keeping for sale of broilersit should be recorded and be focus for Enterprise Two. Own or
household produced items can be sold in same space as other items and thus covered under
Enterprise One or Two.

Cfor 1and 2;

23.

The purpose of this question isto identify an enterprise: more than one activity can
take place at the same Time and space. These are grouped together and considered as
an enterprise.

Which operate at same time and space. Space means main sales Ste or base. If sdlesare
made from same place for Activitieslisted in 1.2 and 2.2, then in 1.2 add the number 2.2; and
in 2.2 add the number 1.2 so we can pair the activities. Which operate in same time and
gpace. |If any operate in more than one place but use the same stock, classify as one enterprise
and hence record the row numbers to get pairs or matches.

Before doing D and E, classify activitiesinto enterprises. Explain to respondent the
grouping. Then ask, hasthisenterprise been operating/open for businessthelast 2
months. (It might have been closed Due to illness, funeral etc)

Then you will study the responses to identify what activities/enter prise to cover in
questionsfor Enterprise One
And for enterprise Two.

Enterprise Oneisthat which generates a cash flow on aregular basis. (NOT THE
MOST PROFITABLE)

HOWEVER, if more than one enterprise generates a cash flow on aregular basis, select
the one open/operating

Thelast 2 months AND gener ating the most pr ofit)

IFONLY TWO ENTERPRISES, THE SECOND ONE WILL BE COVERED UNDER
ENTERPRISE TWO.

IF MORE THAN TWO ENTERPRISES, WHICH ONE WAS OPERATING THE
LAST TWO MONTHSAND GENERATED THE MOST PROFIT. THISWILL BE
ENTERPRISE TWO ABOUT WHICH YOU ASK QUESTIONS.

MAKE NOTE ON PAGE THE ACTIVITIESAND HOW CLASSIFIED INTO
ENTERPRISE ONE AND TWO.

The purpose of this question isto classify the enterprise by sector. However, many
enterprises cover activities Which fal into different sectors. For example, a shop can sl
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24,

25.

dried food, etc (TRADE), chapatis the owner Makes (SERVICE), and have a sewing
machine for repairs and making dresses (MANUFACTURING).

Remind the respondent which activities you have classified as one enterprise. Then use
observation (if Interviewing at business site aswell asASK: ALSO REFER TO YOUR
LIST OF SECTOR CLASSIFICATIONS
1 = buy and sl items - trader
2 = <l cropg/livestock/ or livestock products produced by you or your HH
If sells crops/livestock or livestock products PRODUCED BY OTHERS THIS IS
TRADE
Do not include items transformed/
3 = sarvices, food and local beer sales, hair dressing etc
4= manufacturing: making, repairing

Useyour list to help classify TYPES of activities. In Mbale, if women brews beer for
selling to customer s and also Sellsto other women who will sell to customer s classify as
service or manufacturing based on which gener ates the most cash income.

Operational Pattern

A Record year respondent first began in this type of business.. If begun within the past 12
months also record the month begun.

Since microentrepreneurs especially traders often move up in scale and type of activity, if this
businessislessthe 12 months

Old, ASK did you own another enterprise before this one?

Number of monthsin operation last 12 months. The person may have been ill, or something
else may have caused the Business not to operate. Operating means when available/ open for
sales or when producing something or traveling To buy inputs.

Main businessste. Ak if thisismain site or whether the respondent also has other
outlets or sells elsewhere.
Establish the main business site.

Isit at the same Site aswhere lives, that islivesin the shop or has rooms adjacent to the
business structure.

If not interviewing at the main business site, ASK,, please describe the immediate
surroundings of your main business site.
If necessary read response categories.

Main Location: This means the immediate surroundings of main business site (premise) "
stand at the business site and look around, where am I?' Since an entrepreneur may have
more than one business site (premise), theM AIN oneis defined as follows:

* Main saleslocation - for traders, agricultural sdlers
*  manufacturers - main production site
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* services - main site for organizing/contacting/storage i.e. the "base’

Urban Qt:

1= residential trading area, this means houses and shops mixed together

2 = Formal market centre- there are established markets such as

3 = Town/city centre means not in a formal market centre in a town/city centre, it could be in
a shop or along a road

4 = Mobile means no fixed sales sSite, moves around during a day or changes from day to day
5 = Other

Rural Qt:

1= residential trading area, this means centre with some shops, it may be one row deep or
larger

2 = Formal market stes- there are established markets sites, where people pay daily or weekly

feesto use

3 = Other, on main road means Siteis on atwo lane road but not in atrading area

4 = Off main road, sells from house or otherwise not on a two lane road

5 = Other Specify

C Busnessphysical structure

Main Premise where business done. Business premise: This means the exact physical structure
where the business operates, not the surroundings. For example, my main busness sitesis
located in aformal market; then the business structure in the market could be @) outdoors,
sdling on the ground, b) a gtal, or ¢) insde a permanent building.

If not interviewing at the main business site or if interviewing at residence, ASK, which best
describes your main business site. READ response categories.

C 1= 0Open air, including those with umbrella’ s and temporary roof
2 = semi-permanent structures with roofs, such as stals, shops, shed ; poles and mats; low
grade unburnt bricks
3 = Permanent building of brick, cement
4 = Mobile, no main premise, moving around, no base
5 = Other, specify

D ASK if pays charges for the use of the place (building or land) IF ENTERPRISE AND
DWELLING THE SAME, MAKE SURE YOU ARE NOT DOUBLE COUNTING THE
RENT. CHECK BACK TOQT 5

E IFPAYSNO CHARGES, WHAT IS THE FORM OF TENURE

This question concerns the security of the premises from eviction, movement by authorities
and so forth. If the person is selling along the street in front of an authorized site, we are
concerned about that person’ s actual saling site”. If he/she is not paying rent but using
someone else's residence, probe to assess security level of the arrangement. Informal
agreement implies that the person could not be evicted without notice.
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26.  Typeof sdler/supplier with which respondent spent the MOST money. READ response
categories, if appropriate.

1= farmers(on farms), did they go onto commercial, semi-commercial or peasant farmsto
buy agricultural products, brew for resdlling, yeast for making brew , trees for making
charcoal, or buying charcoal, cows for daughtering

2= rura markets (any type of organized market or trading area)

3= Traderdintermediaries (in urban area) FOR MBALE this response is different- means
people coming to sell to respondent.

3= wholesaleretail shops - in towns, urban areas

4= factoriessmanufacturers --commercial businesses for timber, construction materials etc

27 FOR SELLERS OF CROPS AND LIVESTOCK AND LIVESTOCK PRODUCTS (e.g.
milk, eggs). This does not mean products that have been transformed through any process.
Thisdoes not have to be the main line of products sold.

A Asks about the usual or normal pattern .

B. Asksabout last calendar month.

28. BEGIN with awith asking respondent to think about the total value of sales last month.
What products contributed the most to the money obtained and any due from extension of
items of credit? What were the three most important products? Thus we can assist the
respondent to identify the 3 top products in terms of value of sales (that is money
received and money due on products sold.).

ASK, What are the three products or services that contributed the most last month to the
sales VALUE, expenditure and inputs not taken into account. |If respondent sold more than 3
types of items last month then list 3, not just the top one or two.

Then for each item, one by one and row by row. Note that the sections answered i.e. C or
D or E or F, could differ for different products.

B FORITEMSBOUGHT AND SOLD (TRADED) ONLY

B1 ASK, Unit of purchase. Unit, means a crate of cokes, a crate of tomatoes, a bale of clothes
but it could also mean individual items such asadress. Do not worry about trandation of
what the unit is. Thisis mainly to establish a unit to discuss.

B2 Cost of the unit in B1. Not including labor and other inputs such as transport, rent etc.

THEN ASK RESPONDENT WHICH ISEASIEST FOR YOU TO REMEMBER - SALES
LAST MONTH OR LAST 7 days.

ASK C OR D, ACCORDINGLY.

C1 ASK, how many purchase units were sold last month. Be specific e.g. half a crate.
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C2 Average sling price per unit

C3 Total salesvalue last month. This could be C1 multiplied by C2 but if discount is given for
instance it may differ.

D FORTHOSE WHO COULD NOT GIVE INFORMATIONIN C

D1 ASK, how many purchase units were sold the last week.. Be specific e.g. half acrate. You
may have to assist with recall by asking about yesterday and working back for 7 days.

D2 Average sdling price per unit

D3 Tota salesvalue last week. This could be C1 multiplied by C2 but if discount is given for
instance it may differ.

D4 THEN ASK, was last week ‘ ssales high, low or average compared to the weeks last
month. Usethisquestion to help
Therespondent to estimate the total saleslast month.
Werethe salesthe last week, higher, lower or about the same as the weeks last calendar
month?
Now we want to assist the respondent to estimate the total sales value last month using the
weekly information. First ask whether the sales last week were typical of other weeks, or were
they higher or were they lower?

D5 Probe and spent time to establish an estimate for total saleslast month. It will not be smply
the weekly figure multiplied by 4.

29. FOR ALL OTHERITEMSAND FOR SERVICES

A List thetop three products or services. The products may be malwa, atype of dress made,
school uniforms etc.

ASK RESPONDENT WHICH ISEASIEST FOR YOU TO REMEMBER - SALES
LAST MONTH OR LAST WEEK.

ASK B OR C, ACCORDINGLY.

B1 ASK, how many sales (service) units were sold last month. For a hair dresser, use heads.
B2 number sold

B3 Average sdling price for one unit. This means actual price sold at.

B4 Total salesvalue last month. This could be B2 multiplied by B3 but if discount is given for

instance it may differ. Not including labor and other inputs such as transport, rent etc. Take
time to work with respondent to estimate and compute the cost.
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C FORTHOSE WHO COULD PROVIDE INFORMATION on the month, ask about
last week
Y ou may have to go day by day for those who do not know about the total week. Ask what
sales yesterday.
Then the day before that, etc.

C1-4 SameasB 1-4

C5 Werethe saesthelast week, higher, lower or about the same as the weeks last calendar
month?
Now we want to assist the respondent to estimate the total sales value last month using the
weekly information. First ask  whether the sales last week were typical of other weeks, or
were they higher or were they lower?

C6  Probeand spent time to establish an estimate for total sales last month. It will not be
samply the weekly figure multiplied by 4.

D Ask therespondent to estimate net margin (sales value minus costs) per sales unit.
S/he may have an idea of the amount they would like to get. Probeto try to get an actual net .
Thisisonly per item, not counting other costs like rent, wages etc.

30. ASK Dothe salesunits sold represent all or amost all (90-100 %) of the sales for the last
week? Month? IF ONLY HAVE FOR LAST MONTH, ONLY ASK RE LAST
MONTH.

31 ENTERPRISE TWO (SAME AS above)

39 ASK, please think about the sales revenue from your enterprises (one and two - the ones
discussed in detail, and any others listed as enterprises in Qt 22 how was the money you
received spent? (DO NOT READ CATEGORIES, BUT REMIND RESPONDENT THIS
INCLUDES MONEY PUT BACK INTO BUSINESS FOR INPUTS, PRODUCTS TO
SELL AND GENERAL OPERATING EXPENDITURES) THISIS AN IMPORTANT
QUESTION. SPEND TIME.

Tick those items which respondent mentions. Then before proceeding with C-D, go back and
confirm that all these Expenditures were made LAST calendar month.

C-D Then ask the respondent to think about those on which she/he spent the most money.
Rank the three top ones.

Afterwards ask how much did you spend on each of the three.

IFITISEASIER TO THINK FIRST ABOUT AMOUNT SPENT ON EACH, DO D FIRST

AND THEN GO BACK TO

C. The respondent may not be able to estimate the amount spent on his/her enterprise or on
food. Try to get arough Estimate.
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40.

41

SUMMARIZE AND THEN GO BACK TO QT 28/29/30 AND (IF SECOND
ENTERPRISE) 36/37/38. HASRESPONDENT INCLUDED ALL OF THE MONEY
SPENT TO BUY INPUTSGOODS/STOCK FOR BUSINESS? DOESTHE NUMBER
OF ITEMSSTATED ASEXPENDITURES SEEM IN LINE WITH THAT AMOUNT
OF MONEY FROM SALESGIVEN WHAT THE SALESINFORMATION
REPRESENTSASA % OF TOTAL ENTERPRISE SALES? DISCUSSWITH
RESPONDENT TO CLARIFY. IF NECESSARY MAKE NOTE.

If does not know for co-owned enterprise but knows for the other (if you did 2 enterprises),
make note and record For the one she knows.

Over the past 3 months who decided how this revenue from your enterprises would be
spent? (What was the usual Decision-making pattern?)

Who decided last month to spend the money in these ways?

Consultation means discussing it with someone but respondent makes final decision
Joint decision (option 3) means respondent and one (or more) other people reach an
agreement

If there appearsto be a general pattern, e.g. | give to my wife and she makes the decisions
each month, record under 4 other and explain.

Circle relationship of other person with who the respondent consulted, made joint decision or
mentioned in 4.

Ask about who assisted last week and last month with the one/two enterprises discussed in
detail. Remind respondent which you are talking about. Include casual, irregulars workers .
Therow for the respondent MUST be compl eted.

ASK the names of everyone who worked last week and last month and record them

THEN ASK B to G FOR EACH PERSON, including respondent, one by one and row by row
ASK isshe/he over 15 years old?

We are aiming to get the monthly figures. Ask al hours, D1, D2, D3 so as to get as much
information as possible.

D1 Average number of hours per day worked last week.: record these even if respondent claimsiit

was not a normal week

D2 Total days last week

D3 Total days last month worked. Standardize. October has 31 days and Nov 30 days.
Standardize.

7 days per week = record 28 days
6 days per week= record 24
5 days per week= 20
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42.

43.

First ask if the person is paid and then ask how. IF a household member is not paid in Sh, but
thereisan explicit agreement that person will receive in-kind payment, then record YES.
One assumes household members recelve payments indirectly. In-kind payment meansin items
or servicesinstead of cash. It may include food eaten at the work-place.

In kind implies the value is calculated/estimated as all or part of the payment for services
rendered.

2 = mixture of cash and kind

Some respondents may pay people by the task or job, not by the hour. If so, ask how many
people paid by task/job
Piece last week. Include here, people paid only on commission, that iswhat that person sdlls.

Respondent’ s enterprise Assets First for enterprise one and two and then for other
enterprises which HH has or plans to have but did not mention in Qt 9. No double
recording in Qt 45 and Qt 9. Re Enterprise One and Two, remind respondent what
enterprise(s) discussing.

Fixed assets the respondent has purchased in the last 12 months.

INCLUDE

hire purchase items

transport, machinery, equipment, furniture, fittings, land, buildings,
buying a separate premise not physically attached to residence
buying or bought land separate from where household lives

EXCLUDE
Items mentioned in question about HH and other purchases.

