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EXECUTIVE SUMMMARY

The project was implemented 
between 2017 - 2020 and 
it was aimed at increasing 
business proficiency of the 
Market Women Entrepreneurs, 
increase their market share and 
incomes as well as their welfare 
particularly to the majority of 
the informal Market Women 
Entrepreneurs (MWE) who are 
predominate in these markets 
that are not well regulated. The 
project was further to build the 
capacity of MWE in business 
and leadership, empower them 
economically and have a voice 
to advocate, lobby and advance 
their course. 

The overall objective of the 
project was to improve access 
to markets and increase the 
market share of the Market 
Women Entrepreneurs who 
work in the informal sector 
where employment and 
production takes place in 
unregulated and unregistered 
enterprises. The project 
outcomes were to have;

• Women Own and Manage 
small, medium and large 
businesses.

• Market women become 
more aware about their 
rights through sensitization 
about Violence Against 
Women (VAW).

The purpose of the end line 

evaluation was to assess the 
performance of the project 
against planned results as 
well as assess indications 
of impact and sustainability 
resulting from the project 
implementation. The evaluation 
generated knowledge from the 
implementation of the project 
and reflected on the challenges, 
lessons learnt and proposed 
actionable recommendations 
to inform future programming. 
The evaluation captured 
information on the key 
five areas of the project 
such as Relevancy, Impact, 
Efficiency, Effectiveness and 
Sustainability.

Both quantitative and 
qualitative methods of data 
collection methods were 
used. A mix of data collection 
methods including; secondary 
data review, key informant 
interviews (KIIs), focus group 
discussions (FGDs), individual/
beneficiaries’ questionnaire, 
success stories, as well as 
observations were used. A 
total of 240 compared to 245 
at baseline were interviewed 
in a face-to-face interview, 
three FGDs were conducted for 
women beneficiaries in each of 
the two study districts. 

Despite the COVID-19 
pandemic that disrupted 
implementation of most of 

the planned activities, the 
study findings indicate that 
the project has performed well 
in almost all areas. As earlier 
noted, the project aimed at 
changing the women mindset 
and make them believe in 
themselves, it also aimed 
at addressing barriers that 
prevent women from accessing 
market including gender-based 
violence (GBV).  
Our overall assessment is 
that the increased access to 
markets by women project was 
relevant to the women’s needs 
and in line with government 
and UN priorities. To a large 
extent the project met the 
intended objectives and 
was implemented in a cost-
effective manner. Despite the 
COVID-19 challenges that 
affected women’s businesses, 
our assessment and the voices 
from the respondents gives 
confidence that the projects 
benefits can be sustained. 
However, we may need some 
post COVID-19 interventions to 
restore hope to those women 
who lost their businesses.  

This report has been generated out of the comprehensive study about “Increased access to 
markets by market women” project, implemented by the Institute for Social Transformation (IST) 
among market women that was carried out in December 2020 in the six markets; three market in 
Kampala Capital City Authority (KCCA); Kalerwe, Nakawa and Ntinda markets; and three markets in 
Gulu district; Gulu main market, Lacor market and Cerealeno market.   The goal of the project was; 
“Market Women Entrepreneurs profitability and sustainably manage their businesses by 2020.
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EXECUTIVE SUMMMARY INTRODUCTION AND 
BACKGROUND

This report has been generated out of the comprehensive study about “Increased access to 
markets by market women” project, implemented by the Institute for Social Transformation (IST) 
among market women that was carried out in December 2020 in the six markets; three market in 
Kampala Capital City Authority (KCCA); Kalerwe, Nakawa and Ntinda markets; and three markets in 
Gulu district; Gulu main market, Lacor market and Cerealeno market.  The goal of the project was; 
“Market Women Entrepreneurs profitability and sustainably manage their businesses by 2020”.

The report is presented in Four sections; Section one is introduction and background; section two is 
approach and Methodology; section three presents the findings and discussions; and section four 
presents conclusions and recommendations.

1.1 Background to the 
Project

The Institute for Social 
Transformation (IST) is a non-
governmental organization 
that promotes a more just 
and inclusive approach to 
development in Eastern 
Africa. The organization was 
registered with the Uganda 
NGO Board in 2006. IST’s 
thematic focus areas are 
transformational leadership 
and learning, gender relations 
and Economic empowerment. 
The Institute conducts training 
of individuals, institutions, and 
communities to enable them 
to initiate, and sustain change 
processes. Local knowledge 
and experience on the root 
causes of poverty, gender 
inequality and poor leadership 
play a key role in providing 
information on actions to be 
undertaken. 

Since 2015 the Institute for 
Social Transformation (IST) has 
been implementing projects 
with market women in Gulu, 
Arua and KCCA. In 2017 UN 
Women awarded a grant to IST 
to implement a market women 
project titled: “Increased access 

to markets by market women” 
implemented in six markets; 
three markets in Kampala 
district; Kalerwe, Nakawa and 
Ntinda markets; and three 
markets in Gulu district; Gulu 
main market, Lacor market and 
Cerealeno market. 

The project aimed at increasing 
business proficiency of the 
Market Women Entrepreneurs, 
increase their market share and 
incomes as well as their welfare 
particularly to the majority of 
the informal Market Women 
Entrepreneurs (MWE) who are 
predominate in these markets 
that are not well regulated. The 
project was further to build the 
capacity of MWE in business 
and leadership to empower 
them economically and have 
a voice to advocate, lobby and 
advance their course. 

1.2 The project 
objective:

The overall objective of the 
project was to improve access 
to markets and increase the 
market share of the Market 
Women Entrepreneurs who 
work in the informal sector 
where employment and 

production take place in 
unregulated and unregistered 
enterprises. The project 
outcomes were;

• Women Own and Manage 
small, medium and large 
businesses.

• Market women become 
more aware about their 
rights through sensitization 
about Violence Against 
Women (VAW).

1.3 The purpose of 
the End of Project 
Evaluation

The evaluation assessed the 
performance of the project 
againstplanned results. It 
generated knowledge from the 
implementation of the project 
andreflected on the challenges; 
lessons learnt and proposed 
actionablerecommendations 
to inform future programming.
The evaluation captured 
information on the key five 
areas ofthe project such 
as Relevancy, Impact, 
Efficiency, Effectiveness 
andSustainability.

1
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The evaluation sought to address two key major 
objectives, 

1. Examine the extent to which the project 
achieved the set objectives and expected 
outcomes as defined in the project log 
frame. This focused on: 

Assessing the effectiveness, 
appropriateness and relevancy of the 
project interventions in the given context 
of the project (Was the program relevant? 
How effective is it? Was the method of 
programme delivery the most appropriate 
and effective? How could it be improved? 
Did the programme add any value to the 
economic rights situation in the programme 
area and in the country? What are some of 
the intended and unintended outcomes and 
how do they affect the programme?)
Assessing the project delivery 
implementation approach for efficiency 
(How efficient was the project? Was the 
method of delivery the most appropriate 
and efficient?
Assessing the extent to which the 
anticipated overall objectives and project 
results were achieved in quantitative and 
qualitative terms.
Identifying and documenting lessons 
learned and good practices; areas of 
improvement and recommendations to 
mitigate identified challenges for future 
programming (Identify key lessons, stories 
of change and examples of good practice).
Propose future areas of intervention for 
continuation of the project (with practical 
recommendations for follow-up actions 
with reference to future programming)
Assess sustainability of the project (assess 
the probability of continued long-term 
benefits)

2. Examine how the project was positioned 
to contribute to achieving the overall goal 
of UN Women’s strategy on women’s 
Economic Empowerment.  More precisely, 
the evaluation should assess indications 
of the project contributing to achieving 
long-term change in the thematic area of 
income security, decent work and economic 
autonomy.

1.4 The Scope and Focus of the 

Evaluation

The End of Project Evaluation assessed the 
effectiveness of the implementation and the 
results including; implementation processes, 
financing roles and responsibilities, coordination, 
partnership arrangements, replication and 
sustainability of the project. 

The evaluation process included review of 
the project design and assumption made 
at the beginning of the project development 
process, project management including the 
implementation strategies; project activities; 
the extent to which the project results were 
achieved; partnerships established and how the 
cross-cutting issues of mainstreaming gender, 
human rights were addressed.

1.5 The Evaluation Questions

The following key questions guided the end of 
the project of evaluation:

1. Relevance (Project Design and focus of the 
project)

• To what extent were the results (impacts, 
outcome and outputs) achieved?

• Were the inputs and strategies identified, 
realistic, appropriate and adequate to 
achieve the           results?

• Was the project relevant to the identified 
needs?

• 
2. Effectiveness (The management processes 

and their appropriateness in supporting 
project implementation)

• Was the project effective in delivering 
planned results

• To what extent did the project’s M&E 
mechanism contribute to meeting the 
project results?

• How effective were the strategies and tools 
used in the implementation of the project?

• How effective has been the project in 
responding to the needs of the beneficiaries, 
and what results were achieved?

• What are future intervention strategies and 
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issues?

3. Efficiency (of project implementation)
• Was the process of achieving results 

efficiently? Specifically, did the actual or 
expected results (outputs and outcomes) 
justify the cost incurred? Were the resources 
effectively utilized?

• What factors contributed to implementation 
efficiency?

• How efficient were the management and 
accountability structures of the project?

• How did the project financial management 
processes and procedures affect project 
implementation?

• What are the strengths, weaknesses, 
opportunities and threats of the project 
implementation process?

4. Sustainability
• To what extent are the benefits of the project 

likely to be sustained after the completion 
of this project?

• What is the likelihood of continuation and 
sustainability of project outcomes and 
benefits after completion of the project?

• What are the key factors that will require 
attention to improve prospects of 
sustainability of project outcomes and the 
potential of replication of the approach?

1.6 Rationale and purpose of the 
study

According to the 2014 Population and Housing 
Census, women in Uganda form 53% of the 
labour force and are primarily engaged in micro, 
small and medium enterprises. Market vending 
employs up to 90% of Uganda’s urban population, 
and women vendors form the majority within 
these markets. Despite market women’s large 
numbers, they face more challenges than men in 
starting, managing and growing their enterprises 
as they are more likely to be impeded by 
insufficient capacities, skills and resources, legal 
impediments, discriminatory cultural norms and 
attitudes, mobility challenges, and the unequal 

demands of domestic responsibilities. While the 
Government of Uganda (GOU) has made notable 
efforts to support women’s entrepreneurship, 
this is yet to translate into concrete change for 
many women market vendors.

Market women vendor’s situation and their 
market access is further challenged by their 
experiences of gender-based violence (GBV). 
The unequal power relations between men 
and women, the marginalization of women 
in society, their susceptibility to domestic 
violence and sexual assault among other 
vulnerabilities continue to put women vendors 
at a disadvantage. A report of the Uganda police 
crime report (2017) places GBV as the second 
threat to the wellbeing of Ugandans after 
terrorism, there was a registered increase of 
2,193 in 2017 to 15,325 compared with 13,132 
in 2016. GBV was reported at 58% in northern 
Uganda, 60% in Karamoja, 56% in western 
Uganda, 24% in central Uganda, 54% among 
internally displaced people, 41% in Kampala 
region and 74% in eastern Uganda. 

Uganda has sound laws and policies, such 
as the Domestic Violence Act 2010 and its 
regulations 2011; the Prohibition of Female 
Genital Mutilation Act 2010 and its regulations 
2011; the Guidelines for the Establishment and 
Management of GBV shelters 2013; the National 
Referral Pathway Guide for Prevention and 
Response to Gender Based Violence Cases in 
Uganda 2013; the Employment Act 2006 and 
Sexual Harassment Regulations 2012. However, 
despite these and other efforts, the challenge of 
tackling GBV - within and outside the market- 
persists. 

This evaluation builds on the formative research 
that was conducted before the commencement 
of the project and seeks to assess and understand 
the current situation of market womenvendor’s 
market access as well as the precise nature 
and extent of violence experienced by market 
women in the study markets in Gulu district and 
Kampala Capital City Authority.
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2.1 Approach

The approach was guided by the following 
principles: (a) adopting a participatory 
consultative approach in order to allow active 
participation of all key stakeholders;and (b) 
ensuring a user-friendly environment for the 
various respondents to freely express what they 
feel, think, know and do not know about the 
issues/questions raised to them. The approach 
and tools used were as much as possible 
matched with those used at baseline for easy 
comparison of the findings. We also adopted the 
market access model below used at baseline.

Both quantitative and qualitative methods of 
data collection methods were used. A mix of 
data collection methods including;secondary 
data review, key informant interviews (KIIs), 
focus group discussions (FGDs), individual/
beneficiaries’ questionnaire, success stories, as 
well as observationswere used. 

2.2 Data Collection Methods

Primary and secondary data for the evaluation 
was gathered through desk reviews, 
consultative meetings, KIIs, FGDs, individual 
questionnaires for sampled beneficiaries, case 
study documentation, observations,validation 
and feedback workshop.

2.2.1 Secondary Data Review
A detailed review of the following documents 
was also conducted: project documents, M&E 
framework, project Theory of Change, project 
baseline report, project progress reports, 
project financial reports,Annual work-plans and 
budgets.

2.2.2 Key Informant Interviews (KIIs)
KIIs were identified in consultation with 
IST project officers and included among 
key stakeholders;IST staff, National and 
DistrictOfficers (MGLSD, Commercial officers, 
Gender officer, Police, LCs, CDOs, etc), Market 

leaders etc. A full list of KIIs is 
attached. A KII guide was used 
to gather in-depth information 
from the respondents.

Discussion with Chairperson 
Gulu main market

2.2.3 Focus Group 
Discussions
A total of 6, one FGD permarket 
each comprised of 8 –12 
members were conducted among 
the targeted beneficiaries while 
observing social distancing and 
other MoH COVID-19 preventive 
guidelines. The purpose of 
FGDs were to establish in-depth 
information about perceptions of 
project benefits and limitations. 

APPROACH AND 
METHODOLOGY2

This section describes the approach used, sampling procedure and data management processes.
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2.2.4 Individual Questionnaire Survey
This was conducted to establish changes that 
may have occurred at the individual, group and 
market level as a result of project interventions. 
For consistency, we adopted but rephrasedthe 
same survey tool as was used at the baseline 
to allow for comparison of performance using a 
structured questionnaire.

2.2.5 Observations
A brief observation checklist was designed to 
guide the observatory activities on aspects 
that can be observed such stock, working 
environment etc.

2.3 Sample Design and Study area

A multi-stage and purposive sampling 
procedure to generate a representative sample 
of respondents was used. The first stage of the 
multi-stage and purposive sampling procedure 
involved generating a list of all women and girls 
in each study market which informed the primary 
sampling frame from which the respondents 

were selected for the study for the face-to-face 
interviews and FGDs. 

2.3.1 Sample Size Determination
In line with the sample size used at baseline 
survey, the consultants sampled 40 respondents 
making a total of 240 respondents(the baseline 
had 245 respondents) for individual interviews.  
These were randomly selected from the lists of 
beneficiaries

2.4 Data Management and Analysis
Six research assistants were brought onboard 
three to cover Kampala markets and three to 

cover Gulu markets and each market 
had a research supervisor.

2.4.1 Data Entry and Analysis
Quantitative data: 
Quantitative data was entered into 
Ms. Access software which has 
inbuilt checks. The data was exported 
to SPSS software for analysis. Where 
applicable, graphs, and tables were 
generated using Ms Excel software. 
An analysis plan was formulated to 
guide the consultants for utilization 
of the data that had been collected in 
writing up a report.  

Qualitative data: 
Data from KIIs wereanalyzed using thematic 
data analysis techniques. 

2.4.2 Data Quality Assurance Plan
Data quality was maintained throughout the 
process through: (a) Use of reliable sources of 
information and cross-referencing with other 
credible sources; (b) The design and use of the 
effective data collection tools and methods for 
analysis (c) Inbuilt data quality check in the 
databases for data entry (d) rigorous training 
of the research team to ensure that they are 
fully conversant with the use of tools; (e) and 
reviewing the data collection tools based on the 
results of the pretest; 

2.5 Report Writing

The draft report was presented to the client 
for input and comments on the report were 
incorporated into the final draft evaluation report 
to come up with a final report. 

A focus group discussion meeting for 
Cereleno market, Gulu district

APPROACH AND 
METHODOLOGY
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This section presents and discusses the findings from the beneficiaries’ surveys, key informant 
and focus group discussions.  A detailed analysis summary report is attached and a few highlights 
were extracted for presentation and discussion of the report and the results were compared with 
those at baseline where applicable.

3.1 Demographics

Majority (64.9%) of the women beneficiary respondents were of age group 31 to 50 years, slightly 
more than half (53.4%) hadcompleted primary leveland 43.6 were married.  Figure 1 gives a 
comparison between the baseline and End of project evaluation (EOPE) findings.

