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Note: This report is a sub-section of a comprehensive study conducted with women 
traders in the East African Community region, and the organizations that support them. 
For purposes of coherence, we refer to this report as “Volume 2”, and the report profiling 
the experiences of women cross-border traders in the EAC as “Volume 1” 



 iii

CONTENTS 
 
CONTENTS ...............................................................................................................................III 
ACRONYMS ............................................................................................................................. IV 
CAFOB   GROUP OF WOMEN’S ASSOCIATIONS AND NGOS IN BURUNDI....................... IV 
GLOSSARY............................................................................................................................... V 
LIST OF TABLES ..................................................................................................................... VI 
LIST OF FIGURES.................................................................................................................... VI 
EXECUTIVE SUMMARY.......................................................................................................... VII 
1.0 INTRODUCTION ................................................................................................................1 

1.1 BACKGROUND ..................................................................................................................1 
1.2 THE STUDY.......................................................................................................................1 
1.3 REPORT STRUCTURE.........................................................................................................2 

2.0 METHODOLOGY ...............................................................................................................3 
2.1 SCOPE OF THE STUDY .......................................................................................................3 
2.2 STUDY POPULATION ..........................................................................................................3 
2.3 DATA COLLECTION METHODS..............................................................................................3 
2.5 DATA ANALYSIS.................................................................................................................4 
2.6 STUDY LIMITATIONS...........................................................................................................4 

3.0 GENDER-FOCUSED TRADE ORGANISATIONS IN THE REGION....................................5 
3.1 A SYNOPSIS OF MEMBERSHIP IN FORMAL TRADE ORGANISATIONS ...........................................5 
3.2 PROFILING GENDER-FOCUSED TRADE ORGANISATIONS IN BUSIA.............................................7 

3.2.1 Busia Produce Dealers’ Multi-Purpose Cooperative Society Limited........................8 
3.2.2 National Cross Border Traders Association...........................................................10 

3.3 PROFILING GENDER-FOCUSED TRADE ORGANISATIONS IN KANYARU......................................13 
3.3.1 Group of Women’s Associations and NGOs in Burundi .........................................13 
3.3.2 Caisse Coopérative d’Épargne et de Crédit Mutuel ...............................................14 

3.4 PROFILING GENDER-FOCUSED TRADE ORGANISATIONS IN KATUNA........................................16 
3.4.1 Katuna Traders Association..................................................................................17 

3.5 PROFILING GENDER-FOCUSED TRADE ORGANISATIONS IN MUTUKULA - UGANDA.....................18 
3.5.1 Mutukula Development and Savings Society.........................................................19 
3.5.2 Victoria Basin Savings and Microfinance...............................................................20 

3.6 PROFILING GENDER-FOCUSED TRADE ORGANISATIONS IN NAMANGA .....................................21 
3.6.1 K-REP Bank.........................................................................................................21 
3.6.2 Kenya Women Finance Trust................................................................................22 
3.6.3 FAULU.................................................................................................................23 

4.0 CONCLUSIONS AND RECOMMENDATIONS..................................................................24 
REFERENCES..........................................................................................................................26 
LIST OF RESPONDENTS.........................................................................................................27 



 iv

ACRONYMS 
 
AFAB    Association des Femmes des Affaires du Burundi  
 
CAFOB   Group of Women’s Associations and NGOs in Burundi 
 
CECM   Caisse Coopérative d’Epargane et de Crédit Mutuel  
 
CEDAW  Convention on the Elimination of Discrimination Against Women 
 
CO   Certificate of Origin 
 
COMESA  Common Market for Eastern and Southern Africa 
 
EAC   East African Community 
 
EASSI Eastern African Sub-regional Support Initiative for the 

Advancement of Women  
 
KWFT   Kenya Women Finance Trust 
 
NCBT   National Cross Border Traders Association 
 
PTA   Preferential Trade Area 
 
SADC   Southern African Development Community 
 
URA   Uganda Revenue Authority 
 
 



 v 

GLOSSARY 
 
Certificate of Origin: A Certificate of Origin (often abbreviated as CO or COO) is a 
document used in international trade. It traditionally states from what country the shipped 
goods originate, but "originate" in a CO does not mean the country the goods are shipped 
from, but the country where the goods are actually made. If more than 50% of the cost of 
producing the goods originates from one country, that country is acceptable as the country of 
origin. In various international agreements, other percentages of national content are 
acceptable. 
 
COMESA: An organisation of free independent sovereign states in Eastern and Southern 
Africa which have agreed to co-operate in developing their natural and human resources for 
the good of all their people. Its main focus is on the formation of a large economic and 
trading unit that is capable of overcoming some of the barriers that are faced by individual 
states. 
 
Common Market: The Partner States' markets integrated into a single market in which there 
is free movement of capital, labor, goods and services (The East African Community, 2007)  
 
Customs Union: A type of trade bloc which is composed of a free trade area with a common 
external tariff.  In this case, it is the East African Community Customs Union established by 
Article 2 of the East African Protocol.  
 
Article 2(4) stipulates that within the Customs Union, 

a) customs duties and other charges of equivalent effect imposed on imports shall be 
eliminated save as is provided for in this Protocol; 

b) non-tariff barriers to trade among the Partner States shall be removed; and 
c) a common external tariff in respect of all goods imported into the Partner States from 

foreign countries shall be established and maintained. (The East African Community 
Secretariat) 

 
East African Community: The East African Community (EAC) is the regional 
intergovernmental organization of the Republics of Kenya, Uganda, the United Republic of 
Tanzania, Rwanda and Burundi with its headquarters in Arusha, Tanzania. 
 
Gender: The socially constructed roles, behaviour, activities and attributes that a particular 
society considers appropriate for men and women. The distinct roles and behaviour may give 
rise to gender inequalities, i.e. differences between men and women that systematically favor 
one group.  (WHO) 
 
Tariff: Any customs duty on imports or exports. (The East African Community Secretariat) 
 
Non-tariff barriers: Laws, regulations, administrative and technical requirements other than 
tariffs imposed by a Partner State whose effect is to impede trade. (The East African 
Community Secretariat) 
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EXECUTIVE SUMMARY 
 
Background 
 
Eastern African Sub-regional Support Initiative for the Advancement of Women (EASSI) 
spearheading a gender and trade project within the East African Community to empower informal 
women cross border traders as well as advocate for gender sensitive trade policies within the 
region. EASSI has developed a draft Protocol on Gender Equality, aligned to and drawing 
lessons from the South African Development Community (SADC) Gender Protocol that frames 
women’s economic empowerment. The EAC Gender Protocol is an instrument will be key in the 
implementation of this project.    
 
EASSI therefore commissioned a study whose purpose was two-fold:- 
a) To conduct a mapping of women engaged in cross-border trade 
b) To undertake a mapping of women-led/gender-focused trade and business organizations in 

the region to understand their capacity constraints and needs.   
 
This report provides findings on the second purpose of the study (mapping women-led/gender 
focused organisations. This overall purpose was informed by two specific objectives: 
1) To identify Gender focused trade organizations and document their capacity, needs and 

constraints; 
2) To establish the scope and level of support offered to women cross border traders by 

Gender focused trade organizations in the EAC region; 
3) Provide action oriented recommendations for advocacy purposes. 
 
The study used qualitative methods (key informant interviews and focus group discussions). A 
small proportion of study findings were also generated from questionnaires regarding women 
trader’s awareness and participation in existing organisations. 
 
The main limitation of the study was that the research team was denied permission to hold 
interviews with organisations in some of parts of the borders – this was the case in the Rwanda 
border posts of Gatuna and Kanyaru, as well as the Tazania sides of Namanga and Mutukula 
borders. 
 
Key findings 
 
 Nature of organizations in Busia: Two organizations were profiled in Busia. National Cross 

Border Traders Association (NCBTA) is a new organization at the border post, whose 
activities are centered on making trade easier for women by supporting access to customs 
information and helping the traders to handle some of the bureaucracies necessary for trade. 
Busia Produce Dealers’ Multi-Purpose Cooperative Society Limited (the other organization) 
supports produce dealers (men and women) with loans, facilities and materials (e.g. produce-
drying grounds, bicycles for transportation and weighing skills)  to reduce business costs that 
would otherwise be met by individual traders. The two organizations have different capacity 
needs, but the common one is training on the EAC Customs Union as well as integration of 
gender into their programs. 