The purpose of this question is to be able to calculate the total amount invested in this
enterprise the last 12 months.
Complete A in full and then ask B-E for each item, row by row.

If not paid for in full, ask total amount (principle plus any interest) still remaining to be paid

Do last. Which items are owned by the respondent (could take away or retain if HH broke

up)
Record code for each item.

The purpose of this question isto learn if in the last 2 years (or if busness new, since it
began) have there been any
Negative consequences within the HH as a result of the respondent having her or hisown
income generating activities.
Does involvement in an income generating activity cause negative results in the HH.
Respondents however may use this as the opportunity to talk about other negative things
related to the business.
AsK the question clearly. But, if respondent chooses to talk about some other negative things,
record. Do not
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Press the question. Record what and why.

44.  The purpose of this question isto learn any positive results or outcomes as a result of
owning an income generating
Activity, especially anything that has not been covered.

45.  Any plans or strategies the respondent hasfor increasing her/hisincome. Ask what isthe
plan/strategy and THEN be sure to ask what she/he is doing to implement it. If nothing
yet record this.

1=Yes 2- No CONTACTS

STATE: You have been very helpful and | thank you for telling me about your enterprise and
household, We will return in two years time to find out how things are progressing with you, your
HH and your enterprises. If you are not at the same business or household address, who will

know where you are?

Obtain details of their permanent mailing address or mailing address of next of kin or close friends
who will know where they are. Telephone numbers will also be useful. Under other contact
information, if the person is formally employed record name of company or office and telephone
number, OR the home telephone number.

Asyou depart, show an interest in the business, any special products etc. LEAVE ON A
POSITIVE NOTE. Chat with respondent to show interest.

AFTERWARDS, write comments on questionnaire in terms of willingness and ability to answer
guestions. Ability refers to the person knowing the answer.
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V. KEY TERMS/DEFINITIONS

ENTERPRISE/BUSINESS an activity to produce cash income; it does not involve working for
someone ese. It can be (very) small or large. A range of income
generating activities carried out in same time and spaceis classified
asone enterprise.

ENTERPRISE ONE It includes non farm activities that produce a regular cash flow
income, and on-farm AS LONG AS IT PRODUCES A REGULAR
CASH FLOW. Thisdefinition includes poultry production for eggs
and broilers, zero grazing/milk production from crossbreeds or exotic
cattle, raising rabbitsto sdll, and brewing or distilling of local drinks
aslong asthese are carried out on a regular basis to generate a cash
income.

ENTERPRISE TWO In addition to the definition for Enterprise One, this refers to seasonal,
occasional trade, manufacturing or services, so long as they have been
carried on in the last two months alone or in conjunction with on-farm
activities. IT DOESNOT REFER TO SEASONAL, OCCASIONAL
SALE OF CROPS OR LIVESTOCK IF THAT ISTHE ONLY
ACTIVITY. (We have already collected information on these.)

HOUSEHOLD A household isa group of personswho usually live and eat together. Usual
members include those who are away on avisit, those in boarding schools, and
polygamous husbands and the ederly and anyone € se who lives here more
than six months a year. Domestic workers with part of meals taken in their
own quarters are not classified as part of this household. Relatives or family
who normally live e sewhere are NOT part of this household. May have single
person households.

In rural areas, the actual houses may be separate on the compound. Thekey is
whether they usually eat from the same pot. There may be cases of widows who
live adjacent or on a compound but share no other resources with those with
whom they eat such astheir son’ sfamily. In such cases, the widow would be a
single person household.

LOAN money borrowed that must be repaid by a certain time and with interest

BORROW money obtained that will be repaid but may be with or without interest; and the
due date may or may not be specified

FIXED ASSET aphyscal item, possesson, including livestock, land, buildings, equipment,
toals, furnishes, Bed sheets, blankets etc.

SALESVALUE money obtained and still owing from items sold; price sold at
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SALESRECEIPTS

money actually obtained, cash in hand

NET REVENUE/PROFIT Value of sales minus expenditures

MARKETING MARGIN For each item sold, sales value or price sold at minus cost of that

PAST 24 MONTHS

PAST 12 MONTHS

PAST 3MONTHS

PAST 1 MONTH

LAST CALN. MONTH

itemto dler

depending on when interviews are conducted; if in September refer
throughout to period September 95 to September 97. If in October
period is October 95 to October 1997.

depending on when interviews are conducted; if in September refer
throughout to period September 96 to September 97. If in October
period is October 96 to October 1997.

depending on when interviews are conducted; if in September refer
throughout to period June to August 1997. If in October period is July
to September

depending on when interviews are conducted; if in September refer

throughout to August 1997. If in October refer throughout to
September 1997. If unforseen circumstances have prevented a business
from operating during the last calendar month, but usually the business
isaregular one, then refer al questions of "last caln. month” to the last
but one calendar month.

LAST WEEK Means last calendar week.
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SECTOR CATEGORIES

A. COMMERCE/TRADE (ITEMSBOUGHT AND SOLD; NO VALUE ADDED)

EXAMPLES

Shop

Vending table with limited stock (e.g. matches, cigarettes etc)
clothes/garments, shoes etc (used or new)

Dairy products - milk (not canned or powered), eggs, ice cream not produced by respondent or
respondent’ s household

butchery/fish/meat/chickens

Stationery, printed materials, books, newspapers

hardware, metal products

cosmetics

Farm products not produced by respondent or respondent’ s household
|eather/shoes,

Drug shop

Brewing for sale to people who will sdll it to customers

Y east making for sale to people who will useit

Paraffin/kerosine

Hour

Dried Fish

B. AGRICULTURE (THAT PRODUCED BY RESPONDENT OR RESPONDENT’ S
HOUSEHOLD)

Poultry (chickensfor eggsor broilers, turkeys)

Pigs, rabbits

Livestock trade

Milk production from crossbreeds or exotic cows; zero grazing

Crops grown by household or respondent and sold (e.g. maize, matoke, bananas)

C. MANUFACTURING

GARMENTS/TEXTILES

Sewing, knitting, crocheting, makes clothes, embroidery
tie/dye

Makes clothes on order to fit - tailoring

FOREST BASED PRODUCTS

furniture making, carpentry, wood carving,
grass/cane/bamboo works,

Saw milling -

Charcoal making (from trees not on own land)

METAL WORK
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welding, other

Tinsmithing (Drum making/refurbishing/repair etc)
Blacksmith,

Fence maker, other

LEATHER/RUBBER/PLASTICS
Shoe maker/Sandal making
purses & other leather work

MASONRY
brick making, block making, pottery work, other

D. SERVICES

FOOD AND BEVERAGES

bread or cakes, madazis, chapatis, other cooked foods
Eating Room, restaurants

Bars/salong/local brew

Brewing/distilling

Y east

other cooked foods

REPAIR WORK

auto repair (not welding) ,
bike repair,

electrical repair,
clock/watch/jewdry repair,
Plumbing,

radio/TV repair,

OTHER

Hair salon/barber

Bug/taxi/lorry transport service,

Dry-cleaning/laundry, Photo, hotel, or others requiring fixed assets

Professional services, e.g. Accounting, computer services, services to professionals,
Schoals, training, education

Traditional hesaler

Clinic

Hotel
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ANNEX E

TABLES

A Tables  Agricultural Linkages
B Tables  Household and Enterprise Characteristics

SL Tables Savings and Loans
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TableA.1

Main Activity is Farming

Number and Per centage of Households With at L east One Member Whose

LOCATION FARMING NON-FARMING TOTAL
MASAKA 81 (13.5%) 518 (86.5%) 599
KAMPALA 6 (1.7%) 353 (98.3%) 359
MBALE 227 (61.2%) 144 (38.8%) 371
TOTAL 314 (23.6%) 1015 (76.4%) 1329
GENDER (Masaka) FARMING NON-FARMING TOTAL
FEMALE 58 (11.4%) 451 (88.6%) 509
MALE 23 (25.6%) 67 (74.4%) 90

Source: Field Survey Data, 1997.

A household is counted if the question is answered. A response of ‘ no’ is counted as a response.

Households for whom the data base registers a blank, or a missing value, are not counted as

households. Thus, to interpret the first cell (Masaka/Client), one should say: “ Of al the
respondents in Masaka who gave a valid response to the question, * Does your household have at
least one member whose main activity isfarming? , 81 respondents (or 13.5%) indicated their

households had at least one member whose main activity isfarming.”
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TableA.2 Number and Per centage of Households with at Least One Member Whose
Main Activity is Farming
FARMING NON-FARMING
LOCATION Client Non-Cl. Client Non-Cl. TOTAL

MASAKA 49 32 310 208 599
(13.7%) (13.3%) (86.3%) (86.7%)

KAMPALA 5 1 117 176 359
(4.1%) (0.6%) (95.9%) (99.4%)

MBALE 114 113 77 67 371
(59.7%) (62.8%) (40.3%) (37.2%)

TOTAL 168 146 504 451 1329
(26.5%) (24.5%) (73.5%) (75.5%)

Source: Field Survey Data, 1997.

There are three missing values. N=1329.

TableA.3 Average Number and Per centage of Household Members Whose Main
Activity is Farming
LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 0.16 (6.48%) 0.17 (6.97%) 0.16 (6.68%)
KAMPALA 0.03 (1.11%) 0.01 (0.29%) 0.02 (0.71%)
MBALE 1.09 (48.92%) 1.08 (52.28%) 1.09 (50.57%)
TOTAL 0.37 (16.07%) 0.39 (18.65%) 0.38 (17.23%)

Source: Field Survey Data, 1997.
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TableA.4  Number and Percentage of Respondents** Who List Farming as Their Main
Activity
LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 22 (6.2%) 8 (3.3%) 30 (5.0%)
KAMPALA 2 (L1%) 0 (0%) 2 (0.5%)
MBALE 98 (53.6%) 99 (55.9%) 175 (54.6%)
TOTAL 122 (17.3%) 107 (18.2%) 229 (17.6%)

Source: Field Survey Data, 1997.

** A ' Respondent’ is anyone who answers the question. A person who responds ‘ no’ is counted
as a respondent. Persons for whom the data base registers a blank, or a missing value, are not
counted as respondents. Thus, to interpret the first cell (Masaka/Client), one should say: “ Of al
the clients in Masaka who gave a valid response to the question * What is your current main
activity? , 22 respondents (or 6.2%) indicated farming was their main activity.”

Thereare 31 invalid cases. N=1301.

TableA5 Total Number and Per centage of Households Having Cultivable Land
LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 320 (89.1%) 155 (64.6%) 475 (79.3%)
KAMPALA 113 (62.4%) 79 (44.9%) 192 (53.8%)
MBALE 191 (100.0%) 177 (98.3%) 368 (99.2%)
TOTAL 624 (85.4%) 411 (69.0%) 1035 (78.0%)

GENDER (Masaka)

CLIENT

NON-CLIENT

TOTAL

FEMALE

278 (88.5%)

121 (62.1%)

399 (78.4%)

MALE

42 (93.3%)

34 (75.6%)

76 (86.7%)

Source: Field Survey Data, 1997.
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Table A.6 Average Size of Cultivatable Land (in acres) for Those Households
Owning/Controlling Land
LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 6.12 2.94 5.11
KAMPALA 4.52 4.97 4,71
MBALE 4.48 3.07 3.81
TOTAL 5.36 3.33 4.50
—
GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE 3.15 2.85 5.38
MALE 4.18 3.23 3.75

Source: Field Survey Data, 1997.

Table A.7 Average Size (in acres) of Total Cultivatable Land Availableto Land Users
LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 6.26 3.02 5.25
KAMPALA 7.06 5.08 6.23
MBALE 5.44 3.74 455
TOTAL 6.15 3.68 5.16

GENDER (Masaka)

CLIENT

NON-CLIENT

| FEMALE |

4.20

3.68

3.96

| mace |

6.58

281

551 ||

Source: Field Survey Data, 1997.
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TableA.8  Total Number and Percentage of Households Who Own Land** Who Rent
Out/Lend Out Land

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 53 (16.7%) 15 (9.8%) 68 (14.5%)
KAMPALA 12 (11.4%) 7 (9.7%) 19 (10.7%)
MBALE 33 (14.3%) 15 (9.1%) 48 (11.7%)
TOTAL 98 (15.1%) 37 (9.3%) 135 (12.8%)

GENDER (Masaka) CLIENT NON-CLIENT TOTAL
FEMALE 4.20 3.68 3.96
MALE 6.58 2.81 5.51

Source: Field Survey Data, 1997.

** * Households Who Own Land’  are households who answer the question ‘ Land
Owned/Controlled by the household’ affirmatively. Thus, to interpret the first cell
(Masaka/Client), one should say: “ Of dl the clients in Masaka who gave an affirmative response
to the question * Does your household own/control land? , 53 respondents (or 16.7%) indicated

they rent out/lent out land.”

TableA.9 Average Size of Rented Out/Lent Out Land (in acres)

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 2.83 0.72 2.36
KAMPALA 6.15 3.85 5.30
MBALE 4.20 2.20 3.41
TOTAL 3.64 1.92 3.13

I |
GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE 3.26 0.69 2.69
MALE 1.16 0.87 1.10

Source: Field Survey Data, 1997.
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Table A.10

Renting In Land And Using it for Crops

Total Number and Per centage of Households Using Land** Who are

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 42 (25.6%) 82 (27.5%) 124 (26.2%)
KAMPALA 6 (5.6%) 4 (5.4%) 10 (5.5%)
MBALE 59 (35.5%) 60 (35.1%) 119 (35.3%)
TOTAL 107  (24.8%) 146 (26.2%) 253 (25.5%)

P —]
GENDER (Masaka) CLIENT NON-CLIENT TOTAL
FEMALE 76 (27.3%) 34 (28.6%) 110 (27.7%)
MALE 6 (14.3%) 8 (23.5%) 14 (18.4%)

Source: Field Survey Data, 1997.

** * Households Using Land’ are households who answer the question * Does the household have
cultivable land? affirmatively. Thus, to interpret the first cell (Masaka/Client), one should say:

“ Of all the clientsin Masaka who gave an affirmative response to the question * Does your
household have cultivable land land? , 42 respondents (or 25.6%) indicated they rent in land and

useit for crops.”

TableA.11 Average Size of Rented In Land (in acres) Used for Crops

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 0.99 0.92 0.96
KAMPALA 0.71 0.38 0.58
MBALE 1.69 1.33 1.51
TOTAL 1.26 1.13 1.20

GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE 0.99 0.82 0.94
MALE 1.00 1.31 1.18

Source: Field Survey Data, 1997.
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TableA.12

Number and Per centage of Respondents With Accessto Cultivatable Land

Who Grow Crops
LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 297 (93.1%) 137 (88.4%) 434 (91.6%)
KAMPALA 68 (60.2%) 33 (42.9%) 101 (53.1%)
MBALE 189 (99.0%) 172 (97.2%) 361 (98.1%)
TOTAL 554 (88.9%) 442 (83.6%) 896 (86.8%)

CLIENT

NON-CLIENT

TOTAL

GENDER (Masaka)

262 (94.6%) 106 (87.6%) 368 (92.5%)

FEMALE
| MALE |

35 (83.3%) 31 (91.2%) 66 (86.8%)

Source: Field Survey Data, 1997.

