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SUMMARY AND RECOMMENDATIONS

This repori presente the maior findings of a study
of the businese management practices, inadequacies, and
needs  of Ugandan women market t{raders among 48% Ugandan
women aged 13 vears and above in the towns of Hampala,
Igangs and Mbharara. Dﬁly .5 of the respondents
described themselves as practicing the basic rules ot
enterprise management, The oozt important factors
associated with practicing of the rules of business
mangement were found to be living in a sore whanized
area, having more yvears e)xperience in market itrading,
and trading in commodities which reguired & higher
capital base. Sorial—cultural controls and constraints
were found to he & hinderance to WOREN &
enterprenedrship in general.

Approximately 4 in Eyely 10 respondents
acknowl edged that their tradttonal methods of
enterprenewship were a drawback to their operations in
mar-ket trading. The majority welcomed the idea of being
offered business management elills enhancement

programmes. S8.9% preferred the programmes to be offered

in form of extension services while 30,84 the
respondents preferred schedul ed formal lectures.
Generally, male trainers or edtension staff were

preferred to females.
The women showed more interest in acguiring

technical management ekills than financial management.
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Their grasp of the significance aof financial management
{book-—hkeeping) in general business management was
minimal., A number of factors related tc the women's
caretaker and reproductive roles, limited control over

theilr trade activifies, difficulty of Breaking away from

their traditicnal methods of enterpreneuwrship were
indicated &= likely to hinder full undertzaking and
utilisation ot the affered eikillsg’ enhancemnent

Bt Ogr ammes.

Baging on data from the study, we do recommend
that the programmes deliverers should demonstrate tc the
wgﬁen the relevance of sound financial sanagmenht (bhoolk-
keepingt and how effective technical management c<annot
be attained withcut proper book-keeping. The book—
keeping enhancement programmes  should not follow the
technical accounts foarmat but should indicate the need
to record &1l transactions involved in acguisition of
merchandise, administrative and selling expenses, and
sales price. The programmes should also emphasize  the
eignificance of periocdic comparisons of the kept
records. This would enable effecting rational changes
in modifying prices, purchasing policies, or merchandige
contrel procedures.

Az regarde technical management, the programme
deliverers need to assizst the women in  attaining
satisfactory levele in work organisation, cordinating

and forecasting skills. The latter have to be
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determined after reflection from the kept records of

accountes,

Given that bock-keeping requires {functiocnal
ability in literacy ang mumeracy =skills, and since most
women had reparted ne, or little sducation, we =suggecst

that the offered programmgs, &5 part of  the package,
include personnel to assist woemen who cannot read and
wr-ite Lo record their expenditwwes and receipts.
However , scheduled formal lectures should also  be
availed to women who preterred them.

Be also do suggest that the pragrémmes should alec
be availed to male traders. This is because the study
resulte indicated that women sought aszsistance more from
men than from fellow female traders. Hence men could be
relied upon to assizt women, once the former bhave been
equipped with the skills.

Further, the trainners or exiension staff also
reed to be enlightened about the- sacial—-cultural
constraints  that influence women "« enterprenewrial
behaviour, so that they are well prepared to deal with_
the women market traders.,

FPeriodic evaluation of the women’'s progress also
needs to be ‘ done, and envisaged obstacles to
undertaking ang utilising the offered programmes
handled. Finally, the extension staff 5hcu1d‘discu55
with tge women and set up the appropriate times when

they will be consulted. Consultation places need to be
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in the same markets where the women are operating, fost
convenient, in the Market HMasters’™ Office=, it the

latter agree to co—operate.
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SECTION i

Iintroduction

This report presents the findings of & survey that
was undertaken bhetween Julvy arnd August 1999 in Kampala
city, and the towns of Igasnga and Mbharara in Uganda on
the topic "Business Management i the Informal Sector: A
ase Study of Market Momen”. The study was funded by
lthe African Training and Re=zesrch Centre for Women
(ﬁ.T.R.Q.N.§ through it=  programme Df- launching a
research competition {for women in Eastern and Southern
Africa. A total of United States dollars Seven thousand

and five hundred was approved for the project.

The problem and background to the study

Thie initial impetus for undertaking thi= study was
provided by the A.T.R.C.¥. advertisement of & tresearch
competition Ffor women i Eastern and SBouthern Africa
that wase launched in Februsry 1989, Froposals  that
could address the probless of women in agro-industries
snd the informal sector were invited., We accordingly
submitted a proposal entitled "Business Management in
the Inforsmal Sector: A& Case Study of Market Homen'.
Thie interest was justified because following the
collapse of formal commercial and industrial sectors in

Uganda due in part to Idi Amin’'s political and economic
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mi smanagement, and alsc due to the persisteﬁt Civil wars
that have bedivelled ouw society +for the last two
decades, market trading emerged tc be of tremendous
significance. Most significant, women form the bulk of
market traders. Yet, mozt women are illiterate or have
had enly & few years of formal schocling. The
deficiencies in functional literacy and numeracy among
market women traders 18 expressed in lack of capacity in
financial and technical management; need ascessment,
unfamiliarity with bookkeeping technigues and cashflow
projections. Moreover , women operate In & MG &
culturally constraining environment due to Iimitatiuné
imposed on them by gender construed role exspectations,
chligatians, and reépcnsibilitiee.

Thus it was felt important teo learn about existing
business management knowledge and practices among women
market traders, and their enterprenevrial behavicw 1in
general, with a view of identifying indicators of need
for business management programmes tailored specifically

for "general poepulation” women market traders.

Businescs Management skills of Women Market traders in

Uganda

Apart from the general obhservations regarding
management practices of women market traders made in the
previous paragraphs, in Uganda, the situation was made

more urgent becatse there has been no systematic inguiry
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into the enterprensurial behaviour patterns among women

traders

practices.

and their influences on their management

Bhiectives of the Study

The

tal

i)

(1}

{e2)

(f3

éain ohiectives of the study were:

To assess the depth of the knowledge and pra-
ctice of the rules of enterprise management
among women oarket tradercs.

T identify featuwres of the social - cultural
dyvnamics that are assocliated with poor
manaaenent skills.,

To ascertain whether the women traders under-—
etand the risks and conseguences of operating
in & haphazard mannes.

To determine whether the women’ s perception
of their work corresponds with their levels
of enterprise management.

To determine whether knowledge of their cons-—
traints plave or would play & significant
role in women ' s decisions above undertaking
business management programmes.

To identify indicatore of need for business
management programmes tailored specifically
for “general population” women market traders
and to ascsesze the likelibhood of & positive

response.




Literature Review

Studies that focus on women market traderse have
beers Ffew and far in between. MNotable among these have
heen Hay and 5titcher (1978, EByangwa {(1967), Obho
{1973), Peil ((1973), Gugler and Flamagan (1978}, Reny
{(1968), Greenstreet (1971), and Fussel (1974). However,
these studies were descriptive and focused in general
terms on the women' s characteristice and bottlenecis.
No study specifically focused o the business management
needs of women market traders. Studies which atteapted
toc address the problem of management skills focused on
the informal sector in general, part:zcularly the modern
informal sector i.e. manufacturing. Motable among these
are Egau, {1973}, Hafman {17284) and Mihan et al {197%).
However the recpondente in these studies were men, vyet
women in the informal sector are elther in trade or
artisanal activities. Women are also constrained by
cultuwral caoanstraints imposed on them due to gender
ideoclogies on both the supply and demand side, which was
not taken into sccount in the above cited studies. it
is therefore evident that actiecn oriented research on
business management skille of market women has been

lacking.
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Study design and methodolggx
Thie sostudy toock the form of a comparative
investigation of women market traders in three defined

areas of Uganda. NMew data was collected.

Cancegfual Frameworl

The theoretical framework on which thizs study was
conceived is based on the belief that women's enter-—
prenswrial behaviour can be understood and accounted for
in terms of four socisty-—-wide population characteristics
o dimensions: |

iar Satial rank including zuch social clase fac-

tors as education and training, category of
trade and income,

ib} Degree of wbanisation and age,

i} HMarital and reproductive status,

{d) Cultural social structures particularly social

status (ethinically determined sanctions)

A number of hypotheses emerge from the conceptual

framework presented aboves
{a) The poor standards of technical and financial
management among women market traders are due

to inadeguate education and training.
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(c)

i)

_6_
Eehaviour patterns conditioned by the socio-
cultwral enviromnment may prevent positive
coping recponses  i.e. seeking inforeaation,
zeeking business management advisory services
and changing their enterprensurial character.
Women Market traders are more likely to be
receptive to programmes offered under thelr
mutital aid asscociations  than  those run by
state institutions.,
bomen trainpers. or change agents are likely
te e treceived more pogitivély than aale

change agents.

Overall study design

This

study waz comparative, cross-sectional,

action ariented and analwvtical involving:

(&)

(hy

Collection of data through the use of a ques-—
tionnaire administered in the market to the
respondent: {see appendix 1 for a copy of the
guestionnaire).

Conducting foacus group indepth discussions
with volunteers from the same wmarket places
where the guestionnaire was administered (csee
appendix 2 for &a copy of the focus group

giscussion guide).




Research clearance
Research <clearance - {for the study was gbtained in
Jurne 1990, In pursuance af thise clearance, permission
Was abtained +r om the following bodies anved
organisations.
{a) National Research Council, Ministry of Flann-
ing and Eceonomic Development.

{lyY President’'s Office, Research Secretariat.

Before proceeding to the fowns of .study, we
ochtained lettere of introduction Ffrom the National
Research Council +to the District Administrators (D.AL)
of Kampala, Mbarara, and Iganga. The D.fi.s in fturn gave
us letters of introﬁuctiun to Market Mastersz and R.C.
{Fesistance Councils) officiale in the marketes where the
study was going to take place. {Mote: R.C.s have been
established throughout Uganda to assist in community
mobilisation efforts in agricultuwe, health, commerce,
and other development initiatives)., The introductory
letters to Market Masters and R.C.e were improtant
because in Uganda, most people will not readily have any
dealings Qith strangers unless such people have been

introduced by area authorities.
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SECTION 2

THE MAIN STUDY

FKampala city and twe towns were selected for the
main study. These were Mbarara and lganga.
Hampala with its population of about 458,550 of

which women are 224,738 was chosen because i1t 1= the

centre of Uganda not only in a gecgrapghical =sense  but
alsp in its centrality in relation to government
functions, Farliament sitg in Kampala., The

headguarters of public enterprises and government
minietries are alsc situated in Fampal &. Foreign
embassies and missions make their home 1in ¥Kampala.
Fampala is also thé commercial centre of Uganda., The
largest banks and firms locate their head offices in
Kampala. Kampala also boaste of the largest daily
markets in the country.

During  the last 20 vears there has been a big
decline in the Gross Mational Product @f the country.
The industrial gectar has collapsed angd so has organized
commerce. The last two decades alse witnessed the
exodus of Asian businessmen from Uganda. These used to
control most of the business activity in the countrv.
Very few new schools have been built in kKampala in  the

last 20 vears. This state of affairs is likely to
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continue {for a long time although the National
Fesistance Movement (NRM) government is tryving to
reverse this negative trend.

Uganda undertock a national population census in
February 1780, The resulis of this census pul Kampala' s
popul ation at 458,303 (see Report on the 1980 population
Caensus, Sept. 1982, Republic of Ugandal. This Compares
with & figure of 137,828 in 1959 izsee, Temple, 1968) and
a figure of 330,700 in 1969 (see, Uganda, Third Five
Year Development Pland. Iin the years between 1955 and
1269, Kampsla's pcpﬂlatiun increaszsed at an annual rate
of g%, Projections +ar 198¢ had pat Kampala's
populaticn &t 800,000 (Human Resources Group, 1971).
However , the resultz of the 1980 census clearly indicate
that there has been a marked drop in the population
agraowth of kKampala. In the last twenty vyears, many
persgns left the city for rural areas. However, ac= the
gconcmy tegins to pick up, this rural urban migration is
lively to stop and the trenq reversed.

In the +inal analysis, EKampala was included in the
study because it offers a wide range of economsic
opportunities and constraints to women market tradere
that is net likely to be found in other towns and hence
Kampala serves as a medel for comparison.

Mbarara lies 256 kms south of Kampala, and was
formerly the headguarters of the Southern region. It hacs

a population of 23;255 ot which 11,8484 are women {1980
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Census Report). Its population is predominantly of the

0< Banyankole etﬁfnic group, with & =izeable proportion of
Baganda, Ugandans of Rwandese origin, Rwandese refugees
and cther ethnic groups which we have characterised as
4R (Runyankole/Rukiga/Runvora/Futoro).