 
 Nature of organisations in Kanyaru: There were no organisations based at the border post 

with the specific purpose of supporting women traders. The three organisations that were 
profiled (CAFOB, CECM and AFAB) by the study were based in Bujumbura (Burundi’s 
Capital City), albeit with minimal support to cross-border traders. This not withstanding, their 
services included micro finance (CECM), capacity building and advocacy for gender-
responsive policies in the country (CAFOB) and to a minimal extent, support to women 
traders (AFAB).  
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 Nature of organisations in Namanga: In Namanga, the majority of organisations mentioned to 
be supporting women traders were banks and micro finance institutions (K-REP, KWFT and 
Faulu) – most of them lacking physical presence in Namanga. There will be need to establish 
other avenues of supporting women traders with other trade-related needs that are not of a 
finance nature – since none of the organisations in the are is meeting the other needs – such 
as addressing knowledge requirements on benefits accruing to women – from the EAC 
customs union and common market.  

 
 Nature of organisations in Mutukula: In Mutukula as well, two organisations were profiled 

(Mutukula Development and Savings Society; and Victoria Basin Savings and Micro finance). 
Although some minimal training is offered by the organisations to their clients, the bulk of 
their services are centred on business financing and training.  

 
 Nature of organisations in Katuna: Katuna Traders Association was the only organization 

profiled by the study. It was initiated in 2009 by COMESA through collaboration between EAC 
and Uganda Export Promotion Board which facilitated the traders of Uganda (Katuna) and 
Rwanda (Gatuna) to promote cross border trade. Within this association, there are other 
smaller groupings formed by traders to support each other. The organisation provides training 
to members on customs laws; as well as supporting loan acquisition on a revolving loan 
basis. 

 
Conclusions and recommendations 
 
The study also revealed that micro finance institutions and banks are the commonest institutions 
that support women traders. This implies that beyond meeting financial needs, many other needs 
of the traders go unmet. Although these institutions meet the financial needs of the women, they 
can do very little else to support them to have tangible benefits from the East African Union and 
Common Market. It is therefore not a surprise that women traders still grapple with trade 
challenges as a result of ignorance about EAU policies and laws. 
 
Individual organisations are crucial providers of capacity building programmes to women traders, 
whilst themselves often lacking capacity to sustain their mission. Improving internal management 
structures, access to information and technology, and networking are integral to institutional 
capacity building. One of the common needs of most of the organisations across the five border 
posts is training on customs union – laws and regulations. Many others mentioned a need for 
computers and office space. EASSI therefore needs to make choices whether to partner with 
weak organisations that lack the basic infrastructure or to work with those with optimum 
infrastructure that would only require training to integrate gender into their programs. 
 
The following recommendations are therefore pertinent: 
1) Considering that most of the organisations do not necessarily target women through a clear 

analysis of the issues that affect their economic outcomes, EASSI should consider providing 
gender-specific training to organisations that will be selected as partners to implement the 
project.  
 

2) In addition, to ensure standardised skills transfer across the region, EASSI needs to conduct 
a gender-specific analysis of the policies and laws pertaining to the East African Union; as 
well as national trade laws. Capacity building for the organisations will then be customised to 
ensure that they deliver specific responses to issues affecting women traders in the EAC. 

 
3) EASSI needs to conduct a stakeholder analysis and a partnership appropriateness analysis 

before determining which organisations to partner with on the project. 
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1.0 INTRODUCTION 
 
1.1 Background 
 
Eastern African Sub-regional Support Initiative for the Advancement of Women (EASSI) 
is cognizant of a need for a greater emphasis to gender as a development approach, in 
order to ensure growth and poverty reduction goals, including realization of the 
Millennium Development Goals. There is insufficient attention to gender analysis in 
issues of trade in the East African region, and this has meant that women’s contributions 
and concerns remain too often ignored in economic structures, such as financial markets 
and institutions, trade systems, labour markets, economics as an academic discipline, 
economic and social infrastructure, taxation and social security systems, as well as 
families and households.  
 
EASSI is spearheading a gender and trade project within the East African Community to 
empower informal women cross border traders as well as advocate for gender sensitive 
trade policies within the region. 
 
The East African Customs Union Protocol provides some opportunities to cross border 
traders but is lacking in effective gender analysis. There seems to have been no strategy 
to disseminate information on the various opportunities provided by the Protocol. More 
male than female traders seem to have taken advantage of the protocol which provides 
for custom exemption on various items produced within the member countries. This is 
attributable to the greater access to information by men than women. 
 
Additionally, tax consessions are often more lucrative to big-scale traders than small 
scale ones – the bulk of who are women. For instance, the majority of the women in 
informal cross-border trade – interviewed during this study reported that they lack capital 
to diversify into products that attract better tax consessions or tarrif exemptions.  Study 
findings also reveal that the majority of informal cross-border traders have very little or 
no information on taxation policies and how they operate. Besides, there is minimal 
formal grouping among women traders – most women who are in formal groups are 
those that reside at the border posts. This limits their mobile counterparts from enjoying 
the benefits accruing from group formation – such as information sharing, education and 
communication about the operating environment and requirements for small scale 
trading.  
 
EASSI has developed a draft Protocol on Gender Equality, aligned to and drawing 
lessons from the South African Development Community (SADC) Gender Protocol that 
frames women’s economic empowerment. This will be implemented within the roadmap 
process of the EAC. The EAC Gender Protocol is an instrument that gender focused 
organisations are advocating for and will be key in the implementation of this project.    
 
1.2 The study 
 
Against the above background, EASSI therefore commissioned a study whose purpose 
was two-fold:- 
 
A. To conduct a mapping of women engaged in cross-border trade 
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B. To undertake a mapping of women-led/gender-focused trade and business 
organizations in the region (existence, numbers, membership, goals, etc) to 
understand their capacity constraints and needs.   

 
The specific objectives of the study were: 
4) To identify women cross border traders in the EAC region; 
5) To establish the capacity of women cross border traders in terms of trade, 

constraints and needs; 
6) To identify Gender focused trade organizations and document their capacity, 

needs and constraints; 
7) To establish the scope and level of support offered to women cross border traders 

by Gender focused trade organizations in the EAC region; 
8) Provide action oriented recommendations for advocacy purposes. 
 
1.3 Report structure 
 
This report profiles the gender-focused trade organisations in response to purpose B of 
the study (To undertake a mapping of women-led/gender-focused trade and business 
organizations in the region). In so doing, this report (Volume 2) responds to objectives 3, 
4 and 5 of the study.  
 
The report is presented in four major parts – Section 1 provides the background to the 
study; Section 2 highlights the methodology used; Section 3 presents the study findings 
– profiling the various organisations serving each border point; and finally Section 4 
makes programmatic recommendations. 
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2.0 METHODOLOGY 
 
2.1 Scope of the study 
 
The content scope of the study was derived from objectives 3, 4 and 5 of the study. In 
terms of geographical scope, the study covered five border posts as described below. 
 
Table 2.1: Study sites 
 
Boarder Area Selected Town 
Uganda - Kenya Busia 
Kenya - Tanzania Namanga 
Uganda - Tanzania Mutukula 
Uganda - Rwanda Katuna 
Rwanda - Burundi Kanyaru 
 
2.2 Study population 
 
The study was mainly conducted with organisations with a focus on gender and trade 
and with programmes that specifically provide some support to cross-border traders. The 
study mainly interviewed Directors of those organisations, as well as project staff. Study 
findings were also triangulated with Focus Group Discussion findings as well as 
individual questionnaire responses from cross-border traders. 
 
2.3 Data collection methods 
 
The study employed mostly qualitative methods as described below. 
 
Document review: The study team reviewed organisational project brochures as well as 
progress. 
 
