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Introduction to SILC Program


The term SILC stands for “Savings and Internal Lending Communities,” a program organized by Catholic Relief Services to provide financial services to rural communities while keeping money in communities. SILC groups provide useful lump sums to assist rural villagers in cases of unexpected health events, to pay school fees, or to invest in commercial activities(Beijuka, Odele 2007). SILC groups improve on the traditional ROSCA model because SILC groups accumulate money, allow for flexible loans at any time during the cycle, and are group-owned and operated. Groups can be comprised of as few as 10 and as many as 20 people, with all members self-selected based on desirable characteristics like punctuality, work ethic, and honesty. 


Members save money each week which then becomes loan capital for other members. Groups are governed by a five-member governing committee led by a chairperson, and are regulated by a unanimously agreed upon Constitution (Beijuka, Odele 2007). All savings and loan transactions are carried out in a transparent manner, recorded in an accounting book modeled off a standard CRS template. SILC groups may meet either weekly, fortnightly, or monthly, though all SILC groups in Nnindye Parish meet on a weekly basis. Meetings are attended by CRS Field Agents who are in charge of educating participants about SILC protocols, recruiting new members, and helping groups draft a Constitution. CRS encourages that some money be set aside from the common fund into a Social Fund, designed to address shocks, funeral expenses, or emergency educational expenditures for group members. The minimum and maximum weekly savings for each cycle are determined when the group writes the the Constitution. Members apply for loan funds from the common pool, and it may be the case that the maximum loan for a member is tied to the amount of savings they have contributed to the fund, reducing the risk that a member might run with funds (Beijuka, Odele 2007). 
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Funded by the Bill and Melinda Gates Foundation, the SILC program is one of CRS's most successful programs, allowing thousands of Ugandans to learn the culture of saving, invest in new income-generating activities, cope with disastrous personal or environmental conditions, and build community solidarity, which increases the transmission of knowledge between village neighbors. CRS publishes this diagram of benefits and disadvantages of the SILC methodology.

Research Interests and Methodology


A research topic identified by Nnindye village leaders, as well as Notre Dame student Dominic Cimino, was business-skills trainings that could be implemented into SILC groups in Nnidye. As evidenced in the Ford Program's Uganda Reference Guide, villagers in Nnindye are involved in a bevy of agricultural activities, but the vast majority of farmers sell on a small scale to one or two traders who travel oftentimes from Kampala to buy products at low prices. The fear has been that too many villagers in Nnindye do not consider their agricultural activities to be a business, and rather conceive of their labor primarily as a means of providing food for the household. The UPFORD program desires to raise the income-generating potentials of Nindye villagers, and also to allow villagers to increase their risk-resilience to environmental or market factors. Adopting an entrepreneurial mindset requires a farmer to carefully select products based on market access and prices, actively contact new buyers to ensure fair prices, meticulously keep track of expenses and incomes using basic accounting techniques, and analyze past crop yields to inform future decisions about how much to plant of each crop. The purpose of this research was to take account of the business skills of villagers in five areas critical to entrepreneurial success: choice of products, choice of selling location, cash flow management, inventory control, and accounting skills, to qualitatively understand how the residents of Nnindye might benefit from business-skills modules offered by UPFORD, CRS, or another third-party organization. The aim is not to criticize the inefficiencies of villagers, but to describe how well-organized trainings-sessions might help actual residents of Nnindye collect a greater portion of profits along the value chain of their products. Talking to SILC participants in Nnindye allows for a description of the opportunities to develop each of these critical business skills.


The primary component of this research was interviews with individual SILC participants in Nnindye Parish. Questions about background demographic information were asked, as well as questions concerning the nature of the participant's business.  Most important were questions about each of the five critical business skills, which were designed to allow a participant to describe his/her business tactics. These responses were analyzed during and after interviews to determine what types of business advice would assist a villager in honing each of these business skills. At the end of the research period all answers were compiled into spreadsheets allowing for rudimentary statistical analysis. The answers appearing on spreadsheets are not options that were given to interviewees during the conversation, but are simply the answers provided over the course of interviews alongside the cumulative frequency. Each participants answers were coded into a STATA worksheet allowing for very basic regression analysis. Similar interviews were also conducted with Nnindye residents who are not involved with SILC in order to understand the savings behaviors, and cash flow difficulties, of this group of people. 


English-language interviews were conducted with officials in the Mpigi Farmers Association and at CRS. These interviews focused on problems encountered in SILC groups within Central Uganda and supplementary trainings-sessions or collective marketing schemes that have been already implemented elsewhere, so as to inform Nnindye about possibilities for enriching the SILC experience.


The final, minor, component of research was focus groups conducted with groups of women from Nnindye SILC groups. These conversations allowed women to tell their stories, in a non-threatening environment, about difficulties or frustrations in interacting with men in SILC groups, and about the gender dynamics within households that affect how money is spent. The goal was to understand how well the SILC program is doing in Nnindye of empowering women to branch out to independent income-generating activities, diminishing their reliance on men. The aim was to understand whether women who participate in SILC groups by saving and taking out loans are challenging traditional gender roles through developing independent projects, or whether women who take money from SILC groups using this money in ways that are aligned with typical gender roles. Findings in this area were encouraging, but also highlight ways to improve gender relations in Nnindye through provoking men to participate more fully in community organizations.

Difficulties


There were several difficulties in conducting this research. Most notably, it was difficult to acquire contact information for farmer's association or CRS officials. Additionally, arranging meeting times for focus groups was often unsuccessful. A comprehensive list of Nnindye SILC meeting times was not provided until there was only two weeks left to complete research, and interviews before this time had to be conducted on a door-to-door basis. These setbacks limited the variety of officials that were interviewed, and caused many days to consist of repetitive interviews. Finally, there were difficulties in cooperating with the Ugandan research partner, as the person first filling this role quit, and the second research partner did not have significant academic interest in the project.

Basic Statistical Analysis


After conducting interviews with numerous SILC participants, the results were compiled into Excel tables for each question asked, allowing for elementary statistical analysis. Additionally, answers to certain questions were analyzed using the statistical software STATA. Results of these regressions should not be considered definitive or authoritative, as the sample size used is relatively small, and, having taken only an introductory course in Econometrics, I may have omitted relevant variables from my regressions. Nevertheless, these regressions yielded some interesting results, and the ones I have included in this statistical review are consistent with my own qualitative observations. This section is a brief overview of the statistics collected during our 60 interviews with members of SILC groups in Nnindye, including relevant conclusions resulting from statistical analysis. 

Background Analysis


Information was collected on the background information of SILC participants. Family size was very evenly distributed. 23% of the families contained over 10 people, while 21% of the families contained between 5 and 7 people, and 26% of the families contained 3 or 4 people. Not surprisingly, the families with younger heads of the household tended to have fewer people, as 60% of the families with 3 or 4 people had heads of the household under the age of 24. 32% of the people interviewed had infant children, when defining an infant as a child under the age of 3. 80% of the interviewees indicated that they could read and write a letter in Uganda, while only 9% of the interviewees indicated any proficiency in English. Interviewees who indicated that they could not read or write a letter in Luganda could be considered functionally illiterate, a great inhibitor of entrepreneurship. 


Responders indicated a great variety of business activities, the most common being the farming of beans. As expected, the vast majority, 63%,  of respondents make a living through farming activities. 22% of respondents make a living through some combination of farming and livestock rearing, a number that UPFORD would like to see creeping up as further trainings in livestock rearing and infrastructure building are implemented. Analyzing the diversification of income-generating activities using STATA suggests that villagers who have greater years of education are more likely to be involved in multiple types of income-generating activities, as an additional year of education is linked to a 5% increase in the likelihood of a respondent being involved in both farming and livestock activities. Again, all Stata results discussed in this analysis should be taken as purely suggestive of possible trends, as the sample size, nor the methods used, are sophisticated enough to draw definitive conclusions.


Responders indicated that they have received capital to start their business operations from a variety of sources. The most common way to acquire capital for starting business operations was to save money from products from a previous agricultural season, using the proceeds from selling these goods to constitute start-up costs next season. For example, a farmer might set aside some dried beans to sell next season to build a pen for pigs. However, a not insignificant number, 36%, of respondents indicated that they received their start up funds from an outside organization, such as UPFORD, FINCA, or NAADS. Statistical analysis suggests that individuals who received their funding from outside organizations were more likely to be involved in other community groups, such as farmers or women's groups, suggesting that participation in community groups fosters a propensity to welcome or seek external interventions or trainings. 


All respondents were asked to indicate typical prices received for their primary products. The major difficulty in analyzing the distributions of prices for different crops is that the units used vary widely. Some farmers use local scales for things like cassava, while many farmers sell beans in sacks that vary in size. These inconsistencies mean that some farmers said they sold fresh beans for 20,000-30,000 Ugandan schilling a sack, while others indicated 50,000-60,000 Ugandan Schillings per sack. Consequently, it is impossible to determine whether differences in prices received for products are due to differences in marketing skills, product quality, or access to a variety of traders. It would be beneficial for UPFORD's analysis if all farmers used standardized sacks to sell their products. However, some farmers indicated that the size of their sacks are a marketing technique, as it allows them to retain more control over bargaining with traders. However, this marketing technique is usually not very successful, as most traders have their own scales, many of which are purported to be unfair. It does not seem as though using standardized sacks would put many farmers at a competitive disadvantage.


Respondents were asked to indicate their savings vehicles. For 43% of respondents, the SILC program constitutes their only form of savings. However, 17% of respondents indicated saving in some form of Bank. Analysis suggests that individuals saving in a bank are more likely to have higher education, and surprisingly, to be relatively young. This may be because younger farmers possess greater entrepreneurial drive or willingness to travel to a bank. Respondents were asked to indicate whether their savings are sufficient for household needs, an admittedly objective measure. Consistent with qualitative observations, respondents who have fewer children, are involved with at least three income-generating activities, and have a higher level of education were more likely to indicate that their savings are sufficient for household needs. However, this analysis may be plagued by DIF, or differential item functioning, meaning that people of different educational background may have differing subjective views of what constitutes “sufficient savings.”


