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INTRODUCTION AND 
BACKGROUND
This annual report provides information on the organizational mission, history 
and summarizes the organization’s achievements in 218. The report highlights 
the achievement that resulted from the various activities that were implemented, 
lessons learned, challenges and recommendations.

About 
Institute for Social Transformation

The Institute for Social Transformation (IST) was established in 2006 
as a non-Governmental Organization (NGO). The primary goal was 

to develop a new quality of leadership that is committed to the transformation of the people it 
serves and promote a just society with an approach of inclusive development in East Africa. Over 
the years, IST has established itself as an organization that empowers communities - especially 
women, with skills and knowledge to enable them to discover and maximize their potential. This 
is done through capacity building and introduction of innovative ideas which support women to 
initiate, own and control development programs that positively impact on their livelihoods.

The work of IST is guided by the philosophy of Paulo Freire, whose approach centres on the ability 
of groups and individuals to read their reality by identifying root causes of their problems and take 
charge of changing their lives for the better. IST applies the reputable Training for Transformation 
methodology as a key tool to energize a new quality of leadership that is committed to the 
people, their rights and transformation of their conditions.
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“A society where people value 
and enjoy social, economic and 
gender justice.”

•	 To equip women and youth 
with knowledge and skills of 
transformational leadership 
to enable them to become 
resourceful community 
leaders and change agents.

•	 To empower women in the 
informal sector with skills for 
social and economic self-
reliance.

•	 To equip youth with relevant 
practical and life skills 
to enable them to make 
informed decisions for social 
and economic self-reliance.

•	 To strengthen IST’s capacity 
to deliver its mandate 
efficiently and sustainably

IST strives to develop the 
capacity of women and youth 
to champion gender justice, 
equality, transformational 
leadership and learning through 
capacity building, innovation 
and advocacy.

In its profile, a social enterprise does profit-
driven business, with a social impact agenda 
as primary to its aims. By assembling and 
selling goods or services in the open market, 
social enterprises reinvest the money they 
make back into the local community they 
serve. To buffer the funding gaps, sustain 
social impact and assure IST organizational 
sustainability in the long run, as an 
innovative and learning organization. IST 
is strategically repositioning towards social 
enterprising to start creating market-based 
revenue streams to supplement our donor 
funding.

Professionalism, Integrity, 
Accountability, Innovation and 
Equality

Vision

Objectives

Mission

Theory of Change

Core Values

“When the 
CATERPILLAR 
thought that 

the world 
was over,

it became a 
BUTTERFLY”
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•	 IST directly reached 1,275 beneficiaries a total number of 848 women and 70 men in Kampala, 
Gulu, Arua, Iganga and  Busia  Districts.

•	 An online sale’s app was developed for market women to utilize. This will help to increase sales 
because it is convenient for customers. The sales app also helps to connect the market women 
directly to their customers thus bridging the gap created by middlemen. During the launch, different 
stakeholders were given the chance to learn how the app operates and a number of them immediately 
downloaded it on their phones to conveniently shop for fresh foods. IST conducted training on how 
to use the application for the market women and a follow-up was made to check its progress. The 
application was widely appreciated because the women make money beyond their stalls hence 
boosting their businesses. It is also estimated that over 5000 women will utilize the application in 
Kampala in the next two years.

•	 A total number of 272 stakeholders (239 women 33 men) participated. This is a platform for dialogue 
which was initiated by IST for market women to directly engage with policymakers and experts 
from government, private sector and development partners who pledge to support them through 
different programs. The platform enables the women to reflect and learn how to improve their 
businesses for socio-economic and political influence and inclusion. It also enables market women 
to share their life experiences which are captured by different media houses. 

•	 The market women project was introduced in Iganga and Busia district hence the project is growing 
to other regions

•	 IST staff and market women conducted a benchmarking visit to Rwanda to learn from the successes, 
share lessons and challenges of the online sales application of the ‘Buy from Women” initiative. 

•	 IST mentored a total number of 200 Market Women Entrepreneurs during the second cohort. They 
went through a consolidated knowledge and skills training for market women in business management 
and leadership. The women are practically grouped to support each other to understand better.

•	 The Market Women Entrepreneurs joined saving groups that were formed in the first cohort hence 
increasing the savings pool where the money is borrowed to boost businesses.

Summary of 
Achievements 1,275 5,000

Beneficiaries IST directly 
reached.

