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This report analyzes data from the Kibera Business Survey, an addendum to the Kibera Socio-Economic Mapping Exercise.  This survey was conducted in December 2004 and a total of 237 residents over the 12 Kibera villages were surveyed.  By defining the characteristics, modes of operation, and challenges of businesses within Kibera, this research creates a baseline of the business community and their needs.  These findings aim to inform the extent and areas of involvement of the business community in the Kibera upgrading planned by the Government of Kenya (GoK), UN-Habitat, and their joint partnership, Kenya Slum Upgrading Programme (KENSUP). 
Overall, the research found that entrepreneurship was an incredibly important skill to Kibera residents as most were self employed, with only 3% claiming to be employed in the formal sector.  Business was not dominated by one gender, rather the initiative to start a business was relatively equally shared by genders.  The most common businesses operating in Kibera were: retail, salon or barber shop, food outlet, open air, and vegetable sales.  The majority of these businesses were initiated in the last five years and were started because of “lack of alternatives”.  The mean number of employees was 1.4.  The majority of respondents had no business license, no bank account, no membership to a business association, limited knowledge of how to obtain credit, lack of business-training, and did not own the premise where their business operated. Generally, the support given to the  business community was positively rated, particularly support given by political parties and the NCC.  
Lack of capital for business expansion, poor roads, insecurity, financial problems, lack of electricity and lack of security for customers were the major constraints faced by the business community.  As solutions for these constraints, respondents suggested that the government offer soft loans, roads be tarmacked, security increased, police patrol the area, jobs created, and the area upgraded.

The report is presented in two sections:

I.
DATA SUMMERY
II.
INTERPRETIVE ANALYSIS
I.
DATA SUMMERY
I.I
RESPONDENT DEMOGRAPHICS

Out of the total 237 surveyed: 

· 45% were male, 55% were female

Religion

· 43% were Catholic, 51% were Protestant, 5% were Moslem, 1% identified as other

Marital status

· 78% were married, 22% were single

Age

· 43% were born between the years 1974-1989 (ages 30-15), 27% were born after 1990 (ages less than 15), and 30% were born before 1973 (ages greater than 30)
Education status

· 13% had no formal education, 14% had lower primary, 33% had upper primary, 10% had some secondary, 20% had completed secondary, 7% had post secondary that was not college or university, and 3% had post secondary that was college or university 

Status in household

· In relation to the business under survey, 32% were the acting head of household (of those, 52% were male and 48% were female), 20% were a spouse or partner (of those, 43% were male and 57% were female), 43% were a daughter or son, 2% were a sister or brother, 1% were a niece or nephew, 1% were a grandchild, 1% were a friends and only 1 respondent identified as a cousin

Type of employment

· 39% were self employed (of those, 51% were male and 49% were female), 15% were unemployed (of those, 39% were male and 61% were female), 14% did not mention, 8% were employed in the informal sector (of those, 33% were male and 67% were female), 3% were employed in the formal sector (of those, 57% were male and 43% were female), 3% were casual or occasional workers (of those, 33% were male and 67% were female), 4% were a pupil (attending primary school), and 15% were an infant or child   

Monthly income

· 9% estimated a monthly income below 6000 KSh, 16% estimated a monthly income of 6000-8000 KSh, 5% estimated a monthly income of 9000-12000 KSh, 11% estimated a monthly income of 13000-16000 KSh, 5% estimated a monthly income of 32000 KSh, and 44% refused to answer

Household income

· 15% estimated a total household monthly income below 6000 KSh, 3% estimated a total household monthly income between 6000-8000 KSh, 3% estimated a total household monthly income between 9000-12000 KSh, 5% estimated a total household monthly income between 13000-16000 KSh, 3% estimated a total household monthly income between 17000-20000 KSh, 1% estimated a total household monthly income above 20000 KSh, and 68% refused to answer
I.II
CHARACTERISTICS OF BUSINESS

The main type of businesses of the respondents, in order of greatest response, were: retail, salon or barber shop, vegetable vendor, food outlet (hotel), open air, tailor shop, cereal outlet, butchery, bar, shoe repair, carpenter, telephone service, housing rental, water vendor, kerosene outlet, masonry, utensils, none.
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The main products or service of the respondents’ businesses, in order of greatest response, were: food stuff, household goods, vegetables, shop products, salon, metals, cereals, clothes, barber services, medicines, meat, sewing clothes, water, renting houses, furniture, shoe repair, fruit, telephone services, alcohol drinks, selling toys, kerosene, second-hand clothes, beverage drinks, shoe products, bags, milk, posho mill.

