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Introduction to the Knowledge Generation Series

1 FOREWORD

CUMO provides financial services designed to meet the needs of the rural poor in the Traditional Authority areas of Kaphuka, Kachere, Chilikumwendo and Kasumbu in Dedza district in Malawi.

Our mission is to improve the livelihoods of our clients through the provision of financial services.  

It is important therefore for us to measure any improvement and to gain an understanding of how such changes are manifest.

We call this exercise Impact Assessment.  

The aim of our impact assessment work is to monitor changes in the asset base of clients as a proxy for the impact of our services.  The hypothesis is that we should be able to monitor the success or failure of our interventions by observing changes (increases or decreases) in the assets owned by client households. 

This paper sets out the findings of CUMO’s Impact Assessment Baseline Survey conducted with a sample of our clients during March 2004.  

It is our intention to carry out similar surveys annually both as a means of generating client information and of establishing our success in improving the lives of our clients and, if so, by how much and for whom.

We have also used this survey as a means of establishing a profile of our clients as at the date of this baseline study.  This will enable us to understand more about whom we serve currently and their financial service needs.  It will also enable us to establish, and understand, any changes that may take place in our client base over time.

We see Impact Assessment as an exciting and important process.  We look forward to sharing many more impact surveys with you in the future.

2 EXECUTIVE SUMMARY

The major findings from our baseline survey are:

· Most clients reported an improvement in their standard of living as a result of using CUMO’s services.  Future surveys will help to determine the relationship between the number and size of loans and improvements in welfare.

· A majority of our clients are either middle or upper poor with a small percentage falling either side of these groups.  

· While the poorest depend on ‘ganyu’ (casual labour) for a majority of their income, clients move away from ganyu as soon as they can.  Because of this, a reduced reliance on ganyu appears to be a particularly sensitive indicator of the impact of CUMO services.

· Most clients already conducted some business before accessing CUMO’s loans. Our loans help clients increase the amount of time they spent in business and, therefore, profits.

· The availability of markets – and the costs of moving between them – seems to determine the relative importance of business within the household, the time spent in business and loan size demanded.

· Access to loans enables clients to build and change their mix of assets.  Profits are invested in household assets, schooling and livestock, but only some is reinvested in business.   

· The case studies suggest that clients with higher levels of capital diversify into different business activities.   

· There is no evidence, as yet, that clients have been forced to sell assets to repay their loans.  Similarly, case study clients deny asking for, or receiving, remittances or gifts to help meet loan repayments.

· Access to loans seems to increase self-confidence and involvement in decision-making.  Most female clients interviewed reported a greater control over resources as a result of being a CUMO member.

3 OUTLINE AND METHODS 

This baseline study was conducted using the Livelihood Asset Status Tracking (LAST) system.  This describes a set of physical, social and human assets to capture a snapshot of a client’s livelihood status.  Clients are asked to mark their current status on a scale between 0 and 100 for each of 9 different assets.  This gives a score for each for each asset and, when added together, an aggregate score for each client.  

A more detailed description of the LAST picture system and the sampling approach is contained in our Impact Assessment strategy paper. 

The purpose of this survey was to establish a ‘baseline’ that describes the current status of both clients and non-clients.  As described in our strategy document, we are using clients who have undergone training, but who have not yet taken a loan, as our non-client comparison group.  Clients are those members who have taken at least one loan.

It is important to remember that LAST is based on client self-assessment and that, apart from ensuring that each survey was as complete as possible, no outside intervention took place during the assessment exercise.

A total of 325 clients within 25 client groups took part in this assessment.   This number was chosen in consultation with a statistics expert and in the light of the need to balance statistical significance and resource constraints.  Groups were selected using a stratified simple random sampling method (described in more detail in the strategy paper) from all four of the areas in which we work. 

In most cases all clients within the 25 groups selected were assessed. Of these 25 groups, 13 were ‘old’ groups meaning that by the time of the sampling the group had taken at least a single loan.  The remaining 12 were new groups whose members had not yet taken a loan. 

In summary, 128 clients were sampled from Kaphuka, 84 from Kachere, 61 from Chilikumwendo and 52 from Kasumbu Traditional Authority (TA) areas. 

A sub-sample of 13 clients was chosen for more detailed interviews based on a questionnaire, a copy of which is reproduced in Appendix 4.  The text of each interview can be found in Appendix 5.  

4 WHO ARE OUR CLIENTS?

An important objective of the baseline survey was to establish a ‘Client profile’ both as a way for CUMO to understand better whom we serve and as a means of shaping future product and service development.

Each client’s score was entered from the completed self-assessment sheet into a data analysis package.  This enabled us to establish the mean for, and group clients into, different poverty categories as well as to analyse various statistical relationships detailed below.  

The client profile we established as a result of this exercise was fourfold: The poorest, the middle poor, the upper poor, and the non-poor.  The poorest are those whose aggregate score was 25 or less (out of a possible score of 100).  The middle poor were those who scored between 26 and 50 and the upper poor scored between 56 and 75.  The Non Poor scored greater than 76 out of a maximum of 100. 

According to the survey, the majority of our clients (50%) fall within the ‘middle poor’ category.  The next largest category of clients were the ‘upper poor’ (34%) followed by the ‘poorest’ (13%).  The smallest category were ‘non poor’ clients (3%).  This spread of client types is shown in the bar chart below.
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The mean score for the poorest was 20, for the middle poor 40, for the upper poor 60, and the non-poor 81. 

The aggregate mean score for all clients was 45.5, indicating that most of our clients are in the “middle poor” category as can be seen in the following graph. 


[image: image3.wmf]CUMO Client Segmentation

Upper Poor

Non Poor

Poorest

Middle Poor


Mean score by asset class

It is interesting to illustrate the mean score in each of the separate asset categories that make up the LAST assessment exercise as follows:
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Mean score by business area

We also analysed our client scores by business area.  The mean scores for each of the four Traditonal Authorities in which we work were: 

Kasumbu 

39.4

Chilikumwendo 
43.8

Kaphuka 

45.2 

Kachere 

50.9 

This shows that our “poorest” clients live in Kasumbu and the most “well off” clients live in Kachere.   

We think the higher scores in Kaphuka and Kachere may be due to the greater availability of trading centers in both areas, therefore more time spent in business and, as a result, a higher asset base.
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Mean score by poverty category

The following four diagrams show the mean scores for each asset dimension within each of the different poverty categories.
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As we might expect, the poorest own little by way of livestock, household goods, food stocks or clothing.  Clients scored all of these assets below 20 on their respective scales.  The highest scores were for personal confidence and for children’s education. One explanation of the former is that clients felt more self confident as a result of having joined, and worked with, their groups. The higher score for children’s education may be related to the fact that primary education is free.
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As might be expected, the middle poor possess more household goods and clothing, exhibit more personal confidence and are able to invest in their children’s education. 
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The upper poor again score higher in household goods, food stocks, clothing, personal confidence, children’s education and land.  
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Unsurprisingly, the score for the non-poor is highest in housing, land, clothing, personal confidence and children’s education. 