Iganga town lies 128 Eme east of Eampala and it is
predominantly populated by the Soga ethnic group, and
Baganda. It has a population of 9,899 of which 5,365
e WOMmen. It ligs along the highway to the Kenva-

Q\Uganda b%?der and ie a fast developing town doe to
increased trade activities which are a result of ite
proximity to the Kenya-Ugands boarder. It aless has a
high population growth rate - 35.0%4, it compared to
Kampala — 3.2% and Hﬁarara - 3.49% fsee FReport on  the

1980 Population Census, September, 1782, Republic of

Ugandal.

Sample selection and procedures

The target population of this study were female
market traders zged 19 vears= and above. &lthough there
were child female traders, i.e. aged 14 and below, we
did not include thecse in the zample for we assumed aned
15 and above to be mature enough to know what they were
doing. No upper aged limit was fixed becéuse we observed
that women of all age groups were represented in market
trading, ‘hence, felt the need to investigate all age

groups’ business management practices and needs. Since
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there were big differences between tHe different
commodities traded in, we wanted to test if there were
differences in enterprise management by commodity traded

in.

Sampling in Kampala City

In Kampala city,i the required zample was cbtained
through a process of multistage sampling technique. A
list of 14 markete in Kampala was obtained 4rom the
kampsla City Council. Owinc, Wandegeyva and Kalerwe
markete wefe selected by simple random sampling. Lists
of traders in each of these markets were available from
.the Market Mastere’ Uffices but they were not reliable,
we were informed, %Qr traders leave at times without
informing the market auvthorites. Thus we had to
construct sampling frames uéing the r.C. system.
Sampliing frames were constructed =eparately for
household goods, clothes and foodstuffs dealers, which
were our three main commodity traded in categories in
each af the three markets.

Wandegeya Market had a women traders population of
162 of which 96 dealt in foodstuffs, 25 in househald
goods, and 41 in clothe=s., Kalerwe market had a female
population Bf.257 af which 128 dealt in foodstuffs, 56
in household goods and 73 in clothes. Owino market had
a female population of 669 of which 129 traded in

houwsehold goods, 362 traded in foodstuffs, and 178




.

traded in clothes. Hence the total number of women
traders in Kamnpala Markets was 1088 and since the
reguired cample size was 240 and given the huge
difference in numbesrs of operators in each cluster in
different markets, different sampling intervals were
used. Table 1 shows the number of respondents
interviewed in each of the three markets by their

clusterz=.

Table 1: Respondente Selected for interviwing in Hampala
City Markets by Commodity Traded in

Wandegeyva Market Mo, of Sampling Nao. of
traders interval respandents
Foodstuffs 6 3 3¢
Housshold goods 25 3 8
Cigthing 41 3 15
oS3

Total 162

Owino Market

Foodstuffs 362 7 S0
Household goods 129 3 20
Clothing 178 4 40
Total bHL9 120

Falerwe Market

Foodstuffs 128 4 34
Household goocds 56 4 o
Clothing 73 4 18

Tatal 257 ' b7

Sum Total for Kampala
City markets 1,488 240




Sampling +nrrﬂbarara

Mbarara town has two sain markets, Mbarara
Municipal Market and Kakveka., We decided to include
both markets in the sample. Mbarara town Council market
authorities had a list of traders in their market, hence
& sampling frame was readily availlable zince they were
listed according to the commodities they traded in. 43
women were trading in household goods, 77 ino foodstuffs
and b2 in clothes. Kakyeka Market was not as
administratively oarganised as Mbarara Town éuuncil
market, hence a sampling frame had to be developed using
the R.C. syestem. 38 women were dealing in household
goods, &5 women were trading in foodstuffs, and 38 were
frading in <clothes. Tventuslly, 147 respondents were

selected in both markets as indicated in table 2.




Table 2: Respondents interviewed in Mbarara Town Markets
by Commodity traded in

Mharara Munic?ipai No., of Sampling Mo. of

Mar ket traders Interval respondents

Foodstutfs 79 3 23

Clothing &2 2 20

Household goods _4s 3 172
Total \

| g
o
-
B

il

Fakveka Market

Foodstuffs &3 3 21
random
Clothing 38 sampling 26
random
Household goods ‘ 38 sampl ing 26
Total 141 73
Sum Total for

tbarara Town 27 147

Sampling in ar Town

Iganga town has one main market, As in EKampala
markets, and Kakyeka market in Mbarara town, Iganga
market did anoct have a comprehensive list of its traders
which we could go by. UWe therefore had to construct a
sampling frame using the R.C. system. 108 women were
trading in foodstuffs, 81 were trading in househeld
goodes and 78 @ere trading in clothez., The number of
respcndehtsﬁ selected per cluster are indicated in table

3 below.
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Takle 3@ Respondente interviewed in Igangs Town Markel

Mo, of Sampling Mo. of
traders Interval respondents
Foodetuftée 78 2 34
Clothing 108 3 36
Houzehold goods _g1 z e 14}
Tota

1 267 110

Sampling for focus group discussions

In order to obitain indepth understanding of the
dynamic interplay between pusiness management skille and
zecial — cultural  system in which women traders de
operate, a sub-sample of the study population was
revisited and s free discussion was conducted under the
guide of open ended queatians. Ten percent of the study

population was treated this way.

Research Instruments

=

Thicse femsle respondents aged 13 and above who
were eligible Lo participate in the study and who agreed
ta be interviewed, were interviewed using &
guestionnaire and a focus group discussion guide, The
Principal sections of this guectionnaire vere:

-~ Basic Dempgraphic and socio—economic data

- Financial and Technical HManagement practices

— Control




— Social Cultuwral Fressures
- Beliets and Ferceptions.
— Women s responses towards specific business man—

aaement skills’ enhancement programmnes

Informaticen for focus group discussions  was
obtained using an open ended {focue group discussion
guide. The discu;sinn guide follawed roughly the farmat
n# the guestionnalire mentioned above. The major
difterence beiné that with the focus group discussions,
the investigator had the flexibiliiy to decide which
guestions tc ask and when to probe if necessary. The
respondent  was peraitted to ask qguestions and generally
the atmosphere‘ was more relaxed and conversational.
Roth the questionnaire and the discussion guide were
translated from English intc the dominant dialect in the
area in which the study was being conducted. This meant
Luganda for Kampala and Iganga towns, and Runyvankole/
Rukiga/sRunyoro/Rutors (4R) for Mbarara. Translatipn‘was
done with the help of exﬁerts from the Deparitment of

Linguistics and African Languages at Makerere

University.

Fieldwork
Fieldwork'was carried cut between mid June and

mid— August 1990. In all the three study towns, the two




in;erviewers were supervised by the investigator who
ales participated in interviewing.

I& order to gualify to work as an interviewer, one
had to be & final year student in the Faculty of Social
Sciences, Makerere Univercsity, whce had attended a course
in Methods of Social Research, who was familiar with the
local dialect and cultuwe of the respective study
district, and who was'#illing.to work under tough and
noisy market conditions. Those appointed as
interviewers went through & rigoreuzs training session
conducted by the principal investigator.

In all the study sites, a reconnaizance visit was
made by the principal investigator to the project area.
This wvieit wsually anteceded the visit of the actuél
survey team by 2 to 4 weeks., Dwring this visit,
meetings were held with all the relevant local officials
and Market Masters plus R officials toc explain thé
nature of the study and to arrange exact dates for the
SUrveys. Alsg during this  introductory wvisit, the
sampling frames (for the markets) were made and random
starting pointse for the EKampala and Mharara studies
determined. Interviewing in a1l the study sites ‘was
done at the times stated by the women as most convenient
to them. The interviews were held in the work (mariket}
place pof the respondents. The focus group discussions
were carried ocut by the Frincipal Investigator assisted

by the Research Assistants.




Data management

| The following steps were taken to ensure that data
collected was accurate and that no information once
tollected was lost:

{a) Research @Assistants were instructed to check
all completed guestionnaires for any errors,
omissions, and any discrepancies as soon as
possible after completion of an interview.

th) The principal investigator carried out a
field edit of completed questionnaires before
the questionnaires were brought bgck to
Kampala.

(¢} During the survey process, the principal

investigator made spot checks on Research

Assistants to ensure that they were

performing according to instructions.

id) At the end of each work day, the principal
investigator held a meeting with the Research
Assistants to discuss with them any problems
they may have faced during their work and the h
necessary action that was taken to solve such
problems. i

(@) Most questions on the questionnaire were pre-

coded. However, a few qguestiocns were left

opén\ended znd the Research fAssisztants were

instructed bhefore hand on how to code them.




Data processing

e had anticipated that coding would be done by
Research ARssistants, but due to time limit we decided to
employ the cervices of a computer. key punching,
verification, and data processing were done by staff of
the Computer Centre at Makerere iniversity. The

following steps were taken to process the data:

{al Office editing

Before zubmitting the questionpaire for entry into
the computer, each questionnaire was subjected to a
thorough manual edit and an? errors that were detected
were corrected. Whenever an  erroneous response could
not be corrected, a code for "Mot stated" was entered.

4} Machine processing

The tvpe of computer uszed was the IBM XT with 640
KB of main memory and with a hard disk. After the
guestionnaire for each csample point had been office

edited, they were moved to the machine for processing.

{c) Data entry

Data were keved into the computer by wuse of a
maodern Integrated Survey Analysis Application Software
Package called 1858 -~ Integrated System For Survey

Afnalvsis. IS8A has a screen design utility and a data
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dictionary design that describes the structure of the
guestionnaire. The =creens were designed to have a
resemblance with the actual questionnaire and the entry
process was the intelligent interactive type which
enswes accwacy and correctness of the data files.
Data waz batched into S groups of 100 sample points
each. Each batch constituted a separate file and the
five were concatenated into one master file for

tabulation purposes.

{d} Verification
Data were re—entered toc check on the quality of
data entrvy. Verification was done selectively to all

fields of celected guestionnaires.

{e) Editing

Once the dats had been entered and verified, the
data file were edited. fhe data files consisted of
cases. Each case consisted of physical rvecords. Each
record consisted of data +fields which contained the
codes from the questionnaire. Fow typese of editing
were done: structure, range, skip and internal

consistency.




Structure:

Range:

Skip:

Internal consistency:

3
The structure of the data file
and the structure of each case
were checked. The structure of
the file was confirmed correct if
the reguired number of physical
records were present.

Each data field in a case had a
particular =t of wvalues which
were valid., Each data field was
checked for the coarrect range.
Because of given responses to
certain questions, ather
questions were not applicable {or
& particular respondent. The
values in those fields werér
checked to see it they were blank
or not.

Many data fields contained values
which could be tested for
consistency with wvalues in other
fields, ¥For example, decision on
expansion and major decision

maker in the business.




v
Corrections: fuetionnaires that were reviewed’
during post entry editing and
“reported to be in error, were
curreéted in the appropriate
files.
Variable recodes: New wvariables were created in a
number of cases bhased on existing
" variables of age-group, commodity

traded in, etc.

£F) Tabulations

Through a specialized command language in 1884,
tabulations wetr e prepared. toc check for fgrther
consistency. Finally tabulations of the data file were
generated according to the reguirements of the

researchers.,

fg) Data Analysis

fAnalveis using SF58 to generate diverse
statistical parametres was accomplished by exporting
data from 1888 to BFES format. As a first step, raw
frequencies were produced for all variables and where
they provided meaningful inferences these provided the
first hasis for preparation of reports. A number of two
gnd three way tables were alsoc generated to establish

relationships amceng variables.




{h) Content analysis

Data fom the Ffocus group discussions were
analysedr using the process of content anaiysis.
Briefly, thi= involved examining the notes kept by the
principal investigator and developing breoad categories
to differentiate and describe the ideas expressed by the
respondents. These broad categories were later broken

down to indicate the direction of attitudes.
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SECTION 3
FINDI R} TUDY

This section presents some of the key swvey
findings concerning market women traders’ business
management knowledgé and practice. The Ffirst part of
this section deals mainly with a description of the
respondents answers to the wvarious questions. The
second part attempts to analyse through the process of
frequency tables, cross—tabulations, wvarious variables

associated with management knowledge and practice.

Table 4 presents information on the key socio—
demographic characteristics of the'respondenta.

verall, 38.4% had never been to school. 39.9% had
attained primary education and 12.2% had obtained
serondary school education. Only 7.3% had acquired
higher education i.e. Advanced Certificate of Education.
2.1% had achieved other tvpes of education which +anged
from church literacy classes to post  secondary
education. kKampala respoﬁdents were the most educated
with over one half of its group reporting having
attained prima}y and sgcondary education. Iganga
respondents  were the least educated with almost two in
every three respondents admitting never having attended

school . The age patterns for Mbharara and Iganga
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respondents were almpst similar, wigh the majority 72.7%
and 78.1% reépectively being in the 21"30‘399 brackets.
Kampala exhibited more respondents in the 15-20 age
bracket - than the other twortawns, a reflection perhaps

of a aoreater tendency to emplioy younger people to assist

in market trading.




