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From Chief Executive Officer

Staff of Mpigi Branch engaging with customers over breakfast

Every staff member
should be engaged
in sales activities

T

HE institution is currently
promoting branch-based
marketing, whereby every
member of staff is expected to
continuously promote and sell
UGAFODE’s products and
services.
Staff should consider every
person they meet as a UGAFODE
customer or potential customer
and, thus, should seize every
opportunity to market to them
UGAFODE’s products and
services.
This could be done in public
transport vehicles, at church or
mosque, in a shopping mall, at the
market or among neighbours.
Tools needed for successful
branch-based marketing
l An understanding of the concept
of branch-based marketing
l An understanding of

UGAFODE’s Vision, Mission and
Core Values
l Understanding of the target
market and their aspirations, to
know which products to market
in a particular community during
certain periods.
l Understanding of the
products and services offered at
UGAFODE. All staff must have
common knowledge of loans and
savings products, and be able to
answer customers’ questions
l Understand the competition.
Find out who the close
competitors are and what they are
offering to the customers. Identify
UGAFODE’s advantage over the
competitors which should be sold
to the customers.
l Understand the institution’s
performance history in the area.
Turn to page 2

DEAR MEMBERS,
I congratulate you on completing the first
half of the year 2022, and thank you for
the good work you do to move UGAFODE
Microfinance Limited (MDI) forward.
We have continued to work towards
leveraging on existing ICT infrastructure to
digitize our processes and systems.
In partnership with Centenary Bank and
DTB, our customers will be able to access
services through their agents countrywide
as we wait for the amendments in the
MDI Act that will allow us to offer agency
banking. These services are going to be
reinstated in the coming months after our
ICT security enhancements.
Additionally, we expect to leverage on
the partnerships to expand our operations
through the sales centre model. I am happy
to inform you that two sales centres, ie,
Kyarushesha (attached to Kagadi) and
Kitagwenda (attached to Ibanda Branch)
are complete and waiting for Bank of
Uganda inspection before being fully
opened.
Lastly, as you are all aware, the economy
is getting tougher each passing day with
increase in food prices, fuel and other
commodities. So, I urge each of you to be
mindful of your expenditures and also to be
more efficient as you travel to the field as
this is likely to bring up programme travel
expenses.
Also, let us make sure that we disburse
loans to businesses/ enterprises that
demonstrate resilience to the current
economic situation.
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Corporate social responsibility activities carried out at the branches
From Page 1
Establish the trends in
performance and research
for opportunities
Key marketing activities
Staff and branch managers
can promote UGAFODE
products and services by:
l Going out to sell to
business people, members
of savings groups, opinion
leaders in communities,
school authorities and

Nakivale Branch donated food items to refugees in the settlement on Eid

showcasing or exhibiting
at key events, expos
and in busy places such
as markets, churches/
mosques and shopping
malls on the busiest days of
the week/month.
l Generate a list of
potential SME customers
and draw a plan to
approach them.
l Ask for feedback from
customers and other
members of the community
about what they think about
UGAFODE as a brand and
its products, and report
this feedback to the branch
managers or regional
managers. Branches could
also regularly organise
surveys about the products
to establish exactly what
customers want. This will
enable management to
design products that meet
the customers’ needs.
l Ensure timely resolution
of customer complaints.
l Dress in institution’s
branded wear at every
opportunity so as to
promote visibility and
build brand trust within the
community. Encourage
customers to approach you
to ask about UGAFODE.
l Cross-sell to customers

that walk in the banking hall,
for example, customer care
officers should talk about
UGAFODE Mobile services.
l Organise events, such as
customer days (weeks or
months) or luncheons with
customers.
l Organise marketing
drives in the communities
with brochures and account
opening forms.
l Offer customers branded
tokens like pens, key
chains, calendars or
notebooks.
l Conduct public
relations activities to
publicize UGAFODE and
promote its products, for
example, corporate social
responsibility activities such
as sponsoring activities in
the community or featuring

in media (such as regional
radios or TVs) to provide
information on UGAFODE
products and services.
Seize every opportunity
to share timely, relevant
information with consumers.
l Branch managers
should monitor, measure
and review the branch
performance in response
to the various marketing
activities so as to revise
their plans accordingly and
deploy resources efficiently.
Branch managers should
regularly share reports with
the department of Business
Growth to show their
successes and challenges.
l Make appreciation calls
to new customers and
follow-up calls on inactive
and dormant customers.

