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BACKGROUND TO TRAINING 

By strengthening National Implementation Arrangements, the EIF will be able to play a more catalytic 
role in trade and poverty reduction.   In this context, a capacity building programme for EIF National 
Implementation Units (NIUs) and others participating in National Implementation Arrangements 
(NIAs), comprising ten training modules has been agreed and is being designed with the oversight of 
the EIF Executive Secretariat.  

This manual is Module 10, óCapacity building to ensure integration of the gender dimension into the 
EIFô. It covers the following:   

 
- A brief introduction to the Enhanced Integrated Framework (EIF) 

- An introduction to womenôs contribution to trade, constraints they face and how to address 
these. Removing gender related barriers unleashes womenôs trade potential, contributing to 
economic growth and human development  

- Best practice examples of gender mainstreamed trade interventions Exercises and case 
studies to help participants understand how to  identify gender óentry pointsô in order to 
develop better Diagnostic Trade Integration Studies (DTISs), Action Matrices and ensuing 
Tier II project documents 

- The importance of gender analysis in project cycle management to ensure gender inequality 
is not perpetuated.  

- Applying lessons learnt in gender mainstreaming at the institutional level: Some responses 
that could inform capacity building of National Implementation Units (NIUs) and other national 
stakeholders participating in National Implementing Arrangements (NIAs)  

 

KEY MESSAGES: 

¶ The EIF is an expression of Aid for Trade, where the Paris Principles on Aid Effectiveness 
echo commitments to gender equality espoused in key United Nations Agreements since the 
adoption of the Charter of the United Nations. Trade is a sharp instrument for development 
when the productive capacities of women and men are effectively harnessed. The EIF is thus 
an important opportunity for donor and beneficiary countries to ensure interventions benefit 
women and men to maximise results 

¶ Women make an important contribution to trade  
 

¶ Addressing gender related constraints unlocks womenôs trade potential, contributing to 
economic growth and human development 
 

¶ DTISs could be improved as an assessment tool, through a deeper drill-down into sectors 
where women predominate, to provide a better gender analysis of the role of women and men 
at different stages of sector value chains and improve understanding of the segmentation of 
labour in the formal and informal economies.  

¶ EIF Tier II projects can improve results for women and men through becoming more gender 
responsive, contributing to the realisation of the Millennium Development Goals through 
poverty reduction (MDG 1) and gender equality and the empowerment of women (MDG 3) 

¶ Developing a gender perspective involves: 
o understanding the value and contribution that women bring to trade 
o understanding how gender mainstreaming  can contribute to poverty reduction 
o understanding the constraints and challenges they currently face  
o understanding how to overcome these constraints, examples related to the EIF 

include, locating gender entry points in DTISs; collecting and using gender 
disaggregated data; applying gender analysis; and incorporating gender in project 
proposals to ensure women as well as men are beneficiaries 

o raising awareness of a range of tools that can lead to good practice and drawing on 
these in the design of EIF  proposals 
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o improving monitoring mechanisms to capture impact on women and men 
 

RESULTS SOUGHT: 

¶ NIUs, NIAs and country processes reflect a better understanding of gender issues in trade  

¶ NIUs and EIF beneficiaries integrate gender into projects and/or target specific sectors 
wherein women predominate 

¶ Indicators are improved to capture gender in planning, implementation, and monitoring and 
evaluation of projects and processes. For example, the number of womenôs business 
organisations consulted in needs assessments; the number of women and men trained; the 
number of womenôs business owners who transact business with buyers 

¶ There is an increase in the number of Tier II projects that reflect a gender perspective either 
through EIF Trust Fund or bilateral funding  

 
 

METHODOLOGY: 

Module 10 on gender mainstreaming in the EIF includes the following content:  
 

1. The contribution women make to trade, identifying and overcoming constraints. 
 

2. Good practices in gender mainstreaming. Case studies that demonstrate how better targeting 
women in national development plans, including those related to trade, assists economic 
growth and the realisation of the MDGs. 
 