Mean score by number of loans taken

We compared the mean scores of clients with the number of loans each had taken.  Clients who had not taken any loans had the lowest mean score and the lowest asset base.  Interestingly, there was an increase in mean scores according to number of loans taken, especially for the first and second loan. 

However the improvement from the second to subsequent loans is less dramatic.  One explanation may be the small increment between loan sizes that was the norm in 2003 that may have limited our clients’ ability to add to their assets.  Another reason could be that the third loan was probably a Kudyera Kulimba (hungry season) loan, which has a lower value than the pre-ceding Masika (time of plenty) loans.  

Alternatively, it may be the case that the impact of loans on livelihoods falls after the first or second loan.  However, it is difficult to draw any conclusions until we see whether this pattern, shown in the graph below, is repeated in subsequent surveys, bearing in mind that subsequent loan sizes have been increased in 2004.     
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Mean score by level of savings

We also asked clients to state how much cash savings they had.  We did this in the knowledge that reported savings would be lower for this survey, conducted at the end of the hungry season, than for our annual surveys which will be conducted at a later point each year.  However we consider this an important impact for us to monitor, which is why we report it as part of the results of our baseline survey.

We found that most clients had less than K100 in savings (206).  From the rest of the sample, 65 clients reported holding between K100 and K200, 36 had between K200 and K1000 and 18 clients had over K1000.  Most of those with over K500 said that they held their monetary savings at home. 

As expected, there is a positive correlation between the level of savings and mean scores, although this may simply reflect the fact that a greater level of savings are made by the Upper Poor and Non Poor or the fact that these groups hold more of their savings in the form of financial assets.  
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Of particular interest in the future is whether there is a relationship between the number of loans taken and the level of savings achieved by our clients.  As explained, we did not expect to be able to detect any significant relationship here as this survey took place when financial savings traditionally are at a seasonal low.   
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Correlation between Ganyu and loans

Many of our clients engage in ‘ganyu’ or casual labour, mostly in agriculture.  In fact, as in many other rural areas in Malawi, ganyu is a distinctive feature of rural life in Dedza district. 
  

Most people engage in ganyu out of necessity.    If we find that clients are doing less, or moving away from, ganyu this would be an important indicator of the positive impact of our services.  Therefore this activity is an important indicator for us to monitor in the future.  

The baseline survey suggests that there is a relationship between increased income (funded by loans) and a reduced dependence on ganyu.  In fact, the baseline survey indicates that our clients engage in ganyu less, the more loans they take.  The graph below illustrates a big drop in the percentage of clients undertaking ganyu for those who have taken more than one loan. 


[image: image13.wmf]CLIENTS DOING GANYU * NO OF LOANS

0

5

10

15

20

25

30

35

40

45

zero

one 

two

three

four

No of loans

Percent


5 CONCLUSION

It is understood among Micro Finance Institutions that Micro Credit services alone, such as provided by CUMO, do not reach the poorest. 

In line with international experience, our baseline study confirms that the impact of credit tends to be greater for those clients who start with a better resource base.  It is not surprising therefore that most of our clients fall into the middle poor and the upper poor categories described in more detail above and that many engaged in business before accessing CUMO loans. 

While we find a broad match between client types and our current services, we believe that the better understanding of the different client types will assist us in our product development work in the future.  Although, if we want to increase the impact of our work on the poorest, we would need to consider adding different products more suited to this type of client, a voluntary savings service for example.

Most importantly, the findings of the baseline survey suggest that our loans are having a positive impact on the livelihoods of our clients.  We are able to detect a difference in the assets held by clients who have taken a loan, and those who have not taken a loan yet (representing non-clients).  

We hope that future impact surveys will enable us to confirm and reinforce these findings and help us to prove conclusively that clients really do enjoy improved livelihoods and quality of life by using the services that CUMO provides. 

6 APPENDIX 1: SELECTED STATISTICAL TABLES

Table 1: Aggregate mean score

	N
	Minimum
	Maximum
	Mean
	Std. Deviation

	325
	8
	94
	45.49
	15.89


Table 2: Mean score by number of loans taken

	No of loans
	Mean
	N
	Std. Deviation

	0
	41.44
	184
	14.96

	1
	47.28
	44
	15.72

	2
	54.82
	34
	11.57

	3
	54.53
	46
	16.14

	4
	55.00
	3
	13.48


Table 3: Cross tabulation between loans and engagement in ganyu 

	No of loans
	Clients who do ganyu sometimes 
	Respondents
	Percent

	0
	72
	184
	39

	1
	16
	44
	37

	2
	5
	34
	15

	3
	4
	46
	9

	4
	0
	3
	0


7 APPENDIX 2: SUMMARY CLIENT DESCRIPTIONS

	Dimension
	Poorest
	Middle poor
	Upper poor
	Non-poor

	Land use


	1 acre with 

1 small block of a garden cultivated
	2 acres

2 blocks of garden cultivated
	3 acres 

3 blocks of garden cultivated
	4 acres and more

4 blocks of a garden cultivated

	Livestock


	None
	Poultry
	Poultry, goats and pigs
	Poultry, goats, pigs and cattle

	Housing


	Round hut, windowless, grass door tatty thatched made of mud


	Small rectangular hut, small windows, thatched but not nicely done
	Big rectangular house, burnt bricks, thatched with good poles and bigger windows
	Medium sized house burnt bricks, corrugated iron sheets windows

	Household goods
	One hoe and clay pots
	Hoes, plastic plates and small chairs
	Radio, bicycle and metal plates
	Radio, bicycle, iron beds and ox-cart

	Food stocks


	Food Stock ends within 4 months.


	Stock can last up to 8 months with 

Small granary 


	Stock lasts the whole year with Medium sized granary


	Has enough food for the whole year plus surplus that can be sold with 2 granaries.



	Clothing


	Woman in tatty clothing no shoes


	Woman in better clothing no shoes


	Woman in good clothes, nice zitenje plastic shoes
	Woman wearing nation wear; nice duku two piece zitenje, canvas shoes/ leather 

	Personal Confidence


	Sad woman’s Face
	Smiling woman’s face
	Women in a committee
	Woman addressing a meeting

	Children’s education


	Children do not go to school.


	Children go to school not wearing uniform and without shoes
	Children go to school, wearing uniform and shoes and have books 
	Children go to school wearing good uniform, shoes, with books in a school bag

	Wages
	Ganyu all year round 


	Ganyu for some months


	Cultivates own field, sells some produce


	Employs labour to cultivate their fields, sells lots of produce 



	Business
	Zero
	Small business


	Medium business
	Well established big business

  


8 APPENDIX 3: CLIENT PROFILES IN DETAIL

The Poorest:

The poorest have a very low asset base. They cultivate land of less than one acre and have few or no livestock.  Their housing is very poor, mainly a house made of mud (in most cases round) with uneven thatching.  They have few or no household items, except plastic plates and clay pots. People in this category do not have enough food for the whole year round.  In most cases their own food stock last for about four months or less. 

