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CHAPTER ONE
INTRODUCTION
1.0.

Introduction
The study assesses the factors affecting the performance of street vending business in
economic empowerment of vendors in Lira municipal council. This chapter involves
background of the study, problem statement, objectives of the study, research
questions, significance of the study, and scope of the study, operational definitions
and conceptual framework showing the relationship between the study variables.

1.1. Background to the study
In most developing countries, informal sector provides a high percentage of urban
dwellers with employment and incomes. About 40 to 48 per cent of the urban
workforce is in the informal sector and street vendors represent a significant
share [WIEGO 1997].
However, the size and contribution of vending activities to the commercial sector
or economy as a whole is not well documented and according to Mitullah, (2003)
street vending is unaccounted and unrecognized in national economic statistics in
most of the countries. Mitullah, (2003) advances that street trade has in the past
been viewed as an underground activity that undermines the healthy function of
the formal economy and this perception has resulted in conflicts with urban
authorities over licensing, taxation, site of operation, sanitation and working
conditions that affect the profitability of vending business and economic
empowerment of the venders negatively.
In most cities, street vending is the most visible informal economic activity, with
women dominating most activities within the sector. In Africa, data shows that
women’s participation in informal sector employment across countries is higher
than 50 per cent [and often more than 60%], except in Bukina Faso where only
41.9 per cent participate in the sector [Jacques Charmes, 2000].
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According to Mitullah, (2003) a case study carried out on street vending in
African cities shows the importance of the informal economy throughout
Uganda’s turbulent civil strife. The informal sector is nearly the largest employer
in Uganda accounting for 13 per cent of the labor force as compared to 5.3 per
cent in the formal sector. The growth of the sector dates back to the military
regime of Idi Amin that resulted in economic dislocation and mismanagement of
the economy. Amin’s expulsion of Asians disrupted Uganda economy. Instead of
replacing the Asian entrepreneurs with a structure that would foster economic
development, a bureaucratic structure that fostered vandalism of the abandoned
Asian establishments was installed.
Few studies done in Africa show that most urban plans and municipal authorities
have a bias against street vendors. The vendors do not have a legal status or legal
identity; instead they are viewed as a nuisance. This perception is largely arising
from two parallel global perceptions on street vending: the progressive and non
progressive. The former views street vendors as entrepreneurs who provide a
good service, while the latter view them as a nui~ance and problem to urban
management.
The expansion of the informal labor force which operates outside an enterprise’s
premises has enlarged the concept of street vendors to include the category of
street workers, including among others: tailors specialized in mending, carrying
their sewing

machines on their heads, hairdressers carrying their stools, cycles

and motor repairers [Charmes 1998).
As economic hardships accompanied with Structural Adjustment Programmes
[SAPs] continue to hit most African countries, most citizens are being pushed into
the informal economy, therefore making the sector even more important. In spite
of this, most African governments, especially urban authorities are still to take the
progressive perception of street vending. This requires research and availing data
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relevant for understanding street vendors, and taking a progressive perception of
the sector.
In view of the difficult economic situation that has faced Africa with reduced
external support and increasing levels of poverty, many countries have began
considering the sector as one of the channels of fostering the private sector’s
contribution to both growth and equity objectives of development. By 1995,
ILO estimates had shown that small and medium enterprises (SMEs) account for
59 per cent of Sub-Saharan Africa’s urban labour force [Ondiege, 1995].
Estimates indicate that in the developing countries 40 to 48 per cent of the urban
workforce is in the informal workforce. Street vendors are the most visible among
this workforce, although their activities, working conditions, relations with
authorities, policies and regulations relating to their operations among others are
not well researched and documented.
According to Charmers, (1998) most of the stre~t vendors across Africa have been
driven into the streets due to landlessness, retrenchment, lack of space in the
markets, lack of school fees, search for economic opportunity and income,
strategic nature of street vending, family influence in form of supporting family
member, entrepreneurship, lack of finance for larger business, evading taxation,
orphan-hood, widowhood, low level of education and poverty.
Focus on street vendors begun with the Bellagio International Declaration of
Street Vendors, which called for national policies for street vendors, and follow
up actions by individual vendors, vendors associations, city governments and
international organizations. The Bellagio Declaration identified six common
problems of street traders around the world, namely: lack of legal status and right
to vend, lack of space or poor location, restriction on licensing, cost of regulation,
harassment, bribes, confiscation and evictions, lack of services and infrastructure
and lack of representation or voice.
3

In Uganda, government, Kampala City Council and other urban council does not
recognize street vending and it is treated as an illegal activity but there are other
contradicting laws which city authorities use to harass street vendors such as
Public Health Act, Market Act and Local Government Act Cap. 246 and yet their
persistence has seen street vending business increase in magnitude on a daily
basis. With all the above conditions of operation for street vendors in Uganda, it’s
not clear whether the vending business is empowering vendors economically
hence the need to carry out this study.
1.2. Problem statement
The

Bellagio International Declaration of Street Vendors called for national

policies for street vendors, and follow up actions by individual vendors, vendors
associations, city govermnents and international organizations to help address the
six common problems of street traders around the world that affect their
livelihood, namely: lack of legal status and right to vend, lack of space or poor
location, restriction on licensing, cost~ of regulation, harassment, bribes,
confiscation and evictions, lack of services and infrastructure and lack of
representation or voice.
In order to address these problems, team work, harmonious relationship and
commitment of stakeholders (participation) were envisioned to be paramount for
success. However, Lira municipal council authorities and vendors operating in the
municipality are characterized by conflicts and blames among major stakeholders
each blaming one another for failure in the fulfillment of their respective
obligations as noted below.
According to Obong, (2010) as cited by Odongo, (2012) the vendors in Lira
municipality face a lot of problems from the authorities among which include;
lack of services and infrastructure, harassment, bribes, confiscation of property
and evictions.
4

Municipal council authorities on the other hand attribute the cause of poor service
provision by the municipal authorities on failure of traders (vendors inclusive) to
meet their trading obligations like payment of taxes and failure to get trading
license (Opio, 2012).
Despite the efforts by municipal council authorities to improve on the quality of
service provision by decentralizing service provision (garbage collection, repair of
roads, construction of toilet and water facilities among others) at division level
and contracting private organizations to help provide some of the critical services
like garbage collection and revenue collection, the efforts have not yielded much
as the quality of services provided still remains poor (Okello, 2012).
1.3. General objective of the study:
The purpose of this study was to examine the factors affecting the performance of
street vending business and economic empowerment of vendors in Lira municipal
council.
1.4 Specific Objectives of the Study:
1.4.1 To find out how institutional framework affect the economic empowerment of
vendors in Lira Municipality.
1.4.2 To find out the extent to which business development services (BDS) affect
economic empowerment of vendors in Lira Municipality.
1.4.3 To examine the effect of infrastructure on the economic empowerment of vendors
in Lira Municipality.
1.5. Research questions
1.5.1 How does institutional framework affect the economic empowerment of vendors in
Lira Municipality?
1.5.2 To what extent does business development services (BDS) affect economic
empowerment of vendors in Lira Municipality?
1.5.3 What is the effect of infrastructure on the economic empowerment of vendors in
5

Lira Municipality?
1.5. Significance of the study
The findings of the study will be vital for policy makers to develop a good
working relationship with street venders and incorporate street vending into the
Municipal Council Business register and development plan. The findings of the
study will also guide government on how to address factors affecting the
performance of street vending business in the economic empowerment of vendors
(mostly the poor). This will also serve as benchmark for future references.
1.6. Scope of the study
The study will be carried out in Lira District particularly in Lira Municipal
Council. Lira district is located in Northern part of Uganda. The study will focus
on traders carrying out business on street pavements, corners, sidewalks,
neighborhood sidewalks, on parked motor vehicles, bicycles, wheel barrows as
well as in tax parks and bus parks. It will look at traders involved in the sale of
cloths, foot wear, household utensils, food stuffs, among other commodities.
Municipal authorities like legal officer/court prosecutor, Law Enforcement
Officers, Town Agents (revenue collectors) and BDS providers in Lira municipal
council. The study will investigate factors affecting the performance of street
vending business in economic empowerment of the vendors (mostly the poor) in
Lira municipality.
1.7. Limitations to the study
o

Lack of willingness by some respondents to participate in the study

o

Busy work schedules of some respondents limited their participation in the study.
Poor reception of the respondents due to the fact that most of the respondents had
a busy work schedule and needed to work hard to entice customers to buy their
commodities.

1.8. The conceptual framework showing the relationship between street vending and
economic empowerment
6

Independent variable
Dependent variable

Factors affecting
street vending
business

High income
level.
~ Business
expansion.
> Improved
standard of
living.

Institutional
framework.
> BDS access.
> Infrastructure
& service
provision
>

Source: Adaptedfrom Mitullah, (2003) and mod~fled by the researcher.
Figure 1.0: Conceptual frame work relating factors affecting street vending business
and economic empowerment of vendors.
The conceptual frame work above has been adopted from Mitullah, (2003) and
modified by the researcher. It explains the relationship between the two study
variable; the independent and dependent variable. The independent variable are
factors affecting street vending business which have been categorized as
institutional framework factors, BDS access factors and Infrastructure & service
provision factors. The dependent variable is economic empowerment which has
four indicators comprising of high income level, improved standard of living,
business expansion and high profitability.
According to the framework, it’s assumed that once the independent variable
factors that include institutional framework factors, BDS access factors and
Infrastructure & service provision factors are favorable and supportive of venders,
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then their vending business will empower them economically leading to the
improvement of their livelihood.
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CHAPTER TWO
LITERATURE REVIEW

2.0. Introduction
This chapter reviews literature from other scholars, theorists and researchers on
street vending. The chapter looks at topics related to street vending and the review
of related literature has been carried out objectively as follows.
2.1. Institutional framework and economic empowerment of vendors
Efficient institutional and legal framework is important for ensuring the smooth
operations of business as inappropriate regulations raise the cost of business entry,
growth and distort markets Alila and Mitullah, (1999). The institutional
framework for informal activities including street trade has generally been hostile
in most African countries. The policies, by-laws, regulations, registration,
licensing, organising, relations with government and other partners are major
issues of concern as discussed in this section.
2.1.1. Policies and Regulations
Policies are tools for setting standards in the provision of public goods and
services. Policies protect consumers, investors and the general public, while by
laws set controls that ensure that urban areas are safe and clean according to Alila
and Mitullah, (2000). In the area of street vending, by-laws set standards in the
provision of public goods and services provided by the street vendors and the
expected manner of operations. They also enable the Local Authorities to collect
revenue for payment of services such as refuse collection and management of
vending sites.
According to Mitullah, (2003) local Authorities in Africa are a major obstacle to
the development of informal sector activities as most of them use out-dated
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restrictive policies, by-laws and regulations originally intended to control and
regulate the growth of indigenous enterprises.
The restrictions according to her, make vending principally illegal, and view
vendors as responsible for making cities dirty, obstructing traffic and therefore a
public nuisance. She argued that such provisions and perceptions were for dealing
with cities planned for colonial governors. The policies did not provide for any
trade within the Central Business District [CBD], and most street trading activities
that take place within the CBD have no legal provisions. The policies don’t
appreciate the role of street vending in an urban economy.
In Uganda, the Local Government Act of 1997 does not engender a review of by
laws. The Act simply gives powers to Local Authorities to enforce laws and by
laws consistent with the National framework. This implies that the Local
Authorities have to review their by-laws to be in line with the 1997 Local
Government Act (Ahikire, & Ampaire 2003).
Case studies carried out on street vending in six African countries by Mitullah in
2003 revealed that most local authorities are operating with out dated by-laws that
require review. Most cities have placed the responsibility for street trading in
wrong departments, with most of them managing street traders through the Traffic
and Enforcement Departments. In this respect, vendors are viewed as a problem
that has to be controlled rather than to production units that contribute to the
urban economy. it is not clear whether the responsibility of street trading in Lira
municipality are placed in the wrong department as mentioned in the above
literature hence the need to carry out this study.
Although South Africa is still a young country, it has initiated processes through
its constitution that have potential for improving the business environment for
medium and small enterprises (MSE), providing services to communities and
promoting social and economic development (Mitullah, 2003).
10