Key Informant Interviews: These were held with officials from selected organisations 
which were mentioned as providing support to women traders. These organisations were 
identified through Focus Group Discussions with women traders, as well as a snow-
balling process where one organisation identified would mention other organisations 
undertaking similar work with cross-border traders.  
 
Questionnaires: Although questionnaires were mostly administered to generate 
information in response to Purpose A of the study (Mapping women engaged in cross 
border trade), a few questions were included to determine the proportion of women 
traders who were members of formal organisations supporting women cross border 
traders. Quantitative data and graphs presented in this report are therefore an outcome 
of the questionnaire responses. 
 
2.4 Key research questions 
 
The research questions were structured per study objective as illustrated below 
 
Objective 3: To identify Gender focused trade organizations and document their 
capacity, needs and constraints. 



 4 

 
1) What organizations are targeting the needs of women traders at this border post? 
2) Which of these organizations were formed by the traders themselves?  
3) What is the legal status of these organizations? 
4) What form of support do these organizations give women traders? 
5) How do these organizations identify the women? What are the criteria for 

membership? Do they pay membership fees? How much? What is the average 
membership? 

6) What have been the successes registered by these organizations? 
7) What are the prevailing challenges? 
8) What can be done to improve the capacity of these organizations? 
 
Objective 4: To establish the scope and level of support offered to women cross border 
traders by Gender focused trade organizations in the EAC region. 
  
1) What form of support do these organizations give women traders?  
2) What have been the successes registered by these organizations? 
3) What are the prevailing challenges? 
4) What can be done to improve the capacity of these organizations? 
 
Objective 5: Provide action oriented recommendations for advocacy purposes 
 
1) What specific capacity building is required for organisations of/for women cross-

border traders? 
 
2.5 Data analysis 
 
Content Analysis was used to analyse qualitative data on the basis of emerging themes 
within the context of the study framework. Questionnaire responses pertaining to 
women’s membership in formal organisations were analysed using SPSS Version 17.0.  
 
2.6 Study limitations 

 
Due to some customs restrictions and work permit requirements, the study team was not 
granted permission to work in some sections of the border towns. This was the case on 
the Rwanda side of Kanyaru and Katuna borders; and the Tanzania side of Namanga 
and Mutukula border posts. Authorities at the border posts required letters from their 
headquarters (in Kigali and Dar es Salaam) authorizing the study team to work at the 
border posts. This was not possible within the limited study time and logistics. The team 
therefore concentrated on the Kenya, Uganda and Burundian posts where permission 
was granted. Unfortunately, the implication of this is that the study is devoid of 
institutional findings for Tanzania and Rwanda. We recommend that formal procedures 
be undertaken by EASSI to acquire work authorization in future and conduct sub studies 
in Tanzania and Rwanda to provide baseline information for the project in these 
countries. 
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3.0 GENDER-FOCUSED TRADE ORGANISATIONS IN THE REGION 
 
3.1 A synopsis of membership in formal trade organisations 
 
A consolidation of the responses from the five border posts revealed that although 34% 
of the women are aware about the existence of gender-focused organisations, only 29% 
are members and benefiting from them. This is illustrated in figures 3.1 and 3.2 below. 
 
Figure 3.1: Proportion of women traders 
aware of gender-focused trade organisations; 
N=378 

 Figure 3.2: Proportion of women traders 
who are members of gender-focused trade 
organisations; N=378 

 

 

 

From the above graphs, it is clear that the existing gap is two-pronged. On the one hand 
are women traders who are completely naïve about the existence of organisations that 
support women cross border traders (66%), and on the other are those who are aware, 
yet still reluctant to join any of them (5%).  
 
The 66% who are not aware of these organisations could be attributed to either a 
response bias – since most of the organisations are not solely targeting the needs of 
women traders, but encompass men and women. It is also possible that due to the 
challenge of limited access to information, most of the women do not know about 
existing opportunities for membership in formal organisations. 
 
On the other hand, the 5% who despite knowing about the existence of these 
organisations are not members mainly attributed their non-membership to the fact that 
membership fees are a dis-incentive (all the 29% who reported being members of these 
organisations reported that they pay a nominal membership fee). In addition, some of 
the women are not resident at the border posts and reported having busy schedules that 
do not permit them to participate and benefit meaningfully from the organisations.  
 
The above notwithstanding, the 29% of the women traders who are members of gender-
focused trade organisations reported a variety of benefits arising from their membership 
in these organizations (Figure 3.3). The myriad of benefits ranges from access to loans, 
information, exchange visits to successful enterprises in other countries, as well as 
informal benefits such as family support. 
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Figure 3.3 Nature of support obtained from gender-focused organisations; N=109 
 

  
 
Loans: As further explained in subsequent sections of the report, the core business of 
most of the organisations is providing loans to their members. At all the border posts, 
about 30% of the women reported that their main source of capital was through loans. 
They however mentioned that as compared to formal banks, the loan terms of these 
some of organisations – e.g. interest rates were better. In addition, in the absence of 
collateral, the organisation/group membership acts as guarantor to members to acquire 
loans from financial institutions as reflected by a woman trader in Namanga... 
 

“We have also been able to get loans more easily from the banks as a group 
than when trying to get a loan as an individual - which is challenging because it 
requires a lot of documents and security which one may not be in position to 
provide.” 

 
Information: The women traders noted that their membership in trade organisations 
accords them some basic information about cross border trade. Nevertheless, as will be 
elaborated in the challenges encountered by the organisations interviewed during the 
study, this information is very minimal. This is because most of the organisations 
themselves lack a thorough knowledge of the Customs Union and its associated 
policies. This is compounded by the fact that many do not have cross-border trade as 
their core business. 
 
Saving opportunities: Some of the organisations require women to save a proportion of 
their profits with them so as to be able to access loans. These personal savings often 
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grow into reasonable sums which the traders re-invest into their businesses. Indeed 61% 
of the women traders (both members and non-members of organisations) reported that 
personal savings were their main source of capital. Those in formal organisations 
however have the added incentive to save because it is a requirement for continued 
membership in the organisations. 
 
Exchange visits: Traders in Burundi reported that they had benefited from exchange 
visits to Rwanda and Uganda. A case is profiled of a woman in Burundi who as a result 
of her excellent entrepreneurial acumen in building her business was selected by Caisse 
Coopérative d’Épargne et de Crédit Mutuel (CECM) to benefit from an exchange visit to 
the USA. Exchange visits enable the traders to learn how to enhance their businesses 
as well as acquire new entrepreneurial ideas. 
 
Informal benefits: The organisations 
also provide some form of “social 
capital” to members. Many reported 
that they had built new friendships 
and networks with other members. 
On an informal basis, they help each 
other to cope with daily challenges 
of life. In Namanga for instance, 
some women reported that group 
members help each other to cover 
emergency costs such as treatment 
bills and funeral expenses in case of 
loss of a spouse or child.  
 
 
 
 
Subsequent sections of this report describe the various organisations supporting women 
cross-border traders at the different border posts - their success, challenges and 
capacity building needs. 
 
3.2 Profiling gender-focused trade organisations in Busia 
 
Caveat: Although the study team accessed some Kenyan traders across the border, 
interviews with organisations were challenging to conduct. The traders themselves were 
hesitant to participate in the study; and those who did reported that they did not know 
any organisations supporting women traders on the Kenya side of the border. Customs 
officials on the Kenya side also confirmed that they were not aware of any organisations 
supporting women traders.  
 
Women cross-border traders in Busia were wary of the work of organisations that 
purport to help them. 
 

 “Many organizations come and write our names and talk to us like you are doing 
but they never come back, we hope that you are not going to do the same” Cross 
Border Trader in Busia 

 

Implications for EASSI 
Efforts towards targeting women through 
gender-focused trade organisations should start 
with ensuring optimal access to information 
about the existence of these organisations and 
educating women about the benefits accruing 
to members.  
 
In addition, EASSI should consider the transient 
nature of most traders and consider using e-
commerce technology to reach members with 
relevant information and services. Such options 
could include sharing information through 
mobile phones and email. This way, the 
opportunity cost of participating in these 
organisations (particularly for the busy traders 
who have to ply long routes will be minimised.  