3.2 Economic characteristics

Majority of the respondents (84.5%) had worked in the markets for three years or more, 92.5% 
operated their own businesses compare to 91% at baseline. Three quarters started business to 
get financial independence (76.9%) compared to 39% at baseline and support on family expenses 
(74.4%) compared to 16% at baseline. Table 2 gives detailed performance for each market.

Figure 1 : Comparison between baseline and EOPE findings for age group and marital status (%)

FINDINGS3
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FINDINGS

Sixty percent of the women started their businesses with their own savings, 46.0% started with less 
than UGX 100,000, less than 3% of the respondents started with one million or more. Table 3 gives 
full details per market.

Table 1: Time worked in market, motivation to work and business ownership (%)

Table 2: Source of capital and startup capital to start business

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Time worked in the market

0-6 months 2.8 5.7 0.0 0.0 0.0 0.0 1.3
6-12 months 2.8 0.0 2.3 2.2 2.6 0.0 1.7

1-2 years 8.3 17.1 22.7 6.7 5.1 15.2 12.5
3 years and above 86.1 77.1 75.0 91.1 92.3 84.8 84.5
Motivation to work in the market (Multiple response)

Get financial 
independence 67.6 75.0 74.5 71.1 87.5 86.5 76.9

Support on family 
expenses 78.4 69.4 68.1 91.1 77.5 59.5 74.4

Failed to get a job 
somewhere 16.2 16.7 8.5 13.3 7.5 5.4 11.2

Lost my husband 13.5 13.9 10.6 6.7 0.0 2.7 7.9
Other (buy land) 10.8 8.3 0.0 17.8 0.0 0.0 6.2

Business ownership

Own business 89.2 94.4 100.0 97.7 90.0 83.8 92.9
Working for 

someone 2.7 2.8 0.0 0.0 5.0 8.1 2.9

Family business 8.1 2.8 0.0 2.3 2.5 2.7 2.9
Joint venture 0.0 0.0 0.0 0.0 2.5 5.4 1.3

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Source of capital (multiple response)

Own Savings 48.6 41.7 55.3 68.9 72.5 70.3 59.9
Husband/partner 21.6 27.8 6.4 6.7 10.0 2.7 12.0

Sold some property 8.1 5.6 10.6 13.3 7.5 10.8 9.5
Borrowed from 
SACCO/VSLA 5.4 16.7 2.1 4.4 2.5 5.4 5.8

Borrowed from a 
friend 10.8 2.8 10.6 0.0 2.5 8.1 5.8

Parents 0.0 16.7 4.3 4.4 5.0 0.0 5.0
Startup capital

Less than 100,000 38.9 20.0 51.1 59.1 51.3 50.0 46.0
100,001-200,000 78.4 69.4 68.1 91.1 77.5 59.5 74.4
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200,001-500,000 16.7 17.1 12.8 9.1 20.5 5.9 13.6
500,001-1,000,000 8.3 14.3 4.3 2.3 2.6 2.9 5.5

1,000,001-2,000,000 2.8 0.0 0.0 0.0 2.6 2.9 1.3
2,000,001-5,000,000 2.8 0.0 0.0 0.0 0.0 0.0 0.4
5,000,000 and above 0.0 0.0 0.0 0.0 0.0 5.9 0.9

Majority (76.6%) of the respondents had 
dependents, this may also explain the reason 
why 74.4% said that they started business to 
support their families. Sixty eight percent of 
the respondents did not keep records of their 
business transactions, 96.9% had attended 
any training in business compared to 32% 
at baseline, only 16.2 percent paid for the 

training. The areas of training included record 
keeping (66.5), savings (71.6%) and customer 
relationship (71.6%), using ICT for business 
was mainly trained in Kampala markets. All the 
respondents in Kampala markets had attended 
at least one training. Table 4 gives full analysis 
per market. 

More than half (52.1%) of the respondents 
compared to 29% at baseline were not aware 
about the government economic empowerment 
programs, the situation was worse in 
Kampala with almost more three quarter of 
the respondents not aware of the government 
economic empowerment programs, only 3.4 
percent of the respondents have ever benefited 
from any government empowerment program.

This is likely to affect sustainability of IST 
interventions since programs support members 
with capital and training in business skills. 
Majority (91.9%) compared to 64% at baseline 
belonged to at least one savings group.This 
is good for sustainability since these groups 
support and keep encouraging each other. Table 
5 gives full analysis of these areas per market.

Table 3: Dependents, business record keeping and training in business skills

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Number of dependents

None 33.3 34.4 0.0 0.0 0.0 0.0 1.3
1-2 46.7 43.8 2.3 2.2 2.6 0.0 1.7
3-4 16.7 21.9 45.2 22.2 63.2 40.6 36.8

5 and above 3.3 0.0 0.0 0.0 0.0 0.0 0.5
Keeps records of business transactions

Yes 48.6 74.3% 72.3 51.1 84.6 84.4 68.5

Has ever attended any training in business skills

Yes 97.3 96.9 100.0 86.5 100.0 100.0 96.9
Paid for the training

Yes 27.6 26.9 0.0 64.0 0.0 2.9 16.2
Training was about (multiple, n=218)

Savings 47.2 41.9 97.8 25.0 102.6 97.2 71.6
Customer 
relations 41.7 67.7 80.0 31.3 84.2 97.2 68.3

Record keeping 52.8 74.2 84.4 9.4 92.1 75.0 66.5
Using ICT for 

business 8.3 3.2 46.7 0.0 76.3 52.8 33.5
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Table 4: Government economic empowerment programs and savings group membership

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Government economic empowerment programs known

None 10.8 22.2 89.4 42.2 67.5 70.3 52.1
Emyoga fund 51.4 33.3 2.1 48.9 20.0 16.2 28.1

NUSAF 51.4 50.0 0.0 28.9 0.0 0.0 20.7
UWEP 35.1 33.3 0.0 0.0 0.0 0.0 10.3

Operation Wealth 
Creation 5.4 36.1 0.0 6.7 7.5 5.4 9.5

SAGE/ESP 10.8 19.4 0.0 20.0 0.0 2.7 8.7
YLP 0.0 13.9 0.0 0.0 0.0 0.0 2.1

Has ever benefited from any of the government empowerment programs

Yes 2.8 0.0 2.6 15.4 0.0 3.1 3.4

Number of savings groups do you belonged to

None 2.8 17.6 2.1 4.5 7.5 18.2 8.1
One 47.2 50.0 38.3 29.5 45.0 57.6 43.6

Two or more 50.0 32.4 59.6 65.9 47.5 24.2 48.3

Slightly more than half (58.2%) had a bank or 
SACCO account, the least was in Lacor market 
where only 26.7% had a bank/SACCO account, 
most of the women keep their money in banks 
(41.7%), SACCOs(33.1%) and at home (25.6). 
Fifty nine percent of the respondents have ever 
borrowed money to invest in their businesses. 
Money was mostly borrowed from VSLAs 

(34.8%), commercial banks (29%), SACCOs 
(28.3%), friends (12.3%), money lenders (7.2%) 
and mobile money (5.1%). Majority (73.9%) 
reported that the interest rates were affordable/
reasonable and only 7.4 percent reported that 
interest rates were very high. Table 6 gives full 
analysis of utilisationof services of financial 
institutions.

3.2.1  Utilisation of financial institutions services

Table 5: Utilisation of services of financial institutions

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Has a bank/SACCO account

Yes 55.6 65.7 76.6 26.7 66.7 59.5 52.1
How money is  kept/saved (multiple response)

Bank 43.2 44.4 48.9 17.8 47.5 51.4 41.7
SACCO 5.4 16.7 68.1 2.2 52.5 48.6 33.1

At home 35.1 11.1 10.6 31.1 30.0 37.8 25.6
VSLA 10.8 30.6 0.0 48.9 0.0 0.0 15.3

Assets 0.0 5.6 0.0 0.0 0.0 0.0 0.8
Other (mobile 

money) 8.1 2.8 0.0 2.2 0.0 0.0 2.1
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Has ever borrowed money to invest in your business

Yes 72.2 82.9 53.3 85.4 37.8 27.0 59.7

Comment on  the interest rates (n=124)
Affordable/
reasonable 70.0 77.3 70.0 100.0 68.2 57.9 73.6

High 15.0 13.6 20.0 0.0 27.3 36.8 19.0
Very high 15.0 9.1 10.0 0.0 4.5 5.3 7.4

3.2.2  Utilisation of money from businesses

Some of the outstanding ways women use their savings include; personal development (59.5%, 
contribute towards school fees (56.2%), contribute towards household expenses (52.1%) and saving 
for family dreams (40.9%), the rest including market specific percentages are as reflected in table 7.

3.2.3 Barriers women face when joining/starting or sustaining a business in the market

Three quarters (74.4%) of the respondents gave 
limited capital/resources as one of the major 
factors hindering women from accessing markets. 
The other factors given per market are given in 
table 8.

Table 6: How savings and income from your business are used

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Personal needs 40.5 52.8 85.1 28.9 72.5 75.7 59.5
Contribute towards 
school fees 70.3 52.8 46.8 68.9 52.5 45.9 56.2

Contribute towards 
household expenses 62.2 61.1 44.7 51.1 60.0 35.1 52.1

Saving for family 
dream (building, farm, 
car)

21.6 38.9 46.8 57.8 45.0 29.7 40.9

Saving for unforeseen 
circumstances 13.5 30.6 10.6 62.2 7.5 5.4 22.3

Invest in other 
business/side income 10.8 16.7 4.3 15.6 12.5 35.1 15.3

Other 5.4 2.8 0.0 0.0 0.0 5.4 2.1
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3.3 Gender Based 
Violence and abuse 
of women and girls 
in community and 
markets

Slightly more than half (56.3%) 
of the women compared 
to 57% at beeline reported 
ever having experience 
any form violence, with 
Gulu markets registering 
the highest percentage.  
The common forms of 
violence experienced are; 
physical(58.1%), sexual 
(69.0%), emotional (60.0%) 
and economical at (24.0%); 

43.7% experienced two or 
more types of violence, 
14.1% experienced three 
or more forms while 7.2% 
experienced all the four 
forms. Out of those who 
experienced violence, only 
51.5% managed to access 
services.  Table 9 give a 
summary for these selected 
indicators per market.

Table 7: How savings and income from your business are used

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Limited Capital/
resources 81.1 83.3 72.3 73.3 70.0 67.6 74.4

Limited knowledge/
business skills 40.5 50.0 21.3 17.8 32.5 35.1 31.8

Some men don’t allow 
women to work 5.4 11.1 34.0 24.4 12.5 13.5 17.8

Family obligations 16.2 8.3 31.9 11.1 12.5 8.1 15.3
No child care facilities 16.2 47.2 0.0 20.0 12.5 0.0 15.3
lack of security to 
access a loan 0.0 8.3 12.8 35.6 17.5 5.4 14.0

Some work isn’t 
appropriate for women 2.7 2.8 21.3 13.3 22.5 0.0 11.2

Other (language, 
thieves, debtors, few 
customer, poor roads)

18.9 16.7 4.3 2.2 10.0 2.7 8.7

Lack of confidence 8.1 13.9 8.5 2.2 10.0 0.0 7.0

Cultural barriers 8.1 0.0 2.1 8.9 2.5 0.0 3.7

High interest rates 2.7 0.0 6.4 2.2 0.0 0.0 2.1

High competition 
(selling similar 
products)

0.0 0.0 4.3 0.0 0.0 2.7 1.2
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Table 8: Experience of GBV and access to GBV services

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Ever experienced violence

Yes 77.1 67.7 44.7 57.1 47.5 50.0 56.3
No 22.9 32.3 55.3 42.9 52.5 50.0 43.7

Form of violence common in your community

Sexual 37.8 22.2 38.3 35.6 40.0 45.9 36.8
Psychological/

emotional 40.5 38.9 21.3 20.0 40.0 37.8 32.2

Physical 48.6 47.2 29.8 28.9 22.5 10.8 31.0
Economical 27.0 19.4 6.4 13.3 5.0 8.1 12.8

Number of forms of violence experienced(multiple, n=129)

One 42.4 42.6 57.8 65.9 58.1 79.5 56.3
Two 10.2 12.8 35.6 27.3 41.9 22.4 22.4

Three 20.3 44.7 6.7 6.8 0.0 0.0 14.1
Four 27.1 0.0 0.0 0.0                                            0.0 10.3 7.2

Form of violence experienced (multiple, n=129)

Sexual 51.9 38.1 85.7 66.7 84.2 100.0 69.0
Psychological/

emotional 55.6 66.7 47.6 37.5 84.2 82.4 60.5

Physical 66.7 81.0 66.7 54.2 47.4 23.5 58.1
Economical 37.0 33.3 14.3 25.0 10.5 17.6 24.0

Accessed services after violence (n=129)

Yes 78.6 60.9 40.9 55.9 14.3 18.2 51.5
No 21.4 39.1 59.1 44.1 85.7 81.8 48.5

The most reported causes of GBV include; 
cultural briefs, mistrust, poverty, alcohol/drug 
abuse, ignorance, indecent dressing, witchcraft 
as summarized in figure 2. The most affected 
women include casual laborers (40.9%), the 
uneducated women (34.3%), those who serve 
food (33.9%), and other categories as reflected 
in table 9. The perpetuators include casual 
laborers (32.6%) fellow women/girls (31.4%), 

suppliers (16.1%), market leaders (14.9%) and 
others as reflected in table 10. Majority (87.4%) 
of the women interviewed reported that there 
are dispute resolution mechanisms, all the Gulu 
districts reported 100% awareness, and the 
least was reported in Kalerwe market at 58.3% 
awareness. 6.8% of the respondents believe that 
there are rules or regulations that hinder women 
from actively participating in market affairs.
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Figure 2: Causes of GBV in community and markets

Table 9: Category of women affected by GBV, perpetuators and dispute resolution

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Category of women/girls are more vulnerable to abuse and exploitation

Causal labourers 51.4 38.9 44.7 33.3 40.0 37.8 40.9
The uneducated 

women 18.9 25.0 44.7 48.9 32.5 29.7 34.3

Those who serve 
food 29.7 8.3 57.4 24.4 37.5 40.5 33.9

The widow 18.9 13.9 17.0 22.2 10.0 24.3 17.8
Other 5.4 13.9 0.0 0.0 0.0 0.0 2.9

Perpetuators of these abuse and exploitation of women/girls within the market (multiple)

Causal labourers 18.9 11.1 63.8 6.7 47.5 43.2 32.6
Fellow women/

girls 51.4 52.8 19.1 46.7 10.0 10.8 31.4

Suppliers 2.7 2.8 17.0 0.0 45.0 29.7 16.1
Market leaders 24.3 16.7 8.5 24.4 7.5 8.1 14.9
Others (men) 0.0 2.8 4.3 2.2 25.0 29.7 10.3
Government 

officials 10.8 5.6 2.1 24.4 2.5 5.4 8.7

 Customers 8.1 5.6 6.4 8.9 2.5 0.0 5.4
0.0 0.0 0.0 2.2 2.5 2.7 1.2

Market has a dispute resolution mechanism

Yes 100.0 100.0 58.3 100.0 82.1% 80.8 87.4
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Perceptions on Women Rights and Violations

There has been a registered improvement in the women perceptions about the issues affecting 
their rights as reflected in table 11. A significant shift in thinking (31% at baseline to 72.2% at EOPE) 
was registered for the belief that one day women and men will be valued as equal.