The South African National Government is committed to creating conducive
environment for small informal economic activities, including street trading. In
order to realise this, at National, Provincial, and Local Levels, new laws are in
place or about to be put in place. The Business Act of 1991 changed the legal
approach to informal trading and the Act acknowledged street traders as business
people who contribute to the economy. The Act has provided the traders with the
right to trade, whereby the Local Authorities merely regulate but cannot prevent
traders from trading (Skinner, 1999).
The White Paper on National Strategy for Development and Promotion of Small
Businesses in South Africa of March 1995, commits the Government to the
creation of an environment that encourages and assists the development of all
categories of the informal economy (Skinner, 1999).
The .1998 White Paper on Local Government requires that Local Government be
comnfitted to working with citizens and groups within the community to find
sustainable ways to meet their social, economic and material needs and to
improve the quality of their lives’. South Africa also has laws and policies aimed
at protecting the rights of women and raising their status in the country. They
include the requirement that 1/3 of all ANC Parliamentarians must be women,
establishment of a Commission on gender equity in 1996, setting up an office on
the status of women to ensure gender equity (Skinner &Lund, 1999).
According to Skinner, (1999), the progress made in South Africa differs across
South African cities with Durban having the best environment for street vendor
operations. Durban has a Department of Informal Trade and Small Business
Opportunities. The Council has also designed innovative private sector based
approaches for managing street vending. The approach include street vendors
organizations leasing land from the Council and further leasing to traders on
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organization’s terms, property owners applying for sidewalk lease and
public/private sector management of markets planned for street vendors.
The situation in the cities of Kenya, Uganda, Zimbabwe, Ghana and Cote
D’Ivoire is almost the same. The policies and regulations are not appropriate for
street vendors and the street vendors are hardly consulted in the development of
the by-laws and planning vending sites in respective urban areas (Mitullah, 2003).
Mitullah advanced that except for Kenya and Uganda, street vendors are not
aware of the by-laws applicable to their operations.
Research in Zimbabwe shows that many street vendors are unaware of the
existence of by-laws, and have no access to them, while others know but choose
to ignore them (Tsitsi Dondo, 2003). This is made worse by the lack of effective
street vendors associations to expose vendors to policies and regulations and to
lobby for the review of policies, by-laws and integration of vending activities in
urban development. This is a major obstacle to the growth of street vending
activities in Africa according to Tsitsi, (2003).
According to Alila & Mitullah, (2002) the policies and regulations in Kenya are
not appropriate according to the majority of street vendors operating in the
country and the reasons for thinking that policies are inappropriate, include:
expensive daily charges, poor and insecure working locations, inappropriate hours
of business, poor locations for business, constant harassment, confiscation and
loss of goods by urban authorities and poor enforcement approaches by urban
authorities. It is not yet known whether these could be the case with vendors in
Lira municipality as well hence the need to carry out this study.
Mitullah, (2003) argue that although the urban authorities collect revenue from
vendors, street vendors hardly participate in important issues such as planning and
management of urban development. There is poor communication between the
urban authorities and street vendors and their associations.
12

There is hardly any dialogue, and relationships are largely determined by
favouritism, nepotism and corrupt practices. Thus, the vendors have no influence
on any policies developed for managing their operations, while the urban
authorities hardly provide services nor are they accountable to vendors. This has
affected potential joint action and impaired relationships between vendors and
urban authorities according to Mitullah, (2003).
This is partly due to a lack of joint action by the different weak vendors
associations and their weakness has partly contributed to the imposition of
decisions by urban authorities on their operations. Mitullah, (2003) advised that in
order for street vendors and their associations to influence policy; they need to be
organised with well-established effective channels of communication with urban
authorities.
2.1.2 Registration and Licensing
Mitullah, (2003) observed that most traders pay some form of tax or dues to
enable them operate in various locations in urban areas and the taxes vary from
region to region or town to country. They include Municipal tax, license, security
tax, rent for space or table, cleaning tax, electricity tax, and associationlunion
fees.
Most urban authorities have no consistent policies and regulations applying to
vendors as far as regulations and registration is concerned. They view street trade
as a nuisance, and in some cases, even the licensed vendors are harassed in
generalised raids (Mitullah, 2003).
A case study carried out in Ghana by Johnson and Yawson, (2000) notes the
arbitrary nature of urban authorities and their inability to formulate clear and
consistent policies and regulations. The study points out that, aspects of
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inconsistency include a mix of uncoordinated, privatised, and public service for
eating houses, operated by women street vendors.
The women are affected by the collection of fees by private firms while health
inspection, is done by urban authorities (Johnson & Yawson, 2000). They noted
that due to lack of coordination between the two providers, women end up paying
fees and failing to operate due to their inability to meet the health requirements.
In order to continue operating in such a poorly coordinated environment, women are
pushed to bribes and in some cases offer sexual favours to enforcement officers and this
according to Johnson & Yawson, (2000) is detrimental to women’s health, especially
with the prevalence of HIV/AIDS.
In Kenya, licensing of street traders is a major problem and has contributed to the
confrontation between street traders and urban authorities with very few street vendors
having a license to trade. The prevailing situation is that many vendors are trading
without any license. Some urban authorities charge daily fees, while others fear that this
would attract more street vendors in the streets.
The process of obtaining a license is cumbersome in most of the cities in Africa
and most urban authorities issue very few vending licenses and generally have a
negative attitude towards vending (Mitullah, 2003). She noted that in Kenya,
those who get a licence have to either pay a bribe or are well connected to urban
authorities or influential personalities.
Mitullah, (2003), asserts that obtaining a license does not give street vendors full
trading rights as vendors have to observe other trading requirements, for example,
trading in approved or designated areas, and observing health requirements. She
further argues that while this is appropriate, a majority of street traders are not
aware of the details of the health requirement resulting in their licenses being
confiscated for not observing health requirements.
14

2.1.3 Associations of Street Vendors
Associational life is an important resource for those engaged in small and micro
Enterprises. Street vendors associations have several functions that include:
establishing and defending legal rights of vendors; setting up effective channels
for representing members; raising the profile of street traders and protecting their
interest in policy Processes; building leadership through empowering members
and providing concrete benefits for members (Lund & Skinner, 1999).
The associations provide insurance against insecure welfare and business
environment as well as providing business requirements. In spite of these
important roles, street vendors associations are characterized by instability. They
form, become dormant, disband and in isolated cases amalgamate. These
dynamics make associations lose synergy, with the potential Membership opting
to stay away from any associational life.
In Kenya, majority of street traders do not belong to any street vending
association, while others belong to several associations with no relationships.
Street vendors work in isolation, with majority having no knowledge of
associations that address street vending issues (Alila & Mitullah, 2000).
Lund, (1998) in her work in South Africa notes that vendors’ interest group
associations can assist informal economy workers in many ways. For example,
bulk purchase of goods, negotiation with local government for improved
amenities, negotiation with the formal business sector in order to improve
linkages or access resources and networks, getting collective access to skill
training, organizing self regulation for marketing, improved safety and security
and to assist traders defend their legal rights.
It is argued that unlike market traders, street traders in most African cities are not
organized (Aboagye, 1996). Armacost, (1996) advanced that street traders do not
belong to trade unions and are generally unorganized.
15

In South Africa, for example, by 1998 only 15 per cent of the traders belonged to
an association (Lund 1998); while in Kenya, a baseline survey of women street
traders during the same years showed that 60.5 per cent belonged to some
association (Graham et al 1998).
Amarcost, (1996) attributes the poor organizational level of street vendors to their
being in the informal sector. She argues that those operating within the informal
sector are not typical targets for organizing efforts by trade unions and other
organizations focused on the situation of the working poor.
Mitullah, (2003) mentioned that in Africa, South African street vendors are ahead
in organizing, while other countries such as Kenya, Uganda, and Ghana have
began organizing. South Africans have a strong culture of worker organization
that owes its origin to the past apartheid regime.
A comparison of studies done in seven African countries in this review indicate
that even in South Africa where there is strong culture of workers organization,
organization in the informal sector is relatively new and informal sector
organizations get little support from the formal economy trade unions. Among the
six case studies, South Africa, Cote d’ Ivoire and Ghana have established links
with the informal economy trade unions, while Kenya is in the process of doing
the same.
Mitullah, (2003) argued that organizing street traders is difficult and this is partly
because most street traders earn just enough to feed their families, and are thus
reluctant to take time off work to attend meetings.
Other reasons include: unstable sites of operation, differences between
organizations and conflicts within and among organizations (Skinner, 1999), lack
of awareness of existing vendors associations and inability to raise membership
fees (Lund, 1998).
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Lund notes further, that, women are more likely than men to know the existence
of associations. This study indicates the different ways of becoming associated or
organized. Some street vendors become members of associations in an
involuntary way, for example in KwaMashu, South Africa where informal
vegetable traders became automatically affiliated to an organization by virtue of
trading in specific areas, while others have an option of choosing whether to join
associations or not.
According to Mutallah, (2003) participation of street vendors in planning their
activities and general urban development is very limited due to weak and poorly
organised associations. The associations have no bargaining power and cannot
effectively advocate for their right to trade and to contribute to the urban
economy.
This is so because most associations of vendors in Africa address largely welfare
issues, with very few focusing on business issues affecting their operations such
as services, site of operation, licensing, policy and advocacy (Mutallah, 2003).
Lack of organization reduces the vendor’s negotiation power. They lack collective
voice in city planning, and their concerns are rarely brought forward for
consideration by Municipal authorities. The lack of organization and professional
solidarity has contributed to the street vendors’ ignorance of their legal rights
(Armacost, 1996).
Skinner has observed that the lack of organization made negotiations in
Johannesburg

and Cape Town

very

difficult.