Table A.13 Five Most Common Main Crops Grown by Respondent that are
I ndividually Owned and Number of Respondent Grower s**
| Q( ;éTIﬁI\I CLIENT NON-CLILENT TOQTAL
MASAKA Matooke (46) Beans (16) Matooke (60)
KAMPALA [ e
MBALE Maize (26) Maize (27) Maize (53)
| TOTAl Beans (64) Beans(4Q) Beans(104)
GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE Matooke (43) Matooke (14) Matooke (57)

MALE

Source: Field Survey Data, 1997.

** Reported only if number of respondent growersis at least 10.
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Table A.14 Average Number of Crops Grown that are Individually-Owned

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 4.30 3.59 4.11
KAMPALA 3.38 2.86 3.28
MBALE 4.17 3.97 4.07
TOTAL 4.16 3.74 4.02

GENDER (Masaka) CLIENT NON-CLIENT TOTAL
FEMALE 4.37 3.60 4.17
MALE 3.46 3.57 3.50

Source: Field Survey Data, 1997.

Table A.15 Average Number of Crops Grown that are Individually-Owned and Sold

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 2.39 1.76 2.25
KAMPALA 1.73 -—-- 1.73
MBALE 271 2.07 241
TOTAL 2.39 1.95 2.26

GENDER (Masaka) CLIENT NON-CLIENT TOTAL
FEMALE 2.50 1.24 231
MALE 1.75 2.33 191

Source: Field Survey Data, 1997.
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Table A.16 Average Number of Crop Types Co-owned

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 4.36 4,01 4.23
KAMPALA 4.24 3.33 3.83
MBALE 5.40 5.23 5.32
TOTAL 4.79 454 4.68

GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE 4.47 4.00 4.32
MALE 3.86 4.04 3.96

Source: Field Survey Data, 1997.
Table A.17 Average Number of Crop Types Co-owned and Sold

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 2.84 2.22 2.61
KAMPALA 2.20 2.00 212
MBALE 3.53 2.40 3.03
TOTAL 3.18 2.32 2.82

GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE 3.00 2.29 2.74
MALE 217 2.00 2.10

Source: Field Survey Data, 1997.
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Table A.18 Number and Percentage of Households with Other Members Growing Other
Crops Which are Not Individually or Jointly Owned by Respondent

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 40 (12.8%) 18 (12.0%) 58 (12.5%)
KAMPALA 10 (9.2%) 9 (12.0%) 19 (10.3%)
MBALE 61 (32.1%) 31 (17.5%) 92 (25.1%)
TOTAL 111 (18.1%) 58 (14.4%) 169 (16.7%)

GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE 31 (11.4%) 15 (12.8%) 46 (11.8%)
MALE 9 (22.0%) 3 (9.1%) 12 (16.2%)

Source: Field Survey Data, 1997.
Table A.19 Main Crops Grown by Other Household Member s**

LOCATION CLIENT NON-CLIENT TOTAL

MASAKA Coffee (15) Coffee (10) Coffee (25)
Matooke (10)
KAMPALA | - | - | -
MBALE Matooke (19) Coffee (12) Coffee (29)
Coffee (17) Matooke (20)
TOTAL Coffee (35) Coffee (26) Coffee (61)
Matooke (28) Matooke (34)
Beans (14)
Maize (11)

GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE Coffee (13) Coffee (14) Coffee (27)
MALE f - | - | -

Source: Field Survey Data, 1997.

** Reported only if number of other household membersis at least 10.
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Table A.20 Main Crops Grown and Sold by Other Household M ember s**

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA [ Coffee (15)
KAMPALA [ e e
MBALE Coffee(17) | - Coffee (24)

Matooke (10) Matooke (10)
TOTAL Coffee (28) Coffee (16) Coffee (44)
Matooke (13) Matooke (14)
GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE | - [ Coffee (15)
MALE I | e e

Source: Field Survey Data, 1997.

** Reported only if number of other household membersis at least 10.

Table A.21 Percentage of Respondents Who Grow Crops Who Purchased Agricultural
I nputs With Own Money in Last 3 Months

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 228 (76.8%) 103 (73.6%) 331 (75.7%)
KAMPALA 47 (61.0%) 20 (46.5%) 67 (55.8%)
MBALE 92 (49.2%) 81 (46.6%) 173 (47.9%)
TOTAL 367 (65.4%) 57.1% 571 (62.2%)

P —]

GENDER (Masaka) CLIENT NON-CLIENT TOTAL
FEMALE 200 (76.3%) 81 (74.3%) 281 (75.7%)
MALE 28 (80.0%) 22 (71.0%) 50 (75.8%)

Source: Field Survey Data, 1997.

Percentages adjusted for missing data/not applicables (N=414).
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Table A.22 Of Those Who Purchase I nputs, Average Amount (Ugsh) Spent (1137 Uganda
Shillings equal US$1.00)

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 51969 49727 51297
KAMPALA 93003 51306 79973
MBALE 31646 15318 24533
TOTAL 50763 36230 45769

|
GENDER (Masaka) CLIENT NON-CLIENT TOTAL
FEMALE 53567 55772 54161
MALE 42380 32802 38154

Source: Field Survey Data, 1997.

Table A.23 Percentage Distribution of Respondent’ s Purchase of Agricultural Inputs

Labor (77.4%)
Fertilizer (9.6%)

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA Seeds (51.3%) Seeds (51.5%) Seeds (51.4%)
Labor (78.2%) Labor (69.6%) Labor (75.5%)

Fertilizer (8.8%) Fertilizer (7.9%) Fertilizer (8.5%)
KAMPALA Seeds (44.7%) Seeds (42.1%) Seeds (43.9%)
Labor (84.8%) Labor (61.1%) Labor (78.1%)

Fertilizer (2.2%) Fertilizer (5.9%) Fertilizer (3.2%)
MBALE Seeds (54.8%) Seeds (48.1%) Seeds (51.7%)
Labor (71.7%) Labor (73.4%) Labor (72.5%)

Fertilizer (15.2%) Fertilizer (3.8%) Fertilizer (9.9%)
TOTAL Seeds (51.4%) Seeds (49.3%) Seeds (50.6%)

Labor (70.4%)
Fertilizer (6.1%)

Labor (74.9%)
Fertilizer (8.4%)

Note: “ Other inputs® resulted in alow N of 17 and thus

arenct in thistable.

Labor (57.1%)
Fertilizer (10.7%)

GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE Seeds (51.0%) Seeds (46.3%) Seeds (49.6%)
Labor (81.1%) Labor (72.5%) Labor (78.6%)
Fertilizer (8.5%) Fertilizer (3.8%) Fertilizer (7.2%)
MALE Seeds (53.6%) Seeds (69.6%) Seeds (60.8%

Labor (59.1%)
Fertilizer (22.7%)

Labor (58.0%)
Fertilizer (16.0%)

Source: Field Survey Data, 1997.

This table should be interpreted such that, for example, of the clients in Masaka who are respondents and who
purchased agricultural inputs, 51.3% purchased seeds, 78.2% purchased labor and 8.8% purchased fertilizer.
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Table A.24 Average Amount Spent (Ugsh) on Agricultural InputsLast 3 Months (Of
Those Who Spent > 0 per Item) (1137 Uganda Shillings equal US$1.00)

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA Seeds 9606 | Seeds 10682 | Seeds 9934
Labor 38266 | Labor 44647 | Labor 40893
Fertilizer 107906* | Fertilizer 23836 | Fertilizer 81003*
KAMPALA Seeds 10347 | Seeds 12063 | Seeds 10856
Labor 438658 | Labor 46778 | Labor 48297
Fertilizer | - Fertilizer | - Fertilizer | -
MBALE Seeds 12912 | Seeds 8465 | Seeds 10957
Labor 22869 | Labor 16841 | Labor 20079
Fertilizer 5261 | Fertilizer 5000 | Fertilizer 5228
TOTAL Seeds 10610 | Seeds 9881 | Seeds 10347
Labor 36021 | Labor 32996 | Labor 35028
Fertilizer 61502 | Fertilizer 20517 | Fertilizer 51017
GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE Seeds 9353 | Seeds 10741 | Seeds 9714
Labor 39208 | Labor 47973 | Labor 41548
Fertilizer 123886* | Fertilizer 40029 | Fertilizer 109087*
MALE Seeds 11240 | Seeds 10547 | Seeds 10893
Labor 29375 | Labor 29408 | Labor 29389
Fertilizer 33333 | Fertilizer 14120 | Fertilizer 21325

Source: Field Survey Data, 1997.

* These numbers reflect isolated cases of unusually large purchases such that the average should
not be construed to be representative.
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Table A.25 Number and Percentage of Households Who Own Livestock

LOCATION CLIENT NON-CLIENT TOTAL

MASAKA 228 (64.0%) 103 (43.1%) 331 (55.6%)
KAMPALA 68 (38.4%) 31 (17.2%) 99 (27.7%)
MBALE 182 (96.3%) 159 (88.8%) 341 (92.7%)
TOTAL 478 (66.2%) 293 (49.0%) 771 (58.4%)

GENDER (Masaka)

CLIENT

NON-CLIENT

TOTAL

FEMALE

202 (65.0%)

79 (40.5%)

281 (55.5%)

MALE

26 (57.8%)

24 (54.5%)

50 (56.2%)

Source: Field Survey Data, 1997.

Table A.26 Average Number of Livestock Individually-Owned by Type**

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA Chickens 19.6 | Chickens 11.9 | Chickens 174
Goats 3.0 | Goats 2.6 | Goats 2.9
KAMPALA Chickens 90.3 | Chickens | - Chickens 108.3
Goats 4.5 | Goats 3.0 | Goats 4.4
MBALE Chickens 6.6 | Chickens 9.3 | Chickens 7.9
Goats 2.2 | Goats 2.2 | Goats 2.2
TOTAL Chickens 23.0 | Chickens 20.4 | Chickens 22.0
Goats 2.7 | Goats 2.4 | Goats 2.6

GENDER (M asaka) CLIENT NON-CLIENT TOTAL
FEMALE Chickens 20.8 | Chickens 13.3 | Chickens 18.7
Goats 3.0 | Goats 1.9 | Goats 2.8
MALE Chickens | - Chickens | - Chickens 6.2
Goats | @ ----- Goats | @ - Goats 3.2

Source: Field Survey Data, 1997.

**  Reported only where >10% of respondents replied positively either asindividual owners, co-
owners, or other members of househol ds owning livestock.
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Table A.27 Number and Percentage of Respondents Citing Crops and/or Livestock or
Beer Brewing/Distilling or Yeast Production by Household Among Top 5
Sour ces of Household I ncome

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 93 (25.9%) 44 (18.3%) 137 (22.8%)
KAMPALA 51 (28.3%) 43 (23.9%) 94 (26.1%)
MBALE 111 (58.1%) 69 (38.1%) 180 (48.9%)
TOTAL 255 (34.9%) 156 (25.9%) 411 (30.9%)
GENDER (Masaka) CLIENT NON-CLIENT TOTAL
FEMALE 84 (26.8%) 38 (19.4%) 122 (23.9%)
MALE 9 (20.0%) 6 (13.3%) 15 (16.7%)

Source: Field Survey Data, 1997.

There were no missing observations for this variable. N=1332.

Table A.28 Number and Percentage of Respondents Citing Crops, Livestock and/or
Livestock Products, Beer Brewing and/or Distilling, or Yeast Production by
Households as #1 or #2 Sour ce of Household Income

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 82 (22.8%) 43 (17.9%) 125 (20.9%)
KAMPALA 47 (26.3%) 60 (33.3%) 107 (29.8%)
MBALE 9 (50.3%) 64 (35.4%) 160 (43.0%)
TOTAL 225 (30.9%) 167 (27.8%) 392 (29.5%)

GENDER (Masaka)

CLIENT

NON-CLIENT

TOTAL

FEMALE

75 (23.9%)

35 (17.9%)

110 (21.6%)

MALE

7 (15.6%)

8 (17.8%)

15 (16.7%)

Source: Field Survey Data, 1997.

There were two missing observations for this variable. N=1330.
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Table A.29 Average Number of Chickens Co-Owned by Type**

LOCATION CLIENT NON-CLIENT TOTAL

MASAKA 43.0 46.2
KAMPALA
MBALE 9.2 9.0 9.1
TOTAL 125 14.0 13.1

Source: Field Survey Data, 1997.

**  Reported only where >10% of respondents replied positively either asindividual owners, co-
owners, or other members of households owning livestock.

Table A.30 Number and Percentage Distribution of Those Suppliersto Enterprise One
Who Are Farmers (on-Farm) or Rural-Markets

LOCATION CLIENT NON-CLIENT TOTAL

Masaka 61 (17.2%) 37 (15.4%) 98 (16.5%)
Kampala 12 68%)| 0 e 16  (4.5%)
Mbale 85 (44.5%) 58 (32.0%) 143 (38.4%)
TOTAL 158 (21.9%) 99 (16.5%) 257 (19.4%)

Source: Field Survey Data, 1997.

Table A.31 Number and Percentage Distribution of Those Suppliersto Enterprise One
Who Are Farmers (on-Farm) or Rural-Markets

LOCATION CLIENT NON-CLIENT TOTAL

Masaka 39 (10.9%) 36 (14.9%) 75 (12.5%)
Kampala 13 72%)| 18  (5.0%)
Mbale 33 (44.5%) 25 (13.8%) 58 (15.6%)
TOTAL 85 (11.7%) 66 (11.0%) 151 (11.3%)

Source: Field Survey Data, 1997.
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Table A.32 Number and Percentage of household Assisting Those in Rural Areaswith
Remittances, etc. of Cash

LOCATION CLIENT NON-CLIENT TOTAL

Masaka 143 (39.8%) 78 (32.4%) 221 (36.8%)
Kampala 64 (35.6%) 69 (39.0%) 133 (37.3%)
Mbale 89 (46.8%) 70 (38.7%) 159 (42.9%)
TOTAL 296 (40.6%) 217 (36.2%) 513 (38.6%)

Source: Field Survey Data, 1997.