Women to utilize the 
Market Application
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•	 IST trained 153 market women on how to form a cooperative. This helped the women to organize 
themselves and present their issues in a better format.  The co-operatives formed have empowered 
the market women both politically and economically; they participate in decision-making exercises 
since they occupy leadership positions in the co-operatives they formulate policies governing the 
co-operatives and take lead in ensuring that that the co-operatives are successfully registered.  The 
credit co-operatives have also enabled the women to access business loans which attract low-
interest rates and this that has supported them to grow their businesses.

•	 IST trained 89 market leaders on Human Rights, gender-responsive leadership and effective 
communication. The knowledge gained has enabled leaders to become mindful of their language 
while addressing Market Women Entrepreneurs which in the past was very demeaning. They are 
aware of the rights of women and handle issues in a manner that upholds women’s dignity.  

•	 A baseline study was conducted on December 2018 in Kalerwe and Nakawa markets in Kampala, 
and the main markets in Iganga and Busia. The objective of the study was to provide information 
on the specific needs of women in leadership and the violation of women’s rights.  

•	 Different media platforms have been used to give visibility to issues affecting Market Women 
Entrepreneurs and their contribution to the economy. This media exposure has not only given 
confidence to the Market Women Entrepreneurs to speak out on the issues affecting them but has 
also enabled customers and other stakeholders to understand the role they play in supporting the 
Market Women Entrepreneurs.

Such as
http://nilepost.co.ug/2018/11/19/meet-atukwasa-determined-to-uplift-lives-of-urban-poor-
through-a-phone-app/
http://www.newvision.co.ug/new_vision/news/1489613/app-linking-market-vendors-  
customers-developed
https://www.eyewitnessug.com/2018/11/16/news-app-linking-market-women-to-broader-
markets/

•	 IST conducted an end of project evaluation activity for the UN women project on access to markets 
by market women The evaluation exercise established successes of implementing the project which 
includes; 

272 153200 89
Stakeholders who 

participated
Trained market women 

on cooperative formation
Mentored Market 

Women Entrepreneurs
Trained market leaders 

on Human Rights
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The Detailed Sequence of 
Activities Conducted by IST in 
2018
Institute for Social Transformation aspires to instil transformational leadership, promote gender justice 
and economic empowerment with a focus on women. IST aims to transform communities and society 
in general by shifting the mindset in gender relations and power. This is achieved through knowledge 
development, fostering investment in economic production and gender justice. 

The main activities implemented in 2018;
•	 Training on business skills and financial literacy 

for market women
•	 Training on the formation of cooperatives 
•	 Mentorship sessions  
•	 Gender sensitization workshops for market 

leaders to create awareness of women’s 
rights and empower market women to take 
up leadership roles in the market. 

•	 National market women symposium which 
brought together market women to discuss 
with government officials as policymakers, local 
leaders, private sector, media, development 

partners and Civil Society Organizations. The 
national symposium was a powerful platform 
for sharing experiences, self-reflection and 
learning from successful business people. It 
brought together a total of 272 women from 
12 markets across 10 districts. 

Throughout the activities conducted in 2018, IST 
trained  914 people on business and leadership 
skills. These were mostly women who work 
in different markets where IST implements its 
activities. 

Figure 1 shows the numbers of beneficiaries from 
the development activities implemented in 2018.

The graph shows the number of 
participants under the different 
activities and it is clearly highlighted 
that the symposium had the biggest 
number of participants - 272, followed 
by the business financial literacy with 
200 participants, cooperative training 
153, and finally Gender sensitization at 
89.
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Gender Sensitization Meeting 
for Market Leaders 

The training attracted 89 participants 
of whom 37 were men.  A follow-
up exercise shows that although the 
ignorance about women’s rights is 
still evident, there is a visible gradual 
change with the leaders. They respect 
women and have stopped harassing 
and using abusive language to some 
extent. For example, one leader from 
Kalerwe said, “I am sorry and ashamed 
of how I treated and undermined 
women. I thought women were an 
item for men to manage and were 
not fit to sit on the decision-making 
table with men. But with the IST 
training, I feel empowered to support 
women and also ensure that they 
are part of the committee governing 
the market.” Consequently, Kalerwe 
market is represented by a woman on 
the committee as a representative of 
other women.

