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Introduction

This report presents the findings of a Norwegian business team visiting Uganda in November/December 2002. It represents the second stage of a NORAD two-phased study on Private Sector Development (PSD) in Uganda. Reference is made to the report of the Phase I team of September 2002, providing the background of the study and detailed information on the Ugandan business environment in general. The Phase I report also identifies sectors of particular interest in terms of Ugandan - Norwegian business co-operation.   

The Phase II team visited Uganda from Monday 25 November - Sunday 1 December 2002. 

In accordance with its Terms of Reference (ToR), and building on the recommendations of the report of Phase I, the team's main objective was to explore the potential for involvement of Norwegian investors and companies in Uganda to support PSD. The report highlights a number of concrete projects and ideas potentially benefiting from such involvement. 

The team has consisted of Torbjørn Damhaug (TD), Water Reflection AS; Frank Grønsund (FG), Frank Grønsund Agentur AS; Einar Risa (ER) Management and Finance AS;

Morten Snaprud (MS), Statkraft/Grøner AS; Kjartan Stigen (KS), Norfund and Vidar Lindefjeld (VL), (NHO, team leader).   

The report is divided in four parts: 

· Part I presents the team’s major conclusions and recommendations for concrete action and follow-up, based on the ideas and projects presented in Part III

· In part II, the team recommends a number of general guidelines to be pursued in the further development of Ugandan – Norwegian business relations in the context of PSD.

· Part III provides the details and conclusions of all meetings during our stay in Kampala. Readers are advised to study them carefully as many constructive ideas worthwhile looking into are not necessarily reflected in Part I.

· Part IV contains the team’s concluding remarks.  

The team wishes to thank the Norwegian ambassador H.E Tore Gjøs and his staff at the embassy in Kampala, in particular Ms. Olive Bwanika, for putting together a comprehensive programme and for providing first class assistance during our stay. We also thank the local consultant, Ms. Angela E. K. Katama, for her good work. 

Oslo, 2 January 2003
Torbjørn Damhaug                    Frank Grønsund                       Einar Risa

Morten Snaprud                  Kjartan Stigen                      Vidar Lindefjeld
PART I

Conclusions and Recommendations

The team met with a large number of Ugandan officials, business organisations, companies and individual business people during our stay in Kampala. Many promising ideas and sound proposals were discussed during the meetings. They are all reproduced in Part III of this report, describing in detail the outcome of each meeting. 

Based on the suggestions put forward, the team has identified 24 specific projects for further consideration. We believe them to be particularly beneficial to the development of the Ugandan private sector and to partnerships with Norwegian actors. The projects relate to different sectors, and they vary in scope as well as in costs and complexity. They also differ as regards the time and efforts needed to launch them. The projects appear in no order of priority, as the team feels that all of them deserve close attention and a focused follow-up. Most of them will require detailed preparations and/or feasibility studies facilitated by the NHO Secretariat. 

The projects are grouped in the following way: 

Group 1: Projects or commercial activities already in progress or ready to be launched shortly. They are run by the partners themselves with no or little need of assistance or funding

Group 2: Projects with a short – to medium term horizon in need of funding and/or other preparations to make them operational. They will require the joint involvement of the NHO Secretariat, NORAD and to some extent Norfund in terms of seeking Norwegian partners and appropriate funding. 

Group 3: Evolving projects and business opportunities with a medium- to long term horizon in need of substantial elaboration and support before implementation. They will involve a number of actors. Co-ordination between various interests is needed, may be even political decisions.  

The number attached to each project corresponds to that used in Part III, for easy reference.

Group 1 

The team has identified one group 1 project: Importing Ugandan agri – and horticultural products to the Norwegian market. This exercise has no specific project number, as it emerged from many meetings and contacts. 

Team member FG is presently looking into this subject, involving HSH in the process. In a first phase, FG concentrates on dried fruits, flowers (from Jambo Roses), tea and coffee. Direct links are established with relevant producers’ organisations and individual farmers/growers. This activity is business driven and needs no involvement from NORAD or NHO, nor any funding.

Group 2

Norema (10): Solid waste collection and treatment

The project covers two activities on waste management:

·  a relatively large one in Kampala city with a huge potential for expansion in that city as well as in other cities, 

· a smaller one in the Queen Elizabeth National Park, also with a potential for expansion to  other national parks

Although quite different in scale, costs and complexity, both provide some highly relevant elements in a PSD perspective: Interesting business concepts, experienced and serious partners, employment creation, environmental sustainability as well as the added value of producing electricity out of bio-mass on a profitable basis. Enjek, a Norwegian company, and their German partner Achelis are in the process of setting up a joint venture with NOREMA. 

This project is ready for a rapid and targeted approach: A business plan exists, and follow-up meetings in Oslo with Enjek are envisaged shortly. 

The NHO Secretariat should take the initiative further in co-operation with the three companies involved.

COMFARNET (15): Farm development 

HSH and NHO should initiate a project on facilitating the small farmers development programme, and consider co-financing it. The training of COMFARNET instructors in co-operation with NORAGRIC, as well as the processing and packing of honey, should be covered in this context. Linked to the project is the idea of organising a fair in Norway to present Ugandan fruit and vegetables to the Norwegian market. In this respect, co-operation should be sought with the Ugandan Export Promotion Board (7).     

Amfri Farms Ltd (18): Organic honey

Amfri Farms Ltd produces high quality organic fruits and vegetables. The company has a high CSR profile. It now wants to enter into producing organic honey, an area with good business prospects and increasing demand. It is looking for a partner and for funding. The team proposes that NHO and Norfund take this project further in co-operation with the owner of the company and potential Norwegian partners

Greenfields Ltd. (21): Fish processing etc.

Greenfields is a modern fish processing plant in Entebbe, exporting to many parts of the world. The team sees a huge potential for development in terms of increased production as well as in employment. NHO will initiate contacts with relevant Norwegian companies and research institutions for possible match making on a series of issues linked to 

· Fish processing

· Fish feed

· Treatment of production water and effluent

· Tropical fish farming and fry production 
Invesco (31): Fish farming 

Initially involved in IT and mobile phone networks (MTN), Invesco now plans to move into programmes adding value in the fishing sector. Invesco is owned and managed by Mr. Charles Mbire, a leading investor and entrepreneur in Uganda. 

In Invesco, NHO/NORAD will find a dynamic, professional and knowledgeable company  seeking Norwegian partners and funding facilitators. The team received a project proposal on fish farming from Mr. Mbire which will be handed over to NHO.   

KASBEN (22): Tilapia fry production
There currently exists a programme on restocking the fish resources of Lake Victoria. The KASBEN network wishes to produce tilapia fry to support this programme. The team finds this an interesting project, in a business sense as well as in a sustainability perspective. We suggest NORAD involve itself as a donor as well as a facilitator for contacts between KASBEN and Norwegian commercial and research interests. 
UNABCEC (26): Involving local contractors 
UNABCEC is the organisation for the construction sector in Uganda. Its chairman, Mr. Godfrey Zaribwende, put forward a number of specific suggestions as to the potential of local involvement in the sector. These are listed in 6 paragraphs on page 28, and the team recommends them for a concrete NHO/NORAD follow-up. If implemented, they may contribute to developing an important business sector in Uganda currently hampered by unfair competition and many “tied” projects from foreign contractors/donors. 

In this context the team points to the importance of including “quality clauses” in tenders and contracts receiving Norwegian funding. This element is elaborated on in more detail in part II. 

Ferries/public transportation system on Lake Victoria (26)

This proposal was made by the chairman of UNABCEC, Mr. Godfrey Zaribwende. He is owner and managing director of the construction company Babcon Uganda Ltd. 

The team finds the idea of establishing a ferry company on the lake an excellent one, for many reasons. It is based on considerations combining commercial and humanitarian perspectives. We suggest NHO and Norfund present the idea to potential Norwegian partners relevant to the project (small-scale ship yards, ferry companies etc), in order to provide Babcon with further guidance and, if appropriate, to assist in a feasibility study.  

Property and Business Registers (27)
This is an area where contacts have already been made between Uganda and Norway. 

The potential for close private/public co-operation and partnerships is highly visible. In the light of the outcome of the SSB visit to Uganda in December, team member ER will present concrete proposals to NHO/NORAD/NRD for concrete follow-up.

Electricity and hydro power (28)

NORAD is already involved in a number of projects in this sector. In spite of the rather mixed experiences of Bujagali, the team sees a huge potential for commercially sound contracts, linked to distribution, transmission and generation of electricity: 

· rural electrification schemes
· transmission networks
· developing local micro or mini hydro power plants, as well as upcoming large projects like Karuma and others
There are potential partners in Uganda and in Norway. 

Team members ER and MS will approach Norwegian companies on the issue. The team proposes that NHO/NORAD establish a representative ad hoc project group with the specific task of stimulating Norwegian business partners to involve themselves in Uganda. 
Oil exploration etc. (29) 
The following areas of potential co-operation have been identified: 

· Formalised co-operation with the Norwegian Petroleum Directorate.
· Norwegian assistance in reviewing existing petroleum legislation.
· Promotion of Uganda in the Norwegian oil community
· Industry training of Ugandan graduates from Norwegian universities.
· In case of commercial oil discovery, Norwegian oil company farm-in. 
The team proposes that NHO/NORAD establish an ad hoc project group to specifically address these and related issues, with representatives of i. a. NPD, Petrad and the oil industry.  

Development and Management Consultants Ltd (33): Producing paints
The company engages in consultancy services on a broad basis. However, in this context, it is included because it owns a recently established plant for producing paint; the East African Paints Manufacturers. Using the brand name SAGE, it mainly produces interior paint. It has become a commercial success, and has gained a number two position in the Ugandan market in less than one year.

The company is now looking for a partner being able to provide financial and professional assistance to expand its product portfolio, in particular to paint for exterior use. 

The team proposes that NHO and team member KS look into this project and seeks contacts with potential Norwegian partners. 

Group 3

Educating and training Ugandans in Norway (10)

· Objective: To support PSD in Uganda by establishing an integrated system of education and professional training of young Ugandans in Norway supplemented by financial schemes to assist them when they go back to Uganda to set up their own business. 