Table 10: Perceptions on Women Rights and Violations

Issue Baseline EOPE
If a man only makes important decision after consulting with wife 
would his friends disrespect him? 23% 12.3%

Does keeping quiet about gender-based violence against women 
bring respect to your family within the community 35% 13.5%

Are women sometimes to blame for violence against them 69% 53.7%
Should women tolerate violence in order to keep their families 
together and be respected by husbands 33% 22.3%

Do you think that one day women and men will be valued as much 
to each other 31% 72.2%

Do you believe that a wife should never question her husband? 17% 10.3%
Does a husband have the right to physically punish his wife for any 
reason? 15% 12.5%

Is it common for people to blame women or girls for sexual violence 
when this happens? 31% 60.1%

When a husband insists on sex from his wife, does she have the 
right to refuse? 73% 84.2%

If she refuses and he forces her to have sex, is that rape? 71% 84.8%

3.4 Analysis of the Project findings 
using OECD/DAC Evaluation Criteria

This section presents findings according to the 
Organisation for Economic Co-operation and 
Development (OECD) Development Assistance 
Committee (DAC) first laid out the evaluation 
criteria (relevance, effectiveness, efficiency, 
impact and sustainability) 

3.4.1 Relevance of the project

This was a relevant project and in line with the 
government of Uganda’s goals and objectives. 
The project objectives are aligned to key National 
and International development frameworks 
such as the 1995 Uganda constitution, the 
Sustainable Development Goals (SDGs), the 
National Development Plan III, the Vision 2040, 
the Uganda Gender Policy (2007) and the 
National Strategy for Gender Based Violence   and 

others. The Goal of NDP III is to have increased 
household incomes and improved quality of lives 
of Ugandans. This project contributes to 8 out of 
the 17 SDGs (1 “no Poverty”, 2 “Zero Hunger”, 
3 “Good Health and Wellbeing”,” 4 “Quality 
Education”, 5 “Gender Equality”, 8 “Decent work 
and Sanitation”, 10 “Reduced inequality”, 16 
“Peace Justice and Strong Institutions

According to the 2014 Population and Housing 
Census, women in Uganda form 53% of the 
labour force and are primarily engaged in 
micro, small and medium enterprises. Market 
vending employs up to 90% of Uganda’s 
urban population, and women vendors form 
the majority within these markets. Therefore, 
the goal of the project which was to ensure 
“Market Women Entrepreneurs profitability and 
sustainably manage their businesses by 2020” 
makes this project a relevant one.
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Economic empowerment of market women  vendors 

Table 11: Performance based on log frame indicator

Outcome Indicator Baseline EOPE % shift Comments

Outcome 1.  Women 
Business Enterprises 
(WBEs) have increased 
access to financing and 
markets (including public 
and private procurement)

% of target market 
women who have 
accessed a business 
loan over the previous 
twelve months

TBC 59.7%

Total value of sales 
made over the previous 
twelve months by the 
target market women

TBC 4,073,950
Average 
annual 
income

% of target market 
women who keep 
books of accounts

TBC 68.5%

% of target market 
women who are part 
of an active savings 
scheme

60% 91.9% 31.9%

# of target market 
women who hold a 
position, or participate 
in decision-makingin 
any of the various 
market leadership 
structures or 
processes

TBC 25.5%

% of women who 
attended any training 
in business skills

32% 96.9% 64.9%

% of women who 
report improved 
working relationship 
with market leaders

65% 92.9% 27.9%

% of women who report 
improved working 
relationship with stall 
owners

58% 85.7% 27.7%

% of women who 
report improved 
working relationship 
with fellow women

61% 89.5% 28.5%

% of women who 
hold any leadership/ 
responsibility in your 
community

20%

% of women who own 
stalls in the market 35% 88.2% 53.2%
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Output 1.1. Knowledge 
generated on women’s 
access to markets, 
nature and extent of 
violence in markets and 
strengthening of policy 
analysis

# of studies on 
women’s access 
to markets and 
prevalence of violence 
against women 
in marketplaces 
published and 
disseminated

0 2

The 
formative 
study and 
EPE report

Output 1.2: 
Market women will have 
improved their knowledge 
and skills on market 
access business, and 
access to finance

% of market women 
who report having 
understood at least 
50% of the content 
in the training on 
business

0 60% of 400
From 
project 
reports

Output 1.3. Market women 
acquire leadership and 
advocacy skills

% of target market 
women who report 
having understood 
at least 50% of the 
content in the training 
on leadership and 
advocacy

0 60% of 240
From 
project 
reports

According to the baseline 
survey conducted prior to the 
project, a number of challenges 
were identified as hinderances 
to women’s performance 
in business. Among others; 
insufficient capacities, 
skills and resources, legal 
impediments, discriminatory 
cultural norms and attitudes, 
mobility challenges, and the 
unequal demands of domestic 
responsibilities. All the outlined 
issues were aligned with 
outcomes 1 of the project.

The evaluation established that 
the project design was informed 
by the needs of the market 
women which embraced 
training and mentoring in 
business and leadership. 
In the long run, the project 
contributed to, increased 
access, ownership and control 
of resources and productive 
assets for women and girls, 
increased engagement among 
the policy makers to advocate 
for girls and women’s economic 

independence and agency, 
improved awareness among 
women about their labor, 
economic rights and organizing 
in the markets, enhanced 
participation and influence of 
women and girls in decision 
making processes at all levels 
and increased recognition of 
market  women’s economic 
and political contributions and 
rights. According to the findings, 
the project achieved above 
90% of its overall objectives 
and expected outcome 1. The 
strategies adopted such as 
training and mentorship were 
appropriate and adequate in 
the achievement of the project 
results towards addressing the 
identified needs as indicated 
below;

Participation in management 
and decision making
 
According to the KIIs, market 
women have got knowledge, 
individual capacities, sense 
of entitlement, self-esteem 

and self-belief to make 
changes in their lives including 
learning management skills. 
Though findings indicate 
that there is a gap in 
leadership and management, 
there is an improvement 
in their participation in the 
management and decision 
making within the markets and 
homes.
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Below are some of the participants’ success 
stories;

”We have a constitution and all our elections are 
guided by the constitution. Interested candidates 
pick nomination forms, campaign and they are 
voted for the most top offices including the 
chairperson, vice chairperson, secretary and 
the treasurer using a secrete ballet. Majority 
of the market vendors are women so most of 
the leadership positions are held by women. In 
the executive, there are 3 women and 2 men 
and I am proud to be a product of this process.” 
(Chairperson, Gulu main Market). 

“We have rules and regulations that govern 
the operations in this market. We also have a 
constitution that govern elections of leaders. 

It is done in a more democratic way and this 
starts right from the sector level, disciplinary 
committee, top leadership of chairperson and 
vice. The criteria is such that if the chairperson 
is a male, the vice chairperson must be a female 
and vice versa. So, there is gender equality 
considerations which enable our participation 
in decision making. (Vice chairperson, Lacor 
market).

“In Cereleno market, women leaders are the 
majority and they are more than active in taking 
on leadership positions and they are doing 
a better job than men. (Land Owner where 
Cereleno market is located).”

However, the findings clearly indicate that 
women are participating more in home affairs 
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among others, purchase of 
food, children’s education 
and purchase of clothing as 
opposed to leadership and 
management at the market 
and community level which 
is an indication of limited 
empowerment.

Participation in politics: FGD 
revealed that women who had 
been trained and mentored by 
IST were able to participate in 
politics especially in the fourth 
coming national elections at 
their local levels including Local 
Council 3. (Idid not know the 
ability in me until I was trained 
and mentored in leadership 
by IST, I am now standing 
for counsellor LC3) an FDG 
participant at Nakawa market.

Access to the markets and 
control over resources from 
their business
 
There is an increased number 
of women market venders 
who own small, medium and 
large enterprises following 
a comparison between the 
current evaluation and the 
baseline survey. According 
to the findings, 76.9% of the 
market women are motivated 
to work in order to get financial 
independence compared 
to 34%; 92.9% own their 
businesses compared to 77% 
(Nakawa Market); 86.9% own 
the stalls compared to 26%; 
59.9% began their business 
using their own savings and 
71% have plans of expanding 
their businesses. This is an 
indication that to a great 
extent, market women have 
gained power and economic 
autonomy to make meaningful 
choices and control over their 
lives compared to the time 
of the baseline survey where 
market women had limited 
access to the market.

Control over resources 
Market women have control 
over the resources from 
their businesses. According 
to the findings, 59% use 
their business proceeds on 
personal needs. However, 
52% contributed towards 
household expenses 
indicating a slight decline 
from 56%, and 56% 
contributed towards school 
fees compared to 62% at 
baseline survey. The evaluation 
showed that only 15% of the 
market women vendors had 
the ability to invest in other 
businesses and these findings 
were alluded to as a result of 
men giving up on their domestic 
responsibilities.

“There has been a shift in 
gender roles.  Traditionally, men 
were the sole breadwinners 
and heads of families which 
role has since been collapsed 
by economically empowering 
women. This transition 
however occurred without 
corresponding shifts in power 
relations between the couples” 
CDO, Kampala District.

“A woman who does not work 
is like a useless person in my 
home, I can’t afford paying 
school fees, feed the family 
and at the same time meet the 
basic needs of my wife’”. (A 
male respondent KIIs Nakawa). 
FGD Gulu Main Market 

Ability to organize 
Market women venders 
have the ability to organize 
themselves. For example, 58% 
reported having a bank or Sacco 
account where 41% of them 
kept their money in a bank/
Sacco. They have the ability to 
relate with other stakeholders. 
46% of the non-stall owners 
reported having a very good 
working relationship with the 

stall owners, 51% reported a 
good working relationship with 
the market leaders. This is a 
sign of confidence which could 
be attributed to the trainings 
and mentorship activities by 
the project.
 
Relationship between market 
vendors themselves.
Unfortunately, more than half 
of the respondents (59%) 
reported not having a very 
good working relationship 
amongst the market women 
vendors themselves and this 
was reported at the different 
FDGs.

“Market vendors call and steal 
other venders’ customers, 
they undermine others basing 
on what she has in stock or a 
small capital, some pick others’ 
goods on credit but they don’t 
want to pay back”. FGD at 
Cereleno market.
 
However, there is an 
opportunity for improvement in 
the relationships amongst the 
women market vendors. For 
example, during the FGD with 
market women at Cereleno 
and Locur in Gulu, women 
market vendors reported that 
“As women in markets, they 
do have strategies to help one 
another succeed in the market 
place such as indicated in the 
box below;
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• If a colleague’s business is on a 
downward spiral, we support with some 
money to support them restock.

• If a colleague is sick or unable to be in 
the market for some reason, we sell for 
them and give them the money.

• If one of us delivers, we collect some 
money and go visit her either in the 
hospital or at home

• We give each other soft loans of small 
amounts to help them restock if things 
are not going well

• In the savings groups we also have 
some fund set aside to support as 
condolence which we then carry along 
to support the bereaved family

• When a fellow woman in the market 
cannot come to do her work (due to 
sickness, pregnancy, giving birth, cannot 
meet the market dues, family problems, 
husband refuses her to come, ...)

• If a colleague is sick or unable to be in 
the market for some reason, we sell for 

them and give them the money.
• If one of us losses a family member, 

we collect money and support burial 
expenses as a team.

• For market dues, management gives a 
period of 3 months to help them sort 
themselves out

• We also have a disciplinary committee 
in the market as well as a welfare 
committee in the market.

• If a husband refuses the wife to work 
in the market, a team from the welfare 
committee visits the home to find out 
why and offer necessary support. 
Engage the husband and find out why 
he is stopping her from selling in the 
market and offer necessary support

• Management gives some grace period 
for someone who is unable to meet 
her market dues and if within that time 
she does not, then she is requested to 
relinquish the stall

Box 1: How women support each other

Figure 3: Working relationship between market leaders, stall owners and fellow women
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Relationship with the suppliers 
According to the findings, 
market women generally get 
their supplies from suppliers 
who purchase these items 
from the farmers. Market 
venders indicated that they 
rarely have any relationship 
with the farmers themselves 
and they depend on their 
specific suppliers for constant 
deliveries. Different women 
market vendors gave different 
reasons why they relate with 
the specific suppliers.

Thirty seven percent of the 
respondents get products from 
their suppliers because they 
give them on credit. However, 
respondents especially 
from Gulu district expressed 
disappoint with suppliers who 
always want them to pay for the 
products by cash. They always 
get trouble when they are unable 
to pay by cash which normally 
ends up into harassment 
including sexual and being 
abused by the suppliers. In 
order to avoid this problem, 
market vendors have resorted 
to getting credit from saccos 
and other financial institutions 
in order to get capital for 

their businesses. Though this 
comes with the challenge of 
interest rates on the credit, 73% 
of those who have accessed 
the financial services reported 
that the credit was affordable 
compared to 19% who said that 
the credit interest was high and 
4% said the interest was very 
high. There was an attempt to 
address the above challenge by 
getting access to the revolving 
funds which had been given to 
saccos by IST. However, market 
women alluded to the fact 
that these funds were small in 
amount and could actually be 
accessed by a few people. The 
revolving process was further 
disrupted by the pandemic- 
COVID- 19 which destroyed 
market women’s business 
rendering them unable to pay 
back the funds as and when 
payment was due.

Only 16% of the respondents 
indicated that they get their 
supplies from suppliers who 
ensure regular deliveries. The 
market vendors however, 
expressed the concern 
of irregular supply of 
merchandise, and inconsistent 
provision of quality products 

which negatively effects the 
way they do their business. 
In an attempt to address 
the challenge, vendors have 
now started considering the 
need to approach the farmers 
themselves and deal away with 
the suppliers who also work as 
middle men. In addition, some 
vendors have started renting 
out farm land in order to grow 
the products they sale in their 
stalls and others have adopted 
green gardens growing 
especially vegetables at their 
back yards.

In regard to quality goods, 30% 
of the respondents reported 
that they get goods from 
suppliers who are trust worth 
to them. However, majority of 
the market vendors reported 
that most of the suppliers are 
dishonest and not trustworthy. 
Suppliers cheat women by 
delivering supplies that are 
fewer and of poor quality, others 
mix bad and good products yet 
they expect full payment for the 
supply. The FGD participants 
from all the markets expressed 
this concern. 

Figure 4: Working relationship between market leaders, stall owners and fellow women
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Table 12: Women involvement in taking decisions at home, involvement in leadership and assets 
ownership

Question Cereleno 
(37)

Gulu Main 
(36)

Kalerwe 
(47) Lacor (45 Nakawa 

(40)
Ntinda 

(37)
Total 
(242)

Involved in taking decisions at home

Yes 97.2 93.8 97.9 93.0 95.0 100.0 96.2
Decisions involved in at home (multiple response)
Food purchase 80.0 73.3 77.5 77.5 102.6 100.0 89.8
C h i l d r e n 
education 91.4 83.3 58.7 62.5 65.8 73.0 71.2

Property sales 17.1 10.0 47.8 45.0 31.6 40.5 33.6
Others (buying 
clothes for 
children)

5.7 6.7 4.3 5.0 0.0 0.0 3.5

Has control over resources

Yes 85.3 93.8 88.6 89.2 77.5 75.0 84.9
Involved in the governance and management of this market

Yes 35.1 41.9 8.5 44.4 17.5 8.6 25.5
Holds any leadership/ responsibility in your community

Yes 28.1 46.9 4.3 17.1 15.0 17.6 20.0

Gender Based Violence and abuse of women 
and girls in community and markets

According to the baseline survey, market 
women’s situation and their market access 
was challenged by their experiences of gender-
based violence (GBV). It was further observed 
that the unequal power relations between men 
and women, the marginalization of women in 
society, their susceptibility to domestic violence 
and sexual assault among other vulnerabilities 
continues to put women vendors at a 
disadvantage. These challenges were aligned 
with the project expected outcome number 2.

Prevalence of GBV
Among all the respondents for the EoPE, 56% 
reported having personally experienced GBV 
all most the same percentage of women (57%) 
who had experienced GBV during the baseline 
survey conducted prior to the project and 
only 51% were able to access services after 
violence experiences. In addition, over half of the 
respondents agreed to having heard of violence 
or a person who had experienced GBV on a daily 
basis as indicated by table below;

Table showing how many people hear about GBV within the market and their communities

Cereleno Gulu Main Kalerwe Lacor Nakawa Ntinda Overall

Never 75.0% 67.7% 44.7% 54.5% 47.5% 47.2% 55.1%
Daily 22.2% 32.3% 55.3% 40.9% 52.5% 47.2% 42.7%
Once a week 2.8% 0.0% 0.0% 2.3% 0.0% 5.6% 1.7%
Bi weekly 0.0% 0.0% 0.0% 2.3% 0.0% 0.0% 0.4%
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Table showing perception and level of ignorance about women’s rights within the market and 
their communities. (percentage responses in the affirmative)

According to findings, the major cause of GBV was ignorance of women’s rights (52%) and, 53% of 
the respondent indicated that they are always blamed for violence. See table below; 

Cereleno Gulu Main Kalerwe Lacor Nakawa Ntinda Overall

Does keeping quiet about 
gender-based violence 
against women bring 
respect to your family 
within the community

9.1% 9.4% 13.0% 20.0% 17.9% 8.8% 13.5%

Are women sometimes 
to blame for violence 
against them

63.6% 59.4% 56.5% 48.9% 52.6% 42.4% 53.7%

Should women tolerate 
violence in order to keep 
their families together and 
be respected by husbands

25.0% 40.6% 15.2% 30.2% 8.1% 17.6% 22.3%

Do you think that one day 
women and men will be 
valued as much to each 
other

87.9% 87.5% 76.1% 59.1% 68.4% 58.8% 72.2%

Do you believe that a wife 
should never question her 
husband?

3.1% 9.4% 15.6% 16.3% 7.9% 6.1% 10.3%

Does a husband have the 
right to physically punish 
his wife for any reason?

0.0% 15.6% 4.3% 25.6% 10.8% 17.6% 12.5%

Is it common for people 
to blame women or girls 
for sexual violence when 
this happens?

51.5% 56.3% 73.9% 36.4% 79.5% 61.8% 60.1%

When a husband insists 
on sex from his wife, 
does she have the right to 
refuse?

78.8% 90.0% 78.3% 82.2% 87.5% 91.2% 84.2%

If she refuses and he 
forces her to have sex, is 
that rape?

