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It gives me great pleasure to be part of the 
Kenya Association of Investment Groups and 
to write this foreword for the handbook. The 
handbook is a useful tool, tailor-made for in-
vestment groups.

Investment Groups, commonly referred to as 
Chamas, have existed in Kenya for a long time. 
Today, Chamas have transformed. There are 
more people involved in Chamas both men 
and women; at work, church, school and neigh-
borhoods. These groups have diversified their 
investments from buying shares at the Nairobi 
Securities Exchange (NSE) to making other cap-
ital intensive investments in real estate, export 
and import business, among others.

The Chama movement is worth billions. It is 
estimated that there are about 300,000 groups 
in Kenya today and some have become success 
stories with huge investment portfolios.

The Kenya Investment Authority, a statutory 
body mandated to promote investments in 
Kenya for both domestic and foreign investors, 
is willing to partner with KAIG to provide infor-
mation on investor ready Vision 2030 projects 
and other investment opportunities, invest-
ment procedures licensing as well as facilitation 
services to ensure fast and hassle free investing.

For regular updates on investment opportuni-
ties and new developments in the investment 
scene, visit the KenInvest website: www.invest-
mentkenya.com.

Dr. Moses Ikiara, PhD, MBS
Managing Director
Kenya Investment Authority (KenInvest)

// FOREWORD
/ grow. protect. invest.
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My fellow Chama-Mates,

It gives me great pleasure to present the 2nd 
edition of the Chama Handbook, which is the 
ABC guide to the proper formation, manage-
ment and growth of your investment group.

The Kenya Association of Investment Groups 
(KAIG) is the legally recognized non-profit or-
ganization training and advocating for the in-
terests of the thousands of Chamas in Kenya. 
One key pressing membership need over the 
years has been for a one-stop reference manual 
for our membership. 

It is on this premise that the 2nd Chama Hand-
book has been published, to build on the 1st 
edition published in 2012. This edition contains 
new topics like assessing your risk profile, taxa-
tion, and insurance; how to form an investment 
policy including valuing and monitoring your 
assets; case studies of Chamas who are KAIG 
members as well as some of the high profile 
ones in Kenya. We have also expanded our in-

// CHAIRMAN’S MESSAGE
vestment tips with answers from experts on 
challenges faced by Chamas and a glossary of 
terms useful for investment purposes. 

In line with the devolved county system, KAIG 
has been busy registering Chamas in the coun-
ties and this handbook will be their first port 
of call for guidance as they manage their group.

Amalgamated Chama Limited (ACL), the “Cha-
ma of Chamas”, the umbrella investment group 
formed and owned by members of KAIG has 
underwritten the cost of the handbook and a 
great debt of gratitude is owed to them.

Our advertisers and corporate partners deserve 
special accolades as it is their financial support 
that enables the free distribution of this hand-
book to all Investment Groups in Kenya, the re-
gion and the Diaspora.

My sincere appreciation to the KAIG Board, 
Secretariat and the publishing team led by 
Hope Mwinzi of Raspberry Haven for their pas-
sionate and tireless effort in the production of 
the handbook.

Happy reading and remember by saving into 
your Chama, investing and managing it well, 
you are playing a critical role in Kenya’s capital 
formation which is a key ingredient in the real-
ization of Vision 2030 for our beloved country.

Patrick Kariuki
Chairman
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Usually individuals who come together to form a Chama are bound by 
a common factor i.e. attend the same church, socialize together, live in 
the same neighborhood, go to the same school etc. These activities en-
able members to meet regularly which helps them have a common goal.

The focus of KAIG and this Handbook is those Chamas that come to-
gether specifically for investment purposes. 

By aggregating the funds of a large number of small investors into spe-
cific investments (in line with the objectives of the investors), an in-
vestment group gives individual investors access to a wider range of 
opportunities than the investors themselves would have been able to 
access individually. Also, individual investors should be able to save on 
costs since the investment group is able to gain economies of scale in 
operations. 

The Kenya Association of Investment Groups 
(KAIG) defines an investment group as “Any 
collection of individuals or legal persons in any 
form whatsoever including but not limited 
to: societies registered under the Societies Act, 
Partnerships and Limited Liability Companies, 
whose objective is the pooling together of capital 
or other resources with the aim of using the 
collated resources for investment purposes.” The 
more widely used word for ‘Investment Group or 
Club’ is Chama (Kiswahili for group).

Chama?
What is a 
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Benefits.

BENEFITS OF BEING A 
CHAMA MEMBER

IT LOWERS THE RISK LEVEL 
The risk of personal loss 
for any one individual is 

minimized because the 
Chama makes the investment as 

a group. If profits don’t appear as pro-
jected the loss is minimal. A Chama as a 
Limited Liability Company ensures min-
imal legal risks to you and your family. 
Any distress (even personal) is shared 
through the different share ownership.

1
IT DIMINISHES OR ELIMI-
NATES FEAR OF INVEST-
ING

Most budding investors 
are terrified at the thought of 

investing on their own, probably due 
to the risk of failure and a feeling of 
inadequacy. A group therefore offers a 
solution transferring the pressure from 
the individual and spreading it to the 
group.

4

IT CREATES LASTING 
FRIENDSHIPS 
Chamas are a terrific way 

to learn, make valuable 
contacts, and meet people with 

similar interests. Lasting friendships 
can be forged. It is crucial to maintain 
a friendly and fun atmosphere in the 
Chama, so as to encourage healthy in-
terpersonal relationships. In successful 
Chamas, you can attain ‘real’ friendship 
and commitment to each other.

5

IT CREATES A SOURCE OF 
WEALTH 
You can save the level of 

capital you require for a proj-
ect much faster than you would 

as an individual. You also benefit from 
the power of compounding your larger 
pool of savings. Compounding works 
through re-investing all your profits on 
investments to generate more. This cre-
ates a long- term return on wealth. It is 
also possible for your Chama to outlive 
you and benefit the next generation 
especially if it’s a limited company. 

6

IT PROVIDES DISCIPLINE 
AND STRUCTURE 
It forces you to acquire a 

discipline of saving. Saving 
on an individual level proves dif-

ficult for many. Participating in a group 
on the other hand ensures mandatory 
saving in the form of regular contri-
butions. As an individual, it is easier 
to break your commitment especially 
when emergencies crop up.

2

IT ALLOWS MEMBERS TO 
LEARN 
You benefit from shared 

ideas and experiences. An 
investment club is a more 

effective way to learn about investing, 
as opposed to a classroom situation 
since it exposes the member to real 
investment situations. A good Chama 
offers it’s members the opportunity 
to interact, research, analyze and spot 
the most viable opportunities. With 
enough eyes and ears within the group, 
an informed and rational decision can 
be formed thus providing a learning 
environment.

3
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RULES FOR CHAMA 
SUCCESS

INVEST REGULARLY: Build up your capital first before beginning 
your investments. Once you begin the investment process, don’t 
stop. Try to avoid holding your contributions for more than three 
months before investing in opportunities.

REINVEST DIVIDENDS/EARNINGS: Take a long- term view to your 
investment and re-invest back all your profits for the first couple of 
years. This will have tremendous impact on your overall return in the 
future.

INVEST IN GROWTH OPPORTUNITIES: The purpose of the Chama 
is to grow your capital, and the investments should reflect that. This 
isn’t for cash that you may need in a medical emergency or to cover 
monthly expenses.

DIVERSIFY YOUR INVESTMENT PORTFOLIO: Diversify your 
assets and portfolio in terms of investment type, sector and level of 
risk.
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Benefits.

SOCIAL ASPECT

Chamas are usually founded on two basic reasons:
• The common bond between the members.
• The financial goal of the group.

As most groups begin with trusted friends or family, it is important to have clear objectives in the 
beginning on the group’s purpose otherwise, the Chama can end up only as a perfect excuse to get 
together once a month to socialize. However, note that having social activities cements the group’s 
relationship dynamics by strengthening them. 

It is important for Chamas to work towards enhancing their bond outside their financial 
and investment aspects. Some activities that can improve the relationships between 
members are: 
• Taking up group insurance covers for members, their families or their businesses
• Setting up a benevolent fund that caters for any eventualities or calamities a 

member may suffer.
• Having a party or a ‘Goat-eating’ Get-together where member’s families, friends and 

business associates might also get invited.
• Having training sessions to increase knowledge in any agreed area for the members 

done by outsourced professionals.
• Doing or exchanging business services with the members as opposed to sourcing 

from outside the group.
• Having group visits to members’ life events like weddings, anniversariesEIU, birthday 

parties and contributing towards these occasions.
• Engaging in a socially responsible activity like visiting a children’s home, donating 

books to a local library or school, offering investment skills at a local prison etc. 

A popular form of Chamas has been the “Merry Go Round” otherwise known as a Welfare Club. 
Members contribute a pre-determined amount of money each month and the total amount is given 
to one member. This rotates amongst the members throughout the year. The member will pursue 
a personal activity with this money i.e. pay school fees, invest in shares or real-estate, upgrade their 
home. Some of them have been able to keep aside some this contributed money for investment 
purposes but many remain in this state for years with no additional benefits. However, as times are 
changing many Chamas are either transitioning from welfare clubs to investment groups or are clearly 
beginning with a goal of pooling their resources together to seriously invest and grow their portfolios. 

The world’s first investment club on record was founded in 1898 in Texas, United States where 
individual’s came together to spread the risk away from their cattle business1. Since then, there are 
hundreds of thousands of investment groups around the world that have generated millions for their 
members. If properly founded and maintained, a Chama can give it’s members great returns year and 
after year whilst providing valuable knowledge and experience that lasts a lifetime.

1  Introduction- Social Aspect of Chamas: “Investors are slowly joining the club”. The Independent (London). June 3, 1995.
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introduction.

Overview 
The Chama usually begins with one individual, 
founder or promoter who looks for like-minded 
people. One can ask family, friends, neighbours 
or work colleagues if they are interested in 
joining a Chama through personal invitations, 
phone-calls, emails or letters.

Chama?
How to start a

It is important for the members coming together to have the same 
level of interest, goals and objectives of their reasons for wanting 
to be part of the Chama. Questions that can be asked amongst the 
prospective members are: 

What is the purpose of the group? Investment for long-term pur-
poses or is it a short-term saving and investment goal.

How much risk is everyone prepared to take? Some members 
might be interested in high risk investments; others want a much 
more cautious approach to their investments; whereas others will 
want a combination of speculative, cautious, medium and long 
term portfolios.eowy

How much work / time is everyone prepared to commit each 
month? The time each individual member will dedicate to the 
Chama each month is crucial. Will they be committed to monthly 
meetings and give the extra time required? 

What is each person hoping to gain from being part of the Cha-
ma? Are they hoping to learn, share knowledge or save, or are they 
really only interested in the social aspect? 

With the above few questions, the founders can agree to come to-
gether for their first meeting to discuss preliminaries and set up 
the Chama. 



T H E  C H A M A  H A N D B O O K 1 7

/ grow. protect. invest.

INAUGURAL MEETING
The members meet and agree on the mode of operation for the group. One person should volunteer 
to take down the minutes on what is agreed. This meeting is crucial as everyone will get to air their 
opinion. Realize that not everyone will always agree. It may make sense to sometimes vote on the 
issues by secret ballot. This reduces the risk of bad feelings and also of calling in favours or pressurizing 
someone to change their vote. Items to be discussed are: 
• The vision and objectives of the Chama 
• The number of members 
• Membership diversity 
• Group name 
• Contributions amounts and joining fee 
• Venue and frequency of meetings 
• Legal structure
• Governance 

LEGAL STRUCTURE 
There are two types of structure in which ownership of a group can be organized:

THE EQUAL OWNERSHIP SYSTEM
Each member contributes equally towards the group’s capital, through equal monthly contributions. 
The subsequent returns are also divided equally among the members. This has the advantage of main-
taining simplicity, accounting for the group’s capital and future returns. It also gives members that 
comforting feeling that they are equal investors, sharing in losses and profits. However, this structure 
has the disadvantage of holding back those members who can afford higher contributions. It also has 
challenges when a member: 
• Misses a monthly payment. 
• Makes a late payment.
• Needs to withdraw money. 
• Wishes to increase or decrease their monthly contribution. 
• Is new and can’t afford to pay the historical monthly contributions that have been paid by the 

older Chama members. 

UNIT VALUATION SYSTEM
This is a flexible system, where ownership of the group is calculated according to the amount a mem-
ber’s total contribution that makes up the group’s total capital. A member can therefore make contri-
butions or withdrawals at any time, according to his desired target percentage ownership and equity 
policy of the group. While this system has the advantage of addressing the shortcomings of the equal 
share ownership system, it can be tedious to track each member’s individual contribution and con-
tinually having to calculate percentage ownership of each member, whenever profits are to be shared. 
For the stability and risk management of the Chama, it is also advisable to cap the ownership by an 
individual or family. This means agreeing on the maximum individual or family ownership and putting 
it in the agreement.

Chamas can be registered in the following forms:

A LIMITED LIABILITY COMPANY
This is a business entity incorporated under the Companies Act, which has a separate legal existence 
from management and its members (the shareholders). 

Most investment groups usually take this option usually where the shareholding is limited to a mini-
mum of two members and a maximum of fifty members.
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Advantages
a. The member’s liability is restricted to their 

shareholding. This means they can only 
be liable for the company’s debts up to 
the amount of the shares they own.

b. The limited liability company is a legal 
entity on its own. It can transact and get 
into contracts, own property, sue or be 
sued as a legal person. 

c. Tax benefitsEIOU-A wider range of 
allowances and tax-deductible costs can 
be offset against a company’s profits. 

d. New Shareholders and Investors can be 
easily introduced. Transfer or sale of shares 
is a relatively straightforward process.

e. It is easier to get funding or loans as 
the bank may be able to secure its loan 
against certain assets of the business or 
against the business as a whole.

f. Continuity-Once formed, a company has 
everlasting life. It can only be terminated 
by winding up, liquidation or other order 
of the courts or Registrar of Companies.
EIRTUYeru

Disadvantages
a.  Decisions may not favor all members of the 

group as vote is by shareholding. 
b.  Being a private limited company its membership 

is restricted to 50 members.
c.  Tax burden-These corporations usually attract a 

corporation tax rate of 30 % in Kenya. This may 
be too high for a small Chama.

d.  There are rigorous rules to abide by. This 
includes holding of an Annual General Meeting, 
preparation of audited accounts and filing of tax 
returns. This may seem like too much work for 
Chama that is beginning.