Formation of umbrella

organizations, similar to the Informal Trade Management Forum in Durban, and
the Queenstown Hawkers Association in Queenstown were viewed as positive
moves (Skinner, 1999). Such organizations provide service to their members, for
example bulk purchase, marketing goods, training, and management of trading
sites, advocacy and representation.
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A study conducted in Kenya in 1998 concluded that there was need to provide
support to street vendors. The support should include advocacy, negotiation with
authorities, and facilitating street vendors to form and strengthen their own
organizations (Graham et al 1998).
In Kenya, majority of street vendors associations are small with about 30
members. Prior to 2000, associations mostly addressed welfare issues such as
sickness, funerals, payment of school fees and purchase of household goods,
mostly restricted to groups dominated by women. Most of these associations were
not conceptualized as street vendors associations, and did not concentrate on
vending issues (Alila & Mitullah 2000).
This is so because some of the vendors representatives are self styled leaders who
are not recognized by those they claimed to represent. This reduces their capacity
to mobilize street vendors and engage in negotiation, advocacy and policy
influence.
The major role of street traders associations is to address problems of street
vending, to fight for the rights of the vendors, particularly the right to space and to
protect vendors from harassment, and seek recognition and integration of street
vendors in urban development. Since the completion of the IDS study by Alila
and Mitullah, (2000) and the beginning of a facilitation programme of street
vendors associations by the IDS in collaboration with the Street Net, street
vendors associations have began playing the advocacy role.
They negotiate with urban authorities on behalf of their members, mobilize
resources for business and mediate in cases of disputes among members. The
associations are currently in the process of forming a national alliance of street
vendors in Kenya.
The study from Uganda by Ahikire& Ampaire, (2003) points out that most street
vendor organizations are not legal entities, they neither sue nor can they be sued.
As in the case of Kenya, they are based on mutual support and respect, and
18

provide social security, especially during times of distress and social functions
(Mitullah, 2003).
The study observes that these associations do not contribute to policy foririulation
and advocacy. Further, their constitutions lack focus, especially on deliverable
goals. They do not have clear focus on issues of common interest such as markets,
finance, negotiation and advocacy for better working conditions (Ahikire&
Ampaire, 2003). They argued that the associations of vendors have however
managed to get the street vendors to observe

regulations and their own

code of conduct without any coercion.
Ahikire& Ampaire, (2003) noted that observing regulations requires the members
to have receipts of graduated tax payment tickets, while exposure and education
on the code of conduct has assisted in maintaining discipline.
The Cote d’Ivoire study notes that in Abidjan the capital of Cote d’Ivoire, more
women street vendors belong to associations than men compared to the situations
in markets. The traders also belong to clanlethnic associations. The associations
provide opportunity to save, give loans and other mutual benefits to members
(Mitullah, 2003).
Studies carried out of Africa show a high potential of organizing, for example, in
Mexico city, the organization of street vending has made it difficult for city
agencies operating alone to take any effective action against street vendors (Cross,
1998) thus, street vendor’s organizations have important roles to play. They
provide vendors with a forum for sharing ideas, protection, recognition and
handling problems affecting their business operations.
In Philippines, cooperative leaders of vendors associations were consulted by the
country’s law makers and they participated in drafting of city ordinances. They
were further contacted during congressional and senate hearings (Dalangin &
Rodriguez, 1996).
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Another example of what being organized can achieve, is the case of New York
City. In 1993, the mayor passed a resolution that no street vendors would be
allowed in the streets. In response, the vendors mobilized themselves in protest by
calling a meeting, where they invited the media and demanded specific areas of
operation.
They sent a letter to the mayor and a map with approximately 21 sites where they
preferred to be relocated. Three of the sites were approved after an eight month
negotiation (Alcantara 1996).
There are a number of challenges to organizing, which vary across countries. In
South Africa, they include economic difficulties, suspicion, and lack of resources
for service provision to all members of associations, political interference and the
patriarchal culture that hinders women’s participation in leadership at all levels.
2.1.4 Relations with Government and Other Development Partners
The Street Vendors mostly relate with local and central government. However,
this relation is limited to a few individuals or vendors associations who are
grafted in the identification of trading sites, licensing and payment of daily fees
and related issues (Mitullah, 2004).
The relations between them is generally poor, especially that between the vendors
and urban authorities. It varies from opposition, cooperation, indifference or
support depending on the issue at hand except in isolated cases, like in South
Africa where relations are limited to enforcement of regulations, allocation of
trading sites, obtaining licenses, registration of associations, fund raising,
arbitration of disputes, joint cleansing exercises, and rent seeking from street
vendors (Mitullah, 2004).
Ahikire & Ampaire (2003) advanced that in both Kenya and Uganda, apart from
interacting with authorities while processing licence, or being allocated a trading
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site, harassment is the main mode of interaction between street vendors and
authorities.
Ahikire & Ampaire, (2003) noted that in both Kampala Municipal Council and
cities in Kenya, law enforcement is inhuman, gender insensitive and largely
exploitative. The vendors respond to this situation by resorting to corruption,
while many enforcement officers openly ask for bribes. In some cases, for
example in Kenya, the Central Government officials arbitrate between street
vendors and the urban authorities. This leaves the street vendors in perpetual
poverty.
The case study from Ghana observes that strikes and demonstrations as a way of
voicing vendors concerns have not been successful because vendors depend on
vending for daily livelihoods and a day of strike means no income (King & Ayeh
Solomon, 2003).
Due to their weak associations, the vendors have weak bargaining power. The
urban authorities do not provide services in spite of collecting revenue, but the
vendors are not strong enough to push for their right to services (King & Ayeh
Solomon, 2003).
In Zimbabwe and Cote d’Ivoire, there are hardly any associations for street
vendors according to Tsitsi, (2003) and Mitullah, (2003). Mitullah, (2003 points
out that, lack of information, confidence in leaders and resources prevent street
traders from joining associations and without associations, street vendors cannot
effectively participate in policy reviews and in the enactment of by-laws.
In South Africa, the street vendors have a working relationship with urban
authorities and the authorities negotiate with the informal economy workers
through their associations. In cases where associations do not exist, urban
authorities have insisted that associations be formed to represent informal traders
(Skinner, 1999).
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Street vendors have minimal relations with other development partners; a case
study from Kenya on street vending by Mitullah, (2003) shows that only 6.3 per
cent of the sample interviewed, had any relations with other development
partners, and the relations was limited to training and provision of credit. The
partners that support street vendors in relation to business are the Micro Financial
Institutions [MFIJ. Most of these financial institutions require street vendors to
form groups.
2.2.0 Business Development Service (BDS) access factors and economic
empowerment of vendors.
Street vendors require a number of services, which include financial and non
financial services. The non-financial services include: Business Development
Services [BDS], storage facilities, sanitary services, water, and electricity
(Brautigam, Rakner, & Taylor, 2002).
Mitullah, (2003) argued that whereas the financial services are minimal, the non
financial services are hardly provided to street traders. She noted that there are a
few Micro Financial Institutions focusing on informal economy activities and
most of them charge high interest rates with some charging more than 20 per cent.
At the same time they have restrictive requirements for support, for example
collateral security like land, houses excetra which most venders don’t have
(Mithllah, 2003).
In view of the above, the main sources of finance for traders are cooperatives,
Rotating Savings Credit Associations [ROSCAs], relatives and friends. These
sources provide low amounts of finances that are not adequate for expanding the
businesses (Ishengoma & Kappel, 2006). In addition, the associations are plagued
by governance problems, including leadership and mismanagement (Brautigam,
Rakner, & Taylor, 2002).
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In countries such as Kenya, street traders have suggested the establishment of
Micro Entrepreneurs bank that can avail loans to MSE operators at reasonable
interest rates and entrepreneurs think that such an establishment might operate
better if placed under the umbrella of a Ministry of MSE development (Mitullah,
2004).
According to Brautigam et al, 2002) a few financial institutions relate with street
vendors and this relationship is restricted to training and accessing credit. In
South Africa, an effort between the street vendors association, Pretoria Informal
Business Association [PIBA] and Pretoria Local Authority has negotiated free full
time five-week training at Pretoria College for their members. PIBA was created
in response to a crisis over the control of trading sites in the city (Skinner & Lund,
1999).
Ahikire & Ampaire, (2003) mentioned that some traders in Uganda have attended
courses run by the police force on issues of general law and order, while in
Zimbabwe the case study indicates that the involving nature of trade does not
allow traders to attend training. Instead, they opt to support education programme
for their children and other dependants (Tsitsi, 2003).
Mitullah, (2003) mentioned that street traders in Kenya and Cote d’Ivoire had
training in different areas along conventional gender lines. Women had training in
nursing, tailoring, hair dressing, secretarial, sales and catering; whereas men had
training in engraving, mechanics, joinery, tapestry, metal and electrical work
among others.
The studies further reveal that, women street traders require various forms of
business training including business management. However, the study from
Kenya according to Mitullah, (2003) shows that only few who access credit from
MFIs benefit from such training.
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The case study from South Africa by Mitullah, (2004) shows that many street
traders; especially women do not find professional business training management
a priority. Most of them view access to adequate finance as the key to good
business, and yet without effective business management very little progress can
be made.
Knowledge of the volume of sales is relevant for efficient planning and
appreciation of the contribution of street trade. However, this infonnation is
generally lacking since most traders lack written records of income and
expenditure.
The Ghana study by King & Ayeh~Solomon, (2003) notes that even in the council
markets such as Race Course, the volume of goods that go in and out of the
market are not documented; and the market officials have no idea about the
volume of various goods that enter and leave the market. Indeed, this neglect of
record keeping can explain the little importance given to street and market trade.
These activities are viewed more as casual nuisance services as opposed to the
economic production that requires recording and quantification. Training for
street vendors is largely done by the civil society organisations that provide
financial support or those working in the area of human rights.
2.2.1 Conflict Management
Street vendors are exposed to conflicts among themselves, with urban authorities
and with formal traders. Apart from South Africa where Section 122 of the
Constitution and the White Paper on Local Government protects street traders,
others case studies on street vending in African cities have no legal provisions
that protects street vendors (Mitullah, 2003).
Mitullah, (2003), noted that the South African legal provisions have improved the
business environment of street vendors and in cases of problems; Local
Govermnents have to negotiate with the informal economy workers. In cases
where vendors have not organised themselves, Local Governments have insisted
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on umbrella organizations to be formed to represent street traders’ organisations,
while in some cases street vendors have formed organisations for negotiation and
lobbying. Associations such as SEWU, Queenstown Hawkers and Gompo
Association in South Africa are serving these purposes.
In other countries such as Kenya, conflicts between street traders and Local
Authorities are frequent and they mainly arise from the site of operation,
consequent arrests and confiscation of goods. Previously, violent confrontation
has been the predominant way of solving conflict. However, due to research and
consultations between the street traders and the Local Authorities facilitated by
the Institute for Development Studies [ID S] of the University of Nairobi, dialogue
between the two parties has been opened (Mitullah, 2004).
The IDS facilitation resulted in some Local Authorities reviewing their outdated
By-Laws on street trade, examining the position of street trade in urban
development, with a policy coming from Central Government for Local
Authorities to relocate traders’ specific vending sites outside the Central Business
District [CBD].
The latter has reduced confrontation between street vendors and the Local
Authorities, thereby improving the business environment. However, there is still
need to facilitate street vendors to organize themselves in strong associations in
order to influence changes taking place in their favor.
The case study from Uganda demonstrates the conflict between street traders and
owners of shops and banlcs in the city of Kampala. According to Ahikire &
Ampaire, (2003) dispute between the groups culminated into a strike by shop
owners and bankers. The latter complained of unfair competition and business
stagnation due to the presence of street vendors on the streets. They threatened to
stop paying taxes.
The traders based at St. Balikuddembe market who also complained of reduced
sales because of vendors, followed with a strilce, threatened and closed the
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market. These threats and actions were followed by Operation Clean City’ by the
Kampala Municipal Council on April 2002. The plan to rid the city streets of
street vendors was communicated to street vendors and on the material day the
vendors were removed without confrontation, as was often the case.
The Kampala incidence compelled the Kampala City Council {KCC] to come up
with alternative sites for relocation around the CBD, while at the same time, some
days were set aside for trading in specified sites within the CBD. It is important to
note the role played by the Kampala City Traders Association [KACITA) in
championing the interests of its members in this exercise (Ahikire & Ampaire,
2003). It provided the vendors with a voice for negotiation and participation in the
movement and relocation.
Alila & Mitullah, (2002) noted that in Kenya where street vendors’ relocation was
done in Nairobi City Council, the authorities did not use associations of street
vendors. They selected individuals located in different sites where vendors
operate to form a ‘listening and order based team’ as opposed to a negotia~tion
team. Although relocation has been done outside the CBD, the process
encountered a number of problems, which affected the outcome.
The relocation process involved a lot of fight and constant placement of NCC
enforcement officers in former street vendors’ sites of operation aimed at ensuring
that they do not continue trading.
The Nairobi case shows lack of dialogue and adequate negotiation, an aspect that
can be attributed to the failure to use established associations and leaders who the
vendors identify with. An appropriate approach for dealing with street vendors
has to be based on street vendors associations according to Mitullah, (2003) and
in cases where associations either do not exist or are weak; the authorities in
collaboration with other stakeholders have to take the deliberate option of
nurturing associations.
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2.2.2 Crime and Security
A secure environment is a pre-requisite for any type of business. In most streets of
major cities in Africa, security is a major concern for formal and informal
businesses as well as the general public. Street traders worry about their own
security, and the security of their goods and customers. They view security and
safety as an economic priority, and not simply one of personal safety.
The case study from South Africa points out that crime results in loss of
customers, frightens tourists, cripples businesses, and reduces incomes and
generally interferes with trading (Tendai, 2003). The case study shows that in
Johannesburg, 10 per cent of street traders had been assaulted, while 55 per cent
had been robbed. As a result of this some traders have formed voluntary
associations to fight crime, while the police are often viewed as collaborators
since they do not arrest some known criminals.
The insecurity in the streets is sometimes used as an excuse to evict street traders.
In both Kenya and Uganda, sites for street trade are viewed by urban authorities
as dens for thugs and robbers (Mitullah, 2003).
The Uganda case study has observed that aggravation of city thefts and insecurity
in Kampala were used by the city authorities as grounds for evicting vendors from
the streets in 2001. It is argued that due to the overcrowding in the streets, pick
pocketing and petty thieves were rampant in the streets of Kampala (Ahikire &
Ampaire, 2003).
While the Kenya case study points out that, it is due to high insecurity in other
parts of the city that, the vendors invaded the CBD to find a more secure
environment, where customers could shop freely Alila & Mitullah, 2002).
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Market women in Kampala also complain about conmen and thieves who
confiscate their commodities, and discourage customers from going to the
markets (Ahikire & Ampaire, 2003), In Ghana, as well, the Race Course market,
women complained of insecurity.
They indicated that thieves at times pounce on their goods, especially bales of
clothes, causing heavy loss to the traders. Drug pushers are also rampant within
Race Course market (King & Ayeh, 2003).
2.2.3 Infrastructure & service provision factors and economic empowerment of
vendors
Street traders operate in sites that lack infrastructure and services such as shelter,
roads, toilets, water and sewerage, and garbage collection. In few trading sites,
refuse collection is done, but water and sanitation, electricity, storage and day
care facilities are lacking exposing vendors to poor working conditions (Mitullah,
2003).
The urban authorities use the fact that the traders are not licensed, as a
justification for not providing services. However, in many of the cities street
vendors are charged daily fees, which is cumulatively more expensive than the
cost of an annual license. Since the street vendors either lack or have weak
associations, they are not able to lobby for service provision and fair fees.
The profit margins made by street traders depend on the size of business, the
location of the business, tax burden, and the commodities of trade. However,
given the poor conditions of work most traders make minimal profits. In Ghana,
majority of the vendors at Race Course Market earned up to 55,000 cedis (King
& Ayeh, 2003) while in South Africa, street traders earn between Rand 600 and
480 per month (Mitullah, 2003). In Cocody market in Cote d’Ivoire, traders make
a moderate profit margin of CFA 96.251 in a month according to Mitullah,
(2003).
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‘While secure sites for operations remains a major pre-requisite of street trade,
research from most African cities points out that very few cities have planned
sites for vending.
Most street vendors in Africa have no authorized sites of operation, which results
in incidences of confrontation and brutality between street vendors and urban
authorities as the authorities are reluctant to allocate vending sites, especially
within the CBD (Mitullah, 2004).
In Nairobi and Kampala, vendors have severally been allocated vending sites
outside the CBD that they have rejected, arguing that they are not accessible to
customers. While the urban authorities in the cities view vending sites as
temporary, the vendors view them as permanent and it is the urban authorities’
perception of street trading as temporary that makes them not see the need to
provide vendors with proper market facilities (Mitullah, 2003).
Most city authorities expect street vendors to move into markets, or stop operating
illegally. This expectation has not been fulfilled and few Innovative cities in
South Africa such as Durban has initiated programmes that integrate street
vendors in urban development (Lund, Nicholson & Skinner, 2000).
Others such as Nairobi, have accepted the operations of street vendors by setting
aside specific lanes outside the central parts of the city for vendors, they however,
are still to have specific policy relating to the informal economy and street trade
in particular. Although relocation of street traders is a major step, the sites still
lack services, while others are located away from busy areas and the vendors are
reluctant to move to them (Tendai 2004).