3. Exercises on integrating gender into sample Action Matrices and Tier II projects 
 

4. Tools for engendering DTIS Updates, Action Matrices and Tier 2 proposals   

 

 

 

 

 

 

 

 

 

  



4 
 

TRAINING SCHEDULE 

Session One INTRODUCTION TO THE EIF AND COUNTRY UPDATE 

Session Two GENDER DIMENSIONS OF TRADE: THE BUSINESS & DEVELOPMENT 
CASE 

Session 
Objectives 

To raise awareness of the important but often unrecognized contribution women 
make to trade and present the business and development case for integrating 
gender in trade interventions  

Activities The Business and Development case for women in Trade 
Small groups: Profiles of women in trade 
Women in Value Chains of production 
Women SME owners  
Women cross-border traders 

Tools Fact sheet Did you know? 
Case studies on different profiles of women in trade and issues faced 
Power point ï Why Gender Matters 
 

Session Three GENDER MAINSTREAMING IN TRADE AT NATIONAL LEVELS 

Session 
Objectives 

Share how other EIF countries have integrated gender into trade planning.  Help 
EIF countries see how  targeting gender can assist in achieving trade objectives 
and national commitments made  to poverty reduction and  MDG goals 

Activities Country Presentations ï Rwanda and Uganda  
National level case stories demonstrating best practice in both public and private 
sector development.  
 
Group Exercises:  5 case studies of national level trade interventions 

Tools 5 National level  case studies 
- Building a Gender Sensitive Trade Policy in Cambodia 
- The Peopleôs Democratic Republic of Lao, inclusive EIF 
- Mainstreaming Gender into a National Export Strategy, Uganda 
- Increasing Opportunities and Measuring Accountability for Women in 

Trade, Rwanda 
- Finance and Credit to African Women  
  

Session Four GENDER MAINSTREAMING IN EIF PROCESSES 

Session 
Objectives 

To familiarise participants with gender and raise awareness as to how it applies 
to their work, including gender terminology (gender analysis, gender roles, 
access and control issues, and differentiated gender impacts). 
 
Taking an institutional approach, explore how gender sensitive existing EIF 
processes are, and understanding the issues to consider for gender 
mainstreaming. 
 
Start to apply a gender analysis  to EIF structures 

Activities Presentations and Group Exercises on gender concepts and application to EIF 
structures 

Tools Terminology scrambler 
Gender analysis toolbox 
Institutional approach chart- Issues  to consider for NIUôs 
 

Session Five APPLYING GENDER ANALYSIS TO DTISs 

Session 
Objectives 

To help participants be confident  in applying what they have learned to 
engendering DTISs 

Activities On the basis of background information provided, participants will apply a 
gender lens to the Rwanda DTIS update in plenary. 

Tools 
 

Gender analysis of Rwandan women in Trade, Agriculture and Business to 
apply to DTIS areas 
The Rwanda Updated DTIS (2010) 
 



5 
 

Session 6 APPLYING GENDER ANALYSIS TO DTIS  ACTION MATRICES 

Session 
Objectives 

To help participants be confident  in applying what they have learned to 
engendering sample DTIS Action Matrices 

Activities How do we engender selected areas of the DTIS Action Matrix (4 mock group 
exercises using Rwanda) 
Small group exercise to gender sensitize 4 DTIS Action Matrices  

Tools 4 selected DTIS Action Matrices from Rwanda; Trade Facilitation and 
Standards, Business Environment, Value Addition to Exports, Enterprise 
Development 
 

Session 7 & 8 ENGENDERING  A SAMPLE EIF PROJECT 

Session 
Objectives 

Learn how to engender a Tier II project proposal 

Activities The project cycle and gender; EIF project development processes including Log 
frames. 
Group exercise to undertake gender analysis of a sample Tier II project 
proposal, Rwanda Cassava Project, and determine how the gender dimension 
could be incorporated  

Tools The Project cycle and gender 
A Gender Analysis of Cassava production 
The cassava Project Rwanda 
Group work on sample cassava project from Rwanda 
 