Building on the examples of NOREMA and NORPLAN, a co-ordinated approach is needed, involving i. a. NHO, NORAD, Staten Lånekasse, Makerere University, Fredskorpset as well as individual Norwegian companies. The scheme should comprise  

· theoretical studies in Norway at university/business school  level (Lånekassen) 

· exchange of trainees in Norwegian and Ugandan companies (Fredskorpset)

· loans or grants to finance the setting up of small businesses in Uganda for Ugandans participating in the scheme (Norfund) 

· professional follow-up and support by consultants in Uganda

The team suggests that NHO initiates a working group to explore the potential of this project and to carry it out in practical terms.

PART II

Elements on which PSD in Uganda should be built 

The team would like to propose some general elements to be considered in Norwegian – funded PSD activities in Uganda (and probably elsewhere in the developing world). 

Points of departure

· In principle, making investments or establishing businesses should be based on commercially sound principles only– regardless of country. As far as Uganda is concerned, Norwegian funding institutions will expect investors or companies entering into partnerships to have a robust business concept, being able to utilise their comparative advantages in a competitive and profitable way. However, this principle needs modification. 

· Part I provides a number of examples where Norwegian companies hold world class technology, experience and personnel resources. In areas like fish processing and fish farming; energy generation and distribution; oil exploration and refining, business prospects are bright. Norwegian companies will probably even rank among the preferred partners for Ugandan counterparts. Yet, a cost/risk analysis may prevent them from participating even in potentially profitable and self-sustaining projects.  

· It should be kept in mind that making business in Uganda involves risks linked to commercial as well as social and political factors. A company looking for business opportunities outside Norway may well hesitate to choose Uganda for these reasons. In many cases, incentives will be needed in order to attract potential Norwegian partners.

Three levels of business engagement

Based on these observations, the team has identified three levels of business engagement in Uganda, requiring different approaches from NORAD and Norwegian funding institutions as far as incentives are concerned:   

Level one: Projects and business development initiatives based on strictly commercial considerations with a reasonable and calculated risk profile. These activities are often driven by the partners themselves and would require no or limited NORAD involvement.  Normally, no incentives are needed. 

Level two: Commercially sound projects in need of a certain financial support due to the risks involved or to the fact that there are certain cost elements of development aid linked to them. 

Level three: Projects characterised by their high content of longer term development co-operation rather than by direct commercial viability. Despite the low degree of immediate commercial viability such targeted co-operation initiatives may have immense impacts on future private sector development in Uganda. An example of this is the proposed training of talented business creators through exchange programmes involving universities and private companies.     
NORAD/Norfund should consider providing Norwegian investors/companies with a basket of financial solutions adapted to the situations described. 

Specific elements to be included in a PSD strategy 

A. THE QUALITY DIMENSION

In an ideal and globally untied market, all companies will be able to compete globally on an equal footing. Even if the Norwegian debate on tied/untied aid belongs to the past, the fact remains that a number of countries active on the international aid market still maintain a preference for their national enterprises when contracts are awarded. 

In addition, many developing countries including Uganda seem to favour bids based on lowest price rather than bids with built-in elements of quality. A common challenge for NORAD as well for the entire international donor community is to base all contracts and tenders on a qualitative approach. Price should be seen as an important, but not decisive, element in the contract. Donors and recipient countries alike should appreciate the fact that quality, even if it costs more, pays in the long run.  

Consequently, the team suggests that the following elements be included, wherever  appropriate, in tenders/contracts funded by NORAD/Norfund, regardless of the size of the contract: 

· clear and indisputable quality standards building on international standards (ISO)

· maintenance, repairs and follow-up must be part of the contract and guaranteed even after completion

· environmental requirements to be clearly stated

· obligation to provide transfer of technology and know-how to local partner

· establish comprehensive training schemes for local staff

· provide high standards on health and safety for workers 

· a commitment to combat corruption

· introduce HIV/AIDS prevention schemes as a visible component

· documented commitment to introduce relevant CSR elements 

· local community development schemes 
Tender requirements for technical as well as "soft" standards must be carefully followed up during the project implementation. In too many cases the soft standards, even when included in contracts, are neglected during the implementation phase. 
B. THE PRACTICAL DIMENSION

The team suggests that NORAD apply certain principles of a practical nature when considering PSD projects in Uganda:

· Any project should have a medium to long-term perspective (at least three years). Doing business requires time, networking and stayer abilities. More importantly, it requires mutual trust between the partners to be developed.
· All local partners must be carefully selected. Opinions should be sought from independent sources, like business organisations and public registers. 

· Is the enterprise paying taxes and respecting relevant legislation?  Does it allow union activities to be carried out?

· Without excluding green field projects in specific cases, the importance of local partners having stayed in business for some time, demonstrating commitment and seriousness, should be recognised. 

· Contracts should include incentives to subcontract local companies “(local content”) 

· Partnerships involving the exchange of personnel between the Ugandan and Norwegian company will probably enhance the quality of the co-operation. Professional training and skills development, acquiring business experience as well as cultural insight are just a few of the advantages to be achieved  

· Involvement of research institutions, business schools and universities, in Uganda as well as in Norway, should be encouraged whenever possible

· Business organisations like the Uganda Manufacturers Association, the Private Sector Foundation and the Federation of Uganda Employers can play an important role in supporting local entrepreneurs and business partnerships as well as  Norwegian/Ugandan joint ventures, 

The team sincerely believes that if the above elements are introduced as an integral part of a NORAD PSD philosophy, and implemented accordingly, the comparative advantage of Norwegian enterprises in contributing to Ugandan PSD will increase significantly.  

PART III

Details on all meetings held

A total of 34 meetings were organised during our stay. In order to accommodate them all, the team members partly operated jointly, partly in smaller working groups. Below, we bring a report on the content and conclusions of each meeting, listed sector wise and numbered for easy reference.  

Organisations of a general or cross-sectoral nature

1) 

	Meeting with 
	Ministry of Trade and Industry 

	Date:
	25 November 2002

	Present:
	H.E. Tore Gjøs, FG, TD, VL, ER, MS

	
	Minister of State for Industry, Rt. Hon. Richard Dukuura (??)

	
	


Background

The team wished to inform the political leadership in this Ministry of the mission. We also intended to discuss some areas of potentially common interest, like energy, fish, trade etc.   

Issues discussed

The minister touched upon the role of the Uganda Investment Authority, which he called “a one stop information and advising centre”. He also pointed at the investment opportunities in the food/agri business, in particular for organic products. 

Next steps

No follow-up is needed

2)

	
	Meeting with
	Uganda Investment Authority (UIA)

	
	Date:
	26 November 2002

	
	Present:
	H.E. Tore Gjøs, ER, TD, MS, FG, VL

	
	
	Dr. Maggie Kigozi, Executive Director, UIA

Mr. Arthur B. Tukahirwa, Assistant Director, UIA

Mr. Lawrence Byensi, Ag. Director, UIA



	
	
	


Background

The team wished to familiarise itself with the general investment climate in Uganda and with UIA, and also to introduce to UIA the purpose of the Norwegian visit. 

Issues discussed

The UIA presentation underlined the potential attractiveness of Uganda as a  country to invest in. The areas where the country most easily lends itself to investments were listed as:

· Agriculture (livestock and horticulture)

· Mining

· Services (finance, education, medical)

· Tourism

· Packaging, printing and packaging

· IT

In spite of an optimistic tone the difficulties and challenges were not disregarded. On the financing side a huge lack of agricultural financing, lack of leasing capacity and lack of medium and long-term financing were considered as the most serious ones. Furthermore the following remaining challenges were listed:

· Modernization of agriculture

· Development of larger markets through regional trade

· Improve efficiency in areas like port hanling to reduce transportation costs.

· Improve and expand road network

· Improve power and telecom

· Corruption

· Maintain and improve political stability

On the question of labour laws the executive director was of the opinion that the most important task is to create jobs. Therefore the labour market should not be hindered by too stringent labour laws, which for instance in the tea industry could result in the employment of machinery rather than people.

Next steps
There is no need to follow up the meeting. 

3) 

	Meeting with 
	Uganda Manufacturing Association (UMA)

	Date:
	26 November 2002

	Present:
	FG, TD, VL, ER, MS

	
	Mr. William Kalema, UMA chairman; Mr. Hilary Obonyo, Executive Director, staff members.

	
	


Background

UMA is the most influential organisation for Ugandan industry, with close links to the government, to donors and to global finance institutions. The team wished to familiarise itself with UMA and present its mission.  

Issues discussed

The chairman's basic message was that "serious business does not just happen". Business co-operation has to be carefully planned and prepared. There may even be a need for an institutional framework; a national contact point in Uganda, where Ugandan companies can get advice and assistance in dealing with Norwegian counterparts – and vice versa. UMA would be willing to play this role. 

Two important areas stand out for further exploration: Fishing/fish farming; micro hydro power stations. On fishing, Mr. Kalema noted that DANIDA has a 5-year programme on resource management in Lake Victoria. 

Next steps 

No operational conclusions were made. The team found the idea of a contact point a good one, and will keep it in mind if large and/or complex projects materialise. Not necessarily linked to UMA (which presumably will charge a fee for their assistance), but even to relevant business organisations in the selected sectors.  

4) 

	Meeting with 
	Federation of Uganda Employers (FUE)

	Date:
	26 November

	Present:
	VL, ER, MS, FG, TD

	
	Aloysius K. Ssemmanda, Chairman, Rosemary Ssenabulya, Executive Director, staff members 


Background

FUE is the major and most influential employers’ organisation in Uganda. It is the Ugandan partner in the FUE/NHO capacity building project.  

Issues disussed

Mr. Ssemmanda and Ms. Ssenabulya informed the team of FUE’s major activities. The team explained the purpose of the visit, and it was agreed to co-operate to the extent possible on PSD and on the forming of potential Ugandan – Norwegian business partnerships.   

Next steps

No particular follow-up is necessary. 

5)

	Meeting with 
	Uganda Tourist Board (UTB)  and Simbamanyo Estate Ltd.