GENERAL PARTNERSHIP
This is a type of business relationship that has a minimum of 2 members, and a maximum of 30. It is 
recommended that the members register a business name for the group. This will allow them to legally 
engage in any business activities, with minimal legal requirements.

Advantages
a.  The terms of this type of business 

relationship are clearly stipulated in the 
partnership deed. This includes duties of 
members, profit sharing ratios etc. It helps 
in averting future disputes. 

b.  This type of legal business relationship is 
well known and well defined. It reduces 
uncertainty in its operation and gives 
clear steps in dealing with specific issues 
that may arise. 

c.  A partnership does not attract a separate 
tax rate, and member’s earnings are taxed 
on an individual level.

Disadvantages
a.  The members have no limited liability, and the 

members are jointly and severally, responsible 
for liabilities such as debts, taxes etc., of the 
partnership.

b.  The partnership has no separate legal existence 
from its members. This means that death or 
withdrawal of a partner will mean an end to 
the partnership. This can be time wasting and 
inconveniencing as it will stall activities of the 
group.

SELF-HELP GROUP
This is where members with a common goal come together and form a self-help group that is aimed 
at improving their personal welfare. Run by and for their members, self-help groups can also be de-
scribed as ‘mutual help’ or the commonly known ‘merry- go rounds’. They are registered under the 
Ministry of Culture and Social Services.

Getting Started.
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Advantages
a.  Members are from a common 

background i.e. school, work hence the 
common bond is easily sustained. 

b.  Has an easy governing structure. All 
members sign a declaration deed, appoint 
the three main officials- Chairperson, 
Treasurer and Vice Chair person who hold 
office and are mandated to act on behalf 
of the rest of the members.

c.  The risk is shared among members 
according to their level of contribution 
hence reducing the risk per member.

d.  In addition to the investment goal, a 
common goal of self-development of the 
group is simultaneously achieved i.e. in 
a merry-go round, members get to save 
and at one point give the contribution to 
one member who is expected to improve 
their welfare from this contribution.

e.  Default by members is prevented by 
members being their brother’s keepers.

Disadvantages
a.  Due to their small scale of operational level, 

the members are not able to take advantage of 
large scale investments and are hence unable to 
achieve maximum benefits.

b.  The nature of the group is delicate as there 
are no binding structures and any dispute not 
resolved can easily kill the initiative. 

c.  Decisions take longer to be reached given that a 
democratic way of arriving at a consensus leaves 
the group open to loss in opportunity time.

CO-OPERATIVE SOCIETY ( SACCO)
This is where individuals come together with a common goal to pull resources together and bound by 
a common bond i.e. working from the same institution, are in similar careers or are in a similar locality. 
They opt to include members who are not in their inner circle and give life to a legal entity that can 
carry out large investment including lending to members. As financial intermediaries, Sacco’s finance 
their loan portfolio by mobilising members savings and shares rather than using outside capital. The 
main investment carried out by Sacco’s is lending to its members.
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Advantages
a.  The organization is perpetual and 

outlives the specific member’s life 
period as it is a legal entity.

b. Shares are held on equity basis thus 
giving those members with more money 
a bigger investment opportunity.

c.  They give loans to members at 
affordable rates hence enhancing 
personal development of individual 
members.

d. They are democratic, member owned 
financial cooperatives. Each member 
regardless of the account size in the 
Sacco, may run for the board and cast a 
vote in the elections. 

e.  They cut across all economic grouping 
of members and provide an opportunity 
even for the disenfranchised members 
of the society.

f.  They are safe convenient places to 
access affordable financial services, 
giving members greater flexibility to 
meet their needs

g.  As a non-profit making cooperative 
institution, Sacco’s use excess earnings 
to offer members more affordable loans, 
a higher return on savings, lower fees or 
new products or services.

h.  Sacco’s are generally highly regulated.

Disadvantages
a.  Sacco’s are run by elected officials. The views 

of the elected officials may not always agree 
with those of the members yet they are 
entrusted with the resources of the group.

b.  Sacco’s regulatory compliance is cumbersome 
and requires a lot of regulations to be 
complied with. This can prove quite a task to 
members.

c.  Sacco’s grow way too fast and need a lot of 
planning and resources to set up including an 
office and management structure given that it 
caters for members from all walks of life.

d.  Members have only one chance to air their 
views on investments and general running of 
the Sacco, the AGM. This may not always go 
well with the members.

Getting Started.
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Do’s and Don’ts
•  Be clear on your objectives and set a vision for the Chama. 
•  Keep your membership when beginning to a maximum of 20 members. Then grow and evolve 

from this point. A Chama could be short-lived if there are too few people involved whilst a large 
group might lead to decision-making problems at meetings.

•  Agree on the same monthly contribution at an affordable level for everyone and start with a 
fixed joining fee. You can review this annually as financial circumstances change. 

•  Do meet at least once a month which generally suits most people with busy lifestyles and other 
commitments. 

•  Set a fixed time, date and venue of your monthly meetings. Meetings often take place in at 
someone’s house, office, a local restaurant or at a mutually convenient location. 

•  When arranging a meeting point, make sure you find a quiet spot with enough room for every-
one.

•  Getting the right mix of people at the beginning is key to the longevity of the Chama. Start 
with people you know and trust, such as friends and work colleagues, and avoid advertising 
membership to strangers. New members can be introduced through the social or professional 
circles of the founder members. 

•  Diversity is very important in your group. Having different skilled professionals with different 
experience and opinion leads to informed and rational decisions on investment opportunities. 

•  Be creative with your group name as it can grow to be an asset especially if it reflects your vision 
and objectives.

•  Discuss the type of projects or investment vehicles the group will focus on. If there is no con-
sensus from everyone then a vote on this can be done. 

•  During the first meeting, ensure everyone is heard out. All members should be open and put all 
their concerns on the table for discussion and agreement. 

2. MANAGEMENT OF THE CHAMA 

Governance
Every Chama needs officials who act as facilitators of the group’s activities. As the Chama grows and 
evolves there will be a board of directors, investment, strategic or financial committees as per the 
needs of the group. Some Chamas also end up hiring outside administrative staff to manage their 
organization as their portfolio, members and responsibilities grow. 

a. Board of Directors 
 This usually consists of a Chairperson, Vice-Chairperson, Treasurer and Secretary. Some Chamas 

create additional roles like assistants, a researcher, co-ordinator etc. as per their needs to the above 
positions.

 Chairman: Takes on the leadership role in the group by presiding over meetings and acts as the 
chief planner of the Chamas activities.

 Vice-Chairperson: Gives support and sits on behalf of the chairperson when not available.

 Treasurer: Keeps records of all financial transactions of the group, which includes monthly mem-
ber contributions, cash inflows from various projects, payment of expenses. They also manage the 
accounting and auditing process of the Chama.

 Secretary: Does general Chama administration which includes sending out notices for group 
meetings, taking minutes during the meeting, filing and recording the minutes and all other im-
portant documents.
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It is important for these officials to be elected in a democratic. During the inaugural meeting, the 
above officers can be selected temporarily as members discuss on how the group will operate. When 
members sign up and officially begin the Chama at the 2nd or 3rd meeting, elections must be held. In-
terested members should put up their names for elections and all the members have opportunity to 
cast their vote way preferably by secret ballot.

These roles should be reviewed annually and the Executive Officers re-elected on an annual basis, 
usually at the Annual General Meeting.

b. Committees
 These are set up by the Board of Directors according to the growing responsibilities of the Chama. 

The first one usually set is the investment committee since the purpose of a Chama is to invest. 
Their mandate is to look into specific deals, analyse the Chamas portfolio, set prudent guidelines 
on investing and oversee the transactions. Other committees that can be formed as the group 
evolves are audit, compensation, real-estate etc. which are tailored to specific needs. 

c. Administration
 The Chama should consider hiring a full- time investment and administrative team to manage the 

daily operations of the Chama. Usual duties include taking and posting of meeting minutes, calling 
for meetings, accounting and knowing members share value, keeping documents and records. Ini-
tially these tasks are handled by the executive officers but as the Chama goes through its growth 
and maturity stages especially in cases where it evolves to a public limited company or lists on the 
securities exchange an administrative and management team can be brought in to better manage 
the process. Well known and successful investment groups who have eventually hired professional 
in-house teams are Trans Century1 and Home Afrika2. 

Group Constitution or Agreement 
The constitution lays down the principles and procedures that govern the Chama. It should touch on 
the following items: 
• Membership 
• Contributions & Joining Fee 
• Voting Rights and Systems
• Method of Sharing Profits 
• Conduct of Chama meetings
• Dispute Resolution 

Getting Started.
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BELOW IS A BASIC SAMPLE OF AN AGREEMENT. YOU CAN ADD MORE FINER DETAILS 
OR OMIT AS PER YOUR CHAMA NEEDS.

CONSTITUTION AND RULES of the  (Name of Chama )
This agreement is made this  day of  in the year of 

 between the undersigned people as members for the purpose of joint invest-
ment in stocks, mutual funds, real-estate, private equity and any other investments. 

1. Mission and Vision
 The purpose of the group is to 
 The Chamas Goals are as follows: 

2. Membership
• The number of people in a Chama shall be limited to a minimum of 4 to a maximum of 

20 members. 
• Acceptance of new members into the Chama shall be proposed & seconded by two 

existing members and adopted only if no other member objects. 
• The Chama reserves the right to refuse admission to any person without giving a reason. 
• On admission to the Chama, a new member will sign an agreement. The new member 

shall pay the initial joining fee and the first month contribution. This amount of money 
will buy the member the no. of shares as calculated at the time of joining. 

• Chama members shall make regular contributions of  (Amounts) and 
at  (Name the intervals) as agreed. 

• One member equals one vote regardless of shareholding.
• Each member’s stake shall be limited to 20% of the portfolio’s total value.
• Members are responsible for providing up to date personal or professional information 

that may affect the Chama to enable effective and efficient running.
•  No member may assign, transfer or pledge his or her membership or interest in the 

Chama without prior notice and approval at the discretion of the majority of members. 
Any attempt to do so shall be construed as such member’s election to withdraw from 
the Chama. 

3. Meetings 
• Meetings will be held monthly at  (Venue) from  

(Time)
• Purpose of the meeting is to discuss and agree forthcoming investments; review perfor-

mance of prior investments; review accounts; bring any other issues to the attention of 
the Chama .

• Members are required to attend at least 8 meetings in any one calendar year. 
•  Missing any three consecutive meetings in any one quarter shall put a member in poor 

standing and they will receive a warning. 
• Minutes of the Chama meetings shall be kept and issued promptly to members at least 

two weeks or as soon as practical eiortyprior to the next meeting.
• An AGM shall be held annually and it’s objective is to: 

• Review the year’s activities against goals and objectives. 
• Elect New Executive Office. 
• Present the accounts and audits on the portfolio.
• Review Objectives and Goals and make adjustments as required.
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4. Executive Office 
• The Chama Matters shall be handled by the following executive officials (List the titles 

and duties).
• All officials will serve one term equal to one calendar year.
• All positions will be open for elections to be held at the Annual AGM.
• All members are eligible for election and should state their candidacy at least one 

month before the AGM.

5. Finances 
 The Chama shall open a bank account in the group’s name. The Chama shall appoint three 

signatories (normally nominated are, Chairperson/ Treasurer/ Secretary). 
• All cheques drawn on the Chama account shall require any two authorised signatures. 
• All income will be paid directly into the Chamas bank account.

 Each month’s contributions will be kept in the Chamas bank account, until the Chamas 
monthly meeting when investment decisions will be taken.

 Un-invested contributions for any given month shall be added to the Chamasvalue and 
apportioned appropriately.

 The Chama shall open a stock broker account in the Chamasname with a reputable nom-
inee stockbroker. Appoint between 2 to 4 traders (normally not Chairperson/Treasurer/
Secretary. It could be members of the investment committee). 
• Only the named traders are authorised to buy and sell investments on behalf of the 

Chama. 
• No member is authorised to commit the Chama beyond the cash held by the Chama 

broker. 
• All cheques due to the Chama account are to be made out to the Chama name. 

 The Chama may, at its discretion, allow individual members to purchase additional units 
but it is implicitly understood that every member shall have equal voting powers on all 
matters. 

 Dividends shall be allocated to the record of each member’s stake in the amount appropri-
ate for that member’s particular holding.

 The Chama will only deal with the Chama investment and for the benefit of the Chama 
only. It will neither advice nor deal on behalf of any person/group. 

 No member shall make any commitment particularly financial on behalf of the Chama with-
out the agreement of a properly constituted meeting. 

6. Leaving the Chama/Removal of Members
•  Resignations of membership must be submitted in writing to the chairperson, treasurer 

or secretary not less than seven days before the monthly meeting at which the resigna-
tion is to take effect. 

• When a member resigns they will receive their share of the Chama holdings (minus legal 
& other statutory fees) in full payment within 90 days of resignation. 

• Upon the death of a Chama member, their share value of the Chama holdings will be 
paid to their executor (minus legal & other statutory fees) in full payment within 90 
days of the Chama meeting where the death was recorded. 

• Member considered in poor standing with the Chama will meet with the officers to 
discuss their actions, in hopes of reconciling any differences.

• If a resolution does not occur, the voting members will hold a vote to determine if the 
member should be removed.
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• A majority of the vote is required to remove a member from the Chama.
7. Dispute Resolution
 All affairs (conduct, behaviour, attendance of members, monetary etc.) affecting the Chama 

shall be agreed by the members at a constituted meeting. The meeting must have a quorum 
of at least 50% plus one. 

 Any member who breaks these rules & conditions will be expelled after a warning has been 
issued and when two thirds of members at a constituted meeting support the decision. The 
expelled member will be notified in writing and have their shares returned (minus legal & 
other statutory fees) in full payment within 90 days of expulsion. 

 Any disputes to the interpretation of constitution and rules will be decided by the chairper-
son or at the AGM or if requested at a special general meeting. 

 This constitution may be amended by a two-thirds vote of the Chama members.
• Any proposals must be submitted to an executive officer.
• Officers must be given a minimum of two weeks to present the proposal to members.