The poorest have very few clothes. For example, a woman would have only one or two zitenje. Children of the poorest usually drop out of school in infant classes.  The poorest also have very few skills, including business skills. In most cases the poorest were not involved in any business before joining CUMO, while their main source of income is ganyu. 

The Middle Poor:

The middle poor may be described as the ‘active’ poor. Whilst the poorest includes many who are work constrained (the elderly, single parents, orphans and the sick), the middle poor are economically active and engage in business for some part of the year. They do ganyu for only about 2 months during the growing season. The middle poor enjoy a higher asset base than the poor, but they are still very vulnerable to shocks. 

The middle poor have about 1.5 acres of land. They have some livestock, mainly chickens, and slightly better housing than the poorest, usually a rectangular thatched mud house. They have food for about eight months and this is often stocked in a small granary. They have better but few items of clothing.

They also have more, but basic, household items like plates, pots and small chairs. The middle poor send their children to school albeit with poor clothing. 

The Upper Poor:

The Upper poor have 2 to 3 acres of land and, if they have less, they may rent. They have poultry and some goats and pigs. Their housing is usually built with bricks with good ventilation, although still grass roofed. They have food for most part of the year, but do not generally sell their staple produce, maize.

They also have assets like a radio, bicycle (that usually enables them to do business) and metal plates.  The upper poor have more clothes.  For example, a woman may have 4-5 good zitenje. Their children have more clothes and their families can afford a school uniform.  They are more self-confident and are usually members of several groups and committees in a village. The upper poor rely mostly on business for their income.  They can engage in business all year round (of course with decreased volumes during the rainy season) and rarely engage in ganyu.

The Non Poor:

The Non Poor are the least vulnerable of our client groups. The Non Poor have more than 4 acres or more of land for cultivation and they also usually rent some. They have a lot of livestock, sometimes including cattle. They have enough food for the whole year and sell much of their produce because they usually enjoy a surplus. 

The Non Poor have permanent brick and iron roofed housing. In terms of household assets they possess carts, beds and bicycles.  They also have better clothing like the three-piece national dress for women and jackets for men.  The Non-poor are very confident and are often elected for office by other group members. They are also able to send their children to school up to secondary school level and primary school children are well dressed with school uniforms and bags. 

The Non-poor also have well established big businesses. Another interesting characteristic of the non-poor is that they usually employ others for casual labour (ganyu) especially for gardening.

9 APPENDIX 4: CASE STUDY QUESTIONNAIRE

Introduction

As a follow up to the LAST assessment exercise we would like to find out in detail the impact of our loans on your household. Mainly I want to find out if you have managed to achieve anything as a result of accessing loans from CUMO.

A. The clients use of CUMO’s Services:

1. How many loans have you had from CUMO? What type and size? How did you use the loans?

2. What were the loans for? What difference did the loans make to the household? . Please tell me in detail how things were like before you started accessing loans and what (if anything) has changed?

3. How much do you have in savings? Are you saving for something specific? 

B. Enterprises Activities:

1. What type of enterprises are you involved in? How did you start these enterprises? Have you used CUMO loans on these enterprises? Are they profitable? (Probe for specific figures if possible)

2. What has the income from these enterprises been mainly spent on? Are you the one who decide how this income should be spent? If someone else who?

3. What challenges or problems do you face in your business? What have you done to try to overcome these problems?

4. How do you think you will spend the money from businesses in the future?

C. What difference has being a CUMO member made to her livelihood?

Now go through their LAST-AS and check for each asset dimension.

1. Have been involved in ganyu recently? Comparing to business what’s your main source of income between the two?

2. Do you have enough land to cultivate on? Do you rent or rent out some?

3. Do you have enough food stock for the whole year? Do you use fertilizer? If yes how do you buy it? Do sell you own agricultural produce? Is this out of necessity or because you have surplus?  

4. Have you acquired more livestock? How did you acquire these? Have you sold any livestock recently? Why?

5. Have you been able to acquire more household goods? How did you purchase such items? Which are these? 

6. Did you sell some household goods? If so when and what? Were you forced to sell these assets because of some problems? How much did you get?

7. Do all your children go to school? Do they have a uniform, books and a school bag?

8. What is the volume of your business? (Try to look for specifics e.g. how many drums of beer she makes at a go) Has the volume of your business increased or stayed the same since you started accessing CUMO loans? If so by how much?

9.
Have you had any negative impact as a result of getting loans from CUMO?  If so, what kind of negative impact was that? 

9. Did you have any shocks or stresses during the time you were servicing these loans? (Shocks and stresses could mean death or major illness of a family member and things that put a strain on the family budget like a wedding)  If so, how did you cope?

D. Decision making/Self confidence

1. Do feel you have good self-confidence in relating to other people especially on group basis? Are you an elected member of any group or organization?

2. Who makes the decisions in your household? Has there been any change since you started accessing loans? If so why?

E. Other financial service needs:

1. Do you receive any regular remittances from relatives or other well-wishers? Who? Have you asked or has someone given you a remittance to pay any loan installment? If so why did this happen? Were you having problems repaying the loan at that time? How did you receive the money, in cash or as a money order?

2. What do you think of CUMO’s services? What other financial services would you like?

10 APPENDIX 5: CLIENT CASE STUDIES

We undertook a number of client case studies.  These clients were selected from the impact survey respondents and selected to ensure a broad representation by gender and head of household status.  We intend to follow these same clients in subsequent surveys to understand and analyse the changes that occur in their lives and the role of CUMO’s services in promoting their welfare.

 The following summaries the baseline interviews conducted with these 13 clients.  It follows the questionnaire format reproduced above.

1. Anne Charles 
Anne Charles is a client from Kachere. She joined CUMO in March 2003.  Anne is married with 9 members in her household.  She describes herself as the head of her household. 

Use of Loans

By the time of the interview Anne had taken 3 loans from CUMO; 2 Masika loans and 1 Kudyera Kulimba.  Her first loan was for K3000, followed by K2000 and then K5000. She used these loans to buy and sell maize and groundnuts and to make ‘zigumu’ (maize cake).

Anne’s major reason for accessing loans was to enable her pay for her son’s secondary school fees.  As a result of accessing loans, Anne has been able to pay for her son’s school fees without difficulties.  Before accessing loans, she had a big problem in paying school fees.  For example, she remembers that her son was sent back from school in February 2002 because she was unable to pay.  Both ended up doing some ganyu from which they managed to earn K800. This has not happened since she started getting loans. 

Anne has only K80 in her group’s saving pool. As of now, she has no specific saving goal. 

Enterprise Activities 

Anne is involved in selling agricultural produce as well as zigumu part time. She started these businesses a long time ago soon after marrying her first husband. But after they separated, she was unable to continue so she restarted only after getting her first CUMO loan.  Anne thinks that these businesses are profitable.  For example, if she buys beans for K1200 she can sell them for K1500 after 5 days, 4 days to buy and 1 day to sell the stock. 

Anne decides how the money made from her businesses should be spent. 