Of these businesses, the majority were started within the last five years with 18% within the last year, 55% were started in the last five years, 80% were started in the last 10 years with 20% started before the year 1994 

I.III
BUSINESS START-UP

The majority of respondents cited lack of alternatives as the main reason for starting the business with employment, to supply income, after retirement, and inherited the business as the other listed reasons. 
To start their business, a quarter of respondents used between 3000-5000 KSh, a quarter used 5000-10000 KSh, a quarter used less than 3000 KSh, and a quarter used more than 10000 KSh.  

Of this money, 18% was borrowed from relatives, 5% from friends, 4% from merry-go-round groups, 10% from various local NGOs, and 60% did not mention a source of borrowing

As requirements to qualify for loans security, guarantor, membership to an association, owning an operating business, trust, half savings, personal respect were cited, with 66% not mentioning a requirement

Of those that cited requirements, a quarter claimed these requirements as easy to meet and a quarter claimed they were difficult, with the rest claiming the difficulty as average.
I.IV
EMPLOYEES 

The mean number of employees was 1.4, with 39% of respondents with no employees.  The majority of these employees were qualified as part-time, with equal number of males and females hired.  Cheaper, seasonal variation demand, coordinating housework, casual work in other places were mentioned as reasons for hiring part-time employees.

64% of respondents did not have any family members working at their business and 36% did, with 1.3 as the mean number of working family members.  41% of these family members were paid and 59% were not.  Of those that were paid, 41% received their salary in cash.  15% have employees below 18 years of age that receive regular pay.
I.V
PHYSICAL STRUCTURE OF BUSINESS

The majority of respondents had enclosed business structures and 33% had open air businesses.  Of the enclosed structures, the majority had mud walls, cement floors, and roofs of corrugated iron sheeting.  The majority of respondents rated these structures as poor quality, with not plastered or weak walls with holes, worn out and not cemented floors, unattractive to customers, leaking roofs, not secure, and no good place to construct as the main reasons cited.  17% claimed that the structure was high quality, with good walls, meeting daily needs, and well built as the reasons cited.  A third of the structures were part of the residential home, a third were open air, and a third were stand alone structures within the residential area.  The majority of respondents did not own the premise where their business was located.  Of those that had enclosed businesses, 82% rented, 11% were owned by friends or relatives, and 7% did not specify or respond.  The majority of respondents claimed the government owned the land where the business was situated, with 17% claiming personal ownership.  The mean monthly rental cost for the structure was 1360 KSh, with the majority of respondents claiming this rent was too high.  The majority of respondents had problems paying this monthly rent with lack of money to pay on time and lack of money and space to construct a good building as reasons cited.  

I.VI
STOCK OF BUSINESS

In order of percentage, respondents bought the stock for their business at wholesalers within Kibera, wholesalers outside Kibera, supplied at premises, NCC (eg wakulima), supermarkets, retail shops within Kibera, and collected from outside Kibera.  The majority of respondents reported facing constraints in buying stock, with capital and finances, poor access to roads, storage materials, inadequate storage as the most cited constraints.  The government was seen as having the greatest agency to solve these constraints, with constructing good roads, availability of loans, price reduction by the government, and funding from the government as the main offered solutions.  Half of respondents described the market for products as fair, good demand by customers as the most cited reason.  44% described it as inadequate, with low demand and many people doing the same business as the most cited reasons.  27% described it as adequate with the existence of a high demand and basic need being most cited as reasons.  54% described customers’ purchasing power as low or very low, with low demand, instability of the economy, and popularity of mitumba as the most cited reasons.  58% described it as modest, with not buying on credit and buying according to income as the most cited reasons.  15% described it as high, with business and readiness of the customer to pay as the most cited reasons.    
The majority of respondents described competition as high and the profit level as moderate.  

I.VII
LICENSE FOR BUSINESS

The majority of respondents did not have a license to operate their business, with not needing one and expense as the most cited reasons.  Of the 30% that did have a license, the majority were form the NCC or provincial administration.  Bribe, harassment form NCC, and arrest were cited as consequences for not having a license. 

78% described getting a business premise as difficult, with no space and expense as most cited reasons.  14% described it as easy, with sufficient money as the most cited reason.  9% described it as fair, with vacant premises and use of residential space as most cited reasons.  

I.VIII
CREDIT 
Limited knowledge, security, high interest rate, and getting guarantee were the most cited constraints in accessing financial credit.  Creating awareness of available services, reducing the interest rate for loans, and making security affordable were listed as ways to address these constraints.
I.IX
BANK ACCOUNTS

The majority of respondents did not have a bank account, with expense of opening and maintaining and no money to save cited as the most common reasons for not having an account.  Of the 38% who did have a bank account, current and savings account were the main type of accounts mentioned.  Post Bank, Equity, and Cooperative Bank were the most common banks used.  Of the respondents using these banks, the majority claimed the services were satisfactory or average.  Opening branches nearby, lowering minimum balance, increasing savings interest rates were the most listed ways of improving the services rendered by the bank.