Previous engagements with market leaders and 
municipal and division officials revealed that 
there was the use of gender insensitive language 
towards the women. For example, statements such 
as “these women who give birth anyhow” as if the 
pregnancies occur on their own and “these women 
behave like Kony, the rebel” were witnessed during 
the dialogues. They intimidate and insult women 
with no remorse. Such undignifying statements 
belittle women hence affecting their social and 
business relationships. 
The gender sensitization training was therefore 

organized for both market leaders and market 
women in Nakawa, Kalerwe, Arua and Gulu.
The training was focused on creating gender-
responsive leaders who can demand a mechanism 
that facilitates women to participate in the creation 
and promotion of gender-responsive decisions 
in the market. IST advocated for market women 
entrepreneurs to be represented in the market 
leadership, demand for accountability, improved 
security, use of dignified language, condemn 
harassment of women and compensation for the 
loss of goods.
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Issues affecting market women such as inclusiveness in decision making, sanitation and hygiene, 
multiple tax dues, difficulty in accessing markets and their contribution to the development of the 
economy have been voiced to the general public through different media platforms. These include radio 
stations TV stations, newspapers and social media which have given visibility to MWE and thus causing 
public debate.  The MWE confidently speak out on the issues affecting them and this has attracted both 
customers and other stakeholders to understand the need to support the MWE. 

Below are the links to some of the discussions that 
have been covered in the media.
http://nilepost.co.ug/2018/11/19/meet-atukwasa-determined-to-uplift-lives-of-urban-poor-
through-a-phone-app/

http://www.newvision.co.ug/new_vision/news/1489613/app-linking-market-vendors-customers-
developed

https://www.eyewitnessug.com/2018/11/16/news-app-linking-market-women-to-broader-markets/
htt://youtu.be/V6Ut_zZVRG8

Media Engagements
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The 2nd National Market Women Entrepreneurs 
Symposium took place on November 2018 at 
UMA Conference Hall in Nakawa-Kampala, 
under the theme, “Market Women Harnessing 
Opportunities for Business Growth”. The event 
brought together 272 people who included 
representatives of market women and leaders, 
market authorities, Ministry of Local Government, 
Ministry of Trade and Cooperatives, city and 
municipal authorities,  financial institutions, media, 
private sector, development partners and Civil 
Society Organizations (CSOs). The symposium 
enabled market women entrepreneurs, with 
experts and stakeholders to discuss,  share and 

reflect on the achievements, successes, challenges 
and gaps influencing leadership and business 
growth. .The symposium highlighted; the 
necessity and urgency of harnessing the emerging 
opportunities in the markets and address the 
different challenges in order to ensure that women 
obtain  access to markets., are commendation to 
embrace technology for market access was also 
fronted and embraced, market women learnt 
and benefited a lot from the diverse skills shared 
by the audience. They learnt about available 
opportunities to improve their business and how 
to work together to address common challenges 
they face while doing their work.

National Market Women 
Symposium

Picture 2: A section of market women, UN Women representative-Martin Ninsiima and government representatives(Joshua Mutambi) at the market women’s 
entrepreneurship symposium.
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Training on business skills 
and financial literacy 

The training introduced market women to new 
business skills beyond the stall. They were taught 
how to increase savings, build a customer base, 
keep records, food hygiene and marketing. As a 
result, the women entrepreneurs have improved 
the display of their merchandise, value addition 
and have diversified their businesses. The training 
was conducted in the four markets of Kalerwe, 

Nakawa, Gulu main market and Cerealeno. A total 
of 200 market women were trained on business 
skills management and mentorship programme. 

Following the training, the majority of market 
women were optimistic about the growth of their 
business and financial stability.

Thematic Area 2: Women 
Economic Empowerment

Figure 4: 
A woman 

Entrepreneur 
in Gulu Main 

Market sharing 
her testimony 

during the Business 
training held at For 

You Restaurant
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The training helped many women realize the mistakes that often led to loses and collapse 
of their business.

“I have learnt that I have to own multiple sources of income to survive financially,  ” a representative 
from  Kalerwe market. “I have learnt that  I must avoid the habits of the poor and borrow the 
ways of the rich to become wealthy., For example, I must avoid talking about my problems but 
only present business ideas.” A representative from Nakawa market. I have gained knowledge 
on how to manage my savings. For example through the purchase of assets that can be used to 
increase my income. I will monitor and cut down my expenses. A representative from cerealeno 
market.

“The information I have gained from this training will make a difference in my life. I will start 
by making strategic partnerships/useful friends. I was challenged when the facilitator asked 
us to check out in our phones and confirm if we had anyone who could bail us of one million 
on the spot. I checked and couldn’t find one.” A representative from Nakawa market. “I have 
learnt that my business is not dependent on  my availability, it should be able to run if other 
people are employed and use some time to  attend training like these.”A representative from 
Gulu main market.