‘I am the one who decides how the money should be spent because it is me doing the business.  My husband only assist me in ferrying the stock to the market.’

Apparently Anne’s husband drinks quite heavily, so cannot be relied upon when it comes to cash. 

Problems that can be encountered are ‘Chitaka’ (stealing money using black magic) and the high price of stock. 

Anne intends to spend future profits from her business by building a brick and iron-roofed house.

Impact of CUMO’s Loans on Household

Anne’s household has enough land for cultivation and even rents out some.  For example, this year they have rented out 3 acres at K500 each.  Despite this, the family does not have enough food for the whole year.  Last year’s stock was exhausted in November.  The household has just started to apply fertilizer this year after borrowing 2 bags from a CU club.  The household only sells produce like beans and soya.

Anne has not bought any livestock since she joined CUMO.  However she sold 2 chickens in February to raise pocket money for her son at secondary school.  Since joining CUMO she has bought the following: a bicycle at K2000, 1 pot, 4 plastic plates and 1 plastic basin.  She has not sold any assets during the same time. 

Anne has 7 children and they all attend school.  All but 2 have school uniforms. None has a school bag. 

Anne thinks that her business is big and has grown since she started accessing loans and that CUMO has not had a negative impact on her life and household.  

Decision Making/Self Confidence

Anne thinks that she is a self-confident person.  She holds the position of treasurer in her group and she is also the secretary of a UDF branch.  She is also the decision maker in her home.  She has gained more decision making powers after she joined CUMO since ‘it is her who her who got the loan.’  

Other Financial Services

Anne receives no remittances.  But she would like CUMO to assist groups in opening bank accounts for group savings.

2. Aisha Biliati 
Aisha, a client in Kaphuka, joined CUMO in March 2003.  She is a widower and her household is comprised of 4 members. She is the head of the household.

Use Of Loans

Since joining CUMO, Aisha has taken 3 loans.  Two loans were Masika loans and one a Kudyera Kulimba loan.  Her first loan was worth K3000, followed by K2000 and then K6000.  Aisha invested all loans in a mandasi (doughnut) and scones business. 

She said her main reason for taking loans was to increase her capital.  Aisha said that her business improved as a result and she is able now to buy all her household needs without looking for assistance elsewhere.  Before she joined CUMO, she had to borrow money from friends or ask for remittances from her children and relatives. 

Aisha has K280 in savings and she is saving towards a radio. 

Enterprises Activities

Aisha is only involved in the mandasi and scones business.  She started these businesses before joining CUMO.  She managed to raise the initial capital by selling her beans for K300 and borrowing K200 from a friend.  When asked if this business was profitable, she said that profits had fallen as the price of ingredients like flour has gone up and because lots of people are doing the same business.

Aisha’s future plans are to build a good capital base so she can stop borrowing from CUMO.

Impact of CUMO’s Loans on Household

Aisha said that she does not have enough land.  She rents about one acre for K500.  Her household has enough food for the whole year and they apply fertilizer.  However, Aisha told us that this year she was unable to buy fertilizer due to her brother’s illness so she used manure instead.  Aisha only sells beans she grows and uses the proceeds to buy fertilizer.

Aisha did not purchase any livestock because she already has some cattle and goats. However she sold a calf at K8000 to cater for expenses during her brother’s illness.  

Aisha has bought 2 metal plates and a pot from her profits.  She brought a lot of house ware from Zimbabwe where she lived for some time. She has not sold any household asset since joining CUMO. 

Aisha’s children are all grown-ups so none attends school.

She thinks that her business is still rather small, but it has grown since she joined CUMO.  Before CUMO she could make either mandasi or scones.  Now she can manage to make both at the same time. 

She assured us that there has been no negative impact from accessing loans from CUMO.  Unfortunately, her brother was sick recently and she also lost a sister soon after repaying the first loan.  Both shocks happened when she was not actually repaying a loan.

Decision Making/Self Confidence

Aisha regards herself as very self-confident.  She is the treasurer of her CUMO group and of the women’s group at her church.  She also makes all the decisions in her home, as she is a widower. 

Other Financial Services

Aisha sometimes receives remittances from her 2 sons. But when we asked her if she has ever asked them to assist her repay a loan she said: 

‘I could not do that; they have lots of responsibilities themselves. It is me who wanted a loan so I must repay it myself.’

She had no other comments apart from that CUMO is good.

3. Emilida Kasim 
Emilida Kasim is a client in Kaphuka. She joined CUMO in April 2003. She is married with 5 members in her household. 

Use of Loans

Since joining CUMO, Emilida has taken 3 loans, 2 Masika and 1 Kudyera Kulimba loan.  Her first loan was for K3000, followed by K2000 and then K3000 again.  Emilida has been using the loans for her mandasi and banana fritter business. 

Emilida decided to borrow for basic household needs such as food.  She said that before accessing loans her household sometimes went to bed hungry.  But this has never happened since she joined CUMO. 

Emilida has K650 in savings with her group.  She intends to use this money to buy fertilizer and a uniform for her group as members have agreed that they should have a uniform.

Enterprises Activities

Initially Emilida started these enterprises after doing some ganyu, but stopped due to some difficulties.  She restarted her business after getting her first loan from CUMO.   

Profits are used for home consumption and medical costs.  Emilida said that she is one who decides how the money should be spent. 

‘I have decided not to involve my husband in issues to do with this money because during the last loan he asked me for some money which he invested in a second hand shoes business that made a very bad loss.’

Emilida plans to spend future profits by building a brick and iron-roofed house. 

Impact of CUMO’s Loans on Household

Emilida has about 1 acre of land, but she thinks this is enough for her household.  She does not have quite enough food for the whole year and last year’s stock was exhausted in January.  Apart from soya, she does not sell any produce.  She is not able to buy fertilizer and relies only on starter pack fertilizer.

Since joining CUMO Emilida has bought 2 chickens at K60 each. She did not sell any livestock during this time.  She also bought household assets like a pail, basin and clothes.  She did not sell any household items. 

Emilida has 1 child of school going age, but he does not attend because of the long distance to the nearest school. 

Emilida thinks that her business is rather small despite an improvement since she joined CUMO.  Before accessing loans she made mandasi worth K100 to K200 at a go.  Now she makes K300 worth and more at a time. 

Emilida did not report any negative impact from being in CUMO.  

Decision Making/Self Confidence

Emilida thinks of herself as a self-confident, although she does not have any elected position. 

Emilida said that her husband makes most of the decisions in the family.  But there has been some change since she started getting loans and she is able now to make decisions concerning money.

Other Financial Services

Emilida receives no remittances and no one has paid her loan installment for her.  Whilst she feels that CUMO is doing a good job, Emilida feels that the interest rate is too high.  She would like to see this reduced to 4 or 5% from 6% per month.

4. Frezer Samuel 
Frezer Samuel joined CUMO in September 2003. He is married and the head of a household of 6 members. 

Use of Loans

Frezer has taken 3 loans since he joined CUMO, 2 Masika and 1 Kudyera Kulimba loan.  His first loan was for K3000, followed by K2000 and then K5000.  Frezer has been using the loans for carpentry and for buying fish. 