Table 4: Fercentage distribution of respondents by key
characteristics according to district of

interview

Characteristic ALL Kampala Mbarara Iganga
N = 489 N = 232 N = 147 M= 110

Education

Ho School 38.14 20.6 A45.5 65.9
Primary 32.0 44,3 36.7 23.0
Secondary 12.2 36.9 3.4 9.0
Higher 7.3 2.1 17.46 0.1

Other 2.8 6.0 Q.0 Q.0
Age Group

15 - 20 11.4 15.5 10,1 9.0
21 ~ 34 =53.1 28.4 72.7 78.1

31 - 40 24.9 30.6 21.7 17.2
40+ 10.4 10.7 6.1 13.6
Ethinicity

a5 31.0 1.8 76,1 4.5
‘Ganda 44,6 ©0. 4 38.7 {42.7
Snga 17,0 7.3 0.0 70.4

Dthetr 5.4 6.4 1.3 8.1

Religion _

Roman Catholic 3.9 24.5% 42.1 28.1

Protestant 30.9 12.3 41.0 41.1

Ho=lem I2.0 34.4 17.0 45.4

Dthet &.0 2.5 3.4 F.0
Commodity

Traded in ‘ :

Foodstuffs 36.3 44.8 28.5 28.1

Clothing 34,3 32.3 38.0 33.6
Household goods 2.1 24.5 29.2 39.0

Marital Status

Single 20,1 25.0 11.5 20.9

Marvied 4.0 44,3 72.7 49.0

Widowed &5.7 8.1 6.1 S.4

Separated 19.2 22.4 9.3 24.5
Mumber of children

Q 4.4 .0 &.1 4.5

1 2.0 6.8 7.4 15.4

2 7.2 7.3 6.1 8.t

3 15.9 8.1 26.5 i8.8
4 - 16.4 20.2 10.2 16.3

= 26.9 26.2 27.8 27.2

S+ 20.2 18.9 14,2 30.9

Total 100,90 100.90 100.0 100.0




In terms of ethinpic composition a big fraction of
the resﬁondents (44_46%) were of the Ganda ethinic group.
Over one half 6# the respondents in Kampala were Ganda,
and in Mbharara and Iganga, the Banda were 38.7% and'
42.7% respectively. Perhaps, this reflects that the
Ganda cultwe encourages not only geographical mobility
{outside Buganda region}) but also enterpreneuwrial
activity more than the other ethinic groups. This is
more especially true because there were 0,074 5Soga
respondents in Mbarara and only 4.5% of the respondents
in Iganga belonged to the 4R ethinic group.

Overall, the dominant religions i,e. Roman
Catholic, Protestant, and Islam were evenly distributed,
&ithough Kampala and Iganga tended to exhibit high
Moslem populations, 34.4% and 45.4% respectively. This
probably could be attributed to the fact that Islam has

in most cases been associated with trade more than the

other religions. Whereas, Catholic and Frotestant
Missions etablished schools, historically, Islamic
Mizsions lagged behind. Hente, formal esmployment

opportunities were few for the Maoslems who opted for
trade.

In termse of commodity traded in, a big fraction of
the respondents, 36.3%4 traded in foodstuffs, 34.3% in
clothing and 29.1%4Z in household goods., The big

proportion of overall foodstuff traders could probably
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be attributed to its very low capital requirement and
little competition from the male traders, +Ffor it is
traditchally a femzle preserve. However, in Mbarara,
the wmajority 38.0% were trading in clothes, especially
second hand clothes, most probably due to Mbarara’s
proximity to the souwrce of second hand clothes, the
Republic of Rwanda. And in lIganga, the majority
respondents were aniing in household goods, wﬁich aiso
could be attributed to Ilgarga town’'s proxiasity to Jinja
town, Uganda’'s industrial centre, and Busia and Malaba,
the boarder towns with the Republic of Kenvya, whiéh is
the biggest source of Uganda'a industrial consumer goods
like sugar, socap, wmilk, etc. The existence of the
informal trade between the two countries, enables nearby
traderé to avoid tawes thus increasing their returns
ultimately. Iganga town also had the least Atraders in
foodstuffs, 28.1%. This could be atitributed to fact
that lganga is the least ubranised of the study wban
areas. Most civil cservants live in rural areas hence
obtain their food recuirements from the rural areas. To
a greater extent, the same could be said of Mbarara
town, which is the exact contrast of Kampala City.
Overall, a big fraction of the respondents, 54.0% were
married, a reflection of greater marital obligations.
20.1%4 ot the respondents were single, while 12.2% had
separated. Mharara respondents reported the highest

percentage of being married, 72.7, and the least




percentage of separations, 2.5. Probably, this could be
attributed to stronger social cohension and a high value
attached o family 1life, thereby encouraging and
disapproving marital relationships and separations
respectively. Alternately, the profiles of Kampala and
Iganga wetre similar, with aore respondents reporting
‘being single, and having sepsrated. Most probably, this
is hecause the Soga ethinic group has a high prevalence
of marital instabilities,-thereby leading toc separations
{in case of Igangal. While Kampala being the city,
social cohension i minimal, thus short lived unions are
fregquent. Conseqguently,  most women who find married
life unbearable seek (o earn a living through market
trading.

In térms of reproductive‘ status, overal}, the
maiwity had wmore than three children, which denctes
greater caretaber rﬁlea for the women. Eampala had more
respondents  whio had fow and more children, 6353.35%4

compared to Hbarara which reported S2.2% in this

category. Iganga town had the biggest proeportion of
respandents with four and more childfen, 74.4%.
Theretore, it would appear that due to greater

reproductive and caretaker roples, most of the women have
to combine thelr trading activities with taking care of
their children at home, the two of which are at times

incompatible.




Enterprenewial History

Different women have varving business management
practicés depending on their general enterprgneurial
history patterns. For this reason a number of guestions
were asked regarding the respondents’ enterpreneuwrial
life, including a detailed induction history: occupation
prior before joining market trading, souwce of capital,
advice and initiative for icining market trading, nature
of ownership, and degree ef control over their
enterprises. This is so because women market traders in
Uganda are heterogeneous. They operate in different
tategories that range from pett? enterprenuers, paid
employees, unpaid emplovees, to casusl workers. Hence
enterpreneurial behaviow is bound to be different amonhg
the women, depending on the degree of control in  their
occupation.

Oversll, mo=st of the reszspondents 3I3.4% were
housewives prior to joining market trading. We used the
concept “"housewife" not in the strict sense of legal
marriage because in Uganda, marriage is an “"elastic"
term which encompazcses arnvthing including church
marriage, traditional marviage, registered masrriage,
ctohabitation, as well a= numerous other forms  of
consensual wnion. This finding clearly points out that
most of the respondents bad not been exposed to the
dynamics of a commercial setting prior to joining market

trading. 10.9% of the respondents were neither emploved
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nor married prior tﬁ joining market trading. Aas they
put it, they were "just at home". It could therefore be
concludeﬁ that ﬁarket trading was their first form of
“non domestic work". 16.8%4 of the respondents were
students before joining market trading. This indicates
that the informal sector is providing emplovment to manQ

young people who are jobless as a result of the economic

stagnation. Yet formal education in Uganda is puralyr

academic in content. It does not equip one with the
skills needed in running an enterprise. 1t can
therefore be s=aid, with confidence, that these new
entirants in market trading were lacking in skills of
busziness management. Only 156.5% of the respondents had
been exposed to situations of a commercial setting where
. they worked as shop attendants, bar cashiers, restawant
workers, etc. Even the extent to which this category
had earlier practiced modern enterprensurial skills is
guestionable.

Further information on the respondents
enterpreneurial history was elicited by‘asking them from
whom they got advice on how to go about market trading.

Table 5 below bears put the responses.

|
!
i
!




Table 35: Source of advice

Sburce Number FPercentaqe
Noﬁndy 287 s8.7
Husbands 41 8.2
Friends 107 21.9
Other 104 21.1%
Total 489 100,90

Table S above indicates that the majority of the
women ~ S5B.74 were totaly uninstructed on joining market
trading. 8.2%4 of the respondents received advice +from
thelir husbands while 21.9% obtained advice from their
friends who themsel?es could have had no or little
Exgerience in trade. Only 21.2%4 indicated that they had
obtained advice from sowces like emplovers and fellow
market traders. However given the competition in market
Frading, it can reaspnabkly be argued that the enthusiasm
with which would be competitors were advised was not
high.

The study was alzo interested in finding out how
the women market traders obtained their starting
capital. HMost of the women — 31.0% got their starting
capital from relatives. 24.2% reported having got theit+
capital from friends. In most cases, this meant their
men friends. Husbands provided capital for 17.7% of the

respondents, and 11.4% used their savings to start
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trading in the market. Most of the respondents
indicated that it was because relatives and friends
realised the women’'s economic plight that they offered
some starting uﬁ capital. The husbands alsoc provided
the starting capital so that the women could aseist in
solving some of the domesti# economic problems. It can
therefore be discerned that it was not much because of
need to build an gﬁferprise, but the need to meet
economic domestic demands that the women obtained
=ztarting capital. Therefore the need +for efficient
enterprise management did not arise. Most probably, it
is only the 11.6% of the respondents who had saved their
own starting cgﬁital whcfhad the urge to build up their
enterprises in market trading. For they already had
their iobs but did quit to try market trading which, to
them, had petter opportunities of increased income, at
the came time remaining in employment.

Given the heterogenous nature of market trading,
the study attempted to investigate the types of
ownership in the sector. 38.1% of the respondents
reported that their businesses were wholly owned by
them. This ameans that they unde?take all the major
decisions such as where and when to pur;hase, and price
fiving. 5.9%4 indicated that the businesses were wholly
oyned by their husbande/boyfriends, vhereas 19.4%
indicated that they were in partnership with their

husbands/boyfriends. It would appear that in the latter




case, although the women claimed to be in partnership,
the husbands could be takfng major decisions like price
fining aﬁd purchases while their women acted only as
sales assistants. Although the women could also at
times take part in managing the business they @ay be
"protecfed" from activities thgt reguire use of
enterpreneurial skills such as recoréing of purchases
and transportation acféunts, if they do not actually do
the purchasing themselves. Thus, women have lesser
access to activities in the cash sector of the economy,
and lesser knowledge of the external world.

Conversely, 10.2%4 of the respondents indicated
that they were in ﬁartnership with relatives, and E.Sﬁ
were in partnership with friends. Thus it would appear
that in these categories, the respondents had a stake in
the business due ta having invested in their money and
could thus attempt to keep track of the business
progress. However, 23.6% of the respondents interviewed
said that the businesses were wholly owned by someocne
else. In essence, they were onlvy emplovees. The extent
to which these respondents could get invelved in  the
management of the enterpirises could depend on the extent
to which the owners gave them léeway. For instance
whereas some emplovers could a2llow  their employees to
make some purchases and also allow them to fix prices,
others may only indicate the sale prices, at the same

time not allowing the esplovees to do the purchasing.




Thus the ability +to “think™ progressively could be

impaired.

ines a t Knowl e and ti

This study was interested in finding out whether
respondents  knew and practiced the basic skills of
business management . As expected, bock—-keeping
standards were poor. 83.7% kept no records of the goodél
they purchased, and of the 34.34 who answered in
affirmative to keeping of records of the goods
purchaéed, only 39.46% indicated that they did it
regularly. S0% of the respondents who had =said they
recordéd'the costs of the goods purchased admitted that
they seldom did., Further, 64.6% of the respondents did
not record their operating expenses., However, when they
were asked what constituted their operating _expenses,
~the respondents could surprisingly mention them with
ease, These incluwded daily market dues, manual 1abow
hiring charges for lifting heavy commodities, cleaning
and askari inight time secuwr ity personnel) charges, and
monthly rents charged for their stalls. However, they
did not dinclude their lunch, refreshment, personal
transport costs, which it appears, they took for
granted. Regarding computing 94- transportation
accounts, 68.94 of.the respondents did not do so.