78.8% 87.5% 91.3% 80.0% 87.5% 82.4% 84.8%
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Gender Based Violence and abuse of women and girls in community and markets

Findings indicated that women condon GBV to some extent. During an FGD at Nakawa market, 
respondents reported that GBV had no boundaries.

“

Table showing Perception about decision making between couples (percentages reflect 
responses in the affirmative).

Cereleno Gulu Main Kalerwe Lacor Nakawa Ntinda Overall

Who should make decisions on when to work
Husband 45.2% 6.3% 4.4% 45.5% 2.6% 5.9% 18.2%
Wife 3.2% 3.1% 4.4% 11.4% 15.4% 14.7% 8.9%
Both Husband & 
Wife 51.6% 90.6% 91.1% 40.9% 91.1% 90.6% 51.6%

Entire Family 0.0% 0.0% 0.0% 2.3% 0.0% 0.0% 0.4%
Relatives
Who should make decisions on what type of work

Husband 40.6% 12.5% 2.2% 31.1% 0.0% 2.9% 14.5%
Wife 3.1% 3.1% 13.3% 17.8% 17.9% 17.6% 12.8%
Both Husband & 
Wife 53.1% 84.4% 84.4% 51.1% 17.9% 79.4% 72.2%

Entire Family 3.1% 0.0% 0.0% 0.0% 0.0% 0.0% 0.4%
Relatives
Who should make decisions on where to work

Educated women or those who contribute financially may 
have a higher status in their household, appear to be less 
vulnerable to abuse, but this may challenge the established 
status quo and power balance among the couples.  In order 
for the men to maintain their dominance and purported 
position in the household, they nullify the positive effects of 
women’s economic empowerment and turn to brutality as a 
way of compensating for their lost controlling position and 
dominance. FGD response at Nakawa Market.

Power relations between couples
The findings indicate that the causes of GBV were not addressed by the project design. It was 
assumed that an economically empowered woman would not face GBV and yet, the reverse was 
reported. Market women faced economic GBV as indicated by the table below;
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Husband 37.5% 10.0% 4.4% 38.6% 5.1% 8.8% 17.4%
Wife 6.3% 3.3% 15.6% 18.2% 17.9% 17.6% 13.8%
Both Husband & 
Wife 53.1% 86.7% 80.0% 40.9% 76.9% 73.5% 67.9%

Entire Family 3.1% 0.0% 0.0% 2.3% 0.0% 0.0% 0.9%
Relatives
Who should make decisions on who controls income of the home

Husband 25.0% 28.1% 34.1% 42.2% 23.1% 29.4% 31.0%
Wife 3.1% 0.0% 6.8% 13.3% 7.7% 8.8% 7.1%
Both Husband & 
Wife 68.8% 71.9% 59.1% 44.4% 69.2% 61.8% 61.5%

Entire Family 3.1% 0.0% 0.0% 0.0% 0.0% 0.0% 0.4%
Relatives
Who should make decisions on who determines usage of money in the home 

Husband 25.0% 21.9% 6.7% 24.4% 10.3% 14.7% 16.7%
Wife 9.4% 3.1% 6.7% 15.6% 12.8% 11.8% 10.1%
Both Husband & 
Wife 62.5% 75.0% 84.4% 55.6% 76.9% 73.5% 71.4%

Entire Family 3.1% 0.0% 2.2% 4.4% 0.0% 0.0% 1.8%
Relatives

It was however, noted by FGDs respondents 
who stated that; 

“we wish there was joint decision making on 
matters concerning our businesses and that of 
our spouses because this would help to have a 
peaceful relationship. However, there is none /
meaningful - engagementof men and boys. 
Some men continue to exhibit an attitude and 
a belief that they should be the presumed head 
of the households, make decision, control the 
income of the women, have the right to sex from 
their partners regardless of the circumstances 
and discipline the women over presumed wrong 
doing”.

Skills development in economic empowerment 
visa vie GBV awareness and prevention 
trainings

The project delivered business development 
skills including training and mentoring.  However, 
these trainings and mentorship emphasized 
business excellence as opposed to other life 
skills such as prevention of GBV. According to the 
findings, 66.5% reported having received training 
in record keeping; 71.6% received training in 
savings, 68.3% received training in customer 

relations and 33.5% in ICT for business. Lack of 
GBV awareness training disrupts market women 
activities. During the FGD with Nakawa market 
women, participants reported that;

“they are sexually harassed 
by their male vendors and 
suppliers which destroys 
their marriage relationships. 
Once you refuse to yield to 
the sexual harassment, the 
male vendors and/ or suppliers 
make it point to fail your 
business”.
Understand women’s rights and gender equality 

Only 17% of the respondents understood 
economic injustice as a form of gender-based 
violence which percentage is almost similar 
with the percentage at baseline survey which 
was 19%. This is an indication that there is 
a knowledge and awareness gap about GBV 
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including economic injustices. 
GBV hinders economic 
performance despite the 
capacities and business skills 
development strategies which 
were adopted by the project.

3.4.2 Effectiveness

The project was effective in 
delivering planned results. 
According to the availed 
literature, IST conducted 
inception meetings with all 
the target markets. This was 
intended to ensure that the 
beneficiaries were brought 
on board and their needs 
were understood in principle. 
Accordingly, training areas 
were identified and other 
recommendations including 
engagement of men to ensure 
economic empowerment for 
women were made. 

IST employed different 
strategies to implement the 
project. Among other;

i. Business learning visits. 
Objectives of the learning Visit 
was to; unlock the minds of 
the market women to learn 
and adopt different business 
models, create linkages and 
increase market access for the 
goods and products sold by the 
market women and this was 
achieved. 

ii. Training on loan management 
and disbursement was another 
strategy employed. 
This helped the women 
appreciate the need to 
have a plan for using loan 
money before securing one, 
documentation and keeping 
clear records of transactions 
and this was achieved to a large 
extent. There some market 
women who still do not keep 

records after training and this is 
attributed to their low levels of 
education which renders them 
an able to comprehend the 
importance of record keeping.

iii. Media engagement for 
women.
This helped to bring across the 
challenges affecting market 
women country wide and use of 
the Market Garden App which 
introduced market women 
vendors to on line trading and 
gave them an opportunity to 
voice out their concerns. The 
voicing out of market women’s 
concerns resulted into tabling 
of the market Garden Bill 2019 
before the floor of parliament.

iv. Monitoring and Evaluation 
of the project activities
This was conducted on a 
quarterly basis and according 
the M& E reports availed, the 
reports indicated progress in 
achievement of the intended 
project outputs. The M&E 
studies captured success 
stories, challenges and 
recommendations to which 
IST responded to in the 
implementation of the project. 
See quarterly M&E reports for 
the project duration. 

v. Training and mentorship in 
business and leadership
The findings and evaluation 
established that the project 
strategies and tools employed 
were informed by the needs 
of the market women which 
embraced training and 
mentoring in business and 
leadership. In the long run, the 
project contributed to, increased 
access, ownership and control 
of resources and productive 
assets for women and girls, 
increased engagement 
among the policy makers to 
advocate for girls and women’s 

economic independence and 
agency, improved awareness 
among women about their 
labor, economic rights and 
organizing in the formal and 
informal economies, enhanced 
participation and influence of 
women and girls in decision 
making processes at all levels 
and increased recognition of 
market  women’s economic 
and political contributions 
and rights. According to the 
findings, the project achieved 
above 90% of its overall 
objectives. 

The strategies adopted were 
appropriate and adequate in 
the achievement of the project 
results towards addressing 
the identified needs amidst 
the COVID-19 challenges.  
There has been a significant 
improvement in the working 
relationships amongst market 
leaders, land lords and fellow 
women as reflected in figure 3. 
The percent of those reporting 
relationship between market 
women and stall owners as 
very good increased from 6% 
at baseline to 48.6% at end of 
project evaluation, a similar 
trend was registered for 
relationship between women 
and market leaders (41.8% 
Vs 7%) and (40.6 Vs 6%) for 
relationship among fellow 
women. All these are good 
sustainability indicators.

Almost all respondents (96.6%) 
reported that they are involved 
in decision taking at home 
and this cut across all the 
markets. The areas where 
women are involved in decision 
making include; food purchase 
(89.8%), children education 
(71.2%), property sales (33.6%) 
and others including buying 
children clothes at 3.5%. 89.8% 
said that they have control 
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over resources, 25.5% were 
involved in governance and 
management of the market 
while 20.0% held leadership 
responsibilities in their 
communities, more details 
including market specific 
responses are as reflected in 
table 10.

3.4.3 Efficiency

To analyze the efficiency of this 
project, we assessed the level of 
achievement of outputs against 
targets; the amount spent in the 
achievement of these outputs 
against the budgeted amount; 
and whether there have been 
any delays or expectations of 
delays in the achievement of 
outputs. We focused on the 
control measures put in place 
to ensure proper utilization of 
resources.

To begin with, we looked at the 
financial management policies 
and procedures (FMPP) that 
was developed in 2010, the 
FMPP is  comprehensive enough 
covering all areas that promote 
proper financial management 
and accountability including; 
financial policies; planning 
and budgets; book keeping 
and accounts; management 
of receipts; management of 
expenditures; procurement 
and disposal of assets; travel 
subsistence and transport; 
payroll management; 
imprest system; asset 
management procedures; 
stores management; financial 
reporting; internal audit 
arrangement and controls; 
and filling of documents. Our 
belief is that the manual was 
instrumental in preventing 
resource wastage and 
promoting proper accountability 
and this is confirmed by the 

2018/2019 audit report which 
did not raise any queries in 
respect to the project activities. 
In addition, we looked at 
the interim financial reports 
together with the progress 
project reports whose review 
established that all planned 
activities were carried out with 
in the planned budget. The 
organization also had audited 
books of accounts and issues 
of funds mismanagement were 
not raised in the audit reports. 
There was also proof that 
IST was regularly submitting 
financial and progress reports 
to the donors according to the 
planned time frame.

In addition, the project staff 
informed us that they received 
all the project funding in the 
planned time and the project 
staff was able to achieve its 
outcomes. 

Value for Money
 
In the preparation of the Value 
for Money (VfM), we relied on the 
information and explanations 
given to us by the management 
and staff of IST. We indicated 
within the report the sources of 
the information presented. We 
did not carry out any audit, and 
have also not sought to verify 
independently the information 
presented to us by the project 
team in the course of the 
assignment. In considering the 
documents provided to us and 
in reaching our conclusions 
we have assumed that all the 
information supplied to us by 
project team is true, accurate 
and up to date.

To conduct a VfM assessment 
the consultants used the 
“4Es” framework: Economy, 
Efficiency and Effectiveness 

and Equity as recommended 
by DFI.

Economy

Economy is a measure of the 
cost of inputs against the 
programmes activities, which 
is used to establish whether 
it is possible to reduce the 
cost of resources used while 
not reducing the quality of 
these activities. The following 
categories of inputs have been 
considered when evaluating 
the economy of the project:  

Human Resource

The project currently has four 
staff whose costs are partially 
charged to the project. The 
project staff had relevant 
capacity in terms of technical 
ability to manage and provide 
assistance to the project 
over the entire project period.  
The Project staff is qualified 
and trained to manage the 
project. However, there was no 
timesheets available to track 
the time input spent on the 
project especially the support 
team who are not fully working 
on the project.

Consultancy

The project team relies as much 
as possible on its internal staff 
capacity to conduct project 
activities and it has not hired 
unnecessary consultants for 
routine implementation. The 
project staff gets technical 
assistance from other 
partners. The project however 
hires consultants for project 
evaluations such as business 
and financial literacy, Baseline, 
Midterm and End-term; which is 
ideal to provide an independent 
assessment of the project. 
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Management Control of Input Costs

IST practices a rigorous approach to disbursing 
funds, which reduces the risk of over spending 
and misreporting of project transactions and 
costs. The project has a project accountant who 
specifically handles the project transactions.
Management control of input costs starts 
with a budgeting process at the beginning of 
each project accounting period. The budgeting 
process is participatory, it involves all project 
staff before approval. The project has pre-coded 
monthly and quarterly work-plans that are linked 
to all project related payments. 

Project Data Collection and Monitoring

The project had a data collection, monitoring and 
reporting systems in place to assist in tracking 
project results. The project team prepared data 
collection tools that help in collection of data 
from the project beneficiaries. The M&E Officer 
compiles and analyses the data and carries out 
data quality assessments to collaborate the 
information collected. The project team uses the 
information collected to prepare activity reports, 
then monthly reports, quarterly, semi-annual 
and finally annual reports which are eventually 
submitted to the donor (these reports were 
availed to the consultants for review). 

3.4.4 Sustainability

The evaluation sought to examine the extent 
to which benefits from the project will continue 
beyond the donor funding. The evaluation 
established that the design of the project had 
a sustainability component embedded. The 
project ensured sustainability of the outcomes 
and benefits by:

i.  Working through the existing structures 
such as the MGLSD (UWEP), Districts/
Municipalities/Sub Counties/Divisions 
(Commercial officers, CDOs, PSWOs).

ii. Involving Commercial officers, CDOs, 
PSWOs, market leadership and communities 
in the implementation and monitoring of the 
project. 

iii. Strengthening the technical capacities of 
women and market leaders through trainings 

and mentorship sessions. 

iv. Encouraging beneficiaries to join savings 
groups

The question of how the beneficiaries feel about 
sustainability of project outcomes was put to 
respondents and almost all the respondents 
were confident that the outcomes will be 
sustained. The FDGs participants also felt that 
the project benefits can be sustained. 

The benefits most likely to continue beyond the 
IST closure are;

• Use of acquired knowledge on record 
keeping, saving through saving groups/ 
associations, participation in decision 
making both at the market places and at 
home and awareness of their economic 
rights. 
Yes, the benefits can be continued since 
the knowledge obtained cannot fade, and 
also the savings groups are registered and 
so legally acceptable. FGD participant from 
Cereleno Market, Gulu district

• Existing bye-laws 
• The developed working relationship 
between the government, local and market 
leaders.

• Yes, because am now using those good 
business idea, I got from IST training in 
Gulu main market

• Yes, because am still running my business 
well with the knowledge I got from IST

• Yes, because right now I have the benefit 
of saving money record keeping and skills 
of displaying mu products and I have 
continued with it

• Yes, because with the idea I got after this 
project, I intend to expand my business

• Yes, I am utilizing the skills and knowledge 
that I have got from the project (ist)

• Yes, of course unless you are very lazy 

Box 2: Responses about project sustainability
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Although the project interventions were considered sustainable, some key stakeholders noted that 
some interventions were unsustainable because they can hardly continue without external funding 
and support. These included: capacity building, mentorship and training.

It should also be noted the COVID-19 outbreak and the lockdown measures may erode most of 
these achievements posing sustainability challenges.COVID-19 seems to have affected most of 
the businesses badly, majority of the respondents (83.0%) reported decrease in their earnings, 
and consequently, 85% reported decrease in savings as reflected in figure 4. This also has big 
implications on the sustainability of project achievements

Majority (91.9%) compared to 64% at baseline 
belonged to at least one savings group, this 
is good for sustainability since these groups 
support and keep encouraging each other.

3.5 Lessons Learned

The following lessons learnt were captured 
during the data collection in terms of what 
worked well and what did not work well. This 
section looks at raw responses from the 

respondents concerning what worked well, what 
did not work well, challenges and suggested 
areas for improvement.

What worked well?

• There is male engagement during the 
trainings for women economic empowerment 
programs. This helps to let men know that 
even women can and have the right to 
participate in all activities of the market.

Figure 5: Percentage 
change in earnings 
and savings this 
compared to last 
year.

unless you do not learn anything
• Yes, very well
• Yes, we already have the skills
• Yes, we are now using the skills and 

knowledge we acquired from IST
• Yes, because am benefiting from the ideas I 

got from IST project in this market
• Yes, because am using the knowledge I got 

IST team
• Yes, personally I will because I already have 

the knowledge

• Yes, we have skills now maybe those who 
were not serious when the training was being 
conducted

• Yes, we have skills now maybe those who 
were not serious when the training was being 
conducted

• No, we need more trainings, need for 
exchange/learning visits to Kampala

• She is going to continue because it has 
changed her life
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• Training and mentorship workshops 
increased women’s participation in decision 
making, knowledge of their economic rights, 
increase business skills, customer care, book 
keeping, saving culture, self-esteem, team 
work and balancing the business and family 
life. As a result, women actively participated 
in the management of the markets. Below are 
some of the specific responses;

• IST helped us to develop in the following 
ways;

o Knowledge about business
o Develop self-confidence and self esteem
o Self-reliance and care
o Balance business and the family life
o Customer care
o Keep standards in business
o Saving and keeping records
o Proper dressing
o Helped me to join a SACCO
o It sharpened our leadership skills

• Formation of cooperatives/associations 
which encouraged financial inclusion

• The involvement of government officials 
and local leaders in the design and 
implementation of the project activities 
which ensures ownership, teamwork and 
comprehensiveness in addressing women’s 
rights and gender equality for market women.