Table A.33 Number and Percentage of household Assisting Those in Rural Areaswith
Remittances, etc. In-Kind

LOCATION CLIENT NON-CLIENT TOTAL

Masaka 89 (24.9%) 66 (27.4%) 155 (25.9%)
Kampala 52 (29.1%) 57 (31.8%) 109 (30.4%)
Mbale 106 (55.8%) 81 (44.8%) 187 (50.4%)
TOTAL 247 (34.0%) 204 (33.9%) 451 (34.0%)

Source: Field Survey Data, 1997.
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TableB.34 Percentage of Respondents Who Have an Enterprise That Engagesin Sale of
Agricultural Products, Sale of Livestock and Livestock Products, Beer
Brewing and Distilling, Yeast Production or Charcoal Firewood Sales as

Ranked Enterprise One or Two

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 22.8% 17.9% 20.9%
KAMPALA 26.3% 33.3% 29.8%
MBALE 50.3% 35.4% 43.0%
TOTAL 30.9% 27.8% 29.5%

GENDER (Masaka) CLIENT NON-CLIENT TOTAL
FEMALE 23.9% 17.9% 21.6%
MALE 1 e e

Source: Field Survey Data, 1997.

N=1332

TableB.35 Number and Percentage Distribution of Those Suppliersto Enterprise One
Who are Farmers (on-farm) or Who Sell in Rural-Markets

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 61 (17.2%) 37 (15.4%) 98 (16.5%)
KAMPALA 12 68% | 00 16 (4.5%)
MBALE 85 (44.5%) 58 (32.0%) 143 (38.4%)
TOTAL 158 (21.9%) 99 (16.5%) 257 (19.4%)

GENDER (Masaka)

CLIENT

NON-CLIENT

TOTAL

FEMALE

51 (16.5%)

32 (16.4%)

83 (16.4%)

MALE

10 (22.0%)

15 (16.7%)

Source: Field Survey Data, 1997.

There are 8 missing values. N=1325.
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Table B.36 Number and Percentage of Households Who used Sales Revenue L ast
Calendar Month on Agricultural Production

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 39 (10.9%) 36 (14.9%) 75 (12.5%)
KAMPALA 13 (72%) | 00 18 (5.0%)
MBALE 33 (17.3%) 25 (13.8%) 58 (15.6%)
TOTAL 85 (11.7%) 66 (11.0%) 151 (11.3%)

Source: Field Survey Data, 1997.

N=1332.
TableB.37 Positive Outcomes of Respondents Engagement in Business
OVERALL

POSITIVE OUTCOME Client Non-Client Total
None 12 09%) | 21 (23%) [| 33 (1.5%)
Able to meet basic needs of the family 253  (20.0%) | =207 (22.3%) || 460 (21.0%)
Family doesn't go hungry anymore 43 (3.4%) 39 (4.2%) 82 (3.7%)
Don't bother my husband about money 53 (4.2%) 36 (3.9%) 89 (4.1%)
anymore

Can look after my children 85 (6.7%) 80 (8.6%) || 165 (7.5%)
Can educate my children 185  (14.6%) | 97 (105%) || 282  (12.9%)
Co-financed acquisition of Household assets 16 (1.3%) 18 (1.9%) 34 (1.5%)
Has acquired new assets 145  (11.5%) | 93 (10.0%) || 238  (10.8%)
Can take care of myself 266  (21.0%) | 220 (23.7%) || 486  (22.2%)
Has gained self-esteem and confidence 14 (1.1%) 9 (1.0%) 23 (1.0%)
Has learned to associate with people 11 (0.9%) 1 (0.1%) 12 (0.5%)
| have moved away from home 1 (0.1%) - - 1 (0.0%)
Has made friends 15 (1.2%) 4 (0.4%) 19 (0.9%)
Now uses money optimally 2 (0.2%) 1 (0.1%) 3 (0.1%)
Has learned to save 31 (2.4%) 7 (0.8%) 38 (1.7%)
Has got something to do 24 (1.9%) 18 (1.9%) 42 (1.9%)
Other 109  (86%) | 77 (8.3%) || 186 (8.5%)

Source: Field Survey Data, 1997.
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TableB.38 Distribution of Businesses Respondents (Co-)Own
Per centage of respondents (co-)owning a particular type of business)

MASAKA

TYPE OF BUSINESS Client Non-Client Total

Home baked/cooked foods 35 (9.7%) 15 (6.3%) 50 (8.3%)
Drinks/Bar 20 (5.6%) 8 (3.3%) 28 (4.7%)
Beer brewing/Digtilling waragi 5 (1.4%) (0.4%) 6 (1.0%)
Agricultural products 160 (44.6%) 68 (28.3%) 228 (38.1%)
Livestock 41 (11.4%) 18 (7.5%) 59 (9.8%)
Livestock Products/Sale of Fish 52 (14.5%) 14 (5.8%) 66 (11.0%)
Charcoal/Firewood 34 (9.5%) 7 (2.9%) 41 (6.8%)
Shop/Kiask 115 (32.0%) 87 (36.3%) 202 (33.7%)
Restaurant/Takeaway 11 (3.1%) 9 (3.8%) 20 (3.3%)
Tailoring/Sewing 45 (12.5%) 25 (10.4%) 70 (11.7%)
Clothware/Footware/Beddings 47 (13.1%) 16 (6.7%) 63 (10.5%)
Sdling Yeast - - - - - -
Others (hair salons, dlinics, schoals, transport, etc.) 137 (38.2%) 61 (25.4%) 198 (33.1%)

KAMPALA
Home baked/cooked foods 40 (22.2%) 29 (16.4%) 69 (19.3%)
Drinks/bar 29 (16.1%) 6 (3.4%) 35 (9.8%)
Bear brewing/distilling waragi 6 (3.3%) 7 (4.0%) 13 (3.6%)
Agricultural products 41 (22.8%) 35 (19.8%) 76 (21.3%)
Livestock 14 (7.8%) 6 (3.4%) 20 (5.6%)
Livestock Products/Sale of Fish 13 (7.2%) 6 (3.4%) 19 (5.3%)
Charcoal/Firewood 19 (10.6%) 26 (14.7%) 45 (12.6%)
Shop/Kiask 41 (22.8%) 43 (24.3%) 84 (23.5%)
Restaurant/Takeaway 9 (5.0%) 7 (4.0%) 16 (4.5%)
Tailoring/Sewing 17 (9.4%) 11 (6.2%) 28 (7.8%)
Clothware/Footware/Beddings 23 (12.8%) 13 (7.3%) 36 (10.1%)
Sdling Yeast - - - - - -
Others (hair salons, dlinics, schoals, transport, etc.) 58 (32.2%) 58 (32.8%) 116 (32.5%)
MBALE

Home baked/cooked foods 16 (8.4%) 23 (12.7%) 39 (10.5%)
Drinks/bar 38 (19.9%) 57 (31.5%) 95 (25.5%)
Bear brewing/distilling waragi 54 (28.3%) 41 (22.7%) 95 (25.5%)
Agricultural products 143 (74.9%) 81 (44.8%) 224 (60.2%)
Livestock 2 (1.0%) (3.9%) 9 (2.4%)
Livestock Products/Sale of Fish 20 (10.5%) (3.3%) 26 (7.0%)
Charcoal/Firewood 12 (6.3%) 10 (5.5%) 22 (5.9%)
Shop/Kiask 30 (15.7%) 20 (11.0%) 50 (13.4%)
Restaurant/Take-away 24 (12.6%) 24 (13.3%) 48 (12.9%)
Tailoring/Sewing 3 (1.6%) 5 (2.8%) 8 (2.2%)
Clothware/Footware/Beddings 13 (6.8%) (0.6%) 14 (3.8%)
Sdling Yeast 15 (7.9%) 4 (2.2%) 19 (5.1%)
Others (hair salons, clinics, schodls, transport, etc.) 30 (15.7%) 21 (11.6%) 51 (13.7%)

Source: Field Survey Data, 1997.
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Table B.39 Distribution of Respondent's Main Sour ce of Funds used to Purchase Household Assets

DISTRICT
SOURCE OF FUNDS
FOR PURCHASE OF M asaka Kampala Mbale TOTAL
HOUSEHOLD
ASSETS Client | Non-Client | Total Client | Non-Client | Total Client | Non-Client | Total Client | Non-Client | Total
Savings 529 335 864 228 167 395 270 240 510 1027 742 1769
93.8% 925% | 93.3% | 93.8% 99.4% | 96.1% | 81.8% 86.6% | 84.0% || 90.3% 91.9% | 91.0%
Borrowed 1 2 3 - - - 3 - 3 4 2 6
0.2% 0.6% 0.3% 0.9% 0.5% 0.4% 0.2% 0.3%
Loan 1 - 1 4 - 4 6 4 10 11 4 15
0.2% 0.1% 1.6% 1.0% 1.8% 1.4% 1.6% 1.0% 0.5% 0.8%
Transfer 6 7 13 8 1 9 10 7 17 24 15 39
1.1% 1.9% 1.4% 3.3% 0.6% 2.2% 3.0% 2.5% 2.8% 2.1% 1.9% 2.0%
Other 27 18 45 3 - 3 41 26 67 71 44 115
4.8% 5.0% 4.9% 1.2% 0.7% | 12.4% 9.4% | 11.0% 6.2% 5.5% 5.9%
TOTAL (Cases) 230 145 375 111 79 190 148 121 269 4389 345 834

Source: Field Survey Data, 1997.
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TableB.40 Average Number of Households Earning an Income from Wages, Rental
Income, and Remittances
(Percentages shown are for within district)

District Clients Non-Clients | TOTAL |
Masaka 194 (54.0%) 102 (42.3%) 296 (49.3%)
Kampala 118 (65.6%) 98 (54.4%) 216 (60.0%)
Mbale 85 (44.5%) 89 (49.2%) 174 (46.8%)
TOTAL 397 (54.4%) 289 (48.0%) 686 (51.5%)

Source: Field Survey Data, 1997.

TableB.41 Average Number of Households Earning an Income from Crops and
Livestock
(Percentages shown are for within district)

District Clients Non-Clients | TOTAL |
Masaka 187 (52.1%) 78 (32.4%) 265 (44.2%)
Kampala 44 (24.4%) 23 (12.8%) 67 (18.6%)
Mbale 163 (85.3%) 140 (77.3%) 303 (81.5%)
TOTAL 394 (54.0%) 241 (40.0%) 635 (47.7%)

Source: Field Survey Data, 1997.
Table B.42 Average Total Number of all Household I ncome Sour ces
District Clients Non-Clients Total
Masaka 321 2.33 2.86
Kampala 2.94 2.29 2.62
Mbale 3.57 3.04 331
TOTAL 3.23 2.53 2.92

Source: Field Survey Data, 1997.
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TableB.43 Distribution of Most Financially Damaging Event That Occurred

EVENT Client Non-Client | Total |

New individuals joined Household due to desths 13 (2.3%) 4 (0.9%) 17 (1.6%)
Loss of ajob, wage income; closure of household business 17 (3.0%) 13 (2.8%) 30 (2.9%)
Business Losses due to fire/theft (not of cropg/livestock) 84 (14.7%) 53 (11.5%) 137 (13%)
Seriousillness; medical expenses of household member 269 (47.1%) 226 (49.1%) 495  (48.0%)
Spouse reduced financial contributions 9 (1.6%) 3 (0.7%) 12 (1.2%)
Need to repay debts 10 (1.6%) 6 (1.3%) 16 (1.6%)
Drought causing low or no crop output 12 (2.1%) 17 (3.7%) 29 (2.8%)
Crop losses (non-drought); livestock losses 6 (1.1%) 3 (0.7%) 9 (0.9%)
Desth/funeral of household member 72 (12.6%) 72 (157%) || 144 (14.0%)
Financial obligationsto non-household member 36 (6.3%) 27 (5.9%) 63 (6.1%)
Others 43 (7.5%) 36 (7.8%) 79 (7.7%)

Source: Field Survey Data, 1997.

TableB.44 Distribution of How the Financial Demands wer e met when the most
financially damaging event occurred

SOLUTION Client Non-Client | Total |

Used Earnings/Handled within existing income 400 (70.1%) 349 (75.9%) 749  (72.6%)
Usaed money from savings account 49 (8.6%) 30 (6.5%) 79 (7.7%)
Trandfers, remittances, gifts 132 (23.1%) 101 (22.0%) 233 (22.6%)
Borrowed from friends/family members 40 (7.0%) 41 (8.9%) 81 (7.9%)
Worked more hours 51 (8.9%) 19 (4.1%) 70 (6.8%)
Did not replace inventory of enterprise 14 (2.5%) 22 (4.8%) 36 (3.5%)
Household member took up new income activity 9 (1.6%) 17 (3.7%) 26 (2.5%)
Delayed on payments for debts/school fees, etc. 14 (2.5%) 12 (2.6%) 26 (2.5%)
Reduced expenditures on food/health 16 (2.8%) 20 (4.3%) 36 (3.5%)
Sold household Assets (e.g., land, crops, livestock) 79 (13.8%) 76 (16.5%) 155  (15.0%)
Took aloan from FINCA/PRIDE/FOCCAS 30 (5.3%) - 30 (2.9%)
Borrowed from suppliers (took goods on credit) 8 (1.4%) 3 (0.7%) 11 (1.1%)
Other (eg., family assisted) 35 (6.1%) 20 (4.3%) 55 (5.3%)

Source: Field Survey Data, 1997.
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TableB.45 Distribution of Top 13 Items of which salesrevenue was mostly spent

(% shown represent the percentage of respondents that ranked the item)

MASAKA

TYPE OF EXPENDITURE MADE Client Non-Client Total

Enterprise one and/or two 88.6% 94.6% 91.0%
Another enterprise owned by respondent 3.3% 3.7% 3.5%
Anocther enterprise owned by an household member 1.1% 1.2% 1.2%
Agricultural production (crops/livestock) 3.3% 5.0% 4.0%
Rent for dwelling 2.5% 7.9% 4.7%
Food for household members 35.7% 57.3% 44.3%
Education expenditures for household members 36.8% 25.3% 32.2%
Health and medical expenditures 18.1% 38.6% 26.3%
Social obligations 7.8% 30.3% 12.2%
Own Savings 20.3% 18.7% 19.7%
Debt, loan payments 45.4% 1.7% 27.8%
Others (e.g Purchase of Assets) 12.8% 16.2% 14.2%

KAMPALA

Enterprise one and/or two 93.3% 92.8% 93.1%
Another enterprise owned by respondent - 1.1% 0.6%
Anocther enterprise owned by an household member - 0.6% 0.3%
Agricultural production (crops/livestock) 2.2% 1.7% 1.9%
Rent for dwelling 9.4% 15.0% 12.2%
Food for household members 79.4% 77.2% 78.3%
Education expenditures for household members 13.3% 15.6% 14.4%
Health and medical expenditures 13.3% 24.4% 18.9%
Social obligations 12.2% 18.3% 15.3%
Own Savings 12.8% 14.4% 13.6%
Debt, loan payments 46.7% 3.9% 25.3%
Others (e.g Purchase of Assets) 8.9% 16.7% 12.8%