 Disputes relating to the valuation of members share shall be decided by a chartered ac-
countant (appointed by the board of directors), whose decision will be final. Fees for the 
certified accountant will be met by the losing party or shared equally if no clear decision 
is made. 

Signed 
Name of Member  Signature  Date 

Name of Member  Signature  Date 

Name of Member  Signature  Date 



T H E  C H A M A  H A N D B O O K2 6

Taxation 
Tax Expert Patrick Kaara provides us with the following tax guidelines3: 

What is the tax treat-
ment of the various rev-
enue streams available 
to Chamas?

• Withholding tax of 15% on interest income
• Withholding tax of 5 % on dividend.
• 30% on capital gains, if the Chama is deemed to 

be trading as a Limited Liability Company.

Please note that the onus to account for withholding 
tax normally lies with the payer but in the event that 
a person does not comply with this requirement, it 
shifts to the Chama.

The distinction between capital and trading gain is not 
always clear and you may have to consult with a tax 
professional to determine this based on your unique 
circumstances.

Infrastructure bonds, provided 
they meet certain conditions, 
are currently exempt from tax 
and hence are an attractive 
investment vehicle.

Similarly, Unit Trusts are 
exempt from capital gains tax 
on sale of shares and other 
investments.

Foreign earned interest and 
foreign dividend income are 
not subject to Kenyan taxation.

Do Chamas have to file 
tax returns?

Kenya operates under a self-assessment tax regime 
system which means that the onus to determine the 
tax liability and pay any tax lies with the taxpayer. 

Accordingly, if the Chama carries on business under 
a legal vehicle, that legal vehicle is under obligation 
to declare its income and pay tax thereon in its own 
right. However, if the Chama does not have a legal 
existence of its own, each member is required to 
account for their share of income and pay tax under 
their own name.

Tax returns are due for 
filing with the Kenya Revenue 
Authority by then end of the 
6 month following the year of 
income and in the case of an 
individual this is June 30th.

When do Chamas 
have to pay their tax 
obligation?

Chamas are required to discharge their tax obligation 
on a pay as you go system referred to as instalment 
tax. Under the instalment tax system a Chama is 
required to pay instalment tax in 4 instalments at the 
following intervals
• The 1st installment, by the 20th day of the 4th 

month, following the financial year-end
• The 2nd installment by the 20th day of the 6 month, 

following the financial year end
• The 3rd installment, by the 20th day of the 9 month, 

following the financial year end
• The 4th , by the 20th day of the 12 month following 

the financial year end
Each instalment tax payment is computed as the 
lower of
• Current year basis – 25% of the estimated tax 

payable for the current year 
OR

• Preceding year basis – 25% of 110% of the total 
tax liability for the previous year.

If required, please consult with 
a tax expert to help you under-
stand your Chamas instalment 
tax obligations.

Do the other statutory 
obligations such as Na-
tional Social Security 
(NSSF) and National 
Hospital Insurance 
Fund (NHIF),apply to 
Chamas

If the Chama has an employee it will be required to 
account for all the statutory obligations including Pay 
As You Earn ( PAYE), NSSF, NHIF, Higher and Higher 
Education Loans Board (HELB) in the normal way.

Statutory payroll obligations 
are understood by most ac-
countants and do not present 
any peculiar difficulties to 
Chamas.

Getting Started.
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Risk Profile 
It is very important that you determine the risk profile of your Chama just as you would determine 
your own individual risk profile before beginning your portfolio. The risk profile will outline the num-
ber of risks, type of risk and potential effects of risks. Already by coming together as a group you are 
diversifying the risk on your investment.
 
Questions you might want to ask yourselves are: 
• Do we want to avoid any short-term losses?
• Do we want to receive regular income from investments?
• Do we want a long-term growth in the value of investments?
• Do we want our portfolio to be protected against inflation?

Remember that risk and return are positively correlated. The higher the risk of an investment, the 
higher a return it must offer in order to compensate for the risk. Risk comes in many forms such as the 
volatility of the market, inflation, interest rate and business risk. You must determine the degree of risk 
the Chama is willing to tolerate. An investment adviser can assist you in this process. 

Risk Profile Description

Aggressive

You who can utilise capital in an effort to maximise long term capital 
growth investment. You may have an understanding and some experi-
ence with investment markets

Priority: Capital Growth. In anticipation of the highest possible return, 
you are prepared to invest over a period of 10 years or more.

Moderately Aggressive

Profile indicates willingness to utilise capital in an effort to maximise 
long term capital growth investment. You may have an understanding 
of investment markets, but take care to make balanced decisions.

Priority: Capital Growth. You don’t require an income and you are 
prepared to invest for 5 to 10 years.

Moderate

Some understanding of investment markets. 

Priority: Capital growth in the long term. You can tolerate some fluc-
tuations in the value of your investment in the anticipation of a higher 
return. You don’t require an income and you are prepared to invest for 
5 years or more.

Cautious

Can bear small investment risk.

Priority: Capital preservation in the long term as you aren’t able to 
take chances with your capital or initial investment. Your investment 
term is 3 years or more.

Conservative

Overall profile indicates a lower tolerance to investment risk. 

Priority: Capital preservation and safeguarding the already acquired 
investments. You value a peace of mind in safe investments as opposed 
to riskier ones offering higher returns. You require stable growth and 
access to your investment within 3 years.
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Insurance 
Just like with any other investment, it is good to insure the Chama as an entity, it’s assets and mem-
bers. Chamas will usually consider insurance for their investments in land, developed property, vehi-
cle/fleet purchase or equity in business start-ups. 

Benefits of insurance for the Chama are4: 
• Protection of personal assets and those of the Chama.
• Peace of mind on the investments made.
• Economic of scales when buying insurance as a group.
• Increased negotiation power in case of losses/claims.
• Preferential terms offered as group discount.
• Products can be designed to provide solution to the unique needs of a Chama.

Here are a few types of insurance that a Chama should consider5: 

All Risks Office Equipment: Compensation against loss of or damage to the specified property as a 
result of any cause not excluded by the policy. The property insured is covered while inside or outside 
the building. 

Bankers Blanket Bond: Indemnity against fidelity guarantee risks; property damage resulting from 
theft, larceny, burglary, robbery or hold-up whilst on the premises; property in transit and loss of or 
damage to the premises, furnishings, fixtures, equipment (other than computers) and other contents 
caused by burglary, robbery, hold-up, theft, larceny or attempt thereat. The standard cover is extend-
ed to cover counterfeit currency, loss of subscription rights, extortion (threat to both property and 
persons) and computer fraud. 

Burglary: Compensation against loss of or damage to property insured resulting from theft accompa-
nied by entry into or exit from the premises by forcible and violent means.

Directors’ and Officers’ Liability: Compensation against amounts which the insured shall become 
legally liable to pay as compensation, including agreed defense costs and expenses resulting from 
any wrongful act by the insured in their capacities as directors, officers or employees of the Insured 
Company. 

Health Insurance: This is the most critical insurance members can take up as a group.

Electronic Equipment: Indemnity against any unforeseen physical loss of or damage other than by 
specifically excluded perils. Cover is meant for various Items of computer equipment and accessories. 

Fire and Special Perils: Loss of or Damage to Property resulting from Fire, Lightning, Explosion, Earth-
quake Fire & Shock and Volcanic Eruption, Bush Fire, Riot, Strike, Malicious Damage, Special Perils (A 
to H) and Spontaneous Combustion. 

Group Personal Accident: Compensation for death or disability, and medical expenses incurred in 
connection with an accident occurring at any time (24 hours cover duty or pleasure) caused by ac-
cidental, violent, external and visible means. This insurance is taken out for a group of people with a 
common purpose.

Money: Indemnity against loss of money and damage to safe or strong room damaged in the course 
of theft of money. 

Getting Started.
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Property Terrorism and Sabotage: Indemnity against physical loss of or physical damage to the 
property insured belonging to the Insured or for which the Insured is legally responsible, directly 
caused by act of Terrorism; Sabotage; Riots, Strikes and/or Civil Commotion; Malicious Damage; In-
surrection, Revolution or Rebellion; Mutiny and/or Coup d’état. 

Public Liability: Indemnity against legal liability to third parties for accidental death, bodily injury 
and/or illness and/or loss of or damage to property incurred in the course of the Insured’s business. 

Meetings 
An ideal meeting should take place between one to two hours. Minutes should always be recorded 
and distributed to Chama members as soon as possible after the meeting, while everything is still fresh 
in everyone’s mind.

It is important for the Chama to work out and set an agenda for each meeting in the initial formation 
stages. By the time the Chama undergoes a transition of leadership, the agenda is ingrained in the 
Chamas operations. 

Below is a Sample Agenda that can be modified for your group needs 
1.  Member Roll Call and Call to Order. 
2.  Approval of Previous Month’s Minutes. (This is not the time to debate any decisions made at 

the last meeting.)
3.  Treasurer’s Report. Collect the monthly contribution and distribute the valuation statement. 
4.  Economic Report. A brief description of what is going on in the economy, given by one of the 

members. 
5.  Old Business. (Unresolved items). 
6.  New Business. Both new business and old business usually deal with administrative issues. 
7.  Investment Committee Reports. A report on the industry, type of investments and companies 

being studied. 
8.  Portfolio Update. News and changes to companies the Chama owns or that are on the Cha-

ma watch list. 
9.  Buy/Sell discussions. The Chama should discuss any portfolio changes that it is going to make. 

Votes can be taken for the decisions taken. 
10. Assign Industry & Economic Report. Determine who will be responsible for presentations at 

the next meeting. 
11. Education. This is the most important part of any Chama meeting, where all can learn more 

about investing. 
12. Set next month’s meeting place and venue.
13. Any Other Business (AOB). 
14. Adjourn.

Your Chama might consider having a Sergeant at Arms in addition to all the other usual elected of-
ficers. This person can be chosen at the beginning of each meeting. Their task is to assist the execu-
tive officer running the meeting by ensuring that the meeting and decision making follows general 
etiquette rules. Small fines monetary or otherwise, can be imposed on those who don’t observe the 
rules. Examples are: 

• Meetings start and end on time.
• All digital devices banned as they cause distractions.
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• Mobile phones are switched off or on silent.
• Personal criticism is not allowed.
• No interrupting others even if you strongly disagree with their comments.
•  Listen to all contributions. 
•  Keep the meeting focused on the agenda and discussion on the topic.

Do remember that: 
• Besides being educational, the Chama is a business. You may have fun, but you should consider it 

as seriously as you would a business. 
• You can save a great deal of time if everyone is prepared. Each member should have a folder con-

taining all the important documents. For any presentations, copies of the documents should be 
made for each member. 

• Use of emails to send agenda or any other information prior to the meeting is useful. 

If you follow these guidelines, your Chama meetings will soon be running smoothly and profitably.

3. TASKS AFTER FIRST MEETING

Register as a legal entity 

Based on what you agreed at your first meeting, registration of your group should be done immediate-
ly. Ensure you have a choice of at least three names in case one of them is already taken up. 

Opening of the Chama Account

It is paramount that an investment group opens a bank account, to safely keep regular contributions 
and future cash inflows. This account should be opened by the group’s treasurer and have at least two 
other group members as signatories. This acts as a measure to ensure the treasurer always acts in the 
best interest of the group, since the other two signatories must authorize any account activity.

You will need to take along your Chamas Articles of Association if a Limited Company or other busi-
ness registration document. Know beforehand what other documentation is required so as to have 
an efficient fast process. 

As with opening any bank account, check out the fee structure and it’s accessibility. Can you transact 
online and is it easy to make payments and draw out money? Is it connected to Mpesa? Are cheques 
books provided?

Ask members to pay their contributions directly into the Chamas bank account by setting up standing 
orders for a given date. This will make it much easier for the treasurer to keep track of the money. You 
can then transfer the funds to your Chamas dealing account in one transaction.

Funding the group

Most groups generate capital from the monthly contributions. Members can agree to give themselves 
a three or six month period to build up capital. Others agree to have a target figure to kick start the 
investments and members are all required to put in this month as a sign of the commitment at the 
beginning the Chama. Some Chamas might also choose to get capital through borrowing from: 
• Financial institutions like banks, Sacco’s, Micro-credit etc. and giving personal guarantees.
• Getting angel capital from friends and family. 
• Government initiatives like women and youth funds. 

Getting Started.

1  More details on the evolution of Trans Century as the most successful investment group in East and Central Africa are in the book “From 
Chama to Conglomerate” by Tony Wanaina 

2  Read more on Home Afrika, a real estate investment group in the Case Study section of the handbook 
3  Guidelines provided by Tax Expert Patrick Karara
4  Information provided by Sammy Kanyi, Alexander Forbes 
5  Information compiled by Financial Expert Zephania Weru
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Join the fastest 
growing bank by 

dialing *344# 

● High interest on your savings 
    account for; you, your chama 
    and your business.
● Access Unsecured lending for 
    you and your business.
● Gain from the high interest on 
    your fixed deposit and borrow 
    upto 80% against that deposit.
● Have 24hour access to your 
    account through our mobile 
    banking service that allows you 
    to: check your account balance, 
    make utility payments, buy cell 
    phone credit, and make a 
    transfer.

and begin to transact and enjoy:

www.jamiiborabank.co.ke

For more information: 
Email - helpdesk@jamiiborabank.co.ke OR
Call - 0771 110 998 OR 0772 124 262

Follow us on:
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IN KENYA
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Asset Classes in Kenya.

1. SHARES - PRIVATE AND QUOTED
Def. A share is a piece of ownership of a company or enterprise. When you buy a share, 
you become an investor and thereby an owner of a piece of the company’s profit or 
losses.

Companies sell shares to raise (borrow) money from members of the public to expand their business 
activities in order to make more profits. They invite members of the public to buy shares and by so 
doing have a say in the running of the company as lenders of money and owners. Shareholders expect 
a profit as a reward from lending their money to expand the business of the company.

Share are bundled in minimum lots of 100 shares and above on the NSE. 

Advantages 
• Buying a share enables you to share the 

benefits of a professionally managed 
company instead of investing in your own 
enterprise, which you may not manage as 
well.

• It’s a good return on your investment if 
the shares are purchased intelligently with 
higher returns than you would get from a 
deposit or a savings account.

• When a company issues bonus shares, the 
value of your original purchase is enhanced. 
It is a better way of hedging against inflation 
as you re-invest your profits.