As regards purchasing of commodities, 47.6% of the

respondents did sc themselves while 24.0% reported that




purchases wetr e done by employers. 28.4%4 of the
respondeﬁts said that their purchases were made by their
hushbands/bovyfriends. Most of the respondents who
reported making their purchases themselves were
foodstuffs dealers. Most of the foodstuffs selliers (who
constituted 36.3% of the total respondents) purchased
their commodities from traders who brought them into the
markets an trucks, pick-ups or bicycles. A few
foodstuff dealers purchased their commodities firom
whole—-zalers in major markets like Owino in Kampala.
Fewer than 5.0% of the respondents attempted to go into
the rural areas to purchase their commbdities girectly
fraom +farmers. The higher incidence of purchasing from
trucks that brought the Jfoodstuffs directly into the
markets could be atpributed to the fact that most women
obtain the comnodities on credit, and pay the truck-
scale dealers after sales. However, this also implyis
that the women have the disadvantage of accepting the
purchase prices dictated by the truck-scale dealers,
hence the profit margin is reduced.

Kampala respondents whe dealt in househocld goode,
and made their own purchases, obtained their goods from
Kikuubo, which 1is the major distributional centre for
iqdustrial consumer goode in Uganda. NMNo respondent
reported personally ebtaining her goods from tﬁe Kenya-—

Uganda boarder where they are much more cheaper than
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Eikuubo, However zome women who were not making
purchases themselves reported that their menfol k
Dbtained'the goods from Busia boarder point, a distance
af about‘BDG kilaometres from Kampala. This reflects
that men are not willing to allow their wives to travel
far in pursuit of business interests probably due to the
women ‘s caretaker rolezs at home, and probably due ﬁo
fear of infidelity since at times, it involves staying
overnight or travelling with strange company. However,
household goods’ dealers in Iganga reported obtaining
their commodities from Busia. FProbably this is because
Iganga is nearer to Busia, a distance of about 70
kilometres and the women are expected to make their
purchases and be back on the same day. However, even in
Iganga, the majority of household goods® dealers
reported that it were their menfolk who did the
purchases. This could Jfuwther be attributed to the
relatively larger ‘capital involved in this tvpe of
trade. Hence the men felt that they had to bhave greater
control over the working capital by @making greater
personal invulyement especially in making purchases.
This iz further exemplified by 35.3% of the respondents
who reported that their husbands were the major
contrallers of the finances in the business. An almost
gimilar percentage, 36.4%, alsoe reported that their
husbands were the major decision makers in the business.

Conseguently, the women acted in most cases as merely
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sales assistants. Thus, they lacked control over their
labour reproduction i.e. ability to develop and maintain
their owﬁ "skille” and work capacity.

The women’'s price-fixing and modification methods
were most haphazasrd among the toodstuff dealers.
Considering the perishable nature of their merchan&ise,
the respondents indicated that maior losses were made
when they ﬁere forced to sell at give-away prices in
order te aveoild wastage, or made total losses when
wastage (through perishability) actuslly occured. These
respondents were incapable of forecasting so that they
could regulate their stock according to predicted
demand. This could be attributed to foodstuffs’ dealers
chronic lack of kept sales records which couid be used
in forecasting, for records, if kept over a given petriod
of time, can enable one to forecast and predict the
average amount consumed oaver given period of time. As
for the househcld goods and clothes®™ dealers, prices
were fived according to the purchase prices, and in most
cases were fixed by the major decision makerszs already
referred to above. In most cases, these prices were
unifore in the markets, and the sale prices depended on
the way individual traders’ related to their customers.
However, most women respondents, during the focus group
d}acussions hinted that they had their prices set for
them by their husbands, or emplovers in case of those

who were =alaried emplovees.
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Consequently, as would be expected, merchandise
control among market women was minimal. Although 26.7%4
of the —respondents reported practicing‘ merchandice
contrrol  operations, indepth - iﬁterviews (focus group
discussions) and ouwr cbservations cshowed that most of
them dealt in the same comnodities. With foodstuffs
dealers, not only did the majority stock s=imilar items,
e.g. bananas, potatoes, beans, groundnuts, etc., but
they als=e stocked similar types of the =zame items. For
instance traders who sold beaﬁs had those of the same
gize and colour, which not only increased competition
amongst themselves, thus lowering prices but alsc posed
-the danger of perishability due to abundancy. The same
problem of dealing in exactly similar items, both in
quality and quantity was also noted among clothes
dealers, whereby the majority dealt in women and
children’'s clothes., &= for household goods, the stocks
nere similar and duwring the process ot our
investigation, it was paoassible toe find =ome items
lacking altagether while others were present in almost
each and every stall. Thus, the women lacked planning
abilities where b{ they could observe which items were
least stocked, and thus invest where there was least
competition, hence more turnover,

Similarly, apart from the 23.&% of the respondents
who were salaried, the rest of the respondents,

gspecially the 38.1%4 who had reported sole ownercship and
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thus control, were not costing the wvalue of their
labour. As a resulit, money needed for personal use or
domestié reguirements was ;xtratted from the general
business finances, without recording. This posed the
problem of not only having less funds for re~investment,
but alsp inability te build efficient enterprises,
because planning becomes difficult where there is no

distinction between business and perzonal finances.

Fac s assotiated with inadeguate busi
skills

To determine the extent to which s=social and
economic factors are associated with inadequate
management =kills, a series of analyese were made. This
section presents those findings that were found to be
most important. (Mote: Due te a2 large number of concepts
used in operationalizing "bu=singss @management" we
decided to use one concept throughout our analyses,
bock-keeping. Book-keeping, {financial management) is
central to efficient management of s business because it
enables keeping track of the evolution of the business.
It i= through the keeping of accounte that one can
evaluate a business, determine its future couwrse, and
geftect plausible ghanges, 1if need be. Thus, other forms

af technical management like planning, forecasting,




cordination and work organisation have to be deterasined,
in the main, with the aid of the recorded business
accounts.

As noted in the preceeding paragraphs, the
percentage of respondents who kept records of goods thaf
they purchased, recorded their operating expenses, and
computed transportation accounts were almost similar.
Thergftore, for simplicity, we considered recording of
goods purchased as representative of boak—kéeping in
genenal .

This study has shown that there is a correlation
between age of respondents and their practicing of book-
keeping. Table & showse the proportion of women who kept

books of accounts according tp different age categories. .




Table &3 Percentage distribtion of Book—-keeping bv
ane of recspondents

Count 3 :

' s 6 E '
Fow Z H ! f ' 4

H H ‘ ! }
Col % : i i H +  Row
Tot. % H } H H v Total
Bopk—-kesping i 1520 § 21-30 ) 31-40 | 40+ |

yo11 V7S I Y. i 3b !

1 3 1 r 1]

H 13 1 * 3

V6.5 4V 44,486 1 27.3 1 21.4 1 168
Yeg i ! : H !

} 19,6 4 28.9 4V 37.7 V 70.5% 1 34.ZF

H H { i H

V2.2 1 15.3 3 2.4} 7.3 3

} i } : H

H H ) : :

P45 } 18.4 {1 7.6 1 14 i

: H H H {

P 14,0 4 G7.F 1 23,6 1 4.9 1 321
No } i ' . : :

P 80,3 1 Fi. } &2.2 1 IN.T L &E.7

V.2 3.6 3 15,2 1 3.2

H ; ! : } H
Column 5.6 25.9 12.2 =1 449
“Total 11.4 S2. 24.9 10.6 1007

The results in table & above indicate that the
percentage of respondents who practiced book-keeping in
pach age cluster increaed with aée. Whereas only 17.6%
of those aged 15-20 practiced bock—-keeping, in the 21-30
sge group they were 29.9% while in the 31-44 age group
they were 37.7%., This perhaps indicates that with

increasing age, one becomes more committed to her trade,
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and hence more commercially astitute., However, i1t is

most probable that a2 higher age denotes more vears’

experience, which could account for better management
=kills than anvihing else.

Further the study came up with only a slight

relationship between educational level attained and the

level of enterprigze management skills. Table 7 bears

this out.
Tabhie 73 Fercentage distribtion of book—keeping b
educational level
Count H EDUCATIONAL LEVEL
Fow % H H H } H H
! H } i H H
ol % H H : H 3 ! Row
H ' H } : !
Tot., % H H : 3 H v Tote
! : H i H H
PO } VSECON- | H )
Rook-~-keeping ' SCHOOL. (PRIMARY | DARY IHIGHER: OTHER |
H 4 : : H :
145 i S8 S0 I H & } 1468
P 26.T7 Y 3405 ) 29.7 V0 3.3 0 .9 4.
Yes H : H H ) H
R i A0L3 v B83.3 v 23.90 0 42.83 .
i 2.2 i 1.8 P 10,2 H 1.8 1 1.2 3
1143 L SRS i 1o V27 H a8 H A7
V4452 Y 41,4 0 31 ! B.4 2.4 | 65.
Mo H ' ! ) H H
P 7H.0 ) &F.6 L 166 )V TT.0 0 T7.1 0
; H ' ' } 4
P E2F.2 0 2.3 y 2.0 17 5.5 4 1.6 1}
! 3 i 3 H H
Column 184 191 &0 K. 14 489
Total , 38.4 39.0 12.2 7.3 2.8 100
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Results in Table 7 abaove are rather interesting.
Incidentally, 23.9% of the respondents who reported
baving attained no education claimed to be practicing
book-keeping. It is probable that these respondents
were lying. Rlternately, it could Be that these
respondents had acquired literacy and numeracy skills
informally, and actually did practice keeping records of
accounts. |

However, 30.3% of those who had attained primary
education reported keeping records of their accounts.
83.3% of the respondents who had obtained secondary also
education reported practicing book-keeping. Yet, anly
23,0% of ghase whic had obtained higher education
practiced book-keeping, while those who repérted'
receiving tertiary education and practiced book-keeping
were onkly 42.8%. Therefore, it would appear that there
ie mo corvelation between educational attainment and
practicing busingss management skills. This i3 more
ezpecially so since the educstion syestem in Uganda is
purely academic, and skill acguisition fany practical
=kille}) ia only available in & few post secondary
institution=s. Hence, it could be zaid with a reascnable
degree of confidence that practicing businese management

skills requires only & w@minimal level of functional




literacy and numeracy, but increased education does not
necessarily lead to a greater tendenty to practice
financial management skills.

ble had earlier intimated in the preceeding
paragraphs that there might be a relationship between
number of years’ experience in market tradiﬁg " and
bgsiness management practices. We therefore felt it
imperative to test whether there was a correlation
hetween experience in market trading and level of
management ekille practice. Table 8 shows the
relationship beltween number of vyvears expgrience in
mar ket tradihg and keeping records of atcounts, Those
whi had more vears experience 1.e. ogver five vears were
more likely to practice the basic skills than those with
less years. For example, of all those who said they
practiced the =skills, 41.&% were accounted for by
perscns who had over five vyears experience. A
comparablae figure of those with lese than one vear is

.15,
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Table 8: Book—keeping by number of vears experience in
market trading

Count : 3
Row % ' )
Col % ! EXFPFERIENCLCE 3
Tot., % : ' H ' :
: : : : H
d H H ' 1 Row
Rock-keeping 19 1 v 1 31<3yrs) F3CSyrs iS5 ywirs! Total
] ’ 13 * ’
1 * b3 ¥ 3
I O V32 T 3 70 H
: 3 : i 3
V7.1 b 1900 ) 3201 1 41,86 1 1468
Yes ; 3 : : H
P 21,4 ) 68.F 1 41,8 1 27.8 1 34.3
H 13 1 ¥ 1]
¥ 3 ] ¥ *
V2.4 ) 6.9 4 11,0 ) 14,3 8
¥ ? 1 r ¥
: : H ' H
i 44 1 21 173 i 18.1
1 1 1] (] i
3 ) ¥ : ] *
I3, 0 884 1 2303 1 56.3 1 321
No : ; f | i
V7B 1 EF9.6 1 DR v FR2.1 0 65.7
H : : i 3
i 8.9 4+ 4,2 1 13,3 1 37.0 1
1 ' » 7 »
Column et} 53 129 251 489
Total 11.4 10.7 25.3 51,3 100