Source: Field Survey Data, 1997.
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TableB.45 Distribution of Top 13 Items of which salesrevenue was mostly spent

(cont'd) (% shown represent the percentage of respondents that ranked the item)
MBALE
TYPE OF EXPENDITURE MADE Client Non-Client Total
Enterprise one and/or two 94.8% 92.3% 93.5%
Another enterprise owned by respondent 0.5% - 0.3%
Anocther enterprise owned by an household member 1.0% - 0.5%
Agricultural production (crops/livestock) 8.9% 5.5% 7.3%
Rent for dwelling 2.6% 3.9% 3.2%
Food for household members 42.4% 66.9% 54.3%
Education expenditures for household members 10.5% 17.1% 13.7%
Health and medical expenditures 10.5% 32.0% 26.6%
Social obligations 4.2% 8.3% 6.2%
Own Savings 33.0% 19.3% 26.3%
Debt, loan payments 42.4% 11.0% 27.2%
Others (e.g Purchase of Assets) 9.9% 12.2% 11.0%
OVERALL

Enterprise one and/or two 91.4% 93.4% 92.3%
Anocther enterprise owned by respondent 1.8% 1.8% 1.8%
Anocther enterprise owned by an household member 0.8% 0.7% 0.8%
Agricultural production (crops/livestock) 4.5% 4.2% 4.4%
Rent for dwelling 4.2% 8.8% 6.3%
Food for household members 48.2% 66.1% 56.3%
Education expenditures for household members 24.1% 19.9% 22.2%
Health and medical expenditures 17.8% 32.4% 24.4%
Social obligations 7.9% 15.4% 11.3%
Own Savings 21.8% 17.6% 19.9%
Debt, loan payments 44.9% 5.1% 27.0%
Others (e.g Purchase of Assets) 11.1% 15.1% 12.9%

Source: Field Survey Data, 1997.
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Table B.46 Distribution of Decision-M aking on Use of Sales Revenue

DISTRICT
PERSON WHO
MADE THE Masaka Kampala Mbale TOTAL
DECISION . . . . . . . .
Client | Non-Client | Total Client | Non-Client | Total Client | Non-Client | Total Client | Non-Client | Total

Respondent only 87.7% 83.4% | 86.0% | 90.5% 88.1% | 89.3% | 52.9% 58.7% | 55.7% || 79.2% 77.3% | 78.4%
Respondent talked it 5.6% 8.3% 6.7% 5.6% 5.1% 54% | 27.7% 20.1% | 24.1% || 11.4% 10.9% | 11.2%
over with othersin
household
Joint decision by 5.6% 7.1% 6.2% 2.8% 5.1% 3.9% | 17.8% 18.4% | 18.1% 8.1% 9.9% 8.9%
Respondent and others
Other 1.1% 1.2% 1.2% 1.1% 1.7% 1.4% 1.6% 2.8% 2.2% 1.2% 1.8% 1.5%

Source: Field Survey Data, 1997.
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Table B.47 Average Number of Workers (Employees)

DISTRICT CLIENTS NON-CLIENTS TOTAL
Masaka 0.73 0.37 0.58
Kampala 0.93 0.53 0.73
Mbale 1.09 0.78 0.94
TOTAL 0.87 0.54 0.72

Source: Field Survey Data, 1997.

Table B.48 Percentage of Employees Excluding Respondents who are Household Members

(%s shown are for within district)

DISTRICT CLIENTS NON-CLIENTS TOTAL
Masaka 127 (48.7%) 46 (52.3%) 173 (49.6%)
Kampala 92 (54.8%) 53 (55.8%) 145 (55.1%)
Mbale 135 (64.9%) 83 (58.9%) 218 (62.5%)
TOTAL 354 (55.6%) 182 (56.2%) 536 (55.8%)

Source: Field Survey Data, 1997.

Table B.49 Percentage of Respondentswho Hired Piece-Rate Workers Last Week
(%s shown are for within district)

DISTRICT CLIENTS NON-CLIENTS TOTAL
Masaka 15.3% 12.0% 14.0%
Kampala 19.4% 23.3% 21.4%
Mbale 29.8% 24.9% 27.4%
TOTAL 20.1% 19.3% 19.7%

Source: Field Survey Data, 1997.

Table B.50 Percentage of Respondents who bought fixed asssetsfor enterprises| and Il in

last 12 months
(%s shown are for within district)

DISTRICT CLIENTS NON-CLIENTS TOTAL
Masaka 51.0% 37.3% 45.5%
Kampala 57.2% 39.4% 48.3%
Mbale 74.3% 75.7% 75.0%
TOTAL 58.6% 49.5% 54.5%

Source: Field Survey Data, 1997.
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TableB.51 Distribution of Source of funds for the Purchase of Enterprise Assets| and 11

DISTRICT
SOURCE OF FUNDS
EOR PURCHASE OF Masaka Kampala Mbale TOTAL
FIXED ASSETSFOR
ENTERPRISES Client | Non-Client | Total Client | Non-Client | Total Client | Non-Client | Total Client | Non-Client | Total
Earnings 89.5% 90.2% | 89.7% | 81.7% 82.6% | 82.1% | 95.8% 94.6% | 95.2% || 89.4% 90.5% | 89.8%
Savings Account 2.9% 4.2% 33% | 7.1% 9.9% 82% | 0.8% 1.7% 13% || 3.3% 4.4% 3.8%
Credit Purchase 0.3% - 0.2% - - - - - - 0.1% - 0.1%
Loan from 1.6% - 11% | 5.6% - 3.5% - - - 2.1% - 1.3%
FINCA/PRIDE...
Loan from other credit 2.2% 1.4% 20% | 0.5% 1.7% 0.9% | 0.4% 2.5% 1.5% 1.2% 2.0% 1.5%
inst.
Borrowed from 0.6% 0.7% 0.7% 1.0% 2.5% 16% | 0.4% - 0.2% [| 0.7% 0.8% 0.7%
family/friends
Transfers/Remittances 1.9% 2.8% 22% | 3.6% 2.5% 3.1% - 0.8% 0.4% 1.7% 1.8% 1.8%
Other 1.0% 0.7% 0.9% | 0.5% 0.8% 0.6% | 25% 0.4% 1.5% 1.3% 0.6% 1.0%
Source: Field Survey Data, 1997.
Table B.52 Average Cost of all Fixed Assets Purchased

DISTRICT CLIENTS NON-CLIENTS TOTAL

Masaka 135,316/= 76,339/= 115,732/=

Kampala 144,999/= 217,849/= 173,789/=

Mbale 22,876/= 27,610/= 25,182/=

TOTAL 100,181/= 86,504/= 94,617/=

Source: Field Survey Data, 1997.
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Table B.53 Distribution of Households which include Relatives of Respondent or Spouse* *

DISTRICT CLIENT NON-CLIENT TOTAL
Masaka 189 52.6% 76 31.5% 265 44.5%
Kampala 8l 45% 78 43.3% 159 44.2%
Mbale 70 36.6% 71 39.2% 141 37.9%
Tota 340 46.6% 225 37.4% 565 42.4%

Source: Field Survey Data, 1997.

** These relatives aso include grandchildren.

Table B.54 Distribution of Households with at least one Member who is Salaried

DISTRICT CLIENT NON-CLIENT TOTAL
Masaka 137 38.2% 56 23.2% 193 32.2%
Kampala 76 42.2% 57 31.7% 133 36.9%
Mbale 23 12.0% 22 12.2% 45 12.1%
Tota 236 32.3% 135 22.4% 371 27.9%

Source: Field Survey Data, 1997.

Table B.55 Average Total household expenditure (UGSH) on Education, Business and
Household Assets Remittances and Agricultural Inputs
(1137 Uganda Shillings equals US1.00)

DISTRICT CLIENT NON-CLIENT TOTAL
Masaka 426,720/ 222,315/ 356,867/
Kampala 445,594/ 346,085/ 394,097/
Mbale 186,909/ 152,215/ 170,678/
Tota 367,093/ 239,939/ 313,121/

Source: Field Survey Data, 1997.
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Table B.56 Distribution of Respondents with Natural-Resour ce/Agriculture-Based

Business Activities

DISTRICT CLIENT NON-CLIENT TOTAL

HAVE DON'T HAVE HAVE DON'T HAVE HAVE DON' T HAVE
Masaka 238 66.3% 121 33.7% 115 47.7% 126 52.3% 353 58.8% 247 41.2%
Kampala 130 72.2% 50 27.8% 102 56.7% 78 43.3% 232 64.4% 128 35.6%
Mbale 167 87.4% 24 12.6% 161 89.0% 20 11.0% 328 88.2% 44 11.8%
Total 535 73.3% 195 26.7% 378 62.8% 224 37.2% 913 68.5% 419 31.5%

Source: Field Survey Data, 1997.
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Table B.57 Distribution of Sales Revenue Expenditures Disaggr egated by Gender - For
Masaka District**

Client Non- Total
TYPE OF Client
EXPENDITURE MADE
Male Female Total Male Female Total Male Female Total

Enterprise one and/or two 44 307 351 45 192 237 89 499 588

97.8% 98.4% 98.3% 100% 98.0% 98.3% 98.9% 98.2% 98.3%
Ancther enterprise owned by 6 17 23 2 7 9 8 24 32
respondent 13.3% 5.4% 6.4% 4.4% 3.6% 3.7% 8.9% 4.7% 5.4%
Ancther enterprise owned by 0 5 5 3 2 5 3 7 10
a household member 0% 1.6% 1.4% 6.7% 1.0% 2.1% 3.3% 1.4% 1.7%
Agricultural production 6 33 39 9 27 36 15 60 75
(cropg/livestock) 13.3% 10.6% 10.9% 20.0% 13.8% 14.9% 16.7% 11.8% 12.5%
Rent for dwelling 9 43 52 19 54 73 28 97 125

20.0% 13.8% 14.6% | 42.2% 27.6% | 30.3% | 31L1% 19.1% 20.9%
Food for household members 39 237 276 41 176 217 80 413 493

86.7% 76.0% 77.3% 91.1% 89.8% 90.0% | 88.9% 81.3% 82.4%
Education expenditures for 21 164 185 20 72 92 41 236 277
household members 46.7% 52.6% | 51.8% | 44.4% 36.7% | 38.2% | 45.6% 46.5% 46.3%
Health and medical 26 171 197 29 146 175 55 317 372
expenditures 57.8% 54.8% | 55.2% 64.4% 74.5% 72.6% 61.1% 62.4% 62.2%
Social obligations 16 93 109 24 90 114 40 183 223

35.6% 29.8% | 30.5% | 53.3% 459% | 47.3% | 44.4% 36.0% 37.3%
Own Savings 36 182 218 20 58 78 56 240 296

80.0% 58.3% 61.1% | 44.4% 29.6% | 32.4% 62.2% 47.2% 49.5%
Deht, loan payments 44 280 324 2 4 6 46 284 330

97.8% 89.7% 90.8% 4.4% 2.0% 25% | 511% 55.9% 55.2%
Others (e.g Purchase of 15 61 76 10 58 68 25 119 144
Assts) 33.3% 19.6% 21.3% 22.2% 29.6% 28.2% 27.8% 23.4% 24.1%

Source: Field Survey Data, 1997.

** 2 businesses for female clients were not operational in the previous month and so this question
was not applicable to them.
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Table B.58 Average Total Amount (UGSH) Spent on Agricultural Inputs Among Repeat
and Non-Repeat Clients
(1137 Uganda Shillings equals US1.00)

DISTRICT NON-REPEAT CLIENTS REPEAT CLIENTS TOTAL
Masaka 45,860/ 45,875/ 45,8
61/
Kampala 28,313/ 111,917/ 76,6
18/
Mbale 32,500/ 24,717/ 24,8
06/
Tota 44,332/ 44,818/ 44,4
98/

Source: Field Survey Data, 1997.

Table B.59 Distribution of Respondents who spent money on labor vs. those who didn't by
household size - among households that spent money on agricultural inputs**

MASAKA DISTRICT
Purchased Labor? Household Size: Household Size: household Size: Total
1-4 5-8 Over 8
Yes 48 75.0% 12370.7% 7786.5% 24875.8%
No 16 25.0% 5129.3% 1213.5% 7924.2%
KAMPALA DISTRICT
Yes 18 81.8% 19 70.4% 12 85.7% 49 77.8%
No 4 18.2% 8 29.6% 2 14.3% 14 22.2%
MBALE DISTRICT
Yes 24 66.7% 61 73.5% 38 74.5% 123 72.4%
No 12 33.3% 22 26.5% 13 25.5% 47 27.6%
TOTAL (ALL 3DISTRICTS)
Yes 90 73.8% 203 71.5% 127 82.5% 420 75.0%
No 3226.2% 81 28.5% 27 17.5% 140 25.0%

Source: Field Survey Data, 1997.

** Because of the small number of observations, disaggregation has not been done by client/non-

client.
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Table B.60 Distribution of respondents who spent money on labor vs. Those who didn’ t by
whether or not household resides on agricultural land - among households that
spent money on agricultural inputs**

MASAKA DISTRICT

Purchased Labor? Doesn’ t Reside on Households Reside
Agric. Land on Agric. Land Total
Yes 127 77.9% 121 73.8% 248 75.8%
No 36 22.1% 43 26.2% 79 24.2%

KAMPALA DISTRICT

Yes 40 76.9% 9 81.8% 49 77.8%

No 12 23.1% 2 18.2% 14 22.2%

MBALE DISTRICT

Yes 16 72.7% 107 72.3% 123 72.4%

No 6 27.3% 41 27.7% 47 27.6%

TOTAL (ALL 3DISTRICTYS)

Yes 183 77.2% 237 73.4% 420 75.0%

No 54 22.8% 86 26.6% 140 25.0%
Source: Field Survey Data, 1997.

**  Dueto the small number of observations disaggregation has not been done by client/non-
client
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Table B.61 Averagetotal amount (ugsh) of remittances given out by households of repeat
and non-repeat clients (1137 Uganda Shillings equals US1.00)

DISTRICT NON-REPEAT CLIENTS REPEAT CLIENTS TOTAL
Masaka 52,091/ 43,500/ 51,975/
Kampala 96,341/ 50,047/ 73,448/
Mbale 5,000/ 22,651/ 22,500/
Total 59,538/ 30,598/ 48,568/
Source: Field Survey Data, 1997.
Table B.62 Average Total Household Expenditure (UGSH) on Education**
(1137 Uganda Shillings equals US1.00)
DISTRICT CLIENT NON-CLIENT TOTAL
Masaka 181,001/ 119,315/ 159,137/
Kampala 183,045/ 142,809/ 162,459/
Mbale 84,456/ 73,664/ 79,423/
Total 156,008/ 112,277/ 137,385/

Source: Field Survey Data, 1997.