Respondents nearly universally stated that if they were offered a low-interest-rate loan by a new organization, they would take out a loan. Most frequently, respondents indicated that they would use such a loan to expand their current operation. However, respondents who are already engaged in 3 or more sources of income were 30% more likely to respond that they would use such a loan to diversify their sources of income, suggesting that diversification is a business mindset that can be cultivated by people of any education level. More highly educated people were no more likely to respond that they would use such a loan to diversify their income sources. 


Most frequently, SILC participants received small loans of less than 30,000 schillings or loans of greater than 200,000 schillings. This is interesting, especially when considering that CRS prefers that SILC groups be constituted of members of similar income groupings. SILC loans are thus used for a wide variety of activities, like large-scale investments, small school-fees payments, and everything in between.  Half of the 20% of participants who have never taken a loan from SILC are members in groups that have only recently began meeting, so no significant conclusions can be drawn about people that are more or less likely to take out loans. However, 90% of the respondent who took out a loan of more than 200,000 Ugandan Schillings have education up to some secondary school level, indicating that business management skills necessary for large-scale investments may be correlated with educational attainment. 


Respondents were asked about whether they have used SILC loans to expand current business activities or to diversify sources of income. The level of education of respondents, according to STATA analysis, appears to have very little effect on the likelihood that a SILC member uses loans to diversify income sources, and important conclusion, because UPFORD would ideally like to encourage all agriculturalists, regardless of education level, to diversify income. However, individuals with more than 5 children were much less likely to use loan funds to diversify income sources, possibly because the time constraints of rearing additional children inhibit some people from taking the additional time necessary to begin a new income-generating activity from scratch.


The question asking SILC participants to indicate whether they use saving in SILC as a means to smooth consumption or as a means to make timely investments in their business indicates that younger, more educated participants are more likely to be using SILC as a means to invest in their business. Perhaps, younger participants have fewer children and are more capable of setting aside funds for investment purposes, or younger people have a greater predisposition to make entrepreneurial investments, while older participants may be more satisfied to gently expand current operations. 


SILC participants indicated a wide-ranging array of non-financial benefits associated with SILC membership, an aspect of the SILC experience highlighted in CRS literature. Because of the association between SILC groups and the community gardens in Nnindye, 20% of respondents indicated that the primary non-financial benefit of SILC participation was improved techniques for banana planting, such as digging in trenches or planting in lines. These skills are most beneficial for people with their own, private, banana plantations. However, a significant amount of participants indicated that they had learned new techniques for some other agricultural enterprise, met new friends, learned the ethic of saving and investing, and expanded leadership skills. Encouragingly, all of these are stated goals of the SILC program in official CRS literature. Surprisingly, not a single respondent indicated that a primary benefit of SILC participation was improved techniques for rearing livestock. This is a disappointing result considering that UPFORD wants to increase the number of villagers rearing livestock. 


SILC participants participate in a large array of community groups like NAADS groups, USAID, village health team, and even interest groups like weaving groups. One of the most positive side-effects of SILC participation seems to be how it fosters community involvement in groups other than SILC. Whether or not this indicates a selection-bias in SILC participants is, however, inconclusive.


The Marketing techniques employed by SILC participants fall into four categories – quality-assurance techniques like displaying good maintenance tactics, discounting, and networking, and advanced, creative techniques such as offering receipts to customers. Interestingly, of the 6 respondents who consistently use receipts to spread their contact information, 5 have significant secondary school education, and all 6 indicated that their savings are “sufficient” for household needs. It is difficult to uncover whether this relative financial success is partially attributable to the use of receipts, because these people have above-average education and entrepreneurial skills to begin with. However, all of these respondents indicated that this was a successful technique. Of the 20% of respondents who indicated that they use no identifiable marketing techniques, all indicated that their savings are insufficient for household needs, and a vast majority have under P3 education. This suggests that marketing techniques are more easily picked up by people with more advanced educational backgrounds. For equity considerations, UPFORD may want to focus marketing trainings particularly on less-educated households. This also reinforces the importance of rudimentary educations for Nnindye residents. 


One of the least successful questions was “Do you make decisions between offering “popular” products which are common in your area and products which are not as popular, but have less competition? How do you make this decision?” This question posed difficulties because every single respondent considered the products they offered to be “popular,” because we did not interview a single participant who deals in a trade that is completely unique for Nnindye. However, even considering the problems posed by responses to this question, the fact that 35% of respondents indicated that they offer “popular” products because this is what their family did throughout their childhood points towards a common problem – many villagers in Nnindye choose their income-generating activities not from a profit-maximization perspective, but based on where their prior knowledge lies. This is, in many cases, preventative of choosing the trades which are the most profitable. 60% of respondents who answered that they offer popular products because of childhood familiarity with the product are under the age of 25. This cohort of people may be limited by financially from branching into unfamiliar products, or have not had the same learning opportunities facilitated by relationships with neighbors that older, more experienced agriculturalists may have with other community members that older villagers may have benefited from. 


Asking respondents to identify what “tricks” traders use to extract below-market prices yielded some telling results. According to STATA analysis, participants who are new to SILC and have no secondary-school education are more likely to answer that they are unaware of any tricks that traders use to extract low prices, while SILC participants who are in groups in their second cycle or beyond are more likely to answer that they have awareness of tricks traders use, like using fake scales. This difference is slight, and should not be taken as authoritative, but it suggests that SILC participation is conducive to greater awareness of unfair, arguably extortionist, techniques on behalf of traders.


SILC participation does not appear to be making a great impact on how members keep track of or store their inventory, as SILC participants were no more likely to keep track of their past inventory levels in  book than non participants. Respondents indicated several methods of adjusting inventory levels based on past season's agricultural performance. 53% of respondents indicated that they base how much to grow in the current season based on how much they sold last season, while 38% of respondents indicated that they base current inventory levels on how much their land yielded in a past season, increasing their quantity if their land was especially fertile. As someone unfamiliar with agriculture, I cannot offer a recommendation about how farmers ought to decide how much to grow. However, from a profit-maximization perspective, people would be well-advised to make inventory decisions based upon the previous season's market prices.


Another business skill respondents were asked about was cash-flow management. The variety of techniques used to deal with the inevitably seasonable incomes associated with agricultural income-sources include keeping track of seasonal incomes in a book for budgeting purposes, selling livestock during lean periods, renting land, and saving extra money to prepare for tough periods. Essentially, techniques for handling seasonal income problems can be categorized into two sections – techniques that involve selling off valuable assets during lean periods to cope with decreased incomes, or budgeting to save excess money during for the dry season. Of the respondents who indicate that they save money to prepare for dry seasons, a desirable technique because it allows families to avoid having to sell off precious livestock or other assets at below-market prices during times of desperation, every single one indicated that they kept track of their seasonal finances in a book. UPFORD should, according to these conclusions, support this technique. 


One of the more disappointing statistics in our survey was the dearth of villagers who use any type of formal or informal accounting system. 62% of respondents indicated that they use no organized accounting system at all. Of the 13% of respondents who record their finances at the end of every day, all have at least some level of secondary school education. 


Respondents  indicated a wide variety of desired business or agricultural trainings. However, somewhat disappointingly, only 9% of participants expressed interest in entrepreneurship or business training, as many participants expressed interest in fishing, agricultural, or livestock training. All of these are important skill sets, but what this question exposes is that the vast majority of residents in Nnindye are not conceiving of their agricultural practice as a business. However, expanding variety of, marketing, and diversifying products all require further business-skills trainings, so it would be a mistake to focus solely on agricultural or livestock trainings at the expense of analytical business skills. 

Conclusion:


Although the conclusions resulting from this brief statistical analysis are varied, an overarching theme is that differences in business skills, product diversification, and sufficiency of household savings often cut across the education and age gradients. This suggests that skills trainings may be most effective if participants in trainings sessions are grouped according to age. Although trainings-sessions grouped according to education level may be considered exclusionary, and therefore a poor idea, sessions should not be implemented on a one-size-fits-all basis. 

Insight About Roles of Local Traders


Interviews conducted with local produce traders in Kayabwe sheds some light on how farmers in Nnindye might be able to improve their financial situations. Some traders in Kayabwe buy their goods directly from farmers, while others purchase goods from larger, bulk traders. Most traders sell to a cohort of dedicated, loyal customers, but offer deep discounts to newer buyers. Traders conveyed, understandably, that they sell they choose goods to sell which are well-known in the area. Buyers know Nnindye as a fertile area for several key products, such as sweet potatoes and g-nuts, and look mainly to buy these products. Thus, this is what the traders are interested in supplying. An opportunity moving forward for farmers is to shape market conceptions in such a way that final buyers consider Nnindye a good area to buy a greater diversity of products. If this happens, more farmers will be able to diversify their income sources. 


Traders indicated that, in the majority of cases, they have a very easy time negotiating prices with farmers. Although bargaining does take place, traders believe that they are the ones to set the price, and often sell their goods at 20%-40% markups over the prices they buy from farmers at. Thus, there is significant wiggle room for farmers to acquire more of the final value of their products.  Although bargaining does take place, traders believe that they are the ones to set the price. The primary reasons for this appear to be that farmers lack solid knowledge about prices, and traders negotiate prices with farmers at the residences of the farmers. Traders did admit that farmers who seek out traders to negotiate prices, shopping around with a variety of traders, are often savvy enough to get better prices. This suggests that farmers in Nnindye need to be more proactive in acquiring contact information of a variety of traders, allowing them to acquire more power in negotiations. SILC groups may be able to aid farmers in acquiring more contact information by instituting price-sharing systems among farmers. However, because many farmers lack the time or adequate financial resources to seek out traders in a proactive manner, collective marketing schemes hold great promise for the farmers of Nnindye Parish. 