The market for street vendors is largely the pedestrians who pass by on their own
businesses. In a few cases, especially when street vendors have done business in
one spot for a long time, customer relations develop thereby expanding the market
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beyond the pedestrians hence expanding on their sales and profitability (ILO,
2002).

Continuous relocation of street vendors from one area to another therefore affects
their customer base and business profitability. Some street vendors however look
for customers in offices, homes and beyond the urban areas where they are based.
This is quite dominant among those who have invested substantially in the street
trade, especially those who use trucks, pick-ups and bicycles. Such vendors trade
in cooked food, fruits, vegetables and clothes.
Overall, the high transport costs and low profits prohibit street traders from
accessing better markets in most African countries (Mitullah, 2003).
Low access to modern information communication technologies on productivity
information hinders their performance in business marketing. Other factors that
affect the market include: use of abusive language by male customers and the
high levels of insecurity (Mitullah, 2004).
In Ghana a day care centre is available in Kumasi Market and has made a great
difference to women trading in this particular market. Recent changes in Kenya
have resulted in street vendors being allocated spaces on back-street lanes outside
the Central Business District [CBDJ.
Most of the lanes have no services, although plans are underway to provide
services according to Mutullah, (2004). She noted that the case of South Africa is
unique as the enabling policies are resulting in partnership approaches to service
provision being developed between urban authorities and street traders. Urban
authorities such as Durban provide a number of services to traders.
Mutullah, (2003) observed that transporting goods is a problem for all street
vendors as the vendors cannot often afford to pay for the cost of motor vehicles
and they have to rely on porters, wheel barrows, trolleys and handcarts. She
advanced that in isolated cases where vendors operate from one location, they use
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group transport, while in some cases the entrepreneurs provide wholesale services
at the sites of operation.
Most street vendors cannot afford the cost of transport, and therefore live within
walking distance of their operation sites or operate near their residential areas
(Adiko and Anoh, 2003).
The transport situation is compounded by the lack of storage facilities. This
implies that each day, the vendors have to carry their commodities to and from
sites of operation. This is because the spaces are not planned for trade and
therefore do not have infrastructure and services.
In South Africa, some Local Authorities like Durban have managed to provide
storage facilities. However, the facilities are expensive for an average trader Lund
et al. 2000). In Kenya along the roadsides, the vendors pay night security
personnel to ensure security of commodities left on open sites of operation Alila
& Mitullah, (2002).
Race Course Market in Ghana is approved by the Kumasi Municipal Authority,
but the stalls provided are temporary structures without adequate protection
against weather. There is also limited security since it is an open space and in
addition to that, access roads are in poor condition (Mitullah, 2003). She showed
concern when she mentioned that irrespective of the above conditions, the urban
authorities still collect daily fees from the vendors.
Ahikire & Ampaire, (2003) noted that vendors in Uganda operate in harsh and
uncertain conditions. They work in open spaces without shelter, and lack storage.
They cited examples in some areas such as Parkyard that totally lack toilets, while
a large market such as Balikuddembe market with over 55,000 traders has only
four toilets.
Refuse collection is inefficiently done and a few available garbage dumps
overflow with waste due to irregular collection by authorities. In Kenya heaps of
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uncollected garbage is a common sight around vendors markets or street and
roadside areas where vendors operate (Mitullah, 2003).
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CHAPTER THREE
METHODOLOGY

3.0 Introduction
This chapter discusses the systematic approach and the underlying procedures that
were followed while carrying out this research. It discussed in detail the research
design, study population, sample size and selection, sampling techniques and
procedure. It has also covered data collection methods, data collection
instruments, pre-testing, procedures of data collection, data processing and
analysis and lastly problems that were encountered in the research.
3.1 Research Design
A cross sectional survey design was used because of its flexibility and it provided
opportunities for considering many different aspects of a problem in-depth at a
particular time. Amin, (2005) describes cross sectional survey as the most
commonly used research method in soëial research where surveys are used to
gather data from a sample of a population at a particular time.
3.2 Study population
The study population consisted of Vendors, Lira municipality Law Enforcement
Officers, Legal Officers, Town Agents (Revenue Collectors) and business
development service providers. The study was done in Lira municipal council in
Lira District.
3.3 Sampling.
The study had a target population of 35 respondents and the accessible population
of 32 respondents selected purposively. There was no statistics showing the total
number of street vendors in Lira district in general and Lira municipality in
particular making the sampling strategy used in coming up with the sample size to
be purposive.
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According to Mitullah, (2003), the negligence of the street vending activities has
resulted in lack of accurate estimates of the numbers of street traders.
The accessible population was used to get information required for the study and
it provided a basis for generalization of the target population. Amin, (2005)
advances that; the ultimate aim in most statistical investigations is to be able to
generalize the results of the data from the sample to the entire population from
which the sample data was drawn.
Table 1 below summarizes this information.
Category of respondents

Total

Sample size

Key informants

6

6

Local community

10

10

Business community

2

2

Vendors

35

32

Total

53

50

The researcher used purposive sampling and simple random sampling to
determine the sample. Key infonnants (Lira municipal council legal officers, Law
enforcement officers, Town Agent (revenue collectors) and BDS providers) were
selected using purposive sampling. Business community and Local community
were also selected using purposive sampling.
The 35 vendors were selected purposively at first and later on using simple
random sampling technique to come up with 32 respondents to participate in the
study selected from the total population of 35 people using Morgan and Kredgie’s
table for sample size selection. List containing the 35 names of vendors identified
using purposive sampling method was generated after clearly explaining the
purpose of the research to the contacted vendors.
The researcher used the Lottery method in coming up with the total number of
respondents to be interviewed. In using the lottery method, identification numbers
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corresponding to the clients’ names were written on pieces of paper so as to
identify the respondents to be sampled from the population under study. These
pieces of paper were then placed in a container and well stirred. The researcher
then drew these pieces of paper from the container (one at a time) and the process
was repeated until the required numbers of papers were obtained. A total of 32
respondents were selected by the researcher using this method.
Table 2 showing sample size selection and selection techniques for the different
categories of respondents.
Category of respondents