** Excludes expenditures on household members by non-household members.

Table B.63 Average Household Education Expenditure (UGSH) per Household M ember
Attending School**

DISTRICT CLIENT NON-CLIENT TOTAL
Masaka 40,608/ 33,076/ 38,000/
Kampala 55,485/ 43,604/ 49,406/
Mbale 19,884/ 15,815/ 17,998/
Tota 38,333/ 30,929/ 35,209/

Source: Field Survey Data, 1997.

** Excludes expenditures on household members by non-household members.
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Table SL.64 Average Amount of Loansfrom PRIDE/FINCA/FOCCAS

(in Uganda Shillings)

L ocation Client Non-client TOTAL
FINCA 99494
Masaka N/A 125182
PRIDE 150727
Kampala 131492 N/A 131492
Mbale 83461 N/A 83461
TOTAL 115796 N/A 115796
Gender (Masaka) Client Non-client TOTAL
Female (FINCA & PRIDE) 122035 N/A 122035
Male (PRIDE) 147000 N/A 147000
Source: Field Survey Data, 1997.
N/A: Not Applicable
Table SL.65 Distribution of Number of L oans by Sour ce of Funds
Sour ce of Funds Clients Non-Clients Total
Coop/Centenary/Other Bank 3 0 3
UWESO/FAULU/UGAFODE/UWFT/Other NGO 0 1 1
FINCA/PRIDE/FOCCAS 729 1 730
Extended Family, household Members 2 8 10
Friends, Other Individuals 5 37 42
Other 2 6 8
TOTALS 741 53 794

Source: Field Survey Data, 1997.

783 Valid cases;, 549 missing cases. Some multiple responses.
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TableSL.66 Average Amount of Money Acquired from Extended Family, household
Members, Friends, Other Individuals
(in Uganda Shillings)

L ocation Client Non-client TOTAL
Masaka 627 3402 1742
Kampala 122 7683 4203
Mbale 1204 4740 2925
TOTAL 801 5085 2737
Gender (Masaka) Client Non-client TOTAL
Female 717 3878 1931
Male 0 1333 667
Source: Field Survey Data, 1997.
TableSL.67 Of Those That Had Previously Received a L oan from
FINCA/PRIDE/FOCCAS Totals and % of Numbers of Previous L oans
Number of Previous L oans Number of Clients % of Those With Previous L oans

1 183 (63%)

2 82 (28%)

3 24 (8%)

L ocation Number of Clients Average Amount of All Previous L oans

Masaka 11 331818
Kampala 97 228711
Mbale 188 71781
TOTAL 296 132872

Source: Field Survey Data, 1997.
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TableSL.68 Total and Percent of How Latest L oan Was Spent

(Aggregated from up to Five Responses per Client)

How Latest L oan Was Spent Number Per cent
Enterprise Activity 754 66%
Animal Husbandry, Livestock 37 3%
Agricultural Inputs & Implements 25 2%
Food for Household 36 3%
School Expenditures for household Members 47 4%
Medical Care for household Members 27 2%
Savings 103 9%
Debts, Saved for Loan Repayment 67 6%
Obligations/Assistance to non-household Member 8 0.1%
Others (e.g., Starting new enterprise, it was stolen) 63 6%
TOTALS 1147 100%

Source: Field Survey Data, 1997.

NB: Because of Low Numbers Outside of First Category, Not Disaggregated by District.

Table SL.69 Decision-Making Regarding Use of L oan Funds

Decision-M aking Masaka Kampala Mbale TOTAL
| Made the Decision by Mysdlf 317 173 130 620
(88%) (91%) (69%) (84%)
| Talked It Over With Othersin My household 17 10 29 56
(5%) (5%) (15%) (8%)
It Was a Joint Decison Made By Me and One or 21 4 29 54
More household Members (6%) (2%) (15%) (7%)
Other household Member Decided 0 1 0 1
(1%) (0.1%)
Credit Group Assisted Me to Decide 1 1 0 2
(0.3%) (1%) (0.3%)
Other 5 2 0 7
(1%) (1%) (1%)
TOTALS 361 191 188 740

Source: Field Survey Data, 1997.
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Table SL.70 Source of Fundsfor Repayment of L oans

Sour ce of Fundsfor Repayment of L oans Masaka Kampala Mbale TOTAL

Only Respondent 343 177 138 658
(95%) (92%) (73%) (89%)

Respondent with Occasional household Assistance 8 8 23 39
(2%) (4%) (12%) (5%)

Respondent and Other household Members Usually 6 7 28 41
(2%) (4%) (15%) (6%)

Respondent but Occasional Group Member 1 0 0 1
Assistance (0.3%) (0.1%)
Another household Member 1 0 0 1
(0.3%) (0.1%)

Other 2 0 0 2
(1%) (0.3%)

TOTALS 361 192 189 742

Source: Field Survey Data, 1997.

TableSL.71 Savings Patterns: Number and Percent Having Individual Bank Savings

Account
L ocation Client Non-client TOTAL
Masaka 242 (67%) 58 (24%) 300 (50%)
Kampala 57 (32%) 33 (18%) 90 (25%)
Mbale 11 (6%) 5 (3%) 16 (4%)
TOTAL 310 (43%) % (16%) 406 (31%)

Source: Field Survey Data, 1997.

TableSL.72 Savings Patterns: Number and Per cent of Respondents Responding Yesto
Mandatory Savings Account from Credit Savings Group

LOCATION CLIENT NON-CLIENT TOTAL
MASAKA 358 (99.7%) n/a 358 (59.9%)
KAMPALA 179 (99.4%) n/a 179 (49.7%)
MBALE 190 (99.5%) 1 (0.5%) 191 (51.2%)
TOTAL 727 (99.6%) 1 (n/a) 728 (54.7%)

Source: Field Survey Data, 1997.
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Table SL.73 Savings Patterns: Number and Percent Having Voluntary Savings Account

from Credit Savings Group

L ocation Client Non-client TOTAL
Masaka 177 (50%) N/A 177 (30%)
Kampala 144 (82%) N/A 144 (41%)
Mbale 115 (66%) 1 116  (33%)
TOTAL 436  (62%) 1 437 (33.4%)

Source: Field Survey Data, 1997.

Table SL.74 Savings Patterns: Number and Percent Having Other Savings

L ocation Client Non-client TOTAL
Masaka 25 (7%) 43 (18%) 68 (11%)
Kampala 21 (14%) 70 (39%) o1 (28%)
Mbale 36 (28%) 104 (58%) 140 (46%)
TOTAL 82 (13%) 217 (36%) 299 (24%)

Source: Field Survey Data, 1997.
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ANNEX F

CODE BOOK



IDNO

DISTRICT

RLCI
BLCI

MICRO-FINANCE SURVEY (1997)

Code Sheet for URBAN & RURAL QUESTIONNAIRES

1st Digit
2nd Digit
3rd Digit
Last 3 digits

N -

P OO~NOOOTS WNPE

NNNNNRPRRRERRRRRR
EONRPOOWONOOURNWNERO

Identification

- District Code
- Gender

- Status (O- Non-Client, 1 - Client, 2 - Repeat-Client)

- Household number in a district

Masaka
Kampala
Mbale

Kampala District

Soweto Zone

Kimwanyi Zone

Kisenyi Zone

Bakery Zone

Busia Zone

Kagugube Zone

Banda Zone

Bukulungi Zone

Kivulu Zonell

Katale Zone

Kibezo Zone
Kitamanyanganda Zone
Nsooba Zone

Kivulu Zone |

Mayinja Zone
Nakulabye Zone 4
Nalwewuba Zone
Maganjo-Kijapani
Kizito Market
Kyebando

Central Zone
Nabutaka/Gitta
Kamwokya Zonel
Police Barracks (DPC/OC)

RVILLAG
BVILLAG
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P OO~NOOOUOTE WNPE

NNNNNRPRRRERRRRRR
REONRPOOWONOOURNWNRO

Villages

- Wandegeya

- Bwaise

- Mpererwe

- Makerere

- Mulago

- Kagugube (M akerere)
- Kavule (M akerere)
- Masanafu

- Kivulu (M akerere)
- Kalerwe

- Kitamanyanganda
- Kyebando

- Nsooba

- Kisenyi

- Nakul abye

- Owino

- Mambule Stage

- Maganjo

- Ben Kiwanuka St.

- Nabutaka

- Katale

- Kamwokya

- Kanyanya

- Nakasero



Villages
31
32
33

35
36
37
38
39
40
41
42
43

45
46
47
48
Kanoni
49
50
51
52
53

55
56
57
58
Nabinene
59
60
61
62
63

65
66
67
68
69
70
71
72
73

Masaka District

LClIs

Gayaza Council 31
Kyabakuza Town Council 32
Kimaanya“ B’ 33
Kitenga“ A’ 34
Kimaanya‘ A’ 35
Folk-Land Cell 36
Kitwe 37
Kampala Rd 38
Semujju Cdl 39
Market Cell 40
Kiruba“ B’ 41
Bata Cdll 42
Masaka Main Market 43
Kasana 44
NewPark 45
Nkoni ‘ B’ 46
Bisanje 47
Mulema

Cinema Cdll 49
Kirimya*® A’ 50
Kanoni 51
Kyankole 52
Kyabakuza* A’ 53
Luteete 54
Senyange‘ B’ 55
Nkumba 56
Kijabwemi 57
Mizinga

Kirowooza 59
Mitemula 60
Nabinene 61
Masaka Shell 62
Butego 63
Bulando 64
Kirewerwa 65
Kayunga

Kitenga‘ B’

Bwanika

Kirumba* A’

Kidda

Senyange* A’

Kumbu Estate

Masaka Old Park Market
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Gayaza
Kyabakuza
Kitenga
Masaka Municipal
Buwunga
Kampala Rd
Kimaanya
Binyonyi * A’
Kikuubo
Kiruba
Kasana
Nkoni
Bisanje
Elgin Street
Kalagala
Cinema
Kirimya

Kyankole
Kabaale
Senyange
Nkumba
Kijabwemi
Kidda
Kirowooza
Bata
Mitemula

Kissuna
Butego
Bulando
Kasanje
Kayunga
Kitekusa
Kumbu



Villages
91
92
93
9%
95
96
97
98
99
100
101
102
103
104
105
106
107
108
109
110
111
112
113
114
115

RPARISH
BPARISH

LCIs

Mufufu

Bubentsye Lower

Bukimuma
Nanje
Bushambi
Bunabunyu
Butinduyi
Matsatsa
Bukirwe
Bumityero
Bubitumu
Situni
Bunanyama
Kimuma
Bubuyela
Buwashi
Bubikala
Bubituni
Bunatsemi
Bumulekhwa
Bukhisa
Bumangula
Napasha
Bunamboko
Bukhamunyu

Kampala District

P OO~NOOOUTDS WNPE

NP R R R R R R R R
QOVWWOW~NOUDMWNEREO

Mbale District

(Parishes)

- Wandegeya

- Mulago

- Kagugube

- Lubya

- Kyebando

- Kalerwe

- Kawempe

- Bwaise
- Nabweru

- Nakulabye

- Maganjo

- Makerere
- Kanyanya
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91
92
93
94
95
96
97
98
99
100
101
102
103
104
105
106
107
108
109
110
111
112
113
114
115
116

Buweswva
Bubentsye
Bukimuma
Bushambi
Bunabunyu
Mangako
Magale
Matsatsa
Nakatsi
Bulobi
Bumityero
Bubitumu
Buketela
Bunanyama
Tooma
Bubuyela
Buwashi
Bubituni
Bunatsemi
Bumulekhwa
Bukhisa
Bumangula
Napasha
Bunamboko
Bukhamunyu
Bubenze



Bulobi
Busanza
Bunabwana
Bunyinza

Bushunya

RCOUNTY
BCOUNTY

Masaka District

(Parishes)
21 - Kyabakuza
22 - Kalagala
23 - Kasanje
24 - Katwe
25 - Buwunga
26 - Nyendo
27 - Ssaza
28 - Mulema
29 - Kisansala
30 - Bisanje
Mbale District

(Parishes)
61 - Buweswa
62 - Bumasikye
63 - Busai
64 - Bubikala
65 - Bumishiho
66 - Bumbo
67 - Bunatsimi
68 - Bukhaweka
69 - Bunakhayoti
70 - Busimawolya
71 - Butta
72 - Buteteya
Kampala District

(Sub-Counties)

1 - Kawempe
2 - Rubaga
3 - Central Division
4 - Nabweru
5 - Nangabo
6 - Nakawa
7 -
8 -
9 -
10 -
Masaka District
11 - Bukoto
12 - Mukungwe
13 - Kalungu
14 - Butego
15 - Kaswa
16 - Nyendo-Ssenyange
17 - Mulema
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31
32
33

35
36
37

39
40
41

73

74

75

76

77

Mukungwe
Kyankole
Kabonera
Kimaanya
Kingo
Senyange
Town Council
-Bulayi
Bulando
Butego
Bukoto



18
19
20
21
22
23
24

Mbale District

41
42
43
44
45
46
47
48
49
50

INTPLACE 1
2
3

INTNAME 1

Samue Kayabwe
2
3
Peter Kajula
4
5
6
7
Niyibigira E.
8
9
Eva Kangave
10
Turyakira Eleanor
11
12
13
14

Kingo

Kabonera
Kyabakuza
Butenga

Masaka Municipal
Buwunga

Buwagogo
Busoba
Bududu
Bupoto
Bushika
Bubutu
Bukhigai
Bugobero
Bumbo
Butiru

Residence
Business
Other

Prossy Musoke

Ben Bataringaya
Phoebe Kajubi

Flavia

Turinde K.A
Taaka Jenipher
Kimbowa Erasmus

Sarah Nambuubi
Wendiro Deborah

Gertrude Natukunda
Sam Wandukwa
Cathy Gimono

Timothy Mukeele
Jane Wakikona

Qn2

Relationship of Household M embersto Respondent

NOoO b~ wWNBE

Daughter/son
Grandchild

LEADNAME

CLERKNAM

Respondent’ s mother/father

Spouse’ s mother/father

Child of spouse

Other relatives of respondent

Other reatives of spouse
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C. Gender of Household member

D. Age of Household M ember

oo

1
2

Domestic worker
Other

Female
Male

ENTER ASIS, -66 for Not Willing, -77 for DK, -88 for NA, -99 for Missing

E. Marital Status of Household members
1 Married/partner/ -monogamous
2 Married/polygamous
3 Divorced/separated
4 Single/never married
5 Widowed
G. Current Main Occupation of Household member (if 15+ years)
1 Student
2 Salaried/wage employment
3 Casual /part-time work outside HH
4 Sdf employment- employer or own account worker  (not HH farming)
5 Assistsin HH business (NOT AN OWNER OF THE BUSINESS)
6 Farming
7 [11/disabled- no work
8 Unemployed/retired
9 Assists at home
10 Other
F&H1 Education 0 None 15 - J-32
1 Nursery & P1 16 - TTC
2 P2 17 - NTC
3 P3 18 - Informal Training
4 P4 19 - Post secondary
5 P5 20 - Post Primary
6 P6 =77 - Don’ t Know
7 P7
8 S1
9 2
10 3
11 A
12 S5
13 6
14 University