• Working through the existing structures 
including the district community development 
officers, local council leaders in conducting 
supervision, M & E ensures sustainability. 

•The good working relationships between 
the project staff and market leaders ensures 
smooth implementation of planned activities.

• Transparency on project work plans and 
budgets minimizes unrealistic expectations 
from the beneficiaries and other stakeholders 

• Embracing technology such as adoption 
of the Market Garden App enhanced market 
women’s business skills and ability to sell 
their products even the times of lock down 
caused by COVID- 19

• Timely availability of funds facilitates activity 

implementation

• In order to create awareness about violence 
against women and girls,IST brough on 
board stakeholders among others; the police, 
market leaders, both male and female market 
venders and communities in the prevention 
of GBV and protection of women’s rights. As 
a result, findings indicated that 51% of the 
respondents who report violence accessed 
services after violence and the major form of 
service was counselling (83%).

What did not work well?

• The funding was not sufficient, there was 
need for a bigger budget to conduct more 
trainings

• There was no capital or real direct money 
extended to market women to enhance their 
businesses as expected. The money which 
was given by IST through SACCOs was not 
sufficient to revolve and reach other women.

• With support from other projects, online 
selling of products, Market Garden Application 
(MGA) was developed to enable women sale 
their products online. However, this was 
challenged. Most market women have had no 
access to smart phones which would enable 
them embrace the application. 

•Training places were far posing transport 
challenges to the training venue. This 
limited some of the intended beneficiaries 
from attending the training and mentorship 
sessions.

•Some women still believe that they are not 
equal to men when it comes to participation 
in decision making especially in the market 
places.

•There was limited training on prevention of 
GBV and promotion of women’s rights which 
acted as a hinderance to most women’s 
economic performance 

•There was limited male engagement in the 
need to promote gender equality, promote 
women’s rights including economic justice

•Vendors were not linked to government 
empowerment projects
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3.6 Challenges

This section presents challenges which affected 
the implementation of the project as presented 
by the respondents. The challenges are 
categorized according to those experienced at 
project level and beneficiary level.

3.6.1 Project Level Challenges

Project level challenges were given to the 
consultants by the project staff as follows;

•The funding was not sufficient, there was 
need for a bigger budget to conduct more 
trainings. A few training sessions were 
conducted and these could not enable the 
trainers to fully cover the areas which hinder 
market women’s business success and also 
cater for the new market women entrants 
who desired to be trained.

•In addition to the trainings, mentorship and 
capacity building, beneficiaries expected real 
or direct financial support from the project in 
form of capital or interest free loans to support 
and enhance their businesses. Absence of 
real financial support demotivated the market 
women which might have a negative impact 
on the sustainability of the project outcomes. 
IST provided limited capital through SACCOs 
which facility was supposed to revolve and 
benefit women. However, the funding was so 
limited and its intended benefits were eroded 
and the COVID-19 pandemic.

•In partnership and support from other projects, 
developed a market gardenapplication which 
enables women to sale their products online. 
However, majority of market women have no 
access to smart phones which would help to 
bridge the digital gender gap. There is need 
to increase the number of women with smart 
phones in order to increase the benefits which 
accrue from application of the app.

•The project time frame of was not sufficient 
to establish the achievement of the intended 
long-term benefits. There is need to extend 
the project for at least 5 years to enable 
market women gain economic empowerment 
and an understanding about gender-based 
violence.

3.6.2 Challenges faced by Beneficiary

• Illiteracy: Since most of the market women 
are primary dropouts, they lack business 
knowledge and skills. This makes them slow 
towards appreciation of the project benefits 
and further, have these benefits sustained 
after the life of the project.

• Working environment: Poor working 
conditions is another big threat to access to 
markets by women. Both local and national 
market leaders do not pay attention to issues 
such as provision for mothers to breastfeed 
their babies while in the market, day care 
centers for young children near the market, 
provide changing rooms for female vendors, 
clean toilet facilities with running water, proper 
light among others. As a result, women with 
babies’ face difficulties since they don’t allow 
babies in the market. There is lack of safe 
water for drinking, medical services among 
others and all these hinder women’s abilities 
from benefiting from the project activities.

• Lack of capital, market women expected 
IST/the project to provide them with real 
money in form of capital to enhance their 
businesses.

• Poor working relationship with the suppliers: 
market women vendors rely on agents/ 
middle men to supply them with goods. The 
vendors have no say in determination of the 
quality or price of the items.

• Negative cultural perceptions: since most 
communities are influenced by cultural beliefs, 
findings indicated that women’s access to 
markets was hindered by negative cultural 
beliefs  such as; men thinking that women 
have no right to participate in decision making 
both in the communities; some specific jobs 
including working in the market are not meant 
for women, it is better for women to stay home 
and take care of the family members among 
others which perception hinders women’s 
economic empowerment.
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4.1. Conclusions

Conclusions are presented 
according to the Organisation 
for Economic Co-operation 
and Development (OECD) 
Development Assistance 
Committee (DAC) first laid 
out the evaluation criteria 
(relevance, effectiveness, 
efficiency, impact and 
sustainability. 

As discussed in section 3.4, 
our overall assessment is 
that the increased access to 
markets by women project was 
relevant to the women needs 
and in line with government 

and UN priorities. To a large 
extent the project met the 
intended objectives and it 
was implemented in a cost-
effective manner. 

Despite the COVID-19 
challenges that affected 
women’s businesses, our 
assessment and the voices 
from the respondents give 
confidence that the projects 

benefits can be sustained. 
However, we may need some 
post COVID-19 interventions to 
restore hope to those women 
who lost their businesses.  

4.2. Recommendations

The following 
recommendations were 
raised by key stakeholders 
as well as consultants based 
on the analysis of findings. 
They are presented according 
to relevance, effectiveness, 
efficiency and sustainability.

Relevance: Respondents and 
IST staff alluded to the limited 
project time in which the project 
was implemented, moreover, 
most of the implementation 
period was over shadowed by 
the COVID-19 effects. 

• There is therefore need 
for an extension of time for 
the project for at least 5 
years to continue with the 
capacity building, training 
and mentorship including 
areas of GBV in order to 
ensure sustainability of the 
outcomes. 

• Where possible the 
project should be scaled to 
other markets and reach out 
to other market women not 
reached during this project 
period.

• Although all of the 
project targeted women 

reported having received 
training, only 68.5% said that 
they were keeping records. 
This could partly be related 
to the low education levels 
(53.4% primary and 6.4% no 
education). There is therefore 
need for more follow up 
coaching and mentorship for 
those women not keeping 
records of their businesses.

• The project should 
be extended to include, 
encourage and support 
adult learning since most 
of the market women are 
primary school drop outs 
which hinders their abilities 
to comprehend business 
activities.

• Encourage real- 
meaningful male engagement 
in protection of women’s 
economic rights and 
protection from GBV and this 
should include training on 
how to benefit from positive 
male masculinity  

• Link and position 
market women to financial 
support (institutions) in 
order to have them recover 
from COVID-19 shock and 
strengthen their economic 
empowerment.

Efficiency

Financial management policies 
and procedures (FMPP) that 
was developed in 2010is  

CONCLUSIONS AND
RECOMMENDATIONS4

This section presents and discusses the conclusions and recommendations
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comprehensive enough 
covering all areas that promote 
proper financial management 
and accountability including; 
financial policies; planning 
and budgets; book keeping 
and accounts; management 
of receipts; management of 
expenditures; procurement 
and disposal of assets; travel 
subsistence and transport; 
payroll management; 
imprest system; asset 
management procedures; 
stores management; financial 
reporting; internal audit 
arrangement and controls; and 
filling of documents.

Sustainability
• The voices from the study 
participants seem to point 
to the fact that even if the 
project had achieved a lot, 
these are likely to be eroded 
by the COVID-19 pandemic 
effects. There is therefore 
need to have a post COVID-19 
support in orders to save the 
most affected beneficiaries. 
We therefore recommend 
that the project be extended 
for at least five (5) more year 
to consolidate the project 
achievements.

• Limited capital: 
Most respondents (74.4%) 
complained about lack of 
startup capital/resources 
as one of the key hindering 
factors that prevent women 
from accessing markets, 
moreover 52.1% of them said 
that they were not aware of 
any government economic 
empowerment programs, 
only 3.4% said that they 
have aver benefited from 
these government economic 
empowerment programs and 
the IST fund given to SACCOs 
was small in amount making 

it un accessible by majority 
of the women. We therefore 
recommend that there is 
need to build the capacity of 
market women vendors and 
strengthen their resilience 
through;

i. Linking and positioning 
access funds from financial 
institutions 

ii. Positioning them 
to have access to 
government empowerment 
initiativesfacilities 
such Uganda Women 
Entrepreneurship Programme 
(UWEP), Youth Livelihood 
Program (YLP), Emyioga and 
other initiatives.

iii. Strengthen the use of the 
market garden app

iv. Position market women 
to benefit from Government 
empowerment initiatives such 
as Government - Stanbic 
bank collaboration which was 
intended to fund small scale 
businesses including market 
women. 

v. Promote and encourage 
women market vendors 
to embrace saccosand its 
intended benefits.

• Improving the working 
environment for market 
women:

IST should follow up and 
benefit from upcoming 
programs such as;
i. CERF- CENTRAL 
EMERGENCY RESPONSE 
FUND (IST is already approved 
as a beneficially

ii. There is a fund for 
creating safe cities. This 
is intended to ensure and 

advocate for a favorable 
working environment in cities 
and this will include market. 
The program is intended to 
consider sanitation, lighting, 
GBV and Child care centers 
among others 

iii. Support and advocate 
for enactment of the Market 
Act since this will provide for 
a better working environment 
for market women.

Cultural practices: There 
is need for meaningful 
involvement of men in the 
program to fight VAW and GBV, 
programmes that have involved 
men have been found to post 
good results as far as fighting 
VAW/GBV are concerned. 
There should be advocacy for 
positive use of masculinity.

Working relationship with 
the suppliers:  there is need 
to encourage and support 
women vendors to engage in 
the supply chain. They should 
be encouraged to grow more 
of the goods which they sell 
and engage with the farmers 
themselves since this might 
increase on their profits and 
assure them of the quality of 
goods they receive.
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5.1 Summary Results(%)

Question Cereleno 
(37, %)

Gulu Main 
(36, %)

Kalerwe 
(47, %)

Lacor 
(45, %)

Nakawa 
(40, %)

Ntinda 
(37, %)

All
(242, %)

Age group

19 to 30 Yrs 13.5 38.9 23.4 24.4 20.0 21.6 23.6
31 to 50 Yrs 70.3 50.0 70.2 55.6 67.5 75.7 64.9

51 and above 16.2 11.1 6.4 20.0 12.5 2.7 11.6
Number 37 36 47 45 40 37 242
Education level
None 5.4 0.0 0.0 20.0 2.5 8.3 6.4
Primary 56.8 57.6 55.6 55.6 50.0 44.4 53.4
Lower Secondary 
(S1 – S4) 35.1 30.3 37.8 17.8 32.5 30.6 30.5

Higher Secondary 
(S5 – S6) 0.0 0.0 2.2 0.0 10.0 8.3 3.4

Post-secondary 2.7 3.0 2.2 0.0 0.0 0.0 1.3
Vocational 0.0 0.0 2.2 0.0 0.0 0.0 0.4
Tertiary/University 0.0 9.1 0.0 6.7 5.0 8.3 4.7
Marital status

Single 11.1 5.7 33.3 11.1 15.0 22.2 16.9
Married 36.1 48.6 40.0 46.7 50.0 38.9 43.5
Divorced/separated 27.0 17.1 22.2 24.4 25.0 36.1 25.3
Widowed 22.2 22.9 4.4 17.8 10.0 2.8 13.1
Other 2.8 2.9 0.0 0.0 0.0 0.0 0.8
Has dependents

Yes 81.1 88.6 86.7 54.5 97.4 91.4 82.6
No 18.9 11.4 13.3 45.5 2.6 8.6 17.4
Number of dependents

None 33.3 34.4 9.5 48.1 7.9 18.8 23.4
1-2 46.7 43.8 45.2 29.6 28.9 40.6 39.3
3-4 16.7 21.9 45.2 22.2 63.2 40.6 36.8
5 and above 3.3 0.0 0.0 0.0 0.0 0.0 0.5
Time worked in the market

0-6 months 2.8 5.7 0.0 0.0 0.0 0.0 1.3
6-12 months 2.8 0.0 2.3 2.2 2.6 0.0 1.7
1-2 years 8.3 17.1 22.7 6.7 5.1 15.2 12.5
3 years and above 86.1 77.1 75.0 91.1 92.3 84.8 84.5

APPENDIX5



IST l Annual Report l 17  07  2020            4040

Question Cereleno 
(37, %)

Gulu Main 
(36, %)

Kalerwe 
(47, %)

Lacor 
(45, %)

Nakawa 
(40, %)

Ntinda 
(37, %)

All
(242, %)

Motivation to work in the market (Multiple response)
Get financial 
independence 67.6 75.0 74.5 71.1 71.1 86.5 76.9

Support on family 
expenses 78.4 69.4 68.1 91.1 77.5 59.5 74.4

Failed to get a job 
somewhere 16.2 16.7 8.5 13.3 7.5 5.4 11.2

Lost my husband 13.5 13.9 10.6 6.7 0.0 2.7 7.9
Other (buy land) 10.8 8.3 0.0 17.8 0.0 6.2 6.2
Business ownership
Own business 89.2 94.4 100.0 97.7 90.0 83.8 92.9
Working for someone 2.7 2.8 0.0 0.0 5.0 8.1 2.9
Family business 8.1 2.8 0.0 2.3 2.5 2.7 2.9
Joint venture    0.0 0.0 0.0 0.0 2.5 5.4 1.3
Source of capital (multiple response)
Own Savings 48.6 41.7 55.3 68.9 72.5 70.3 59.9
 Sold some property 8.1 5.6 10.6 13.3 7.5 10.8 9.5
Husband/partner 21.6 27.8 6.4 6.7 10.0 2.7 12.0
Parents 0.0 16.7 4.3 4.4 5.0 0.0 5.0
Financial institution 0.0 0.0 0.0 0.0 0.0 0.0 0.0
Borrowed from 
SACCO/VSLA 5.4 16.7 2.1 4.4 2.5 5.4 5.8

Borrowed from a 
friend 10.8 2.8 10.6 0.0 2.5 8.1 5.8

Others 8.1 2.8 8.5 11.1 0.0 0.0 5.4
Startup capital
Less than 100,000 38.9 20.0 51.1 59.1 51.3 50.0 46.0
100,001-200,000 30.6 48.6 31.9 29.5 23.1 32.4 32.3
200,001-500,000 16.7 17.1 12.8 9.1 20.5 5.9 13.6
500,001-1,000,000 8.3 14.3 4.3 2.3 2.6 2.9 5.5
1,000,001-2,000,000 2.8 0.0 0.0 0.0 2.6 2.9 1.3
2,000,001-5,000,000 2.8 0.0 0.0 0.0 0.0 0.0 0.4
5,000,000 and above 0.0 0.0 0.0 0.0 0.0 5.9 0.9
Current business value
Less than 100,000 22.2 2.8 4.3 38.6 7.7 0.0 13.4
100,001-200,000 19.4 5.6 19.6 27.3 10.3 0.0 14.7
200,001-500,000 25.0 33.3 17.4 18.2 12.8 19.4 20.7
500,001-1,000,000 8.3 25.0 28.3 6.8 33.3 38.7 22.8
1,000,001-2,000,000 13.9 19.4 17.4 4.5 7.7 6.5 11.6
2,000,001-5,000,000 5.6 13.9 13.0 4.5 17.9 12.9 11.2
5,000,000 and above 5.6 0.0 0.0 0.0 10.3 22.6 5.6

Question Cereleno 
(37, %)

Gulu Main 
(36, %)

Kalerwe 
(47, %)

Lacor 
(45, %)

Nakawa 
(40, %)

Ntinda 
(37, %)