	Date:
	26 November

	Present:
	VL, ER, MS, FG, TD

	
	Peter Kamya, Chairman UTB and Managing Director of Simbamanyo Estate Ltd, and Associated Architects)


Background

Mr. Peter Kamya is the chairman of the Uganda Tourist Board and managing director of the Simbamanyo Estate Ltd.

Issues discussed

Tourism: The meeting addressed the tourist sector in general terms, and discussed the obvious potential of the tourism industry in Uganda. Some tourist attractions were briefly addressed, but there is a need for more elaboration on specific opportunities, including investments and tour arrangements. Tourist facilities are relatively well developed in some regions and in the national parks. Potential hazards, in particular regional security problems, make it difficult at present to enter the mass tourism market. UTB has previously made efforts to penetrate the Swedish market, with some success

Real estate investments: Mr. Kamya claimed that real estate is a prosperous sector for investments. He judged the property legislation in Uganda to be conducive to real estate owners, since for example properties cannot be confiscated. Mr. Kamya is seeking investors to build middle income houses and retirement homes at a 350 acres property of the Simbamanyo Estate Ltd. The Estate has also investment opportunities near Lake Victoria, and has just constructed a nine floor office building in the central business district of Kampala.

Next steps

Tourism: 

No concrete follow-up was identified. Further contacts will have to be made directly between HSH (representing Norwegian tour operators) and the Uganda Tourist Board. Promotional trips to Uganda for potential Norwegian operators and investors should be organised. NHO will present the issue HSH for further consideration. 
Real estate development: 

This is not a focal sector of this mission. No specific project opportunities were identified. Mr. Kamya was informed that the Norwegian company Interconsult had considered real estate development opportunities some years ago. He was provided with address and contact persons of this company for him to collect more information. 

7) 

	Meeting with:
	Uganda Export Promotion Board

	Date:
	26 November

	Present:
	VL, ER, MS, FG, TD

	
	Ovia M. Katiti, Director Market Research/Ag. Exe. Director

	
	Augustus Bergman Mutooro, Trade Promotion Officers

	
	Mr. Senyamo


Background 

UEPB has been restructured and rationalised in response to the new dynamic changes under the aegis of the World Bank/IMF structural adjustment programs. The board falls under the Ministry of Tourism, Trade and Industry. 

Issues discussed

The main purpose of the meeting was to discuss opportunities for co-operation and investments in Uganda by the private sector in Norway. The Board pointed at horticulture and  fish processing/fish farming as particular areas of interest. The Board also assisted the mission in identifying possible alternative key people and enterprises to be contacted during the stay. 

Next steps
No particular follow-up is envisaged. 

8) 

Meeting with     Private Sector Foundation Uganda

Date:                     26 November 2002-12-04

Present:                 FG,TD,VL,ER,MS

                              Mr. Gideon N. Badagawa, Mr. Rachael Mijumbi, 

                              Ms. Dorothy Daka Matanda + 2 interns from Makerere University.

Background

PSFU was founded in 1995 in response to the need to improve the operating environment

for private businesses in Uganda. The members are business associations, professional

institutions and companies. The mission of PSFU is to improve the business environment

in Uganda through policy research, advocacy, designing and co-ordinating development of

private sector initiatives, promotion of dialogue, facilitating transfer of new technologies

and training. The association has worked to strengthen dialogue between the private and

public sector in Uganda as a means of addressing the challenges to business in Uganda.

There are a total of 46 members and 10 more are coming.

Issues discussed

PSFU should work as "one voice for the voices". They are putting a lot of pressure on the Government on issues involving the private sector. PSFU is offering and developing a range of training programmes and technological assistance to the associations and non-member companies. They are involved in product improvements and they organise trade shows abroad. They will cover up to 50%of the cost involved for smaller companies.

Since its inception, PSFU has implemented the World Bank 4,9 mill. USD funded Private

Sector Competitiveness Project (PSCP) on behalf of the Ugandan Government. In addition

to policy advocacy, components of the PSCP include investment promotion and the provision

of business development services to firms in Uganda.

PSFU is also managing the EURO 700.000,- EU funded "Business Uganda Development Scheme-

Support for Small Enterprises" (BUDS-SSE). This programme has to date supported over 100

enterprises in 15 districts of Uganda with an estimated grant allocation value of Ug sh. 170 millions. BUDS-SSE will cover 100% of the cost for the use of international consultancy fees and air tickets. It will cover 50% of the costs involved in undertaking eligible activities related to acquisition of know-how. BUDS-SSE will also give assistance on practical cost-effective ways on how to improve your business.

Donors will channel the funds through the PSFU, and they identify areas that need funding.

The private sector is just starting to involve itself in the education sector, to encourage students to choose an education suitable for private sector need. 

Next step

No particular follow-up was agreed, but PSFU is a contact to be born in mind

Water, Sewage and Waste Management

9)

	Meeting with 
	National Water and Sewerage Corporation (NWSC)

	Date:
	27 November

	Present:
	FG, TD

	
	William T. Muhainwe, Managing Director

	
	Alex Gisagara, Manager Planning and Capital Development


Background

NWSC is a utility parastatal 100% owned by the Government of Uganda. Its mandate as defined in the National Water & Sewerage Corporation Statute of 1995 is to operate and provide Water and Sewerage services in areas entrusted to it, on a sound commercial and viable basis.


Issues discussed

The Corporation has adopted a strategy of outsourcing non-core activities. A Management 

Services Contract was also entered into for the largest town of Kampala for a period of three years. The Contract was aimed at improving service delivery through efficient management of billings, collections, customer care, and reduced water losses. The Contract expired on June 30th 2001, and the process of procuring a new operator is underway. Resulting from the above initiatives, there is a turn around in the performance of the Corporation with higher efficiency levels attained. This has led to improved service delivery to its customers

NWSC has identified a number of projects including institutional support, supply of 

equipment and works and all project opportunities and tender invitations have been announced on their web-page.

Although there are limited traditions in Norway for private sector involvement in water and sewage utilities, there exist public companies delivering performance - based services under the same business conditions as private enterprises. Oslo Water and Sewage Company is one of these and was approached before the mission. They have previously expressed interest in the Melamchi water company in Nepal, but would of course not pre-amt any interest in co-operation possibilities in Uganda. An example of another relevant public company delivering water, sewage and waste handling services in Norway is IVAR in the Stavanger Region. In Norway there are a number of potential suppliers of equipment and systems; one of these is Goodtech, which was contacted prior to the mission. 

Next steps

The team suggests potential Norwegian providers of consultancy services, system suppliers and contractors be identified and contacted about project opportunities with NWSC. 

Possibilities for delivering consultancy services or works and supply to NWSC projects should be looked into. TD will contact Norwegian enterprises to explore their interest and possibly link them to the NWSC. 

10)

	Meeting with 
	NOREMA Services Ltd. and Achelis (U) Ltd.

	Date:
	26 and 28 November

	Present:
	VL, ER, MS, FG, TD

	
	Noah Mayambala, Chairman/Managing Director (NOREMA)

	
	Adam Buyondo Assistance Operations Manager (NOREMA)

	
	Falex L. Siraje Finance Manager (NOREMA)

	
	James Segawa General Manager (Achelis (U) Ltd.)


Background

Prior to departure from Oslo, the team had a meeting with Enjek, a Norwegian company specialising in environmental resource management. Enjek is involved in Uganda through its local partner NOREMA. It presented its plans for two concrete projects on waste management in co-operation with NOREMA and Achelis (see below). 

NOREMA Services Ltd. is a Ugandan cleaning company. Founded by Mr. Noah Mayambala in 2000, it employs 250 workers. He as well as Mr. Siraje have studied in Norway. He ran a cleaning company in Oslo from 1993 to 1999. NOREMA builds on Norwegian experiences as regards techniques, equipment and work organisation. It has obtained contracts for cleaning the largest hospital in Kampala, the broadcasting corporation and the university, as well as the Norwegian Embassy. NOREMA has a close co-operation with similar companies in Norway from whom they also buy consumables and equipment.

Issues discussed
NOREMA is expanding its business into solid waste collection. It has imported and refurbished two second - hand garbage trucks from Norsk Gjenvinning in Oslo. One more will soon be purchased. The company has been granted a license for waste collection and disposal in Kampala and has started with limited operations in certain divisions of the city. The need for organised garbage collection in Kampala is huge, and this initiative has been broadly recognised by the Kampala City Council and high ranked government officials. NOREMA is currently planning a large - scale solid waste sorting and recycling project in Kampala. A partnership has been established with ENJEK, providing know-how, equipment and capital, and with a local subsidiary of a German multinational, Achelis (U) Ltd. The three partners are in the process of establishing a new company to handle the project. The long-term vision is to deliver waste collection and recycling services nation-wide and to supply energy from bio-mass plants. 

Another concrete project is provision of garbage collection in the national parks. This is urgently needed, partly for environmental reasons (parks get flooded with litter); partly for animal health reasons (animals in these natural habitats are now scavenging the rubbish dumped by the visitors), partly for tourism promotional reasons. The first phase of this project is planned in the Queen Elizabeth National Park in the south - west.    

The team had a separate follow-up meeting on the above issues with the German partner Achelis. The company, established in 1826, now operates in 22 countries world wide. Operations are highly diversified, and the company is involved in activities ranging from gift articles to water purification and hospital equipment . 

On 28 November, we met with Mr. James Segawa, General Manager of Achelis Uganda Ltd as well as Mr. Jens Runge of the Achelis & Söhne Group in Bremen. They confirmed the potential of the two waste projects (Kampala city and national parks), and underlined the environmental aspects linked to both of them. Achelis will contribute with technical know-how and people. External funding is a prerequisite for the projects to get started.   

