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Methods 

• 4 counties: Kakamega, Kisii, Kitui, and Embu 

• Phase I (March – April 2014) 

– 8 FGDs with women entrepreneurs from the intervention 

group only 

– 20 KIIs with implementing organizations and trainers 

• Phase II (July – September 2014) 

– 42 IDIs with women entrepreneurs (control and intervention 

groups) 

– GET Ahead only, GET Ahead + Half-Day, Half-Day 

Only, Market Champions 

– 6 KIIs with representatives from financial service organizations 

 





Program Format / Implementation  

• Group trainings a success  women learned from and were inspired by 

one another 

 

• Participatory nature of the training was praised by entrepreneurs, trainers, 

and implementing partners alike 

 

• Suggestion that the training be lengthened or scheduled differently  

travel back-and-forth was burdensome for some; committing a full week 

was also difficult 

 

• Women-only format was popular, recommended to keep it that way   

 

• However, suggestion arose to engage male community members and 

husbands in some way  

 

 

 



New Business Skills: Most Used 

• Only 3 of 27 topics were reported by training participants as having 

been consistently utilized: customer service, record keeping and 

business management  

 

“Then I used to open [my business] any time I wished…I would open much later…but these 

days it’s better since I constantly open at nine and close at night at around eight. Those days 

I just used to do a little work, I could not stay for long. Whenever I got some money to pay for 

my merry-go-round, then I would just close my business for the day. Also, then if I got 

someone who was buying five bags of maize, then I could just close business and leave for 

home, but these days I stay until I am convinced that it’s time to leave. So it is just to continue 

and expand my business.” (GET Ahead + Half-Day, Kisii)  

 

“I learnt that culture of talking to some of my customers well, and since I used to tell them that 

I don’t have some products at times, I stopped and now…tell them that they should visit the 

next day [and] I will have brought it.” 

 

 





  
• Not mentioned were the ‘soft’ or interpersonal skills, such as 

persistence, commitment to work, demand for quality and efficiency, 

risk-taking, goal-setting, information-seeking and persuasion and 

networking 

• The gendered components and modules of the training, which 

sought to address gender equality, gendered barriers and 

considerations, and teach women how to operate successfully within 

a male-dominant cultural and/or social context, were not explicitly 

mentioned by women as knowledge or skills learned or used post-

training.  

 

Business Skills: Least Used 



Power & Agency 

• Agency and decision-making at the household level:  

– A few respondents noted a change in individual or household decision-making post-

training.  

• “I am now the one who decides how I will use the money from the business so 

that the business cannot go down. I do it on my own.” (GET Ahead + Half-Day, 

Embu) 

– For most women the training did not seem to alter this dynamic significantly. 

 

• Agency and decision-making at the community level:  

– A number of women joined community savings and loans groups.  

– A few said the training had enabled them to form closer ties with community 

leaders, obtain essential paperwork easily, and run their businesses more 

effectively.  

 

 



Savings and Investments 

• Few informants indicated they had observed notable increases in their 

income as a result of the training. However, better book keeping and 

money management techniques had resulted in greater savings and 

ability to invest strategically: 

 

“They taught us that for everything you spend in a day you must record. Whatever is left you 

keep it aside, even if it’s five shillings. That is what has made me to save 100 shillings every 

evening. That helps me at least to have 3,000 [Ksh] every end month. It’s what brought me the 

motorbike. The records made me buy a motorbike; with the motorbike, I save 300 [Ksh] daily.” 

(GET Ahead Only, Kakamega,)  

 

“When we went to the GET Ahead training I was living with my parents. So when I came back 

I rented my own house and [with] the money I had I bought a good mattress. I didn’t have a 

loan so I used my savings to buy a good mattress, bed, chair, cooking pot and the rest. So I 

am still here and I did it without using anyone’s money. Yes, you can have money but keep the 

business money and the other money separate.” (GET Ahead Only, Embu) 

 

 

 

 



 Access to Finance: Supply-side barriers 

• Respondents explained that gendered barriers persist and prevent many 

women from easily applying for and accessing individual loans. 

– “Okay, like now men are not ready to guarantee empower their women to get 

loans. I think its lack of trust; sometimes maybe men feel if I empower this 

woman and become stable she will not abide, or abandon him.” (KII, Kisii) 

– “I have never [applied for an individual loan]; the people of rural Sacco came 

here last month and told me to apply for an individual loan. How can I apply 

and I do not have a title deed? They require so many things and where can 

you get that?” (Half-Day Only, Kisii)  

• Women continue to find the application and approval process to be 

challenging, time-consuming, and unclear. 

– Respondents also noted that loan amounts are too small.  

 

 



Access to Finance: Demand-side Barriers 

• By the end of the study, only a few women had formally sought out loans. 

“I am afraid…even before I had my own business. There were a lot of people who went to 

borrow money and their business collapsed and the creditors come to take everything. 

When I saw that I became afraid.” (GET Ahead Only, Embu) 

“Yes there are others who even get their house demolished when they don’t repay back 

the loan. That’s what scares me the most…but those are people who took the loan a long 

time ago. They get everything of theirs taken. So I saw it wise never to take it since it was 

better to remain with my small business.” (Kisii, Control) 

  

• Merry-go-rounds and other informal lending groups continue to be the 

preferred method for acquiring loans among female respondents. 

– Women entrepreneurs also use these informal lending groups as a forum for 

sharing business ideas, challenges, best practices, and consider meetings a 

safe space where they can be supported by one another.  

 



Perspectives from Finance Providers 

• Financial services providers noted they need additional funding 

and other resources, including more staff and transportation, in order 

to be able to better support female entrepreneurs.  
 

“The first one [networking workshop] is not enough… I am a victim as a ministry 

because in the village very few people know that I exist…the other one is not 

knowing about the existence of these opportunities. I think that is a big barrier to 

SMEs development. The other one is the issue of infrastructure. People might be 

having the products or services to offer, but since they are located in very remote 

areas with no power, water and good transport systems, they are barred from 

accessing these opportunities.” (KII, Embu)  



A few conclusions 

• Women absorbed and put into practice several key skills and reported 

improved economic wellbeing for themselves, their families, and in 

some cases, their businesses 

• Practical/technical skills were more memorable for them and 

reportedly, most useful. More time could be spent deepening 

knowledge in these areas (possibility of one-on-one mentoring) 

• Gender-specific content, goal-setting, risk-taking, business planning 

didn’t seem to stick as well 

• Accessing loans to expand their businesses was a large challenge 

faced by women entrepreneurs in the intervention markets (supply-

side and market-side barriers were significant)  

 