 FEEDBACK AND SUGGESTIONS FROM PARTICIPANTS 

 WRAP UP AND EVALUATION, WHAT HAVE WE LEARNDED 

 

  



6 
 

 

PART A 

 

UNDERSTANDING GENDER ANALYSIS: 
INTRODUCTION TO CONCEPTS AND BEST 
PRACTICES 
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SESSION 1: INTRODUCTION TO THE ENHANCED INTEGRATED FRAMEWORK (EIF) 

 

 
 
Duration: 45 Minutes 

 

Session Goals: To establish a common understanding of the Enhanced Integrated Framework 
and share an update from Rwanda  
 

Activities Presentation from the EIF Secretariat and Rwanda NIU 
 

Tools 
 

Presentation 
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SESSION 2: GENDER DIMENSIONS OF TRADE: THE BUSINESS AND DEVELOPMENT CASE 

Duration: 1hr 15 minutes  
 

Session Goals: The business and development case for applying a gender dimension to trade 
interventions unearthed.  
To raise awareness of the often unrecognised contribution women bring to 
trade.  Growth could be greater if constraints (legal, economic, cultural etc) 
were addressed.  
 

Activities Presentation and group exercise on different profiles of women in trade 
Women in value chains  
Women SME owners  
Cross border traders 
 

Tools 
 

Case studies 
Positive suggestions 

 

CONTENT COVERS: 

With a better understanding of the contribution women make to trade, NIUs and other stakeholders 
involved in the EIF process are better positioned to use their influence in generating a virtuous circle 
of positive economic and human development outcomes.  

The economic empowerment of women through trade directly benefits their families and their 
communities; this in turn contributes to the profitability and growth of national economies. This is part 
of the business case for improving outreach to and inclusion of women in EIF projects. Such initiatives 
also help countries meet poverty reduction goals as women ógive backô more of their earning to family 
welfare constituting part of the development case. In fact statistics show that women reinvest 90 per 
cent of the income earned, in their families. Understanding these linkages to overall wealth creation 
and poverty reduction could assist NIUs and the EIF to better assess the óinclusivenessô of current 
DTISs and improve Tier 2 projects design and implementation. 

KEY MESSAGES: 

¶ Trade is not gender neutral. Unambiguous research shows that the Multilateral Trading 
System impacts men and women differently as producers and consumers. 

¶ Women are already well integrated into trade as producers of largely agricultural 
commodities, and as workers in global production chains; and in both formal and informal 
cross border trade. Improving womenôs access to the resources and opportunities 
necessary to succeed in business and building their capacity to trade positively impacts 
human and economic development.  

¶ Discrimination against women prevails in most countries, often inadvertently, in legal, 
cultural, business and other practices. When governments realise their obligations under 
international treaties to address gender inequality through improvements to the legal, 
administrative and normative frameworks, this unleashes womenôs potential with positive 
ramifications for economic growth and to poverty reduction.  

¶ Exercises that show how women contribute to poverty reduction; give back to 
communities etc 

¶ Exercises that demonstrate successful contributions by cross border traders, SME 
women in business enterprises and value chains of production ( agro processing and 
manufacturing) 

¶ Understanding of constraints and strategies that can be put in place to reduce 
constraints. 
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Gender Dimensions of Trade

The Business & Development Case

November 2011
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Women in the Economy

Å Women entrepreneurs: worldwide 25-40% of SMEs are owned by women 

(38% in Uganda, 60% in Rwanda and 68% in Lao PDR)

Å Women workers: globally, they represent 40% of the labour force and 

undertake 58% (as high as 80% in Tanzania) of all unpaid work

Å Women and Globalisation:  trade leads to increased access to economic 

opportunities, +ve correlation between female employment levels and 

increases in international trade 

Å Women employers: they employ more people, for example in the US 

women business owners employ 35% more people than all the Fortune 500 

companies combined

Å Women and Trade:  Rwanda ITC survey revealed 50% of smaller exporting 

firms women owned with a concentration in fresh food and raw agro-

products

 