While the meetings primarily focused on the two above matters, we even discussed how the experience learned from the establishment of NOREMA could be multiplied to enhance PSD in Uganda supported by Norway. Can more young Ugandans be encouraged and supported in their efforts in creating new companies in their home country following studies in Norway? In the case of NOREMA, the success seems to lie in the combination of education in Norway and subsequent involvement in real life business. This developed the appropriate managerial and technical skills as well as the necessary backing by a contact network. A contributing factor may also be the policy of Lånekassen of funding students from developing countries. This system requires pay-back of the loans if students remain in Norway after graduation. If the students return to their home country, the loan is turned into a grant and written off. There are about ten Ugandans currently running companies in Norway. (In a separate meeting with NORPLAN (U) Ltd, meeting no. 34, the Managing Director Mr. Lawrence Levy Omulen informed us that he too, got his higher education in Norway and had had a career path similar to the one described by NOREMA). 

Next steps

1) The team particularly noted the potential of the two waste management projects, and will make a concrete proposal to NORAD. 

2) The lessons learned in the NOREMA and NORPLAN cases should be used in a more structured way. A broad and systematic approach is needed, requiring joint efforts by NORAD, NHO, Lånekassen, Makerere University and others. The team suggests:   

· Request NOREMA to provide names and details of the Ugandans who have registered businesses in Norway. Complemented by information from the Norwegian company register, contacts should be made with the managers of these companies aimed at exploring success factors and other lessons learned from their operations in Norway, as well as looking into the possibility of expanding (or even moving) the businesses to Uganda 

· Make initial contacts with Norwegian funding institutions and private sector partners to provide them with the broad picture of issues and opportunities 

· The potential involvement of the Makerere University should also be looked into, taking into consideration NORAD’s substantial contribution to various faculties and to building of the institutional capacity of the university. (Contact person: Director Mayanja in cooperation with consultant Åge Rønningen Norway) 

· Contact Lånekassen, NORAD, may be Fredskorpset as well as relevant companies and other Norwegian partners involved in financing Ugandan students and citizens, in order to learn more about the nature of and experiences with existing arrangements. Look into the potential of new programmes involving students directly in Norwegian companies as part of the learning process. Combining studies in Norway with direct outplacement arrangements in Norwegian (management training, work organisation, health and safety, etc).

a. Trade in Agri-and Horticultural products,

including Coffee and Tea

                   b. Forestry
11)

	Meeting with 
	Uganda Tea Association (UTA)

	Date:
	27 November

	Present:
	VL, FG, MS

	
	Mr. Isaac Munabi, Executive Secretary 


Background

UTA is the organisation for tea growers in Uganda. It is a member of Federation of Uganda Employers (FUE), and is one of two sectoral partners in the FUE/NHO project on occupational health and safety. Its membership is drawn from the large estates (UK, Indian or national ownership) as well as from local, small-scale producers. The tea sector employs approx. 50.000 people. 

Issues discussed

According to Mr. Isaac Munabi, the Executive Secretary of UTA, tea is a commodity sold at world market prices. Ugandan tea is mostly sold at the Mombasa auctions, although some is packed and marketed in Uganda. A small part of the production is exported. Prices are low and the profitability is not sufficient to develop the estates. OSH standards and salary levels remain low, even if there are indicators showing an improvement in the situation for the work force.

Ugandan tea has a high quality. Tea producers now aim at processing and packing tea, thus adding value and developing an international market for Ugandan tea. We were shown newly designed consumer packages, and discussed the potential for export to Norway.  

Next steps

The team believes there may be a market for Ugandan tea in Norway, provided it is marketed as organically grown and prices are right. We have brought home a selection of Uganda tea in consumer packages for testing, with the purpose of exploring the potential of exporting them to Norway.

FG will make contacts directly with UTA or individual producers as appropriate, in the light of the test results.  

  12)

	Meeting with 
	Uganda Coffee Development Authority (UFDA) 

	Date:
	29 November

	Present:
	FG, TD

	
	Paul Mugwamba, Chairman (UFDA) and Director General (Nanaga Farms)

	
	Henry Nyabirano Managing Director


Background

3,5 million people are involved in the coffee industry in Uganda. 3,5 million bags/ 210 million kg is grown in total. Of this are 0,5 million bags of Arabica and the rest is Robusta.
Issues discussed

1) Uganda Coffee Development Authority 

The Ugandan Arabica is similar to the Brasilian. It is based of 60% natural and 40% washed.

This will turn into the opposite because of the investments that are taking place.

The world coffee market has a value of USD 5 billions in raw beans. The retail value is USD 70 billion.

UCDA is working with the Ugandan Government to invest in an instant coffee production line. The investment would be USD 12 million for a line with the capacity of 5.000 tons, and USD 7 million for a smaller line with a capacity of 600 tons. The Ugandan Government will cover 60% of the investment. The rest needs to be covered by a joint partner.

The Ugandan Government is very enthusiastic about this project, even if the world market for instant coffee is decreasing.

Mr. Nyabirano is more enthusiastic about building a roasting facility with a capacity of 2000 tonns of coffee. This would require a USD 4 million investment. Equipment alone is about USD 1 million. 

On behalf of UCDA (Uganda Coffee Development Authority) Mr. Nyabirano has opened a coffee shop in Beijing, where they also roast the coffee. 

Next steps

The team recommends Norfund to look into the possibility of following up these investments. 

13) 

Meeting  with        Nanga Farms Ltd.

Date:                             27 and 29 November

Present:                         FG, TD

                                      Mr. Paul Mugambwa

Background

Mr. Paul Mugambwa is the chairman, CEO and the main owner of the company. He is also chairman of the UCDA and of the Eastern African Fine Coffees Association. He founded Kyagalanyi Coffee Ltd., one of the leading coffee exporting companies in Uganda. The company owns two coffee plantations at Gondokoro and Nagalama and an agro-forestry division at Nanga village in Mukono District. The sponsors have so far invested USD 1,5 millions. A lot has been achieved so far: 

· purchased 604 acres of land at Nanga and planted 250 acres of high quality Robusta coffee. 

· established a tree nursery facility at their Nagalama unit, planted 75 acres of Eucalyptus, planted 1000 mango trees

· constructed a 3 kilometres high tension electricity supply line to the farm, 

· installed a 200 metre long valley dam and an overhead sprinkler irrigation system with a pumping capacity of 220 cubic metres per hour to irrigate the entire plantation 

· established a wet processing factory with a capacity to process 400 tons of clean coffee per annum. 

· They have also started planting 60 acres of Pine (okepa) which needs a growing period of 12 years before harvesting, 5 acres of timber (Akaria) (20 years) and fast growing Musizi (10 years). The farm has a planting capacity in the range of 1 million trees.

Nanga Farms Ltd. has carried out an Environmental Impact Assessment Study and is holding a valid NEMA licence. They are holding an investment licence no. SSD/438/43523 from the UIA and enjoys all the incentives covered by the Investors Regime in Uganda. The company is registered and licenced under UCDA certificate no. 567 as a coffee exporting company in Uganda.

Issues discussed

On Coffee: 

The company has following investment plans: 

· to expand the planted area by a further 160 hectares which, when matured in 3 years, will attain the ultimate annual production of 1000 tons of exportable coffee, 

· to install an additional wet processing and drying facility that can handle the estate’s own crop, 

· to convert the farm into an organic unit by establishing a cattle unit comprising 200 heads as an integral complimentary facility to produce organic coffee, 

· to install a dry coffee processing factory and storage facility on the farm, 

· to install a roasting, grinding and packaging line to convert up to 60% of the green coffee into coffee powder for export.

Reference is made to www.sweetmarias.com/coffee.robusta.html,  a web site of a company in California buying their coffee. They pay USD 1/kg. For coffee from Nanga Farms, and the retail price is USD 4,30/lb. 

On forestry:

The management of Nanga Farms considers tradable CO2 quotas as important issues as part of the forestation project. Concerning potential Norwegian partners, the mission drew the attention to the current involvement of Tree Farm and the Norwegian Reforestation Group.

Next steps

Forestry: It was agreed that Mr. Mugwamba will make direct contact with the two mentioned Norwegian actors in Uganda to seek opportunities for co-operation.

Coffee: Mr. Mugwamba is interested in exporting coffee to Norway. The team has brought samples of the coffee for roasting and tasting, and it will forward contacts to various players in the Norwegian market. HSH will also be involved. 

14)

Meeting with             Extacy Food Processing /Davula Estate

Date:                           29 November 2002

Present:                       FG

                                    Mr. Katende Sempa, Managing Director

Background

The company has been in contract fruit farming since 1988. They grow various fruits for companies in Europe and Middle East. They have no food processing today, but would like to get into it. 

Issues discussed

Of the present 10 acres of pineapple, only 60% of the crop meet European standards. 40%  sold at the local market at very low prices. Mr. Sempa believes that they could reach 80% export by processing some of the fruit. 

He also had an idea of processing avocado into margarine. This could be interesting, and he will forward a study from the Makerere University on this. If feasible, the company will need substantial financial and technical support. 

Davula Estate has IMO certificate for organic growing passion fruit, ginger and pineapple. They also grow something  called “Gonja”(specials banana for roasting). Growing about 10 acres of each of the fruits mentioned.

Next steps

Mr. Sempa will provide further documentation and CIF pricing to FG.

15) 

Meeting with               COMFARNET

Date:                             27 November

Present:                         FG

                                      Mr. Richard Bakadde, Managing Director

                                      M;rs. Justine Bakadde, Mrs. Josephine Mulamgira Mamanda,

                                      Mr. James Musule, Mr. Muhamad A. Manafa

                                      Mr. A.W. Walugembe Musoke

Background

COMFARNET stands for “Community Farmers Network Programme”. Founded in 2001,  

it consists of 670 farmers of whom 369 are women from 21 participating production villages in 7 districts. The specific objective of the project is to create an environment for trade within the COMFARNET framework and thereby make the rural poor less dependant on aid. Women are regarded as lead players in the project.  At the village level, farmers have been organised into “Export production villages groups” and assigned production targets in selected crops. 

COMFARNET applied for a Ug.Shs. 264 million funding from the Ugandan Government. It pledged U.Shs 200 million and has so far realeased U.Shs 110 million. Furthermore USD 765.500,- are required. This sum is being solicited from various sources to enable the programme to run efficiently.