• Can result in immense capital gains, 
if a company registers a spectacular 
achievement, makes a new discovery or is 
bought out. 

• Shares are fairly liquid and if needed, you 
can ordinarily realize cash within two weeks. 

• Buying and selling of shares can be a 
profitable business in itself that one can 
engage in without interfering with one’s 
employment or other engagements.

• Shares are acceptable collateral by most 
financiers especially when you need an 
urgent advance or loan.

• You can diversify your portfolio, thereby 
minimizing your risk, by buying various 
types of shares in different sectors.

• Through purchase of shares you can invest 
outside your national economy (offshore 
investment) for better returns and/or lower 
risk.

Disadvantages 
•  There is no guaranteed return to the 

investor as the company may perform well 
or not 

•  The possibility for high returns is greater 
with stocks but so is the possibility of 
losing money should the company collapse 
or become insolvent as shares become 
worthless. If the company goes into 
liquidation, shareholders are the last to be 
paid after all other creditors.

•  There is unpredictability as external factors 
like government policies, political pressures, 
economy, demand and supply factors etc. 
can change the price of the shares. The only 
outcomes are profit or loss.
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CYCLICAL
New industries

Sasini Tea
Eveready 
Safaricom

Kenya Airways

STOCKS

EXAMPLES

GROWTH
High growth industries

Few competitors 
Room for expansion
High  profit growth 

Low dividends
High capital gains for investors

Equity Bank 
Scangroup

Athi River mining
KenolKobil

DEFENSIVE
Stable companies (usually household 

names)
Predictable income 

Low volatility 
High dividend payers
Tend to be expensive

British American Tobacco ( BAT)
Bamburi Cement

East African Breweries Ltd ( EABL)
Standard Chartered

INVESTOR SENTIMENT DURING MARKET CYCLES
Market Peak (Risk)

Optimism
Optimism

Excitement

Thrill

Euphoria

Anxiety

Denial

Fear

Panic

Capitulation

Despondency

Desperation

Depression

Hope

Relief

Market Trough (Opportunity)
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Advantages 
• You contribute to the overall development 

of the economy when you buy shares, by 
channeling funds to those who are in a 
position to invest in profitable projects and 
thus create wealth and employment faster.

• Wealth held in shares is less visible than 
other investments and hence more private. 
You can quietly hold many shares in blue 
chips worth the equivalent of tracts of land 
or streets of shops and bars.

Protecting your Investment in shares 
The stock market is an unpredictable market but here are some ways to protect your investment: 
1. Review stocks from companies that have bottomed out following poor performance or a retooling 

process. These stocks are extremely cheap, and there is minimal risk of losing on this investment 
because these companies can only move up in market value.

2. Study major companies in the stock market that possess large liquid assets and products that 
are necessities for the general consumer. Natural-resources companies, utilities and medical-
technology firms typically have assets available to starve off market declines. These stocks should 
form the backbone of your general-investment portfolio because of their stability.

3. Track market indexes in the United States, Europe and Asia to determine the potential for a stock 
market crash. These indexes track the top-performing companies in each market to determine the 
general performance of the global economy. You should trade stocks away only if all three indexes 
are down or a particular industry experiences a decline.

4.  Shift some of your investment funds into a money market account to avoid consequences of a 
crash or recession. A money market account allows you to gain a small return on your investment 
if you keep your balance high over the long term.

Asset Classes in Kenya.
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2. FIXED INTEREST
 a) Bonds

 Def. Medium to long term debt instruments, usually longer than one year, issued by 
the Government or Companies to raise money in local currency. It is a loan between a 
borrower and a lender. The borrower promises to pay the lender some interest quarterly 
or semi-annually at some date in the future. The borrower also promises to repay the 
initial money (principal) invested by the lender according to the terms and conditions 
of the bond.

The lender lends and expects to make a profit. The profit from a bond is gained in the form of an 
interest. Bonds that have been in the Kenyan market have had interest rates ranging from 8%-14%, 
depending on the type and date of issue. 

Treasury Bonds1: Issued by the government promising to pay a certain amount (the face value) on a 
certain date as well as periodic interest payments. So far, the Government of Kenya has issued 
• Fixed Coupon/Rate Bonds
• Zero Coupon
• Floating Rate
• Infrastructure (project specific)
• Restructuring/ Special bonds
• Amortized and Savings Development bonds
The most commonly issued bonds are fixed coupon bonds which have huge investor demand. Treasury 

TERMS USED IN BONDS 
The price of a bond is determined by the time to maturity, the coupon rate and the quoted 
yield to maturity.

Maturity: Date when payment is due.

Coupon Rate: The amount of interest paid per year as a percentage of the face value or 
principal. 

Issuer: The company or government selling the security.

Yield: Amount in cash that returns to the owners of a security.

Par value: The stated value or amount of money a holder will get back once a bond matures; 
a bond can be sold at par, at premium, or discount.

Par price: This is when the offer price equals the face value. In this case, the quoted yield 
equals the coupon rate.

Capital gain/loss: Since Treasury bonds trade at the NSE, investors may sell/buy them when 
prices become favorable. A capital gain is realized when the selling price at secondary market 
is higher than the buying price at primary market. The reverse is true for capital loss.
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bonds are issued monthly and are sold in minimum bundles of KES 50,000 except for infrastructure 
bonds which go for minimum KES 100,000. Maturities of Treasury Bonds that have been issued so far 
range from 1-30 years.

Corporate Bonds: A debt security issued by a company and sold to investors. The backing for the 
bond is usually the payment ability of the company, which is typically money to be earned from future 
operations. In some cases, the company’s physical assets may be used as collateral for bonds. Many 
corporates favour the floating rate bond. Zero coupon bonds are favoured by Commercial Banks. 

Advantages 
• A bond is a very convenient asset to own 

and a sure source of income.
• It is accepted as a guarantee for loans by 

Cooperative Societies and Banks. 
• It is a good money planner to meet specific 

needs. For example an investor can buy a 
bond whose interest matches payment of 
school fees, car or medical insurance, rent, 
pension allowance.

• Easy and quick to sell in the market in times 
of need; the interest on a bond grows on a 
daily basis and so a bond has new value and 
price every day. An investor can therefore 
buy or sell a bond on any day of their 
choice.

• A way of saving money for the future.
• Convenient and confidential.
• There are no penalties for selling a bond 

before the maturity date.
• There are also a variety of bonds to fit 

different needs of investors.
• Corporate bonds are considered higher risk 

than government bonds. As a result, interest 
rates are almost always higher. 

• Government bonds are usually referred to 
as risk-free bonds because the government 
can raise taxes or create additional currency 
in order to redeem the bond at maturity.

Disadvantages 
• Long term bonds are more risky because 

the bond principle itself is only as safe 
as the company holding it. Meaning if 
the company becomes unstable or goes 
bankrupt the possibility of default on the 
bond payment increases.

• Fixed rate bonds are subject to interest 
rate risk, meaning that their market prices 
will decrease in value when the general 
prevailing interest rates rise.

• Bonds can be affected by inflation, exchange 
rates, market volatility and credit risk (the 
credit rating of the issuer). 

• Some bonds are callable, meaning that even 
though the company has agreed to make 
payments plus interest toward the debt 
for a certain period of time, the company 
can choose to pay off the bond early. This 
creates reinvestment risk, meaning the 
investor is forced to find a new place for 
their money. As a consequence, the investor 
might not be able to find as good a deal, 
especially because this usually happens 
when interest rates are falling.

 b) Unit Trusts (Mutual Funds)

 Def: A unit trust is a professionally managed investment scheme that pools savings of 
the public who share the same financial interests. The pooled savings are then invested 
in securities such as shares, bonds and other authorised securities.

They are managed by specialist companies, banks & insurance companies. There is always a second 
company playing the role of trustee in a unit trust who holds the assets (investments) on behalf of 
the unit holders.

Unit trusts are open ended funds i.e. the managers can always create more units and buy more assets if 

Asset Classes in Kenya.
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and when investors intend to increase their investment by buying more units. In case investors sell back 
their units, the managers have to repay the sellers from their cash balances, cancel the units and, possibly 
sell more of the trust’s long-term assets to top up their short-term assets.

The Trust Managers play an active role in selling units to investors, investing the proceeds and obtaining 
cash to be paid to investors who wish to sell their units. Some unit trusts are quoted on the NSE.

The buying and selling price of units are calculated on the basis of the market values of the assets held 
by the trust. Hence, the rise or fall on the value of a unit is due to the rise or fall in the price of the shares 
and other assets owned by the trust. Unit trusts hold substantial amounts of liquid assets especially 
bank deposits, underlining their commitment to buying back units on demand and readiness to invest 
in new assets if and when available at attractive prices. If you are a beginner to investing, you will most 
likely do better by putting your money into mutual funds than in single stocks.

Advantages 

• The investor has the ability to withdraw 
from the fund at any time.

• While there is still fluctuation in a group of 
shares, they are less likely to experience the 
extreme up-and-downs that single stocks 
can.

• They provide investors with a convenient 
means to obtain a share in a usually 
diversified and large portfolio of assets. 

• The investors’ risks are pooled together and 
specialist managers are able to enhance 
investor returns.

• You get the benefits of greater economies of 
scale, such as reduced transaction costs.

• You have experts doing the hard work for 
you.

• It’s far easier and quicker to liquidate a 
portfolio or a portion of a portfolio held via 
a fund than directly in the market.

Disadvantages 

• Risks due to ownership of the underlying 
assets

• There are costs over and above those you 
would pay if you were investing directly.

• Unit trusts may not be as liquid as some 
other investments.

• Dilution possibilities. In the event of a 
large cash inflow or outflow, all investors’ 
percentages of the underlying assets will 
change.

 c) Investment Trusts

 Def. These are companies which undertake investment mainly in financial assets. They 
do not operate within the confines of a trust deed as unit trusts do. Shares in quoted 
companies form the bulk of their investments. They are closed end funds. Investors 
wishing to purchase investment trust shares must either wait until a new trust is 
launched, when a rights issue is made or find another investor holding such shares who 
is willing to sell. 

The companies obtain funds by issuing shares, borrowing, retaining profits and capital gains realized 
from assets held previously. Shares in quoted investment trust companies may be bought and sold 
on the securities exchange. Centum Investments and Transcentury are some of the best known 
investment trusts in Kenya.
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Advantages

• Unlike a unit trust, an investor who buys 
investment trust shares buys shares in 
the company itself and not a share of the 
underlying assets held by the company. 

• They have lower annual operating expenses 
(since they are not buying and selling 
shares);

Disadvantages 

• The market price of the shares in an 
investment trust company will be 
determined by the demand and supply for 
the company’s shares, which will in turn 
be influenced by the value of the assets 
held by the company, its past and present 
performance and market perceptions. 

 d) Real Estate Investment Trusts (REITs)

 Def. A security that sells stocks in the capital market and invests in real estate directly, 
either through properties or mortgages.

It is an investment instrument that sources funds to build or acquire real estate assets for sell, rent or to 
generate income. Investors can buy and sell shares and are regulated by the Capital Market Authority 
(CMA). The income generated is distributed to the shareholders at the end of a financial year.

REITS will enable mobilizations of savings from individuals and groups. This means that Chamas will 
be able to invest in the market.

The treasury budget of 2013/2014 stated that it intended to enact law on the REIITS by making 
amendments to the capital markets rules. 

Asset Classes in Kenya.

Differences between a Bondholder and a Shareholder 

One can be both a bond and a shareholder is it gives an investor the opportunity to diversify 
and enjoy a balance between reasonable and very high profits.

Bondholder
• A bondholder is only a lender to a company.
• Expects a profit in form of an interest at a specific agreed date in future.
• Does not vote or participate in the management of the company.
• Invests to earn a reasonable return at a low risk.
• A watchdog of the borrowers’ activities.

Shareholder
• A shareholder is a lender and an owner.
• Expects a profit in form of a dividend, gain in share price, bonuses and cheaper shares 

(right issues).
• Attends Annual General Meetings, gives personal opinions about the company and votes 

thereby participating in the running of the company.
• Invests expecting the highest return possible.
• Accepts risk as part of any business.
• A watchdog of the management and company’s activities.
• An influencer of the company’s performance.
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Advantages 
• They offer investors high yields, and highly liquid ways and means of investing in real estate.
• They give opportunity for small investors to have a stake in real estate with investments of 

minimal amounts.
• They are exempt from 30% Corporate tax and Income tax.

 e) Commercial Paper

 Def. This is an unsecured promissory note with a fixed maturity of 1 to 270 days. 
Commercial paper is a money-market security issued (sold) by large corporations to 
raise money to meet short term debt obligations and is only backed by the issuing 
corporation’s promise to pay the face amount on the maturity date specified on the 
note.

Since it is not backed by collateral, only firms with excellent credit ratings from a recognized rating 
agency will be able to sell their commercial paper at a reasonable price. Typically, the longer the 
maturity on a note, the higher the interest rate the issuing institution must pay.

Advantages 

Commercial paper is usually sold at a discount 
from face value and carries higher interest 
repayment rates than bonds. 

Disadvantages 

Interest rates fluctuate with market conditions, 
but are typically lower than banks’ rates.

3. CASH AND CASH EQUIVALENTS
a) Savings Accounts
Savings accounts are targeted towards customers who intend to save their earnings and/or those who 
do not require transacting frequently. Interest is earned and paid periodically on daily, monthly and 
half yearly balances or any other criteria based on bank policy.

Advantages 

• Safe vehicle for short-term savings of any 
amount 

• High liquidity (easy to cash)

Disadvantages 

• The credit balances earn interest. However, 
most banks set a minimum balance below 
which the amount may not qualify for 
interest payment.

• Balances below the interest earning 
minimum balance may attract a monthly 
charge in some banks.

• Over-the-counter cash withdrawals are 
subject to payment of stamp duty.
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 b) Term Deposit AccountsEIOUYe

 Def. These are contract accounts where the amount deposited is held in the account for 
a pre-arranged period in order to earn the agreed interest. Interest rate earned is fixed 
for the period of the deposit. Any withdrawals before the contract period will nullify the 
right to earn interest. The principal deposit plus interest earned is either withdrawn or 
renewed at the end of the contract period depending on the customer’s instructions.