Some of the Testimonies from the Beneficiaries...
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Formation of cooperative training was conducted in 5 markets of Nakawa and Kalerwe in Kampala, 
Gulu main and Cerealeno in Gulu district and Arua main market in Arua. It attracted a total number of 
209 market women; Nakawa, 37, Kalerwe, 43, Gulu main, 49, Cerealeno, 40 and 40 from Arua. 

The Objective of the Training was; 
•	 To promote and improve on women’s participation in competitive business through seeking a wider 

market with quality and adequate quantity of Agro-products 
•	 To work together through the formation of cooperatives and be able to pool resources and skills 

together to enhance their competitiveness

Throughout the training, the market women appreciated the formation of cooperatives as a business 
model which enhances inclusion and reduces individual risks. They came up with action plans to form 
new saving groups and strengthen those that exist which will eventually lead to the formation of a 
cooperative or form one that is parallel to the saving groups. As a result of this training, the MWEs in 
Kalerwe and Nakawa markets 
have registered a credit 
co-operative. To further 
improve on their skills and 
increase their knowledge 
on cooperatives, IST in 
partnership with WE EFFECT 
supported two market 
women from Nakawa market 
and two staff members 
to participate in the Co-
operative leadership training 
in Kigumba Co-operative 
College. The women are now 
knowledgeable and have 
become resource persons 
who are called upon by IST 
to train their colleagues on 
co-operative formation. Picture5: Maureen Wagubi and a group of market women during training in Kalerwe 

in July 2018

Formation of 
Cooperatives Training  
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Creating awareness of the prevention of GBV 
among the market women was aimed at enabling 
market women to understand their leadership 
roles and strengthen their participation in market 
activities.
During one of the training, participants raised that 

men had neglected their responsibilities because 
they think that women working in the market 
have more money and so they end up leaving 
the burden on women. They acknowledged 
that dependency on men has affected women’s 
businesses and developments.

For IST, this kind of awareness indicated that women appreciated 
that GBV directly affects the economic position of women, 
therefore, prevention of violence is an economic empowerment 
process for women.

Gender-Based Violence 
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IST conducted mentorship sessions for market 
women in Nakawa and Kalerwe in Kampala; Gulu 
main market and Cere Aleno in Gulu as part of 
skills development for economic empowerment. 
A total of 200 market women benefited from the 
sessions which focused on the use of e-marketing. 
IST chose to focus on e-marketing because of 
the current trends in the use of ICT in business 
development. The mentorship was about sharing 
the benefits of using apps to conduct business 
and changing mindsets on the use and adoption 
of modern technology for customer service and 
market access. Today, the business environment 
is rapidly changing from the traditional consumer-
needs model whereby consumer behaviour is 

governed by the need to satisfy basic and learned 
needs to modern business-driven approach, which 
involves effective sales communication, customer 
care service, branding and flexible delivery. 
ICT is therefore relevant for adjusting business 
operations to meet the modern trends to boost 
competitiveness and serve the various customer. 

The online sales App was launched on 31st 
December 2019, it brought together 65 
stakeholders who included market women 
entrepreneurs, market leaders, consultants, 
development partners, media, Board members 
and members of staff from IST.

Mentorship for 
Market Women

Consumer behaviour is governed by the need 
to satisfy basic and learned needs...
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IST launched the online sale’s application on 31st 
December 2018. In attendance were UN Women 
representatives who funded the whole process, 
market leaders and women entrepreneurs. The 
Application was launched by the IST Board 
Chairperson who encouraged the market women 
to embrace technology and use the App to 
increase their sales and also called upon the 
Ugandan community to support the app. The Apps 
sustainability was foreseen because the majorities 
of women in Uganda are in the business sector and 
since 432 women entrepreneurs have undergone 
training with IST, then the app should be able to 
serve and benefit thousands of people.
 IST interviewed some of the market women about 
the sales app and they had this to say;

•	 Nanyonjo Goretti, from Bivamuntuuyo market 
in Kalerwe, Kampala is one of the 2 women 
entrepreneurs who went to Rwanda for an 
exposure learning visit on the online 
sales application. We expect to increase 
our sales by eliminating middlemen 
who often lure customers, The app will 
enable us to learn how to use a mobile 
phone for business other than receiving 
calls. It will also help the market women 
entrepreneurs to unite and cooperate 
for a common goal of growing their 
businesses together.