COMFARNET runs an extensive training programme for farmers. They supply seeds and plants to get started, and manage micro finance to the farmers. Each farmer has 1-2 acres of land, some smaller. They work in groups of 10-70 farmers in 6 districts. These fruits and vegetables are grown: Okra, passion fruit, bananas, vanilla, hot peppers, avocados, French beans, paw paw, jack fruit, matoke, dudi, tulia, korella, egg plants and sweet melon. COMFARNET will collect the produce and pay the farmers.

Issues discussed

There is a need to put in place agro-processing machinery to add value to the products and to reduce loss and waste. For example, the okra that they are not able to export fresh could be sun dried and exported. This is expected to fetch USD 100.000,- per month. Another possibility is to process the avocado into Guacamole or avocado pulp. The demand is increasing world wide, and it is sold at a premium. Frozen avocado halves, without skin and stone is also a product that has an increasing demand world - wide. Technical and training assistance is needed. Ways of financing such a project can be looked at after a feasibility study and a budget is in place.

COMFARNET is also managing 3000 beekeepers. Each beekeeper has 5-20 beehives.

COMFARNET will supply the beehives and the beekeepers will pay back the cost of the hives by delivering honey. At present, they collect the honey and export the product in large drums for processing abroad. There is a need for processing machines at the collection centre to process and pack the honey in jars for export. World wide demand for honey is increasing, The profit potential lies in value-added processing. 

COMFARNET will need technical assistance and funds to put this project in place.

A Norwegian partner and/or funding by NORAD could be an option.

COMFARNET is highly interested in supplying fresh fruit and vegetables to Norway. They are already exporting to Switzerland and UK. Mr. Bakadde will prepare an offer for the various products based on air shipments. 

Next steps

NHO will pass on the offers to HSH who should get in touch with Norwegian buyers. An idea is to arrange a small fair in Oslo for various buyers, so they can look at and taste the very high quality of fruits and vegetables from Uganda. This needs to be funded by NORAD. 

Furthermore, COMFARNET would like to send their instructors for training in Norway. A co-operation between NORAD and NORAGRIC in this context is recommended. 

FG will talk to SIMPLOT, the world largest grower and buyer of avocado, to see if it is feasible to process the avocados in Uganda. SIMPLOT could be a possible partner. The cost of avocados in Uganda is USD 0,41/kg.

16)

Meeting with                   Jambo Roses

Date:                                 29 November 2002 

Present:                             FG, TD, KS, ER, VL, MS

                                          Daniel Kyriango Semutooke

Background

The company is owned 60% by Mr. Semutooke and 40% by various Norwegian investors.

The total annual production is 14 million roses. This used to be all exported to Norway.  Now,  only 2,5 million roses go to Norway and the rest is split between the Netherlands and UK. Jambo Roses has 280 employees. The company is presently not able to serve its creditors. Part of the reason is that the Swedish market is closed to them due to an internal shareholder conflict. 

Issues discussed

Prices of roses are low, due to competition from other African countries. The climate in Uganda leads to roses growing small heads, due to fast growth. The European markets want big heads, making competition difficult for Jambo Roses. They have introduced new plants with larger heads, but it will take time before the re-planting programme is fulfilled. They have also introduced other types of flowers that are in high demand and give high prices.

Prices for roses are as follows: 35cm – 7,5 cents a stem, 40cm – 8 cents a stem, 45-50cm – 10 cents a stem. This includes the sleeves around the flowers. The freight cost to Oslo is 4 cents a stem. One box = 800 roses. The shipping time to Oslo is 24 hours.

Next steps

FG will check the interest with his customers. The handling of flowers will probably have to be outsourced. The team hopes to be able to contribute to making Jambo Roses once again being an important player in the Norwegian market.

17)

	Meeting with 
	Agricare Ltd. 

	Date:
	27 November

	
	FG, TD

	
	Sophie K. Kayongo, Director Finance


Background

Agricare Ltd. is a fruit company owned by Mr. and Mrs. Kayongo (80%) and other fruit growers (20%). The size of the property is 300 acres with options to add another 200 acres. Water and electricity supply is in place. The current fruit production is dominated by pineapple, but plans exist to also grow mangos, papaya, and bananas for processing and preserving. The company is planning to establish a fresh fruit processing and preservation plant with the purpose of exporting dried fruits. The company has approached the Africa Project Development Facility (APDF) Nairobi, which has confirmed that it is prepared to assist Agricare Ltd. in preparing a feasibility study for the project and securing appropriate funding. The project cost is about USD 250 000 and the sponsors will provide about 60% equity as per the requirement of the APDF. 

Issues discussed

Agricare has sought co-operation with relevant South African companies providing technology and marketing support. Different follow-up options for Norwegian involvement in this project were discussed. Agricare would prefer a joint venture with an international operator for the development of the project and subsequent operations.

Next steps

The team awaits further details and a budget before any action can be taken. The project will then be brought to the attention of appropriate Norwegian operators in the sector and to NORFUND for funding options.  

18)

Meeting with              AMFRI FARMS LTD – African Organic

Date:                           28 November 2002

Present:                      FG, Angela E.K. Katama

                                   Mr. Amin Shivji, Managing Director and owner

                                   Mrs. Sonia Mwadime

Background

Mr. Shivji has been an exporter of pineapples, papaya, bananas, ginger and matoke for 10 years. In addition to his own farm, he is buying from 83 other farms. The company has a qualified technical staff advising and supporting outgrower farmers with methods, techniques in organic/sustainable farming and organic certification. Last year he started to sell dried fruit, based on a system developed at the University of Munich. All farms including his own are organically certified. They work without any government or aid agency support. 

The vision is to be the largest exporter of high quality fruits and vegetables from Uganda, while practising Fair Trade to the employees and outgrowers and offering high level of service and competitive prices to their customers. They have committed themselves to improve the livelihoods of the growers and staff. The outgrowers are paid a premium over the local prices while the employees are provided with safe and hygienic conditions. 

Issues discussed

Amfri Farms is exporting to Switzerland, UK, Canada, The Netherlands, Germany and USA.

All products are organically certified by IMO in Switzerland.

A solar drying plant consisting of 50 dryers is located at their farm in Luwero. The fruits are peeled, sliced and solar dried while maintaining high standards of hygiene, of personnel, equipment and facilities. This has eliminated the growth of micro organisms. All the products are purely organic and are preservative free. All the natural flavours are enhanced in the products. Warm air drying has been introduced to fasten the process of drying at all weather conditions. The dried fruits maintain the moisture for weeks even when the bag is open. The products have a shelf life of 8 months.

African Organic has also 10 dryers with a church group and 12 with “New Hope Orphanage”.

When the children get to the age of 18 they will train them and try to get them established with their own farm. The employees of the orphanage are taking care of the production and the money earned is spent on the different needs at the orphanage.

Mr. Shivji is interested in starting with organic honey, but needs a partner to start this project.

He can guarantee organic honey, since the bees will not fly more than a certain distance from the hive in any direction. He controls so much land, that placing the hives in the middle will guarantee that the bees will not be in contact with anything that is not organic.

Next steps

The team sees a potential for dried fruits in Norway. FG will contact his customers to launch products in the Norwegian market next year. He will also check the potential of fresh fruit and vegetables. 

NHO takes the project further in co-operation with Norfund, including the organic honey project. Mr. Shivji will be able to invest USD 100.000 himself. 

19)

Nor Coffee (U) Ltd.  

Date:                             30 November 2002 

Present:                         FG, TD, ER, KS

                                      Johnny Rønning, Kari Fjeld 

Background

Nor Coffee Ltd. was established in 1999. The estate owns 640 acres of land in the Mumbende District. The shareholders are three Norwegian families. They have so far planted 40.000 coffee trees and 2.000 Albizzia trees on the plantation. The estate has a capacity of 1 million coffee trees. They have planted Robusta, considered to be the best coffee trees for the climate. 

The business idea is to establish a coffee plantation based on organic farming. The owners have so far invested NOK 1,4 million in the project.

Issues discussed

Nor Coffee has applied for NORAD support to

· bring electricity to the farm (7 km), 

· improve the quality of the dirt road to the plantation

· establish a dam to be able to clean and polish the coffee beans. The dam will also give clean water to people living around the plantation. 

The estate will only give a very small crop this year, but should give 40 tons of high quality Robusta next fall. Without further expansion it will take time before the plantation will be profitable. 

Next steps

Team member ER will provide comments and proposals to Nor Coffee as to the further process. 

Fishing, Fish-Processing and Fish-Farming

20)

Meeting with             Uganda Fish Processors & Exporters Association

Date:                           27 November 2002

Present:                       FG , TD

                                    Mr. Ogwal Moses

Background

UFPEA was established in 1993, but got effective as a secretariat from 2001.

Working on a 3 year strategic plan, followed up by a 1 year working plan.

The association got 10 members, and 3-4 members are expected in the next few months.

Issues discussed

The strategy of UFPEA is to work towards aqua culture and to increase the supply of Nile perch. Mr. Moses also feels that they should promote more wild Nile perch.

The members are willing to invest in ways of adding value to the product and to find the technology that is required. All members are listed on their web page.

The export of fish from Uganda is all fresh and frozen filets of tilapia and Nile perch.

The FOB price of tilapia is USD 3,40/kg and USD 4,30 for Nile perch.

The landed price from the fishermen is USD 1,30/kg whole fish.

Mr. Moses mentioned that Greenfields and Gomba Fisheries in Jinja are interested in aqua culture. The technology is not available in Uganda, so they need partnerships.

He has learned that they have started to farm Nile perch in Egypt, China and Indonesia.

Several members are interested in joint ventures. They are looking for partners being able to  assist in  a value added strategy in fish.

The main export market for Nile perch is Holland and Belgium. They again distribute to other EU countries. The Dept. of Fisheries is controlling the standards, and the standards are according to EU standards. An Aqua Culture Association has just been established.

Next step

It was agreed to take direct contact with members of the association. 

21)

	Meeting with 
	Greenfields Ltd.