Total

Method

Key informants

6

Purposive

Local community

10

Purposive

Business community

2

Purposive

Vendors

32

Purposive

Total

50

Simple
random
~

sampling

Adapted from: R.V Krejcie and D. W Morgan (1970).
3.4.0 Data collection methods
Data Collection methods that was used in this study include both quantitative and
qualitative methods. Qualitative methods used in this study include the interviews
(structured) and observation while the quantitative method that was used to carry
out the research was questioning (facilitated using questionnaires). All these
methods were used either one at a time, or concurrently for example the use of
interview while carrying out observation of conditions in existence at the same
time.
3.4.1 Questionnaire
The questionnaire was the main instrument for collecting data in this research and
they were administered by the researcher. Questioning method helped in the
generation of constructive data and enabled the coverage of large samples in
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addition to making the results more dependable and reliable. The method also
enabled the respondents to give sensitive information without fear as their identity
were not needed hence the justification for its use in this study.
3.4.2 Interviews
Interviewing as a method was used to help in the collection of the respondent’s
views on the study variables. Semi-structured interviews were used to collect data
from legal officers, law enforcement officers and BDS providers in Lira
municipal council. To obtain accurate information through interviews, the
researcher ensured maximum co-operation from respondents by communicating
clearly the purpose of the study. Interviews were advantageous in that they
provided in-depth data which were not possible to get using a questionnaire.
3.4.3 Observation
Non participant observation was used in this study so as to enable the researcher
control the research by avoiding biases of respondents. Observation was done on
status of loan record bobks, attendance list of BDS trainings, environment of
operation and other records on business performance of vendors among others.
The researcher used this method to provide “richer” and more direct amount of
the phenomena under study.
3.4.4 Documentary review
Secondary data was collected from the internet, newspapers, BDS performance
reports, and journals on street vending among others. This not only enriched the
literature but also helped the researcher in the validation of the primary data that
was collected from the field.
3.5.0 Data Collection Instruments
The study involved the use of various instruments of data collection as they vary
according to particular type of information needed for collection. The instruments
that were used are presented below.

3.5.1 Structured questionnaires
The researcher used structured questionnaires to get information from the
respondents (vendors) and the questionnaires were self administered by the
researcher. Quite often questionnaire is considered as heart of a survey operation,
it involves low cost, it’s wide spread geographically, it’s free from bias of the
interviewer and answers are in respondents’ own words (Kothari, 2004).
3.5.2 Interview guides
The researcher used interview guides to get data from the, legal officers, law
enforcement officers and BDS providers. The use of interview guide helped the
researcher to generate more information with greater in-depth on the various
questions asked.
3.5.3 Observation Check List
Observation check list helped the researcher in the collection of information
generated by obser~’ation. The check list had an outline of phenomenon for
observation and they included business record books, attendance lists for BDS
trainings, study topics covered during BDS training and environment of operation.
3.5.4 Documentary review checklist
Documentary review checklist containing a list of documents reviewed was used
and this provided the necessary data for the study. The documents reviewed were
obtained from libraries, internet and news papers among others.
3.6 Data reliability and validity
The research instruments were pre-tested to ensure reliability and validity.
Reliability of an instrument reflects the extent to which it is error free by
establishing its consistency

while validity is ensuring that the researcher is

measuring the variables she/he set out to measure not something else (Sekarani,
2003).
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Validity of the instruments was ensured through discussions with colleagues,
research supervisor, pilot respondents and key informants about what the
instruments intends to measure and asking them whether the instruments designed
were likely to capture the required data.
The researcher ensured both face validity and content validity through reviewing
the research proposal document and removing vague questions that conveyed the
same meaning to all subjects; comments and suggestions made by the respondents
during the pre- testing were considered and incorporated.
3.7 Data collection procedure
The researcher upon submission of the proposal to the supervisor was issued with
introduction letter from KIU. The letter was then submitted to the town clerk of
LMC seeking for permission to conduct the study and the town clerk issued the
researcher another letter granting permission to carry out the study in the
presented area.~ This enabled the data collection process to be successful.
3.8 Data Analysis
The researcher edited questionnaires for completeness, accuracy, uniformity and
comprehensiveness. The interview guide responses were revised, compiled and
checked continuously noting the relationships between the given answers and
asked questions.
Data on the questionnaires were coded and analyzed using Statistical Package for
Social Scientists computer programme because of its simple usability. Data was
analyzed by way of frequency, tables, and percentages and Presentations of
quantitative results were made in descriptive formats such as tables and
frequencies on top of narrations and citations of qualitative data (got from the
interviews conducted and observation).

38

3.9 Ethical Consideration
The researcher identify herself properly and correctly to the respondent in order to
avoid suspicion by the respondents that could discourage them from giving
critical information needed for the study. The researcher ensured voluntariness by
seeking respondent’s consent to participate in the study. Information given by
respondents was treated confidential and it was the researcher’s responsibility for
preventing the use and transmission of information that may harm the individual
whom the research was being carried out on. Finally, Anonymity was ensured by
excluding names of respondents and all other forms of identification.
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CHAPTER FOUR
PRESENTATION, ANALYSIS AN]) INTERPRETATION OF RESULTS
4.0 Introduction
This chapter presents analyses and interprets the findings of the study beginning
with respondent’s response rate followed by respondents’

biographical

information and other study findings all of which have been done objectively.
4.0.1 Response rate
Self administered questionnaires were used to get information from the target
respondents and table 1 indicates the sample size, questionnaires administered,
valid questionnaires, invalid questionnaires and response rate.
Table 1: showing the response rate

Sample size

32

Questionnaires administered

32

Valid questionnaires

32

Invalid questionnaires

0

Response rate

100%

(Source: primary data).
Using Krejcie and Morgan table (1970), the sample size of 32 respondents was derived
from the accessible population of 35 respondents. All the 32 questionnaires administered to
the target respondents were valid making the response rate to be 100% and a response rate
of fifty percent (50%) is considered satisfactory according to Mugenda & Mugenda (1999)
meaning that the response rate (100%) in this study was very satisfactory.
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4.1.0

Respondent’s Biographical Information
In establishing the background information of respondents, different categories of
respondents’ characteristics were considered to help know the designations of
people that were involved in the study. The age category helped to find out
whether such respondents were suitable to participate in the research, the sex
category of respondents were used to help in establishing the level of participation
of respondents in this study in accordance to gender and the level of education
helped to establish whether respondents’ different level of education are in line
with what they do among other things.

4.2.0

Gender of Respondents
The study findings revealed that 14 (41.2%) of respondents that were involved in
the study were male in relation to 20 (5 8.8%) of female respondents that were
also involved in the study. This indicates that on average both male and female
respondents were fairly represented in the study.

Table 2: showing gender of respondents (N=32)

Sex
Cumulative
Frequency Percent Valid Percent
Valid Male

Percent

14

41.2

41.2

41.2

Female

20

58.8

58.8

100.0

Total

34

100.0

100.0

4.2.1 Age of respondents
The age categories of respondents were established and it revealed that 18
(52.9%) of respondents who were involved in the study were between the age of
21-30 years, implying that the majority of respondents were youth. Study findings
also revealed that 10 (29.4%) of respondents that were involved in the study were
aged between 31-40 years, followed by the age category of 41-50 years with 4
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(11.8%) of respondents and lastly the age category of 51 years and above which
had 2 (5.9%) of respondents.
Table 3: showing age of respondents (N= 32)
Age
Cumulative
Frequency Percent Valid Percent

Percent

Valid 21-30

18

52.9

52.9

52.9

31-40

10

29.4

29.4

82.4

41-50

4

11.8

11.8

94.1

50>

2

5.9

5.9

100.0

Total

34

100.0

100.0

4.2.2 Religion of respondents.
On religion, the majority of respondents were Catholics 16 (47.1%), followed by Anglican
12 (35.3%), Moslems 4 (11.8) and finally Pentecostals with 2 people (5.9%).
Table 4: showing religion of respondents (N32)
Religion
Cumulative
~requency Percent
Valid Catholic

Talid Percent

Percent

16

47.1

47.1

47.1

Anglican

12

35.3

35.3

82.4

Moslem

4

11.8

11.8

94.1

~entecostal

2

5.9

5.9

100.0

34

100.0

100.0

fotal

4.2.3 Marital status of respondents
On marital status of respondents, the findings established that 76.5% of
respondents are married, 11.8% are single, 5.9% of respondents widowed and the
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remaining 5.9% are divorce. The data on marital status of respondents are
presented in table below:

Table 5: showing marital status of respondents (N=32)
Marital status
Cumulative
Frequency Percent Valid Percent
Valid Single

4

11.8

11.8

11.8

26

76.5

76.5

88.2

Widow(er)

2

5.9

5.9

94.1

Divorced

2

5.9

5.9

100.0

34

100.0

100.0

Married

Total

4.2.4

Percent

Education level of respondents
Statistics revealed that out of all the respondents (32 respondents) who
participated in the study, 4 1.2% of them had attained primary level of education
and below while 29.4% of respondents had tertiary qualifications. This was
followed by 17.6% who have reached university level, 5.9% who attained tertiary
level of education and finally 5.9% of respondents who mentioned that they had
attained other level of education (including computer training, tailoring and other
informal mechanical training). This finding therefore implies that the majority of
the respondents are learned people meaning that they were able to provide the
relevant information necessary for this study.
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Table 6: showing educational level of respondents (N=32)
Level of cdiication
Cumulative
Frequency Percent Valid Percent
Valid Primary and

Percent

14

41.2

41.2

41.2

10

29.4

29.4

70.6

Tertiary

2

5.9

5.9

76,5

University

6

17.6

17.6

94.1

Others

2

5.9

5.9

100.0

Total

34

100.0

100.0

below
Secondary

4.2.5 Occupation of respondents
The occupation of respondents in the questionnaire had five different categories
of students, peasant farmers, traders, teachers, and finally the category of others.
Analysis showed that the majority of respondents fall in the category of
trader/vendor represented by 3 5.3% followed by peasant farmers and those in the
category of others both represented by 29.4% and finally the category of students
accounting for 5.9%. The data is presented in the table below.
Table 7: showing the occupation of respondents (N=32).
Occupation
Cumulative
Frequency Percent Valid Percent
Valid Student

Percent

2

5.9

5.9

5.9

Peasant farmer

10

29.4

29.4

35.3

Trader/vendor

12

35.3

35.3

70.6

Others

10

29.4

29.4

100.0

Total

34

100.0

100.0
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4.2.6 Number of years spent in vending
The number of years spent in vending by respondents had five different categories
of less than 2 year, 2-5 years, 5-10 years, 10-15 years and finally the category of
15-20 years. Analysis showed that 35.3% of respondents had spent less than 2
years in vending business, 35.3% of respondents reported that they had spent 5-10
years in the business while 17.6% of respondents reported that they spent 10-15
years in the business. The remaining 11.8% of respondents have spent 5-10 years
in the vending business. The data is presented in the table 8 below.
Table 8 showing number of years spent by respondents in vending
Cumulative
Frequency Percent Valid Percent
Valid