 8 

This notwithstanding, there are a few organizations which help women traders, but are 
not necessarily specialized to meeting only the needs of women cross-border traders. 

Table 3.1 Organisations supporting women traders in Busia 
 
Name of 
organisation 

Legal 
status 

Contact Target 
group 

Key activities for  
women cross 
boarder traders 

Busia Produce 
Dealers’ Multi-
Purpose 
Cooperative 
Society Limited  

Cooperative 
Society 

P.O Box 432 
Busia 
Uganda 

Male and 
female cross 
border 
traders 

 Providing low 
interest loans  

 Educating 
traders about 
saving and 
investment. 

 Paying licence 
fees for 
members 

 Providing 
warehousing 
services 

National Cross 
Border Traders 
Association 
(NCBTA)  
 

Registration 
as an NGO 
is still in 
progress 

 Male and 
female cross 
border 
traders 

 Sensitising 
traders about 
cross border 
regulations  

 Information 
desks to 
answer any 
questions 
traders may 
have 

 Partnering with 
microfinance 
institutions to 
provide low 
interest loans 
to members. 

 
3.2.1 Busia Produce Dealers’ Multi-Purpose Cooperative Society Limited  
 
Overview 
 
This organization is located in Busia Uganda. It brings together both men and women 
who deal in produce (cereals and grain) in Busia. Women and men in this Cooperative 
draw the majority (over 70%) of their market/buyers from the Kenyan side. 
 
Members pay a one-off registration fee of approximately US$10-12 and acquire 
identification cards. The cooperative society has 250 members currently; of whom 99 
(39%) are women. Women and men in this organization benefit equally provided one is 
registered as a member. The organization does not offer preferential treatment to 
women. 
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Services offered to women cross-border traders 
 
The organization provides the following forms of support to Ugandan women cross-
border traders: 
 
Loans: Small loans of up to US$400 at a 6% interest rate are available to members to 
enable them purchase produce which is then sold to Nakuru, Nairobi, Kisumu and other 
parts of Kenya. Being a Produce Cooperative Society, loan services are not open to 
enterprises other than agricultural produce.  
  
Loan management training:  This is provided to men and women who take loans – to 
ensure that they use the money appropriately and return interest to the cooperative 
society. This minimizes losses for the organization and averts some of the costs that 
would otherwise be spent in loan recovery. 
 
Promoting savings and investment: Members are taught basic budgeting; how to take 
stock of their expenditures and incomes; and use their savings as capital to expand their 
businesses. 
 
Providing tools: The Cooperative Society offsets some of the costs of production that 
would otherwise be met by individual traders by providing tools such as weighing scales 
to members free of charge; and bicycles which members can borrow and use free of 
charge. The Cooperative also provides space/drying grounds for traders to dry their 
grain before export. 
 
Subsidizing trading costs: The organization pays monthly license fees amounting to 
about US$ 2 per member per month to Busia Town Council. This serves as an incentive 
to attract more members to the Cooperative – it is no wonder that the organization has 
250 registered members. 
 
Capacity building needs 
 
The following were identified by both traders and management as the key issues that the 
Cooperative Society needed to make it more effective in supporting women cross-border 
traders.  
 
Tools and facilities:  
 
The drying grounds of the Cooperative Society need to be cemented to ensure proper 
handling of produce in order to maintain good quality for export – which will translate into 
reasonable prices at the international market. 

 
Machines such as drying machines, sorting machines, cleaning machines should be 
availed to the cooperative for hire by the members. This will contribute towards value 
addition before export, and equally translate into better prices for the produce. 
 
Financial support 
 
The organization should be facilitated with grants or loans at low interest rates to enable 
it to lend to its members at much lower interest rates than the current 6% interest rate… 
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“We are limited by capital, the highest loan one can take from the Cooperative 
Society is US$400, which limits the efforts of traders – we need grants or low 
interest loans to enable us lend the traders bigger sums of money” Cooperative 
Society Secretary 

 
Skills 
 
Although the organization is well placed 
to provide trade information to its 
members, it does not currently do so. 
This is because staff themselves lack 
accurate information regarding the 
customs union and related regulations. 
There is therefore need to provide 
training to staff of the Cooperative 
Society regarding the EAC union and 
common market. Training should be 
customized to equip staff with 
knowledge on opportunities available to 
agricultural producers through the 
customs union.  

 
Staff members interviewed during the 
study also mentioned that they lacked 
specific skills to integrate gender into 
their programs – which currently cover 
both men and women without specific 
customization to the needs of women. 
The organization therefore needs 
training on gender and how to integrate 
it into a cooperative society setting to 
increase its responsiveness to women’s 
needs. 
 
3.2.2 National Cross Border Traders Association  

 
Overview 
 
The National Cross Border Traders Association (NCBT) is an NGO still in the process of 
being registered in Uganda. The cardinal prerequisite for membership is that one has to 
be a cross border trader with an average operating capital US$ 500, which the 
organization is considering increasing to US$1000. The membership fee is US$5 per 
annum for ordinary members and US$10 for those who aspire to be leaders. Members 
are issued with a membership card upon paying the subscription fees. Membership to 
the organization is open to both men and women - there is no customized response to 
the needs of women traders. 
 
Services offered to women cross-border traders 
 
The organization provides the following forms of support to cross-border traders 

Implications for EASSI 
Women are responsible for the bulk of food 
production in the EAC and are the primary 
producers for the domestic market and for 
household food needs. The EAC needs to be 
cognizant of this in opening regional markets 
for agricultural products. If this puts local 
producers in competition with cheaper food 
imports, women will be particularly affected. 
Women may be disadvantaged because of 
their low-technology production, their lack of 
decision-making power, unequal land rights, 
and limited access to credit among other 
reasons. Women - especially rural women 
are rarely involved in negotiations. Even 
where opportunities to join and benefit from 
formal groups exist, their participation is 
limited (e.g. only 39% of the members of the 
Cooperative Society in question are women).  
 
Therefore, efforts by EASSI need to be 
multipronged to ensure that the EAC’s 
opening up of markets for agriculture does 
not disadvantage women. Barriers to group 
participation also need to be addressed to 
improve women producers’ bargaining 
power. 



 11 

 
Sensitization on trader’s rights: The organization offers sensitization to cross border 
traders about their rights. This is done through seminars organized on annual basis to 
cover topics such as: goods exempted from taxation; smuggling; process of clearing; 
and contraband goods prohibited from entering the country - such as arms and drugs 
among others. As a result, the traders are able to benefit more from the customs union, 
for example by making informed decisions to refrain from smuggling and paying bribes 
to customs officials.   
   
Handling complex paper work: The organization helps traders to fill out the Certificate of 
Origin form free of charge. A Certificate of Origin (CO or COO) is a document used in 
international trade, stating what country the shipped goods originate from. "Originate" in 
a CO however does not mean the country the goods are shipped from, but the country 
where the goods are actually made. An often used practice is that if more than 50% of 
the costs of producing the goods originate from one country, that country is acceptable 
as the country of origin.  
 
The CO forms often pose challenges to 
traders who are unable to interpret the 
technical requirements. As such, NCBT 
provides this service to traders free of 
charge. 
 
“We have trade information desks and officers at 
six functional customs points (Busia, Malaba, 
Katuna, Kinshasa, Bunagana and Bibia), whose 
function is to help traders to fill certificate of 
origin forms” Official at NCBT 
 
The service is beneficial to both illiterate 
and literate traders. To the literate ones, the 
complexity of the forms makes any help a 
welcome relief and ensures that the 
information provided is accurate. 
 
Channeling traders’ concerns: The organization provides a platform for traders to air 
their concerns. These mainly include frustrations with the long bureaucratic procedures, 
lack of clarity on customs procedures, and other non-tariff barriers among others. The 
organization then attempts to seek audience with the customs officials to address these 
challenges. Some of them however remain unattended due to the busy schedules of the 
customs officials, as well as the limited capacity of the organization to demand 
accountability on its own. There is need for concerted efforts to demand accountability. 
Women traders themselves should be taught how to go about demanding that their 
concerns are addressed. This calls for the need for training in advocacy. 
 