Gender Relations in Nnindye SILC groups


Focus groups with women in SILC groups illuminated some passionate descriptions, and frustrations, of trying to provide for household security as a woman. Surprisingly, a majority of the women spoken to in focus groups were adamant that loans they took out from SILC groups were controlled solely by then, with no meddling control by husbands. This should be very encouraging to UPFORD. Many women pointed out that even in situations when a husband would take the money, responsibility for the business into which these funds were injected would be joint. However, women did often express, often humorously, but with a noticeable undertone of frustration, that men dislike groups because they prefer to be individuals. Even though men, according to many women, are not less successful collaborators, they are less likely to want to participate in groups. Moving forwards, Nnindye's women hope for more men to be willing participants in group cooperatives like SILC. 


Women raved about the skills and resultant independence facilitated by membership in SILC. Women have learned farming tactics, like how to dig in trenches or how to lay manure. But most importantly, women speak about developing entrepreneurial ambitions, learning to set goals and make business plan through exposure to successful groups. These ambitious women say that they aren't concerned about constricting gender roles that might limit their access to markets; they want to begin independent projects and generate their own income. Gender roles are still pervasive in the culture, however, as women are responsible for growing food for home consumption, while men focus on growing commercially. Thus, these women who seek to develop totally independent projects are bold and ambitious, saying that they would be willing to travel for trainings sessions in business-management and agriculture. Contrary to what was hypothesized at the outset of this research, women involved in SILC groups aren't improving their financial and household standing mainly through navigating intransigent gender roles. Many women speak confidently, at least only in the presence of other women, about subverting gender roles which hold that they should not develop their own commercial projects. Thus, CRS's stated goal of empowering women to be more financially and mentally independent seems on the path to being fulfilled in Nnindye. 


Most popular with women in focus groups were suggestions of collective marketing organizations specifically for women, which would allow women to gain access to contacts of larger buyers and sell their goods on a large scale. It appears that the feelings of community solidarity have been heavily engrained by SILC groups, as women talk profusely about how more compassionate the community is about everyday events like burials, and thus, women want to carry this community action formally over to the commercial sector.

Qualitative Conclusions about Business Skills

Choice of Product


The first step in the process of organizing any business is choosing a product to grow and sell. Interviews with Nnindye villagers reveal several considerations used to select products to grow. A large cohort of villagers choose products that they observe selling highly in the area. For example, many villagers in Nnindye engage in the sweet potato trade because the area is well-known for producing sweet potatoes. Other villagers are strictly constrained in selecting a product because poor land limits their options. Older villages are similarly restricted to products that require minimal effort to plant and harvest. We talked to several elderly villagers who said that they had recently given up profitable products because the strain on their bodies became unmanageable. Some villagers with very limited agricultural skills are constricted to small set of non-farm activities available to villagers, such as selling local brews. Discouragingly, several distributors of local brew indicated that this activity is barely profitable, as they are distributors of the beverages and not the actual brewers. However, the greatest proportion of villagers indicated that they originally chose their staple products because they  possess childhood familiarity with a specific crop. When these villagers came of age to start their own farm, they simply acquired the inputs necessary to continue doing work similar to what they had been doing they entire lives. The UPFORD program is interested in improving the quality of villagers' lives, and part of this process is maximizing income. From this perspective, the citizens of Nnindye parish could be doing a better job of paying attention to local and regional markets when deciding what income-generating activity to engage in at the start of life. Educating youth about the importance of carefully deciding how to maximize income is an imperative.


When choosing a product at the outset of a career, villagers face a choice between products that generate seasonal income and activities which provide a smoother flow of income. Fishers in Nnindye had some of the most stable sources of income, because they are able to fish all year round. Conversely, livestock rearing, especially pigs, yields lucrative, yet highly seasonal, profits. Villagers who tend to piglets often indicated that a primary reason for choosing this occupation was that it allows for a very quick profit after initial investment, as pigs grow quickly and sell highly. Any business-skills trainings incorporated into the SILC program should encourage villagers to carefully construct a business plan that fits their needs for balanced or seasonal income, and to have a a savings plan prepared in order to spread the profits of seasonal income throughout the year. Ideally, household needs ought to dictate the choice of products, as opposed to existing knowledge. 



However, it should not be ignored that many villagers face real constraints in choosing optimizing profits because of limited agricultural skills. The reason many villagers engage in the same income-generating activities that they were involved with as children is that, as a head of household, generating an income, from any source, is an immediate imperative. One villager interviewed stated that if she had the opportunity to expand her business, she would expand the volume of beans sold, because this is her only skill. She thought that branching out into a new activity like growing watermelons would require a time investment to learn new techniques that she could not afford. Thus, having limited skill-sets really inhibits villagers from making choices that, on paper, would be much more profitable. It may not be enough to preach about the importance of carefully choosing products so as to maximize profit, when many villagers are constrained by limited skills. Encouragingly, one of the primary non-financial benefits of SILC participation is that it fosters community relationships which allow villagers to learn new agricultural techniques from one another. The hope is that the business-skills trainings incorporated into the SILC program might be organized with a component during which villagers are encouraged to learn about unfamiliar agricultural techniques. Then, a subsequent session would assist them in choosing their product and developing a business plan.



Many villagers purposely choose products that do not require many external inputs because they do not have cash on hand to make large initial investments in things like pesticides or fertilizers necessary to grow things like tomatoes. As a means of distributing loans, SILC is ideally positioned to fund these initial investments, when appropriate. Business-skills trainings incorporated into the SILC program could educate villagers about the potential profitability of making investments in start-up inputs like fertilizers, expanding the array of products a villager considers as business possibilities. Likewise, many villagers are dissuaded from entering livestock markets because of the expensive pens necessary to raise pigs or chickens. Few SILC members are taking out loans for infrastructure investments, indicating that Nnindye SILC members would benefit from trainings which encourage a long-term view of their activities as businesses. Not understanding loan interest rates, or not appropriately considering long-term profits, should not be preventing capable entrepreneurs from making infrastructure investments once business-skills trainings are underway. 


Choice of Location


Residents of Nnindye were also asked about the decision-making process of choosing a location to sell their products. The overwhelming majority of residents conveyed that they sell their products at their homes to traders who find them at home. The few farmers who do travel to markets have access to a single market which they have been selling at for a number of years. These markets of traders are usually very close, and although these individuals wish they could access farther away markets, transportation costs make this an impossibility. We did not interview a single resident who was selling at a market a significant distance away. Although some farmers are aware that traders sell their products in Kampala, the majority of farmers do not have knowledge about the final prices for their goods in Kampala, and thus have no way of comparing prices that they could obtain at larger, farther away markets. These people aren't making decisions about where to sell their products from a fully-informed perspective. The overarching conclusion of our investigation of how farmers choose their location is that the majority of residents are, knowingly or unknowingly, held captive to local traders. Barriers to entry in farther away markets are too high, even when residents know they could obtain fairer prices elsewhere.

Marketing Skills


Residents of Nnindye Parish use a variety of marketing techniques to sell to local traders. One of the most successful marketing schemes is the issuing of receipts. Several people interviewed stated that after having done business with larger organizations like Busaga Trust, which required a receipt, they began using receipts in their day-to-day operations in order to more widely distribute their contact information and display professionalism. Other marketing techniques are designed to signify high quality, such as mentioning the use of high-quality fertilizers to potential buyers, or taking painstaking effort to present a clean workplace. Though not necessarily indicative of higher-quality products, these techniques suggest dependability, as traders are more likely to purchase goods from farmers with an evident sense of pride in their gardens or work spaces.


Residents  of Nnindye employ an array of discounting schemes, usually based on quantity purchased, but sometimes depending on personal relationships with buyers. We interviewed several people who indicated that they gave large discounts to buyers who had been purchasing from them for a number of years. This technique allows a farmer to reduce risk, insulating them from the potentiality that a market shock could leave them without dependable buyers. However, this reduction of risk must be weighed against the reduced profits seen after issuing the discount. It makes little sense to be discounting below market value when demand for the products is healthy. It is important to note that farmers who are not renting their land are able to make much more effective use of discounting, as they have lower fixed costs due to freedom from rent payments.


In Bukibira, where a large segment of the population makes at least part of it's living through fishing, we observed that a small group of fishermen are using an intelligent technique to sell their fish.  Instead of lining up their fish at their stall in small to large order, they are mixing them together, and selling each fish for the same price. When a customer asks for a certain number of fish, they select the fish for the customer, allowing them to maintain well-distributed grouping of fish throughout the day. They developed this technique after noticing that when placing the fish in small to large order, and pricing the fish based on size, customers would inevitably select the larger fish quickly, leaving them with a group of small, undesirable fish that were never sold. Simply having a stockpile of larger fish for sale attracts the eyes of more customers and leads to higher overall sales. 


Difficulties Gauging Fair Prices


Even though many farmers sell products that are popular for the area, like sweet potatoes, because it is easier to sell products which traders come to the area looking for, many Nnindye residents lack knowledge about “fair” market prices. Some farmers gauge appropriate prices by comparing the scarcity of the current harvest to past years, and adjusting their expected price accordingly. This method is inexact and narrow, relying only on past prices in Nnindye Parish, which may not accurately reflect larger pricing trends. Most commonly, villagers rely on a few nearby friends to gauge fair prices. This too is incredibly narrow. We observed significant deviations in prices received for even staple products like beans within Nnindye, indicating that prices are far from level across the Parish. A few highly educated and savvy farmers utilize radio programs and newspapers to obtain knowledge of prices in Kampala, but this is a minority. 