Call Deposit: The account runs for a minimum period (i.e. Seven days) after which the contract 
period is open ended. A pre-agreed notice may be required before the deposit plus interest can be 
withdrawn.

Interest is paid when the deposit is ‘called’ or withdrawn.

Fixed Deposit: They run like the Call Deposit accounts but for a longer period i.e. a minimum period 
of one month to a maximum of one year. 

Advantages 

• There are no charges on the account
• Attractive interest rates calculated daily for 

the Call Deposits 
• Interest is paid is higher than a savings 

account 

Disadvantages 

• No additional deposits are allowed on 
the account before expiry of the contract 
period. Withdrawals before the term may 
attract penalties and loss of interest, 

• Interest is accrued daily but paid at the end 
of the contract period.

• The amount deposited ceases to earn 
interest at the end of the contract period 
unless the account holder issues instructions 
for a renewal.

 c) Treasury Bills2 

 Def. A paperless short-term borrowing instrument issued with a term of one year or less. 
They are sold at a a discounted price to reflect investor’s return and redeemed at face 
(par) value thus they do not pay interest before maturity.

Treasury bills are issued by the Government through the Central Bank of Kenya with maturities of 91, 
182 and 364 days. 

Asset Classes in Kenya.
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Advantages 

• Short-term investment as they have terms 
of one month to one year. 

• Safe as they are government-backed. 
• Non-Competitive (average) bids are 

based on price-taker of market outcome 
(successful weighted average rate/price) so 
their placement is guaranteed

Disadvantages 

• They have lower returns as compared to 
term deposits and even bonds as they are 
very safe. 

• As it is a short- term investment, investors 
have to turn them over into new 
investments since they mature so quickly.

• Competitive bidders MUST indicate the 
desired price/yield and usually monitor 
and understand the movements in interest 
rates and market conditions. However, such 
bids may either be accepted or rejected 
depending on interest rates and liquidity 
levels.

4. REAL ESTATE
 Def. Property bought with the intention of making a profit through rental income 

or resale. Real estate investors typically purchase apartment buildings, commercial 
buildings and homes to rent out to tenants.

 
One of the main differences between investing in a piece of real estate as compared to stocks or bonds 
is that real estate is an investment in the ‘bricks and mortar’ of a building and the land it is built upon.
Key things to consider when investing in real estate

• Whether to invest in vacant land and speculate on price appreciation.
• Whether to invest in residential or commercial property.
• Type of ownership. 

A Limited Liability Company is recommended in order to avoid legal complications that may arise 
under other forms of ownership. Before arriving at the decisions above, the group members will need 
to consider the following:
• Return on investment.
• Liquidity preference-It is not advisable to invest in land where the funds need to be liquidated 

within a short time.
• It is also important to ensure that all legal and registration requirements are adhered to while 

investing in land or property. 
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Advantages Disadvantages

• Has high returns and can average 15-20% 
annual returns of the investment. 

• It appreciates in value over time because 
of the limited supply of land. It also 
appreciates at roughly the same rate as 
inflation.

• It can give significant high profits when 
carefully planned 

• It is highly tangible because unlike most 
stocks you can see and touch your property 
thus creates substantial pride of ownership.

• Give investors passive income (income that 
you don’t have to work for) and you have 
full control i.e. you can increase the rent, 
improve the property to increase the rent 
etc. 

 • It requires a high amount of capital and 
securing financing for an investment 
property presents a formidable task. 

• Tangibility also has its downside because 
real estate requires hands-on management 
either by the Chama directly or through a 
contracted property management company.

• It has on-going costs like timely repairs, 
renovation and property taxes. 

• Has low liquidity as it can take months to 
complete a sale.

5. OFFSHORE PRODUCTS
 Def. Investments that are housed in a country other than the investor’s country of 

residence. Most investors consider this in order to capitalize on advantages offered 
outside of an investor’s home country. Popular offshore centers are Switzerland, Isle of 
Man, Cayman Island, Bermuda, Mauritius and Belize. 

Off-shore products could form part of the investment portfolio. A Chama can have access through 
international fund managers like Franklin Templeton, Generali, HSBC, etc. All a Chama needs to do 
is approach CMA-licensed fund managers or investment advisers who are agents of the international 
fund managers. 

Asset Classes in Kenya.
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1  More information on treasury bonds is available on the Central Bank of Kenya Website: www.centralbank.go.ke.
2  More information on treasury bills is available on the Central Bank of Kenya Website: www.centralbank.go.ke.

Advantages 

• You gain access to a great variety of 
currencies and markets, giving you a 
high degree of flexibility and potentially 
increasing gains and reducing risk.

• Ability to participate in economies that are 
doing better than your own country. 

• Ability to generate more profit due to no or 
greatly reduced taxes. Jurisdictions known 
as tax havens offer tax incentives to foreign 
investors. The favourable tax rates in an 
offshore country are designed to promote 
a healthy investment environment that 
attracts outside wealth.

• Confidentiality as many offshore 
jurisdictions offer the complimentary 
benefit of secrecy legislation. These 
countries have enacted laws establishing 
strict corporate and banking confidentiality. 

Disadvantages 

Offshore Accounts are not cheap to set up. 
Depending on the Chama investment goals and 
the jurisdiction chosen, an offshore corporation 
may need to be started. If the group decides 
to use a fund manager, the minimum capital 
required to start the investment would also be 
higher.
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INVESTMENT POLICY 

What is an Investment Policy Statement1? 

This is the process of deciding how to distribute wealth among asset classes, sectors, and countries for 
investment purposes. It specifies investment goals and acceptable risk levels. It is a “road map” that 
guides all investment decisions.

Benefits of having a written investment policy are: 
• It provides the foundation of managing the Chamas investments and for all future investment 

decisions.
• It provides structured process for making investment decisions.
• It keeps the Chama focused on its objectives including desired returns, time horizon and the risk-

return equation.
• It serves as a guideline with identified goals and a systematic review process that provides a 

baseline from which to monitor performance.
• It provides ground rules for all stakeholders i.e. the Chama Members, the advisers, management 

team etc. 
• It clearly shows the planned way to achieve stated goals and objectives.

Absence of a written investment policy results in: 
• Decision making that is based on separate dealings as they occur. 
• Chasing short term opportunities that may detract from reaching long term goals.
• Falling into an emotional decision making trap especially during turbulent or highly profitable 

times.
• Creates misunderstandings and some members can become disgruntled or dissatisfied.
• Can lead to outright mutiny and collapse of a Chama.

Key objectives of an investment policy statement:
• To document the investment policy and the investment strategy established in accordance with 

the policy.
• Clearly set out the decision-making responsibilities. 
• Provide a framework for the effective implementation and review of the investment strategy.
• Assist all Chama members (existing and potential) in understanding the investment objectives 

and strategy of the Chama.

Tips on forming one2

The investment process is comprised of several steps that enable you to select a portfolio appropriate 
to your risk tolerance and desired return. The primary steps in this process are:
• Determine your investment objectives in line with your desired return and risk tolerance. 
• Develop an asset allocation plan. 
• Construct your portfolio by selecting diversified investments within your chosen asset classes. 
• Monitor your investments. 

Remember that investing involves managing risk rather than managing return. The four basic risk 
management strategies are: 
Risk Avoidance: This is where one avoids any real chances of loss. It is generally a poor strategy for 
your entire portfolio but is useful for parts of it. 
Risk Anticipation: Position your portfolio to protect against anticipated risk factors i.e. by maintaining 
a cash reserve.
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Investment Policy.

Risk Transfer: Insurance and other investment vehicles can allow for the transfer of risk, often at a 
price, to another investor who is willing to bear the risk.
Risk Reduction: Effective diversification and asset allocation strategies can reduce risk, sometimes 
without sacrificing expected return. 

Some examples of goals that can form your investment objectives are: 
Capital preservation: To maintain purchasing power and minimize the risk of loss.
Capital appreciation: To achieve portfolio growth through capital gains and accept greater risk.
Current Income: Look to generate income rather than capital gains. It can be referred to as the 
“spending phase”. There is relatively low risk.
Total return:Combine the income returns and re-invest with capital gains. It has moderate risk.

INVESTMENT CONSTRAINTS

Factors that may limit or impact your investment choices:
• Liquidity: How soon is money needed? How fast can we raise it?
• Time frame: What is the group’s ability to ride out several bad years? When do you expect to need 

to access all or part of your investments?
• Less than 1 year (immediate access)
• Less than 2 years (short term)
• 2 to 5 years (short to mid-term)
• 6 to 10 Years (mid to long term)
• Over 10 Years (long term)

• Age: The Chama members will probably will be in one age group. Chamas with young people 
means they are able to do much more riskier investments. Those composed of middle age with 
families would choose more stable investments. 

• Legal and Regulatory Factors: What legal restrictions will affect your investment choice?
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• Tax Concerns: Realized capital gains vs. Ordinary income; Taxable vs. Tax-exempt bonds?
• Unique needs and preferences: The Chama may wish to avoid types of investments for ethical 

or religious reasons i.e. a Christian group will avoid investing in companies that deal with tobacco 
or alcohol or another Chama may only been interested in companies that comply with Fair Trade 
practices.

Asset Allocation3 

This refers to how the Chama distributes their investments among various asset classes. Asset classes 
are types of investments, the main being cash, fixed interest, property and shares. There are typically 
differing levels of risk and return associated with the asset classes, and different minimum suggested 
investment timeframes. Everyone needs to understand the characteristics of all the asset classes in 
order to make sound investment choices. Your initial strategies to make choice may be quite broad in 
nature, and they can be refined over time as members become more comfortable and experienced.

 Tips to consider: 
• Look at the historical correlations of returns.
• Diversify the portfolio.
• Have a selection criteria i.e. type of industry and risk, good governance, capable management 

team, clear dividend policy. 
• Designate Chama member or investment committee to do further research. 
• Consider appointing specialists if needed. 

Selection of Service Providers

As your group evolves, you will reach a point where the need to appoint professionals will be key to 
transforming your group to the next level. Also some Chama’s simply become to big 
• Accountants: Prepares the books and keeps a record of all financial transactions. 
• Auditors: Audits the final finance statements to ensure accuracy and transparency of the Chama’s 

books. 
• Company Secretary: Maintains the Chama shareholder register, provides secretarial services for 

your meetings.
• Stockbroker: Makes transactions in the Capital Markets on behalf of the Chama.
• Lawyer/Law Firm: Drafts your shareholder agreements, other legal documents i.e. contracts and 

conducts legal due diligence on your investment choices. 
• Finance Consultants: Provide financial, investment, tax advice and due diligence in regards to all 

your investment decisions. 

Review of Investment Policy

It should be reviewed every 3 years, referred to annually and more frequently if required due to (but 
not limited to) any of the following:
• Significant changes in the investment environment
• The availability of new opportunities
• The introduction of new financial instruments
• As the size of the Chama increases and changes

Asset Valuation 
This is the method of assessing the worth of a company, real estate, securities, or other items of worth. 
Asset valuation is commonly performed prior to the sale of an asset or prior to purchasing insurance 
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for an asset. A professional financial advisor will be needed to do an analysis. 
Monitoring Your Investments 

When monitoring, don’t focus only on returns. Make sure the reasons you chose these investments 
in the first place still apply. To do that, check the status of each investment against your investment 
selection criteria. 
• Set the key benchmark for evaluating your portfolio performance. 
• Monitor changing financial and economic conditions i.e. inflation, currency fluctuations etc.
• Evaluate portfolio performance not only by returns but other performance indicators. 
• Modify portfolio investments according. 
• Revise policy statement as needed.

Periodically, ask yourself the following questions about your investment portfolio: 
• Is this investment performing as we planned? 
• How much money will we get if we sell it today? 
• How much are we paying in commissions or fees? 
• Has our investment goal changed? If so, is the investment still suitable? 
• Have we decided what contingencies need to happen for us to sell the investment i.e. if it falls in 

value by certain percentage? 

1 Article compiled from information supplied by Sundeep Raichaura 
2 Article compiled from information supplied by Financial Expert Patrick Wameyo 
3 Article compiled from information supplied by Michael Gichohi, Financial Expert, Uwezo DTM

Investment Policy.

Arbitration 

This is often overlooked, but is vital as it will allow for easier determination of your Investment policy, 
which ideally should guide all investment decisions made by the group. Set out the clear process 
should the Chama get into dispute over its investments with its stock broker, law firm or even 
internally amongst its members. Ensure there are arbitration clauses in the contracts done with the 
professional service providers to the club.
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Crossover Savings Account – This 
account offers very attractive benefits 
that enable you to save for long term 
projects such as home ownership or 
any other dreams you have. These 
benefits include: earning high interest 
on the account deposits as well as 
earning loyalty points on every deposit, 
access to up to 100 per cent mortgage 
financing, up to 25 per cent discount 
on commitment fees, up to 2 per cent 

discount on mortgage interest when 
applying for a mortgage loan and 
much more.

The Housing Development Bond 
(HDB): This is a high yielding fixed 
deposit account that offers a saving 
of 5 percent on withholding tax. Unlike 
other accounts in the market that 
charge a withholding tax of 15 percent, 
the HDB account is charged at 10%.

L o o k i n g  f o r  w a y s  f o r  y o u r 
C h a m a  t o  I n v e s t

Property is one of the surest ways of making positive and growing investment 
returns and working with the best in the property market should be one of your 
priorities as an investment group looking for growth and positive returns. Housing 
Finance has been the leader in property business for over 47 years transforming 
the lives of thousands of Kenyan families and property developers and we can also 
work with Chamas to ensure that you realize your goals.

Housing Finance provides integrated property and banking solutions to all in the 
Kenyan Market. We understand that buying a house / developing a property may be 
one of the biggest investments you will ever make and you need to think it through. 
For example, how far is a lender willing to go to help your Chama in property 
development? Whether it is property financing or expert advice, at Housing Finance, 
we go all the way. 

Some of our key investment accounts include:
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OUR PROPERTY LOANS WILL ALLOW YOU TO 
1. Invest in an already developed home.
2. Invest in plots.
3. Engage in Property Investment through the Project Finance and Investment 

Residential facilities, facilities that will allow the group to put up multiple 
units either as build to rent or build to sell.

4. Borrow against the properties that you already own as a group either for 
further property development or other purposes through our Vuna Hela 
product.