Successes 
 
The organization boasts the following successes:- 
 
 Improved traders’ negative attitude towards government,  

“Initially the traders thought that government was oppressive towards them, but 
by telling them that government prefers to work with organized groups and 

Implications for EASSI 
Although this service of filling out CO 
forms is extremely useful to its 
beneficiaries, it would be prudent 
that the traders (more so the literate 
ones) are taught how to fill out the 
form. This would entail a simplified 
step by step explanation of the 
requirements of the form. This will be 
more sustainable since these traders 
will be able to use the knowledge in 
other customs areas where they may 
not have the support. Besides, 
having a few information officers at 
the border posts to do this may not 
always match the volume of traders 
who require the service. 
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indeed having them organized, a good number of the members now possess 
trading licenses, and appreciate government involvement”. Staff of NCBTA 

 
 Due to evidence of the good work it is doing, the organization has attracted donor 

support from the European Union and COMESA – who are offering computers and 
containers that can either be used for storage or converted to office space.  
 

 The Organization successfully invited Uganda Revenue Authority to sensitize and 
train members on trade policies and customs laws. The sensitization workshop 
focused on customs rights of COMESA member countries. Participants were happy 
to learn that there is no need to smuggle and suffer subsequent avoidable penalties 
and yet COMESA policies accord them a lot of free trade advantages.   

 
Capacity building needs 
 
Effective advocacy skills 
Despite the impressive work, the organization has some challenges which include 
resistance from police and some customs officials who have been taking bribes under 
the guise of helping misinformed traders to operate without certificates of origin. The 
resistance sets in because the organization is sensitizing and practically involved in 
ensuring that all cross border traders realize that certificates of origin are a free service. 
 

 “Under the new arrangement, the most a cross border trader should spend 
voluntarily is less than US$ 1 to enable the organization purchase ink pads and 
other necessities as opposed to the Kitu-kidogo (bribe) of the police”. Official at 
NCBTA 

 
Although NCBTA reported that the services are entirely free of charge, it is not 
uncommon for the services of some organizations to be out of reach by some potential 
beneficiaries due to these indirect/informal costs. It is therefore important that EASSI in 
efforts to work in partnership with the organization determines whether or not traders 
should pay any fees for the service. If it is agreed that they pay, the fees should be 
uniform to avoid illicit collection of unofficial money from the traders. 
 
In addition, it is important to note that leading by example is one of the most effective 
strategies for advocacy. Little success will be scored by NCBTA in attempting to stop 
police and customs officials from collecting unofficial monies from traders while the 
organization which is playing the “watchdog role” is doing the same. 
 
Infrastructure support 
Due to the volume of traders, there is need for more information desks and officers to 
support the traders. However EU donors have recently offered 4 containers for 4 of the 
boarder points where the organization has presence - although Busia will not be a 
beneficiary. The challenge of office space therefore remains big for the organization in 
Busia. 
 
Business skills training  
Staff of the organization reported that they need skills in business management so as to 
place them in a better position to provide technical assistance to the traders.  
 
Training about the customs union laws 
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The organization also mentioned that it needed training about the customs union and 
related laws to enable them provide a clearer interpretation as they train the traders 
about their rights, entitlements and responsibilities. 
 
Financial support 
The organization needs funding to conduct seminars for the traders to equip them with 
relevant knowledge and skills to effectively conduct cross-border trade.  
 
3.3 Profiling gender-focused trade organisations in Kanyaru 
 
Table 3.2 Organisations supporting women traders in Kayaru 
 
Name of 
organisation 

Legal 
status 

Contact Target group Key activities 
for  women 
cross 
boarder 
traders 

Group of 
Women’s 
Associations 
and NGOs in 
Burundi 
(CAFOB) 

Umbrella 
organisation 

Tel. +257 22 21 7758 
cafob@cbinf.com or 
cafob.cafob1@yahoo.com 
 

Women 
Associations 
and groups 

Negotiate for 
favourable 
laws and 
policies 

Association 
des Femmes 
des Affaires 
du Burundi 
(AFAB) 
 

Local NGO P.O.Box 1555 Bujumbura Women 
entrepreneurs 

 Capacity 
building 

 Loans 
 Information 

to traders 

Caisse 
Coopérative 
d’Épargne et 
de Crédit 
Mutuel 
(CECM) 

Microfinance cecm@cbinf.com  
+257 22 21 3375 

All traders  Loans 
 Financial 

advice 

 
3.3.1 Group of Women’s Associations and NGOs in Burundi  
 
Overview 
 
Group of Women’s Associations and NGOs in Burundi (CAFOB) is an umbrella 
organisation that brings together NGOs and Women based groups and associations in 
Burundi. It was formed in 1995 and became fully operational in 1997. CAFOB gets 
funding mainly from UNDP, International Alert (UK) and CECI. 
 
There are 52 Associations registered with CAFOB that pay an annual subscription of 
US$ 8 each. Out of the 52, only one association (AFAB) is specifically supporting 
women traders.   
 
Services offered 
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The activities of CAFOB are derived from the interventions of member organisations. 
They focus mainly on peace, health, HIV/AIDS, the fight against poverty, women 
entrepreneurship, justice, women and children’s rights, protection of widows and 
orphans, training, information, lobbying and advocacy. 
 
CAFOB supports member organisations 
in strengthening organisational and 
management capacities, in project 
development, as well as mobilisation of 
resources for their projects. Training and 
information sharing is adapted to the 
prevailing needs of the member 
organization as well as national policies.  
 
CAFOB has been involved in advocating 
for better laws and policies aimed at 
improving and supporting its member 
associations. CAFOB plans to take 
advantage of the East African 
Community as a forum to advocate for 
better national laws and policies for its 
partner associations especially to benefit 
women traders. 
 
 
 
Challenges 
 
The organisation encounters the following key challenges: 
 Inadequate funding to support its member associations; 
 Language barrier – which limits their effectiveness in the EAC region. The country is 

French-speaking, yet the other countries in the union are English-speaking. Even 
Kiswahili which is the EAC common language is not widely spoken in Burundi; 

 Member Associations have limited capacity to carry out effective project planning as 
well as monitoring and evaluation of their projects. 

 
Capacity building needs 
 
The organisation recommended the need to provide training to members on how to 
effectively manage programs within the EAC framework. There is also need to provide 
support to align members with the new trends within the EAC - for example learning the 
common language (Kiswahili), and aligning national tax policies to the EAC tax policies 
as per the common market protocol. This will help the member organisations as well as 
the traders overcome the challenge of communication and tax barriers among others. It 
is also necessary to reduce on the red tape and unfair tax policies across the borders. 
 
3.3.2 Caisse Coopérative d’Épargne et de Crédit Mutuel  
 
Overview 
 

Implications for EASSI 
Being an umbrella organization, 
CAFOB is in a good position to be a 
strategic partner for advocacy towards 
actualizing benefits embedded in the 
EAC laws and policies for women.  
 
In addition, in light of the fact that only 
one of the 52 member organizations 
focuses on trade, there is need to 
encourage as many member 
organizations to integrate trade into 
their programs to be relevant to the 
EAC and in response to the economic 
welfare of women – which is a major 
tenet of many international instruments 
for the enhancement of women – e.g. 
the Beijing Platform for Action, the 
Maputo protocol, CEDAW, etc 
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Caisse Coopérative d’Épargne et de Crédit Mutuel (CECM) is a Micro Finance Institution 
whose main aim is supporting and empowering women in business. Membership stands 
at about 42,000, 75% of whom are women. It is estimated that 60% of the women are 
involved in small-scale trade; with only about 3% - 4% being involved in cross border 
trade. CECM charges a one-off registration fee of US$ 4. The organisation mainly 
provides loans for trade, agriculture, equipment, and school fees among others to its 
members. 
 
Services offered 
 
Loans: A member can borrow after saving for about 6 months.  An individual member 
can only borrow up to US$ 10,000 on condition that they have been with the association 
for a long time. The interest rate on loans is between 8% - 12% payable in up to three 
years. Members also borrow in groups. It is mainly the poor who borrow in groups - but 
they soon drop out of the groups when they accumulate wealth from their businesses. 
 