 
 

 
 

 
 

 
 

 
 

Å Social norms and market barriers; women more prevalent in the informal sector

Å In every region of the world women spend twice as much time as men on unpaid 

domestic responsibilities

Å Lack Control and Access to Resources, like land to offer as collateral for loans 

for example they represent fewer than 5 percent of all agricultural holders in 

North Africa and West Asia

Å Women have lower access than men to agricultural inputs including fertilisers, 

pesticides and seed varieties in all countries in the WB database

Å Disproportionately lower access to finance

Å Among African firms in urban areas, the median female-owned firm in the 

formal sector has 2.5x less start-up capital than the median male-owned firm

ÅGlobally receive less than 5% of venture capital 

Å Under represented on boards, for example only 12.5% of FTSE 100 directors are 

women 

The Challenges they Face 

 

 
 

 
 

 
 

 
 

 
 

The Opportunity

Å Global Supply Chains

Å 72% of private sector executives reported increased profits or indicated 

the expectation that their profits will increase as a result of efforts to 

empower women in developing countries

Å Agricultural Value Chains

Å Equalising access to productive resources would increase agricultural 

output in developing countries by between 2.5% and 4%

Å Giving female farmers equal inputs would increase maize yields by 

11%-16% in Malawi and by 17% in Ghana

Å Governance and Company Performance

ÅCompanies with women on boards outperform rivals; 42% higher return 

on sales, 66% higher ROIC and 53% higher ROE

Å Economic Growth

Å Reduction in barriers to female labour force participation could lead to 

increase in GDP of 14% in APEC region (including Vietnam, Lao, 

Russia and others)
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Increased gender equality

Women have better access to 

markets

Motherôs greater control over 

decision-making in the household

Increased womenôs labour force 

participation, productivity and earnings
Improved childrenôs well-being

Income/Consumption 

expenditure
Differential savings

Better health and educational 

attainment & greater productivity 

as adults

Current poverty reduction and economic 

growth

Future poverty reduction and economic 

growth

Women have better 

education and health

THE DEVELOPMENT CASE

Gender Equality, Poverty and Economic Growth (2007), Morrison, Andrew, DhushyanthRaju, NisthaSinha.  Washington DC.  World Bank

 

 
 

 
 

 
 

 
 

 
 

Å ARE THESE FACTS REFLECTIVE OF RWANDA?

Å DO WOMEN FACE SOCIAL CONSTRAINTS?

Å DO WOMEN FACE CULTURAL  CONSTRAINTS?

Å DO WOMEN FACE ECONOMIC CONSTRAINTS?

Å DO WOMEN FACE LEGAL CONSTRAINTS?

Å ARE THEY PRESENT IN MOST CONSULTATIONS?

Å HOW DOES THIS APPLY TO THE EIF AND TRADE PROCESSES?

Women in Rwandaôs Economy
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GENDER DIMENSIONS OF TRADE (GROUP EXERCISE)  

How to apply gender analysis to three profiles of Women in Trade: 

¶ Women producers in value chains 

¶ Cross-border traders 

¶ Entrepreneurs / SMEs? 

Methodology: 

Divide participants into three groups.  

Apply these questions to the three typical women in trade profiles. 

¶ What are the gender relations for each group? 

¶ What constraints do the women face? 

¶ How can Ugandaôs coffee value chain be adapted to take into consideration the role of 

women? (Value chains case study) 

¶ How could/should ITC projects assist? ITC project examples include the Uganda National 

Export Strategy and East African Women in Coffee projects for the value chains case study; 

and Women Cross ï Border Traders project, for the CrossïBorder Traders case study.  