H2. Amount for Educational Expenditures
ENTER ASIS, -77 for DK. -88 for NA, -99 for Missing

H3. Payer of Educational Expendituresis non-household member
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1 - Yes

2 - No

3 - Partially by Household member and Non-household Member
-88 - Not Applicable

l. Extent of Presence of Household membersin Household

- Regularly present

- School holidays (boarding outside )

- Short term absences (residesin HH at least 20 days per month)
- 4 - 6 daysin aweek

1- 3 daysin aweek

- 1- 3monthsin ayear

- 4 - 6 monthsin ayear

- 7 - 9 months in ayear

Qn3

A. Sour ce of fundsfor educational Expenditures

- Savings/Earnings from Enterprise
- Salary/Wages

- Sold Crops/Livestock

- Sold Labor

Loan from MF

- Loan from other Credit Institution
- Borrowed

- Remittances, Transfers, Gifts

- Other

cCoO~NO A WNBE
1

O©CoOo~NOULE WNBE
1

B. Owner ship of Source of Funds
1 - Respondent
2 - Spouse
3 - Co-owned by HH members
4 - Other
-88 - Not Applicable

Qn4

A. Q4HHHEAD 1 - Respondent

2 - Respondent’ s spouse/partner
3 - Respondent’ s father

4 - Respondent’ sfather-in - law
5 - Respondent’ s mother

6 - Respondent & spouse jointly
7 - Other

B. DWELLING 1 - In business/shop

2 - Rooms attached to business/shop
3 - Rental unit(dwelling only)

4 - House(not on agricultural land)
5 - House on agric land

6 - Sharing house or flat

7 - Other

C. Number of Rooms used by Household for Living in
ENTERASIS
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D. ROOF - Thatched

- Iron sheets(mabaati)
- Tin

Tiles

- Cement/concrete

- other

OO WNPE
1

E. WALLS 1 Mud & poles

- Brick

- Cement blocks/concrete
- Mud with plaster

- Other

ab~whN!
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ELECDWEL 1 - Yes

Qn5
Q5TENDWE 1 - Owned
2 - Paying for in installments
3 - Rent (not subsidized)
4 - Free
5 - Stay in Govt.. House
6

- Other (Own house but not land)

Amount of Rent

ENTER ASIS
RENTBOTH 1 - Yes
2 - No
Qn6
Q6RENTUN 1 - Yes
2 - No
RENTURB 1 - Rural rental Units
2 - Urban Rental Units
HOUSEL SE 1 - Yes
2 - No
HOUSEURB 1 - Rural house
2 - Town/Urban House
Qn7
Q7GIVOUT 1 - Yes
2 - No

Cash value of amount given out to both rural and urban areas
ENTERASIS, -77 for DK, -88 for NA

Items given out in kind to both rural and urban non-household members
- Clothing

- Sugar

- Medicine

- Soap

Food

- Salt

- Paraffin

- Clothing/Soap/Sugar/Salt/Paraffin/Medicare (can’ t separate)
- Supports entire family

0 - Others

P OO~NOOOUTDS WNPE
1
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Qn8

Number of days Household ate any of the given foods
ENTERASIS, -88for NA, -99 for Missing

Sour ce of the foods eaten by Household

1 - Purchased

2 - Household Production
3 - Transferg/Gifts

4 - Other

12 - 1&2

13 - 1&3

23 - 2&3

-88 - Not Applicable

Qn9

Assets purchased or co-purchased by Respondent in last 12 months

0 - None

1 - Radio/Radio Cassette

2 - Clothing

3 - Shoes

4 - Blanket/Bed sheets/Curtains

5 - Cooking Utensilg/Eating Utensils (including Glasses, Plates, Sufurias)
6 - Paraffin/Gas Stove/Hot Plate/ Cooker

7 - Sigiri/Charcoal Stove

8 - Furniture (Including Sideboards, Chairs, Tables, Beds)
9 - Carpet/Mats

10 - Mattress

11 - Bicycle

12 - Flat Iron/Electric Fan

13 - TV

14 - Fridge

15 - Building/Building Materials

16 - Other Electrical Equipment

17 - Other non-electrical Equipment

18 - Traditional Dress/Gomesi

19 - Plot of Land

Whether Respondent owns assets

1 - Yes
2 - No
Qni10
Whether Household owns each of the listed items (excluding those above)
1 - Yes
2 - No

Number of Items owned by type
ENTERASIS
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B-E

Whether items owned are currently in working order

1 -
2 -
77 -
-88 -

Q11LAND 1 -
2 -

Size of Household’ sLand

Yes

No

Don’ t Know
NA

0Qnll

Yes
No

ENTER ASIS, -77 for DK

Qnl2

Crops owned or co-owned by respondent grown in last 12 months

P OoO~NOOUIT, WNPEFO
1

e el Nl el
OURNWNRO
L R N A D e |

-88 -

Owner ship of the Crops
1 -

-88 -

Was any of the crops sold

None 17
Beans 18
Greens 19
Sweset Potatoes

Cassava

Matooke/Bananas

Maize

Coffee

Rice

Fruits

Millet

Sugarcane

G.Nuts

Sorghum

Irish Potatoes

Yams

Onions

Not Applicable

Individual
Co-owned
Not Applicable

Yes
No
Not Applicable

Who decides on the money got from respondent’ s crops

1 -

2
3
4 -
5

Respondent only
Respondent with spouse

Tomatoes
Cowpeas

Respondent with other Household member (not spouse)

Spouse
Other household member (not spouse)
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12.2

A.

C-E

BUYIMPLE 1 - Yes
2 - No
-88 - Not Applicable

Whether Respondent has purchased each of thelisted inputs

1 - Yes
2 - No
-88 - Not Applicable

Amount of money spent on purchasing the inputs
ENTER ASIS, -77 for DK, -88 for NA

Other inputs purchased

1 - Pesticides/Drugs
2 - Other (Hoes etc)
Qnl13

Other Crops grown by Household

0 - None 17
Tomatoes

1 - Beans 18
Cowpeas

2 - Greens 19

3 - Sweset Potatoes

4 - Cassava

5 - Matooke

6 - Maize

7 - Coffee

8 - Rice

9 - Fruits

10 - Millet

11 - Sugarcane

12 - G.Nuts

13 - Sorghum

14 - Irish Potatoes

15 - Yams

16 - Onions

-88 - Not Applicable
Was any of these crops sold

1 - Yes

2 - No

-88 - NA

Qnl4

Q14REAR 1 - Yes

2 - No

Number of animals/birds owned by type
ENTER ASIS, -77 for DK, -88 for NA
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Any animals sold in the last 12 months

1 - Yes

2 - No

-88 - NA
Qnil5

Businesses/Enter prisesthat generate aregular cash flow

1 - Sale Home Baked Products (Chapatis, Mandazi, Samosas, Half Cakes, and Pancakes)
2 - Sale of Cooked (Roasted/Fried) Foods
3 - Hair Saloon/Hair Products

4 - Sale of Drinks/Bar

5 - Beer Brewing/Digtilling Waragi

6 - Sale of Agricultural Products (Fruits, Vegetables etc) Hortculural products
7 - Saleof Livestock

8 - Sale of Milk

9 - Sale of Eggs

10 - Sale of other Livestock products

11 - Sale of Charcoal/Firewood

12 - Sale of Arts & Handicrafts

13 - Market Stall

14 - Roadside Stall/Street Vending

15 - Table vending

16 - Newspaper Vending

17 - Shop/Kiosk

18 - Carpentry Workshop

19 - Restaurant/Take Away

20 - Transport services

21 - Tailoring/Sewing

22 - Sale of Clothware & Footware (old & new)
23 - Sale of Beddings (Blankets, Mattresses, Bed sheets etc.)
24 - Welding/Fabrication

25 - Hawker

26 - Grinding Mill

27 - Timber sale

28 - Bindery

29 - Sale of snacks, cigarettes

30 - Garage

31 - Brick Making

32 - Photocaoping Services

33 - Coffee Factory

34 - Car Dedler

35 - Shoe Repair/Shoe Shining

36 - Photography

37 - Educational services/School

38 - Saleof fish

39 - ClinicsTBAs

40 - Mechanic

41 - Sale of Drugs/Drug shop/Pharmacy
50 - Others (e.g Sale of decorations)
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Owner ship of Business

- Respondent

- Respondent co-owns with other household member

- Respondent co-owns with other non-household member
Spouse/Partner

- Others Household member

- Others

OO WNPE
1

Ranking of Business contribution to total HH cash income for last 12 months
ENTERASIS

Qnil5.2

Whether HH earnsincome from the other listed sour ces
1 - Yes
2 - No

Household member who ear ned the income from these other sources
- Respondent

- Spouse/Partner

Other HH member

- HH

- Other

abhwWwNPE
1

Qnl6.1

Yes
2 - No

[
1

Q16L OAN

Source of Loan

- Coop/Centenary/Other Bank

- UWESO/FAULU/UGAFODE/UWFT/Other NGO
- FINCA/PRIDE/FOCCAS

Extended family, Household members

- Friends, Other Individuals

- Other

-88 - Not Applicable

OO WNPE
1

Amount of Loan (or borrowed)
ENTER ASIS, -88 for NA

Whether Interest was charged
1 - Yes
2 - No

Total Amount Repaid
ENTERASIS

Whether Loan had fixed due date
1 - Yes
2 - No

Length of Loan Period
ENTER AS IS (Duration in Months)
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GOTLNBEF 1

NOL OANS

ENTERASIS

Qn16.2
Yes

No

Not Applicable

Amount of loan received each time
ENTER ASIS, -77 for DK

How latest loan was spent

P OO~NOOOUTDS WNPE

0

Qn16.3

Enterprise Activity

Animal Husbandry, Livestock

Agricultural inputs & implements

Food for Household

School expenditures for HH members

Medical care for HH members

Savings

Debts, saved for loan repayment
Obligationg/Assistance to non-HH member

Others (E.g Starting new enterprise, it was stolen)

Which Enterprise was the loan money spent on

1

P OOO~NOOUITDWN

NNNNNNNNNRERRRRRERRR
ONOURWNRLROOONOUAWNRO

Sale Home Baked Products (Chapatis, Mandazi, Samosas, Half Cakes, and
Pancakes)

Sale of Cooked (Roasted/Fried) Foods

Hair Saloon

Sale of Drinks/Bar

Beer Brewing/Digtilling Waragi

Sale of Agricultural Products (Fruits, Vegetables etc) Hortcultural products
Saleof Livestock

Sale of Milk

Sale of Eggs

Sale of other Livestock products

Sale of Charcoal/Firewood

Sale of Arts & Handicrafts

Market Stall

Roadside Stall

Table vending

Newspaper Vending

Shop/Kiosk

Carpentry Workshop

Restaurant

Transport services

Tailoring/Sewing

Sale of Clothware & Footware (old & new)

Sale of Beddings (Blankets, Mattresses, Bed sheets etc.)
Welding/Fabrication

Hawker

Grinding Mill

Timber Sale

Bindery
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29 Sale Snacks, cigarettes
30 Garage
31 Brick Making
32 Photocaoping Services
33 Coffee Factory
34 Car Dedler
35 Shoe Repair/Shoe Shining
36 Photography
37 Educational services/School
38 Sale of fish
39 ClinicsTBAs
40 Mechanic
41 Sale of Drugs/Drug shop/Pharmacy
50 Others (e.g Sale of decorations)

D. Owner of Enterprise
1 Respondent Individually
2 Respondent co-owner
3 Other

E. Amount spent for the 2 biggest items
ENTERASIS

Qnl7
Q17NOLOA 1 Borrowed from credit institution
2 Delayed in making these expenditures
3 Used Savings
4 Continued as | was doing
5 Borrowed from friends/family members
6 Would have sought assistance from friends/family members
7 Would have sold off some of my property
8 Other (E.g. Start business that requires little capital)
Qnl18

A. Q18DECID 1 | made the decision by mysdlf.
2 | talked it over with othersin my household
3 It was a joint decision made by me and one or more HH members
4 Other HH member decided
5 Credit group assisted me to decide
6 Other

B. Relationship of other household member sinvolved in making the decision
1 Spouse/Partner
2 Son
3 Father/Father in-law
4 Daughter
5 Other
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A.

C.