<lyear

Percent

12

35.3

35.3

35.3

2-5 years

4

11.8

11.8

47.1

5-10 years

12

35,3

35.3

82.4

10-15 years

6

17.6

17.6

100.0

34

100.0

100.0

Total

4.3 Institutional framework factors affecting the performance of vending business in
economic empowerment of vendors
This study noted that Vending business is considered illegal by the municipal
council authorities as out of the 32 respondents who participated in this study,
5 8.8% mentioned that Vending business is considered illegal by the municipal
council authorities while only 29.4% of respondents mentioned that the business
is not considered illegal leaving out the remaining 11.8% of respondents who
neither agreed nor disagreed on the legality of vending business.
Analysis further indicated that, vendors are aware of by-laws applicable to their
operation as vendors as 53% of respondents approved that they are aware of by
laws governing their operation leaving only 17.7% of respondents who disagreed
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that they are not aware of the by-laws. The remaining 29.4% of respondents were
however undecided.
On access to by-laws, 52.9% of respondents disagreed that they do not have
access to by-laws at any time of need and only 23.6% of respondents agreed that
they do have access at any time of need leaving out 23.5% of respondents who
neither agreed nor disagreed on having access to by-laws. This implies that the
majority of vendors do not have access to by-laws governing their operation at
any time of need.
On whether vendors are consulted in the development of by-laws and planning
vending cites in urban areas, analysis noted that 3 5.3% of the respondents agreed
to the statement that vendors are consulted in the development of by-laws and
planning vending cites in urban areas while 41.2% of the respondents disagreed to
the statement. The remaining 35.3% of respondents were undecided on the
response to the statement. This implies that the majority of vendors are not
consulted in the development of by-laws and planning vending cites in urban
areas.
On vendors having the right to trade without interference from local authorities,
41.1% of respondents agreed to the statement that vendors in LMC have the right
to trade as local authorities only regulate but cannot prevent them from trading.
Only 23.5% of respondents disagreed to this statement leaving the remaining
3 5.3% of respondents who neither agreed nor disagreed with the above statement.
Conclusion can therefore be made that vendors in LMC have the right to trade and
local authorities only regulate but cannot prevent them from trading.
Findings further revealed vendors in LMC have special markets allocated for the
operation as mentioned by 41.1% of respondents and only 29.4% of respondents
mentioned that they do not have special markets allocated to them as vendors. The
remaining 29.4% of respondents were however undecided.
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This study noted that poor enforcement approaches by agents of LMC authorities
have discouraged vendors from doing business in other places in good locations
with better sales and profits as agreed on by 64.7% of respondents leaving only
35.3% of respondents who disagreed to the statement that poor enforcement

approaches by agents of LMC authorities have discouraged vendors from doing
business in other places in good locations with better sales and profits.
The study further revealed that LMC authorities charge vendors expensively on
daily basis and this has reduced on the profitability of vending business as attested
by 64.7% of respondents leaving out only 3 5.3% of respondents who mentioned
that LMC authorities do not charge vendors expensively.
Analysis further indicated that, constant harassment by agents of LMC authorities
zhave discouraged vendors from doing business in good locations with better
sales and profits as mentioned by 70.6% of respondents leaving only 17.6% of
respondents who disagreed to the statement that constant harassment by agents of
LMC authorities have discouraged vendors from doing business in good locations
with better sales and profits. The remaining 11.8% of respondents were however
undecided.
The study also found out that, confiscations and loss of vendors’ goods by urban
authorities have caused great loss to the vending businesses. Out of 32
respondents interviewed, 47.1% of them agreed to the above and only 11.8% of
respondents disagreed on the above leaving out 11.8% of respondents who were
undecided on the statement that confiscations and loss of vendors’ goods by urban
authorities have caused great loss to vending businesses.
A vendor on Obote Avenue when interviewed had this say “Enforcement officers
of LMC have confiscated our goods on display in good position forceflully and
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also our tables and tents are dismantled beyond repair on several times this
greatly affects development ofbusiness

“.

On payment of taxes by vendors, it was noted that the majority of vendors
(47.1%) pay different taxes to the urban authorities in Lira municipality and some
of the taxes mentioned include; municipal tax, table tax, rent for space and
cleaning tax. Only 29.4% of respondents disagreed to that they do not pay
different taxes to the urban authorities leaving out 23.5% of respondents who
were undecided.
A key informant said that, “LMC charges 400 shillings daily on every vendor as
market daily dues/tax to the LMC authority and this amount is too mitch for
vendors who sometimes do not make any sale in a day

“.

This was confirmed by a disappointed vendor who painfully said that, “Ipay a
lot of fees to LMC and my business does not realize good profit and since
morning, I haven ‘t yet sold anything

“.

Law enforcement officers in LMC were found to be corrupt as mentioned by 53%
of respondents who said that enforcement officers ask for bribes from them while
3 5.2% of respondents disagreed that law enforcement officers do not ask for
bribes from them. The remaining 11.8% of respondents were undecided.
Findings from analysis further indicated that, vendors have an association for the
venders in LMC as mentioned by 47.1% of respondents and only 17.6% of
respondents disagreed that vendors in LMC do not have an association. The
remaining 3 5.3% of vendors were however not sure about the existence of
vendors’ association in LMC.
A key informant when asked said, “Vendors had an association where they
belong and share ideas, and skills in business but some of the associations have
been collapsed”.

When asked whether vendors’ associations in LMC have constitution governing
their operation, 53% of respondents agreed that vendors’ associations have
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constitutions while 11.8% of respondents disagreed on the presence of
constitution in vendors associations. The remaining 35.3% of respondents were
however undecided on whether there were constitution governing the operation of
vendors’ association. Conclusion can therefore be made that vendors do have
constitution governing the management of their associations.
When asked on the method used in the selection of group/association leaders,
findings revealed that leaders of various associations of vendors are elected
democratically as mentioned by 53% of respondents. Only 11.8% of respondents
disagreed that their leaders are not elected democratically leaving out 35.3% of
respondents who were undecided.
Having good relationship with development partners is so critical for the success
of any development initiative. Street vendors in LMC were therefore asked
whether they have relationship with other development partners that can empower
its members through the association. According to study findings, 41.2% of
respondents agreed that they do have a relationship with other development
partners while 17.7% disagreed on the above. The remaining 41.2% of
respondents were however undecided.
This implies that the association of vendors in LMC has a relationship with other
development partners although the relationship is not known by the majority of
vendors as confirmed by 41.2% of respondents who were undecided to the
statement that street vendors in LMC have relationship with other development
partners that can empower its members through the association.
Holding group meetings regularly helps in ensuring that organizational risks are
identified and corrective measures taken to ensure organizational success in the
achievement of its objectives.
Vendors were therefore asked whether meetings are usually held for the
association and findings revealed that 35.3% of vendors agreed that the
association hold regular meetings while 29.4% of respondents disagreed that
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meetings are not held regularly. The remaining 35.3% of respondents neither
agreed nor disagreed with the statement that meetings are usually held for the
association of vendors to improve on the strength of the association in handling
pertinent issues.
Meetings could be held but with very few members and this affects the
identification and resolution of important issues that might be detrimental to the
success of the organization. Venders were therefore asked whether they are
reluctant or not in attending associational meetings and according to the responses
given, 35.3% of respondents agreed that they are not reluctant to attend meetings
whereas 41.2% of respondents disagreed to the statement that most street vendors
in LMC are not reluctant to take time off work and attend meetings. The
remaining 23.5% of respondents were however undecided.
Conclusion can therefore be made that most street vendors in LMC are reluctant
to take time off work to attend vendors’ associational meetings.
4.4. Business development services access factors affecting the performance of
vending business in economic empowerment of vendors.
One of the most critical factors that is necessary for the success of any business is
the availability and provision of quality business development services that enable
entrepreneurs acquire the knowledge and skills necessary to start up and sustain
their business. This is not possible without the presence of BDS providers that are
committed to this course. Information was therefore sought from the respondents
to find out whether there are BDS providers that provide services to vendors to
enable them start up and sustain their business.
Findings reveal that there are agencies that provide BDS to vendors and other
community members in Lira municipality as mentioned by 52.9% of respondents.
Only 11.8% of respondents disagreed on the above leaving out 35.3% of
respondents who were undecided.
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A respondent at teobaya expressed his dissatisfaction with service provision by
BDS providers by saying that “The service providers only exist by name bitt no
good service is provided to us

“.

A disgruntled respondent who has not received any service from the above
department said that “May be mobile vendors in LMC are considered to be useless
people that is why we don ‘t receive any BDS service from service providers

“.

Having pleasant demeanor is very important for the success of any training as it
enables the trainees to feel free to interact with trainers and understand the
components of the training better. Findings on the above according to
respondents’ views showed that the majority of vendors (41.2%) are not sure
whether trainers have pleasant demeanor. This is so because the majority of
vendors admitted that they do not attend trainings on BDS. The respondents who
agreed that BDS providers had pleasant demeanor were 35.2% leaving out 23.5%
of respondents who disagreed on the above.
Business planning is very important for the success of any business in profit
making and expansion as it helps people to make informed decisions. When
respondents were asked whether they drew a business plan prior to starting
vending business, 7 6.5% of respondents disagreed that they never drew a business
plan while 17.6% of respondents agreed that they drew a business plan prior to
starting up business. The remaining 5.9% of respondents were however undecided
on the response to the above question. This implies that the majority of vendors in
LMC started vending business without drawing a business plan.
Regarding have rotating savings and credit associations (ROSCAs), 64.7% of
respondents reported having ROSCAs while 17.6% of them do not have ROSCAs
leaving out the remaining 17.6% of respondents who neither agreed nor disagreed
on having ROSCAs.

Conclusion can therefore be made that the majority

of vendors in LMC have ROSCAs.
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When respondents were further asked whether the ROSCAs have contributed to
the improvement of their economic livelihood or not, 41.2% of respondents
disagreed on it leaving only 17.6% of respondents who agreed that the ROSCAs
have contributed to the improvement of their economic livelihood. The remaining
41.2% of respondents were not sure on the response to the above question.
On availability of financial institutions that provide loans to vendors at low
interest rates, findings revealed that there are no financial institutions that provide
loans to vendors at low interest rates as reported by 47.1% of respondents. Only
29.4% of respondents agreed that such institutions are there leaving out 23.5% of
respondents who neither agreed nor disagreed on the above.
When respondents were asked whether they have accessed the loans and used it to
improve on their business, 41.2% of respondents disagreed on accessing the loan
while 53% of them mentioned that they have accessed the loan from the financial
institutions. Only 5.9% of respondents neither agreed nor disagreed on the above.
When asked whether the finance institutions also provide BDS other than giving
out loans, 41.2% of respondents were not sure about that. Only 17.6% of
respondents disagreed on the provision of BDS by financial institutions while the
remaining 41.2% of respondents agreed that the financial institutions also provide
BDS other than loan services.
Records management is so important for the success of any business as it enables
business men to be in position to calculate the simple profit and loss margins in
their businesses.it also helps business men to have good accountability in
documented form as a critical tool to be used in future planning in addition to
helping them know the direction their businesses are taking. Record keeping can
also help vendors in doing cost benefit analysis of enterprises engaged in enabling
them to make informed decisions on profitable enterprise that can be promoted.
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~en respondents were asked whether they record and keep details of their
business transactions (income and expenditures), 41.1% agreed that they do
record and keep details of their business while 23.5% of respondents disagreed on
the above. The remaining 3 5.3% of respondents were undecided. This implies that
the majority of vendors do not record and keep their business details.