I.X
BUSINESS-TRAINING

The majority of respondents had not attended a business-training forum.  Lack of opportunity, not receiving information about forums, lack of knowledge of whether small business needed to attend forums, and not believe that they needed any business forum were the most cited reasons for not attending.  Of the 25% who had attended a business-training forum, the most listed reason for having attended such a forum were business management, IGA training, marketing, and establishing a business.  The majority of respondents said they did need business training and suggested customer service, marketing, sourcing of inputs, bookkeeping, credit management, and human resource management as areas for training.

I.XI
RECORD KEEPING

Of the 61% that claimed they kept records of business transactions, stock, credit given, total sales and expenditure were the types of records kept.  Of the 39% that did not keep record, small size of business, lack of business records to keep, and lack of time were the cited reasons for not keeping records.  
I.XII
BUSINESS ASSOCIATIONS

91% of respondents were not a member of a business association.  Of the 9% that were members, merry-go-round, Chama Cha Kimama, Kicoshep, IGA group, Amref, Lada Business Association, and Jiendeshe were the listed business associations.  
I.XIII
SUPPORT GIVEN TO BUSINESS COMMUNITY

Generally, respondents rated the support given to the business community as very high.  NCC was cited as supportive by 85%, Government of Kenya by 71%, financial institutions by 58%, CBOs and NGOs by 45%, religious organizations by 58%, and political parties by 95%.  
I.XIV
PROBLEMS FACED BY BUSINESS COMMUNITY

Lack of capital for business expansion, poor roads, insecurity, financial problems, lack of electricity and lack of security for customers were the major constraints faced by the business community.  As solutions for these constraints, respondents suggested government to offer soft loans, roads to be tarmacked, increase security, having police patrol the area, job creation, and upgrade the slums.

A majority of respondents said that insecurity (crime) was a serious problem for the business.  Lack of security and joblessness were the most cited reasons for this insecurity (crime).  The 41% that said that it was not a serious problem, cited not experiencing burglary, there are guards everywhere, and not leaving items unattended at night as the reasons for no problem.  35% reported that they knew of a burglary to business premise in the last one month.  To contain insecurity, the business community in the village uses recruitment of local vigilance, recruitment of guards, and mobilizing the community to kill any person found.  Having police patrol during the night and day, police posts in every village, recruitment of guards from different tribes to rule out cooperative stealing, and creating employment were the solutions to insecurity cited by respondents.  

II.
INTERPRETIVE ANALYSIS

Findings from the Kibera Business Survey can inform how to best enable the economic structure within Kibera.  From the data, ways in which the business community can be both involved in and supported by the upgrading can be extrapolated.  The following analyses provide recommendations to this aim. 

· Entrepreneurship was vital to Kibera inhabitants as only 3% reported being involved in the formal sector.  When designing and planning the upgrading, particular attention should be given to retail and work space to enable this livelihood.  

· As the overwhelming majority of inhabitants did not own the premise on which their business was situated, the upgrading should integrate residential security of tenure schemes with business security of tenure.  In order for the upgrading to be successful, it is critical that economic sustenance be an area of focus, not just living conditions.  Developing tenure schemes that incorporate retail and work space with housing could assist in this aim.
· As relatively low numbers reported having formal business training and a majority agreed that they needed such training, business trainings should be incorporated into the capacity buildings sponsored by KENSUP.  The respondents suggested that such trainings should include information on: customer service, marketing, sourcing of inputs, bookkeeping, credit management, and human resource management.  Further, such training is essential as many respondents listed a lack of knowledge of how to obtain credit or a bank account as a main barrier.

· As the majority of respondents reported that meeting requirements for loans and credit was difficult, the upgrading should incorporate low requirement loans and credit into strategies to support the economic capacity of residents in Kibera. 
· As insecurity was cited to be a serious problem affecting businesses, the upgrading should also put in place mechanisms to better the security in Kibera.  A stronger pledge by the government to secure the area or greater supporting and legitimizing community policing schemes would be solutions. 
· The majority of the businesses were barber/salon, retail, or hotel.  As only 9% of respondent belonged to a business association, the upgrading could catalyze the formation of business associations around these key business types.  Such associations would both protect and monitor these businesses and their interests.

· The majority of respondents had an employee (with 1.4 employees as the mean).  The upgrading should consider these employees when mobilizing and organizing the business community.  Employees could be included in business training and more formal business monitoring mechanisms could ensure the protection of these employees’ rights.  

· A significant percentage of the businesses were open-air, usually vegetable sales.  When designing and planning the upgrading, particular attention should be given to allocating open community space where these businesses could operate.  By allocating this space, these informal businesses can be more formally monitored and organized into a more sustainable source of livelihood for these residents. 
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