All
(242, %)
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Average monthly income
Less than 100,000 37.8 5.9 10.6 33.3 17.9 0.0 18.1
100,001-200,000 27.0 32.4 31.9 40.0 25.6 13.9 29.0
200,001-500,000 24.3 44.1 23.4 20.0 28.2 50.0 30.7
500,001-1,000,000 10.8 17.6 25.5 2.2 20.5 27.8 17.2
1,000,000 and above 0.0 0.0 8.5 4.4 7.7 8.3 5.0
Average monthly savings
Less than 100,000 43.2 19.4 34.0 37.8 41.0 29.7 34.4
100,001-200,000 37.8 61.1 38.3 53.3 17.9 35.1 40.7
200,001-500,000 16.2 13.9 25.5 4.4 38.5 24.3 20.3
500,001-1,000,000 2.7 5.6 2.1 2.2 2.6 10.8 4.1
1,000,000 and above 0.0 0.0 0.0 2.2 0.0 0.0 0.4
Keeps records of business transactions
Yes 48.6 74.3 72.3 51.1 84.6 84.4 68.5
No 51.4 25.7 27.7 48.9 15.4 15.6 31.5
Has ever attended any training in business skills
Yes 97.3 96.9 100.0 86.5 100.0 100.0 96.9
No 2.7 3.1 0.0 13.5 0.0 0.0 3.1
Paid for the training
Yes 27.6 26.9 0.0 64.0 0.0 2.9 16.2
No 72.4 73.1 100.0 36.0 100.0 97.1 83.8
Training was about (multiple, n=218)
Record keeping 52.8 74.2 84.4 9.4 92.1 75.0 66.5
Savings 47.2 41.9 97.8 25.0 102.6 97.2 71.6
Customer relations 41.7 67.7 80.0 31.3 84.2 97.2 68.3
Using ICT for 
business 8.3 3.2 46.7 0.0 76.3 52.8 33.5

Other 2.8 6.5 0.0 3.1 0.0 0.0 1.8
Stall ownership
Own stall 94.1 47.1 97.7 86.7 94.9 97.0 86.9
Family stall 0.0 2.9 2.3 0.0 2.6 0.0 1.3
Rented 5.9 50.0 0.0 13.3 0.0 3.0 11.4
Group stall 0.0 0.0 0.0 0.0 2.6 0.0 0.4
Contented with your source of supplies
Yes 60.0 57.1 92.3 50.0 91.4 93.5 73.3
No 40.0 42.9 7.7 50.0 8.6 6.5 26.7
Government economic empowerment programs known
UWEP 35.1 33.3 0.0 0.0 0.0 0.0 10.3
YLP 0.0 13.9 0.0 0.0 0.0 0.0 2.1
SAGE/ESP 10.8 19.4 0.0 20.0 0.0 2.7 8.7
NUSAF 51.4 50.0 0.0 28.9 0.0 0.0 20.7
Operation Wealth 
Creation 5.4 36.1 0.0 6.7 7.5 5.4 9.5

None 10.8 22.2 89.4 42.2 67.5 70.3 52.1
Emyoga fund 51.4 33.3 2.1 48.9 20.0 16.2 28.1
Has ever benefited from any of the government empowerment programs
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Yes 2.8 0.0 2.6 15.4 0.0 3.1 3.4
No 97.2 100.0 97.4 84.6 100.0 96.9 96.6
Number of savings group do you belonged to
None 2.8 17.6 2.1 4.5 7.5 18.2 8.1
One 47.2 50.0 38.3 29.5 45.0 57.6 43.6
Two or more 50.0 32.4 59.6 65.9 47.5 24.2 48.3
Future business plans
Expand business 75.7 77.8 70.2 73.3 65.0 64.9 71.1
Change the 
business 18.9 16.7 29.8 24.4 27.5 24.3 24.0

Quit the business 2.7 2.8 19.1 6.7 20.0 18.9 12.0
Others (buy land, 
buy sola power, buy 
fridge)

8.1 0.0 0.0 6.7 0.0 0.0 2.5

How earnings changed this year compared to last year
Decreased 94.1 91.2 85.1 85.4 66.7 77.1 83.0
Same/has not 
changed 0.0 0.0 4.3 2.4 7.7 5.7 3.5

Increased 5.9 8.8 10.6 12.2 25.6 17.1 13.5
How savings changed this year compared to last year
Decreased 94.3 91.4 88.6 86.4 68.6 79.4 85.0
Same/has not 
changed 0.0 0.0 4.5 2.3 8.6 5.9 3.5

Increased 5.7 8.6 6.8 11.4 22.9 14.7 11.5
How savings and income from your business are used
Personal needs 40.5 52.8 85.1 28.9 72.5 75.7 59.5
Contribute towards 
household expenses 62.2 61.1 44.7 51.1 60.0 35.1 52.1

Contribute towards 
school fees 70.3 52.8 46.8 68.9 52.5 45.9 56.2

Invest in other 
business/side 
income

10.8 16.7 4.3 15.6 12.5 35.1 15.3

Saving for 
unforeseen 
circumstances

13.5 30.6 10.6 62.2 7.5 5.4 22.3

Saving for family 
dream (building, 
farm, car)

21.6 38.9 46.8 57.8 45.0 29.7 40.9

Other 5.4 2.8 0.0 0.0 0.0 5.4 2.1
Barriers women face when joining/starting or sustaining a business in the market
Limited Capital/
resources 81.1 83.3 72.3 73.3 70.0 67.6 74.4

Limited knowledge/
business skills 40.5 50.0 21.3 17.8 32.5 35.1 31.8
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Question Cereleno 
(37, %)

Gulu Main 
(36, %)

Kalerwe 
(47, %)

Lacor 
(45, %)

Nakawa 
(40, %)

Ntinda 
(37, %)

All
(242, %)

Family obligations 37.8 5.9 10.6 33.3 17.9 0.0 18.1
Lack of security to 
access a loan 27.0 32.4 31.9 40.0 25.6 13.9 29.0

Some men don’t 
allow women to 
work 

24.3 44.1 23.4 20.0 28.2 50.0 30.7

Lack of confidence 10.8 17.6 25.5 2.2 20.5 27.8 17.2
Some work isn’t 
appropriate for 
women

0.0 0.0 8.5 4.4 7.7 8.3 5.0

Cultural barriers 43.2 19.4 34.0 37.8 41.0 29.7 34.4
High competition 
(selling similar 
products)

37.8 61.1 38.3 53.3 17.9 35.1 40.7

High interest rates 16.2 13.9 25.5 4.4 38.5 24.3 20.3
No child care 
facilities 2.7 5.6 2.1 2.2 2.6 10.8 4.1

Other (language, 
thieves, debtors, 
few customer, poor 
roads)

0.0 0.0 0.0 2.2 0.0 0.0 0.4

Has a bank/SACCO 
account
Yes 48.6 74.3 72.3 51.1 84.6 84.4 68.5
No 51.4 25.7 27.7 48.9 15.4 15.6 31.5
How money is  kept/
saved 
Bank 43.2 44.4 48.9 17.8 47.5 51.4 41.7
SACCO 5.4 16.7 68.1 2.2 52.5 48.6 33.1
VSLA 10.8 30.6 0.0 48.9 0.0 0.0 15.3
Assets 0.0 5.6 0.0 0.0 0.0 0.0 0.8
At home 35.1 11.1 10.6 31.1 30.0 37.8 25.6
Other (mobile 
money) 8.1 2.8 0.0 2.2 0.0 0.0 2.1

Has ever borrowed 
money to invest in 
your business
Yes 72.2 82.9 53.3 85.4 37.8 27.0 59.7
No 27.8 17.1 46.7 62.2 62.2 73.0 40.3
Where money was 
borrowed from 
(multiple, n=138)
Commercial bank 46.2 24.1 20.8 2.9 50.0 80.0 29.0
SACCO 19.2 10.3 83.3 8.6 42.9 20.0 28.3
VSLA 26.9 55.2 0.0 71.4 0.0 0.0 34.8
Friends 15.4 10.3 8.3 20.0 7.1 0.0 12.3
Money lender 11.5 6.9 0.0 14.3 14.3 0.0 7.2
Other(Mobile money 15.4 0.0 0.0 8.6 0.0 0.0 5.1
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Comment on  the 
interest rates 
(n=124)
Affordable/
reasonable 70.0 77.3 77.3 100.0 68.2 57.9 73.6

High 15.0 13.6 20.0 0.0 27.3 36.8 19.0
Very high 15.0 9.1 10.0 0.0 4.5 5.3 7.4
Relationship  between market women and stall owners
Very good 29.2 29.0 55.8 29.7 62.9 66.7 46.8
Good 62.5 54.8 34.9 32.4 31.4 27.3 38.9
Fair 4.2 12.9 5.7 5.7 5.7 6.1 9.9
Bad 4.2 3.2 0.0 2.7 0.0 0.0 1.5
Very bad 0.0 0.0 16.2 0.0 0.0 0.0 3.0
Relationship  between market women and market leadership
Very good 29.7 27.3 40.4 31.1 31.1 63.9 63.9
Good 64.9 53.2 53.2 55.6 33.3 27.8 51.1
Fair 2.7 0.0 6.4 6.7 7.7 8.3 5.5
Bad 2.7 0.0 0.0 4.4 0.0 0.0 1.3
Very bad 0.0 0.0 0.0 2.2 0.0 0.0 0.4
Relationship  between market women and fellow women
Very good 11.1 25.0 47.8 36.4 59.5 59.5 40.6
Good 44.4 44.4 45.7 38.6 35.9 35.9 38.9
Fair 41.7 43.8 6.5 18.2 5.1 2.7 18.4
Bad 2.8 3.1 0.0 6.8 0.0 0.0 6.8
Very bad 0 0 0 0 0 0 0
Understanding of Gender Based Violence (GBV)
Women battering 40.5 16.7 36.2 11.1 50.0 54.1 34.3
Denial of food 32.4 6.4 6.4 17.8 2.5 13.5 16.9
Denial to access 
reproductive health 
services

8.1 2.8 10.6 2.2 22.5 29.7 12.4

Economic violence 5.4 25.0 0.0 4.4 0.0 2.7 5.8
Psychological abuse 24.3 38.9 38.3 31.1 32.5 48.6 35.5
Denial of conjugal 
rights 43.2 47.2 59.6 55.6 70.0 64.9 57.0

Denial of asset 
ownership/access 0.0 8.3 6.4 4.4 7.5 13.5 6.6

Men battering 10.8 22.2 4.3 11.1 5.0 5.4 9.5
Doesn’t know/not 
sure 5.4 5.4 5.4 8.9 2.5 0.0 4.1

Others(rape, not 
sharing work at 
home, gender 
imbalance)

2.7 2.8 0.0 8.9 0.0 0.0 2.5

How often do hear about cases of GBV in this market or in the community
Never 75.0 67.7 44.7 54.5 47.5 47.2 55.1
Daily 22.2 32.3 55.3 40.9 52.5 47.2 42.7
Once a week 2.8 0.0 0.0 2.3 0.0 5.6 1.7
Bi weekly 0.0 0.0 0.0 2.3 0.0 0.0 0.4
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Question Cereleno 
(37, %)

Gulu Main 
(36, %)

Kalerwe 
(47, %)

Lacor 
(45, %)

Nakawa 
(40, %)

Ntinda 
(37, %)

All
(242, %)

Form of violence common in your community
Physical 48.6 47.2 29.8 28.9 28.9 28.9 31.0
Sexual 35.6 35.6 35.6 35.6 40.0 45.9 36.8
Psychological/
emotional 40.5 38.9 21.3 20.0 40.0 37.8 32.2

Economical 19.4 19.4 6.4 13.3 5.0 8.1 12.8
Ever experienced violence
Yes 77.1 67.7 44.7 57.1 47.5 50.0 56.3
No 22.9 55.3 55.3 42.9 52.5 50.0 43.7
Form of violence experienced (multiple, n=129)
Physical 66.7 81.0 66.7 54.2 47.4 23.5 58.1
Sexual 51.9 38.1 85.7 66.7 84.2 100.0 69.0
Psychological/
emotional 55.6 66.7 47.6 37.5 84.2 82.4 60.5

Economical 37.0 33.3 14.3 25.0 10.5 17.6 24.0
Number of forms of violence experienced(multiple, n=129)
One 42.4 42.6 57.8 65.9 58.1 79.5 56.3
Two 10.2 12.8 35.6 27.3 41.9 10.3 22.4
Three 20.3 44.7 6.7 6.8 0.0 0.0 14.1
Four 27.1 0.0 0.0 0.0 0.0 10.3 7.2
Accessed services after violence (n=129)
Yes 78.6 60.9 40.9 55.9 14.3 18.2 51.5
Yes 21.4 39.1 59.1 44.1 85.7 81.8 48.5
Services accessed after violence(multiple, n=68)
Legal 22.7 14.3 0.0 15.8 0.0 50.0 16.2
Medical 27.3 57.1 22.2 52.6 0.0 50.0 39.7
Counselling 77.3 100.0 55.6 105.3 50.0 0.0 83.8
Economic 
Empowerment 9.1 42.9 0.0 31.6 0.0 0.0 20.6

Other 9.1 0.0 0.0 0.0 0.0 0.0 2.9
Main causes of GBV in this community/market
Poverty 70.3 38.9 83.0 48.9 82.5 81.1 67.8
Ignorance of women  
rights 10.8 25.0 21.3 37.8 15.0 16.2 21.5

Cultural beliefs 8.1 16.7 2.1 6.7 12.5 8.1 8.7
Alcoholism/drug 
abuse 48.6 66.7 40.4 84.4 45.0 62.2 57.9

Indecent dressing 10.8 2.8 48.9 6.7 47.5 24.3 24.4
Mistrust 40.5 41.7 42.6 71.1 52.5 32.4 47.5
Other (witchcraft) 13.5 5.6 0.0 15.6 5.0 5.4 7.4
Category of women/girls are more vulnerable to abuse and exploitation
Causal labourers 51.4 38.9 44.7 33.3 40.0 37.8 40.9
Those who serve 
food 29.7 8.3 57.4 24.4 37.5 40.5 33.9

The widow 18.9 13.9 17.0 22.2 10.0 24.3 17.8
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The uneducated 
women 18.9 25.0 44.7 48.9 32.5 29.7 34.3

Other 5.4 13.9 0.0 0.0 0.0 0.0 2.9
Perpetuators of these abuse and exploitation of women/girls within the market (multiple)
Market leaders 24.3 16.7 24.4 24.4 7.5 8.1 14.9
Causal labourers 18.9 11.1 63.8 6.7 47.5 43.2 32.6
Fellow women/girls 51.4 52.8 19.1 46.7 10.8 10.8 31.4
Government officials 10.8 5.6 2.1 24.4 2.5 5.4 8.7
Security organs 0.0 0.0 0.0 2.2 2.5 2.7 1.2
Suppliers 2.7 2.8 17.0 0.0 45.0 29.7 16.1
Customers 8.1 5.6 6.4 8.9 2.5 0.0 5.4
Others (men) 8.1 2.8 4.3 2.2 25.0 29.7 10.3
Market has a dispute resolution mechanism
Yes 100.0 100.0 58.3 100.0 82.1 80.8 87.4
No 0.0 0.0 41.7 0.0 17.9 19.2 12.6
There are rules or regulations that hinder women from actively participating in market affairs
Yes 5.7 6.3 0.0 19.5 2.6 5.7 6.8
No 85.7 93.8 56.8 78.0 43.6 51.4 67.6
Not sure 8.6 0.0 43.2 2.4 53.8 42.9 25.6
Involved in taking decisions at home
Yes 97.2 93.8 97.9 93.0 95.0 100.0 96.2
No 2.8 6.3 2.1 7.0 5.0 0.0 3.8
Decisions involved in at home
Food purchase 80.0 73.3 100.0 77.5 102.6 100.0 89.8
Property sales 17.1 10.0 47.8 45.0 31.6 40.5 33.6
Children education 91.4 83.3 58.7 62.5 65.8 73.0 71.2
Others (buying 
clothes for children) 6.7 6.7 4.3 5.0 0.0 0.0 3.5

Has control over resources
Yes 85.3 93.8 88.6 89.2 77.5 75.0 84.9
No 14.7 6.3 11.4 10.8 22.5 25.0 15.1
Resources controlled (multiple, n=186)
Money 79.3 90.0 56.4 100.0 74.2 95.8 81.2
Property/house 34.5 30.0 23.1 51.5 25.8 16.7 30.6
Land 20.7 23.3 66.7 51.5 61.3 70.8 49.5
Others 13.8 10.0 2.6 6.1 0.0 4.2 5.9
Assets owned and controlled
Bicycle 13.8 20.0 0.0 24.2 0.0 0.0 9.7
Car 0.0 3.3 0.0 3.0 0.0 0.0 1.1
Motor cycle 6.9 33.3 7.7 0.0 6.5 0.0 9.1
Land 31.0 23.3 71.8 66.7 83.9 91.7 61.3
Other (pigs, cows, 
goats) 44.8 20.0 10.3 18.2 9.7 4.2 17.7
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Question Cereleno 
(37, %)

Gulu Main 
(36, %)

Kalerwe 
(47, %)

Lacor 
(45, %)

Nakawa 
(40, %)

Ntinda 
(37, %)

All
(242, %)

Involved in the governance and management of this market
Yes 35.1 41.9 8.5 44.4 17.5 8.6 25.5
No 64.9 58.1 91.5 55.6 82.5 91.4 74.5
Position held in market management (n=65)
Counsellor 0.0 6.3 0.0 0.0 0.0 0.0 1.5
Committee member 72.7 68.8 80.0 28.6 14.3 40.0 49.2
Women 
representative 9.1 6.3 20.0 14.3 57.1 20.0 16.9

Committee member 
of saving group 18.8 18.8 0.0 57.1 28.6 40.0 32.3

Holds any leadership/ responsibility in your community
Yes 28.1 46.9 4.3 17.1 15.0 17.6 20.0
No 71.9 53.1 95.7 82.9 85.0 82.4 80.0
Type of leadership/ responsibility held in the community (n=45)
Member of the local 
council 37.5 27.3 33.3 16.7 16.7 0.0 24.3

Committee member 
of a saving group 37.5 36.4 33.3 66.7 83.3 100.0 54.1

Leader in the church 25.0 36.4 33.3 16.7 0.0 0.0 21.6
PERCEPTIONS ON WOMEN RIGHTS AND VIOLATIONS (YES only)
If a man only makes 
important decision 
after consulting 
with wife would his 
friends disrespect 
him?