A shaky knowledge about fair prices leaves many villagers at the mercy of traders who come from Kampala or Masaka to exploit unwitting rural farmers. Some villagers are aware of “tricks” used by traders to extract low prices, like using unfairly weighted scales, but, a villager lacking confidence in fair prices is at a disadvantage to traders in negotiations every single time. Thus, most villagers indicated that the traders are the ones to set prices in negotiations. The villagers most susceptible to price-gouging are those not implementing marketing techniques like intelligent discounting, receipts, or quality-control. Thus, any marketing-trainings implemented in Nnindye should seek to achieve three complementary goals – more widely distributing the most effective marketing techniques already in use by select villagers, achieving greater parity of prices within Nnindye Parish, and ensuring that prices received by farmers in Nnindye reflect market prices elsewhere in Uganda. 


The marketing techniques used by villagers are tailored to the peculiarities of specific markets and often reflect experience with local traders, environmental conditions, or trainings tutorials with UPFORD or other NGO's. Of course, many villagers will be loathe to share their techniques without receiving useful information in return. The benefit of sharing marketing techniques could be sharing  buyer contacts. Most SILC members indicate that they have a small list of reliable buyers used for a number of years. When asked, 80% of participants indicated that they would be willing to exchange some of their personal marketing techniques in exchange for the contact information of more buyers. Short of official collective marketing schemes, the most important benefit of marketing-trainings could be the expansion of buyer contacts for individual SILC participants, which would allow participants to compare prices from a greater number of buyers and in increase the parity in prices received for products. 

Inventory Management


Interviewing village members about their techniques for maintaining and controlling their inventory uncovered a variety of techniques, some product-specific and others general. Some villagers indicated that they keep track of past inventory in a book, creating a log of the number of items sold in past seasons. Villagers using the most sophisticated systems to keep track of inventory levels kept track of quantities sold in past season alongside corresponding prices, allowing them to analyze past revenues in quantity and price effects. However, less than half of all villagers interviewed indicated that they kept track of past inventory in any organized way. 


Some goods, such as dried beans, need to be stored in a secure location. Some villagers devote portions of their sitting rooms to storage, or have constructed rudimentary warehouses to store unsold beans. Villagers who do not have the financial resources to construct a warehouse have to leave their unsold products outdoors. In rural settings, this is usually safe, but we did hear of several instances of theft. Villagers who sell their goods in local markets are especially susceptible to theft, as the basic coverings used to protect these goods are often inadequate. Villagers who have had their products stolen from markets overnight indicated that this type of theft is considered an occupational hazard. Community financial groups like SILC groups are ideally situated to solve some of the problems villagers have in protecting their unsold inventories. A promising possibility is the use of the group social fund to fund the construction of a community warehouse where SILC members could store their unsold inventories. The group social fund is one of the least well-used aspects of the SILC program, as it is often just shared at the end of the cycle. SILC groups should strive to make community investments with this money, like constructing warehouses. 

Preservation



Methods used to preserve inventory stocks are varied, and largely derived from local knowledge. Some people use pesticides to preserve inventories, while others use paper and soil taken from an ant hill as a preservative. A less common, but effective technique is use of the plant called kawnyila to preserve beans or gnuts. Many of these local techniques are spread through community groups like SILC groups. Part of SILC busniness-skills trainings could involve villagers identifying a plan to preserve their inventory. At this stage in the training, villagers who lack useful techniques would be prompted to discuss possible methods of preserving their particular products with community members, even those outside of their SILC group or village. 


Fishermen have no chance to protect their fish inventories overnight, and therefore, it is important for them to accurately gauge the current market for fish. Many fishermen expressed that, on many occasions, they spend too long out in the water collecting fish that they are unable to sell at the end of the day. This wastes both fish and time, costing them income. However, it is unclear whether SILC groups can be of any assistance in solving this particular problem. 


Decisions About Planting


The other challenge in controlling inventory levels besides preserving harvested products is deciding how much to plant at the beginning of the season. Interviews revealed a variety of factors villagers take into account when making this decision. Some people base growing decisions on observed weather patterns, making an early prediction about temperature and rainfall, then relying on accumulated local knowledge to make an informed decision about planting. As the climate becomes ever more unpredictable, these decisions may involve more guesswork, a problem afflicting farmers across East Africa. Other farmers simply use any profits to increase the number of crops sold each season, disregarding the potentiality of planting different types of crops to diversify income. These farmers are worried about the possibility of future adverse conditions or famines, and think that planting a maximum amount of crops buffet them against the droughts or floods. It is not clear whether planting more of a crop does in fact reduce risk resilience in the face of adverse weather. Still other farmers take a nonsensical view that poor weather conditions or a below-average yield one year cannot possibly repeat itself, and simply increase their planting only when bad weather strikes. At risk of speaking too harshly, this is a dangerous decision, as a poor yield one year ought to be considered a reason to diversify products instead of doubling down in planting a product that may continue to have poor yields. 


A unique, and highly successful, inventory management system developed by one farmer in Nnindye A allows this farmer to take advantage of the fact that dried beans sell for a higher price. After keeping track of past inventories and prices for several seasons, she noticed that if she budgeted carefully for one season, making sure she spent only enough money to pay for basic needs, she could save some dried beans to sell next season at a higher price. The larger lesson is that taking advantage of accumulating inventory to sell at a later date necessitates discipline. But these are tactics that can be learned. 


In sum, SILC trainings in Inventory management should encourage members to keep careful track of past inventory levels produced, sold, and the corresponding prices, allowing farmers to make more informed decisions about future planting cycles. In some situations it may make sense to increase the quantity sold of the currently-produced good, like when a farmer was able to sell all of his/her maize at an historically high price. However, a qualitative observation is that many of the farmers in Nnindye fall into a trap of zeroing in on only their current good, using excess profits to increase the volume of this product, disregarding the possibility of diversifying their income sources. By keeping careful records of past inventories and prices, farmers can come to their own decisions about diversifying products, which is the type of self-generated action that the UPFORD program tries to facilitate. 

Cash Flow


Because of the seasonal nature of agriculture, by far the biggest problems facing residents of Nnindye is in managing their cash flow. Understandably, the most difficult season for most villagers is the dry season. Farmers have a difficult time generating consistent income during the dry season because they cannot plant, as some rely on odd jobs to pay for necessities. Interestingly, the non-farm income market in Nnindye is under-developed; there are not many villagers who supplement their incomes with non-agricultural types of income. The dry season also poses problems for shop owners, who find lessened demand for their products because people have no disposable income, forcing them to lower prices or sit with an unsold stock of inventory. August is also a difficult month for fishing, because the changing water level makes fishing less bountiful. During these lean months, many families describe forgoing basic clothing expenditures, and are forced to eat fewer, smaller, less nutritious meals. Many families said that during the dry season, they eat only beans, or only cassava, as all of their higher-quality goods must be sold in the market. Thus, residents of Nnindye have a difficult time coping with the predictably seasonal ebb and flow of income characterizing agricultural life. Unexpected shocks to harvests inflicted by unexpected weather conditions can wreak even more havoc on their livelihoods. The vast majority of residents don't have diversified forms of non-agricultural income to cope with unexpected, negative, agricultural conditions.


Residents have a variety of methods of dealing with seasonal income. Some farmers take out loans during lean months, an unideal situation because they are later saddled with loan payments containing steep interest rates. However, because school fees come due after the dry season, many residents with school-age children, the majority of households, are forced into the situation of taking out loans from SILC groups to cover payments. Another recourse to falling incomes during lean seasons is to sell off some valuable assets, like chickens or pigs. This too has negative side-effects, as buyers can nearly always sense the desperation of farmers looking to sell livestock during lean seasons, and farmers end up selling valuable assets for below-market prices. Others do odd-jobs like collecting firewood, but this cannot be a widespread solution, as the stock of natural resources in Nnindye is fixed, and all farmers cannot collect firewood during the dry season, or the land would be raped of vital resources. Some residents sell local brews during the dry season, but there is a limited market for this type of niche activity. Older residents sometimes get money from children, which is also a risky income stream to rely on, as most young farmers face the same difficulties of falling incomes during the dry season, and cannot be counted on to send large sums of money to their parents. 


Ideally, UPFORD would like to encourage SILC participants to prepare for dry seasons using one of several methods. Some conscientious farmers prepare for dry seasons by amassing stores of excess food, which can then be eaten or sold at high prices due to scarcity. Even better, farmers could handle cash flow issues during the dry season by accumulating savings in their SILC group, which could be put towards food, or other necessities like school fees. This method requires anticipating the timing of cash flow difficulties during the dry season and rigorously planning how much money to set aside to cover basic necessities. If it is necessary to sell off livestock during the dry season, profits can be maximized by timing the purchase of pigs or chickens so that they will reach a mature age just as lean times hit. This is preferable to being caught unprepared during the dry season and selling livestock before they are mature. These strategies of smoothing income throughout the year all necessitate careful advance planning. This is why business-skills trainings incorporated into the SILC program should encourage book-keeping as a primary skill. It is much easier for villagers to make their own decisions about planning for lean times if they have easy-to-understand, hard evidence in front of them about their past seasonal cash flow. Some of the most successful villagers do exactly this, looking at past books to create methodical budgets for the whole year, planning when to sell valuable asset, when to acquire seed, when to plant, and their expected profits from selling agricultural products. Trainings should encourage this behavior on a wider scale. 


Another vital part of managing cash flows will be diversifying the income sources of residents, incorporating sources of non-farm income from crafts, or income from a wider variety of crops. A too-large cohort of Nnindye residents focus solely on a single crop, heightening their vulnerability to adverse weather or market conditions for that crop. The benefits of income-diversification are well-known and widespread, and strengthening the diversification of household income should be the primary focus of trainings sessions. 