5. Have the convenience of repaying your mortgage in pre-agreed cycles (Bi-
Monthly, Quarterly, Semi- Annually etc) that correspond to your income / 
contribution receipts.  
This is especially suitable for those in the informal sector whose income 
flow is irregular.

Through our Property Point, 
we will also help you identify the property of your choice.

Please talk to us today. A solution awaits.
 

For more information please contact our team on 020-3262000/3262600 
or e-mail: marketing@housing.co.ke. 

Website: www.housing.co.ke.
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Challenges 

Many Chamas that aren’t successful will fail within their first year or so of operation. The reasons for 
failure always come down to the same problems. If your Chama can avoid these challenges, then your 
chances of success are much higher.

Member Commitment 

During the initial meetings, you may want to watch for some typical signs from those who are fully 
committed and those who might not remain in the Chama long-term. This includes not making timely 
contributions, inconsistent investment strategies or lack of regular participation. 

Solution: Having like-minded members as you begin the Chama is very important. You 
must all share a clear vision and adhere to a well thought out membership criteria. In 
your agreement you can also set minimum attendance and investment requirements 
for members with consequences. 

Endless Meeting

Meetings that take over two hours with no direction will kill your group. If a Chama has no plan of 
attack when it comes to its monthly meetings, the meetings tend to wander. When that happens, 
members lose interest and stop taking the business at hand seriously.

Solution: Have a basic set agenda for the meeting that is followed. An ideal meeting 
should take one to two hours. Don’t waste time talking about things that have nothing 
to do with investing and growing your portfolio. It’s easy to get into deep discussion 
about the possibility of a treasurer running away with the money and forgetting the 
business at hand. 

Apathy from members 

After the initial burst of excitement, it’s not surprising when the member’s enthusiasm begins to fade. 
The honeymoon period is over and the reality of the group sets in. A likely scenario is that frequently 
most of the work is left to the few members who remain committed to the cause. There are weak 
governance structures and your portfolio is filled with poor investments. This leads to frustration and 
ultimately group disintegration. 

 
Solution: Investment clubs are doomed to failure if the members do not participate. 
Communication is key. Make sure you keep everyone involved and up to date with 
developments i.e. everybody receives a copy of the minutes, email members to 
confirm when shares have been bought and sold or when a key investment purchase 
is completed. Celebrate major milestones like doubling your portfolio. Activities like 
attending investment workshops, visits to the the trading floor of the Nairobi Stock 
Exchange or a real-estate development will help with the group dynamics and retain 
members’ interest over a longer period. Strengthen your governance structures through 
creating a proper constitution and a well thought out investment policy. 
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Challenges.

Not using member skills 

A red flag occurs when the group’s discussion on investment strategies and decisions seem to rotate 
amongst the same point of references or you are unable to get new information to progress. Also 
some members might tend to dominate the discussions and the quieter ones never speak up or give 
their opinions. 

Solution: Be diverse in gender, race, professional skills and any other criteria you can 
think of. The secret of success is the area of expertise that collectively you can muster. 
It’s no good having a Chama where all the members are accountants or all come from 
the same middle class neighborhood. Sharing knowledge and pooling your expertise 
is as important as is giving everyone a chance to speak up. Let the monthly duty on 
reporting on economy and industry rotate amongst all members. 

Ownership Anomalies 

Many Chamas begin with an equal valuation system(every member has an equal share) believing 
they are keeping things simple but soon this runs into problems once a member withdraws from 
the Chama or fails to keep up on the monthly contributions. It also can be very difficult to find new 
members, since the amount that has to be invested for an equal share keeps increasing, eventually 
making the buy-in amount unreasonably expensive. 

Solution: The Chama must be incorporated at the beginning as the legal body that 
will own all the assets. KAIG recommends the unit valuation system (every member 
has shares equal to their contribution) from the onset of the Chama. If you find it 
tedious to calculate the monthly value of each shareholder hire a professional financial 
consultant to do this for you as required. 

Trust

This is a major concern in many Chama’s as some members can be unscrupulous in dealings. Also a 
Board of Directors can end up mismanaging the group. Once mis-trust enters the group, it signals the 
beginning of the downfall. Cliques may even begin appearing within the group. 

Solution: The Chama agreement or constitution is a very important document that 
sets out the rules of governance for the group, consequences and a clear system of 
dispute resolution. You can go a step further and have the Board of Directors sign a 
code of conduct for accountability to its members. 

Capital 

Most Chamas fund their investment group by giving in contributions to stack up the initial capital 
for investment. Some members can end of up dis-honoring monthly contributions. It’s also usually 
difficult for Chama’s to get credit from financial institutions as they are still considered a start-up 
entity. 

Solution: Get commitment at the formation stage and keep contributions at an 
affordable level. Review the contribution level annually and if you have to allow a member 
to leave. You can also buy shares in co-operative Sacco’s and micro financial institutions 
which have minim buy requirements. As your group matures with a higher net worth 
portfolio, you may be able to get credit from these institutions to do bigger investments. 
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Limited investment opportunities

Feedback from the KAIG Chama Members is that most feel the projects they want to invest in require 
a high capital outlay, which is not within the group’s means. On the flip side, some groups felt that 
they had an adequate sum of money, but had no investment opportunity that met their requirements. 
They felt tied to investing in the ‘easy assets’, such as the stock exchange. 

Solution: This can be attributed to the lack of exposure to the many investment 
opportunities available in Kenya, or the lack of innovation on the part of the group 
members. Overcome this hurdle by attending investment and entrepreneurial 
workshops, which always have an abundance of new ideas to adopt. KAIG also 
holds quarterly training sessions for its members. Let members commit to reading 
educational material or sharing their knowledge i.e. each member agrees to present on 
a new investment-related topic at least once a year.

Lack of guidance in investing 

Most stock brokerage firms in Kenya offer free financial advice. However this advice is limited, and 
focuses on investing in shares, and not other viable options like real estate or private equity. In 
addition, this advice is usually non-committal, and can be shallow in some cases. It is also wise to 
remember that just because one is stock-broker, doesn’t make them a bona fide expert in all matters 
concerning investing. 

Solution: Seek quality advice from multiple sources. You can even have sessions within 
your Chama where you call on a professional to give a talk on real-estate, private 
equity, bonds etc. A Chama mentor can also assist. This person should have a proven 
record of being a competent, knowledgeable, and experienced businessperson. A good 
personality should also be a pre-requisite; since group members will learn best from a 
person they have a cordial relationship with. KAIG can give recommendations from 
their database of experienced professionals. 
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TIPS ON GROWING YOUR CHAMA 
Have Clear Goals in the Beginning
How long do you intend to let the Chama run for? 1 year? 5 years? 10? What risk are you all 
prepared to take with your investment? How much time and commitment are you all going 
to make? Make sure you are all on the same page. 

Keep Learning 
One of the most popular reasons people join a Chama is to learn. Make sure everyone does 
and not just in the first few months of setting up. Incorporate a regular educational slot into 
your monthly meetings. Share books, magazines and articles between members and report 
back useful information at your meetings. Make use of the internet to access knowledge and 
practices from all over the world. 

External Speakers 
Break up the usual monthly routine by inviting external speakers to present at your Chama 
Meeting. Approach the CEO of company you are interested in investing to give you a talk; 
have a seasoned entrepreneur give you talks on private equity; invite an accounting firm to 
teach you how to read and translate the information on your financial books. 

Network
It’s fun to meet like-minded people with similar interests to compare notes and share 
experiences. You can find other Chamas in your area and have an open day to share 
experiences. Attend business and industry events in areas where your investment interests 
occur. Join KAIG and get to meet and hear from other Chamas. 

Diversify your Portfolio
Chamas are not limited to investing to the securities on the exchange in Nairobi. Check 
out the securities exchange and real-estate in the other East African Countries. Consider 
commodities like gold, oil, coal, copper or private equity in businesses that aren’t touched 
by ‘traditional’ investors like gaming technology, media, clothing, cosmetics and beauty, 
fast-food, sports, films, art. Kenya’s new governance system of counties provides endless 
possibilities around the country. 

Involve Members 
Regularly ask members for ideas, make sure they are involved in every decision and encourage 
them to keep an eye on their investments in between meetings. Always make use of their 
areas of expertise and financial knowledge when deciding the Chamas investment strategy.

Keep it Fun 
Mixing business with pleasure is just as important because it helps build trust between 
members. Plan well in advance – some Chamas have a social secretary and put money aside 
to pay for group activities – and get everyone involved to help create a great team spirit. 
Some meetings can be combined with barbeques; wine tastings or picnic or golfing holidays 
or family fun-days.

Challenges.
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Why we set up: We are a group of Chris-
tian men who strongly felt that society 
needs men who are different. We all have 
a passion for God and needed to keep 
each other accountable. Our name actual-
ly stems from Royal Aroma Men. We are all 
friends who invited other friends. We began 
as ten but we have had some leave and others 
join over the years. Currently, our membership 
isn’t open. 

We meet twice a month. One meeting is faith based 
as we do a bible study program whilst the other is a 
business meeting where investment matters are handled.

We manage the group through an executive team voted in every 
two years consisting of a Chairman, Secretary and Treasurer. They are charged with ensuring we re-
main focused on its objectives and act as the secretariat.

Our contributions began with KES 2,500 a month for each member but after year, we realized we 
needed to put in more. We upped it to KES 6,500 for about six years then we froze contributions to 
give time for all members to catch up as we all have equal shareholding. At the end of 2012, we wanted 
to invest KES 1 Million for a project. We did a cash call and realized it was easier to raise money this 
way instead of monthly contributions. 

Our Portfolio: Consists of Stocks (Local and international) & Real Estate. In the stock market boom 

Group Name: RAM 
LINKS 

Founded: 2004 
Members: 11 

Type: Incorporated (LLC)
Portfolio Value: KES 8.5 Million
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Case studies.

of 2006-2007, we cashed out on some of our securities and made KES 1.5 Million. Our Investment 
strategy is long term and we use stockbrokers and lawyers for advice. 

Our Best Investment decision has been in real estate. We bought into Migaa estate by Home Afrika 
.In the formative years we couldn’t do much- we just did stocks as we were busy. 

Our Worst Investment decision: The stock market tanked and we realized we had to diversify. Over 
the last five or so years RAM has tried investing in private schools. This has been a journey in hard 
lessons. We have had three attempts and the last one lost us KES 60,000 in cash and numerous nego-
tiating hours valued at KES 150,000 in time and resources spent. We had been raising cash all along so 
we decided to put that money into real-estate as we weigh other options. 

Our greatest strength is our bond. We are like brothers and check on each other. We socialize a lot 
and have family functions and trips that incorporate our spouses and kids. Trips have been done to 
Kericho, Nyeri and Nairobi by visiting parents of fellow members. We have an annual Valentine’s din-
ner with our spouses. This year, we had our first annual marriage enrichment retreat in June. We seek 
to invest in the spiritual, emotional and financial wellbeing of members and their future generations.

Our main challenge was members settling in and getting cohesion on the group’s common goals. It 
took us five years to settle in with some members leaving to pursue their own investment interests. 
Some felt disfranchised as the group wasn’t moving as fast as they wanted. We began to visit each 
other’s parent about 3 years ago and that has cemented us. 

Advise To Chama’s Setting Up: It’s important to formulate a constitution. This helps when making 
decisions and also defines the values members will uphold. Also, Chamas should be sensitive to the 
effect of the different risk appetites of their members for investments.

Joining KAIG has provided us a forum in which we can learn more about groups and how best we can 
harness the power of groups. We have also benefitted from the educational seminars . 

In ten years RAM Links will be a group that is creating wealth, both financial and social whilst men-
toring others to do the same.
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We started the group as 7 friends. Each 
was asked to bring more friends and we 
were 17 by end of 2006. We each put in 
KES 100,000 to kick-start investments. 
We ended up raising KES 2.1 Million as 
some members brought in more capital. 
Our membership is still open and we are in 
the process of converting to a public limited 
company to accommodate more numbers as re-
quired by the law. Our name is derived from the 
words ‘Single Aim’. 

We meet once a year at our Annual General Meeting. If we 
have any urgent matters like doing a cash call we call for the share-
holders for a special general meeting.

We manage the group through a board of directors who meet once a month. They have different 
skill sets in business, education, finance and real-estate; thus is experienced to make decisions on our 
investments. 

Our contributions are KES 20,000 a month for each member. Some members choose to pay once 
year at the AGMs others have monthly standing orders. We also have a minimum entry fee of KES 
270,000 that each new member is required to pay. 

Our Portfolio: We have invested in the securities listed in Kenya and Uganda and private equities. We 

Group Name: SIAM 
Investments 

Founded: 2006
Members: 48

Type: Incorporated (LLC)
Portfolio Value: KES 20 Million 
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have also diversified our portfolio by venturing into real estate. 

Our Best Investment decision: We invested in Cooperative Bank and CIC Insurance before they did 
their IPOs which earned us a 750% rate of return. 

Our Worst Investment decision: We ventured into two private equities which don’t seem to go any-
where hence tying up our capital. However, as contrarian investors, patience is one of our pillars which 
most of the time leads us to profitable exits but we are sure, this will not be tomorrow! 

Our vision is to deliver financial freedom to all our shareholders by 2027 and release generations from 
want. We introduced a youthful investors arm for those under the age of 24. A registration fee of KES 
1,000 is applicable unless your parent is a member. They are then required to buy a minimum of 1,000 
shares (each share is KES 25) each calendar year and can pay for them by installments. So far we have 
ten youngsters. 

Our main challenge is unreliable monthly contribution by some members; hence procuring leverage 
for growth is a tall order! Another one is that the board doubles up as management. With their busy 
schedule, this causes delays in implementation of decisions, for a group whose portfolio is skewed 
towards financial securities that change by the minute.

We socialized in the beginning as we were setting up by holding goat roasting parties. As the num-
bers began growing and a board came into place we ceased social activities. However, this year we are 
planning to do a get-together party for all members and their families. 

Advise To Chama’s Setting Up is that they should consider forming as a company and then get their 
objectives right from the beginning. If you start fussy and aren’t focused you will not know where you 
are going. Cleat goals give you a lit path to walk on.

KAIG has been a great experience as we have benefitted from networking and the quarterly talks. 
Isolation isn’t a good thing since it’s important to leverage on experiences. One of the best things 
which KAIG has done for their members is introducing the ACL venture as a vehicle to handle mega 
investments that individual Chamas cannot manage on their own. This is a sure way to reach Canaan. 