3.0 6.3 13.0 20.5 7.7 20.6 12.3

Does keeping quiet 
about gender based 
violence against 
women bring 
respect to your 
family within the 
community

9.1 9.4 13.0 20.0 17.9 8.8 13.5

Are women 
sometimes to blame 
for violence against 
them

63.6 59.4 56.5 48.9 52.6 42.4 53.7

Should women 
tolerate violence in 
order to keep their 
families together 
and be respected by 
husbands

25.0 40.6 15.2 30.2 8.1 17.6 22.3

Do you think that 
one day women and 
men will be valued 
as much to each 
other

87.9 87.5 76.1 59.1 68.4 58.8 72.2
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Do you believe 
that a wife should 
never question her 
husband?

3.1 9.4 15.6 16.3 7.9 6.1 10.3

Does a husband 
have the right to 
physically punish 
his wife for any 
reason?

0.0 15.6 4.3 25.6 10.8 17.6 12.5

Is it common for 
people to blame 
women or girls for 
sexual violence 
when this happens?

51.5 56.3 73.9 36.4 79.5 61.8 60.1

When a husband 
insists on sex from 
his wife, does she 
have the right to 
refuse?

78.8 90.0 78.3 82.2 87.5 91.2 84.2

If she refuses and 
he forces her to 
have sex, is that 
rape?

78.8 87.5 91.3 80.0 87.5 82.4 84.8

Who should make decisions on who works between the couple
Husband 31.3 6.3 4.4 40.0 2.5 2.9 14.9
Wife 3.1 0.0 2.2 8.9 5.0 11.8 5.3
Both Husband & 
Wife 62.5 93.8 93.3 92.5 92.5 85.3 78.9

Entire Family 0.0 0.0 0.0 2.2 0.0 0.0 0.4
Relatives 3.1 0.0 0.0 0.0 0.0 0.0 0.4
Who should make decisions on when to work
Husband 45.2 6.3 4.4 45.5 2.6 5.9 18.2
Wife 3.2 3.1 4.4 11.4 15.4 14.7 8.9
Both Husband & 
Wife 51.6 90.6 91.1 40.9 82.1 79.4 72.4

Entire Family 0.0 0.0 0.0 2.3 0.0 0.0 0.4
Relatives
Who should make decisions on what type of work
Husband 40.6 12.5 2.2 31.1 0.0 2.9 14.5
Wife 3.1 3.1 13.3 17.8 17.9 17.6 12.8
Both Husband & 
Wife 53.1 84.4 84.4 51.1 82.1 79.4 72.2

Entire Family 3.1 0.0 0.0 0.0 0.0 0.0 0.4
Relatives
Who should make decisions on where to work
Husband 37.5 10.0 4.4 38.6 5.1 8.8 17.4
Wife 6.3 3.3 15.6 18.2 17.9 17.6 13.8
Both Husband & 
Wife 53.1 86.7 80.0 40.9 76.9 73.5 67.9

Entire Family 3.1 0.0 0.0 2.3 0.0 0.0 0.9
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Question Cereleno 
(37, %)

Gulu Main 
(36, %)

Kalerwe 
(47, %)

Lacor 
(45, %)

Nakawa 
(40, %)

Ntinda 
(37, %)

All
(242, %)

Relatives
Who should make decisions on who controls income of the home
Husband 25.0 28.1 34.1 42.2 23.1 29.4 31.0
Wife 3.1 0.0 6.8 13.3 7.7 8.8 7.1
Both Husband & 
Wife 68.8 71.9 59.1 44.4 69.2 61.8 61.5

Entire Family 3.1 0.0 0.0 0.0 0.0 0.0 0.4
Relatives
Who should make decisions on who determines usage of money in the home 
Husband 25.0 21.9 6.7 24.4 10.3 14.7 16.7
Wife 9.4 3.1 6.7 12.8 11.8 11.8 10.1
Both Husband & 
Wife 62.5 75.0 84.4 55.6 76.9 73.5 71.4

Entire Family 3.1 0.0 2.2 4.4 0.0 0.0 1.8
Relatives

5.2 Project log frame

Result Indicator Baseline Target Means of 
Verification

Assumptions

Outcome 1.  Women 
Business Enterprises 
(WBEs) have increased 
access to financing and 
markets (including public 
and private procurement)

% of target market 
women who have 
accessed a business 
loan over the previous 
twelve months

TBC TBC
Profiles of 
target market 
women

Total value of sales 
made over the previous 
twelve months by the 
target market women

TBC TBC
Profiles of 
target market 
women

% of target market 
women who keep books 
of accounts

TBC TBC
Profiles of 
target market 
women

% of target market 
women who are part 
of an active savings 
scheme

TBC TBC
Profiles of 
target market 
women

# of target market 
women who hold a 
position, or participate in 
decision-making in any 
of the various market 
leadership structures or 
processes

TBC TBC
Profiles of 
target market 
women

Output 1.1. Knowledge 
generated on women’s 
access to markets, nature 
and extent of violence in 
markets and strengthening 
of policy analysis

# of studies on women’s 
access to markets and 
prevalence of violence 
against women in 
marketplaces published 
and disseminated

0 1 The research 
report
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Activities:
1. Drafting Terms of Reference
2. Advertise
3. Select Consultants and sign contracts
4. Inception meeting
5. Review and pre-test data collection methods and tools
6. Sharing-use and follow-up (publication, dissemination, sharing, Action Plan, Decision   making to 
improve program quality and implementation and learning)

Output 1.2: 
Market women will have 
improved their knowledge 
and skills on market access 
business, and access to 
finance

% of market women 
who report having 
understood at least 50% 
of the content in the 
training on business 

0 60% of 
240

Training 
assessment 
form

1. Conduct training sessions in leadership for the market women
2. Training sessions market women in voice and power
3. Conduct advocacy skills/awareness raising sessions 

5.3 Data Collection tools

Focus Group Interview Guide
Introduction:
 
My name is _________________________ and this is my colleague ___________________. We work for 
…………………….  We would like to ask you some questions about the issues affecting women and girls in 
accessing markets and the nature and extent of violence experienced by market women. In this way we 
can better understand the needs and concerns about these groups. We are asking about things that you 
have heard of or know to be happening. Participation in the discussion is completely voluntary and you do 
not have to answer any questions that you do not want to answer.  
We will write your names but not present any other potentially identifying information in anything that 
we produce based on this conversation.  We will treat everything that you say today with respect and 
confidentiality. We shall also ask that you keep everything confidential, too.  Please do not tell others 
what was said today. We will be taking notes to make sure that we do not miss what you have to say.  I 
hope that this is OK with you? We really want to hear what you have to say, and I want you to answer my 
questions however there is no wrong answer to any question.  
I expect our discussion to last for a maximum time of one hour to one-and-a-half hours. Do you have any 
questions before we begin?

1. In your words what does the term “access to market” mean to you?

2. Apart from capital what else does a woman need to succeed in the market? (Probe the important 
things that are usually over looked)

3. Is the market conducive for women to work in (physical arrangement and facilities)? If yes how? If no, 
why? 
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4. Are there any rules and regulations that prevent women from working in the market?

5. Are there any privileges given to women? Which ones?

6. Does the leadership in the market in any way affect or undermine women from working in the market? 
If yes how? If no why? 

7. How/What is the relationship between the vendors and the leadership of the market?  Elaborate

8. As women in markets, do you have strategies to help one another succeed in the market place? 

9. What do you do when a fellow woman in the market cannot come to do her work (due to sickness, 
pregnancy, giving birth, cannot meet the market dues, family problems, husband refuses her to come, 
...)

10. What behaviours and practices by customers if any prevent women from accessing the markets?

11. What behaviours and practices by suppliers if any prevent women from accessing the markets? 

12. What behaviours and practices by vendors if any prevent women from accessing the markets? 

13. Does family in any way affect the way a woman accesses markets? If yes how? How do you overcome 
family challenges?

14. Which type of work do women mainly engage in the market? What factors push women to engage in 
this type of work? How do you price your products/services? What factors affect the way you price 
your products/services? 

15. Are there women in the market that you think are doing work that you believe should be for men? What 
do you think of them? Are they paid the same rate as men?

16. Are there any institutions helping women in markets access markets? If yes how? 

17. Are there any factors/ activities within this market that fuel incidents of abuse of women and girls? If 
yes can you mention them 

18. What could be done to prevent sexual violence and other forms violence from occurring in this market?

19. What are some things that you could do to prevent violence?

20. What practices can be adopted to increase safety and protection of women and girl against abuse 
within the market?

21. How did you benefit from the “Increased access to markets by market women” that was being 
implemented by the Institute for Social Transformation (IST)

22. What was done well?

23. What did not go well?

24. What areas need to be improved in future similar projects
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Key Informant Interview guide
Introduction:
 
My name is ___________________________. I am working as Research Assistant under the Institute for 
Social Transformation (IST). IST is a women’s rights advocacy organisation that works towards 
developing capacity for critical thinking for efficient, effective leadership, gender equality and 
transformational learning through capacity building, Innovation and advocacy for marginalised 
majority (women and Youth). IST has been implementing a 2-year project aimed at strengthening 
the leadership and organizing of market women to effectively demand for their rights in the markets. 
We are conducting an end project evaluation to obtain to obtained your views as far as the project 
was implemented, what well, what did not go well, how you benefited, challenges and what you 
think can be improved for future similar project. 

The information you provide will be kept strictly confidential. We will not use your full names during 
the discussions or write down or record your names or any personal information that could identify 
you.  You can also refuse to answer any specific questions if they make you uncomfortable.  

The discussion will take about 30 minutes. At this time do you all agree to participate in this 
discussion? Yes/No

Sex of respondent 1. Man  2. Woman
Interviewer:

Title of respondent

Responsibility in the project process
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1. What is your mandate in relation to management of this market?

2. Briefly explain to us how the market is governed including roles and responsibilities of market 
leaders (explore election of leaders, tenure of elected officials, guidelines for electing market 
officers and if affirmative action on women involvement is followed)

3. Are women involved in the management of the market?  How?

4. How are women in this market supported to access market for their products?

5. Please explain the magnitude of Violence against women in this market and surrounding 
communities? (explore for nature of violence, how survivors are support and how perpetrators 
and dealt with)

6. Are there laws/policies/guidelines that prescribe how to deal with Violence against women VAW 
in this market (explore on enforcement)?

7. What are the common challenges experienced by women who work in this market (regarding, 
access to capital, access to market, control of resources, participation in leadership and 
governance, access to services for survivors of Violence against women)

8. What recommendations do you have for improving the plight of women who work in this 
market?(regarding, access to capital, access to market, control of resources, participation in 
leadership and governance, access to services for survivors of Violence against women)

9. What role did you play in the implementation of the strengthening the leadership and organizing 
of market women to effectively demand for their rights in the markets that was implemented by 
the Institute for Social Transformation (IST)

10. What was done well in the project implemented by IST? What was achieved?

11. What did not go well?

12. What areas need to be improved in future similar projects

13. Do you think the beneficiaries will sustain the benefits gained from this project

14. Did you get the necessary support from the project? Please explain

Thank you so much for your time
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Questionnaire for Beneficiaries
Introduction:
 
My name is ___________________________. I am working as Research Assistant under the Institute for 
Social Transformation (IST). IST is a women’s rights advocacy organization that works towards 
developing capacity for critical thinking for efficient, effective leadership, gender equality and 
transformational learning through capacity building, Innovation and advocacy for marginalized 
majority (women and Youth). IST has been implementing a 2-year project aimed at strengthening 
the leadership and organizing of market women to effectively demand for their rights in the 
markets. The project will be implemented in three markets Kalerwe and Nakawa and Ntinda market 
in Kampala Capital City Authority (KCCA) and three markets Gulu; Gulu main market, Lacor and 
Cerealeno market in Gulu district.

We are conducting an end project evaluation to obtain to obtained your views as far as the project 
was implemented, what well, what did not go well, how you benefited, challenges and what you 
think can be improved for future similar project. 

The information you provide will be kept strictly confidential. We will not use your full names during 
the discussions or write down or record your names or any personal information that could identify 
you.  You can also refuse to answer any specific questions if they make you uncomfortable.  
The discussion will take about 30 minutes. At this time do you all agree to participate in this 
discussion? Yes/No

Respondents Project Beneficiaries

A: GENERAL INFORMATION

IDENTIFICATION CODES

Questionnaire Identification (ID) No.

District

Name of the Market

Name of interviewer

Date of interview

Time of interview

B: RESPONDENTS SOCIODEMOGRAPHIC & ECONOMIC CHARACTERISTICS (please circle as appropriate)

NO QUESTIONS CODING CATEGORIES GO TO

1 Age of respondent in complete 
years

2 Sex
Male …………………………………………….1
Female ……………………………………………2
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3 Education level of respondent

None…………………….………………………..………………1   
Primary ……….…………….…………….…………………...2
Lower Secondary (S1 – S4) …..…………...…...3 
Higher Secondary (S5 – S6) ...………..…………4
Post-secondary…………………………………………….5
Vocational Training………………………………………6
Tertiary/University ………………………………………7

4 Respondents marital status

Single……………………………………….……………………1
Married…………………………………………………….……2
Divorced/
separated……………………………………..............….3
Widowed……………………………………….……………….4
Other (specify)………..………............................5

5 Do you have any dependents?
Yes…............................................................1
No…………….…................................................2 If no, skip to 

Qn.7

6 How many dependents do you 
have?

1-2………………………………………………………………….1
3-4………………………………………………………………….2
5 and above…………………………………………….…....3

7 How long have you worked in the 
market?

0-6 mont
hs…………………………..............………………………….1
6-12 mont
hs…………………………………...............……….……….2
1-2 years…………………………………..……………………3
3 years and above………………………………………....4

8 Working hours/days

Average time of reporting at work …………..
Average time of leaving work ……………………..
Average number of hours at work ……………….
Number of days worked per week………………

9

What is your motivation for 
starting and maintaining this 
business in this market?
(Circle all that apply)

Get financial independence ………………………1
Support on family expenses ………………………2
Failed to get a job somewhere ………………..3
Lost my husband. …………………………………….4
Other, specify………………………………………………5

Economic Characteristics

10 Do you own this business or you 
are working for someone

Own business ……………………………………………1
Working for someone …………………………….2
Family business ……………………………………………3
Joint venture…………………………………………………4

If 2 skip to 
QN 12
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11 What was the source of your 
capital?

Own Savings…….………………………1
Sold some property………………………..2
Husband/partner………………………3Paren
ts……………………………..……………………………4
Financial institution………………………………………..5
Borrowed from SACCO/VSLA………………………….6
Borrowed from a friend ……………………….…….7
Others (specify)…………………………………………….8

12 How much was your startup 
capital

Less than 100,000……………………………………….1
100,001-200,000…………………………………………….
200,001-500,000………………………………………….3
500,001-1,000,000……………………………………….4
1,000,001-2,000,000…………………………………….5
2,000,001-5,000,000……………………………………….
5,000,000 and above……………………………………7

13 How much is your business value

Less than 100,000……………………………………….1
100,001-200,000…………………………………………….
200,001-500,000…………………………………………….
500,001-1,000,000……………………………………….4
1,000,001-2,000,000…………………………………….5
2,000,001-5,000,000…………………………………….6
5,000,000 and above……………………………………7

14 What is your monthly income

Less than 100,000……………………………..……….1
100,001-200,000………………..……………………….2
200,001-500,000………………………………………….3
500,001-1,000,000……………………………………….4
1,000,000 and above……………………………………5

15 How much do you save per month

Less than 100,000………………………………………….1
100,001-200,000…………………..…………………….2
200,001-500,000………………………………………….3
500,001-1,000,000………………………………………….
1,000,000 and above……………………………………5

16 Do you keep records of your 
business transactions Do you keep records of your business transactions

17 Have you ever attended any 
training in business skills

Yes ……………………………………………………………..1
No ……………………………………………………………….2

If 1 skip to 
QN 21

18 Did you pay for the training Yes ……………………………………………………………..1
No ……………………………………………………………….2

19
What was the training about
(Circle all that apply)

Record keeping …………………………………………….1
Savings ……………………………………………………..2
Customer relations ………………………………………3
Using ICT for business ……………………………..4
Other, specify ……………………………………………….5

20 Who provided the training ………………………………………………………………………………
……………………………………………………………………

21 What is the status of the stall you 
are operating from

Own stall………………………………………..…………1
Family stall …………………………………………….2
Rented.……………….………………………………………….3
Group stall ……………………………………………………4
Not sure …………………………………………………………5

22 How many stalls do you own in 
this market _____________
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23
What are the most THREE items 
that sustain this business [rank in 
order]

1……………………………………………………………………….
2……………………………………………………………………..
3.................................................................