Frezer’s aim in accessing loans was to invest in his businesses.  He has managed to acquire a license for selling tobacco at the auction floors. Previously he used to sell tobacco through friends and acquaintances.  The license cost K3000.

He has K250 in savings, which he intends to use for fertilizer.

Enterprise Activities

Frezer is a trained carpenter who has been running a carpentry workshop since 2000.  He decided to start getting loans to scale up.  He also started selling fish on the same premises to complement his carpentry.  Asked if he thought these businesses were profitable, Frezer said that carpentry can be very profitable, but fish sales were not.  Fish sales are not doing very well, he says, because he does it on a very small scale and does not go to markets.  On the other hand, he can buy timber at K500, make 6 chairs and sell these for K2000. 

Profits from these businesses are used for buying fertilizer and household consumables.  Frezer decides how the money should be spent.  One problem is late payment for furniture ordered, but Frezer enforces payment by involving the chief. 

Frezer’s future plans are to buy a 2-ton pick up truck. 

Impact of CUMO’s Loans on Household

Frezer has about 6 acres altogether.  He grows maize on 4 acres and grows tobacco on the other 2.  He still rents 3 acres at K1000 per acre because he grows lots of crops.  Frezer’s household has enough food stock for the whole year. He applies fertilizer in his garden once he has sold his tobacco.  For example, this year he bought 6 bags after selling tobacco and borrowed 4 more from APIP.  Apart from selling tobacco, Frezer also sells maize if he has a surplus.  He sold 10 bags from last year’s stock. 

Since joining CUMO, Frezer has not bought or sold any livestock.  However he has managed to buy some household assets like a radio, which he says came from the fish business and 2 pots.  He has not been forced to sell any household assets. 

Frezer has 6 children and all go to school.  The children have no school uniforms, but he plans to buy these soon. Only 1 child has a school bag. 

Frezer thinks that his business is still small, as he does not employ anyone. However he says that the business has grown since joining CUMO.  Before CUMO he had to borrow timber for making the furniture; now he buys it straight away. 

Frezer did not experience any negative effects from accessing loans from CUMO.  However he did have some stress during the time he was servicing the loan.  He had to hire a pick up at K7000 to ferry people from Thete to Lilongwe for his brother’s wedding.  He borrowed the money from a friend and repaid him using the payment he received from the sale of a sofa. 

Decision Making/Self Confidence

Frezer rates himself as a self-confident person.  He is an elected banking officer of his group, a treasurer at APIP and a church usher.

He says that his wife and him make decisions jointly.

Other Financial Services

Frezer said that he does not receive any remittances from anyone.  In fact, he assists his relatives sometimes.

He thinks that CUMO is very helpful and should continue its services.

5. Grace Chimote 
Grace Chimote is a client in Kachere.  She joined CUMO in October 2001. She is divorced and her household is composed of three members. 

Use of Loan

Chimote has taken 4 loans from CUMO, 2 Masika and 2 Kudyera Kulimba loans.  Her first loan was for K2000, then K4000, followed by K2000 and K6000.  She used this money for buying and selling beans. 

Chimote said that she decided to start accessing loans for household needs. Previously she said she had very few household assets compared to what she possesses now.

She has K150 in savings with her group but has no specific plans for the money.

Enterprise Activities

Chimote started her business before joining CUMO.  She managed to find the capital for starting the business by selling her pig for K2500.  From this, she used K1500 to start the business.  Chimote thinks that this business is quite profitable as she can manage to sell stock bought at K3000 for K7800. 

She uses money from her businesses for buying home consumables.  Since Chimote is divorced, she decides how the money should be spent.  Problems include the theft of stock at the market or at home. Chimote had stock stolen at home when she was away. Since then, Chimote has been leaving the stock with her elderly mother to look after.  

Chimote’s house fell down last year so she plans to build another this year from the profits she is making from her business.

Impact of CUMO’s Loans on Household

Chimote says that she has enough land, but sometimes rents some.  Despite this, her household does not have enough food for the whole year round.  This is due to lack of fertilizer, she says.  For example, her last stock of food finished in November.  This season Chimote has only used 1 bag of fertilizer that she bought after selling a pig at K800 and adding some money from her business.  She does not sell any produce because she says she never has any surplus.

After joining CUMO, Chimote managed to buy a goat, but it died due to tarmac poisoning.  Chimote also bought some household assets like 1 bucket, 1 pot and 4 metal plates last year after selling beans.  

Chimote’s grandson goes to school and has a uniform but no school bag.  She thinks that her business is big enough as she can manage to buy stock worth K3000 a week.  She also thinks that her business has grown since she joined CUMO as before she only bought K1000 worth of stock.

Chimote had no problems repaying her loans, but she fell sick in January this year, so she applied fertilizer late in her field.

Decision Making/Self Confidence

Chimote thinks that she is a self-confident person. She has just been elected as the new chairperson of her group. She is also a church elder. 

Other Services

Chimote said that she receives no regular remittances although at one point her son sent her K100.  She insisted that she has never asked or been given a remittance to pay for a loan installment. 

She thinks that CUMO is doing okay apart from stipulating biweekly repayment.

6. Grace Goliati 
Grace Goliati is a client from Kachere. She joined CUMO in May 2003. Her household is composed of 5 members and she is married.

Use of CUMO’s Loans

Grace has taken 3 loans since she joined CUMO, 2 Masika and one Kudyera Kulimba loan.  Her first loan was for K2000, the second for K4500 and the third one, which she has just taken this year, was for K8000. She invested these loans in her business, selling maize and beans.

When we asked Grace what had improved or changed as a result of her getting loans from CUMO, Grace explained that she bought fertilizer for her field and was able to employ some people to clear a new field for her.  She also said that the diet had improved in her house. 

Grace has only K20 in savings.

Enterprises Activities

Grace started her business after selling some of her own produce. However her business really grew after she started getting loans from CUMO. She thinks that the bean business is very profitable.  As an example, she can buy beans at K3000 and sell them for K3900 within a 2-day period. 

Profit is used for the day-to-day needs of the household.  Grace decides how money from these businesses should be spent. 

‘I decide what to do with the money. My husband does his own thing. He also sells produce, but in Blantyre.’

Problems include fluctuating prices and transport costs. 

She plans to spend future profits by building a brick house and by buying an ox cart.

Impact of CUMO’s Loans on the Household

We tried to find out if Grace has engaged in ganyu recently. Her answer was this: 

‘CUMO ended ganyu.  Since I started getting loans I have not engaged in ganyu.  I am busy with my business.’

Grace feels she has enough land.  In fact, some land she cleared this year is idle.  She also rents out 1 acre at K1000.  She says her household has enough food for the whole year round.  This year she used 5 bags of fertilizer, as opposed to only 1 bag in the past, 3 of which she bought from business profits.  The other two she has borrowed from APIP.  

Since she started accessing loans Grace has bought 5 chickens at K100 each. She did not sell any livestock.  She also bought some household assets like 2 buckets, 3 pots, and 8 metal plates. Grace usually makes such purchases after selling her produce at local markets. 