Head Office team meeting a women’s group

Nema Penduzi conducting financial literacy training
among refugees in Juru in Nakivale Settlement. On that
day, she opened up one ordinary savings account

Alice Matama facilitating training in branch-based marketing
for staff at Nansana Branch
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Ibanda team mobilising customers in Kanyarugyiri cattle
market

ABOVE AND BELOW: The Nakivale team exhibited at
the World Refugee Day commemoration in Rubondo on
June 20, 2022. This helped to increase visibility and trust
for UGAFODE as a brand among refugees in Nakivale
Settlement and organisations that work with refugees

Appreciating a customer with a birthday cake at
SME Suite on Bombo Road
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Staff share their winning formula
At UGAFODE, we continue to celebrate good performance and urge every one to
do their best. Today, some members of staff share with us tips on how they organise
themselves to achieve their best.
IMMACULATE KEMIGISA (MBARARA BRANCH)
OUTSTANDING PORTFOLIO:
1,152,144,269
AVERAGE PAR 30: 3.18%
I have worked at UGAFODE for two-anda-half years. I thank God for giving me
strength to do my duties. I feel grateful
and happy for being a star performer.
My winning formula is very simple: I put
my clients first. This is what drives me
to follow up or monitor my clients on a
regular basis and work on their loans fast.
Subsequently, my happy clients refer to
me other clients.

OCTAVE NYAKAIRUKA (SEMBABULE BRANCH)

AVERAGE PAR 30: 5.39%
I have been with UGAFODE for threeand-a-half years. I feel so happy for being
recognised for my hard work.
I appreciate my team mates at the branch
and the entire UGAFODE team for the
support, the teamwork and respect they
give me.
I ensure that I serve our customers
on time and keep the interpersonal
relationships. The happy customers then

refer other customers to us.
With the right support and information
from management, I see myself growing
UGAFODE’s business to higher levels,
having a better PAR and growing my
career to the level of credit analyst.
I contribute to teamwork by encouraging
my colleagues to have faith in our
institution and be passionate about their
work so as to achieve our targets.
I encourage other credit officers to work
hard, respect others, believe in what they
are doing, be self motivated and promote
teamwork. In addition, keep on learn and
improving yourself.

ISAAC MUGENYI (KYOTERA BRANCH)
OUTSTANDING PORTFOLIO: 1,045,446,479
AVERAGE PAR 30: 2.31%
I feel good for having been recognised and
it motivates me to work harder. I have been
with UGAFODE for two years and seven
months.
My winning formula is: monitoring my portfolio
and always calling up clients who are due. I
endeavor to maintain good relationships with
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OUTSTANDING
PORTFOLIO:
1,061,919,742
AVERAGE PAR 30: 1.74%

I am also an aggressive mobiliser and I
can’t leave a place without mobilising new
clients.
In addition, I do good appraisals for
my loans with the help of my credit
supervisor. Therefore, I give loans that are
not hard for me to recover.
With my hard work, I see myself becoming
a manager in any of the UGAFODE MDI
branches in future.
I encourage credit officers to focus on
good relationship management with their
customers, have a good loan turnaround
time, understand their customers’ needs
and do good appraisals.

OUTSTANDING PORTFOLIO:
1,121,611,689

PHEONA NAHURIRA (RUSHERE BRANCH)

my clients. More so, I manage my time well
and I am always among the first people to
arrive for work.
I continuously market UGAFODE products
to as many people as possible, in addition to
getting referrals from existing clients.
In five year’s time, I see myself becoming a
credit analyst.
I encourage other credit officers to manage
their time well, have a positive attitude
towards work and be open to learning.