24 Are you contented with your 
source of supplies

Yes ……………………………………………………………..1
No ……………………………………………………………….2

25 Give reason for your response in 
above

26 How many people do you employ 
to support your business ………………Males  …………………Females

27

Which government empowerment 
programs are you aware of
(Circle all that apply)
 

UWEP……………………………………………………………..1
YLP………………………………………………………………….2
SAGE/ESP……………………………………………………..3
NUSAF…………………………………………………………….4
Operation Wealth Creation ……………………….5
None ……………………………………………………………….6
Emyoga fund ………………………………………………7
Other, specify ………………………………………………..8

28
Have you ever benefited from any 
of the government empowerment 
programs

Yes ……………………………………………………………..1
No ……………………………………………………………….2

If 1 skip to 
QN 30

29 If yes, which ones

UWEP……………………………………………………………..1
YLP………………………………………………………………….2
SAGE/ESP………………………………………………………..3NU
SAF…………………………………………………………….4
Emyoga funds………………………………………………….5
Other, specify ………………………………………………..6

30 How many savings group do you 
belong to

None………………………………………………………………1
One  ...…………………………………………………………….2
Two or more ………………………………………………...3

31 What are your future business 
plans

Expand business……………………………………………1
Change the business……………………………………..2
Quit the business…………………………………………..3
Others (specify)…………………………………………….4

32 How has your earnings changed 
this year compared to last year

Decreased ………………………………………………….. 1
Same/has not changed ……………………………  2
Increased …………………………………………………… 3

33 Give reason for your response in 
above

.................................................................................

............................................................

34 How has your savings changed this 
year compared to last year

Decreased ………………………………………………….. 1
Same/has not changed ………………………………  2
Increased …………………………………………………… 3

35 Give reason for your response in 
above

.................................................................................

............................................................

36

How do you use your savings and 
income from your business 
(Circle all that apply)

Personal needs …………………………………………….1
Contribute towards household expense…..2
Contribute towards school fees ...………….3
Invest in other business/side income ……..4
Saving for unforeseen circumstances………5
Saving for family dream (building, farm, car).....…6
Other, specify ………………………………………….7
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37
What are key challenges 
experienced in this market (Circle 
all that apply)

Low sales …………………………………………………….1
High competition ………………………………………..2
Poor quality products ………………………………….3
Poor sanitation …………………………………………….4
High rent ………………………………………………………5
Witchcraft …………………………………………………….6
High taxes …………………………………………....……..7
Discrimination ……………………….…………………….8
Sexual harassment ………….………………………..9
Not involved  in decision making…………….10
Lack of storage facilities ………………………..11
Other (specify)…………………………………………12

38

What barriers do women face 
when joining/starting or sustaining 
a business in the market?
(Circle all that apply)

Limited Capital/resources …………………………1
Limited knowledge/business skills ………….2
Family obligations …………………………………..3
lack of security to access a loan …………….4
Some men don’t allow women to work  ….5
Lack of confidence ………………………………….6
Some work isn’t appropriate for women …7
Cultural barriers ……………………………….……8
High competition (selling similar products) ……...9
High interest rates ……………………………..……10
No child care facilities ………………………………11
Other, specify …………………………………………….12

39 Do you have a bank/SACCO 
account

Yes ……………………………………………………………..1
No…………………….……………………………………..2

40 How do  you keep/save your 
money

Bank ……………………………………………..…………….1
SACCO ………………………………….....……………….2
VSLA………………………………….....……………………3
Assets ……………………………..………………………..4
At home …………………………………………………….5
Other, specify …………………………………………6

41 Have you ever borrowed money to 
invest in your business

Yes ……………………………………………………………..1
No………………………………………………………………..2

42
Where did you borrow money 
from
(Circle all that apply)

Commercial bank ………………………………..1
SACCO……………………………………………………..2
VSLA ……………………………………………………..3
Friends …………………………………………………….4 Money 
lender ……………………………………………….5
Other, specify…………………………………………………6

43 Which organisations are offering 
credit in this market

………………………………………………………………………………
…………………………………………………………………..

44 How was the interest rates
Affordable/reasonable………………………….1
High……………….........………………………………….2
Very high …………………………………………………3

45
How can you describe the 
relationship  between market 
women and stall owners

Very good …………………………………………………..1
Good ……………………………………………………………2
Fair ……………………………………………………………….3
Bad ……………………………………………………………….4
Very bad ……………………………………………………….5
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46
How can you describe the 
relationship  between market 
women and market leadership

Very good …………………………………………………..1
Good ……………………………………………………………2
Fair ……………………………………………………………….3
Bad ……………………………………………………………….4
Very bad ……………………………………………………….5

47
How can you describe the 
relationship  between market 
women and market leadership

Very good …………………………………………………..1
Good ……………………………………………………………2
Fair ……………………………………………………………….3
Bad ……………………………………………………………….4
Very bad ……………………………………………………….5

Impact 1: Gender Based Violence (GBV)/Violence against women (VAW)/Violence against Children (VAC) and 
girls eliminated & respect for women’s bodily integrity and autonomy sustained

48
What do you understand by 
Gender Based Violence (GBV)? 
(Circle all that apply)

Women battering…………………………………………..1
Men battering ……………………………………………….2
Denial of food…………….………………………………….3
Denial to access reproductive health services…4
Economic violence…………………………………..5
Psychological abuse……………………………………6
Denial of conjugal rights ……………………………7
Denial of asset ownership/access………….......……8
Doesn’t know/not sure ………………………….…9
Others (specify)…………………………………………10

49
How often do hear about cases 
of GBV in this market or in the 
community

Never…………………………………………………………….1
Daily ………………………………………………………………2
Once a week………………………………………………….3
Bi weekly……………………………………………………….4
A month and above………………………………..…..5

50
What form of violence is common 
in your community 
(Circle all that apply)

Physical………………………………………………………….1
Sexual…………………………………………………....…….2
Psychological/emotional ………………......……..3
Economical…………………………….........…..………..4
Others specify…………………………………….....…….5

51 Have you ever experienced 
violence yourself?

Yes………………………………………………………………….1
No…………………………………………………………………..2

If no skip to 
qn 56

52
What type of violence did you 
experience?  
(Circle all that apply)

Sexual…………………………………………………….2
Psychological………………………………………..3
Economic ……………………………………………….4
Other, specify ………………………………………5

53 Did you access services Yes………………………………………………………………….1
No…………………………………………………………………..2

If no, skip to 
Qn 46

54 What services did you access?
(Circle all that apply)

Legal..........................................................1
Medical……………………………….....…………….....…2
Counselling…………………………………....…………...3
Economic Empowerment………………...………..4
Other (Specify) …………………………………..........5

55 Who provided the services

Government institution………………………………..1
NGO/CSO…..……………………………………………………2
Private sector……………………………………………..3
Individual .…………………………………………………….4
Other, specify…………………………………………………5
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56 Why didn’t you access services
(Circle all that apply)

Stigma……………………………………………………..1
Financial constraints……………………..2
Intimidation..............................................3
Did not know where to go.....................4

57

Who is most common victims by 
GBV? 
[Rank accordingly, READ out and 
allow respondent to rank]

Men………………………………………………………………
Women ………………………………………………………..
Children ………………………………………………………..
The elderly.…………………………………………………..

58
What are the main causes of GBV 
in this community/market
(Circle all that apply)

Poverty …………………………………………….1
Ignorance of women  rights …………………2
Cultural beliefs ……………………………………….3
Alcoholism/drug abuse …………………………..4
Indecent dressing …………………………………. 5
Mistrust………………………………………………..6
Other, specify………………………………………7

59
Which category of women/girls 
are more vulnerable to abuse and 
exploitation?

Causal labourers ……………………….....………..1
Those who serve food …………………....……...2
The widow ……………………………………..……..…3
The uneducated women ………………………...4
Other, specify ………………………………………………..5

60
Who are the perpetuators of these 
abuse and exploitation of women/
girls within the market?

Market leaders …………………………………..1
Causal laborers ……………………………………………2
Fellow women/girls …………………………………….3
Government officials ………………………………..4
Security organs..………………………………………….5
Suppliers ……………………………………………………..6
Customers ……………………………………………………7
Others, specify ………………………………………….8

61 Does this market have a dispute 
resolution mechanism

Yes……………………………………………………………..…..1
No….……………………………………………………………….2

If YES, skip 
to Qn, 63

62 If YES, how does it work ………………………………………………………………………………
……………………………………………………………………

63
Are there rules or regulations 
that hinder women from actively 
participating in market affairs

Yes……………………………………………………………..…..1
No….……………………………………………………………….2
Not sure …………………………………………………………3

64 If Yes, which ones ………………………………………………………………………………
……………………………………………………………………

65
Where do you report cases of 
violence/abuse in this market
(Circle all that are applicable)

Market leaders…………………………………………….1
LCs ………………………………………………………………….2
Police …………………………………………………………….3
Other, specify ………………………………………………4

66 Which organizations support 
victims of violence in this market

………………………………………………………………………………
…………………………………………………………………….

Decision making

67 Are you involved in taking 
decisions at home?

Yes……………………………………………………………..…..1
No….……………………………………………………………….2

If no, skip to 
Qn, 69

68 What decisions do you make?
(Circle all that are applicable)

Food purchase………………………………………………1
Property sales………………………………………………2
Children education………………………………………..3
Others (specify)……………………………………….……4
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69 Do you control any resources Yes……………………………………………………………..…..1
No……………………………………………………………….2

If no, skip 
to 71

70 What resources do you control?
(Circle all that are applicable)

Money……………………………………………………………1
Property/house……………………………………………2
Land…………………………………………………………….3
Others (specify)..........................................4

71 Which assets do you own and 
control

Bicycle ……………………………………………………………1
Car …………………………………………………………………2
Motor cycle ……………………………………………………3
Land ……………………………………………………………....4
Other, specify ………………………………………………5

Impact 3: Democratic space expanded, inclusive governance and equal political participation of women 
sustained

72
Are you involved in the 
governance and management of 
this market?

Yes………………………………………………………………….1
No…………………………………………………………………..2

If no skip 
Qn 74

73 If yes, what position do you hold? Counsellor………………………………………………………1

74 Do you hold any leadership/
responsibility in your community?

Yes………………………………………………………………….1
No…………………………………………………………………..2

If no skip 
Qn 76

75 What leadership position do you 
hold?

Member of the local council……………………1
Committee member of a saving grou……….2
Leader in the church…………………………………….3
Others specify………………………………..…………….5

Project related questions

76. How did you benefit from the “Increased access to markets by market women” that was being 
implemented by the Institute for Social Transformation (IST)
………………………………………………………………………………………………………………………………………………………………………………
……………………………………………………………………………………………………………………………..

77. What was done well?
………………………………………………………………………………………………………………………………………………………………………………
………………………………………………………………………………………………………………………………

78. What did not go well?
………………………………………………………………………………………………………………………………………………………………………………
………………………………………………………………………………………………………………………………

79. What areas need to be improved in future similar projects
………………………………………………………………………………………………………………………………………………………………………………
………………………………………………………………………………………………………………………………

80. Do you think the beneficiaries will be able continue with the benefits gained from this project end? ………
………………………………………………………………………………………………………………………………………………………………………………
…………………………………………………………………………………………………………….
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PERCEPTIONS ON WOMEN RIGHTS AND VIOLATION

QUESTION OPTIONS CHOICE

IF A MAN ONLY MAKES IMPORTANT DECISION AFTER CONSULTING 
WITH WIFE WOULD HIS FRIENDS DISRESPECT HIM? YES/NO

DOES KEEPING QUIET ABOUT GENDER BASED VIOLENCE AGAINST 
WOMEN BRING RESPECT TO YOUR FAMILY WITHIN THE COMMUNITY YES/NO

ARE WOMEN SOMETIMES TO BLAME FOR VIOLENCE AGAINST THEM YES/NO

SHOULD WOMEN TOLERATE VIOLENCE IN ORDER TO KEEP THEIR 
FAMILIES TOGETHER AND BE RESPECTED BY HUSBANDS YES/NO

DO YOU THINK THAT ONE DAY WOMEN AND MEN WILL BE VALUED AS 
MUCH TO EACH OTHER YES/NO

DO YOU BELIEVE THAT A WIFE SHOULD NEVER QUESTION HER 
HUSBAND? YES/NO

DOES A HUSBAND HAVE THE RIGHT TO PHYSICALLY PUNISH HIS WIFE 
FOR ANY REASON? YES/NO

IS IT COMMON FOR PEOPLE TO BLAME WOMEN OR GIRLS FOR SEXUAL 
VIOLENCE WHEN THIS HAPPENS? YES/NO

WHEN A HUSBAND INSISTS ON SEX FROM HIS WIFE, DOES SHE HAVE 
THE RIGHT TO REFUSE? YES/NO

IF SHE REFUSES AND HE FORCES HER TO HAVE SEX, IS THAT RAPE? YES/NO

WHO SHOULD MAKE DECISIONS ON THE FOLLOWING?

1=HUSBAND; 2=WIFE; 
3=BOTH HUSBAND & 
WIFE; 4=ENTIRE FAMILY; 
5=RELATIVES

WHO WORKS BETWEEN THE COUPLE

WHEN TO WORK

WHAT TYPE OF WORK

WHERE TO WORK

WHO CONTROLS INCOME OF THE HOME

WHO DETERMINES USAGE OF MONEY IN THE HOME

THANK YOU
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CHECKLIST FOR ASSESSING THE MARKET (FIRST OBSERVE AND ASK WHERE REQUIRED)

ISSUE YES NO IF NO WHY NOT?

IS THERE A PRIVATE PLACE WHERE BREAST FEEDING 
MOTHERS CAN FEED THEIR CHILDREN? YES NO

IS THERE A PLACE WHERE CHILDREN CAN PLAY FROM? YES NO

ARE THE TOILETS AND BATHROOMS FREE OF CHARGE OR 
FOR PAY
ARE WOMEN’S LATRINES AND BATHROOMS SAFELY 
ACCESSIBLE TO WOMEN AND GIRLS? YES NO

ARE MEN’S AND WOMEN’S LATRINES AND/OR 
BATHROOMS YES NO

SEPARATED ENOUGH?

ARE WOMEN’S LATRINES AND BATH HOUSES SECURE 
FOR WOMEN AND GIRLS? YES NO

IS ADEQUATE WATER AVAILABLE IN THIS MARKET YES NO

IS THERE ADEQUATE LIGHTING AT NIGHT IN THIS 
MARKET? YES NO

DO WOMEN PARTICIPATE IN LEADERSHIP COMMITTEES IN 
THIS MARKET? YES NO

IS THERE A POLICE STATION WITHIN OR CLOSE TO THE 
MARKET YES NO

IS THERE A SEPARATE CABBAGE COLLECTION CENTRE YES NO

THE MARKET HAS CLEAR RULES AND REGULATIONS 
WELL DISPLAYED AND ACCESSIBLE TO EVERYONE YES NO

CHECKLIST FOR POLICE POST

NAME(S)
POSITION (JOB TITLE)
SEX OF PERSON INTERVIEWED: 

1. WHICH CATEGORIES OF WOMEN/GIRLS ARE MOSTLY VIOLENTLY ABUSED IN THIS MARKET?

2. WHAT FORMS OF VIOLENT ABUSE AGAINST WOMEN AND GIRLS ARE MORE PREVALENT WITHIN 
THIS MARKET?

3. WHO ARE THE PERPETUATORS OF THESE VIOLENTLY ABUSE OF WOMEN AND GIRLS WITHIN THE 
MARKET?

4. WHAT ARE FACTORS THAT CONTRIBUTE TO INCIDENTS OF VIOLENT ABUSE OF WOMEN AND GIRLS 
WITHIN THE MARKET?

5. ON AVERAGE, HOW MANY CASES OF GBV /ABUSED WERE REPORTED TO YOU IN THE LAST ONE 
YEAR?
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TYPE NO OF CASES WOMEN GIRLS MEN

PHYSICAL

SEXUAL

VERBAL

EMOTIONAL

ECONOMIC/
FINANCIAL

DOMESTIC

OTHER SPECIFY

TOTAL
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