Grace has three children and they all attend school.  All have uniforms and school bags.  She commented, ‘Business has been going so well so it is easy to buy school uniforms.’

She thinks that her business is big enough. She feels confident that her business can absorb up to a K10,000 loan.  She says that her business has grown since she joined CUMO.  

Grace assured us that joining CUMO has had no negative impact on her life so far: ‘If it had caused me any major problems I could have exited’ she said.  During the time she was servicing the Kudyera Kulimba loan Grace had to spend money on her nephew’s wedding.  Despite this, she managed because of good planning.  She had been saving money little by little for sometime.

Decision Making/Self confidence

Grace looks upon herself as a self-confident person.  She holds the position of banking officer in her group and she is the secretary of their APIP club. However it is her husband who makes most decisions in their house.

Other Financial Services

Grace receives no remittances and no one assists her with repayment.  Her final comment was that CUMO is a very helpful organization and it has lessened the people’s problems.  Her children are well dressed and she can manage to buy Tanzanian suits.  However she feels CUMO should offer input loans.

7. Hawa Felix 
Hawa is a client in Kaphuka. She joined CUMO in April 2003.  She is single but stays in a household of 6 members. She is the head of the household.  She is 23 years old.

Use Of Loans

Hawa has taken 3 loans since she joined CUMO. Two were Masika and 1 was a Kudyera Kulimba loan.  Her first loan was a K3000 loan, then K2000, followed by K7000.  Hawa uses the loans to do business. She makes scones and buys and sells beans. 

Before accessing loans Hawa’s household had little food, which meant that they sometimes went to sleep on empty stomachs.  They also engaged in ganyu and were unable to pay for her younger sister’s secondary school fees.  As a result, she stopped attending school for two terms. The household has also now started to apply fertilizer in their garden. 

Hawa has K300 in savings. She hopes to buy a goat when her savings permit.

Enterprise Activities

Hawa started the scones business after receiving a loan for K3000 loan by buying a half bag of flour and other ingredients.  She started the beans business after getting the K7000 loan.  These businesses seem to be very profitable.  For example, she buys a bag of beans at K1750 and sells it at K3500, excluding K300 in transport.  She is able to do this twice a week. 

Money made from these businesses is used mainly for paying school fees and buying food, including maize.  She insisted that almost everyone in the house helps decide how money is spent. 

Hawa said that she has not encountered any major problems with these businesses.  She plans to buy a dairy cow in future. 

Impact of CUMO’s Loans on Household

Hawa’s household has 3 acres of land for cultivation, enough for their needs.  The household does not have quite enough food for the whole year and last year’s stock finished in January.  However Hawa is confident that this year they will have enough stock for the whole year.  This is because they were able to buy fertilizer from the profit from her businesses. 

Hawa was able to purchase 7 chickens last year soon after finishing the first loan.  She did not sell any livestock.  She also bought 6 metal plates, 3 pots, and 3 hoes after servicing the loan.  

Hawa’s younger siblings and cousins all go to school. They have school uniforms, bags and notebooks.

Hawa thinks that her business is medium in size. She is able to use a bag of flour within a week. She said she has had no negative impact as a result of joining CUMO. 

Decision Making/Self Confidence

Hawa said that she felt that she was a self-confident person. She is the secretary of her group.  Decisions in Hawa’s household are reached jointly. 

Other Financial Services

Even though Hawa’s parents are still alive, she receives no remittances from them or anyone else.  Her parents are too poor to assist their children.

Hawa thinks that CUMO is very important and has brought tremendous benefits in their family.  For example, they no longer do ganyu.

‘I think that CUMO is very good. No one in our group has sold any household asset or engaged in ganyu to pay for the loan.’

However she would like the biweekly repayment schedule adjusted and the group’s collateral earn interest.  She also asked for a reduction in the interest rate to 4 or 5% per month. 

8. Nasideo Mpinga 

Nasideo Mpinga is a client in Chilikumwendo. She joined CUMO in March 2003.  She is married and there are 5 members in her household.

Use of CUMO’s loans

Nasideo has only taken one loan from CUMO, a K2000 Masika loan. She used this loan for buying and selling goats.  The aim of getting a loan was to ‘reduce her household poverty.’  As result of getting this loan, she was able to buy a bag of fertilizer, a blanket, a chitenje and she enjoyed a general improvement in their household consumption.  For example, she said that they are able to purchase fish and meat more often than before getting the loan. 

Nasideo has no savings because she says it is still the hungry season.

Enterprises Activities

Nasideo sells goats and groundnuts.  She started the groundnut business on her own.  But she started the goat business after getting the loan from CUMO. She says that these businesses are quite profitable.  For example, she buys two goats every week at K800 – K1000 per goat and sells them at K1400.  Her husband assists her with this business. 

Most of money from her business is used for home consumption.  Her husband decides how the money should be spent.  Problems include low selling prices and they sometimes make losses.  When this happens, they sell the household groundnut stock to raise more capital.

Her future plan is to buy a nice suit for herself and more goats.

Impact of CUMO’s Loans on her Household

Nasideo does not have enough land for cultivation with only 2 acres. As a result she rents about an acre for K400.  The household has enough food for the whole year and last year’s stock ended this March.  They apply fertilizer, which this year they managed to buy from profits from selling goats.  Apart from groundnuts, they also sold 3 pails of maize due to financial problems.  This was because her husband deserted her to marry a second wife some time in October 2003. 

She has bought 4 metal plates at K150.  She has not sold any household items or bought or sold any livestock since joining CUMO.  Both of her children attend school.  However they do not have a school uniform, bag or enough books.

She thinks that her business is small and they have halted the goats business.  However they are waiting for their next loan to restart this business.  She feels that the CUMO loan did not have a negative impact on their household.  

Decision Making/Self Confidence

Nasideo feels self-confident.  She holds an elected position of church elder. Decisions in their household are made jointly with her husband.  For example, she is the one who suggested that they should buy fertilizer this year.

Other Financial Services 

Nasideo’s sisters occasionally assist her with money and clothes.   However she maintained that she received no remittances last year. 

She thinks that CUMO is good, as she has managed to buy some assets.  She feels that she could have benefited more had her husband not married another woman before returning to her.

9. Sitilitha Musalimba 
Sitilitha Musalimba joined CUMO in August 2003.  She is married and her household has eight members. 

Use of Loans

Musalimba has only taken one loan since she joined CUMO, a K3000 Masika loan, which she used for buying and selling maize.  The profits from the business were used for household expenses.  She is now able to rent some land for cultivation, 3 acres at K500 per acre.  Sitilitha’s lost her own land as a result of her divorce from her first husband, her maternal cousin.  When they separated her uncle, who was also her father in law, took her land.  She also said that she purchased clothes for her six children, four of whom are staying with her mother.  She was able also to buy clothes for her mother after getting the loan.