I feel so excited and humbled
for being the first credit officer
at Rushere branch with a
portfolio of one billionaire.
I joined UGAFODE in
May 2018 as a sales and
marketing officer and in
February 2019, I crossed to
credit.
I have been able to maintain good relationships with my clients
and this has helped me to get good referrals from them.
I keep a positive attitude in everything I do, even during difficult
times.
I endeavor to meet my customers’ expectations in terms of turn
around time and give them money in expected time.
In addition, I consistently do thorough follow up on clients’
promises in regards to loan recovery which has helped me to
always have 1 digit as my PAR both 1 day and 30 days.
I also endeavor to identify clients with capacity, and that is how I
have managed to grow quality portfolio.

FRED RUTIZIBWA (SEMBABULE)

INCENTIVES

Earn yourself
extra pay
A

RE you aware that we have the following
incentive schemes?
1. Credit Incentive Scheme
Those that disburse money in excess of their
target are given an incentive.
2. Commission on recovering written-off
loans (10%). Whoever, recovers a writtenoff loan earns 10% of the total amount
recovered.
Dear members, with this increase in food
prices, do not miss out on an opportunity to
earn extra income. One of the people that
benefited is Verah Urayeneza, a credit officer
in Ibanda. Verah has worked with UGAFODE
for seven years and she has this to say:
I Feel so good for earning the incentive
and being recognised. I have been with
UGAFODE for Seven years and I thank God
for always guiding me.
I am committed to my work and always
endeavor to do the right thing at the right
time. I always plan well for my activities
so that I complete my tasks within the
designated time.
I work hard to know my customers well and
build good relationships with them so that I
can serve them to their expectations.

“

Turn to page 6

OUTSTANDING PORTFOLIO:
1,092,164,257
AVERAGE PAR 30: 3.62%
I feel good and special when I
perform well, and it encourages
me to put in more effort to
continue excelling.
I started working for UGAFODE
in 2018 as a sales and
marketing officer. After one
year, I joined credit as a group
officer. As a credit officer, I do both group and individual loans.
My winning formula is setting goals and maintaining good
habits. Goals provide me with a sense of direction and help
me to focus. In addition, effective habits give me the mental
discipline to reach my goals.
I would like to encourage other credit officers to work hard.
“Success takes nothing, but hard work and setting goals for
yourself. So it starts with you.”

Verah Urayeneza, a credit officer at Ibanda,
is happy to have benefited from the Credit
Incentive Scheme
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Uraneyeza
on what
makes
her tick

Staff who earned extra pay
In May, following Credit Officers performed well and collectively
earned an incentive to the tune of UGX1,166,850.
STAFF NAME
1. Yonah Musinguzi
2. Tracy Tugumisirize
3. Verah Urayeneza
4. Ivan Musana
5. Fred Rutizibwa
6. Brian Singoma
7. Samson Kabwidi
8. Julius Kyagera
9. Pheonah Nahurira
10. Ambrose Asiimwe
11. Rita Racheal Nassali

I encourage credit
officers to love their
job, be committed
and do the right thing
at the right time. This
will enable them to
achieve their targets
and get motivated to
work harder.
I am always happy
and motivated when
I achieve my targets.
I appreciate the team
work at my branch and
the support given to
me by mu supervisors.

Poor
planning, not
using one’s
time well
and failing to
multi-task are
major causes
of failure
On the other hard,
failure to achieve
my targets greatly
demotivates me. This
usually happens due
to poor planning, not
using my time well and
failing to multi-task.
I would like to appeal
to management to
keep on motivating
star performers,
not only with
incentives, but also
with promotions and
support for career
growth.
I plan to continue
working hard and in
five years’ time, I see
myself as a Branch
Manager or even a
Regional manager.
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BRANCH
Ibanda
Rushere
Ibanda
Mpigi
Sembabule
Mpigi
Rushere
Mpigi
Rushere
Kyotera
Nakasero

The following staff recovered written off loans and collectively earned
commission to the tune of UGX5,775,830 for the month of May.
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
11.
12.
13.
14.
15.
16.
17.
18.