Q19PROV

1
2
3
4
5
6

Qni19

Only me
| do but afew times another member of the household has assisted

Both me and other member(s) of the household usually provide the funds.

| do but group members have assisted me afew times
Another household member
Other

Two main sour ces of money for loan repayments

OO WNPE

Respondent’ s enterprise(s)

Other HH member’ s enterprises, wages, sold labor
Respondent’ s crop/livestock sales

Other HH member’ s crop/livestock sales
Transfers. remittances

Other

Qn20

Whether the Respondent savesin any of the listed ways

1
2

Yes
No

Amount saved in each of the listed ways

ENTERASIS

Q21EVENT 1

Qn21

Yes
No

Type of major unanticipated events with financial reper cussions that occurred in last 24 months

P OO~NOOOUTDS WNPE

o

LR
o)
B~

WORSTEVE

NOoO b~ wWNBE

New individuals joined household due to deaths

Loss of a job, wage income; closure of HH business

Business losses due to fire/theft (not of crops/livestock on farm)
Seriousillness; medical expenses of HH member

Spouse reduced financial contributions

Need to repay debts

Drought causing low or no crop output

Crop losses(non-drought); livestock losses including losses due to theft
Death/funeral of household member

Financial obligations to non-HH member

Other

Not Applicable

New individuals joined household due to deaths

Loss of a job, wage income; closure of HH business

Business losses due to fire/theft (not of crops/livestock on farm)
Seriousillness; medical expenses of HH member

Need to repay debts

Drought causing low or no crop output

Crop losses(non-drought); livestock losses including losses due to theft
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8

Death/funeral of household member

9 Financial obligations to non-HH member
10 Other
-88 Not Applicable
D. WHENOCCU ENTERASIS (Year it occured)
E. How the financial obligations were met
1 Used earnings/regular income (handled within existing income)
2 Used money from savings account
3 Transfers, remittances, gifts
4 Borrowed from friends/family members
5 Worked more hours
6 Did not replace stock or inventory of enterprise
7 HH member took up a new income earning activity, sold labor
8 Delayed on payments for debts/loans/school fees/other financial obligations
9 Reduced expenditures on food/health
10 Rented out HH assets
11 Sold HH Assets (e.g. land)
12 Took aloan from FINCA/PRIDE/FOCCAS
13 Took aloan from other credit institution
14 Other (e.g. Family assisted)
15 Borrowed from suppliers (took goods on credit)
-88 Not Applicable
Qn22
A. Enterprises owned by respondent and operated in last 12 months
01 Sale Home Baked Products (Chapatis, Mandazi, Samosas, Half Cakes, and Pancakes)
02 Sale of Cooked (Roasted/Fried) Foods
03 Hair Saloon
04 Sale of Drinks
05 Beer Brewing/Digtilling Waragi
06 Sale of Agricultural Products (Fruits, Vegetables etc) Hortcultural products
07 Saleof Livestock
08 Sale of Milk
09 Sale of Eggs
10 Sale of other Livestock products
11 Sale of Charcoal/Firewood
12 Sale of Arts & Handicrafts
13 Market Stall/Street vending
14 Roadside Stall/Street Vending
15 Table vending
16 Newspaper Vending
17 Shop/Kiosk
18 Carpentry Workshop
19 Restaurant/Take away
20 Transport services
21 Tailoring/Sewing
22 Sale of Clothware & Footware (old & new)
23 Sale of Beddings (Blankets, Mattresses, Bed sheets etc.)
24 Welding/Fabrication
25 Hawker
26 Grinding Mill
27 Timber sale
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28 - Bindery

29 - Sale snacks, cigarettes

30 - Garage

31 - Brick Making

32 - Photocaoping Services

33 - Coffee Factory

34 - Car Dedler

35 - Shoe Repair/Shoe Shining

36 - Photography

37 - Educational services/School

38 - Saleof fish

39 - ClinicsTBAs

40 - Mechanic

41 - Sale of Drugs/Drug shop/Pharmacy
50 - Others (e.g Sale of decorations)

Owner ship of Enterprise
1 - Respondent isindividual owner

2 - Respondent co-owns with spouse

3 - Respondent co-owns with other household member

4 - Respondent co-owns with other non-household member
5 - Others

‘ Enterprises that operate at the sametime and space to form a single enterprise
ENTER THE COMBINATION CODES OF THE * ENTERPRISES' (using the 2 digit enterprise codes abovee.g.

0611 means sale of agricultural products and sale of firewood/char coal is one enterprise)

Whether business gener atesincome regularly
1 - Yes
2 - No

Whether enterprise has been operating the last 2 months
1 - Yes
2 - No

Rank of enterprises according to profit

ENTERASIS
Qn23
Whether Respondent carriesout any of the listed activities
1 - Yes
2 - No
MOSTSALE 1 - Trade
2 - Sdl of own/HH produce (Crops/Livestock or products)
3 - Services (eg cooked food, hotel)
4 - Manufacturing (e.g sewing)
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Q24AGRIC

Al Q25DATEB
2. MONTHOPE

3. BUSIBEFO

B. OPENMTHS

A. Q26SITE

B. ENTLOCA

C. TYPSTRU

D. RENTSTRU
AMTSTRU
REGUPAY

E. TENNOREN

ENTERASIS

Qn24

Only produced by you or your household

Mainly produced by you or your household

About half produced by you or your household

Less than half produced by you or your household

Very little, almost none produced by you or your household

Qn25

ENTERASIS (1 - January, 2 - Febuary, ...)

1 -
2 -

ENTER ASIS

N -
o

[
1

Yes
No

Qn26

Yes
No

Residential/trading area
Formal market centre
Town/city centre

Mobile (no fixed location)
Other

Open air, including with temporary roof/top
Semi-permanent, partial or complete walls& roof
Permanent building

Mobile, no main premise

Other

Yes
No

ENTERASIS, -88for NA

wWN -
[

Daily
Weekly
Monthly

Household owns
Informal agreement
No permission
Mobile

Other
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A.

Q27CUST

OO WNPE

Items and Services sold

P OO~NOOOUTS WNPE

ﬁ-b-b-bhwww0000ﬁwwwwNNNNNNNNNNl—\I—‘l—‘l—‘l—‘l—‘l—\Hl—‘
WNPFPOOWNO O WNPFPOOO~NOUA_ARWNPFPOOO~NOOUL, WNEF O

Qn27

Farmers (on-farm)
Rural markets

Traders/intermediaries (in this urban area)
Wholesale/retail permanent shops

Factoriessfmanufacturers/
Other

Qn28, 29, 36, and 37

Shoes
Handbags
Sweet Potatoes (raw)
Cooked Food
Fried Cassava
Sweset Bananas
Matooke Bunches
Tomatoes
Greens

Onions

Maize (Grain)
Tea

Soda

Beer

Chicken
Rabbits
Firewood
Charcoal
Cooking QOil
Fish

G-Nuts

Millet (Flour)
Maize (Flour )
Cassava (Raw)
Sugar
Sugarcane
Juice

Milk

Eggs

Watches
Necklaces
Crochets
Banana Leaves
Local Brew
Blankets
Wet-Look
Straight Perm
Leisure Curl
Hair Re-touch
Braiding
Braids (sdll)
Relaxer
Weaving

Hair Treatment
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48
49
50
51
52
53

55
56
57
58
59
60
61
62
63

65
66
67
68
69
70
71
72
73
74
75
76
77
78
79
80
81
82
83

85
86
87
88
89
90
91

Black Books

Chalk

Cigarettes

Mixed Plate (Food)
Beds

Sideboards

Chairs

Mandazi

Samosas

Chapatis

Pancakes

Halfcakes

Bread

Waragi

Cooked Posho/Beans
Cooked Cassava/Beans
Cooked Matooke/M eat
Yams

Hair Oil

Calcium Carbide
Welding Rods

Super Glue
Batteries

Kirundu (Wood)

4 x 2 (Wood)

6 x 2 (Wood)

Rice

Irish Potatoes (Raw)
Sweets

Fruits

Soap
Gomesi/Traditional Wear
Baby Clothes
Dresses

Trousers

Skirts

Brake Fluid
Hydraulic Oil
Grease

Seedling flowers
Garden Trees
Fencing Trees
Blouses

Non - Mixed Plate (Food)



B.1
Cil

Unit of Purchase/Sale

Trays
Pairs

Ralls

45
46
47

Toys
Paraffin
Exercise Books

Qn28, 29, 36 & 37 continued

95

96

97

98

99

100
101
103
104
105
106
107
108
109
110
111
112
113
114
115
116
117
118
119
120

1
2

Sewing
Buthis
Towes
Cattle Ropes
Sauce Pans
Snacks
Shoe Repair
Bras

Tyres
Albums
Petty coats
Umbrella
Mineral Water
Bedsheets
Slippers
Photos

Salt
Padlocks
Glass

Shirts
Shorts
Education/School
Mushrooms
Plates

Flat Iron

Bundles/Heaps
Bagy/Sacks

Bunches
Jerrycans

Bales

Tins

Lorries
Baskets/Basin
Per Bird/Animal
Cartons

Kgs

Per piece (Unit Item)
Per plate/mug/Cup

Sets
Crates
Dozens
Per Head
Litres
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92
93
94
95

121
122
123
124
125
126
127
128
129
130
131
132
133
134
135
136

21
22

23

24

Other Cloth
Photocopy
Beans
Sewing

Sauce Pans
Socks

Shoe Polish

Belts

Bodycare Creams
Underwear

Meat

Hair Cut

Drugs

Health Services
Baking Flour
Matches
Mechanic services
Cassava Flour
Curry Powder
Motorcycle Hire

-Clusters



Al

19 -
20 -

Value of Sales/Purchases
ENTER ASIS, -77 for DK

Q30REPRE

MOSTSAL

Q32AGRIC

Q33DATEB
MONTHOP

BUSIBEF

OPENMTH

Q34SITE

EPSELOCA

Per day
Packets

Qn30

1
2 -
3 -
4

All or aimost all

Most  (61-90%)
About half  (40-60%)
Less than half (20-39%)

Qn31

Whether Respondent carriesout any of the listed activities

1 -
2 -

A WNPF
1

abhwWwNPE
1

ENTERASIS

Yes
No

Trade

Sdl of own/HH produce (Crops/Livestock or products)
Services (eg cooked food, hotel)

Manufacturing (e.g sewing)

Qn32

Only produced by you or your household

Mainly produced by you or your household

About half produced by you or your household

Less than half produced by you or your household

Very little, almost none produced by you or your household

Qn33

ENTERASIS (1 - January, 2 - Febuary, ...)

1 -
2 -

ENTER ASIS

[
1

[
1

Yes
No

Qn34

Yes
No

Residential/trading area
Formal market centre
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3 - Town/city centre
4 - Mobile (no fixed location)
5 - Other
C. TYPSTR 1 - Open air, including with temporary roof/top
2 - Semi-permanent, partial or complete walls& roof
3 - Permanent building
4 - Mobile, no main premise
5 - Other
D. RENTSTR 1 - Yes
2 - No
AMTSTRUC ENTERASIS, -88for NA
REGUPA 1 - Daily
2 - Weekly
3 - Monthly
E. NORENTEN 1 - Household owns
2 - Informal agreement
3 - No permission
4 - Mobile
5 - Other
Qn35
Q35CUST 1 - Farmers (on-farm)
2 - Rural markets
3 - Traders/intermediaries (in this urban area)
4 - Wholesale/retail permanent shops
5 - Factories/manufacturers/
6 - Other
Qn38
Q38REPRE 1 - All or aimost all
2 - Most  (61-90%)
3 - About half  (40-60%)
4 - Less than half (20-39%)
=77 - Don’ t Know
Qn39
B. Whether salesrevenue was spent on any of these items
1 - Yes
2 - No
C. Rank of the 3 top items accor ding to expenditures from salesrevenue
ENTERASIS
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A.

B.

D.1

D.2

D.3

How much was spent on the top items
ENTER ASIS, -77 for DK

Qn40
Q40DECID 1 - Only me
2 - | talked it over with othersin my household; consulted
3 - It was a joint decision by me and one or more HH members
4 - Other

Relationship to respondent of person who decided on the expenditures
- Spouse/Partner

- Son

Father/Father in-law

- Daughter

- Other

abhwNPE
1

Qn4l

Whether worker isa member of the Household
1 - Yes
2 _ No

Whether worker isover 15yrsold
1 - Yes
2 - No

Average number of hours per day last week
ENTERASIS

Total daysworked last week
ENTERASIS

Total daysworked morethan 1 hr last month

ENTERASIS

How the worker is paid
1 - Yesin Cash
2 - Cash & Kind
3 - In kind
4 - No

PIECEWK ENTERASIS

Qn42
Fixed Assests of Enterprises1 & 2 purchased by respondent in last 12 months
0 - None
1 - Cooking/Eating Utensils
(including Baskets, Sufurias, Cups, Glasses, Plates etc.)
2 - Fridge
3 - Trolly
4 - Furniture (Including shelves, tables, chairs)
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5 - Workshade/shelter/building
6 - Hair drier

7 - Rollers

8 - Towels

9 - Hair Steamer

10 - Mirrors

11 - Lamps

12 - Chisdls

13 - Hand saws

14 - Sewing machine

15 - Cattle

16 - Poultry

17 - Stoves

18 - Trolly

19 - Soda/Beer Empties (Crates)
20 - Mats/Carpets

21 - Grinding Mill

22 - Other

23 - Weighing Scale

24 - Photocopier

25 - Bicycle

26 - Camera/Video

27 - Lantern

28 - Bag/Container/Sacks
29 - Hair Cutters

30 - Bicycle Tools

Sour ce of funds used to purchase enter prise assets

1 - Earnings
2 - Savings Account
3 - Credit from seller/hire purchase
4 - Loan from FINCA/PRIDE/FOCCAS
5 - Loan from other Credit Institution
6 - Borrowed money from family member/friends
7 - Transfers/remittances
8 - Other
Pur chase price of enterprise asset
ENTERASIS
Whether asset has been paid off
1 - Yes
2 - No

How much is still owed on the enter prise asset
ENTERASIS

Whether Respondent owns the enter prise asset

1 - Yes
2 - No
Qn43

Problems Respondent has had with family due to participation in businessin last 24 months

0 - None
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- Not enough time to attend to business myself

- Family eats/uses business merchandise

- Husband hates being dependant on wife b’ se he has no work

- Household at times withdraws part of working capital

Husband doesn't like my participation in business

- Husband wants me to stay at home and take care of children

- Husband had reduced contribution to household expenditure

- At first, husband didn't like the ideea, but he is now cooperative

- Husband didn't like my participation and we separated

0 - Husband would want me to do other things ratherthanmy business

P OO~NOOOUTDA WNPE
1

11 - Husband borrowed her money but didn't refund
12 - Family problems because of not having enough time to attend to family

15 - Others

Qn44

What good things have come out of Respondent having an income gener ating activity in last 24 months
- None

- Able to meet basic family needs

- Family does' nt go hungry

- Don’ t bother my husband about money anymore

- Can look after my children

Can educate my children

- Co-financed acquisation of household assets

- Has acquired assets

- Can take of mysdlf

- Has gained self esteem and confidence as a woman
Learnt to associate with people

Has moved away from home

Has made friends

Now uses of money optimally

Has learnt to save

Other

Has got something to do

Not applicable

P OoOO~NOUIT WNPEFO
1

bEPRPRRERpE
LouhbwNkFO
L D N N D D A e |

Qn45

A. Q45PLAN 1 - Yes
2 - No

B. Type of future plans respondent has

- Expand business

- Buy more equipment and tools

- Start a new business

Diversify business

- Move to a more strategic business location
- Improve business structure

- Other (e.g. Start manufacturing)

-88 - Not Applicable

NOoO b~ wWNBE
1

C. How the business plans will be implemented
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~No o~ wNEO

o
3

Not stated

Get loan

Work harder

If I get more money
Already in process
Through Savings
Borrow money

Other (e.g sell property)
Not Applicable

Permanent Respondent’ s Address and Information on 2 references

ENTER ASIS

Enumerator’ scomments & observations

P OoO~NOOUIT WNPEFO

e N el <l e
NoOoUuMNWNRERO

None

Respondent very cooperative

Respondent not very truthful

Interview interrupted by rain

Interview constantly interrupted by Respondent’ s clients

Respondent not very cooperative

Respondent expressed desire to join an MFI

Lack of information on MFIs

Increase mandatory savings

Prefers that MFI deals with individuals b’ se some Grp members not trustworthy
Amount of loan should be increased

Marriage problems affecting business

Respondent is failing to pay back the loan

Respondent expressed fear about the weekly 1oan repayments
Expressed fear for failure to pay up

Complains about irresponsible husband - not contributing financially
Expressed difficulty in remembering expenditures

Other (e.g. Complaining about weekly meetings in town)
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