Report findings in plenary (optional if time) and follow up with suggested solutions.  
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CASE STUDY EXERCISE; GENDER ANALYSIS APPLIED TO WOMEN IN UGANDAôS COFFEE 
VALUE CHAIN 1  

 
 
In Ugandaôs coffee sector, women play a profound role, comprising the majority of coffee producers 
and providing most of the labour in harvesting and drying. Coffee marketing and sales is done largely 
by men in the household.  At the household level, men tend to retain control of this key cash crop, 
accruing most of the economic benefits derived in this sector. Coffee production requires expansive 
land however the limited access to land for most women further constrains their access and control 
over resources and income for the work they do. 
 
An interesting observation from several coffee importers in Europe is that cooperation with women 
exporters is often very valuable. Women exporters are often very careful about the documentation, 
respond quickly to requests, deliver products as agreed and take feedback and advice into 
consideration.  
 
Although most women are present at the farm level, there are women at all points of Ugandaôs coffee 
value chain.  
 
Key success factors 
In order for women to be successful in the coffee sector they must get engaged in value addition 
programmes, and brand their coffee in order to tap into growing consumer demand for more product 
information as well as fairness for players along the value chain.  Other aspects to consider are: 

¶ Quality Management: This ranges from farm level (soils, fertilisers, spacing, weeding, pruning, 

plucking), processing (drying, sorting) to grading and packing. 

¶ Finances: Trading in coffee necessitates availability of funds at each level of the value chain. 

¶ Access to higher value markets. 

¶ Direct linkages to buyers abroad 

¶ Inside knowledge of foreign markets 

                                                           
1 International Trade Centre, Uganda Export Promotion Board and Government of Uganda; National Export Strategy Gender Dimension, 
2007 

Failure to pay attention to who has 
access to land; which crops are 
considered ñmaleò or ñfemaleò crops; 
which can be grown by small 
producers as well as large producers; 
and, which crops require new inputs 
or extensive technical assistance may 
result in programs that increase 
exports but do not necessarily reduce 
poverty among the rural poor. Failure 
to consider gender concerns into 
project and policy designs may 
exacerbate this outcome. 



 

 
 

UGANDAôS COFFEE VALUE CHAIN 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

COFFEE FARMER 

Raw, unprocessed or semi-

processed (using both dry method 

and wet method) up to parchment  

Unsorted Cherries; mainly dry 
semiprocessed (>98%) 

3.5 million people depend on coffee fo 
their livelhoods 

Arabica(20%) mainly grown in Eastern 
Uganda, Robusta mainly grown in the 
South/Southwest (80%) 

Current production is about 2 million 
bags, mainly due to poor agricultural 
practices leading to low yields 

Smallholders planting less than an acre 

Yield estimate 1kg per tree and 
declining (CSF) Arabica (0.6 to 0.8 kg 
per tree) 

High incidence of improper picking 
practices (unripe cherries) Loss of about 
5-10% (CSF) 

Rudimentary prodn methods 

Small holder has limited access to 
seedlings (CSF) 

Typically the farmer sells indivudually to 
buying centre  

Associations are non existent (CSF) 

Cheerry size is declining (variery of 
factors) 

Coffee wilt desease severely impacted 
robusta production forcing re-planting 
interventions 

BUYING CENTRES 

(middlemen) 

Middlemen bulk coffee from different 

sources to increase volumes (quality 

invariably falls) 

Little price information available to 

farmers  

Small processing plants with limited 

processing capacity (approx 20 tons per 

day) 

Limited incentive to transform the coffee  

Price margins vary significantly depending 

on who incurs the cost of transportation to 

the next processing facility  

Middlemen are highly speculative. Their 

advantage is to find bulk for the 

companies to buy.  

Middlemen have limited control of the 

pricing. 

COMPANIES/EXPORTERS 

Pre-selecting, and de-

pulping, fermentation, 

washing 

Hulling 

Cleaning 

Grading 

Colour sorting 

Standardizatio

n Export ready green 
beans 

Inadequate access to skilled labour  

Anaemic supplies of standard coffee 

Inefficient sourcing supply chain  

Limited number of indigenous sector 

players. Sector largely characterized 

by multinationals.  