Aden Mbazira (Kyotera)
Sharon Akakimpa (Rubaga)
Justine Kabajurizi (Rukungiri)
Natukunda Kiconco (Mbarara)
Alex Lubega (Sembabule)
Jacklyne Nansubuga (Mpigi)
Elizabeth Zemeyi (Mpigi)
Godfrey Tumusiime (Kyotera)
Fortunate Atuhaire (Rukungiri)
Judex Ainomugisha (Nansana)
Alfred Kyaligonza (Mpigi)
Godson Nuwagaba (Mbarara)
Steven Mugume (Ibanda)
Samuel Pepela (Jinja)
Daniel Olam (Lira)
Gilbert Kisembo (Mpigi)
Ivan Musana (Mpigi)
Fred Rutizibwa (Sembabule)

19. Johndiphas Nasasira (Ibanda)
20. Collins Atwebembire
(Sembabule)
21. Ivan Tumwebaze (Mbarara)
22. Violet Nabukeera (Sembabule)
23. Lilian Hasahya (Jinja)
24. Julius Kyagera (Mpigi)
25. Joel Arapu (Lira)
26. Anthony Odom (Lira)
27. Octave Nyakiruka (Sembabule)
28. Modern Ayesiga (Mbarara)
29. Samson Musana (Lira)
30. Damson Kwikiriza (Rukungiri)
31. Galatian Nuwabasa (Rukungiri)
32. Ivan Kigere (Jinja)
33. Rashid Bazirondere (Jinja)
34. Oyobo Edward (Bombo)

Join the Human Resources Department in congratulating the above
individuals. We encourage every staff to work hard and benefit from
these incentive schemes.

FROM THE HUMAN RESOURCES DEPARTMENT

Make time for your top priorities
TIP
Small shifts in
how we utilise
our time can
make the
difference
between feeling
focused and
productive at
work, or feeling
exhausted

I

MANAGEMENT TIP

WOKE UP and realised
that we are in June (six
months already spent off
our time capital for 2022). I
also reminded myself that it is
time for Mid-year appraisals:
time to account for what I have
delivered out of my promise to
this company and thought wow!
Time flies!
Today, we present a Time
Management Tip, as part
of our HR drive to enhance
leadership skills and drive a
high performance culture.
Once so often, small shifts
in how we utilise our time can
make the difference between
feeling focused and productive
at work and feeling exhausted.
7

We have all had moments
where we have put some things
on hold simply because we feel
we are busy.
Yet, if we give ourselves
permission to prioritise what
is most important to us, then
align our schedules accordingly,
we can achieve more by doing
less. For example, putting “must
do” activities on our calenders
and relegating “would like to
do” items on a separate list
can help us on our journey to
maximise productivity. Block
out chunks of time to move
ahead on important projects
and activities, and focus energy
on driving what matters to the
institution.
Try to group meetings together
on certain days so that you can

have one or more “meeting-free
days” to get work done.
Once in a while, close your
e-mail and silence your phone
(turning off alerts) so that you
can focus.
Outside of work, try to block
out at least half of a weekend
day that is unscheduled. This
will help you to reclaim some
time for yourself, thus, bringing
more calm and focus to your
work routine and your life and
your team.
Focus on your work priorities
and have the belief that you can
achieve more by doing less.
The article was researched
and written by the HR team
as part of a drive to grow and
improve leadership skills
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INTERVIEW

Mwanganiza’s vision for Kyarushesha
To serve better the
majority of our rural
customers who are
engaged in agriculture,
UGAFODE is setting
up low-cost customer
service and sales
centres. The first of
its kind opened in
Kyarushesha in Kikuube
district in June. The
centre is supervised by
Paul Mwanganiza who
was a credit officer in
Kagadi with a portfolio
of UGX1,276,049,204
Mwanganiza is
interviewed below.