To determine whether one’'s economic status might
be associated with book-keeping practices, data was
collected about the respondent & merchandise dealt in.
We decided to ucse mercﬁandise deali in as a measuwwe of
inqome because in Ugands, most people are hesitant to
reveal their incomes for several reasons. Some of  them
{especially - those 1n self eaployment) do not genuinely
know how much they sarn per month since they keep no

kooks of ‘accounts., Others who may know how such they




gearn are unwilling to disclose this information in case
it leaked to the tax authorities (many people in Uganda
avoid meeting their tax obligations). For all the above
FEAS0NS, merchandise dealt in becomes a2 plausible
substitute for income estimation since foodstuffs
require very little capital to start with., Clothes
especially =second hand articles need slightly higher
capitai, and hoeusehold consumer goods reguire more
capital. In event,; this revealed a strong statistically
gsignificant correlation between merchandise dealt in and
hookikegping practices (see Table ¥ below). As can be
seen from Table 9, S56.6% of the women who traded in
household goods kept records of their accounts while 46%
of the women who traded in clothing also practiced
‘bmckkaeping. Yet, only 19.1% of the women who traded in
foodstuffs practiced bock-keeping. It is possible that
due to the bhigger amounts= of money involved in household
gaadsr and clothing trade, and due to the bigger number
ot different items the women have in stock, keeping of
records  becomes essential if they are to keep track of
price fixing. Maoreover, their sources of supply are
moare diversified than those of foodstuffs dealers which
in most caszes are the few trucks that bring food into

the markets.
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Table 2: BDBk"kEEDiﬁG kv merchandise dealt in
|

e e

Count MERCHANDISE DEALT IN
'y L3 1] 1]
3 1 ¥ 1
FRow % ; : ! :
col % : : : :
Tot. % H } H :
tHouse—~ | H 3
Rook Feeping thold } iFood— |
igoods (Clothingistuffs | Row Total
1 ] 3 [ .
H 81 P32 =Y H 168
» ] ] 3
3 * » ¥
d 483.2 § 19.0 v 20,2 H 34.3
Yes ' : H i
' S6H.86 1 43L3 v 19,1 :
H H : '
3 14.5 G.0 H &.7 i
b ! : ;
i } \ H
i & v 21 v 144 H 321
bo19.3 1 5.4 ! 454.8 65.7
No ! H H H
} 43.3 | 37.6 H 85.8 |
3 12.6 1 25,5 H 272.4 1
] 1 ¥ E
Column 143 168 178 484
Total 29.1 4.3 35.3 100

An assumﬁt%on has been made that there might be an
association bet@eeﬁ practice of management skills and
level of urbanjtity. Table 10 below gives the
percentage distribution of the respondents who practiced
book-keeping by the degree of urbanisation of their

locations. As expected, those respondents in the city,

Kampala, were more likely to keep accounts of their
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businesses. For example, of all those who kept records,
535.9% were from Kampala city, whereas those in the least
whbanised town, Iganga accounted for only 12.053%, It is
possible that the more urbanised the enterpreneuwr, the
more cshe lopked at her enterprise as an otcupation hence
need for keeping records of her activities sc 2 to
monitor her performance. Similarly, the volume of trade
is bound te be higher in a more Qrbanised setting than
in & less urbanised location., This may necessitate
keeping of records due to the intensity of activities,
Whereaé where the intensity iz low, one may he tempted

tc rely on memory.

Table 10: Book—-keeping by level of urbanicity

Count i [ }
Row %Z - URNARICITY |
ol 4. H H } ;
Tot., % H t H H
: Large 1Small ;
Book Keeping iCity i Town P Town H
ikKampalaifbarara (| Iganga | FRow Total
i 24 Va3 A i 168
H o9%.9 1 31.95 HE ; 34,3
Yes : : H H
P 40,5 1 34,0 S 5
1 1 ! 1
P19 2 1 10.8 4.2
K J * 3
1 ¥ * 3
' 138 i 94 i 89 i 32
H : : :
i 2.7 3 29.2 i 27.7 635.7
Moy : H : d
P 89.8 1 63.9 i BoO.8
1 ] 1] 13
] ¥ ¥ ¥
P28.2 Y 17.2 Po18.2 3
1 1] ¥ 1
§ 1] 1] *
Column : 232 147 116 487
Total 47 .4 3.0 22.4 100




SOCIAL — TUR YOSTEM IN WHI KET

TRADERS DU OPERATE

Women '= enterpreneurial éctivity 1& carvied out
within a framewbrk that is predetermined by the social-~
cultwral structures of a given society. This is because
gender Eemains a fundamental principle +for organising
the division of labow within the family and the wider
soCio-economy. Women tiraders do not have only to
combine their monetary work with their reproductive and
caretaker roles within the family, but also have to
operate in a matrix of beliefs and attitudes that
emanate from spcietal stereotypes of gender related role
expectations, ahligations, responsibilities and
consequently, sanctiﬁns for not conforming. Thereftore,
we found it imperative to test widely held beliefzs on
such variables like role expectations and social norms
which could influence women’'s enterpreneurial patterns,

The majority of respondents, 86.6% were of the
opinion that it was a man’'= obligation to provide +or
his family. An almost similar percentage, 84.74 were ot
the view that a woman's +fir=st obligstion was to her
husband and children other than trade. Implications of
these attitudes are Ffar reaching. In the first
instance, 1t could imply that women do not underitzke

their trade activities with the seriousness they deserve
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for they expect econpmic assistance from men. This
+tinding is supported by Tadria, H.M.E. (1987) who aleo
found ocut that the dependence of women on men was high,
even in female—headed households. The women in such
households reported that their main source gf cash was
men , even thuugh there were no husbands in  the
households., The perception of their work could be
casual, lacking in the astuteness to face competition in
-market trading. Byangws, M. (17473 added that women do
nat see work sc o much  as & means of expanding their
individuality as perscns but rather as a means of
Caryying out the extensziong ot their expanded
occupational structure of the ity while retaining a
productive function in the family. That is why,

perhaps, O62.%24 of the respondents had earlier said that

they would guit trading 3+ their husbands said so.

Implications of the second view are double edged. It
cauld mean that women’'s enterpreneiurial patterns are
disrupted by reproductive and care taker roles which may
compel not working in & regular basis. Earlier studies
by M. Peil (1973}, Strassman (1987 and 3. Jiggins
{1989} have alsco indicated that women traders ac{ivities
were fragmented because, untike men, they were rarely
free to set aside a regular amount of time each day from
other chores and distractions in order to concentrate on
pne activity., It could also imply that women devote

greater percentage of their income on meeting the

et
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domestic demands, other than re—investment which reduces
their capital, stock and uwltimately returns (we had
earlier noted that over one halt of the respondents’
zspend their money on domestic requirements as compared
to 31.9%4 that was reportedly re—-invested). This finding
ie similar to those of Carloni, A. {1984) and E. Le
Frank (1920) who noted that most women workers in the
informal sector shouldered the responsibility for
supporting their households, thus were not anly less
concerned with building efficient business enterprises
than with ensuring an itmmediate source of ready cash,
but also devoted & larger proportion of their income to
daily household support. |

However, the gtudy oheserved that &9.94 of the
respondents had no obiection te a woman’'s invo}vement in
trade, although 54.7% were of the opinion that a married
wounan should gét involved in trade only when the husband
appraoved. Thie probably reflects the marital tensions
that follow i+ a woman undertakes independent economic
activity. This is supported by &64.0% of the respondents
who felt that men were uncomfortable with wives who were
traders. This could probably he attributed to
lifestvles that have come tc be associated with business
and trade in Uganda. They are guite different from the
gtyles assaciated with wage earning and farming. For
instance, due to greater geographical mobility involved

in trade, women are thought to avuid social censure and




thus adopt life stylezs of greater sexual freedom
(?nfideiityl and economic independence. This is
supported by 36.1% of the respondents who were of the
opinion that women traderse engaged in extra-marital
atfairs. More sd, wonen who are gut earning during the
day, in the bhectic and noisy market conditions may be
too tired or pre-occupied to lend an ear to their
children. The respondents could bhave had that in mind
when 41.34 of them said that women traders neglected
their children.

1t therefore  becomes apparent that "vices"”
associated with independent economic activities of women
traderse, whether realrur perceived, serve to undermine
the women’' = respectability; 51.92 af  the respondents
were of the copinion that a housewife had better respect
than women traders, and 45.3% of the respondents
maintained that a stable marriage was a better choice
than brading.

Sacietal erosicn of women traders respectability
sgems  to permeate government agencies which seem not to
relate to the women as they do relate to ﬁale traders.
77.4% of the respondents maintained ‘that government
pfficials diecriminate against womnen when approached for
assistance. Frobably, this is a reflection of the 1low
esteem in which women market traders are held by
society, including market officials who do not consider

the womenh worth listening to.
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Amidst &ll these constraints in which women market
traders do operate, it is surprising that intra-female
cm—aperafion was minimal., Only 1&.5% of the reshundents
said that female traders easily help each other. 77.4%
zaid that ¥émale traders eazily co-operated with male
traders than with fellow female traders. Although this
could be attributed to psyéholagical bharriers that arise
+rgﬁ a sense of inferiority complex among the women,
(75.4% of the respnndenfs concurred that female traders
feel more insecure than their male counterparts) hence
ook up to the suﬁposedly "euperiar” male traders {for
assistance, it further entirenches the gender detersined
"inequalities”. It could also mean that the women hope
to obtain more assistance by use of sex appeal than any
pther method. This is because it is inconceivable that
the maiority of males are far better equipped to offer
any tind of assistance than the majority female
traders!!

Further, only 153.3%4 of the respondents reported
belonging to an association of traders. 1t is
significant to note that all these repondents were from
Mbarara Municipal Market, the only market which had an
up—to-date list of traders operating therein. I+ we are
to attribute the presence of an up—to“daﬁe list of all
traders in Mbarara Municipal Market to organisational
ability, then it is not suwrprising that it was the only

market which had & traders’ association. However, this




asspciation’'s key obijective was to act as a laison
between the traders and civil authorities in the market
&nd at. a wider level, the District Trade Devel opment
Office. This association, which is in form of a2 co-
operative society alsc acted as an inforeal credit
suciety, whereby traders contributed small amounts of
money  that could be locaned cut to fellow traders at an
interest. However, ‘only 13.74 of the respondents
reported ever having obtained a loan from this credit
society. It is evident therefore that the association
iz less beneficial to women traders, in as far as
financial assistance was concerned. Moreover, only
24.8% of the respondents indicated that they got
involved in ma%ing decision in this assaciation.
Frobably it is because the women, like in most other co—

D,

\'aﬁfatives, are accorded less managerial and
aréaniaational opportunities than men &A.E.M.  bandera,
19274Y. ' The male domination and moncopoly of the tiraders’
association is eremplified by the 7Z.74 of the
respondents who contended that males were more easily
listened to and helped in the association than females.
This finding certainly contradicts MNihan et al's (19279}
who observed that the only assistance to the informal
sector whose acceptability recieved almost unanimous
epdaréement of the responses — F0% — was the setting up

of a mutual aid assouciation by the enterpreneurs

themselves. Frobably, \Nihan et alt came to this
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conclusion becauze they were studying the modern
iﬁformal sector, which is male dominated, and males
geasily co-operate, vyet we bad earlier noted that intra-
female co-operation was minimal, at the same time, woamen
are marginalised in associations whose membership is
untsex.

Apart from the social cultural constrainte  that
undermine women’'s enterpfeneurial character, the study
was also interested inr establiishing the occcuwrance of
beliefs and perceptions held abeout trading in general,
although they are common among men too.

42.7% of the respondents were of the belief that
trade could be done by anyone, while 3I3.4% were
undecided., Only 22.9% disagreed with the belieft ithat
anvbody could do trade, which implies that maiority of
the respondents were not aware that it takes more than
braving anﬁ selling to be a successful trader. Although
the respondents unanimousliy agreed that seeking advice
and as=istance was part and parcel of enterprensurship —
FO.56%, 1t is interesting to note what they thought the
forme thic assisetance should take. &4.5%% believed that
succeess in trade depended on God s luck or goodwill from
ane’'s  ancestors. Although no respondent had prescribed
to traditonal forms of religioucs belig¥, 6£1.74 of  the
respondents  believed that traditional medicinemen do
give charms for success in trade. This could imply that

the women looked at prosperous traders not in terms  of
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gfficient busziness managers but in terms of "powerful
charrins" holders. This further implies that the women
could be attempting to improve their success through
obtaining "charms" rather thanr attempting to eﬁulate the
management skills of the sutcessful enterprensurs, leave
alone being awareloi the existence nf such skills.

However, it was encouwraging to note that S0.4% of
the respondent concurred that the only wayhto keep track
ot the evolution of a business is through proper
financial management, although a lesser percentage,
41.46% agreed that one's esuccess in business could be

improved by training.

Women * roepti £ their enterpreneurshi thod

This study was furtﬁer interested in ascertaining
the women = perception of the effecte of their current
enterprise management practices on their operations.