One of the organisation’s success stories is of a woman cross border trader who 
is one of its longest serving members. She began as a poor illiterate woman 
years ago and engaged in cross border trade between Burundi and Kigali, then 
progressed to trading between Bujumbura and Kampala - she used to supply 
crafts in Kampala and import textiles and clothes to Bujumbura. She soon 
became a major supplier of textiles in Bujumbura. She then progressed to trading 
between Bujumbura and Nairobi where she was importing electrical merchandise 
and opened up a major outlet for the same in Bujumbura. From her growing 
profits, she has been able to open up a general merchandise shop for her 
husband. She is now planning to ply the Dubai route.  

 
Training: Apart from providing financial support to its members, CECM conducts training 
on business management, managing loans and lately HIV/AIDS awareness. 
 
Challenges 
 
The main challenges registered by the organisation are: 
 Lack of guarantors or security for the poor borrowers; 
 Lack of information resulting into negative attitudes, which in turn makes members 

afraid to take loans; 
 Lack of political will and policies to support the efforts of women cross border traders. 
 
Capacity building needs 
 
The organisation noted that to make their support for women cross border traders more 
effective, they would need the support of EASSI to guarantee some of the loans. EASSI 
should also help in advocacy to address the policy challenges faced by women cross-
border traders. 
 
3.3.3 Association des Femmes des Affaires du Burundi  
 
Overview  
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Association des Femmes des Affaires du Burundi (AFAB) is an organisation of women 
entrepreneurs with a membership of 50 women paying an annual subscription of 
approximately US$ 100 each.  
 
Key activities 
 
The activities undertaken include; training in business management and ICT; loan 
guaranteeing; supporting members in making business plans; and providing economic 
information.  
 
AFAB works with API (Investment Agency) which gives tax advantage to traders. 
Women traders, especially those that are new in the trade often face a challenge in 
understanding the tax laws and filling out the relevant forms. This has led to losses as a 
result of time spent in the clearing process and also frustration with the bureaucracy they 
have to go through in the clearing process. Currently AFAB is in negotiation with 
customs officials to support women traders to understand customs laws and customs 
procedures. AFAB notes that it would be good for the Burundi Revenue Authority to 
place a staff to specifically guide and support women traders. 
 
Last year (2010) the organisation registered many new members after PTA (an 
organisation in Burundi) offered to guarantee loans - enabling the women to access 
loans to the tune of up to US$ 12,000. 
 
Currently the organisation is drawing a plan to specifically support women in cross-
border trade. 
 
Capacity building needs identified by the organisation include: 
 Support to establish an information service point at the border points to provide 

support to the women traders; 
 Educate women traders on the East African protocol and the draft East African 

Protocol on Gender Equality; 
 Training on business and project management; 
 Training on gender responsiveness. 
 
3.4 Profiling gender-focused trade organisations in Katuna 
 
Table 3.3 Organisations supporting women traders in Katuna 

 
 

Name of 
organization 

Legal 
status 

Contact Target 
group 

Key activities for 
women cross 
boarder traders 

Katuna Traders 
Association 

Expired 
registration 
 

Chairperson 
+256752589516 

Women and 
men traders 
along 
Katuna 
border  

 Loans 
 Sensitization on 

trade 
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3.4.1 Katuna Traders Association  
 
Overview 
 
Katuna Traders Association was initiated in 2009 by COMESA through collaboration 
between EAC and Uganda Export Promotion Board which facilitated the traders of 
Uganda (Katuna) and Rwanda (Gatuna) to promote cross border trade. After the 
COMESA meeting which initiated it, the association was formed and registered with 
Uganda Traders’ Association but the registration expired, and as of 2011 the association 
is not registered. Within this association, there are other smaller groupings formed by 
traders to support each other. These include: Bakyara Tukwatanise Group, Katuna 
Bakyara Kweterana Group, Katuna Bakyara Webishaho Group, and Katuna 
Tuhumurizane Association. Each group consists of 30 - 40 members, majority of who 
are women. 
 
Each member pays a one-off membership fee of US$ 115. The Association currently has 
approximately 130 members both men (40%) and women (60%). Members who wish to 
join the savings-for-loans group pay annual contributions of US$ 90 each – and so far 
there are 43 paid up members. 
 
Services offered to women traders 
 
Loans: The association also gives loans at a 5% interest rate to men and women. The 
size of the loan given to the association members depends on the number of trustee’s 
signatures that a member collects (usually 5 signatories are required) and the collateral 
one provides to secure the loan. 
 
Membership in sub-associations: Women beneficiaries in the general groups reported 
that they contribute US$ 1 per month, while those in the savings-for-loans group 
contribute approximately US$ 3 to the central pool. They noted that they have 
progressed as a result of their membership to the association as remarked during a 
focus group discussion... 
 

“Some women have managed to start retail shops from the money they borrow 
from the association and others have become respectable business women – 
this is the reason why every woman tries to be in one or more sub-associations.” 
Woman trader in a Focus Group Discussion 

 
However, some sub-associations face a challenge of poor loan repayment, which has 
led to the outright collapse of some associations as explained by one trader... 
 

“You give someone your monthly subscription and she fails to pay back even the 
principle you gave her (without any interest); this demoralizes other members 
and such associations find it hard to develop.” Woman trader in a Focus Group 
Discussion 

 
Sensitization about trade: The association sensitizes traders on issues such as revenue 
charges, trading, and how to deal with customs officials. Training is done through small 
organized workshops that were initiated by COMESA in 2009. The women traders 
reported that through this association, they have had opportunities to participate in 
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seminars aimed at improving trade standards for women. As a result, they noted that 
their savings and investments have increased. 
 
Capacity building needs 
 
Capital 
The association and its smaller groups have inadequate capital to optimally support 
members. Since it is the sole source of loans for some of the members, this grossly 
affects the loan amounts available to them, and subsequently prohibits expansion of 
their businesses. The association needs financial support to be able to advance bigger 
loans to women traders.  
 
Loan management and recovery skills 
The association faces challenges in loan repayment. This is mostly compounded by high 
poverty levels as well as a lack of loan management skills by the borrowers as reflected 
in the words of the traders interviewed... 
 

“Another challenge is that the money borrowed sometimes ends up paying for 
other non-trade expenses e.g. school fees for children, buying food at home and 
meeting medical care costs - which does not attract any profit. This makes it 
impossible for the borrower to pay back. You find a woman selling yellow 
bananas and that is where she expects to get rent, school fees, and meet other 
daily expenses - so it is always hard for such a person to pay back the money 
she borrowed.” Trader in a Focus Group Discussion 

 
Registration to legalise operations 
Although it has been in operation since 2009, the organisation has not yet legally 
renewed its registration. This could be one of the reasons members take loans and 
refuse to pay back. The organisation does not have the powers to sue since it is not a 
legal entity. The organisation therefore needs support to register and establish a 
constitution and other binding laws. 
 
 
 
 
 
 
 
 
 
 
3.5 Profiling gender-focused trade organisations in Mutukula - Uganda 
 
Caveat: The team was not given permission to work at the Tanzanian side of the border. 
The information generated about organisations therefore covers only the Uganda side. 
This notwithstanding, the team managed to get questionnaire responses from some 
women traders from Tanzania during their transactions on the Ugandan side of the 
border. Their opinions are reflected as part of the data aggregations presented in section 
3.1 of the report. 
 

Implications for EASSI 
There is a will among traders at this border post to grow their businesses; however, it is clear 
that the option of achieving this goal through organised formal groups is still limited. Any efforts 
to address this should begin with a full organisational development agenda with Katuna 
Traders Association to transform it into a legal entity with a clear mission and objectives for its 
existence. As it appears currently, basic organisational functions such as financial management 
are also lacking. In this state, such an organisation is not performing to the best level that 
would transform the women traders.  
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Table 3.4 Organisations supporting women traders in Mutukula 
 
Name of 
Organization 

Legal 
status 

Contact  Target Group Key Activities for 
women cross 
border traders 

Mutukula 
Development 
Credit & Savings 
Society 

Registered 
Credit & 
Savings 
Society 

0782295157 
(Assistant 
Manager) 

 Women’s 
Groups 

 Individuals 

 Extending loans 
to women 

 Training on 
savings  

 Financial advice 
Victoria Basin 
Savings & 
Microfinance 

Registered 0703674978 
(Manager) 

Men and 
women 

Loans 

 
3.5.1 Mutukula Development and Savings Society  
 
Overview 
 
The organisation targets low income or medium income earners. Members are required 
to pay a single membership fee of approximately US$ 3 per year and another US$ 6 for 
shares. Mutukula Development and Savings Society has about 110 members – 70 
(63%) women and 40 (37%) men. 
 