Q

UESTION:
How do you feel
about your new
appointment?
ANSWER: A holy grail of
career success in my life.
I am grateful to
management for assigning
me this new role. This has
motivated me to work hard
and increase productivity.
How is business so far?
Currently, business is
growing well. The team is
committed to achieve a
loan portfolio of UGX 2B
by the end of 2022.
What do you hope to
bring on board?
I hope to grow the loan
portfolio by mobilising
SME loans, in addition to
mobilising savings and
institution accounts
How do you plan to
move Kyarushesha
forward?
I plan to do the following:
l Improving on customer
relations
l Improving on customer
service/ turnaround time
on serving the customers
l Understanding
customers’ needs and
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Kyarushesha in five
year’s time?
As a full branch with a
loan portfolio of UGX 5B
and savings of UGX 3B.
What support do
you need from
management?
Management needs to:
l Provide a clear Vision
and strategy
l Be consistent
with meaningful
communication
l Give recognition and
prizes to hardworking staff
l Provide a good problem
solving system

MWANGANIZA’S JOURNEY
I joined UGAFODE
on February 2, 2017
as savings officer/
Marketing and Sales
Officer at Ntungamo
Branch.
I did the following to
grow and shine
l Listening to and
respecting my
supervisor
l Clearly
understanding my role
l Laying out strategies
to achieve my set
targets
l Being a good team
player.
My growth has been
supported by several
people in the following
ways:
addressing them in time
l Proper planning and
time management
l Promoting teamwork
and fully supporting my
subordinates
l Carrying out intensive
mobilisation for both

When I was in
Ntungamo, I was
nurtured by Phinehas
Kabwengye and Alice
Matama who mentored
me in how to mobilise
and how to close a
sale. This knowledge
enabled me to close a
fixed deposit of UGX
550M
At Kagadi branch,
as a credit officer, I
was supported and
motivated by Annet
kansiime, Julius Mujuni
and Aden Mbazira.
They did great work
in teaching me
credit policy, which
encouraged me to work
hard.
savings and loans to grow
our portfolio
l Engage in corporate
social responsibility to
create a good reputation
for UGAFODE.
How do you see

What makes you happy
at work?
When I do my work well
and get appreciated by
senior management.
What puts you off?
When I fail to serve a
client on time and the
client misses to achieve
his/her loan purpose
What is your philosophy
in life?
It pays to always pay
attention to details o
manage one’s time
excellently. This means
every task is completed
efficiently to the highest
possible standards.
I am a hard working
person who strives to
achieve the best in all
areas.
What makes you tick?
I have undergone training
in different areas such
as Ethics, Computer,
Marketing, Leadership
and Communication Skills.
I am a self motivated
person who is keen on
having a successful
career within the banking
industry.

Tips to help you grow your pipeline

Y

OU might have come across the
old school sales pitches for most
financial services front-line staff.
These run as per the scenarios below:
Sales Scenario 1
Typical sales Conversations on Market
Drive
Staff: Good afternoon sir? Do you
have some time and I tell you about
UGAFODE Microfinance Limited.
Prospect: Tell me more about it.
Staff: Thank You Ssebo, (Staff pulls
out flyer/ brochure of UGAFODE
Ordinary Savings Account and flashes
it in front of customer). To have an
count with UGAFODE you need the
following: National ID, two passport
photos, completed application form,
with a map of where you stay, opening
balance of UGX10,000.
Can I open up one for you now?
Prospect: Let me think about it.
Staff: Let me write my number down
on this brochure; call me please once
you have made up your mind.
…then staff moves on to the next.
Sales Scenario 2
Walk-in customers
Customer Walks into the Banking Hall
and approaches a loan staff.
Credit Staff: Good afternoon Sir! How
can we help you?
Walk-in: I want to open up an
account.
Credit Staff: Oh that one! (Points to
the customer care desk), go over there
and you shall be helped.
Walk-in: Thank you (moves to
customer care desk).
Walk-in: Madam, How are you? I want
to open up an account”
Customer Care: (Returns greeting
and pulls out account opening form
Kindly fill in the form and give me your
National ID, two passport photos and
opening balance of UG X 10,000.
Customer looks at the form, says
thank you, and walks out.