4.5 InfrastrUcture and service provision factors affecting the performance of vending
business in economic empowerment of vendors
~en respondent were asked whether the places they operate in have all the
necessarY facilities like clean water, toilets & sewerage, garbage collection etc,
41.1% of respondents disagreed that such facilities were not there leaving only
3 5.3% of respondents who agreed that their places of operation had such facilities~
The remaining 23.5% of respondents neither agreed nor disagreed on the above
and the reason given to justi~’ their response was that they are mobile vendors
Those who have access to the facilities mentioned above however complained
that they have to pay money in order to access the facilities and this has ~eatl~
affected their profits.
Respondents were further asked whether the availability of these services hav~ e
improved on their socio~ecOflOmic livelihoods or not and findings revealed th ~t
out of the 32 respondents who participated in the study, only 23.5% of th~in
approved that the availabilitY of these services has improved on their soci

~-

economic livelihoods and 23.5% of respondents neither agreed nor disagreed~ to
this statement while only 53% of respondents disa~eed on the statement t~at
availabilitY of services (clean water, toilets & sewerage, garbage collection ~tc)
has improved on their socio~ecOn0mjc livelihoods.
Conclusion can therefore be made that the available facilities in some areas wl3ere
vendors operate in Lira municipalitY has affected the socio~ecOflOmic livelih~0d5
of vendors negatively.
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The above was confirmed by 70.5% of respondents who mentioned that poor
conditions of their work environment have made their profits minimal as they
have to pay for those services elsewhere. Only 5.9% of respondents mentioned
that the environment which they work in is good and the remaining 23.5% of
respondents neither agreed nor disagreed on the above.
Findings further revealed that lack of authorized sites for the operation of vendors
in LMC has reduced on the number of customers and profitability due to constant
relocation as attested by 82.4% of respondents with only gi 1.8% of respondents
who disagreed on the above.
The remaining 5.9% of respondents neither agreed nor disagreed on the statement
that lack of authorized sites for the operation of vendors in LMC has reduced on
the number of customers and profitability due to constant relocation.
A respondent painfully said that, “I was arrested by Law enforcement agents and
prosecuted for carrying trade in a so called prohibited place and I was fined by
court to pay 300,000/

(three hundred thousand Uganda shillings to court. This~

gave me a shortfall in my small business”.

On effect of knowledge and access to ICT on productivity information, 58.3% of
respondents agreed that these have hindered their performance in business
marketing while only 23.5% of respondents disagreed on the above. The
remaining 17.6% of respondents were however undecided on response to the
statement that lack of knowledge and access to ICT on productivity information
has hindered performance of vendors in lira municipality.
Conclusion can therefore be made that the performance of vendors in LMC are
limited by lack of knowledge and access to ICT.
Findings further revealed that poor conditions of access roads to the places where
vendors operate have limited access to customers, sales and profitability of
vending business. Out of the 32 respondents that were involved in this study, 53%
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of them agreed that poor conditions of access roads to the places they operate
have limited access to customers, sales and profitability of business and only 29.4
% of respondents disagreed on the above. The remaining 17.6% of respondents
were undecided on the response to the above statement.
Lastly, information was sought from vendors to find out whether competitions
from super markets have affected the profitability of vending business negatively
or not and according to results from the analysis of responses, 94.1% agreed to the
statement that competitions from super markets have affected the profits of
vendors negatively and only 5.9% of the respondents disagreed on the statement.
This implies that there is still low profitability in vending business within Lira
municipality as a result of competition from supermarkets.
“1 selifresh and naturaljuice that is not adulterated with preservatives but yet get
a big competition from supermarkets that have good packaging and preservatives
to keep theirproducts for long”. Noted a juice vendor.
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CHAPTER FIVE
DISCUSSIONS, CONCLUSIONS AND RECOMMENDATIONS
5.0. Introduction
This chapter summarizes the discussions, conclusions and recommendations on
the factors affecting the performance of street vending business in economic
empowerment of vendors in Lira municipal council and it starts with the summary
of the study followed by discussions, conclusions and recommendations which
have all been done objective by objective.
5.1 Summary of the study
The study population included 35 people with a sample size of 32 people (32
people were accessed) making the response rate to be 100%. The analysis of data
was done using descriptive statistics obtained using questioning method and a
questionnaire as data collection tool.
5.2. Discussion on the findings
The discussions of the findings have been done objective by objective basing on
the research study findings in chapter four and they are presented as follows.
5.2.1 Institutional framework factors affecting the economic empowerment of vendors
in Lira Municipality.
Looking at the descriptive results, the critical institutional framework factors that
affected economic empowerment of vendors in Lira Municipality included the
following; Legalization of vending business, consultation of vendors by the
authority in the development of by-laws and planning vending cites. Other factors
were; high charges/taxes levied on vendors by LMC authority, constant
harassment of vendors by LMC authority, confiscations and loss of vendors’
merchandise, having relationship between street vendors and development
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partners and finally, holding of meetings for the association of vendors to improve
on the strength of vendors associations.
These results are in line with earlier findings by Mitullah, (2003) who observed
that local authorities in Africa are a major obstacle to the development of informal
sector activities as most of them use out-dated restrictive policies, by-laws and
regulations originally intended to control and regulate the growth of indigenous
enterprises.
The restrictions according to her, make vending principally illegal, and view
vendors as responsible for making cities dirty, obstructing traffic and therefore a
public nuisance. She argued that such provisions and perceptions were for dealing
with cities planned for colonial governors. The policies did not provide for any
trade within the Central Business District [CBD], and most street trading activities
that take place within the CBD have no legal provisions.
According to Mitullah, (2003), the urban area management policies and
regulations are not appropriate for street vendors and the street vendors are hardly
consulted in the development of the by-laws and planning vending sites in
respective urban areas. Mitullah advanced that the majority of street vendors are
not aware of the by-laws applicable to their operations.
Mitullah, (2003) confirms the lack of consultation of vendors by the authority in
the development of by-laws and planning vending cites when she argued that
although the urban authorities collect revenue from vendors, street vendors hardly
participate in important issues such as planning and management of urban
development. There is poor communication between the urban authorities and
street vendors and their associations (Mitullah, 2003).
Ahikire & Ampaire, (2003) mentioned that conflicts between street traders and
Local Authorities are frequent and they mainly arise from the site of operation,
consequent arrests and confiscation of goods. Previously, violent confrontation
has been the predominant way of solving conflict.
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According to Alila & Mitullah, (2002) the policies and regulations in most
countries are not appropriate according for street vendors and the reasons for
inappropriate policies according to vendors include: expensive daily charges, poor
and insecure working locations, inappropriate hours of business, poor locations
for business, constant harassment, confiscation and loss of goods by urban
authorities and poor enforcement approaches by urban authorities.
Street vendors have minimal relations with other development partners according
to Mitullah, (2003). Mitullah, (2003) concurs with the above findings on lack of
willingness to attend meetings by vendors when she argued that organizing street
traders is difficult and this is partly because most street traders earn just enough to
feed their families, and are thus reluctant to take time off work to attend meetings.
5.2.2 Business Development Services (BDS) access factors affecting economic
empowerment of vendors in Lira Municipality.