Limited incentives to roast and pack 

finished coffee  

Lack of roasting infrastructure  

Little Investment in roasting 

technology 

Price volatility 

Loss rate of approximately 15% - 20% 

due to waste because of defects, 

chalky whites, stones, etc  (CSF) 

High operating costs (electricity, water 

etc) (CSF) 

BROKERS 

Roasting 

Brewing 

Blending 

Packaging  

ROASTER WHOLESALER RETAILER 

Expensive and constrained marketing 

 

Complex distribution channels in the 

EU and US markets 

 

Expensive and complex branding 

options 

 

Growing specialty coffee segment 

commanding premium prices 

 

TRANSPORTER 
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WOMEN IN UGANDAôS COFFEE VALUE CHAIN 

 

 

 

 

 

 

 

 

 

 

 

 

 

COFFEE FARMER 

Raw semi-processed 

(using both dry and wet 

methods)  

Improved women skills in post harvest handling (drying 

and sorting). 

More women as direct farm owners and  coffee producers 

through cooperatives and women organizations 

Better land ownership and control at household level  with 

more women participation 

Improved womenôs access to finance to invest in coffee, 

aquire land and and access modern production ethods 

(from hand hoe to tractor) 

Increased women access to seedlings and  high yeilding 

varieties. 

Re-established producer groups run by women (co-

operatives) to sustain high levels of production. 

Intensifed and sustained re-planting initiatives and 

sensitisation of women on the coffee wilt. 

Accessible market and price information for farmers 

Increase organically ceritified land 

Introduce good traceability practices 

BUYING 

CENTRES 

(Middlemen) 

 

More women in 

bulking through the 

commodity 

exchange 

(warehouse receipt 

system) to ensure 

quality and supply 

and better sources 

of trade finance.  

COMPANIES/EXPORT

ERS 

Pre-selecting, and de-

pulping, fermentation, 

washing 

Hulling 
Cleaning 
Grading 
Colour sorting 
Standardization 

Export 

ready green 

beans 
Women accessing skilled labour  
 
Improved sourcing and coffee supply chain  
 
Women intensively engaged in investment in 
coffee roasting and processing.  
 
Increased branding initiatives for women produced 
coffee and acquisition of packaging technology for  
 
Improved modern processing and roasting 
technology for women 
 
Supported certifications of production systems 
especially organic and fair-trade coffee 
 
 
Facilitated women access to market, product 
information and capital finance.  
 
 

Roasting 

Brewing 

Blending 

Packing 

ROASTER WHOLE 

SALER 

RETAILER 

Increased export promotion and marketing by 

women groups. 

Women engagement in distribution channels 

in the EU and US markets (partnerships with 

supermarket chains and wholesalers). 

Aggressive brand promotion in the EU and 

the US by women exporters 

Emphasis on specialty coffee (fair trade, 

organic etc) to cater for a growing segment of 

organic and specialty consumers. 

TRANSPORTER 

Women 

ROASTER 

CONSUMER 

PACKAGING 
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CASE STUDY EXERCISE; GENDER ANALYSIS APPLIED TO WOMEN IN CROSS BORDER 
TRADE 

  

What issues do Women Cross border traders face? 
 
Harassment by the police, customs and immigration officials: This comes up in almost every 
survey on cross-border trade, irrespective of whether the survey is conducted among formal or 
informal traders. The harassment may be in the form of a male officer insisting on conducting an 
unnecessary full body search of a woman trader or, it could be a direct request for a bribe. Confronted 
with a situation where she is being told she does not meet the necessary requirements to take her 
goods across the border, yet conscious of the need to cross the border in good time, a woman trader 
may find herself settling her outstanding requirements by means of sexual favours. This brings with it 
the risk of either contracting or spreading HIV/AIDS and compromises their mental and physical well 
being.  
 
Unscrupulous go-betweens: In an attempt to avoid scrutiny and potential harassment at the hands 
of border government officials, some women traders opt to use male go-betweens. These self-styled 
ñexpertsò in border negotiations charge women traders a fee which increases their cost of doing 
business, with no real guarantee that they will not get harassed. In return, the go-between offers the 
possibility that the women traders might be able to avoid all contact with government officials. 
 