Accounting


The accounting practices of villagers were widely varying. Some residents described painstakingly recording expenses and incomes at the end of every day. The most deliberate accountants record the expenses and incomes in different categories for each product. Still, even these villagers were often using rudimentary accounting methods that they have developed themselves. However, the majority of residents do no type of formal accounting whatsoever. This is an indication that most villagers still aren't considering their enterprise a business as much as a means of producing food for their families. A primary goal of the SILC program is to encourage participants to conceive of their enterprise as a profit-oriented business. This is a mental shift that takes time and leadership to accomplish, and was spoken about at-length with several of the experts I had the good fortune of speaking to. 

Advice from Conversation with Farmers' Association Officials


Officials at the Mpigi farmers' Association and NABTA highlighted some insights and recommendations for possible improvements to the SILC program in Nnindye. Foremost, Field Agents employed by CRS have experienced difficulties covering their assigned grounds in Nnindye. The local field agent in Nnindye, for instance, is currently responsible for organizing 20 groups. Even though the meetings are supposed to be scheduled so that the field agent can make it to all of the groups without conflicts, because SILC meetings often do not start on time, or run late, especially when groups are in their infancy, organizing 20 groups is onerous for a single field agent. Secondly, SILC groups in Nnindye experience a problem common to the SILC program in general – intense disagreements about payback schedules often cause rifts within groups. I myself observed an intense disagreement in the Lubanda B SILC groups about a bicycle offered as collateral. Some in the group claimed that the bicycle offered by a member was of high quality, and therefore was legitimate to offer as collateral for a large loan. However, because the member did not have the bicycle with him at the meeting, some group members claimed that he was lying about the vehicle's value. Because the collateral had to be accepted unanimously, there was a time-wasting, passionate debate about the bicycle, sowing discord within the group. However, in general, these officials indicated that the payback rate in Nnindye Parish SILC groups is very high, and disagreements about paying back loans in a timely manner are rare. Even in cases when members take loans out to pay for school fees, there are few problems. This came as somewhat of a surprise, as loans taken out for this purpose are not considered investments, and cannot be paid back with subsequent profits. 


Officials of these organizations indicated that differences in the efficiency of the SILC groups in Nnindye can be largely attributed to the leadership of the groups. At some meetings, the chairperson of the group is highly respected, a true leader. These groups tend to be well-organized and distribute more loans. Their meetings are quicker, but accomplish more. Other groups have leaders who may be respected in the community, but do not possess the leadership savvy, or in some cases, energy, to be successful chairpeople. For this reason, it is paramount to the success of Nnindye SILC groups that close attention is paid to the criteria of SILC leaders distributed by CRS through the field agents. 


Gender Imbalance


SILC groups in Nnindye, following the trend in SILC groups in general, contain far more women than men. According to NABTAofficials, and corroborated in focus groups with women, men sometimes seem disinterested, not wanting to be involved in groups led by women. Men also sometimes rationalize that they don't have time to participate in these groups, sending their wives as proxies to collect loans which they eventually wrest control of. A common complaint about men is that they are ignorant of, or obtuse about, their household duties, sometimes going drinking instead of worrying about providing food for the family or taking care of other household tasks. Of course, it should be remembered that this research is not based on surveys with actual residents, but derives from conversations with people familiar with Nnindye SILC groups. NABTA has developed a proposal to examine the value chain of maize in the context of gender. The idea is to look inside households to see how men use gender-specific market access to control the production of maize. Anecdotal evidence suggests that women sometimes sell produce apart from their husbands, develop separate savings funds in groups like SILC funded by their private activities. This research would allow researchers to understand, qualitatively, the different roles men and women play in the value chain of maize, and how these differences are resultant of larger, more pervasive, gender roles or stereotypes. NABTA is searching for funding for this promising research. 


A primary goal of UPFORD in facilitating the success of SILC groups, according to these officials, should be encouraging higher rates of male participation. Not only do men have lower rates of  participation in SILC groups, but also in a collective marketing scheme organized by NABTA. This indicates a general aversion to groups, which can perpetuate adverse gender stereotypes. Although it is impossible, and not desirable, to force men to act how women want, men can be incentivized to participate. This exposure could encourage some men to take their household responsibilities more seriously. 

Lessons from CRS


Talking to employees of CRS heavily involved with the SILC program at a managerial level also yielded some interesting insights and suggestions. These employees elucidated some of the theory behind what is termed “Integral Human Development.” This holistic personhood-development model is designed educate the whole person, strengthening individual intellectual thinking skills while simultaneously developing and connecting whole communities. Integral Human Development, or IHD, is succinctly described by a diagram in CRS literature. Strengthening the physical, natural, spiritual, social, political, as well as financial assets of communities is theorized to allow SILC participants to engage with and shape community structures, institutions, policies, power structures, and social, religious, economic, and political beliefs. The hope is that engaged citizens will, through example or assertive action, challenge religious or cultural assumptions, and use political avenues to forge more inclusive institutions. As empowered people build more organized and efficient institutions, SILC programs help participants to pursue several strategies to alleviate individual and community poverty. 


CRS identifies several of these strategies. Coping and survival strategies allow people to get through difficult periods. Risk reduction strategies reduce peoples' vulnerability to shocks. Empowerment strategies increase the influence of SILC members in community affairs. Asset recovery strategies allow people to recovers assets lost in disasters. Asset diversification strategies establish a greater range of asset types to increase resilience in the case of adverse shocks to one income source. Asset maximization strategies increase a person's capability and income. Finally, asset protection strategies protect existing assets. These strategies are pursued through utilizing SILC as a financial resource to save and take out loans, and as a resource to build human and social capital.


In the context of vulnerable surroundings, wherein threats and hazards impinge on villagers' income security, the SILC program, through these broad strategies, hopes to achieve several outcomes identified by CRS. These are 

· people having sustainable access to a social fund for emergency purposes, a secure savings system with positive


returns and an internal loan fund

· financial and social empowerment of individuals, households and


communities

· improve community resilience in times of hardship

· provide a platform for villagers to solve domestic and local development
problems


According to CRS, the IHD framework “begins with the end in mind – that is,

people are able to lead full and productive lives, meeting all of their basic needs in a sustainable manner, while living with dignity in a just and equitable social environment. The IHD framework provides a way to consider the various elements needed for such a vision to become reality.” CRS officials described that achieving these lofty end goals circle back to strengthening the aforementioned individual and community assets, paving the way for enabling people to develop sustainable solutions to individual and community problems even when SILC groups graduate from supervision by CRS field agents. For example, CRS has observed that SILC programs greatly increase community solidarity, as members take greater interest in the health of other community members, share agricultural techniques, and discuss potential solutions to community problems. This type of observed change in the community cooperation, a risk-reduction strategy, is facilitated by encouraging individuals to be more apt to pursue group solutions. This is social capital is at work in SILC groups!


Recognized Challenges to SILC


The CRS employees indicated that one of the primary benefits, which was corroborated by our research, of participation in SILC programs is that people learn the ethic of saving money. The vast majority of SILC participants have never saved any money before, and initially only contribute sums of around 1 dollar per week to the group fund. However, a major challenge that CRS is cognizant of confronting is that people tend to work with only what they know, engaging in the activities that they happened to be surrounded by as children. That is why CRS is in the process of rolling out a pilot entrepreneurship training called “4 Steps to Strong Business.” This program, which is being considered for widespread implementation in 2013, encourages people to learn new business skills from their neighbors, and develop a strong business plan to present to the group at the end of the week-long session. Accounting and marketing skills are also covered in the program, and it is exactly the kind of training that Nnindye residents would benefit from. It pushes people to consider alternate agricultural or non-agricultural sources of income, and to closely analyze their past cash flow imbalances to discover how diversifying their incomes sources can both increase their risk-resilience, and maximize income potential, both primary strategies identified by the IHD paradigm. 


CRS employees indicated that the reason why group loans are not common, and not encouraged, by Catholic Relief Services is that groups projects have a poor track record in the experience of CRS. This is interesting, considering that group loan methods have been found to have great success in the developing world, the most famous example being Grameen Bank. However, because groups loans in SILC groups have a poor track record within CRS programs, they are actively discouraged. It would be interesting to collect more information about the experience that Nnindye residents have had with cooperative income-generating projects, which require more advanced organizational and marketing skills. 


CRS employees reinforced impressions received from Nnindye villagers and from farming association officials that men are less involved in groups because they tend to be, on average, distrustful of cooperation or female leaders. Men are also more likely to be involved in mobile businesses, leaving them less time to participate in groups. However, CRS is working hard to bolster the number of men participating in SILC, and, thus far, results have been encouraging.


A major pitfall identified by CRS in some SILC groups is a large disparity in income between members. Members with a few, or even one, particularly wealthy members are unsuccessful many times because the wealthy members try to wrest more control over group decisions due to their disproportionate share of contributions to the loan fund. This is antithetical to goals of the SILC program, and wealthy members should be expressly discouraged from joining SILC groups. 


CRS recognizes that the SILC social fund is one of the most under-utilized aspects of the SILC program. Many times it is unused and the money simply returned to the group members at the end of the cycles. One possible use of the social fund would be to use it at the end of the cycles to build a community storage facility for agricultural products. Nnindye should, in any case, strive to utilize this social fund in a more productive manner, and, if necessary, communicate with CRS about further innovative uses of this money.


Integration with External Organizations


By far the most interesting portion of discussions with CRS employees concerned the numerous trainings programs that have already been incorporated into some SILC groups throughout Central Uganda. CRS recognizes that traders often come from Kampala to rural areas, ready to exploit villagers who are cash-strapped and cannot afford to shop around for prices. Farmers who lack credible information about prices throughout the country are the most vulnerable. This is why CRS has facilitated agro-enterprise schemes for marketing associations, allowing groups of farmers in a small geographical area to develop contacts with large buyers, and even exporters, of commercial agricultural products, and sell their goods in bulk. Profits from these programs have been collectively invested in warehouses or vehicles to transport these goods, so as to avoid renting trucks to carry the products. This type of program allows individual farmers to acquire market power. This type of program holds great promise for Nnindye, as many villagers we interviewed are unaware of fair prices.