In five years we should be able to list at the Nairobi Stock Exchange through the Growth Enterprise 
Markets (GEMS). We think it will expose SIAM to exciting investments and contribute to the pursuit 
of Our Single aim!

Case studies.
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We began as nine investors in 2011 when 
we met at the NSE investment challenge 
prize giving day. A couple of us in the 
Top 20 decided to make real money af-
ter participating in the virtual investment 
competition. We initially wanted to name 
ourselves Market Watch International Com-
pany but it wasn’t available for registration so 
we settled on the initials MWIC and registered 
as a business name in 2012. We are moving to-
wards registering as a limited company by the end 
of this year. 

We meet once a month. 

We manage through an investment committee which is accountable 
to the rest of the club on investment returns. We have a flexible shareholding as opposed to an equal 
shareholding. Patrick Wameyo as a financial coach has given us great advice on how to change group 
dynamics as we grow. We have a constitution and also keep a proper book of accounts. 

Our contributions began with KES 9,000 with each member contributing KES 1,000. To date each 
of us is still required to give in KES 1,000 monthly. As we have just finished college, we aim to up the 
minimum contribution fee to KES 2,000 by the end of the year.

Our Portfolio consists of securities in the stock market and private equity in an unlisted firm.

Group Name: MWIC
Founded: 20
Members: 11

Type: Sole Proprietor
Portfolio Value: KES 250,000
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Our Best Investment decision: Shares in Nation Media Group which was an undervalued investment 
when we bought in. We use a stockbroker and partner a lot with KAIG to source for good opportu-
nities for investments

Our Worst Investment decision: Investing in Co-operative bank shares as we broke even on exit 
after a year and only because there was a bonus and a dividend given. Initially we had wanted to do 
the same investment in NIC bank but we were convinced otherwise by a professional analyst. We are 
learning that we also have useful analytical skills that we can put to use when investing as well. 

Our main challenge has been limited funds since we are all students but that’s about to change as 
we begin our work life. In the beginning we weren’t consistent in meeting attendance; sometimes only 
getting together once a quarter but now we have measures in our constitution to cater for this. 

We socialize through our quarterly team buildings and meet up during life changing events like wed-
dings.

Advise To Chamas Setting Up: They should keep focus on the bigger picture and be of the same 
mind in terms of returns and risk; as well join a body like KAIG and have good bank to help with 
growth. We have also proven it’s possible to begin with any amount of money. 

KAIG holds a very special point of reference in our growth since we were the first student investment 
club to join. We attended a lot of investment trainings that have guided us.

Case studies.

In ten years 
we see ourselves as an established private equi-
ty or venture capital firm.
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We started this Chama of Chamas as a 
request from the KAIG members after 
they were asked for feedback on services 
provided. They noted that they still had 
disagreements when investing in their 
groups and whether we could do it on 
their behalf. The board of KAIG decided 
to form a vehicle where Chama’s could out-
source their investment making process. 

Our members now include 17 Chamas and 
Hodari-A Special Investment Vehicle. ACL was 
created as a Pan-African fund that would recruit 
members from the rest of the continent and those in the 
diaspora. These individuals are not required to be part of a 
Chama but allowed to have direct shareholding. It was originally 
meant for those outside Kenya, but many of our friends who didn’t care for 
Chama’s asked to join as well. It is open for any individual 

Our Seed capital came from a core group of individuals who formed a founder’s Chama. Their role 
was to recruit and market to Chamas and individuals. Each founder was required to put in KES 1 mil-
lion including the four directors on the board. We ended up raising KES 25 Million to begin the fund. 

Meetings for the board occur bi-monthly. The promoters and task force committees meet monthly 
whilst the shareholders meet quarterly. 

We manage our fund through the board, task forces or committees and a secretariat. We rely heavily 

Group Name: 

Amalgamated 
Chama Ltd 

Founded: 2010
Members: 18 (17+ Hodari)
Type: Incorporated (LLC)

Portfolio Value: KES 200 Million 

Mwai Wa Kihu, ACL Chairman
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on in-house expertise and skills and utilize them to our advantage. The taskforces are skilled based i.e. 
if we have a real estate taskforce of 20 experts in that field and a private equity taskforce. Once, in a 
while we engage investment advisors.

Our contributions are a minimum of KES 10,000 monthly. A registration fee of KES 20,000 for Chamas 
and KES 50,000 for Hodari Individuals is levied. Also each member must buy a minimum share capital 
of KES 1 Million. The more money you put in, the more shares you acquire. 

Our Portfolio is in real estate and private equity where we buy minority stakes.

Our Best Investment decision: The purchase of 600 acres in Kimana near Amboseli where we intend 
to develop an eco-lodge – ACL Holiday Resort, Amboseli. 

Our Worst Investment decision: We are in the initial stage of investing so we haven’t made any mis-
steps. 

To Join ACL one needs to incorporate, join KAIG, register with ACL, buy shares and do continuous 
investment to increase their stake. Hodari Individuals have to be vetted by the Chairman for entry. 

Our main challenge has been capital mobilization as it hasn’t been as fast as our target goals. Once 
you put in your one million, you still need to do continuous investment and it doesn’t have to be the 
minimum KES 10,000. We need to get our members to contribute more. 

Advise To Chama’s Setting Up: Be serious about saving and investing. As a general rule, 30% of all 
your income should be set aside as savings. Of that 30%, put most of it into a Chama or an incorporat-
ed company that has a perpetual life. If you leave yourself totally in charge of your 30% savings, there 
are high chances that you won’t succeed in multiplying it. Money needs to work for you whether you 
are asleep or awake.

Our Socio-Economic Objective is to promote saving and investing in our society. Until a nation is 
saving a minimum 25% of its GDP it will not achieve 10% annual rate of growth. It’s only human beings 
that develop a nation We also intend to impact the communities where we do business. We started 
ACL Kimana Community Library where we bought land and the students in the area are very happy.

Case studies.

In ten years 
ACL intends to be listed on the securities 
exchange. Our shares will be on demand on 
several securities exchanges in Africa and we 
envision ourselves as a household name in the 
investing community.
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We began the idea in 1996. CMG stands 
for Critical Mass Growth Group and with-
in it; we have three companies that are re-
lated to each other through shareholding. 
CMG Ltd which began in 1997 invests in 
stock and money markets; CMGI Ltd began in 
1998 and does the same but also has meeting 
facilities for hire and Norwich Union Properties 
Ltd (NUP), which is the real estate investment arm 
began in 1999. 

Our membership to CMG is closed, though we recently made 
NUP into a public company and admitted more members to a total 
of 70. To join NUP one needs to simply apply for purchase of shares through 
filling a form in our office. The applicant will be vetted, and if found suitable, pay for the shares. Mini-
mum investment is KES 100,000 and the maximum allowed investment is 10% of share capital.

Our Seed capital came from 30 members who initially contributed KES 10,000 each per week for two 
years to build the capital that the group invested into different areas.Whenever we require money we 
do cash calls to our shareholders. 

Our meetings initially happened every Tuesday, every week in order to bond and create an avenue 
for receiving contributions, which were then invested by the respective companies. Currently, all three 
companies have their own momentum and are managed by a Board of Directors and secretariat, 

Group Name: CMG
Founded: 1996

Members: 30 
Type: Incorporated (LLC)

Portfolio Value: KES 1.4 Billion 

Real estate property by CMG
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and therefore there is no longer need for members to meet as often. Formal meetings are organized 
through AGMs and whenever necessary an EGM (Extraordinary General Meeting).

Our Portfolio is in real estate, stock and money market.

Our Best Investment decision was to enter into real estate, even when the market was depressed, as 
we were sure it was a temporary situation. The market conditions have vindicated our belief and trust. 
We have thus been able to see our investments grow in value. We manage our real estate for rental 
income and NUP has been paying dividends annually for many years.

Our Worst Investment decision: Investmenting in the stock market is tricky, as the market goes up 
and down. We have made money, as well as lost money in the stock market. 

We consult various experts to assist in investment decisions on a needs basis whether we are investing 
in the stock market or buying properties. Advisers therefore range from stock brokers to valuation 
firms etc. 

Our main challenge was trying to achieve consensus in all decisions because in any group of people 
there are different viewpoints. It was a tricky balancing act. To accommodate everyone, the momen-
tum may be slowed down, but this has also been a major source of strength since the Group has 
remained very harmonious over time as everyone feels recognized and their opinions, respected.

Advise To Chamas Setting Up: Respect for everyone’s opinion by building consensus for decisions 
taken and avoid a majority shareholder who can take unilateral decisions. Bonding professionally and 
socially brings you closer together but ensures you separate social and business activities. Develop a 
method of measuring performance and do come up with a dividend policy as this encourages invest-
ment.

Our Social interests include organizing common insurance policies for health of our members. We do 
trips together and goat eating parties. This creates opportunity for greater bonding amongst member.

Our Vision is 

“To be the best investment company in Kenya”. 
We intend to do this by prudent investment 
and management of our properties. We intend 
to have our Company listed on the Nairobi 
Securities Exchange under the REITS. 

Case studies.

Bob Karina - Chairman CMG
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We began with 5 founder members who 
were inspired to put together a privately 
owned real estate development company 
to meet the massive demand for housing in 
Kenya after having been actively involved as 
project advisors to similar large-scale housing 
development projects in East and Central Afri-
ca. Membership quickly rose to 48 and is current-
ly not open. 

We meet once every quarter and we have an annual An-
nual General Meeting in July 

We manage through a main Board, board committees and management. 
We also use Design Consultants, Strategists, Building Contractors, Financial Consultants, Sales Agents 
for our investments. 

Our contributions: Each member put in KES 2 Million initially for a year and then closed off the 
contributions. 

Our Portfolio consists of Real estate development in several counties like Kiambu, Kisumu, Kwale 
and Machakos. 

Our Best Investment decision: Migaa-a live in golf community that gave great value addition for the 

Group Name: Home 
Afrika 

Founded: 2008
Members: 128

Type: Incorporated (LLC)
Portfolio Value: KES 10 Billion 
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developer and the buyers. It was bought for KES 1.1 Billion and the project was valued at 1000% in 
January 2012. A ¼ acre plot sold at KES 1.5M in 2010 and now sells for KES 8.5 Million. We have also 
cashed out on some investments like the Morningside Office Park an ultra-modern office park with 
en-suite offices, atrium cafeteria with basement parking and roof top gardens at a cost of KES 1 Billion. 

Our Worst Investment decision: None, we conduct detailed due diligence on our investment deci-
sions.

Our vision is to provide quality, sustainable and affordable Real Estate Development Communities 
around Africa.

Our main challenge was organizational structure and financing. We had few, young and inexperi-
enced staff and the directors doing most of the executive work. Banks are also unwilling to finance 
small/young companies on huge projects, especially without a long credit or financial track record.

Our Social aspect is that we are rolling out a mass housing program for low income status popula-
tion. We also have a HAL Foundation that is charge with Community social responsibility program 
that is actively involved around the counties where our projects are situated. The HAL Foundation 
focus areas include the orphans, health care, education, water and sanitation.

Advise To Chama’s Setting Up: Sow your investment seed and let the money work for you to grow 
wealth. 

In ten years we shall be the largest Real Estate Developer in Africa.

Case studies.
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KAIG is the umbrella body association for Chamas based 
in Kenya. It was formed in 2007 to provide efficient, value 
added services in the promotion of formal organization, 
best practice and profitable investments for investment 
groups. We empower Chamas so they can maximize their 
investment potential. 

KAIG?
Who is

KENYA ASSOCIATION OF INVESTMENT GROUPS (KAIG)

Role of KAIG
Promote Best practices
Foster the establishment, growth and good management of investment groups by en-
couraging the set-up of formal structures and provide the technical know-how of these 
structures

Education
Provide training and education on the current avenues of investment available to invest-
ment groups as well as creating a platform to educate members on “new” avenues of 
investment.

Networking & Fostering linkages
• Provide a forum for investment group’s members to network, share experiences and 

inform each other on best management practices and investment opportunities.
• Procure alliance, affiliation or other synergy with bodies having similar or beneficial 

objectives within Kenya and worldwide.
• Negotiate for preferential terms of service from brokers, banks and other service pro-

viders for our members.

Lobbying
• Provide a forum for investment groups to articulate their issues and to provide them 

with a voice to effect changes.
• Promote the interests of investment groups by interacting with and lobbying the gov-

ernment and players in the financial and capital markets.
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CORPORATE PARTNERS 
Membership is open to large organizations, wishing to partner with KAIG and explore possible 
areas of linkages and formation of exchanges leading to mutual benefit of both parties.
Joining Fee – Complimentary  
Annual Subscription - Kess. 100,000

GOLD MEMBERSHIP 
Open to investment groups comprising of working or retired individuals, whose group is registered 
as a limited company, partnership or business name.
Joining Fee - Kess. 5,000 
Annual Subscription - Kess. 10,000

SILVER MEMBERSHIP 
Open to investment groups comprising of individuals, whose group is registered as a Self Help 
Group or women Group with the Department of Social Services. It is also open to non-registered 
Chamas.
Joining Fee –Complimentary  
Annual Subscription - Waived

BRONZE MEMBERSHIP
Open to Investment groups comprising of students in institutions of higher learning such as Uni-
versities, Colleges and Polytechnics. This membership is also open to a group whose members have 
an average age of less than 24 years. 
Joining Fee – Complimentary  
Annual Subscription – Waived

• Invitations to our quarterly investment seminars.
• Access to Monthly newsletters.
• Access to investing in the ACL Fund – Pooled resources from all Chamas. (See page 75) for 

more details)
• Dissemination of information on investment opportunities available to your groups.
• Negotiation for preferential pricing and terms of service from service providers.
• Representation at and reports from investor briefings- an essential source of information 

from any investor.
• Organize local and International tours.
• Provide access to the latest industry research and valuable insight from experts with years 

of experience.
• Referrals to individuals, who can take your minutes, do the accounting, follow up action 

points and track contributions.