	Date:
	28 November

	Present:
	FG, TD

	
	Philip Borel de Bitche


Background

Greenfields Ltd. is a fish-processing company. In the late 1980s, Greenfields developed Uganda's first fish processing plant on the shores of Lake Victoria, one kilometre from the company's approved landing site. It is a modern processing plant with chilling and freezing facilities and employs some 200 workers. It produces a range of Nile perch and tilapia products in chilled or frozen form. The current production capacity is 25 tons per day, planned to be extended to 40 tons. Chilled products are mainly exported to Europe and the United States. Frozen products are exported to Europe, the United States, South America, Japan, Australia, and the Middle East.


All activities are supported by a comprehensive quality management system, which ensures quality and conformity to customer specifications. Greenfields is preparing for the new ISO certification 9001:2000 aiming at achieving this certification by early 2003. The Norwegian owned consultancy Total Quality Management Ltd. has been engaged to assist. 

Mr. Borel was of the opinion that the Department of Fisheries has developed into an efficient regulator. This is an important prerequisite for the successful development of the fish sector in Uganda and for securing its sustainability. 

Greenfields has its own potable water treatment plant with 200m3/d capacity, and an effluent treatment plant to meet the discharge permit requirements. 

Issues discussed

The meeting identified a few potential areas for co-operation between Greenfields and Norwegian partners. Mr. Borel expressed interest in co-operation on optimisation of the use of raw materials i.e. “sellable yield”; targeting the regional market. This may include:

· Production of cakes and hamburgers from cut-offs

· Export of fish bladders

· Silage for animal food

· Dried bones for animal foodstuff

· Gelatine from fish skin

Fish farming is not much developed in Uganda. There is however a significant potential for increasing the country’s fish resources through aqua culture. Greenfields is planning to expand its business into this area, including new species like catfish. They are interested in exploring the possibilities for joint ventures with relevant Norwegian companies. The team handed over some key information on Norwegian companies involved in tropical fish farming and water treatment. 

Next steps

The team recommends NORAD and/or NHO to identify and contact relevant Norwegian 

companies and institutions for possible “match making” with Greenfields within:

· Fish processing 

· Fish food

· Treatment of production water and effluent

· Tropical fish farming and fry production (i.e. Genomar etc.)

Total Quality Management Ltd. consultant Mr. Rino Solberg should be contacted about potential Norwegian involvement. Interested Norwegian partners should then be encouraged to approach Greenfield directly for further co-operation.

FG will look into the possibilities of involving Norwegian importers as regards import of fish. 

22) 

	Meeting with 
	Katabi Small Business Entrepreneurs Network (KASBEN)

	Date:
	27 November

	Present:
	FG, TD

	
	Herbert Sekandi Director/Chairman

	
	Angelo Katwere, Wise Chairman

	
	1 Representative from Aquaculture Research and Development Centre (ARDC).

	
	Some 15 Executive Members


Background

KASBEN is an umbrella of 17 entrepreneurs associations currently comprising 4250 paying members (ratio 1:3 female:male). Savings collected from members are used as micro finance funds to members for enhancing economic activities in various trades. There is an ongoing regional programme to boost the urgently needed restocking of Lake Victoria. The programme is funded by the World Bank and other donors and is supposed to be finished in 2006. The business idea of KASBEN is to produce and supply tilapia fry to this programme. In advance, the team had received a proposal, prepared by the Aqua Culture Research and Development Centre, for the construction of a fish fry plant in Katabi County. After the plenary meeting with executive committee members the team visited the project site where KASBEN has acquired a property. They plan to construct two ponds of 2700 m2 and the envisaged bimonthly income from fry production is Ug.sh. 73 000 000 = USD 40 000.

Issues discussed

Competent Norwegian companies might be interested in entering into this venture. Since the plans are still sketchy, a first step would be to confirm the financial and business potential of the venture and establish the necessary designs, plans, and organisational structure. The funding requirements and arrangements should also be addressed in more detail. Since the planned fry production is aimed at selling fries to the restocking programme of Lake Victoria funded by various donors, the market side should be relatively predictable up to 2006 and possibly also beyond, provided a prolongation of the restocking activity.

Next steps

NORAD will be asked to contact potential Norwegian partners (commercial and research institutions) to explore their capacity and interest in further development of this project opportunity. Since the project seems suitable for donor involvement, possibilities for NORAD support will also be explored. 

Finance Institutions and Funding

23)

	Meeting with 
	Barkleys Uganda 



	Date:
	27 November

	
	ER

	
	Frank Griffits, managing director


Background

The team wished to familiarise itself with the banking situation in Uganda. 

Issues discussed

Mr. Griffith went through the banking situation.  

· More banks exist (16) than is warranted by the size of the country's economy. It is the policy of the central bank to encourage a reduction of that number. The fact that about 80% of the banking business is done in Kampala is also a very clear indication of the tremendous economic concentration in the capital.

· Uganda's financial business sector's major problems were characterized as follows:

· Credits shorter than three years are hardly available, due to lack of long-term deposits and government long-term facilities. The exception is a credit line from The European Investment Bank.

·  No venture capital

· The Asian community and most of the ethnic Ugandan capitalists put their money in bank accounts abroad

· Serious non-performance

· Courts are unpredictable

· Only one valuation company

· Fraud, often internally originated, is a big problem in the banking sector
Next steps

The meeting does not require any follow-up.
24)

	Meeting with 
	Centenary Rural Development Bank

	Date:
	29 November

	Present:
	ER

	
	Mr. Paul K. Nyakairu, General Manager

	
	


Background

The team wished to look into the situation of Ugandan financial institutions with a particular view to funding rural projects

Issues discussed

Mr. Nyakuru described the situation of Ugandan financial institutions as follows.

· During the last few years there has been strengthened control and elimination of some of the weaker institutions

· Strengthened regulations of banks and introduction of regulations of other financial institutions as well, including micro-credit institutions

· Micro-credit institutions have problems with finding a format for their activities, but there are exceptions. Many of them base themselves on group lending as a first step, and the basis for the evaluation is the person(s) in question rather than the project.

· A long-term credit market can be developed in Uganda and in other developing countries, if pension funds and other similar funds were established and their capital channeled into the banking system.

Next steps

The meeting not require any follow-up.

25)

	Meeting with 
	Rural Credit Finance Company

	Date:
	29 November

	Present:
	ER

	
	Mr. J. Balamaga Kayizzi, General Manager


Background

The team wished to look into the situation of micro-credit financing in Uganda.  

Issues discussed

· Rural Credit Finance Company is a micro-credit institution, operating according to the group lending principles of Grameen Bank, thereby serving the lower end of the market. In operation since 1980, it was incorporated in 2001. It operates according to commercial principles. Their services go beyond loans, as the village credit meetings are used for public information purposes like HIV/AIDS, maternity questions etc.

· The institution has 6000 customers in 7 districts, and the total loan portofolio is Ug. Sh. 100 mill. (appr. USD 27,000). It is owned by an NGO; the Volunteer Effort for Development Concern, VEDCO. The original funding came from USaid, African Development Bank and a loan from a Dutch NGO. Now most of the funding comes from deposits.

· The monthly interest rate is 3,2% for the agricultural sector and 3,8% for the commercial sector, while the savings interest rate is 3,8%.

Next steps

The meeting does not require any follow-up.

The Construction Sector

26)

	Meeting with 
	Uganda National Association of Building and Civil Engineering Contractors (UNABCEC)

	Date:
	27 November

	Present:
	VL, MS

	
	Mr. Godfrey Zaribwende, chairman of UNABCEC 


Background

Uganda Association of Engineers and Contractors (UNABCEC) is the umbrella for companies in the construction sector. It is a member of the Federation of Uganda Employers, and the second partner in the FUE/NHO project on occupational health and safety.    

The construction sector is a potentially important area for Norwegian involvement and for partnerships. 

Mr. Zaribwende runs his own construction company (Babcon Uganda Ltd), and has had jobs for i. a. the Norwegian embassy in Kampala.  

Issues discussed

We looked at two very different subjects: 

· On the potential of local involvement in projects in the construction sector, Mr. Zaribwende made the following observations/recommendations:

1. All procurements or contracts in Uganda by Norwegian authorities or companies below USD 300.000 should be given to Ugandan contractors following a pre-qualification procedure. (The definition of “Ugandan contractor”: A Ugandan registered company with at least 51 % of capital/shares owned by Ugandan citizens).

2. For contracts beyond USD 300.000 granted to a Norwegian contractor; all subcontracts should be given to Ugandan contractors similar to the above.  

3. Technical assistance to Ugandan constructors should be provided for by Norwegian expertise: NORAD should set up a team of trainers, consisting of retired Norwegian professionals. This system is applied by Germany and the Netherlands. Examples: Training managers and employees in health and safety, in state- of -the -art production methods, in work organisation and labour relations.  

4. Direct investments should be made from Norwegian construction companies to Ugandan companies. Joint ventures, transfer of technology. Areas: Road construction, public contracts etc.

5. Trading: There is a potential for bringing Norwegian products in the building industry to the Ugandan market: Machinery, pipes, fittings etc.

6. NB: Any Ugandan partner has to be well established in the Ugandan market, reliable and 

generally acknowledged in the construction sector, pay taxes etc. Before entering into any partnership, UNABCEC will check the company in question.

· Mr. Zaribwende then put forward an idea which he and his company would like to explore further in co-operation with Norwegian investors and relevant expertise:
1. The islands of Lake Victoria in the Kampala/Entebbe region are inhabited. Approximately 50.000 people live there permanently. There is also some tourism to the islands, and facilities like modern lodges etc. are developed. This creates a permanent need of transport, partly to and from the mainland, partly between the islands. Today, the system of transportation is rudimentary, unreliable and dangerous. The use of small canoes is common for the locals.

2. Each year, 500 people drown on the lake as a result of this. (The team noted in the newspapers that two persons drowned while we were in Kampala).  

3. The idea is to establish a small ferry company and to buy 3-4 high-speed vessels from a Norwegian yard. The boats, satisfying all relevant technical and safety requirements, should carry 70 –100 passengers each. The company would seek partnership (joint venture etc.) with a Norwegian shipping company specialising in local ferry activities. Training is a vital component; in terms of the technical skills required to run and maintain the vessels, in terms of safety, of work organisation,  management etc. 

4. The project is deemed profitable after a couple of years, provided a reasonable funding is provided for the acquisition of boats.  