However, outside organizations distributing information through SILC groups range far beyond marketing organizations. Health NGOs have distributed information through SILC groups, an effective method because SILC groups have such high attendance and are composed largely of highly-respected community members. Most famously, a SILC group even formed out of an AIDS-relief group in Masaka. A solar company has also given trainings-sessions to SILC groups about their affordable solar-electricity systems, solar-ovens, and solar-compactors. These trainings educate people about the cost-effectiveness of investing in these products and act as gateways for members to become salespeople for the company, or, in cases where a member possesses mechanical knowledge, repair people for solar installations. Transitioning from dangerous and environmentally unfriendly kerosene or wood can save money. NAADS has given trainings-sessions devoted to sustainable land management in SILC groups. Intriguingly, SILC groups have been harnessed to solve the problem of collecting water-fees. Because SILC meetings are highly-attended, they make an ideal venue for water-committees to collect fees for water maintenance because people in SILC groups are used to paying money at SILC meetings. For example, the global water initiative and Integrated Water Resources groups have set aside money for maintaining water sources. CRS has just recently collected data from Global Water Initiative and, upon analyzing the data, may encourage more communities to integrate water-maintenance and SILC groups.  Although in this scenario the water committee is still a free-standing organization, villages that have used this technique have collected funds with great success. 


Looking Forward


CRS is also currently searching for a way to integrate mobile-banking into the SILC program. This would forge a link between rural communities and the formal financial system. A Gates Foundation initiative, it is designed to increase liquidity in rural communities. Money currently saved in SILC groups is entirely dissociated from the formal financial sector. Security could be improved by depositing SILC funds in a shared mobile-banking account. This process may introduce SILC members to the concept of having a bank account, and prompt some to open personal bank accounts. Although linking rural areas to banks is a tantalizing concept, current hurdles include the scarcity of mobile-banking agents, and that these agents often don't have sufficient funds to pay out to clients. Fees, although dropping, may be prohibitive in some situations. In sum, the avenues for enhancing community-development with trainings or informational sessions integrated into the SILC program are vast, and encouraged by CRS as part of the IHD model.


Experiences of CRS Field Agents in Nnindye


Field Agents employed by CRS to facilitate organizing SILC groups undergo a rigorous orientation process. The SILC Field Agent guide compiled by CRS stretches to 151 pages, and includes instructions about mobilizing awareness about SILC at the outset of a group's implementation, training groups in election processes, developing the group Constitution, written record-keeping and managing meetings, meeting procedures, and sharing out funds and graduation processes for literate and non-literate SILC groups. SILC supervision is organized into three periods, intensive, development, and mature. During the intensive period, which is supposed to last approximately 16 weeks, it is particularly important that the Field Agent helps the SILC to maintain accurate records:

especially the Savings Ledger and Stamp Pass Book records. During the development phase,  The purpose is to consolidate the SILC so that it can be confident in its capacity to manage operations. During the maturity phase, there is considered to be no need for CRS to interact with the SILC group, although periodic interviews are scheduled to check in on the group. The SILC Field Agent guide is incredibly complex, containing information flow diagrams for communicating with CRS, and detailed instructions about educating groups on every aspect of the SILC program. This diagram summarizes the training modules Field Agents are required to cover. Organizing a SILC group is an information-intensive process, and Field Agents need to be highly literate. 
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A pitfall characterizing many unsuccessful groups is the selection of poor leadership. Thus, field agents are supposed to educate groups about the qualities desirable in a good chairperson. However, CRS wants SILC to be a democratic group, and the decision rendered by voting is considered final. 

[image: image3.emf]

Because Field Agents are intimately knowledgeable of differences between groups, their insight into why some groups are successful, while others are not, is invaluable. Although fines are supposed to be levied in accordance with the constitution for members coming to meetings late, some group leaders decide to not enforce these finds, leading to sparsely attended an undisciplined meetings. Also, groups with a high variance of income do poorly because wealthy individuals are more domineering in meetings, and poorer farmers feel excluded. Although men are a minority of participants in SILC as a whole, groups that have male leadership tend to be extremely dominated by men, stunting the benefits of community-solidarity and information-sharing so valuable to the women we talked to in focus groups. Several field agents indicated that they could easily tell within the first meeting whether a group would be successful, because successful groups have a critical mass of members who are interested in and motivated about being in SILC groups, while other groups do not have members who, at the first meeting, appear as if there were dragged to the meeting. These agents did not go into details about the underlying reasons as to why some groups are more motivated at the outset. It appears that the onus for mobilizing members for groups falls primarily on the field agents, and some field agents do a far clearer job of describing the benefits of SILC participation during the mobilization stage.  


Because of the immense influence Field Agents have on the eventual success of SILC groups, it is also important to understand some of the challenges they face doing their job in Nnindye. Many field agents are not paid expediently by CRS, and the PSP, or primary service provider, who is responsible for training field agents operating in Nnindye, and is paid by the groups themselves, says that he is often not paid at all by some groups. Field agents are given a bike to travel to groups, but the quality of the bike is poor, and the sheer number of groups that field agents are responsible makes it difficult at times to reach meetings on time. 

Saving Behaviors of People Uninvolved with SILC


Individuals who are not part of the SILC program appeared to be no different qualitatively from SILC participants in their education levels, products sold or farmed, or business savvy. However, their savings possibilities are limited, and this carries negative consequences for how they are able to grow their businesses and manage their cash flow throughout the year. One villager said that he does not save money in any form, and instead invests profits from his business into buying pigs which he gives to neighbors as gifts. When the pigs reach maturity, the neighbors share the profits with him. This technique is designed to smooth income in a way similar to conventional saving, but it is much less efficient, because he is only able to acquire half of the profits from his investment, and the time he frees up by outsourcing this investment to his neighbor does not justify the forgone profits. He admits this himself, but says that he prefers this over saving the money in his home. Other people indicated that they used to belong to SILC groups, but left them after continual discord made attending the meetings unbearable. Now, these people don't have any organized form of savings. 


However, some people who choose not to belong to SILC groups say that they cannot participate because they lack surplus money of any kind. CRS holds that no matter how low a person's income, there is some small amount that can be saved on a weekly or monthly basis, but this necessitates very low minimum-savings balances for SILC groups. It is difficult to know whether there are people in Nnindye who literally do not have a schilling to spare for savings, but, doubtlessly, a large percentage of the people who say that they cannot save any money could benefit from learning to set aside some small amount. 


A piece of good news is that it appears that community awareness of SILC groups has reached a saturation point; not a single individual was interviewed who had never heard of SILC groups. However, a majority of Nnindye residents are not involved in SILC groups, and these people are not learning the ethic of saving from any program, and are deprived of the financial benefits of having an easy way to smooth consumption throughout the year and being able to take out loans to expand or diversify their business, as well as non-financial benefits in the form of new friendships or the learning of new agricultural techniques. 


The other striking characteristic of people uninvolved in the SILC program is that they appeared far less likely to participate in other community groups. Most SILC participants participate in at least one, and in some cases, four or five, other agricultural, recreational, or interest-based groups. However, 85% of the non-SILC participants interviewed did not participate in a single other community group, and this category of people was also less likely to attend community meetings. However, it is uncertain whether this reduced community involvement springs from isolationist personality tendencies of these people, or whether participation in SILC actually measurably increases the likelihood of a person being active in the community. The latter story seems likely, and would speak highly about the merits of SILC, but this cannot be assumed. 

Conclusions:


The primary purpose of this research has been to identify the ways in which business-skills trainings can assist Nnindye residents in developing their capacities in five critical areas: Choice of Product, Choice of Location, Inventory Control, Cash Flow Management, and Accounting skills. In choosing products, it has been seen that Nnindye residents often engage in agricultural activities that they have had experience in during youth. It is important for trainings-sessions to encourage farmers to select their products according to prevailing market conditions as opposed to personal experience. SILC groups are ideally structured to allow villagers to learn new agricultural techniques from one another, if someone's skills are not well-fitted to market conditions. In terms of choosing a location to sell, the majority of Nnindye farmers are financially limited to selling their products at their homes. In the absence of large-scale collective marketing schemes, this will continue to remain the case. In managing cash flow, most villagers find difficulty, understandably, during the dry season. The most promising solutions to solving cash flow problems lie in diversifying income sources, particularly branching into non-fproduce sources of income like shops, craft manufacturing, or livestock rearing, which do not obey the same seasonal variations as farming produce does. Encouragingly, a huge number of villagers are interested in learning new techniques for rearing livestock for this reason.


Under the Inventory Management heading, many villagers find difficulties in finding safe places to store products, often leaving their products exposed outdoors. It would be ideal for communities to erect common storehouses. A majority of farmers aim to increase the volume produced of their current products, eschewing plans to diversify income. Therefore, developing accounting skills is a critical component of any ideal business-trainings program, because through rigorously keeping track of past expenses and incomes villagers can make their own decisions about diversifying income sources or increasing volume with accurate information about past quantities and prices. Trainings modules should also encourage villagers to develop non-farm sources of income as they diversify their wage-earning activities. These trainings modules would also facilitate the sharing of prices of various agricultural products, so that villagers could choose future products to maximize income. 


Looking Forward


Fortunately, a new program developed by CRS is in the testing stages which fulfills nearly all of the demonstrated requirements of a business-skills trainings program for Nnindye. It is called “4 Steps to Strong Business.” This program is organized into 8 modules, or “Technical Learning Conversations,” to be completed over the course of two weeks. The modules are organized around the following subjects. 

1. Select a Viable Business Idea

Identified business opportunities existing around them.

Evaluated the viability of a business opportunity. 