H

aving worked with a number of
branch sales teams performing
shop-to-shop market drives, I
realised that this is the common and
scripted sales conversation used by
most customer-facing staff.
This script lacks ability to get
the customer interested. Most
salespersons are likely to fall in the
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Robert Lule Magala
Digital Strategist

trap of listing requirements, instead of
selling the value that appeals to the
pain points or needs of the prospect.
The scripts above lack connection
with the needs of the customer. The
customer is not persuaded enough to
pick interest in the products.
Regardless of the savings product
you sell, the common objective
remains to increase sales and your
pipeline. The good news is that there
are several relatively inexpensive
ways to boost your business. Here
are five selling techniques that are
proven to be effective.
Provide solutions not type of
savings accounts
Your best prospects do not want to
be fed lines about key features of
your savings accounts. People want
solutions to their unique problems.
Financial services essentially seek to
provide people with peace of mind.
Get your customers into discussing
money management challenges and
pain points. Present your offering in
a manner that addresses those pain
points, for people to realise that the
product makes them feel good.

1:

2:

Create realistic goals
Any selling technique needs to
be based on attaining realistic goals.
How many appointments do you want
to book in the first week? What about

the twelfth week? What percentage of
those appointments should result into
a sale?

3:

Surround yourself with
success
You may have heard of the importance
of networking on a regular basis.
Attend meetings, trade shows, and
conferences to keep on top of the
latest news in the industry. Seek out
colleagues that have had significant
successes, but have also faced
some challenges that have resulted
in learning opportunities and room
for grow and consult them on how to
improve your work.

4:

Provide for customers with
the necessary information and
materials
Be ready to leave documents behind
for them to read, along with your
business card.

5:

Talk less and listen more
When meeting with your
prospects, it is essential that you
allow them to lead the discussion. Ask
questions about their family, lifestyle
or plans for the future. Take time to
understand their needs and concerns,
and then explain the benefits that will
speak the most effectively to your
customer.
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Save with UGAFODE SACCO and
enjoy loans at 3% interest rate

T

HE UGAFODE
SACCO
(UGASACCO) has
started giving out loans to
its members at only 3%
interest rate per month.
The SACCO currently has
70 registered members
and is still accepting new
members.
To join, one is required
to pay membership fee
of UGX 20,000, and buy
some shares. Each share
is UGX 10,000.
If you want a loan:
1. Send an email to the
chairman asking for a loan
application form.
2. Fill in the form and get
two guarantors who must
be members.
3. Application fees of UGX
5,000
4. No collateral required
SACCO leadership
Members of the SACCO
held an Annual General
Meeting on June 4, in
which it was resolved
to hold online elections.
Elections were held on
June 6 and the following
were voted:
l Chairman
Michael Mugisha
(However, he has since left

UGAFODE employment)
l Vice Chairman
Paul Kato Kiggundu
l Secretary
Daphine Nahwera
l Treasurer
Alice Matama
l Loan Committee
Chairman
David Kayemba

Paul Kato Kiggundu

Alice Matama Mutabazi

David Kayemba

Josephine Namugga

Kennedy Kisiga

Ivan Kigere

Member (finance)
Josephine Namugga
Member (HR)
Kennedy Kisiga
Member
Ivan Kigere

Daphine Nahwera

We Listen We Care
UGAFODE Microfinance Limited-MDI
@UgafodeMDI
ugafode_mdi
UGAFODE Microfinance MDI
Head Office: Plot 62 Silva Arcade Building Bombo Rd
Toll-free line: 0800223900, Tel: +256 414 257181
+256753119107
E-mail: admin@ugafode.co.ug, Web: www.ugafode.co.ug
BRANCHES: Bombo Road, Nakasero, Mpigi, Kyotera, Lira, Jinja, Nansana, Lyantonde, Mbarara, Ibanda, Ishaka,
Rushere, Mbale, Rukungiri, Ntungamo, Rubaga, Kagadi, Sembabule, Nakivale