5. The team was asked to look into this matter and provide Mr. Zaribwende with further guidance.     

Next steps

· The UNABCEC proposals as to projects in the construction sector will be brought to NORAD’s attention.

· As for the proposed ferry company, the team will bring the idea to the attention of  NHO/NORAD/Norfund.

Property and Business Registers

27)

	Meetings with 
	Ministry of Justice, Registrar General Department; 

Ministry of Water, Land and Environment, Commissioner Land Registration/Charges 

	Date:
	27 November

	Present at the Ministry of Justice: 


	ER

Hans Venvik, First Secretary, Norwegian Embassy

      Sam Kajoba, Program Officer, Norwegian Embassy

	
	Ben Turyasingura, Principal State Attorney, Registrar General Dept, Ministry of Justice and Constitutional Affairs                                                                                                                      



	Present at the Ministry of Water etc
	      ER

Hans Venvik, First Secretary, Norwegian Embassy

Sam Kajoba, Program Officer, Norwegian Embassy

Edward Karibwende, Registrar of titles (Acting Commissioner)

Robert Opio, Registrar of titles

Robert Nyombi, Registrar of titles 




Background

Registers are important in business development in a number of different ways. Without reasonably well-functioning land and property registers there will often be uncertainty as to who owns what. This will have obvious consequences for the risk level connected to many types of business transactions. Such registers are also a precondition for operating functioning pledge registers. Pledge registers are important for any country’s credit situation, allowing a company or private person to borrow money secured in access to a piece of property. By having a reliable register of movable assets, like cars, trucks, factory machinery etc. the potential for credit in a country is dramatically increased.

Issues discussed at the Ministry of Justice 

1. In the commercial sector, the Registrar General Department of the Ministry of Justice operates a Registry for limited liability companies, a Registry of business names for non-limited liability companies and a Registry of foreign companies. The registers are manually stored and operated. The Register of companies is based on the Companies Act of 1958 (i.e. British colonial times) and includes information on share capital, area of activity, shareholder, annual accounts (if public), floating charges, certain decisions by board of directors, partnerships and power of attorney. Today this register contains 50 – 60.000 files.

2. The Speed project, financed by USAid, has developed a proposal for a computerised filing system. This system will be based on the existing filing concept. 

3. There is a law to create an independent registry body, with its own income, instead of as today, a department in the Ministry of Justice. It has not, however, been implemented. 

Issues discussed at the Ministry of Water etc.

1. The title register is a manual one, implying a very cumbersome and time consuming searching process. The only reference is a up to six digit number, awarded centrally and chronologically. All registration is now done centrally, but there is a decentralisation process to the 56 districts on the way. All relevant documents pertaining to a piece of land are recorded. That includes ownership, description the land and incumbencies. Only 20% of all Ugandan land have titles. In a addition to the tille register a land information system exists.

2. Computerisation is wanted, but based on the existing system. Malaysia, also a former British colony has the same system, but computerized. There is an agreement with the Speed project to implement a computerized indexing of the titles in 4 districts during a period of six months. The ambition is to take this to all 56 districts, make it much more extensive, scan all existing records, and setting up the necessary infrastructure for it.

3. The Bureaux of Statistics of Uganda and Norway last fall organised a Ugandan visit to Norway to study Norwegian registers, their organisation and operations. The delegation,  led by the Ugandan Minister of State for Planning, comprised representatives from the Office of Registrar General, Uganda Bureau of Statistics, Registrar of Land and Registrar of Birth and Death. The main purpose of the visit was to acquaint the delegates with Norway’s system of registers as a base for administrative information and statistical work. Of special interest was the economics of maintaining registers, incentives for providing necessary information, legal aspects and use and limitations of the registers for statistical purposes. During the visit meetings were arranged with Norwegian Bureau of Statistics, Norway Mapping Authority, Brønnøysund Mapping Authority, Directorate of Taxes and National Data Inspectorate (Datatilsynet).

The visit was part of the Ugandan effort to strengthen/streamline all registers, both legal, rights and commercial. A technical team headed by the Norwegian Bureau of Statistics will visit Uganda in December. They will study the register systems of Uganda and the legal framework; providing recommendations on how Uganda may establish a Central Population Register and introduce a system of a personal identification number. This will be followed by a Ugandan stakeholders workshop.

Next steps.

This is area where there is room for a close public/private co-operation. 

Norway Registers Development AS (NRD) specialises in developing registers, particularly commercially relevant registers, like pledge registers, registers on movable assets, land registers and company registers, but also rights registers, in transitional economies. Land and pledge registers are often particularly important for the development of a functional credit market. The company is often involved in giving legal advise, concept development, software development, establishment of register institutions, delivery of hardware, training of personnel, and in some cases operation of the register(s). 

After the completion of the above mentioned visit to Uganda and the following workshop, NRD and possibly other Norwegian companies with experience and expertise in this area should be brought into the picture. Team member ER will raise this with Norad and NRD.

8) Energy: Hydro Power and Oil

28)
	Company name:
	Uganda Electricity Distribution co. Ltd (UED)

Uganda Electicity Transmission co. Ltd (UET)

Uganda Electricity Board (UEB)

	Representatives:
	UED - Managing Director Irene Muloni

UET – Managing director Kiyemba Eriasi

UEB – Managing director Paul J. Maré

	Date:
	28.11.2002

	
	ER, MS


Background:

There is a vast hydro energy potential in the country.  Norwegian interests are already present in the Karuma hydro power plant and the Bujagali hydro power plant. However, also several smaller hydro power schemes is in the pipeline, and combined with an urge for privatization, the power sector in Uganda is attracting an increasing attention from investors and entrepreneurs.

Issues discussed

Distribution:

The availability of electricity in the rural areas is very poor. There is an ongoing privatization process for the concession of the distribution network. This concession covers the operation of the existing network. Extensions of the network or new rural networks will be treated separately, probably as BOT projects. For this purpose, the World Bank has made available US$ 350 mill that will be used as grants in a Rural Development Program. NORAD has also entered into the program. The grants will cover up to 50-60% of the invested amount. Experiences gained from the cell phone operators in certain rural areas show an unexpected high ability to meet payments. It is expected that also rural electrification investments in these areas will benefit from this middle class of the informal sector.

Transmission:

The transmission company will remain in the public sector. The existing transmission network will require investments to meet the demands inflicted by the planned extensions of the rural distribution network as well as the forecasted increase in the production capacity. The power export opportunities are interesting, and will also trig transmission line investments. Additionally, part of the transmission network is in a bad condition. There are several projects in the pipeline. NORAD is currently financing a feasibility study for a 220 kV transmission line from Kampala southwestwards towards Tanzania.

Generation:

The concession for the operation of the existing power generation has been sold to ESCOM. New generation plants will be treated separately, probably on a BOT basis. There are several interesting small, medium and big hydropower schemes. There are also plans to develop solar energy and bioenergy schemes.

Next steps:

Interested actors should act quickly to approach and develop the best schemes. The team proposes that Norwegian expertise on small hydro power schemes joins forces with local or regional investors and/or technical competence to develop the projects. Team members ER and MS will approach possible Norwegian actors, like SN Power Invest, Interkraft, Jacobsen Elektro, Veidekke, Statkraft Grøner and Norplan to inform them about the possibilities and to identify their interest. Locally, Invesco is proposed as a competent partner. See separate report no. 31. 

Espen Lier from NVE is currently assisting the Ugandan Electricity Authorities, and can act as a contact person until July 2003. His contact details are:

Cell phone: + 256 77 696289

e-mail: era@africaonline.co.ug

The further development of the Karuma hydro power plant might be accelerated due to the turmoil around the Bujagali. This plant could be entered into as “the Norwegian showcase”. The further progress for the Bujagali project is unknown.

29)

	Meeting with 
	Ministry  of Energy, Petroleum Exploration and Production Department , Entebbe

	Date:
	27 November

	Present:
	ER

Hans Venvik, First Secretary, Norwegian Embassy



	
	Reuben J. Kashambuzi, Commissioner

Ernest N.T. Rubondo, Assistant Commissioner

Robert Kazambe, Geologist




Background

The oil and gas prospective area in Uganda is divided into five blocks with a total acreage of appr. 25,000 km2. Considerable shooting of seismic has taken place. The awarding of licenses takes place through negotiations with prospective interested parties. So far two licenses, each covering one block, have been awarded. One block has been awarded to operator Heritage Oil  & Gas (50%) and Energy Africa Ltd.(50%). Here exploration drilling is taking place. The second block has been awarded to operator Hartmann Petroleum (50%) and Heritage Oil & Gas (50%). 

Heritage is British, but Canadian owned. Hartmann is Australian and Energy Africa is South African, but with a considerable Malaysian Petronas ownership. All companies are small. Should exploitable discoveries be made, additional oil companies willhave to be brought in. There have been several large oil companies, like (ElfTotalPetrofina) and BP and ExxonMobil indicating interest, but so far without resulting in contracts.

Issues discussed 

Mr. Kashambuzu expressed a wish for co-operation in the following areas:

· Formalised co-operation with Norwegian Petroleum Directorate.
· Norwegian assistance in reviewing existing petroleum legislation.
· Promotion of Uganda in the Norwegian oil community
· Industry training of Ugandan graduates from Norwegian universities.
· In case of commercial oil discovery, Norwegian oil company farm-in. Need for early familiarization with Uganda.
Next steps

Even though the Ugandans are quite optimistic regarding the possibilities for commercial discoveries, it is unlikely that large discoveries will be made. The Norwegian involvement has so far been mostly been channelled through the Petrad program, and there is a relatively large number of petroleum relevant Ugandans who have studied in Norway or participated in Petrad seminars.

As three concession areas have still not been awarded, and an oil and/or gas discovery would require additional oil company participation, there is room for Norwegian oil company participation, if interest could be generated. It is unlikely that the two Norwegian ”majors” are interested. It could be worthwhile however to contact the smaller oil companies and other Norwegian actors in the oil area to see if such interest could be generated. A Norwegian government participation would also support a Norwegian industrial activity. A co-operation agreement between The Norwegian Petroleum Directorate and relevant Ugandan authorities would be such a contribution. So would a positive response to the request for Norwegian assistance in reviewing existing Ugandan petroleum legislation. Such a review could be carried out by the Norwegian private sector. There exist a number of experienced Norwegian experts who have carried out such tasks in other developing countries, who on a commercial basis would be available for such a mission. 