42% ot the respondents ‘acknowledged that their
current methods of enterpreneuwrship were a drawback to
their operations in market trading. A number of forms
in which these drawbacks were manifested were given.
These included {a) inability to attend to their trade in
a regular matiner due domestic dJdemands on their time,
like seeking health care Ffor their children f{(work
organisation) (k) inability to predict how much can be
=¢ld which at times led to wastage ecspecially of

perishable comnodities like foodstuffs (foreasting) ic)
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enability to keep steady finances for re—-investment due
to domestic economic demands (plarning! (d) low turnover
{e) reduced profits due to higher prices at which they
purchased commodities especially i+ they did =0 on
credit {book-keeping) Table 1 below indicates the
freguencies with which the follicowing problems were

recorded.

Table 11: Percentage distribution of the drawbacks
reported by market women in their operations

Constraints %
lwark Organisatiocn BT.3
Forecasting 4.1
Planning 48.3
Rook—-keeping 41.4
n = 449

The total is more than 1007 because aore than one

response could be given.

Intervention

Cbnsidaring the women’ s acknow] edgement of their
enterprenewrinal deficiencies, 1t became necesséry to
find out if the women would be interested in improving
their enterpreneurial skills. WHe asked them a question;
do you think that vour enterprensurship would be better
if wvou were well eqguipped with business management

skills? Support for improvement of their
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enterpreneurial improvement was unanimous with B3.74 of
the respondents answering in affirmative. Table 12

below indicates the particualr skills in which the

respondents thought they needed improvement,

Table 11 FPercentage distribution of the skille in which
the respondents indicated thev negded

improvement

Skills ‘ Percentaqge
Book—kKeeping 50.9
Hork Organisation A
Forecasting : 68.4
Flanning . 62.1
Cordination S52.9

n = 48%

The total is more than 100% because more than one
response could be given., It 1= interesting to note that
book—-keeping, which is centiral to business managament,
and & kev guide and indicator to trade growth or decline
was given relatively lower rating' compared to  athes
shkill=. Frobably, this could be attributed to the
respondents belief that they were accountabrle ta
themselves,;, hence needed no bookﬂkeeping. It alsoc
implyes that since their capital base and conseguently
goods’ stock was low, the respondents imagined they

could easily memorise all the transactions. The
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importance of book-keeping in enterprise management was
not well perceived among vomen market traders.

However, the respondents unanimously indicated
that they were willing to undertake the ekills
enhancement pragrammes - 990.7%4. This proves that the
majority not only felt that their skills were deficient,
but had hope in improving their occupations though
skills acguisition. Nonetheless, when asked as to
whether they would be able to utilize the acqguired
skills in their operations, the percentage dropped to
85.5.

The respondentz indicated & number of methods they
thought were most suitable for offering the skill
acouizition programmes. They are indicated in  Table 13
Below.

Tahle 13: Ferceptage distribution of respondents choice

of progranmme delivervy

Deldvery Method Number Fercentage
Daily evening classes 't 11.3
Weekly classes 95 17.5

Frovide experts‘ta advise
on weekly hasics 147 0.1

Set up an d%fice whetr a
advice can be sought 141 28.8

Train a few people who will

azsist others o1 10.3
Total 489 100

it
H
H]
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Table 13 above indicates that 35B.9%4 of the
respondents preferred management extension services.
Frobably, thise could be attributed to their low
educational levels and the nature of their work which
reguires attention at every moment. Az had been earlier
noted, intra—-female traders’ co-operation was minimal
and probably that ise why only 10.3% of the respondents
felt that if a few women were trained, they could assist
other women whoe had not abtained the training. The same
line of reasoning seems te influence the respondents who
preferred exclusively female programme runhers.  They
were only 10.3%. Yet the percentage of respondents who
exclusively prefervred male programme runners Was oore
than twice that of those who preferred females, 22.6%.
However, the maiority 6&7.1% considered both males and
females as acceptable.

Although the respondents were enthusiastic  about
improving their enterpreneurial shkills, the already
mentioned zocio—cultural constraintse were thought bound
to influence the women s decision about undertaking and
utilising the offered programmes. e therefore felt it
obligatory to find out what factors the wamen cunsi&ered
likely to hinder +ull! wndertaking of the mentioned

programmes. The results are shown in table 14 below.




Table 14: Percentage distribution of factors consi-—

dered likely to hinder full undertaking of
the =kills enhancement programmes

Factors Percentage
Reproductive 24,7
Marital 10.3
Employer objection 17. &6
Interference with work
schedule ‘ 48. 4
ther 7.2

n = 48.9

g3

Note: The total is greater than 100 because more than
one response could be given.

It is evident +From Table 14 above thatd the
areatest factor likely to hinder full undertaking of the
afore mentioned programmés would emanate from the fear
that offered programmes would interfere with the work
scheduls of the traders. Thus the BrOogramme runners
would have to accomodate interruptions in attendance
epspecially where programmes will be on a scheduled

basi=. 17.4% of the respondents indicated that their

Hi

employsrs might object to the formegs undertaking of the
programmees.  This necessitates ingraining the emplovers
with +the objectives and significance of the skill
acguizition programmes; thie could take the form, of
linking the growth and expansion of the emplovers'

businesses with gkill acquisition.
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The study alse attempted to investigate the
factors that were mpst likelv to hinder full utilization
of the acquired skills. The results are indicated in

table 15 below.

Table 15: Factors likely to hinder full utilization of
skills acquisition programnes

Factors Percentage
Marital 10.3
Employer abliection 21.4

Difficulty of breaking

away From old habits 23.9
Domestic demands 44.7
ither ‘ 15.4

n = 489

Note: The total iz more than 100 because more than one
response could be given.

Table 1% above bears out that the greatest
difficulty envisaged in utilizing the acquired skille
would be #he enormous  domestic economic  demands  that
have tao be met +rom market trading’'=s inceome. 44.7%4 of
the respondents felt theat it would not be easy to
separate domestic finances Ffrom those reguired to run
their enterprises. The key argument given was that the
gmle purpose of going into trade was to meet domestic
demands rather than maintaing efficient enterprises.

25,97 of the respondents felt that they were used to

4]
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working in their customary habits. Hence switching to
"regimented” routines would be difficult for then.
21.4% of the respondents felt that their emplovers would
not allow them to practice the skills especially book-
keeping bectause these would “"release the emsployvers
finantial secrets". HGiven that money issues are
construed private matters, the respondenfs felt that
their eﬁployara would regard the practicing of business

management =kills as "prving’. This iz more especially

s0 since most  commercial empl oyers regard their

emplovyees merely as lending .a hand in attending to
customers. If this point of view is taken seriously,
then it would be better to offer the =skills to
emplovere, in case they are lacking in them, or to

convince the emplovers that the acqguired skills are for

the benefit of the enterprise as a8 whole for they would

foster enterprensuwrial efficiency.
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RISCUSSION

In less than & generation, many Ugandans have

moved from farming and wage earning to tirading {3.W.
Harmeworth, 1987). rMost of this trade has been confined
to the informal sector, in particular, market trading.
Harket trading is providing the necessary subsistence
to men and women that enables them to support families,
provide goods and services, and meet basic needs. It is
also offering employment opportunities to many women who
are less accessible to {formal sector employment due to
lack of basic ckills and information. At ihe present
time, most marketl traders are women.

However, inspite of the +act that market' women
have been in trade for long and they are the majority,
they operate in a customary manner without practicing
the basic énd modern zhkills of enterprise management.
J. Hadzi (19248) cbhserved that even the simple rules of
enterprise management baffle the =mall enterprensurs.
Mot only do they keep no records of their accounts, but
even +fail to appreciate the conhcepts Bflforecasting,
planning and co-ordirating., To most women traders,
gconomics is & function of social relationships, but not

economic rules. Consequently, few women have been able

I I T A e oL E
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ter manage large scale business or trade on a2 long term
basis.

This study on the other hand, presentse a more
optimistic picture. 2.34 of all the respondents
described themeelves as practicing the rules of business
management. One main reason may account for the
difference between ow Findings and those of past
investigations. This ' study was conducted during a
period when . government 1is steadily implementing the
structural adiustment measwes. Emplovess are being
}aid off in the Formal =ector and women are most
affected because they suffer from the "last hired"”,
"firet Ffired" syndrome. There are also increasingly
fewer formal seétar employment cpportunities, and wage
ceilings in the formal sector and the persistent
devaluatione are rendering fived incomes meaningless.
Thu=, mbore and more people, esgpecizxlly women, are
joining market trading for survival. Some of these new
entrants are better educated or have had prior
accounting experience which they bring with their.
Moreover, they tend to regard market trading as an
cecupation that could keep them in emplovment, at the
same time offering higher incomes than in formal sector
employment , Hence their gperations zre less customary
and more modern. However, thelr nunbers are still few
and it is doubtable whether éhe methads of their work

can be transmitted to those who lack the skills,
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In this study, one of the most important factor

that was Ffound to be associated with practicing of
pusiness.management skillis wasz whanicitvy., Regardless
of other factors, it was shown that reciding in the
city, Fampala, was strangly'assuciated with practicing
business management skills., It would appesr that this
iﬁ a reflection of a greater perception of market
trading as an occupation in its own right than in a

small town like Iganga where market trading may be

perceived A= an additional extension at  other
responsibilities, paid or unpaid. It 1= alszo a
reflection af a higger volume af  trade which

necessitates one to keep records whether inadvertently
or not, vyet where the vaolume ics small one is tempted to
rely on memory. It alsc implies that the more wbanised
people are, the greater the tendency to liberate Ton
themselves fraom the shackles of tradition, thus enabling
them to adopt new‘technclugies and practices, business
management inclusive,

Ancther significant factor that was  found Jto be
significantly associated with practicing of the fulea of
enterprise management was esconomic  status. Those
respondents who traded 1in bigger capital requirement
merchandise like household geoods were found to be far
mor e likely to practice business management skills than
those who dealt in low capital reguirement commodities

like foodstuffs. This might be due to the fact that




higher\ capital, hence mor e diversified stock,
necesclitated boockkeeping more than lese capital which
implies fewer items +for sale. It could alse be a
reflection of earlier zound management practices. Women
whao started with little capital in foodstuffs trade and
hecame more sSuccessful  changed to nan*perisﬁable and
larger capital items. PFrobably their success could be
attributed to earlier proper management practices which
they cantinued practicing smore devotedly with increased
capital.

Similarly, experience was also identified fo be .
pozitively cocomrelated with practicing of management
=kills. Tho=e respnﬁdents who reported more years
gxperience in @merket trading practiced the rules of
enterprize management more than the respondents who had
had only a few vears experience. Since we had earlier
been informed by the wvarious Market PMasters that the
rate at which women do leave tréde was high {thus we
could not go by the existing lists of traders for
sampling purposes) then this reflects that women who
ramained in  trade for long were those wbose management
practices were good, at least among other factors. The
findings could alsce imply that most new entrants into
market trading lack prior exposure to managing business
hence the low level of pratcticing management skills
among the recspondents wha had fewer vears' experience.

This iz probably why those respondente who were 30 years
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and below practiced management skills lesser than thoze
who were 30 and above. They could have not yet acguired
the necessary én the jnﬁ experience since schoocls do not
evern equip studente with these skills.

fiz is evident from the above paragraphs, there was
no  association between education and practicing of
usingss management shkills., Those with more education
did not necessarily report better husiness management
practices compared to those with IQESEf education. For
the alreaqy mentioned reasons, it would appear that what
ig required to précti;e the skille is ainimal functional
literacy and numeracy abilitvy.

Az stated in Fhe introduction, the practicing of
the rules of enterprise management among Ugandan market
women and their enterpreneuwrial behaviour in general was
found to depend on the socio-cultwal sycstems of the
petple. While acknowledging that cultural beliefs,
contrals and constraints to women’'s enterprenewrial
bhehaviocur differ from one ethinic group to another,
results from focus group discussions in the study reveal
& pattern of cultural heliefe and controls that will
ensure at best only moderate levels of women modern
enterpreneurship in Uganda. Most respondents indicated
that it was a man’'s ogbligation to provide for his
family, even among respondents who were not married, and
presumably there was no man in the household.

Similarly, most respondents put. their children and




menfoli first and trade secondary. Seen in this
context, devoting @more time and energy to trade is

vieved as unbecoming for it is contrary to the social

s relating to women’s  reproductive and caretaker

roles. Afterall, husband or no husband, men are
expected to provide the basic necessities. The problem
ig farther compounded by the men themselves who were
reported ~acs fesling uncomfortable with women who were
traders. Due (o thé fear of sexual infidelity that
could emanate from increased geggraphical mobility
entailed in trading, and frcm-the women's independent
econGinic activity, considerably fewer irespendente
repovrted having obtained starting capital from their
husbands, and even where they digd, moét men who provided
the working capital were reported to undertake.all the
maior decisions and having the greatest control over the
trade. Social norms dictated that to remain in  the
social structure, women do aerely the selling and in a
fived place, they thus have no access to other activities
like purchasing and transporting, that could enhance
their enterpreneurial skillse in planning and forecasting
through greater knowledge of the external world. The
same applied to women who wetre emplovees in market
trading.