From the descriptive results, BDS access factors that affected economic
empowerment of vendors in LMC included the following among others;
Availability of agencies that provide quality BDS, availability of business plan for
expansion of vending business, having membership in ROSCAs and its
contribution in improvement of vendors’ livelihoods, availability and access of
loans from financial institutions at low interest rates (fair conditions) by vendors
to improve on their livelihoods and finally keeping of records by vendors and
using it to plan for the development of business.
These results are in line with earlier findings that street vendors require a number
of services, which include financial and non financial services. The non-financial
services include, Business Development Services (BDS), Storage facilities,
sanitary services, water, and electricity (Brautigam, Rakner, Taylor, 2002).
Mitullah, (2003) further argued that whereas the financial services are minimal,
the non-financial services are hardly provided to street traders. She noted that
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there are few Micro Financial Institutions focusing on informal economy
activities and most of them charge high interest rates with some charging more
than 20 per cent. At the same time they have restrictive requirements for support,
for example collateral security like land, house excetra which most vendors don’t
have (Mitullah 2003).
Ishengoma &Kappel, (2006) advised that the main sources of finance for traders
are cooperatives, Rotating Savings Credit Associations (ROSCAs), relatives and
friends as these sources provide low amounts of finances that are not adequate for
expanding the businesses.
Mitullah, (2004) concurs with the above finding on poor record keeping when she
mentioned that street traders do not find professional business training
management a priority. Most of them view access to adequate finance as the key
to good business, and yet without effective business management very little
progress can be made. Knowledge of the volume of sales is relevant for efficient
planning and appreciation of the contribution of street trade. However, this
information is generally lacking since most traders lack Svritten records of income
and expenditure (Mitullah, 2004).
5.2.3 The infrastructure and service provision factors affecting the economic
empowerment of vendors in Lira Municipality.
Descriptive results revealed that the critical infrastructure and service provision
factors that affected economic empowerment of vendors in Lira Municipality
included the following among others; Availability of facilities and services (clean
water, toilets, garbage collection, etc) to help improve on the socio economic
livelihoods of vendors, high transport costs incurred by vendors to better markets
that has affected profitability of vending business, lack of knowledge and access
to ICT on productivity information that has affected performance of vendors in
business marketing, high losses incurred by vendors due to lack of better storage
facilities in their areas of operation and fmally competitions from super markets
which has affected the profitability of vending business negatively.
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Mitullah, (2003) agrees with the above findings when she argued that whereas the
financial services are minimal, the non-financial services like clean water, toilets,
garbage collection, excetra to help improve on the socio economic livelihoods of
vendors, are hardly provided to street traders. She further mentioned that the high
transport costs and low profits prohibit street traders from accessing better
markets in most African countries.
The transport situation is compounded by the lack of storage facilities. This
implies that each day, the vendors have to carry their commodities to and from
sites of operation. This is because the spaces are not planned for trade and
therefore do not have infrastructure and services (Alila & Mitullah, 2002). Low
access to modern information communication technologies on productivity
information hinders their performance in business marketing (Mitullah, 2004).
5.3. Conclusions
Based on the study findings and discussions, concfusions were made objective by
objective as follows.
5.3.1. Institutional framework factors affecting the economic empowerment of
vendors in Lira Municipality.
Basing on the results of the study analysis, conclusion can be made that venders
in Lira could be empowered economically if the critical institutional factors
affecting their operations are addressed specifically factors like Legalization of
vending business, consultation of vendors by the authority in the development of
by-laws and planning vending cites, high charges/taxes levied on vendors by
LMC authority, constant harassment of vendors by LMC authority, confiscations
and loss of vendors’ merchandise, having relationship between street vendors and
development partners and finally, holding of meetings for the association of
vendors to improve on the strength of vendors associations.
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5.3.2. Business Development Services (BDS) access factors affecting economic
empowerment of vendors in Lira Municipality.
It was noted that a number of BDS factors were limiting economic empowerment
of vendors in Lira Municipality. Unless these factors (Availability of agencies that
provide quality BDS, availability of business plan for expansion of vending
business, having membership in ROSCAs and its contribution in improvement of
vendors’ livelihoods, availability and access of loans from financial institutions at
low interest rates (fair conditions) by vendors to improve on their livelihoods and
finally keeping of records by vendors and using it to plan for the development of
business) are addressed, then the business activities of venders in the district
might not change their lives positively through economic empowerment.
5.3.3. The infrastructure and service provision factors affecting the economic
empowerment of vendors in Lira Municipality.
Findings revealed that a number of infrastructure and service provision factors
were limiting economic empowerment of vendors in Lira Municipality. Unless
these factors (availability of facilities and s~wices (clean water, toilets, garbage
collection, etc) to help improve on the socio economic livelihoods of vendors,
high transport costs incurred by vendors to better markets that has affected
profitability of vending business, lack of knowledge and access to ICT on
productivity information that has affected performance of vendors in business
marketing, high losses incurred competitions from super markets which has
affected the profitability of vending business negatively) are addressed, then the
activities of venders in the district might not change their lives positively through
economic empowerment.
5.4.0. Recommendations
The recommendations based on the study findings have been done objectively as follows.
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5.4.1. Institutional framework factors affecting the economic empowerment of
vendors in Lira Municipality.
In order to empower vendors socially and economically, efficient institutional and
legal framework needs to be put in place as it is important for ensuring the smooth
operations of business as inappropriate regulations raise the cost of business entry,
growth and distort markets.
New policies should be initiated and put in place for use to replace outdated
restrictive policies, by-laws and regulations originally intended to control and
regulate growth of indigenous enterprises. The process of initiation and
development should involve all stakeholders to help come up better policies and
minimize future conflicts.
The policies once put in place will help protect consumers, investors and the
general public, while bye-laws set controls that ensure that urban areas are safe
and clean. The bye-laws will also help in clarifying the expected manner of
vendors’ operations, in addition to enabling the local authorities to collect revenue
for payment of services such as refuse collection and management of vending
sites.
Participation by street vendors in important issues such as planning and
management of urban development, communication between the urban authorities
and street vendors and their associations must exist; this will make the vendors to
have influence on any policies developed for managing their operations.
In order for street vendors and their association to influence policy they need to be
organized with well established effective channels of communication with urban
authorities.
Although the urban authorities collect revenue from vendors, street vendors must
participate in important issues such as planning and management of urban
development, communication between the urban authorities and street vendors
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and their associations must exist, this will make the vendors to have influence on
any policies developed for managing their operations.
In order for street vendors and their association to influence policy, there is need
for vendors to be organized with well established effective channels of
communication with urban authorities. Regular meetings also need to be held by
the members of vendors association to help address associational problems and
participation by all members should be ensured for sustainability. Good
leadership is critical for the success of the association in achieving its objectives.
Associational life is an important resource for those engaged in small and microEnterprises. This is so because street vendors associations have several functions
that include: establishing and defending legal rights of vendors; setting up
effective channels for representing members; raising the profile of street traders
and protecting their interest in policy Processes; building leadership through
empowering members and providing concrete benefits for members.
The associations also provide oppbrtunity to save, give loans and other mutual
benefits to members.
5.4.2. Business Development Services (BDS) access factors affecting economic
empowerment of vendors in Lira Municipality.
Agencies that provide quality BDS services such as CSOs, Private Sector and
Microfinance institutions must bring services nearer to the community.
Community Access services assist individuals to participate in activities that
promote individualized skill development, independent living and community
integration. Activities must provide individuals with opportunities to develop
personal relationships with others in their local communities and to learn,
practice, and apply life skills that promote greater independence and community
inclusion.
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If the economic livelihood of vendors must improve, the vendors must encourage
ROSCAs, the main sources of finance for traders are cooperatives, Rotating
Savings Credit Associations (ROSCAs), therefore, vendors must be sensitized and
encouraged to form ROSCAs.
Micro Finance institutions should provide access to their loans with relatively low
interest rate; this will enable the vendors to expand on their business easily, thus
improvement on their livelihood.
5.4.3. The infrastructure and service provision factors affecting the economic
empowerment of vendors in Lira Municipality.
Social Services and facilities like clean water, toilets, garbage collection among
others must be put in place to help improve on the socio economic empowerment
of vendors. The urban authority must ensure that these services are adequately
planned for in the development plan and provided for in the budget yearly. Once
this is done, the economic welfare of the community and the vendors will greatly
improve.
Access to knowledge and ICT on productivity information that has affected the
profitability of vending business must be fostered through the elected leaders who
represent the interest of the community to the local authority such that the
technology and information services on productivity affecting the life of the
community is planned and provided for.
Storage facilities should be provided for in all the markets and the vending sites
allocated by local authority to reduce the risk of dealing in perishable goods by
vendors and also the cost of ferrying goods every day from home to market and
vice versa. Once this is done, high costs of transportation of merchandise and risk
of loss of goods shall be minimal hence contributing to the economic
empowerment of vendors.
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Finally, vendors should improve on packaging and marketing of their products as
this will reduce on the level of competition from big shops and supermarkets. This
means they should be encouraged to attend trainings conducted by BDS agencies
like private sector foundation, micro-finance institutions and banks on business
development skills and value addition.
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APPENDIX 1
QUESTIONNAIRE:
This study is assessing the factors affecting the performance of vending business in the
economic empowerment of vendors in Lira municipality. This is an academic based
research and therefore all information provided will be held with utmost confidentiality
and will only be used for the purpose of this study. As respondent feel free to share with
us any information because you will not be implicated by anyone.
INSTRUCTIONS: Please tick the most appropriate answer.
SECTION A: PERSONAL INFORMATION
Sex

1. Male
2. Female

2

Age

1. Twenty and below
2. 21-30
3. 31-40
4. 41-50
5. 50>

3

Religion

1 .Catholic
2.Anglican
3.Moslem
4.Pentecostal
5.Other

4

Marital status

1. Single
2. Married
3 widow(er)
4. Divorced
5. Others (specify)

5

Level of education

1. Primary and below
2. Secondary
3. Tertiary
4. University
5. Others (specify)
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6

Occupation

1. Student
2. Peasant Fanner
3. Trader
4.Teacher
5. Others (specify)

7

Number of years

1. Less than 1 yr

in street vending

2. 2-5 yrs

business

3. 5-10 yrs
4. 10-15 yrs
5. 15-20yrs

Please tick (‘sJ) on a scale of 1-5 how you agree or disagree with the following
statements by ticking the appropriate number that best represents your opinion
from the scale provided.
1

2

3

4

5

Strongly

Disagree

Neither

Agree

Strongly

Disagree

Agree nor

Agree

Disagree

1
I : INSTITUTIONAL FRAME WORK FACTORS
8

Vending business is considered legal by the municipal
council authorities.

9

We are aware of by-laws applicable to our operation as
vendors.

10

We are consulted in the development of by-laws and
planning vending cites in urban areas.

11

Vendors in LMC have the right to trade as local
authorities only regulate but cannot prevent them from
trading.
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2345

1
12

2

3

45

We have special markets allocated for the operation of
vendors in LMC.

13

Poor enforcement approaches by agents of LMC
authorities have discouraged us from doing business in
other places in good locations with better sales and
profits.

14

The LMC authorities charge us expensively on daily
basis and this has reduced on our profits.

15

Constant harassment by agents of LMC authorities have
discouraged us from doing business in other places in
good locations with better sales and profits.

16

Confiscations and loss of our goods by urban authorities
have caused great loss to our businesses.

17

We pay different taxes to the urban authorities in Lira
municipality (eg municipal tax, table tax, rent for space,
cleaning tax etc).

18

Enforcement officers in LMC ask for bribes from us the
vendors.

19

We have an association for the venders in LMC.

20

Street vendors in LMC have relationship with other
development partners that can empower its members
through the association.

21

Meetings are usually held for the association of vendors
to improve on the strength of the association in handling
pertinent issues.

22

Most street vendors in LMC are not reluctant to take time
off work and attend meetings.
II. BUSINESS DEVELOPMENT SERVICES
ACCESS FACTORS
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1

2

3

4

5

1

23

2

3

45

There are agencies that provide BDS to vendors and
other community members in LMC.

24

The BDS providers have pleasant demeanor when
handling vendors.

25

I drew a business plan prior to starting my business.

26

I have a plan for expanding my business to another level.

27

Vendors in LMC have rotating savings credit
associations (ROSCAs).

28

The ROSCAs have contributed to the improvement of
our economic livelihood.

29

We have finance institutions that provide loans to us at
low interest rates.

30

I have accessed the loans and used it to improve on my
business.

31

The conditions for the acquisition of loans are fair to us
the vendors.

32

The finance institutions also provide BDS other than
accessing credit.

33

I record and keep details of my business transactions

( income and expenditures).
34

Record keeping has helped in planning for the
development of my business.
III. INFRASTRUCTURE AND SERVICE
PROVISION FACTORS

35

We operate in places that have all the necessary facilities

(clean water, toilets & sewerage, garbage collection etc).
36

The availability of these services have improved on our
socio-economic livelihoods.

37

Poor conditions of work environment have made our
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1

2

3

4

5

E

profits minimal as we have to pay for those services
elsewhere.

38

Lack of authorized sites for the operation of vendors in
LMC has reduced on our customers and profitability due
to constant relocation.

39

High transport costs to better markets have reduced on
profitability of our business.

40

Lack of knowledge and access to ICT on productivity
information has hindered our performance in business
marketing.

41

Lack of better storage facilities in areas of our operation
causes losses to us.

42

Poor conditions of access roads to the places we operate
in limit access to customers, sales and profitability of our
business.

43

Competitions from super markets have affected our
profits negatively.

74

C~Th~Z~E

APPENDIX 2.
Morgan and Krejcie’s table for determining sample size from a given population
Note: “N” is population size; “S” is sample size
N

S

N

S

N

S

N

S

N

S

10

10

100

80

280

162

800

260

2800

338

15

14

110

86

290

165

850

265

3000

341

20

19

120

92

300

169

900

269

3500

246

25

24

130

97

320

175

950

274

4000

351

30

28

140

103

340

181

1000

278

4500

351

35

32

150

108

360

186

1100

285

5000

357

40

36

160

113

380

181

1200

291

6000

361

45

40

180

118

400

196

1300

297

7000

364

50

44

190

123

420

201

1400

302

8000

367

55

48

200

127

440

205

1500

306

9000

368

60

52

210

132

460

210

1600

310

10000

373

65

56

220

136

480

214

1700

313

15000

375

70

59

230

140

500

217

1800

317

20000

377

75

63

240

144

550

225

1900

320

30000

379

80

66

250

148

600

234

2000

322

40000

380

85

70

260

152

650

242

2200

327

50000

381

90

73

270

155

700

248

2400

331

75000

382

95

76

270

159

750

256

2600

335

100000

384
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