Delays at customs posts: Either because the immigration/customs posts are understaffed or 
because the immigration/customs officers deliberately take their time processing papers, traders 
sometimes find that they get detained for unreasonably long periods of time at the border posts. 
These extended delays can cause traders to be left behind at the border posts, as impatient drivers of 
public transportation keen to get to their destinations feel they have waited long enough. 
 
Lack of Storage facilities: Border post delays and an absence of storage facilities at those locations 
also increase the risk of perishable commodities getting spoiled before reaching their final destination 
resulting in a loss for the trader. 
 
Personal Safety: If the women traders are able to identify a means of transport, the truck drivers they 
are dealing with might choose to exploit the situation by asking for unusually high transport fees, 
placing them in a difficult situation. In the absence of any other means of meeting the transport costs, 
women traders may engage in transactional sex to pay for the service. Again, the risk of either 
spreading or contracting HIV/AIDS is encountered. If unable to obtain transport to the nearest trading 
centre, the women traders have to exercise extreme creativity in finding a safe place to spend the 
night. If travelling in a group, they may be able to sleep together, enjoying the safety of numbers. If 
travelling alone however, it is highly likely that a woman in this kind of situation will be approached by 
a customs official or other man who it is probable will take advantage of her under the guise of 
offering safe accommodation for the night.  

  

Official sources report an average value of informal cross 
border trade in the SADC Region of US$ 17.6 billion per 
year

1
. Informal Cross Border Trade contributes for 30-

40% to intra-SADC Trade. Seventy percent of informal 
cross border traders are women. The math reads 4-
7billion annually. The main foodstuffs traded in 2006/7 
are maize (97,000 MT), rice (6,500 MT) and beans 
(10,000 MT).  
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POSSIBLE STRATEGIES 

ITC for example, is implementing a trade facilitation project for Informal CrossïBorder Traders in 

Uganda which aims to enhance the capacity of Ugandan Women Informal Cross-Border Traders 

(ICBTs) to increase their exports to neighbouring countries by reducing and eliminating trade 

facilitation impediments at points of entry and exit.  

 

Expected outcomes include a simpler, speedy, transparent and more predictable ICBT trade 

facilitation environment, harmonized ICBT procedures and processes, reduction in the time taken by 

women ICBTs at points of entry and exit and improved competency of ICBTs to better exploit export 

opportunities 

 

Planned outputs are as follows: 

 

¶ Harmonised women ICBT procedures and processes 

¶ Reduction in time taken by women ICBTs at points of exit/entry 

¶ Professional, courteous and respectful conduct in every contact with women ICBTs 

¶ General knowledge on running a successful business 

¶ Knowledge on how to access technical assistance in trading across borders 

¶ Knowledge on cross-border trade obligations and rights and how to access those rights 

¶ Cooperation amongst women ICBT stakeholders to resolve challenges faced by women ICBTs 

¶ Platform that enables easier access to national support resource bases 

¶ Improved advocacy and public awareness of issues affecting women ICBTs 

The Eights Eôs to help women traders: 

 

1. Essential Information is power. Information dissemination should therefore be at the forefront of 

any initiative undertaken to improve the conditions under which informal cross border traders but 

especially women traders operate. 

2. Ensure that the existing legal tariff and non-tariff barriers are widely known using the media 

and other relevant forms of information sharing e.g. civilian manned visible information points. If 

border officials are aware that the traders know exactly what can be asked of them, the officials will 

find it much harder to ask for something that is not legally required. 

3. Educate border post officials on the importance of cross border trade and the need for 

border post officials to be facilitators, not hindrances. 

4. Encourage cross border traders to form associations that will be conduits of information on the 

difference between legal and illegal demands as well as real and imaginary tariff and non-tariff 

barriers. The associations should receive as much capacity building support as possible not only 

on how to obtain current information but also in the areas of assertion and self-confidence. As a 

block, women than they do individually. Armed with the right information and training as well as the 

backing of their block of traders, more women traders will have the courage to challenge officials 

seeking bribes or sexual favours. 