In view of Petrads longstanding activities in Uganda, these issues should be raised with them before any actions are taken.

The team put forward the following concrete proposals: 

1. The question of co-operation agreement is raised with NPD. 

2. The question of participation in Ugandan oil exploration is raised with  prospective  

Norwegian companies.

3.   Assistance in legislation review raised with NPD and Norad.

3. Industry training is raised with relevant Norwegian companies.

Team member ER will

raise proposals 1 and 3 with Norad and NPD.

raise proposal 2 with Statoil, Norsk Hydro, Aker Energy, Det Norske Oljeselskap, Norse Petroleum and possibly others.

raise industry training with Petrad.

All above issues will be discussed with Petrad before implementation. 

Telecom and IT etc.

30)

	Meeting with
	Uganda Home Pages Ltd

	Present
	MS

Edward Baliddawa

	Phone:
	+256 41 503 005/6

	E-mail:
	Edwardkb@starcom.co.ug

	Web

Date: 
	Www.uganda.co.ug
30.11.02 


Background:

Uganda Home Pages Ltd is the main provider of home pages in Uganda, maintaining over 80% of the market. However, the availability of the Internet is mainly limited to the capital. Smaller companies do not often afford to make their own homepage.

Issues discussed

· Info kiosks

Uganda Home Pages proposes to install Info-kiosk in central areas, as well as distributed in the rural district headquarters. They will maintain several purposes.

Commercial:

The kiosks can act as an advertising media. This will mainly be relevant in central areas.  The commercial content will be needed to finance the running of the kiosks.

     Development:

This could include educational information of health, safety, environment, education, information form the government, updated news etc. Also the training of the rural private sector, i.e. farming techniques, market prices, ecological farming proposals, how to obtain micro financing etc. could be included in the content.

· Web page promoting the electrification sector

In connection with the promising energy sector, it is proposed to make a web page to promote Uganda’s investments and trade opportunities within rural electrification and generation of energy. The intention is to be a forum for bringing together business traders from Uganda and those in the Nordic countries to exchange information on available business offers, like suppliers of equipment, consultancies and services within the energy sector. Additionally, the page will give information of energy projects, investment opportunities and key players. NORAD is funding a feasibility study of the web page concept.

Next steps

A co-operation between Uganda Home Page, the Ugandan university and Norwegian expertise can approach the info kiosk idea together with the emphasise to keep the kiosks informative, easy to maintain and easy to update even in the rural areas. Norwegian actors intending to enter the Ugandan energy market should contact Uganda Home Page Ltd for further information.

Considering the issue from a more general viewpoint, the NORAD homepage could act as a meeting point between Norwegian interests and private sector companies in the developing countries. This could be achieved by assisting the private sector companies in making a homepage, and linking this homepage to an assigned meeting place on the NORAD homepage.

31)

	Meeting with
	Invesco and MTN

	28.11.2002

Present:


	MS, ER, VL

Director Charles Michael Mbire

	Phone:
	+256 31 260 050

	Fax:
	+256 31 260 049

	e-mail:
	Charles@mbire.com

	Web
	www.mtn.co.ug


Background:

Invesco is the local partner of MTN South Africa. MTN is a main actor in the cell phone market in Southern Africa, and has 65 % of the telecommunication market in Uganda. Their Ugandan network covers most of the country. 

Issues discussed

MTN measures the activities on their base stations, and uses this as an indicator for the economic activities in the rural areas. This indicator could be used in the development of electrification projects. The Ugandan cell phone market was much larger than expected. 

Mr. Mbire held the view that the purchasing power of the informal sector has been largely underestimated in current statistics.

Invesco now wishes to invest in the energy sector. The billing concept should be the same as for cell phones, using prepayment schemes. Further information is to be found in the chapter on the energy sector in this report.

Furthermore, Invesco presented the team with an investment program for adding value in the fishing industry. There is a huge potential in areas like filleting, canning, drying/smoking etc.  Fish-farming is another area. Norwegian expertise seems beneficial. Further information and contacts can be found in the chapter on fish etc. in this report.

Next steps

The team feels convinced that interested Norwegian investors or actors in the energy sector,  fish farming and fish processing will meet a knowledgeable local partner in Invesco. 

GSM-data as input in the planning of rural electrification projects seems beneficiary. So does the use of GSM for prepayment billing purposes.

The team will recommend NHO/NORAD to identify potential partners. . 

Consultancy services

32)

	Meeting with 
	Nemko Certification Uganda Ltd (Nemko)

	Date:
	28 November

	Present:
	VL

	
	Ms. Olivia Lokwiya, General Manager

	
	


Background

Nemko is a subsidiary of the Norwegian company Nemko Certification AS. It certifies Ugandan companies wishing to comply with international quality systems. like the ISO 9000 or 14000 series. Nemko at present has about 55 clients in Uganda

Issues discussed

The purpose of the meeting was for the team to be informed of ongoing Nemko activities. We   learned about its co-operation with Total Quality Management Ltd, Uganda, run by a  Norwegian consultant. The latter provides companies with the services and advice needed to comply with the standards, and Nemko makes the certification. 

Next steps

The team will meet with the Nemko management in Oslo to explore potential future co-operation. 

33)

	Meeting with 
	Development and Management Consultants Int. 

	Date:
	28. 11. 02 

	Present:
	VL, ER, MS

	
	Dr. Sam Katabaazi

	
	


Background

Dr. Katabaazi runs a consultancy firm, i. a. working for DANIDA on a 6 mill. USD capacity building project in the public sector, including training and road construction. He also owns a recently established paint producing plant, the East African Paints Manufacturers Ltd, using the brand name SAGE.  

Issues discussed 

The team was informed of several projects, the most concrete of which was his search for a Norwegian partner in the paint business. For the time being, Dr. Katabaazi and his Sage company concentrate on interior paints only, and he is about to become Uganda’s leading producer. Because of rapid expansion and a need for a broader range of paints, he would like to identify a partner with capital as well as professional experience. 

Next steps

The team will bring Dr. Katabaazi’s project to the attention of NORAD, as well as to some leading producers of paint in Norway (Jotun?). 

Contact details: 

Tlf; 041 345416

Fax: 041 345411

Mobile: 077 405264

e-mail: eapm@utlonline.co.ug
34)

	Meeting with 
	NORPLAN Uganda Ltd.

	Date:
	29. 11. 02 

	Present:
	VL, TD MS

	
	Lawrence Levy Omulen, Managing Director

	
	


Background

Established in 1995, NORPLAN Uganda Ltd. (a subsidiary of NORPLAN  AS, Norway) is a consulting company providing services in the fields of planning, economics, engineering, architecture, social and environmental studies and management the public and private sector. It employs about 20 people. Close links to NORPAK, a consortium of Veidekkke, ABB, Alstom and NORPLAN. 

Issues discussed

Less than 5 % of the Ugandan population has access to electricity. This prevents development in all respects. After the Bujagali failure, one hopes that the Karuma project will come off the ground. A potential for a “Norwegian showcase”, with NORPAK and other Norwegian companies already involved. 

Can people pay for electricity? Yes, definitely! This is proven by the experiences of MTN, which is totally based on prepayment. 

21 smaller hydro power plants are planned throughout the country. Alternatives are looked as well: Bio- mass, solar power, wind. The potential is there for Norwegian involvement in all these areas. 

Mr. Omulen told the team that he too, was one of the young Ugandans benefiting from the Lånekassen scholarships. After receiving business training in Norway, he went back to Uganda in 1995. 

Next steps

No concrete follow-up with regard to NORPLAN. The team will propose a particular project aimed at stimulating more Ugandans to go to Norway for studies/training.  

PART IV

Concluding remarks

The team has had the opportunity to study in some detail the potential for involving Norwegian business in Uganda PSD. We have learned a lot, and we have met with people in many sectors and environments. They were all different, with a diversity of ideas and visions for their own businesses. Yet there were common features: A dynamic approach to problem solving, professional skills and attitudes, and indeed a highly visible optimism and belief in the future of Uganda. We were impressed by the qualities these people demonstrated. We hope to be able to contribute, through this report and the activities it may lead to, to the development of the country. 

Norway is no large country, and we represent a small market compared to the majority of  Uganda’s trading partners. Nevertheless, we do believe that Norwegian business has a contribution to make. Our companies represent a positive business culture, with high standards in management, quality in performance and end results, and the ability to meet  environmental challenges. There is definitely a market for such qualities – provided they are 

presented to the market under terms equal to all operators.  

In part I, the team has identified projects which we believe can make a difference – locally or at the national level. In Part II, we have presented some principles on which NORAD should base its PSD approach. 

A mission to identify and pursue private sector business opportunities is a typical iterative process, especially taking into consideration the broad scope of sectors and project possibilities involved. The mission covered a lot of ground and established contacts with many Ugandan entrepreneurs. Some prosperous opportunities have been screened out. The real accomplishment of this reconnaissance type of mission is however closely dependent on the success in matching the identified opportunities with the relevant Norwegian private sector actors, and that the latter actively pursue the initiatives with their potential Ugandan partners. 

As for the team’s own follow-up: Some of the opportunities in trading of agri-products will be followed up directly by the Norwegian team member who is an actor in this sector. Other projects will be pursued by the pertinent team members. Furthermore, the team will inform all  companies and people mentioned in part I about our findings and conclusions, by way of sending them the final report. This will enable them to make direct contacts with potential Norwegian partners or with NHO/NORAD. 

In order not to leave this mission as an open-ended and non-responsive initiative, we suggest that NHO and NORAD convene a meeting with the team in 6 months time from now, to take stock of lessons learned and to discuss projects which are going well and those which don’t. This will also provide useful feedback on how similar efforts to enhance private sector co-operation elsewhere can be efficiently performed.

NHO/VL
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