Services offered 
 
Loans: The organisation gives loans amounting up to US$ 500 at a 5% interest rate. 
Borrowers are allowed to service the loans over a period of twelve months. The traders 
interviewed mentioned that these loans were handy during times when they needed 
money to take advantage of new/sudden business opportunities. 
 
The Assistant Manager, Mutukula Development Credit and Savings Society, noted that 
the challenge they encounter with the majority of their female clients is that most are 
dominated or controlled by men and this affects independent and objective decision 
making. A woman may be willing to open an account and apply for a loan, yet the 
husband who is registered as her next of kin is not supportive.  
 
Financial advice: The organisation advises members on savings and investment. This 
has helped to enhance savings of the members.  
 
Capacity building needs 
 
In order to improve the effectiveness of the organisation, the following capacity building 
needs were identified 
 
Financial support: There is need to boost the organisation’s financial base to enable it 
giver bigger loans than the current maximum of US$ 500 at a more reduced interest 
rate. This will enhance the capital base of the traders and translate into better economic 
outcomes for them. 
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Financial skills: There is need for staff 
training in financial and credit 
management skills. This will enable staff 
to offer better advice to members who 
take loans as well as provide financial 
management skills to traders to improve 
their profit margins and increase their 
savings.  
 
Computers: The organisation needs 
computers in order to ease book keeping 
– more so as its clientele grows. 
 
 
 
3.5.2 Victoria Basin Savings and Microfinance 
 
Overview 
 
Victoria Basin Savings and Microfinance offers loans and financial advice to both men 
and women. To benefit from its services, one has to pay US$ 6 subscription fees. One 
must also have an already existing business since the organization does not offer start 
up capital.  
 
The total membership of Victoria Basin Savings and Microfinance is estimated at about 
180 members. The organisation gives loans to women in small groups. On average, it 
has about 23 groups, each comprising of about 8 women. 
 
Services offered 
 
Loans: The organisation gives loans amounting up to US$ 400 at a 5% interest rate. 
While trying to extend loans to its clients, however Victoria Basin Savings and 
Microfinance faces a challenge of poor loan repayment by borrowers. Majority of the 
borrowers do not have security which is needed for one to get a loan, they only have 
purchase agreements. They take unsecured loans, which are extremely difficult to 
recover. 
 
Capacity building needs 
 
To improve on the capacity of these organizations to support women traders, the 
following were suggested: 
 Funding/grants so that the organization can give support to the women by reducing 

the interest rates on loans; 
 Financial management skills; 
 Training on gender responsiveness. 
 
 
 
 
 

Implications for EASSI 
This organisation targets mainly women. 
The reason for this is to address the 
economic disadvantage which women 
bear. Despite this, staff do not have specific 
skills to integrate gender concepts into their 
work to provide more effective support to 
women. Their current response is limited to 
having more female beneficiaries, as well 
as documenting some of the patriarchal 
challenges women encounter in making 
economic decisions. If selected for 
partnership, this organisation needs to be 
trained on integration of gender into 
economic programs. 
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3.6 Profiling gender-focused trade organisations in Namanga 
 
Table 3.5 Organisations supporting women traders in Namanga 
 
Name Of 
Organisation 

Legal Status Target Group Key Activities  

K-REP Bank Registered private 
bank with emphasis 
on micro finance 

All persons 
above 18 years 
(both men and 
women) who 
need the 
services 

 Giving loans 
(including 
mortgages) 

 Savings  
 Training on how 

best to use the 
loans and savings 

 Social support  
Kenya Women 
Finance Trust 
(KWFT) 

Registered NGO 
operating at national 
level 

Women  Loans 
 Savings  
 Health scheme 
 Social support 

World Vision International NGO Women and 
men 

 Exchange visits for 
women 
entrepreneurs  

FAULU Micro-Finance 
Company 

Women and 
men 

 Loans 
 Business advice 
 Telephone banking 

 
3.6.1 K-REP Bank 
 
K-REP bank targets all persons above 18 years - without gender preference. Some 
people form or join existing groups in order to access loans. The average group 
membership is 5 - 35 members. Each member is required to pay a membership fee of 
US$ 2. 
 
Microfinance group based loans are designed for micro-enterprise operators, who do not 
have conventional collateral. These loans are usually small in size and have a short 
tenor. To supplement collateral requirements, the loans are secured partly by cash and 
partly by group guarantees. To access these types of loans one has be a member of the 
following groups. 
1.    Juhudi Groups - Juhudi is a Swahili word meaning effort 
2.    Chikola Groups - Chikola is a Giriama word meaning merry-go-round 
3.    Katikati Groups - Katikati is a Swahili word meaning middle 
 
Apart from group loans, customers are able to access individual loans. This is an 
excellent facility for those clients who have outgrown group loans. 
 
K-REP Business Development Manager in Namanga noted that there were very few 
challenges. Since they work with groups, the risk of non payment was not a challenge 
because during group formation, the people know one another and admit the people 
they trust into the group. Once a member defaults, the group handles it internally. 
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According to the Business Development Manager K-REP Namanga, the bank has all the 
capacity needed to support women traders and other clients. However, there is need to 
establish an office in Namanga in order to be reliably available to provide the services 
whenever clients need them. In the meantime, the group meets the Business Manager 
once a week because the office is located in Kajiado district headquarters which is very 
far. For someone to make a deposit or transaction, they have to travel to Kajaido to 
access the services.  
 
Except for equity bank, the rest of the trade support organizations do not have offices in 
Namanga, they meet either weekly or monthly.  
 
3.6.2 Kenya Women Finance Trust  
 
Overview 
 
Kenya Women Finance Trust (KWFT) is a deposit-taking microfinance. This means that 
in addition to giving loans to its clients, KWFT is able to mobilize savings. Its services 
are open to all Kenyan girls and women. 
 
Services offered 
 
Savings: KWFT mobilises savings through a number of account/savings product options. 
These include; the Tausi Junior Account; Tegemeo Savings Account; Inuka Transaction 
Account; Riziki Fixed Deposit Account; Microfinance Call Account; and the Tujienge 
Group Account. The Tujienge Group Account is designed for informal women groups 
who would want their savings to be safe and at the same time grow. 
 
Loans: KWFT offers various loan options as described below: 
 Biashara loans support women with small and medium scaled businesses to access 

affordable financial services. It aids in creation of employment and reduction of rural - 
urban migration. To be eligible, one must be in a group of 15– 30 members and must 
have a business. 

 Mwangaza loans enable medium and big scaled business women to access 
affordable financial services. One must be in a mini group of 7 – 10 members and 
must be in a business. 

 Mwamba loans are given to individual entrepreneurs with large scaled businesses to 
access affordable financial services. This loan can be advanced to customers to 
facilitate the acquisition of assets like vehicles and machinery. This loan requires 
flexible collateral 

 Start-up loans are given to young and new entrepreneurs who wish to start 
businesses but lack capital and skills. These loans also aid in reducing rural-urban 
migration and create employment. 

 
Other products: KWFT has a number of other financial products. Some of the women 
interviewed for the study reported that they had obtained personal loans for home 
improvement and other emergencies. 
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3.6.3 FAULU 
 
Overview 
 
Faulu Kenya is a Deposit Taking Micro-Finance Company, registered in Kenya under the 
Micro-Finance Act and is regulated by the Central Bank of Kenya. Faulu was founded as 
a programme of Food for the Hungry International (FHI), and has grown to become an 
MFI that offers both savings and credit services to Kenyans. 
 