Sitilitha has K800 in savings. She is keeping the money at her home. She said she is saving for capital to start a tea room/grocery.  She will add this money to the loan she will soon receive from CUMO to make sure that she has enough capital.

‘People in this village drink lots of tea, so I will be exchanging tea for maize, and I will have lots of maize to sell.’

Enterprise Activities

Sitilitha main enterprise is buying and selling maize.  She started this business in 1995.  The capital for this business came from the sale of blue gum timber from her husband’s woodlot.  She then asked her husband for some money to start a small business.  She has been running the business on a small scale ever since. However she managed to boost the business after getting a loan of K3000 loan last year.

According to her the maize business is very profitable.  She can buy a pail of maize at K180 and sell it for K400.  Profits from the business are used mainly for home consumption.  Sitilitha said she decides how profits are used.  Her husband was not involved in anyway with the loan and its use.  In fact, her husband had been against her getting a loan, so it was up to her to prove that she could do it.  However she says that both will manage future loans. 

Difficulties include low prices, especially during harvesting time.  Since she sells the maize at Mitundu market in Lilongwe, she has to leave stock at a relative’s place if prices are too low that day.  This means that she has to make sure that she leaves enough money at her house for repayment in case.

Her future plans are to buy iron sheets from her profits. 

The Impact of CUMO’s Loans on the Household

Sitilitha reports that she has enough land to cultivate.  The land she rents is for her children and her mother at her village.  The household applies fertilizer and this season she managed to buy two bags from profits from the maize business.  The household sells groundnuts because they have a surplus.

Sitilitha has not bought any livestock since she joined CUMO, but neither has she sold any livestock in this time.  She has also bought a pail for the household.  This was bought for K240 out of her profits. 

All four of her children attend school.  Two children have school uniforms and bags while the other have not: ‘They carry their books in Bandanas.’ 

She said that she thought that her business was medium sized.  She manages to buy two bags of maize per week, but during harvesting she thinks she will be able to manage six per week.  Her business has grown since she started to access loans. 

When asked if there was any negative from accessing loans she said: ‘For me, nothing went wrong.’ 

Decision Making/Self Confidence

Sitilitha felt she was a confident person especially in a group.  She is the secretary of her CUMO group.  However she said her husband makes most decisions in the household.  She confirmed that there had been a change in decision-making in the house since she started accessing loans. 

‘There is increased communication since I proved that I could do it after successfully servicing the first loan.’

Other service needs

Sitilitha does not receive any remittances and all her loan repayment were made from her businesses. 

She thinks that CUMO is doing a good job ‘because it is difficult to borrow money from friends.’ 

10. Stella Chandiyag’ana

Stella is a client in Chilikumwendo.  She joined CUMO in Jan 2001, but then dropped out.  She rejoined this year. Stella is married with a household of 6 members.

Use of CUMO’s loan

Stella has had one loan from CUMO.  This was a K2000 Masika loan.  She used this loan to buy and sell tobacco.  She said that she decided to get the loan to end some problems that she had in her house. 

‘We had no bicycle so we were borrowing from my brother in law. I therefore decided to join CUMO to purchase this. Fortunately we managed to buy a second hand bicycle at K1800. This is what we have really benefited from getting a CUMO loan.’

Stella has K2500 in savings, which her grandmother keeps for her. She keeps this money for emergencies, but if it accumulates she would like to buy a new bicycle.  She explained that this new bicycle would be especially for her, a type made especially for ladies. 

Enterprises Activities

Stella frequently engages in the tobacco, mandasi and banana fritters businesses.  She started these businesses after selling some soya.  The loan was used as additional capital for her tobacco business.  She thinks that the tobacco business is very profitable.  One time, she sold her stock for K5800 after buying the tobacco for K3000.  There are no transport costs since they use a bicycle to travel to Mozambique where they sell the tobacco. 

Profits were spent on daily consumption, medical bills for her husband and to employ casual labour. Her husband decides how this money should be spent. 

Challenges include her husband’s illness, because he is the one who travels to the market, the bicycle breaking down and getting robbed.  Her husband was robbed of K9500 coming from Mozambique once.  They recovered by selling their groundnut stock to start again. 

She plans to build a good house in future with burnt bricks and iron sheets.

Impact of CUMO’s Loan on the Household

Stella does not have enough land for cultivation. She has about 1.5 acres and this season she rented 3 acres for K1500.  Her landholding is small because her parents immigrated to this area. 

The household has enough food for the whole year only some years.  However last year’s stock finished in September.  She has started to use fertilizer in her field this year.  She was able to do so because she borrowed three bags of fertilizer from APIP.  She sells some produce like soya and groundnuts.

When she got the loan, she managed to buy a goat, but this was stolen.  At the same time, she did not sell any livestock.  During the loan she bought 6 metal plates and 2 pots. 

She has two children, who all go to school.  The older child has a school uniform plus bag while the younger one has neither.

Stella says that her business is small.  Since leaving CUMO she has only been doing business occasionally. Nevertheless she maintained that her business improved, especially the tobacco business, after taking the loan.

Stella said that she did not think there was any negative effect from joining CUMO, but some members were jealous as she used to overpay.  Stella faced other stresses during the time she was repaying this loan.  Her mother became chronically sick, but this did not affect the business because her husband ran it during this time. 

Decision making/Self confidence

Stella feels that she is a self-confident person. She is the secretary of her group.  In fact she says that she was instrumental in restructuring the group, which had almost disbanded.  

She said her husband has the most say but she contributes as well.  She was the one who decided to rejoin CUMO. 

Other services

Stella has an elder sister who works in Lilongwe.  However she has never asked, or been given, money for a loan installment.

She feels CUMO is generally good but wishes that the biweekly repayment could be adjusted to give people more time to do business.

11. Tombi Sipolo 
Tombi Sipolo is a client in Chilikumwendo who joined CUMO in March 2003. She lives in a household of 3 members and she is married.

Use of CUMO’s loans

Tombi has taken one loan from CUMO, a K2000 Masika loan that she used for buying and selling tobacco and for brewing beer.  Tombi explained that she decided to get this loan to help reduce poverty in her home.  As a result, she was able to buy some clothes for everyone in her household.  For example, she had two zitenje only before the loan, but she has bought three more.  Their diet has also improved and she was able to buy 3 chickens and a goat.

Tombi has K500 in savings, but someone has borrowed this money to pay for medical expenses.  She intends to use this money as extra capital to add to her next CUMO loan.

Enterprises Activities

Tombi is involved in tobacco and, for a long time, beer brewing.  She started by selling some produce and then investing in the business.  She only started selling tobacco after getting a loan from CUMO. 

Both businesses are very profitable.  For example, she can buy maize at K300, process it for a K100, and sell the beer for about K1000. 

The money she has been making from these businesses has been spent on home consumption and for buying other assets including clothing.  Her husband has a major say on how money is spent.  She says: ‘I listen to what my husband says.’

Sometime her beer turns bad or “sour” which means a total loss as nobody buys such beer.  Profits from tobacco can be affected by a high purchase price and a low selling price.  Keeping money aside to refinance the business solves such problems when they occur. 