2. Talk with Customers to Test Your Business Idea

Practiced asking customers questions in order to test their business idea.

Committed to talking with customers to test their business idea.

3. Estimate Your Earnings

Estimated their weekly earnings from their business ideas.

4. Planning Your Business

Created a business plan using the 4 business components.

5. Estimate Your Business Expenses

Estimated the expenses of their business idea.

6. Calculate Your Profit

Calculated the profit of their business idea.

7. Keep Your Business Expenses Low

Identified strategies to keep expenses low that they can apply in their own business.

8. Prepare for Unexpected Events

Developed ways to prepare for unexpected events.


This program is organized around 30-minute conversations with SILC members, which are equally useful to literate or non-literate SILC participants. The program encourages SILC members to determine how much money they currently earn, and then to consider what alternate business opportunities might be around them. Criteria are offered to assess whether or not a business idea is viable, and people are encouraged to spend time at home thinking about possibly viable business ideas. This would help Nnindye residents to get past the trouble many of them have with only considering expanding their current business operations. Participants are encouraged to speak with potential customers about their business idea, gauging interest in the idea and learning about what people look for in this product (Freedom From Hunger 2011). Importantly, participants are also encouraged to compare their current earnings to the potential earnings of the new product. In a following session, participants take into account materials, labor, and rent costs associated with the new business to estimate potential expenses. By the end of this program., participants have a full-fledged business plan and learned techniques to keep their business expenses low while maintaining high quality. The trainings manuals for this program have been attached to this report to provide further details about the methodology and goals of the program (Freedom From Hunger 2011).


This research strongly suggests that Nninye's agricultural residents would heavily benefit if the CRS program “4 Steps to Strong Business” were implemented in Nnindye Parish. It is a well-designed, comprehensive program which takes participants all the way from developing potential business ideas to rigorously comparing potential profits to current profits. This program is entirely in line with the UPFORD programs stated goals of encouraging self-motivated development in Nnindye. Residents who participate in this CRS program would carefully tailor their products to tested market conditions, be taught to rigorously account for expenses and losses throughout their business cycle, allowing for continued improvements, diversify income sources and hopefully increase total income, solving  traditional seasonal cash-flow vulnerabilities, and learn to meticulously keep track of inventory levels. In sum, it should be considered a blessing that CRS has developed a program that is specifically tailored to a location like Nnindye. This research suggests that the leaders of Nnindye should do everything possible to enroll their SILC groups in this program as soon as it becomes full-fledged in 2013.


However, conversations with traders indicated that, apart from residents branching out to new income-generating activities, there remains room for farmers to capture a greater percentage of the final price of their products. Traders receive substantial markups in many cases. This situation can best be remedied by farmers possessing more accurate knowledge about national and regional prices. Because SILC meetings are so highly attended, it would be very efficient for UPFORD to distribute pricing information to SILC groups, so that residents would be in a better position to bargain when traders come knocking.


It remains clear that many residents who are not saving in SILC groups lag behind in their ability to make targeted investments in their businesses or in their ability to smooth consumption throughout the year. UPFORD needs to decide what the maximum number of SILC groups Nnindye's currently operating field agents can support is, and, if necessary, lobby for more field agents to work this area. There are many remaining residents who could benefit from the financial and social benefits of SILC groups, and they matter just as much as the people currently in SILC groups.


Conversations with CRS officials revealed that external trainings-sessions that can be integrated into SILC groups extend far beyond entrepreneurial trainings. UPFORD could look to include solar-companies, health organizations, and sustainable-agriculture educators among the ranks of organizations offering trainings sessions to Nnindye residents. 


SILC groups in Nnindye were observed to differ in effectiveness at least partially because of variations in leadership quality. Although CRS publishes criteria which field agents are supposed to encourage participants to consider while voting for the leadership council, UPFORD may want to consider reinforcing the importance of these criteria, limiting the likelihood that groups will select community members who, though respected highly, are not candidates to make good leaders.


Another weighty conclusion is that so long as male participation lags behind female participation, SILC groups will not reach their full-potential, as many females harbor ill-feelings toward husbands whom they feel are hostile to community projects and neglect household duties. In the opinion of officials closely involved with SILC groups, the best way to foster more participatory attitudes in men is to bring them to the table. Nothing can be forced, but, SILC groups have thus far been seen to foster intense feelings of community solidarity among women. Male participation rates can best be bolstered by strong, gender-sensitive pitches by CRS field agents.


It is also an imperitive that CRS field agents be properly compensated to attend meetings. This problem has come to the fore in two consecutive years of Notre Dame undergraduate research. As field agents are critical to the success of SILC groups, CRS must address this issue. 

Suggestions for Future Research 


An under-developed portion of this research is the assessing the potential for collective marketing schemes for the farmers of Nnindye. These schemes, under many forms, have found great success in many regions of Uganda. Many SILC groups are also branching out to include collective marketing functions. This is a fruitful area for future research. A student could talk to officials at farmers associations throughout the region about current collective marketing schemes, and make recommendations about how such a scheme might work in Nnindye. The point to recognize is that as long as residents are selling alone, competition exists between neighbors. Everyone in Nnindye is poor, and at times, desperate to sell products. Efforts to educate farmers about “fair” prices for their goods may fail if a few neighbors drive down local rates. Thus, it might not matter if regional prices are higher than local ones, as the traders will invariably seek out the individuals eager to sell at a low price. SILC groups have remarkable potential for creating collective action, and more robust marketing schemes, linking Nnindye to larger market players for beans, sweet potatoes, tomatoes, or watermelons, should be in the near future for Nnindye, as always, facilitated through the expertise of UPFORD. 
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Updated SILC survey

What are the ages and sexes of each member of your family (nuclear family only)?

What is the approximate age and sex of the person being interviewed?

Section 1 (Education)

Can you read and write a letter in any language?

Have you ever attended school?

What is the highest level of education you have completed?

Are you currently attending school?

What grade level?

Section 2 (Businesses)

Is there at least one household  member who owns a business?

What is the enterprise's main activity?

How long has this enterprise been actively operating?

Where did the capital to start this business come from?

Where did the capital to start this business come from?

How many hours in a typical day do you devote to your business?

What are the prices you usually sell your main products for (specify price and quantity)

How do you ensure that you are getting the highest possible prices? Do you have any interesting techniques?

Are the past 30 days revenues considered average, above average, or below average?

Section 3 (Salaried and Wage Income)

Over the past 12 months, did members of the household earn income by doing activities such as salaried or wage income? 

How much did the individual earn? (Specify per day, week, or month)

How much time did the person spend doing this activity per week, per month?

How much time did the person spend doing this activity per week, per month?

Section 4 (Saving Outside of SILC)

Are you currently saving in any of these forms? (A)

Are the savings sufficient for your household needs?

What is your primary savings vehicle (SILC or any of the forms)

What is your primary savings vehicle (SILC or any of the forms)

Section 5 (Credit Constraint)

Imagine a new group or organization is offering members of your community loans up to (500,000 Ush), with relatively low interest rates. Will you make a loan request?

If yes, what would you use the money for?

Section 6 (Credit From SILC)

What is the total amount in loans that you have received from SILC in the past year?

What was the main purpose for taking out that loan? 

How did you decide that this was the best use of loan funds? How did you arrive at this decision? Were you expanding an existing part of your business or branching out into a new area? Were you trying to diversify income or maximize profits in one area?

In how long was the loan paid off.

What was the total interest paid, or the interest rate?

How has SILC benefited your business? 

What has been made possible that would not be possible without SILC?

Would you describe your saving in SILC as something that is primarily allow investment in your business, or are you more interested in saving alone to smooth your consumpion? Please elaborate. 

Can you describe any non-financial benefits of your participation in SILC? (community solidarity, friendship, learning about farming techniques, etc.)

Section 7 (Community Groups)

What community groups do you participate in?

What is the function of each of these groups?

How long have you been participating?

Section 8 (Empowerment)

Have you met with or contacted any village leaders about issues concerning this community?

Have you met or contacted a government official to raise issues concerning this community?

Have you attended any village meetings?

Women-Only

To what degree do you feel free to decide by yourself about the following things 

1=Very high degree

2=Small degree

3=Not at all

4=Don't Know

Child's schooling expenses

Child's health expenses

Personal health

Visitin a friend

Business activities

In general, do you agree or disagree with these statements?

1=strongly agree

2=agree

3=Neither nor

4=Disagree

5=Strongly Disagreements

If I have a problem, there is always someone to help me

Women should be directly involved in the decision-making about our community's affairs

Questions for Business Skills

Numeracy

Do you have knowledge of basic mathematics (adding, subtracting, division)?

Literacy

Do you consider your reading and writing skills as very good, good, average, poor, or very poor.

1=very good

2=good

3=average

4=poor

5=very poor

How do you use your acquired knowledge in mathematics and reading to organize your business?

Do you feel you could benefit your business with additional learning in mathematics or reading? How so? (as specific as possible)

Choice of Products

How did you originally choose your products to sell?

Why this product? Why are these your best possible products?

If you had the opportunity to expand your business, would you rather offer a greater variety of products or offer a larger volume of the products you currently sell? 

Basic Marketing Skills

Which marketing techniques do you use to sell your products? (Discounts, networking). Do you use an special techniques to sell your products? 

How do these techniques differ from your competitors selling similar products?

What are the benefits of these techniques? Why do they improve your income?

Do you make decisions between offering “popular” products which are common in your area and products which are not as popular, but have less competition? How do you make this decision? 

How do you make yourself aware of the “fair” market price for the products you sell? 

Are you aware of any “tricks” that traders may use to extract a lower price for your products? Do you do anything to counteract these “tricks?” 

Choice of Location

Where do you sell your products?

Why do you choose this location?

If you sell to traders, do you know where the traders sell your products, and what eventual price the traders get for them?