5. Encourage informal cross border traders to realise that their transactions will be protected 

under the law if they are conducted under the law, many drawing zero taxes.  

6. Enact aggressive HIV/AIDS awareness and prevention campaigns at border posts and in the 

neighbouring trading centres. 

7. Engage the business community to invest in safe, clean affordable accommodation and 

storage facilities at or close to the border posts. This is an unmet need that could prove quite 

profitable for the right investor. One may even go as far as to suggest the construction of single 

sex hostels or dormitories simply providing basic requirements with safety at the top of the list. 
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8. Engage informal cross border women traders in dialogue whenever an opportunity to capture 

their needs is presented. Ensure sufficient representation of their views at all levels from public 

forums all the way to policy levels. 
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 CASE STUDY EXERCISE: GENDER ANALYSIS APPLIED TO WOMEN-OWNED SMES  

 

 
 
ISSUES FACING WOMEN-OWNED SMEs 
 
Market access issues and entry strategies ï Lack of information limits womenôs participation in 
foreign markets. The extent to which bilateral and other trade negotiations make recognition of gender 
issues is small. With increasing worldwide recognition of the need to mainstream gender issues into 
business, there is a general lack of gender focused bias. There is limited networking to exploit 
regional opportunities and access to international markets. 
 
Export competence - Women often tend to lack specific knowledge and skills in export trade and 
documentation. This leads to lack of confidence to venture into export markets and especially when 
coupled with cultural and personal attitudes which have tended to make exports a manôs domain. 
Enterprising women at times have to contend with resentment and hostile treatment by spouses who 
may view their motives suspiciously. Many women do not always see their talents as tradable skills 
with business potential to be harnessed. 
 
Trade information - Often compounded by low literacy levels and family commitments, womenôs 
access to information is compromised. This affects their ability to respond to opportunities and to 
match products and services to buyer and market requirements. 
 
Trade finance - Women face particular challenges in accessing financial services. They often lack 
control and access to the type of collateral required by financial institutions to support credit lines, and 
the track record to offer as an alternative. Further lack of experience with formal financial institutions 
means that they have difficulty in understanding formal documentation requirements and procedures 
whilst at the same time financial institutions are often unaware of the gender-based constraints faced 
by women. In addition, women-owned businesses are on average smaller and in sectors that could 
traditionally have been considered difficult to bank. 
 
Quality and Standards Management issues ï Women SME owners often find it difficult to afford 
costly quality and standards certification leading to issues around internationally accepted standards 
like SPS (WTO rules on Sanitary and Phytosanitary measures). Their ability to acquire appropriate 
technology to improve their products is also compromised by a lack of financial resources. Since 
women producers are often not part of formal business and producer networks, aggregation of 
products to meet volume requirements and quality control become very hard and costly.  Other 
support services such as access to branding, packaging and labelling as well as transport logistics 
often pose greater challenges to women who are often unaware of how to benefit from international 
regulations such as TRIPS (Trade Related Aspects of Intellectual Property Rights, WTO Agreement) 
that can protect their rights 
 
Trade Facilitation Services- various institutions such as a registrar of Companies, to register 
companies and names, as well as others which provide trade information, export competence 
development, customs documentation, and tradersô representation are in place 
BUT   

In Uganda, women contribute 50% to the 

GDP, own 39% of registered business 

and receive only 9% of available credit. 
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¶ Registration procedures often do not provide for recording of sex disaggregated data. Because of 

the resulting inability to undertake evidence based analysis and objectively measure the 

contribution and impact of women on trade as well as the effect of policy decisions on women 

owned businesses; there are limited policies focussed on supporting women in export trade. 

¶ Services provided by these agencies are often not tailored to the specific needs of women aspiring 

to export so women have continued to miss out on export opportunities. 

¶ Very few women have been able to join export business. 
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SOLUTION TO WOMEN-OWNED SMES CASE STUDY 
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