In future, Tombi plans to spend profits to buy fertilizer. 

‘I have never used fertilizer in my garden.  This year we were not able to buy fertilizer as our food stock lasted for a few months only, so we have been spending lots of money on food.  Since almost everyone in the house has few clothes, we thought of buying these first. However this year we will try to buy fertilizer.’

Impact of loan on household

Tombi does not have enough land for cultivation so she rents some.  This year she rented 2 acres at K400 per acre.  The household does not have enough food for the whole year and this year their maize stock finished in September.  They started to buy food in October using the profits they were making from the businesses.  The household only sells groundnuts.

Tombi has been able to buy some livestock such as chickens and a goat.  She bought 3 chickens at K70 each and the goat at K800.  They have not sold any livestock since she joined CUMO.  She has been able to purchase 4 metal plates bought at K160 and 2 metal buckets at K260.  She has also been able to buy 3 dresses, 3 shirts and shorts for her children.  She also bought 3 zitenje for herself and 2 shirts and trousers for her husband.  

Only one of her children goes to school.  The child has a uniform but no school bag.  She thinks that her business is big enough, but it has really grown since she got the loan from CUMO.  Before getting a loan she used to brew 1 big pot (mbiya) of beer a month, but now she brews 2 drums monthly.

Tombi assured us that she has not had any negative impact as result of accessing loans from CUMO. 

Decision making/Self confidence

She feels she is a very self-confident person.  She is the Chairperson for her CUMO group and is also a youth advisor at her church.  Nevertheless her husband makes most decisions in the household and there has been no change since she started accessing loans.

Other financial services

Tombi has an uncle who stays in Dedza.  This uncle sometimes assists her by giving her some money.  However she says that she has never used this money for making a repayment.  Her gave her K500 in February. 

She thinks CUMO is good but wishes that the repayment period could be adjusted from biweekly.

12. Voilet Elizeo 
Voilet Elizeo, a client in Kachere, joined CUMO in March 2003.  She is married in a household of 3 members. 

Use Of CUMO’s Loans

Violet has taken 3 loans since she joined CUMO, 2 were Masika and 1 was a Kudyera Kulimba loan.  She first got a loan of K1000, then K2000, followed by a K7000 loan. Violet has been using the loans to buy and sell agricultural produce and fish. 

Her aim in accessing loans was to reduce her poverty through doing business.  She pointed out that before accessing loans she was using clay pots and had only 1 bucket.  As a result of accessing loans, she has managed to acquire pots, pails, a bicycle, a goat and a bigger radio.  She has bought some land at the Thete trading center. 

At the time of the interview Violet had K2000 as savings.  She is saving this money to buy iron sheets for the house she will start building soon at the trading center.

Enterprise Activities

Violet started both businesses after getting CUMO loans.  She uses profits to buy consumables, clothes and other household items. She decides how the money should be spent. 

‘If anything should happen to this money I am the one to be held responsible since it is me getting the loans, so I cannot let anyone decide on my behalf.’

Fluctuating prices are a major problem.  To get over this problem, Violet sometimes holds her stock and sells it on a non-market day. 

Violet’s future plans are to build a good house and buy a bed. 

Impact Of Loans On Household

Violet’s household has more than 3 acres of land.  Her household has enough food for the whole year since she started using fertilizer borrowed from APIP last year.  This year she borrowed 6 bags of fertilizer.  She sells her own produce like beans, soya and groundnuts.  She sells maize specifically to repay the APIP loans. 

Violet had no livestock before she joined CUMO.  After the first loan, she managed to buy a goat and after the second she bought 4 chickens.

She has managed to purchase the following items since joining CUMO; 1 bicycle, 1 radio, 3 pots, 1 dining set, 1 cabinet, 4 metal plates, 4 wrappers and other clothing.  

Violet has 1 child, who goes to school and has a school bag but no uniform. 

She thinks that her business is big, for example they are able to buy 1 big basket of fish at a time.  The agricultural produce business is not yet in season. 

She has had no negative impact as a result of getting CUMO loans. 

Decision Making/Self Confidence

Violet says she is a self-confident person.  She is secretary of her CUMO group and Village Development Committee and Chairperson of CU’s club for home management.

Violet told us that her husband makes the decisions in her household but she makes the decisions regarding money. Violet has been taking a greater role in decision making since she started accessing loans. 

Other Financial Services

Violet does not receive any remittances and she has never been given money to repay her loans.

Violet feels that the biweekly repayment schedule should be adjusted especially as loan amounts increase.

13. Vutitsani Balani 
Vutitsani is a male client in Kaphuka.  He joined CUMO in Feb 2004.  He is married with 3 members in his household. 

Use Of CUMO’s Loans

Vutitsani has taken 2 loans since joining CUMO, both Masika loans.  His first loan was K1500 loan, then K2000.  He used the loans to invest in business. Vutitsani sells beans and chips. 

He started to get loans in order to be able to buy fertilizer.  After repaying the first loan he was able to buy 2 pails of fertilizer, a wireless and an umbrella. 

Vutitsani has K430 as savings, which he intends to use to buy maize for beer brewing. 

Enterprise Activities

Vutitsani started selling beans and chips after getting his first loan. Before joining CUMO he was not doing any business.  He says that his businesses are profitable, especially chips. For example, if he buys a pail of Irish potatoes at K300, oil at K150 and firewood at K20 he is able to make K800 in 3 days from selling chips. 

When we asked Vutitsani to explain how he uses his profits he told us that sometimes he invests the money in ‘Katapila’ (money lending).  Money from all these ventures is used for home consumption.  His wife decides how the money should be spent. 

Impact Of Loans On Household

Vutitsani does not have enough land, about an acre.  The household does not have enough food stock for the whole year.  They use fertilizer, which they buy from selling groundnuts and with profits from his businesses. 

Vutitsani has bought some livestock since he joined CUMO, but with money from selling his groundnuts.  He bought 2 hares at K450 and 1 chicken at K100.  He has not sold any livestock.  However he bought some household assets from his chips business, including a radio and an umbrella.  

Vutitsani has no children attending school because they are too young.  He thinks that his business is small because he can only manage to buy 1 bag of Irish potatoes at a time.  Before CUMO, Vutitsani was not doing any business. Vutitsani has not experienced any negative impact as a result of accessing loans. But he lost his grandfather and was required to spend K300 for cloth, but he coped by borrowing from his mother.

Decision Making/Self confidence

Vutitsani did not feel self-confident.  In fact he said that he is a shy person. 

According to him, he and his wife take decisions in their household jointly. There has been no change since he joined CUMO.

Other Financial Services

Vutitsani sometimes receives remittances from his brother and uncle.  In fact he received K300 from his uncle the day before the interview.  This money was sent through his grandmother who was visiting the uncle.  He asked for a remittance to repay an installment once because he was unable to sell his stock of beans due to poor prices.  A friend had borrowed money from him so he had no cash.  

Vutitsani asked that we amend the bi-weekly repayment, otherwise he thought that the service he got from CUMO was fine.
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