‘‘First and foremost the app will help us 
increase our daily sales and incomes because 
we shall no longer wait for the come in 

customers. Nakawa market visited by many 
customers from different places. This app will help 
to connect us with customers from far places’’ 
Catherine Nanzige from Nakawa market. 
The app will strengthen record-keeping skills 
among women entrepreneurs and this will be part 
of their daily activity.  I appreciate the fact that 
I am going to be among the team they will call 
upon to testify and demonstrate how the App 
works and it’s benefits. 

‘‘I got an opportunity to visit Rwanda and what I 
learnt is that people in Kigali practice hygiene and 
sanitation not only at the personal level but also in 
public places.  I call upon women to improve on 
personal hygiene, around their stalls in the markets 
and the products they sell. She called upon the 
government to make and enforce policies that 
help the public to practise good sanitation for the 
country just like Rwanda does.

The Launch of the Online 
Sales Application

Picture 5: some of the women at an e-sales mentorship workshop
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IST engaged in several activities geared towards 
institutional development and sustainability. 
Among the key activities were a review of human 
resource and financial policies; 

re-focusing the Strategic Plan, which will serve from 
2019 to 2023. 

Some capacity building training was also conducted; 
communications results-oriented outcomes and 
website training.

Institutional 
Sustainability



19

•	 Lack of smartphones: Most of the Market Women Entrepreneurs lack 
smartphones which are compatible with the 4G network and those who 
own one do not know how to operate it. This affects the effective use of 
the online sales app. The integration of the mobile money services within 
the application has delayed due to the unforeseen high costs and legal 
checks that need to be established before the App can start because it 
involves the exchange of money. 

•	 Publicity gaps: The entire community in Kampala is not fully aware of 
the existing online sales application and how they can access it because 
not all markets in Kampala are covered.

•	 Lack of sufficient funds: There is an overwhelming need for the market 
women project to be rolled out in other regions of the country but due 
to funding challenges, it is not possible.

•	 Saving gaps: The market women credit co-operatives that were formed 
don’t have reasonable finances to push their agenda of giving loans to 
grow their businesses.

•	 Weak laws and policies on Human rights: Most market leaders are 
either ignorant or reluctant to promote women’s right which affects the 
progress of any organization.

Organizational 
Challenges
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•	 There is a need to publicize the on-line sales App so 
that a wider market base is created for women to make 
reasonable sales that will lead to bigger profit returns. 
IST also needs to roll out the online sales app to other 
markets for balance so that at least each division of 
Kampala has two markets on the App.

•	 The training should be scheduled on convenient days 
for the market women so that their businesses are not 
compromised.

•	 IST should strengthen its practical implementation 
strategies in the present markets to ensure that there is 
effectiveness, sustainability and growth.

•	 Furthermore, IST should complement its donor funding 
by collaborating and engaging with government and 
private sector to provide soft loans to the existing co-
operatives to help market women access reasonable 
funds at low-interest rates.

•	 To make better use of the online sales application, 
smartphones should be provided on loan for the market 
women. 

•	 IST should continue to conduct human rights 
sensitization meetings among the market leaders in the 
new markets of operation to create balance.

Recommendations
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•	 IST can use the online sales application to advertise 
its services such as consultancy, upcoming events or 
training for transformation methodologies on the 
platform to the community.

•	 There is a need for IST to graduate all women who 
have completed capacity building phases so that they 
can become Trainers of Trainees and give support to 
their peers. This will build a group of change agents 
who will push transformation sustainably.

•	 IST needs to partner with other like-minded 
organization that working with market women 
nationally and internationally to create a big 
movement that pushes for the agenda of market 
women.

•	 Engaging with different stakeholders and the 
media promotes visibility and recognition of the 
contributions of the market entrepreneurs thus 
enabling the government to out their issues into 
consideration.

•	 The increasing rate of the use of mobile phones 
in Uganda offers many opportunities for women 
entrepreneurs to grow and expand their businesses 
and co-operatives through the use of technology.

•	 The knowledge and skills gained through the 
different pieces of training, mentorship sessions have 
led to innovation, business diversification, customer 
satisfaction and improved human relations which 
has enhanced social change. This has contributed 
to economic development which is sustainable and 
profitable for the market women thus improved 
living conditions in their families, community and 
nation at large.

Lessons Learned
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