To understand +further the problems of women’s
enterpreneurial constraints in the Ugandan context,

notice must be taken of the =zocietal perception of women




traders. -Most of the respondents indicated that a
"housewife” who stays at home and performs unpaid
dcmeaticr work had better resgpect than market women who
spend their day out earning. Therefbre, it appears that
the gender ideoclogies <ceerve to undermine women =
enterpreneurship +or they do not reward independent
economnic activity. A= such, almost halt of the
respandents contended  that a stable marriage was a
better choice than market trading. Tadria, H.M.KE. (1987)
found similar preference far women to describe
themselves poccupationally as housewives among the rich
peasant groups in  Mdeije, although women in  other
ﬁeasant groups tended to refer to themselves either as
culttivators or housewives cum cultivators. 6As expected,
someone who has no pride in her work cannot be expected
to perform adeguately.

On the guestion of control, the result of this
study show that msany women especially those who traded
in foodstuffs were exploited by the merchants who sold
to them the commodities on credit ({for at times women
lacked\money for on spot  pavment) and charged them
excessive amounts. Consequently, their et income was
much less than what they would have obtained it
purchases had been made in cash. Standing, 6. -{1989)
hgd al=c observed similar guploaitation of women
enterpreneurs by mongpolist merchants or maﬁufacturers

vitio charged excecssvie amounts for their material.

T Ve




Over half¥ of the respondents indicated that they
did not have control over the proceeds of their output.
Moreover, the biggest proportion of the women’'s income
was devoted to domestic expenditures with significantly
lese amounts available for re-investment. That is  why
most women had to cbtain their commodities on credit,
exploitation withstanding. Harmsworth, J.4. {1987) had
similarly noted that wémen‘s econamic activities did not
tend to contribute to family unity. The husbands
withdrew support they were previously giving for the
puwchase of food for the home i+ the wife had made money
on her own account. This phenomenon may tend to
dizcourage womnen enterprenéur§hjp it the latter

encouraged the men to abdicate their responsibilites.

As regards whether the respondents understood the

risks and consequences of operating in a haphazard
mannhetr, the findings of this study show that the women
realised that their traditional methods of
enterpreneurship were a drawback to their operations in
market trading. The majority of the women indicated
thiat they were difficient in =kills 1like work
organisation, planning, Fforecasting and kept no vrecords
ot  their accounts. Incidentally, the significance o+
bhook-keeping among Ugandan women market traders was not
well Vperceived compared to forecasting and planning.
Yet buahwkeeping is what enables an enterprensw to keep

track of her business,
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The respondents unanimously welcomed the idea of
having programmes that would eguip them with business
management skills, and thought that their
enterprensuwship would improve if they were eguipped
with those skills. Considering the women’'s lack of
basic education, or low educational levels, and the
rature of their work that reguired full time attention -
whereby a few hours’ absence meant loss of earnings ~ &
bigger propoartion of the fespandents preferred business
management advisory extension services to formal
classroom tvpe of business management education
lectures. Since we had earlier observed that intra-
female co-operation was minimal, and most women sought
azeistance from male traders and given that women do not
normally operate on a regular basis due to domestic
ffamily) abligationa‘ and responsibilities, we suggest
that the skills acquisition programmes be alsg availed
to male traders. This would have two advantages.
First, male traders may eazily pass gver what they have
acouired to female traders than female traders would to
fellow female traders. Second, should the male traders
raeaslise the benefits of the new methods and standacrds of
enterpreneursttip, they are in a better positon to
gncourans the women to adopt them because the women
cqngider the men more “able" enterprenewrially hence

serve as models to emul ate.




The skills’ acqujsition‘programmes especially book-

keeping do not need to follow the standard techinical
accounts format whereby a ledgerbook is used, divided
into the debit and credit sections, etc.

fiz Mihan et al (1973) had earlier indicated, such
Ctechnical programmes wonld be vitiated by their sheer
technicality. What should be emphasized is that “the
accounting records accomedate all the transactions for
the purchasze of merchandise and payment of related
accounts; costs involved in acquiring and selling the
merchandise. These costs must of necessity  include
transportation +or self and the wmerchandise from
location of purchase to selling premises or location a11
operating expenses (selling and administrative éxpenses)
and the sales price. This way, the enterprenpurs will
hbe able to tell from the accounting reports whether the
difference between the acquisition price and sales price
to customers is sufficient to cover costs of storing,

mar ket dues  {(tarxes) and selling. Since most of the

women did not seem to understand the relevance of book—

keeping, the P ogr Smme deliverers should clearly
demonstirate to the traders that in modern
enterprensurship, gross profit on sales is highly
significant to efficient business management. It
enables comparison of current gross profit percehtageg
with similar calculations for prior periods.

Freguently, such comparisons alert the entetrprenseur ta a




.
need to modify prices, purchasing policies or
merchandise control precedures.  Such new standards of
operatian_and new possibilties for expansion would break
the cognitive and attitudinal barvriers of traditional
culture and promote new levels of aspirations and
ambitions, | .

The stady alsc found out that the women were
deficient in technical aganagement skills. The women had
even shown greater need for technical management skills
than for- skills in financial management. However, the
programme deliverers need to clarify to the women that
effective technical management has to flow from
efficient financial management. Conseguently, correctly
Lept records of =sales from 2 number of particular
merchandice accounts should enable the enterprenewrs to
farecast the average amount of commodities consumed over
& given time period. As such the women workld be able to
assess with a reasonable degree of precision what to
stock and in what amounts =so ag to avoid not only
wastage especially of perishable commodities, but  also
avaid a low sales twnover due to overstocking similar
caommodities or avoid low twnover through understocking
fast selling commodities. Correctly kept accounts’
records should also enable the women to plan ahead of
time because they will no longer be fixated to running
thair enterprises an traditonal lines of not separating

personal and buziness finances. Hence the situation

W
A
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where most women found themselves lacking capital thus
resorting to purchasing oﬁ credit thereby being
exploite& by the marchaﬁts would minimised. This is
because the records would indicate where losses or
lesser profits are made, thus enabling iﬁfarmed changes
in pricing, puwrchasing mecﬁanisims or merchandise
control procedures.

As regards work organisation and cordination, the
women need to be assisted in estimating the losses
incurred during their absence from work for SOMme
reasons, and the benefits that would accrue from hiring
én assistant who would assist ip the selling oF even
purchasing activities. Results from our VindEpth
interviews had shown  that the women imagined the
financial costs fo hiring a helper {(assistant) are
higher than the returns. However, they had ne  logical
basis Ffor this assumption. They had also expressed
worries over the possibilities of the hired assisztants
Cappropriating some cash. However, 1+ there iz proper
bonk—keéping, then such a problem wuld be easily
detected and minimised for it would be easier to halance
one's receipts from sales, and the remaining stock.
Thus cordination of the business or trade would be made
gasier because mobility would be enhanced, without at
the same time incurring zero sales ldue to the

entepreneurs’ absence.
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The above mentioned suggestions especially book-—
keeping, reqguire functional ability in literacy and
numeracy skills. Since some respondents reported no
education, and no literacy abilities, it is suggested
that rather than availing literacy classes, the
programme should at least for the start, avail business
management extension staff who could also assist the
women to put down in writing their accounts. With tiaee,
other traders who can wite and read will have grasped
" the basic rules of enterprice ‘management and can be
encouraged to assist othef women in recording  their
receipts and expenditures. Most likely, it is the male
tragers who will be most helpful, hence ow advocating
for the male traderz’ being availedr'the management
skills too. However, some traders had shown an interest
in undertaking the skille acqguisition programmes in fovrm
af scheduled formal style evening clascses. These should
also be accordsed the opportunity, rather than deciding
to offer the praogrammes in form of only extension
sgrvices., This would even have the advantage of sSome
WOmEn tand men) acquiring the skills in a shorter time,
thus cowild be relied upon to assist other women, hence
reducing the period of providing extension services
from, say once or twice &a week, (o once o twice a
fortnight, or even a month. This would reduce the
BRpeEncses incurred in delivering the programmes which

would  free  the personnel and other resources involved,




- 78 -
thus enabling them td guickly extend the programmes to
nther aarkets.

As éegards whae  should &eliver the programmes,
although the majoritvy of the women considered both males
and females acceptable, the ratio of women traders who
specifically preferred males to females was almost 2:1.
Therefore, it would appear that male trainners would be
more acceptable to the women traders than temale
trainners. However , female trainners neéd to be
included among the programme deliverers for they can
easily comprehend the gender problems than men. Even

then, both female and male trainners or extension statf

need to have a thouwough grounding in the gender

constraints influencing the WOmen traders’
gnterpreneurial behaviour.

Al though the results of thisz study have shown';hat
the women were enthusiastic zabout acquiring business
management skills, the data also indicated that social-
cul tural consteraints Wer e likely to hinder full
undertaking and utiliz=ation of the suggested programmes.
The greatest obstacle te full wndertaking of the
suggested Progr atwne Was zhown to be fear of
interferering with the women’'s work schedule. However,
this problem could be minimised by discussing with the
womern the most appropriate time {for offering the
programmes. Most of the respondents who opted for

having scheduled classes pretferved evening time. As for




those who preferred extension services, a full time
extension staff 1is needed, so that the women could
consult ;n their free time. However, due to the
possible probklem of limited resouwrces on the part of the
programmne deliverers, specific hours could be deciﬁed
upon, in consultation with the women, as to when the
extension staff - should be available. Office space for
consultation could be availed in the Market MHMasters’
Offices, if the latter agreed to co—-oprate. Another
obstécle to full undertaking of the suggested programmes
was employer pbjection. With the co-operation of R.C.s
angd the Market aﬁthoritias, the emplovers could be
persuaded te allow their employees to undertake the
suggested programmes. This cowlid take the Fform of
convincing the employers of the benefits that would
accrue  from the new methods and standards of operation.
As for the reproductive and marital rvesponsibilities,
there iz need to demonstrate to the women that after
acquiring the offered skills, then their wot k
arganisation, planning and caédinating skills would be
so enhanced so as to allow For greater attention o
their reproductive and caretaler ;DIEE, at the same time
maintaining or even improving on their enterprenewship.

Similarly, & number of factors that could possibly
hipder fuull utilisation of the acquired skills were

identifieds Domestic demands were indicated az the

biggest single facter that would hinder full utilisation




- 80 —
of the acquired skills., This was most especially so
with planning, in particular separating finantes needed
for duméstic expenditures from those needed to run the
businesses, Here, it alseo needs to be intimated to the
women that the a;quirad skills will indicate toc them the
bare aminimum required to run the business at the same
time alsp indicate their profit margins. Hence, they
would be able ta know what to spend on  domestic
requirements without adversely affecting their workipg
capital, and what to re-invest. Moreover, ability to
faorecast would enable them to estimate their income for
& given time to come therefore leadigg to effective
administration of domestic and business finances.
Breaking away from old habits was another difficulty
that was associated with utilising the acquired skills.
However, this would be dispelled i the women rexlised
the importance of the new methods compared to customary
enterprenewship. Emplover objection should not pose a
problem once the emplovers, toao, realised the benefits
of organising businesé on a solid, structwe base,
consequently abandoning their tiraditional ways.l

In conclusion, it may be possible that availing

business management skills’® acquisition programmes may'

expose the customary women market traders to new methods
of enterprenguwship, new standards of operation and new
possibilities of expansion that would break the

cognitive and attitudinal barriers of traditional
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cultuwre and promote new levels of aspirations and
ambitions. However , there are factors that suggest that
full undertaking and utilisation of the offered skills
may be hampéred. These include cultural-social
rconstraints related to the women's reproductive and
caretaker roles and societal perception of wvomen
" traders, emplover objection, and difficulty of breasking
away from old enterprenéuria! habits. Nevertheless, the
trainners could try to overcome these obstacles through

methods already suggested ,and by periodic evaluation of

whether the women are utilising the acquired skills, and

whether the =skills are actually fostering improved
enterprenewrship by enabling expansion and managing o¥f

trade on & leng term basis.
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a0l Market Name ...vesvrvesmwrencooncrnassamnnunsacnmssnae
el Market ClUuSLer o veeeeeecemacevemnnes
003 INTERVIEW VISITS
visit 1 Visit 2
Interviewer
Result

SECTION I: IDENTIFICATION

Fesult Codes

i. Completed

2. Not at place of work
3. Fecpondent temporarily away

4, iRefused
Se Fostponed

&, {Hher (specify}

TYFE OF LOCALITY

004

URBANICITY

CITY

LLARGE TOWN

SHALL TOWNM




I would like to ask you some questions

SECTION 2: INDIVIDUAL CHARACTERISTICS

about voursel+f.