Services offered 
 
Savings and related advice: The bank mobilizes savings through various savings 
accounts options. Faulu advises clients on how to develop a savings plan, budget for it 
and achieve a savings lifestyle. 
 
Branchless banking: Faulu customers can open accounts and get access to savings and 
credit services regardless of their mobile network subscriber. The service is delivered 
through Faulu staff in the field and entails, savings account opening, client and group 
registration, mobile banking registration, micro deposits, client SMS and customer 
enquiries. Some of the traders interviewed reported that this product enables them to 
obtain their savings from anywhere through their mobile phones.  
 
 
 
 
Trader’s general comments regarding the financial services in Namanga 
 
Women traders noted that 
institutions delay to approve loans. 
Sometimes the loans are approved 
when the primary purpose for 
obtaining them has been lost, yet the 
loan has to be repaid anyway. 
 
Interest rates were said to be high 
making it hard for women to make 
economic progress. Whereas many 
of them acknowledged that they had 
obtained and are servicing loans 
given by these institutions, a 
considerable number noted that they 
had been hampered by the high 
interest rates. 
 
The lack of offices by most trade 
support organizations makes it hard 
for women to transact as 
considerable sums of money would 
have to be spent on transport costs.   
 
 

Implications for EASSI 
Most of the service organisations identified by 
traders in Namanga are micro-finance 
institutions, or have loan services as part of 
their service portfolio. Recognising gender 
issues in microfinance, means more than 
targeting a programme towards women (as is 
the case with KWFT and others that require 
group formation).  It means recognising the 
position of women in relation to men as actors 
in the economic sphere and identifying barriers 
to equity. It is necessary to act to support 
women to overcome the obstacles they face in 
these relationships which prevent them from 
achieving what they wish for themselves with 
financial services.  
 
This will require strategies which address 
women directly with awareness, literacy and 
related skills development; strategies directed 
to men in the community in order to affect 
men's behavior towards women within the 
economic sphere; and advocacy strategies for 
gender responsive financial laws and policies. 
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4.0 CONCLUSIONS AND RECOMMENDATIONS 
 
Overall, the organisations identified vary in nature and scope. There are hardly any 
organizations specifically targeting women traders. Most organisations target both 
women and men. Nevertheless, the services they offer – particularly the financial ones 
are commendable. 
 
The study also revealed that micro finance institutions and banks are the commonest 
institutions that support women traders. This implies that beyond meeting financial 
needs, many other needs of the traders go unmet. Although these institutions meet the 
financial needs of the women, they can do very little else to support them to have 
tangible benefits from the East African Union and Common Market. It is therefore not a 
surprise that women traders still grapple with trade challenges as a result of ignorance 
about EAU policies and laws as further elaborated in Volume 1 of this study. 
 
This notwithstanding, most of the micro finance institutions and other organizations 
supporting women traders extend the option of group loans. An economically poor 
individual gains strength as part of a group. Besides, financing through groups reduces 
transaction costs for both lenders and borrowers. While lenders have to handle only a 
single group account instead of a large number of small-sized individual accounts, 
borrowers as part of the group cut down expenses on travel to and from the institution to 
complete paper work and on the loss of business time in canvassing for loans. Most 
women use the groups to which they belong as collateral - group members guarantee 
each other and ensure re-payment.  
 
Relating to the above, suffice it to mention that there is still a gap in organisational 
services to provide a holistic package to the services needed by women traders. Many of 
the organisations that would potentially meet these needs are located in the capitals with 
little or no presence at the border posts. In Kanyaru for instance, there were no locally 
based organizations supporting women cross-border traders. All the organisations are 
based in Bujumbura and hardly interact with women cross-border traders. EASSI needs 
to make a strategic decision either to work with distant organisations or support the 
formation of localised organisations to specifically address the needs of women cross-
border traders. 
 
Across the board, many women traders noted a need for training on the rights and 
benefits accruing to them from the East African Community. If this is to be achieved, 
there will be need either to interest the existing institutions in providing this service, or to 
attract new partner organisations that have gender programming as their core business 
to extend their services to women traders at these border posts. 
 
The study team was not allowed to work on the Rwanda and Tanzania side of the border 
posts. As such, the team did not obtain institutional information from the border points in 
these countries. This notwithstanding, EASSI needs to obtain authorisation to work in 
these countries and identify organisations for potential partnership to ensure that women 
traders in these countries are not excluded from project interventions. 
 
Regarding the organisations that exist and are profiled in this report, there are varying 
levels of capacity. Individual organisations are crucial providers of capacity building 
programmes to women traders, whilst themselves often lacking capacity to sustain their 
mission. Improving internal management structures, access to information and 
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technology, and networking are integral to institutional capacity building. One of the 
common needs of most of the organisations across the five border posts is training on 
customs union – laws and regulations. Many others mentioned a need for computers 
and office space. EASSI therefore needs to make choices whether to partner with weak 
organisations that lack the basic infrastructure or to work with those with optimum 
infrastructure that would only require training to integrate gender into their programs. 
 
In light of the above, EASSI should consider the following recommendations: 
 
4) In the absence of specific gender-focused organisations, EASSI should identify some 

of the organisations (especially those that are not only limited to providing loans) and 
provide them with comprehensive training on customs laws and policies, as well as 
integration of gender into their programs. 
 

5) Considering that most of the organisations do not necessarily target women through 
a clear analysis of the issues that affect their economic outcomes, EASSI should 
consider providing gender-specific training to whichever organisations will be 
selected as partners to implement the project.  
 

6) In addition, to ensure standardised skills transfer across the region, EASSI needs to 
conduct a gender-specific analysis of the policies and laws pertaining to the East 
African Union; as well as national trade laws. Capacity building for the organisations 
will then be tailored to ensure that they deliver specific responses to issues affecting 
women traders in the EAC member countries – which will subsequently result in 
positive economic outcomes for women traders. 

 
7) In deciding whether partnership/collaboration is the appropriate approach; EASSI 

needs to consider the following issues; 
- Is the problem of cross-border trade effectiveness by women one that needs a 

partnership approach? 
- Do the prospective partners have a clear and shared vision of the benefits that 

the partnership is intended to achieve? 
- Is this vision realistic in light of the resources and opportunities available for the 

proposed partnership? 
- Will the anticipated benefits outweigh the likely costs (direct and indirect) of the 

partnership? 
- How will the costs and benefits be measured? 
- Do the partners all know what role they will play, what resources they will 

contribute and how they will account for the success of the project? 
 

8) In line with the above, EASSI will need to conduct a stakeholder analysis and a 
partnership appropriateness analysis before determining which organisations to 
partner with on the project. 
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LIST OF RESPONDENTS 
 
Name Designation Contact 
Namanga   
Martin Ojiambo Nabuyia Revenue Officer, Customs & 

Excise Department- Kenya 
Revenue Authority 

Tel: + (245) 733 883 812, + 
(254) 721 875 250. 
 

Kiwele Tanzania Revenue Authority rm_arusha@tra.gotz 
Elizabeth Muragi Business Development 

Officer (in charge of 
Namanga) 
K-REP Bank 

Office is based in Kajiado 
Kenya. Tel: + (254) 720 777 
856 

Millicent Ongori + (254) 717 515 225  
Kenya Women Finance Trust 

Kajiado 

Busia   
Katamba Milly Board member,  

Busia Produce Dealers’ 
Multi-Purpose Cooperative 
Society Limited  

+256772697790 

Oundo  Chairman - 
National Cross Border 
Traders Association 
(NCBTA) 

 

Katuna   
David Alinaye   Chairman, Katuna Traders 

Association 
0752589516 

Eunice Twinomujuni  0782800823 
Kanayru   
Nsabiyumva M. Loise Director General 

CECM 
+257 22 21 3375 

 CAFOB Tel. +257 22 21 7758 
cafob@cbinf.com or 
cafob.cafob1@yahoo.com 

 Association des Femmes 
des Affaires du Burundi 
(AFAB) 

 

Mutukula   
Assistant Manager  Mutukula Development 

Association  
0782295157 

Manager Victoria Micro finance  0703674978 
 

 
 