Inventory Management

How do you keep track of your unsold products?

How do you make sure that these unsold products are kept safe and preserved?

What techniques do you use to keep track of your inventory?

How do you ensure that you get the best possible price for your product?

Do you adjust how much you grow or try to sell of a certain product based on your past inventory levels (either too much or too little)? How do you make these decisions (be specific). 

Cash Flow Management

How do you control your finances throughout the year? 

Which part of the year do you find a problem in managing your cash for the business?

Do you prepare for less profitable periods by accumulating extra savings?

Do cash flow issues force your family to make different or more difficult choices about consumption?

In other words, does your family experience the same quality of life year-round, or are there short periods when you have difficulty providing basics (food, clothing, etc). 

How do you handle problems arising from managing cash within the business and family?

Basic Accounting Skills

When do you record your expenses and incomes?

1=Immediately

2=At the end of the day

3=Weekly

4=Monthly

What methods do you use to record your expenses and incomes arising from your business?

What do you do with profits or losses from your business?

Where did you learn your accounting skills? Were you taught them anywhere? Can I see your accounting book for reference purposes?

If you could get advice from community members or informed business people/farmers about two techniques or business skills, what would they be? Please describe as specifically as possible. This could include farming techniques.  

Basic Survey Data

How Large is Your Family?











Over 10 people

10









3 or 4 people

11









5-7 people 

9









8-10 people

8









2 people

5









How Old are You?

Under 20

3

20-30


13

30-40


15

40-50


4

50-60


9

Over 60

6











Sex of interviewee











70 percent female











Education











Can you read or write a letter in any language?









Yes
35










No
9










8% have some proficiency in English











Year ended School











S1
1










P7
4










S2
2










S3
1










P5
3










P6
1










S2
1










P4
1










P3
1










Never
3










S6
1










P2
1










Nobody currently attending school











Business











Is there one household member who owns a business?











Yes for 95 %











What is the main activity











Trader of produce

2










Maize



4










G nuts
1










Swt potatoes


6










Beans



10










One good


4










Four goods


1










Three goods


5










Two goods


4










Works at quarry

2










Watermelons


1










Tomatoes


2










Swt bananas


2










More than three goods
1










Chickens


4










Goats



3










Only one livestock

2










3 or more livestock

1










Cows



2










Farming and livestock
1










Cassava


4










Combination of domestic farming and commercial livestock
3










Fishing


1










Teacher


1










Farms only for domestic use
2










How long has this enterprise been operating?











1 year











2-5 years
3










20-25 years
6










Over 40 years
3










10-15 years
2










15-19 years
2










26-30 years
2










6-9 years
2










Where did the capital to start this business come from?











FINCA organization



7










Traded in farming materials to get capital
9










Borrowed from family member

13










Got money from odd jobs


5










Saved from domestic farming

19










UPFORD donation



5










NADS donation



3










Did favors for friends



2










Made investment in poultry to get capital
3










How many hours per day do you devote to business











0-2

3










3 or 4  

15










5 or 6

16










Over 7 hours
8










What are the prices typical for your products (Sample Answers)











sells sweet potatoes for 50,000-60,000 per sack











sells beans for 30,000-40,000 per sack











sells the goat for about 60,000











average price she gets is 80,000 to 100,000 for a pig











he sells each fish for 3k, for fish caught in five inch nets, this is a medium size











prices are 26,000 for a sack of beans











sells fresh beans for 25,000 a sack, and sweet potatoes for 25-30,000 a sack











sells in the range of 20-30,000 for a sack of beans, and for maize, sells a kg for 150-300 schillings











prices received are 30,000-40 for fresh beans, and 50-60,000 for a sack of sweet potatoes











sells a basket of sweet potatoes for 2,500 (about 12 units)











sells beans (dried) for 2000 per kg, cassava around 60,000-70,000 for a sack











prices Maize 300-400 per kg,











get prices of 40,000 for young pigs, while mature ones are 200,000-300,000











gets 200 for 1 egg, and 10,000 for chicken with full meat











prices are 15,000 for a bunch of bananas











sack of swt potatoes goes for 50,000-100,000











beans range from 20-30, when scarce, 50-100











1000 tons of stone cost 40 per cart











Are the past 30 days revenues considered average, above average, or below average?











Average 
4










Below average
5










Above average
9










Salaried and Wage Income











Over 95% had no form of wage income











Do you save anywhere besides SILC?









Saving











at home
8










in a bank
9










Nowhere else
22










Formerly used a bank
5










Has not begun saving anywhere yet
4










In another community Group
4










Are the Savings sufficient for Household needs?










Yes
20










No
26










Saving being sufficient correlated with number of children, diversification of assets, and level of education. 











What is your primary savings vehicle











90% of respondents say that SILC is the primary savings vehicle











60% of people saving in other locations have SILC as the primary vehicle











40% of people saving in Banks say that SILC is the primary vehicle











Credit Constraint











Would take out large loan to expand and diversify
15










Would expand, but depends on interest rates

5










To expand current operations



18










To invest in up two new projects


2










To open a shop




3










Would not take a loan out of fear of interest rates
2










To start a brand new project



2










Credit From SILC











How much have you received?










0-30,000

8










30,000-60000

5










60000-90000

5










90000-120000

4










120000-200000
6










Over 200000

8










Never received loan
9










What is the main purpose of taking out these loans?











Buying livestock livestock

13










Planting agriculture


7










Prepare for agricultural planting
7










Buy capital supplies


9










Building livestock apparatus

9










Buyin agriculture seeds

9










Growing feed for livestock

6










Pay school fees


5










Are these loans for expansion of diversification of you business activities?










Expansion  

35










Diversification
14










How long did it take you to pay off this loan?










1 month
9










2 months
14










3 months
18










Standard 10 percent interest rate for all









Is saving in SILC to smooth consumption, or for investment?










Split evenly


15










Only for consumption

32










Only for investment

5










What are the non-financial benefits of participation in SILC?










New techniques for banana planting


12










New techniques for other agricultural activity
9










Friendship





7










Learning how to save




10










Sharing care of children



8










Learned how to invest



8










Expansion of leadership skills


6










Learned teamwork




6










New price negotiation techniques


6










Other Community Groups











NAADS


3










Akwatempola


4










USAID


3










Twekemba (womens group)
6










No other groups

6










Agadiwamu


3










Catering organization

3










Village health team

4










Other savings group

5










Weaving group

3










Empowerment











Never met with village leaders
6










Never met with gov officials

1










Some meetings with village leaders
8










Some meetings with gov officials
1










Women Only











Has freedom about funds

13

(Some are widows of this group)








Has little freedom about funds
6










Thinks women should be involved in Community Affairs











90% think this











Thinks that there is always someone to help her











60% of women believe this











Choice of Products











How did you originally choose your product to sell?











Chooses the Products that are common to sell in the area
1










Chooses products bc a high market is observed for them
8










Chooses products  that are possible to grow on poor land
2










Chooses products bc of past experience with them

6










Chooses bc you can reap quick profits


3










Chooses fishing bc it can be done all year round

4










Chooses bc they are appropriate for elderly person

5










Chooses bc they are cheap to plant/ raise


9










Chooses bc it is good to use domestically and you can also sell commercially 
10










Chooses bc failed at other things



3










Chooses bc it is only skill, even though it's a bad enterprise
4










Grow because it is easy to preserve




1










If you had the opportunity to expand you business, would you rather offer a greater variety of products or a larger volume of current offerings
?










Would diversify



15










Would stick to same products


29










Marketing











Which Marketing Techniques do you use?











No special techniques



13










Receipts




9










Uses quality fertilizers and tells this

9










Uses high quality UPFORD techniques
9










Good maintenance



8










Packages well




7










Use of discounts depending on buyer type
18










Searches around until gets price he/she wants
6










Uses Networking to contact New buyers
13










Gives freebies to neighborhood children
8










Do you make decisions between offering “popular” products which are common in your area and products which are not as popular, but have less competition? How do you make this decision? 











offers popular products bc they are cheaper


9










offers popular products bc they are what did in childhood
17










offers popular products bc that is what traders come to buy
12










offers popular products bc they have best statistical market
10










How do you make yourself aware of the “fair” market price for the products you sell? 











Gets knowledge from traders about prices

6










Finds out from friends



20










Gauges price from customers w/o prior knowledge
5










Traders set the price




8










Looks in a variety of media



9










Are you aware of any tricks that traders use to extract a low price?











Traders come as a group and try to set low price together
8










Not aware of any technique




20










Traders use fake scales





6










Aware that they just offer low prices



10










Inventory Management











How do you keep track of your unsold products?











Has a book where writes it
22










No keeping track

16










Leaves products in market
4










Do you adjust how much you grow or try to sell of a certain product based on your past inventory levels (either too much or too little)? How do you make these decisions (be specific)?










Bases how much to grow based on weather conditions
4










Bases how much to sell based on last season's yield

17










Bases how much to grow based on how much sold

24










Cash Flow











How do you control your finances throughout the year? 











Controls finances by writing in a book
8










Rents land 




4










sells extra planted good


7










sells livestock




10










Does not use a book



8










Uses savings to control finances

6










Does not use savings to control finances
4










Uses children to supplement income

5










Loans people out money to ensure cash flow4










Preserves food to prepare for dry season
4










Sells some local beer during tough time
4










Has very constant source of income, no problems
4







Takes out loans



4










Do cash flow issues force your family to make different or more difficult choices about consumption?











In other words, does your family experience the same quality of life year-round, or are there short periods when you have difficulty providing basics (food, clothing, etc)?










Overwhelming majority say yes











Accounting











When do you record finances
?










at end of day



7










weekly 



4










not at all



33










Informally at first, then in a book
4










Monthly



5










What business-skills trainings do you desire in the area?











Fishing


13










Farming


12










Business Skills

4










Rearing animals

10










Building structures

6