Mo, fuestions Coding Cateqgories
21 How old are you? Years old .......
B2 Have yvou ever attended school? 1. Mo =chool
2. Primary
X. Secondary
4. HMigher
T. Other (Specify)
&3 Can you read a letter or a 1. Not at all
newspaper in your 1language? 2. MWith difficulty
1f yes, is this with difficulty 3. Easily
or easily?
24 What ig vour religion? 1. Reman £athoalic
2. Frotestant
3. Mo=lem
4. Tréditional
T. Other (specity)
Q? What ethnic or linguistic

group do you belong to?




26

G7.

(3:24

09

@211

BRI

£14

...BE...
Were you born in this town/

city?

If No, how long have yvou lived

in this town/city
I¥f lezs than one vyear, where

did vou live hefore?

What is vowwr marital status?

I married, do vou stay
together?

For how long have you been
martied?

Do yvou have any children?

I+ yves, how many children do

you have?

How old is the voungest child?

Hho shoulders the responsibi-
lity of looking aftter your

children™

1. Yes

2. No

A £=1-1 f -
MORths ....reeans
1. City

2. fown

Z. Willage

1. Single

2. Married

3. Widowed

4. Separated

1. Yes

2. Né.

1. Years

2 Monthse

1. VYes

2. No.

L L R R I I A A R R

1. Husband/partner
2. Mysel+
X. FRelatives

4. Other <{(specify)




B34

0216

a7z

218

_Bq_.
Who looks after yvour children

when you are at woerk?

Can vou remember in which vyear
vou started operating business
in the market?

bhat wa= your occgpation pr;cr
to joining market trading |
(ipleacse exﬁlain)

Is this business

1.

2,

A
[ ]

Ayah
Elder children
Relativec

Other {specify)

YEBF weewesnssnns

LR N A A R N A IR R A B

LR B N R R L L B R A

1.

whdlly owned

by wvou.

in partnership
with your hus-—
band/boyfriend
In partnership
with vour
relatives

In partrnership
with friends.
Wholly owned by
husband/boyfriend
Wholly own by
someons else

{specity who?l
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a19 On whose initiative did you 1. Fersonal
start operating in the Market 2. Husbands
F. Friends
4. Relatives

5. Other i(gpecifvy)

A2 How did vou acquivre the capital ...cnrrrencecen..
for starting businese? (please Wasmsecracasuunu®
explain} ' amssANwbmarn e

a21 From whom did yvou get advice 1. Nobody
an how to go asbout in 2. Husband
business? . 3. Friend

4. Dther fispecify}

SECTION ; ]
FINANCIAL AND TECHNICAL, MANAGEMENT
Q22 Do yvou record the caost of goods 1. Yes
vou purchase? 2. No.
Q23 How aften'dm vou record the cast 1. Always
of goods that you pruchase? 2. vhenever I
remember

3. Very seldom

o
b
B

Do you record the operating 1. Yes
expenses? (Belling expenses, 2. HMo.

Administrative expenses)




INS

£33

What constitutes yow selling
and administrative expenses?
{(Flease explain)

Do yvou ever compute vour
transportation accnunts?-

Could vou please explain to us
your purchasing policies?

Mhat considerations do you bear
in mind when you need to modify
prices?” (please explain)

Do vou have and operate any
merchandize control operations?
Do vou cost tﬁe value of your
labour input?

I+ no, why

I+ ves, how do you cost the
value of vour labouwr?

Do vou ever calculate vouwr net
protits?

After what pericod do you
normally caeloculate youwr net
profites"

Do vou ever compare your current
net profits with similar calcocu—

lations for pricr periods?

L R A

Yes

LI R )

" s 4 ¥

LI N

LI I

Yes

Mo.

Yes

Mo.

Yes

No.

LAE R B BN B R O N I A

LRI A N L N I Y )

* % * m S e ey EN

Yes

No.

LI A B R

»> 5 a8 sew

LR BN B LA A )

T LTSI
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SECTION 4:=: - CONTROL
Who does your purchases for

vou'?

Whe decides on whether youw

should expand or not?

Uho is the major decision maker

in your business?

Does vouwr hushand/boviriend
inquire to know how much

vou nave made or what profits
you have made?

WHho has control over the

finances in the businesg?

rJ

2

&

Self

Husband

Boyfriend
Other ({(specify)
Self

Husband

Boyfriend

Dther {(specify)

Self

Husband

Bnyfrignd

Dther {(=specify)
Yes

Me.

Self
Husband/
Boyfriend
Relatives

Other {(specify)}




837 How do you spend your profits

440 According to vow ecstimates,
what percentage - of your
money is spent on

241 If youwr husband decided that

you should leave husiness,

would yvou leave?

t
SECTION S

I am going to describe = number of

Could tell e

bappen. WA

situations? READ (T, ¥

you apptrove of disapprove.

simply wani

things

On real estate
On domestic
requirements
Anything 1 want
He—-investment
Dther i{specityl
On real estate

On domestic
requirements
Re-invesztment
Anythiing vou want
Other {(specify)
Mo

Reluctantly

Yes

S0CIAL. CULTURAL PRESSURES

that could

what vou feel about theese

vere Lo say whether
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Approve:Disapproveiiot Decided

Né.;ﬁgesgibns

Q42 A married woman should
nof get invelved in
business

243. A married woman should
get invelved in busi-
ness only when her
husband approves.

244 Cne's husband bas to

take major decisions
in the wife’'s business
G435 Men feel! uncomfortable
with wivés who are
husiness women
244 Men Jdiscourage women
from doing business

Q47 Business women never

make stable marriages

=48 Business women are

i
i
¢
{
;
f

unftaithful
249 Business women belp in
financing their homes

Q50 Business women neglect

1)
¥
¥
¥
13
L}
13
»
1
1
L]
3
)
L
13
13
13
13
1
*
1]
*
1
[
¥
1
3
¥
[}
*
13
?
1]
¥
1
+
1
3
t
¥
1
3
t
3
¥
3
13
13
1
*
]
1]
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13
]
»
]
]
1]
1
¥
¥
L]
H
]
]
H
i
L]
L
L]
»
§
H
]
¥
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1
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MNo. Buestions

AporoveiDisapprove iNgt Decided

@25t Farents do not encou-—
rade their daughtefs
to join business
ventures

RS2 A stable marriage is a
better choice than
doing business

8533 4 housewi fe has better
respect than business
women

Qs4 It is the man’'s obli—

his family
255 A woman’'s first obli-
gation is to her hus-
band and children
other than business
BT Male traders are not
willing to assist

female traders

o}

=57 Female traders easily
co—operate with male
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fellow female traders




No. Buestigns

ApproveiDisapproveiNot Decided
58 Female traders feel H

more insecwe than

their male counter-—

- WY aw R aw W

parts

[Shl Female traders easily
help each ofher

Qa0 Sovernment of&icials
descriminate against
women when approached

by female traders {for

Wm WE e WY e WO pm PR g B aE W e we R e VY me We am BF e
Wm PR pe PR Se R e PN e MR v W mm we MY g PR e B e W

Wm VR s VR g P pe P gy P ue PE um mw Fe

assistance

B&l Do vou belong to any association 1. Yes
af traders? , 2. No.

752 Of what benefitis this associa-—

tion to vour operations? Emrss e
(tFleasze explain) cemsevrmma e
G&3 Do vou get involved in making i. Yes
decizions in this association 2. No.
a4 Do vou participate in the 1. Yes
election of officials? 2. HNo.

I+ not, why do vout not partici-

-
D\.
L

pate in the elections of e emmreew e

officials? basemaram
2&6 dhich s=ex is more easily liste- 1. Females

ned to and helped in your 2. Males

associations? Z.Both are equally

treated




SECTION &: ELIEFS T
FPeople think manvy tﬁings about trading. I am going o
read czome of the things they say. Flease tell me
whether vyou agree or disagree with each af the
ztatements., READ QUT. f
Qisagrge. Not Decided

Ma. Questions Agree

L0s7 Anyone can de business

8068 Suceess in business
depends on bod’'s luck
o good willifram the
ancestars

L&Y Traditional medicine—
mery do give charms for

SUCCESss in business

CR7O One’'s =uccess in busi-

R

ness can be ismproved
oy training

@71 Without proper accoun—
ting procedures it.e.
book-keeping, record-
ing of receipts and
expenditures, calcula-

ting operating costs,

T T T S s T

one cannot do well in
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business.



No. Buestions i Agree | Disagree !Not Decided

Q72 Seeking advice and ; ; ;
asgistance is part ; ; ;
and parcel of_enter* ; ; ;
preneurship ; ; ;

Q@73 Do yvou think that ability to 1. Yes
have proper and fécarded Z. HNo.
accnuntihg pruceﬁures is
heneficial in market trading®?

{Please explain in youwr ansSwer) ... eeecmnaranus

274 Do you think that vour present 1. Yes
methods of entreprengurship 2. HNo.

cis a hinderance in your opera—
tions?

073 - I+ vyes, in what ways are vour e e rereencc o
present methods a hinderance A Em s
to youwr ocperations? (Flease s mew e eare e ..
explain) f e me e a e m e

876 Do you think that vyvour entre- 1. Y=
preneurship would be bhetter if 2. Mo,

vou wetre equipped with business
management skillig?

{(Flease explain your answer)




877

281

282

~ 99 -

What sort of skills would

vyou feel you need to be

eqﬁipped with? {Interviewer,
check item respondent feels

need be trained in?

Whom do you think would be
most approachable and most
helpful in running the
progr anmes?

Would you be able to pay a

token fee {for administrative

and transport expenses for the

prroge amme runnerg’?

(Fleace explalin youw answetr )

2.

£l

4.

=P

Boolk Keeping
FRecording of
receipts and
enipendi tures
Calculating
opetating costs
Work organisation
Planning
Forecasting
Cc—drdination
Qther {(specify)
Males
Females
Both are accep-
table

Yes

NG,

| e e
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What factors do you think are
likely to hionder full under-—

taking of the afore sentioned

progeammes’?

Vhat factors do you think are
likely to hinder you from
full utilisation of the

offered skills?

2.

3.

1.

Children at home
Husband/boyfriend
Emplover may
object.

Programme mavy

interfere with

my work schedule

‘Bther {specify)

Hushand/boyfriend
takes all
decisions
Employer may
abject“'

I am used to
working in my
cld ways

Domestic

problems

Other {(specify)

THANK YDU S0 MUCH FOR YOUR ASSISTANCE
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APPENDIX 2

FDCUS GROUP DISCUSSION GUIDE




DiSCUSSIDN GUIDE TO BE USED IN CONDUCTING

FDEUS CROUP DISCHUSSIONS

Financial and Technical Management

Book-keeping practices e.g.

{a}

{b}

()

(i)

~

Recording of cozsts of merchandise purhcased.
Recording of cperating expenses.
Computing transportation costs

Calculating net profits

Technical Management Fractices

fa)

b7

ic)

()

{e)

Purchasing policies

Consideration: for price modification.
Merchandicse contral operations

Costing the value of the women’s labour
Comparisons of current profits with similar

calculastions for prior periods.

Control  e.g.

{al

Who mabkese the puwrchases
Major decision maker
Control over finances.

Expenditwe of incomes.




4.

3.

Spcial—cultural Pressures

{a) Gender obligations, responsibilities and
expectations.

{h! Societal Perception of women market teaders.

(¢) Sanctions, controls and constyaints to
women ‘¢ enterpreneurial activily.

(d)y Intra-female and melesfemale frader co-ope-

ration.

Beliefs and Perceptions

(a)} BReliefts about trade
(b) Success in trade
{1y rvole of traditiconal sedicinemen
(ii) role of luack o- gaodwill fom
ancestors
{1i1i? role of proper accounting procedures

and technoial management.

EResnonse tovarde specific  busines managemen

skills" enhancement programmes geared towards the

women

13} Homen & perception of their current enterpre-—
newship methods.,

th} fAreas in which the wosen feel thevy need to
arguire skills.,

icl Choice of programme delivery.

(d) Choice of programsme deliverers.
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(@) Factors likely to hinder +full undertaking of
the offered programmes.
{e) Factors likely to hinder full utilisation of

of the offered skills.,