Benefits to KAIG Members

An investment group is any collection of individuals who periodically contribute monies for 
investment purposes. Investment clubs/groups of all sizes are welcome to join the association 
and enjoy all the benefits. Your group does not have to have a certain minimum monthly 
contribution or accumulated capital. We will require you to let us know how you are registered 
and provide copies of your registration documents.
We have four membership classes as follows:

How to Join KAIG
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Professor Leif is a professor of financial man-
agement at the IMD University, a top-ranked 
business school in Geneva. Last year, he brought 
along 25 international executives for a case study 
of KAIG for their Senior Management Develop-
ment Program. We have a brief chat with him on 
the experience. 

Describe the Project: For the past four years I 
have been bringing my students to Kenya to do 
a business expedition study. They are executives 
from all over the world with 10-15 years of work 
experience but not much in emerging markets 
like Kenya. They come to see what is different 
from their markets and get answers to two key 
questions. If you need to develop a business 
in Africa, how do you do it and what do you 
need to know? I describe it as action learning. 
The 2012 group had diversity in nationality and 
industry backgrounds and we looked at KAIG, 
Petty Errands- a courier and logistics Company 
in Nairobi, Spring Impex -a cheese manufactur-
er in Nakuru and Pima Gas-a refill cooking gas 
service by Gulf Energy. 

Why KAIG: I wanted a service business that had 
impact to the communities as one of the four 
projects; something that would surprise the 
team. The extent and growth of Chamas here 
in Kenya reflects the enormous opportunities 
even for those who necessarily don’t have a lot 
of money. There is a lot of potential in growing 
Chama’s to a bigger level. 

The Experience: We did consumer insights by 
talking to a number of KAIG Chamas like Home 
Afrika and other silver and bronze members. 
We also talked to Chamas who aren’t registered 
with KAIG in places like Kawangware and peo-
ple in uptown coffee shops; we also looked at 
KAIGs products and services, marketing com-
munication and distribution models. The class 
presented their research findings and gave ac-
tionable advice and expertise to help KAIG fulfil 
its strategic objectives. 

The take home learnings: Kenya is always 
pleasant surprise to my students. The Africa 
they see on CNN is different on the ground. 
They were impressed by the number of oppor-
tunities. There are hardworking citizens and 
successful business that functions without the 
full support of a support a business friendly 
government. In the Western world, many cor-
porations function with a lot of complications 
and bureaucracy. Businesses here have sim-
ple operations which is good for learning and 
growth. 

The future of Chamas in Kenya: It makes sense 
to pool money when you don’t have a lot of re-
sources. Africa also has a collective community 
sense as opposed to Europe so it makes sense 
to be part of a Chama. I haven’t seen this kind 
of  growth and high number of Chamas in other 
places. There is room for growth and for KAIG 
to assist in developing all these Chamas into 
serious formal investment clubs. It is interest-
ing that KAIG inspired and guided the Invest-
ment Club Associations of Uganda to start up. 
If this replicated in other African countries, in 
ten or so years you can end up with a FIFA for 
Chamas. An umbrella body for all associations 
of Chamas-a powerful organization for savings 
and investments.

A CHAT WITH 
PROFESSOR LEIF 
M. SJÖBLOM
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On realizing the impact of group savings the 
Ugandan Government decided to institute a 
national wide SACCO movement. These initia-

tives have achieved great success especially in 
the rural areas where many SACCOs sit on huge 

savings. However, they fail to invest those savings 
in order to grow their wealth.

This growth in local savings mobilization, but with un-
matched efficient allocation of mobilized capital into in-

vestments, led the government’s initiative to invite Mr. Tony 
Wainaina, the MD Origins Investment Groups Advisors and for-

mer and first Chief Executive of Transcentury Kenya Limited, a listed 
company that started as an investment club, to discuss with several high 

level decision and policy makers in Ministry of Finance, Members of Parliament 
(MPs), investment clubs, and other stakeholders, on how to grow the culture of investing 

amongst groups who were saving money.

The Competitiveness and Investment Climate Strategy (CICS) Secretariat then took on the task of 
spearheading the development and organization of this emerging but powerful sector by focusing 
on how to grow a savings culture to generate domestic capital for medium to long term investments. 

CICS made its first visit to Nairobi in December 2011 visiting several institutions like KAIG, ACL, Tran-
scentury, Centum, Acorn group, Chase Bank, and Bank of Africa. This was the beginning of our rela-
tionship with KAIG.

KAIG has been very supportive and we appreciate the warm relationship we have. KAIG has opened us 
to contacts with several leading Kenyan investment leaders including sending us Mr. James Murigu, a 
founder member of ACL and a KAIG resource consultant.

James was the guest speaker at the first Investment Groups Leaders’ forum hosted by CICS Secretariat 
in March 2012. He shared with the participants the history of investment groups in Kenya, why join-
ing a group was better than simply having a saving account in a bank and gave tips on managing an 
investment group. 

He also explained the role of a national association of investment clubs, drawing from his experience 
at both KAIG and ACL. His speech was inspirational and led to the formation an association for the 
Ugandan clubs called Investment Clubs Association of Uganda (ICAU).

KAIG also invited ICAU members to their rebranding event early this year which not only strengthened 
our relationship but has also provided lessons for the team in areas of branding and positioning of the 
association back home in Uganda.

The second Nairobi mission was in April 2013, and focused on how to bring strategic partners on board 
to support these clubs. KAIG in support with Origins IGA helped in placing appointments with the 
relevant companies and individuals and ensured that we had a successful mission.

So far, KAIG has been like a big brother, and together with Origins Investment Group Advisors, has 
supported and advised ICAU. We are grateful to the KAIG team and will continue working together 
and investing together.

Investment Clubs Association of Uganda (ICAU)

KAIG as a big 
brother in 
developing 
Investment 
Groups in 
Uganda
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The Capital Markets Authority is a Public Agency responsible for regulating and promoting the 
development of an orderly fair and efficient capital Markets in Kenya. The Authority was established 
through the Capital Market Act, Cap 485A. Regulation of markets is not an end in itself but a 
means to ensure effective, efficient and responsive market infrastructure, diversified products and 
professional services to mobilize and allocate capital resources to finance long term productive 
investments.

CMA is a regulatory body charged with the prime responsibility of supervising, licensing and 
monitoring the activities of market intermediaries, including the Nairobi Securities Exchange and 
the Central Depository and Settlement Corporation and all the other licensees under the Capital 
Markets Act. 

The Authority derives its powers to regulate and supervise the capital markets industry from 
the Capital Markets Act, Central Depositories Act and the Regulations issued there under. The 
regulatory functions of the Authority as provided by the Act and the regulations include the 
following: 

• Licensing and supervising all the capital market intermediaries
• Ensuring proper conduct of all licensed persons and market institutions.
• Regulating the issuance of the capital market products (bonds, shares etc )
• Promoting market development through research on new products and strengthening of 

market institutions.
• Promoting investor education and public awareness
• Protecting investors’ interests

1. Investment Group Opportunities 

According to industry statistics from the Kenya Association of Investment Groups there are over 
300,000 groups with an asset base of over Sh300 billion. Informal investment groups, popularly 
known as chamas, have morphed into financial machines that have initiated multi-billion-shilling 
projects in various sectors of the economy. Chamas and SACCOs control an estimated Kshs. 100 
Billion in bank deposits

There are several investment opportunities in the capital markets from which investment groups 
can benefit from in terms of wealth creation. The Kenyan capital markets offer an array of 
investment products in the form of shares, bonds and unit trusts. The type of products chosen 
by the investor depends largely on his financial goals, time frame, and the amount of capital 
available.  All investments carry risk; some significantly more than others and are targeted to both 
“risk-taking” and “risk averse” types of investors providing options for aggressive, moderate or 
conservative investment strategies.

For investors not seeking to invest directly in the market, Collective Investment Schemes such as 
Unit trusts have grown in acceptance and popularity in recent years. Collective investment schemes 
are pools of funds that are managed on behalf of investors by a professional fund manager.  They 
provide much greater diversification of risk than investments in a single security.

The role of the Authority in the achievement of Vision 2030 is intertwined with the pivotal role 
that capital markets play towards advancement of the national economic development goals. In 
this regard, below are examples of some key developments in the capital markets that may be of 
interest to investment groups:

Advertorial.



T H E  C H A M A  H A N D B O O K 8 9

/ grow. protect. invest.

a) REITS (Real Estate Investment Trusts)

The regulation for Real Estate Investment Trusts (REITs) have now been gazetted. REITs are 
Collective investment instruments in real estate, usually structured as Trust, where an investor 
owns interest in real estate assets and earns returns from income & capital gains. The property is 
held by Trustee and is professionally managed. In the absence of such products owning a property 
in Kenya may remain a mere dream for many Kenyan. The advent of REITs present investment 
clubs with  new opportunities to enhance and optimize the liquidity of their investments in real 
estate. 

b) Corporate Governance

The Authority is cognizant of the fact that through formal incorporation investment groups 
strengthen their own operations and accountability to their membership as well as benefit 
from improved protection from fraudulent activities through stringent corporate governance 
measures. As part of its effort to further strengthen the corporate governance framework in the 
capital markets, the Capital Markets Authority (CMA) appointed a nine-member Capital Markets 
Corporate Governance Committee (CMCGC) charged  with guiding regular review of the corporate 
governance standards for publicly listed companies in adherence to best international practice and 
trends as well as setting best practice standards for public owned entities that may not be listed.  
In addition, the Authority recently revised its conduct of business rules for market intermediaries 
to focus on improving conduct, segregation of funds, transparencies and management of conflicts. 
The complete handbook on governance for licensed entities can be obtained on the Authority’s 
website at www.cma.or.ke.

c) Capital Markets Master Plan (CMMP)

The Authority through industry consultations formed a Capital Markets Master Plan (CMMP) 
Steering Committee in 2012 with a diverse mix of skills and expertise tasked to formulate the 
Capital Markets Master Plan and publish it by December 2013. The committee is charged with 
conceptualizing, designing, and developing a work plan for the implementation of the Capital 
Markets Master Plan which will provide direction for the industry for a period of 10 years. This is 
expected to facilitate Kenya’s position as the Region’s Financial Hub. It s critical that investment 
groups take part in this process by submitting views on the draft Plan that will be subjected to 
stakeholder consultations to ensure that solutions to their particular challenges are addressed in 
the master plan.

d) Other Initiatives

Key among other initiative that may be of interest to investment clubs include:

• Risk Based Supervision (RBS); Risk Based Supervision (RBS) approach was adopted by the 
Authority to build confidence in capital market operations through greater efficiency into 
the allocation of regulatory resources through continuous real-time surveillance of market 
activities and financial reporting as well as off-line analysis to detect potential malpractices or 
breach of regulations.  

• Financial Reporting (FiRe) Award; As a complement to promoting transparency and vibrancy 
in the markets, the Authority is one of the organizers of the Financial Reporting (FiRe) Award 
ceremony held annually in Nairobi that rewards top corporates in financial reporting and 
governance excellence.

• Investor Education and Public Awareness; In addition to promoting solid governance and 
accountability, the Authority is committed to promoting investor education and public 
awareness. It is in this regard that the Authority and the Association of Chartered Certified 
Accountants are working on initiatives that will among other things engage investment clubs 
on promotion of improved financial reporting for their own operations. The Authority will 
continue to engage its various stakeholders to include investment groups through its robust 
investor education program.

Paul Muthaura
Ag. Chief Executive 
Capital Markets Authority

Advertorial.
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1. We started our Chama a few months ago .We started learning how to do research and 

looked for shares to buy. Two members were assigned shares. They presented them and we 

bought KES 250,000 worth. I thought it was a good idea to buy them so everyone’s interest 

would grow but their perfomance is a disappointment so far. I just hope we don’t get a lot of 

discouragement. Any advice for us beginners? What did we do wrong? We really tried. Were 

we too aggressive in the beginning? Help!

a) Investments take time to mature. Adopt a longer term view for you to realize the real value of 

your investments.

b) Come up with an investment strategy which will help you map out your investment goals and 

expected returns so that you may invest in the classes of assets whose returns are more in line 

with your goals and expectations. 

2. I am part of a Chama with my work colleague’s. Later in the month; I have to give a 

presentation on when to sell your shares. Can you give me some advice?

a. You would first need to review the shares performance against your targets as set out in your 

investments strategy.

b. Also, engage your broker/analyst to determine if it is the best time to sell

c. Have you identified another class of assets that are better yielding or why exactly would you 

want to sell. 

d. It is very important to stick to your investment strategy as it dictates the kind of return you 

expect and how long you should hold on to any investment.

3. We formed our Chama two years ago. Someone asked us whether they can join as a silent 

partner, and pay a monthly contribution without being involved in the monthly functions? 

Since we were initially formed for the education and personal growth of our members, we 

did not include this in our agreements. How do we tackle this?

This can be looked at in two ways:

a. Do you have a social aspect to your investment group? If so, admitting a silent partner would 

be contrary to your memoranda thus would not be advisable.

b. Have you hired someone to run the operations of the group so that members can afford to 

take a back-seat? If so, then additional injections would boost the groups goals. 

c. Answering the above questions will help you decide. You will also need to come up with a 

shareholders agreement depending on how you have registered your chama. This will help in 

determining the way to the future as regards joining and leaving the group.

4. Our Chama was formed as a Limited Company. One member has died and one other is going 

through a divorce. What happens to their shareholding? Do we pay out to the deceased 

spouse? In the divorce, will his shareholding be attached as part of his personal assets for 

this case? Our agreements never touched on these issues. 

 This can become a complex issue. If you don’t have a shareholders’ agreement in place, the 
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Memorandum and Articles of Association will take precedence in this situation.

 The liability of any member is pegged to his / her shareholding. At the point of demise, the next of 

kin takes up either the shareholding or is paid any dues/ sells off the shares of the deceased.

 In the event of a divorce, the spouse may have a right to the shares of the other spouse, however, 

the divorce proceedings will determine how far the sharing of the assets will go.

5. We formed our investment club six months ago and have already done three investments. I 

would like to get some information regarding operating philosophies- when and how should 

a partner be allowed to leave the club? When should new members be allowed to join? 

 Sit down as a group and agree on binding memoranda/ shareholders agreement. A lawyer would 

come in handy for the drafting of this agreement. Also register the group for the sake of perpetuity 

6. I am the treasurer for my Chama that’s has been running for 3 years. I am getting burnt out 

as fellow members feel they don’t have ability/skills to book-keep/track assets. How do we 

tackle this? What have other Chamas done?

 You can agree as a group to outsource this service so that you are left to concentrate on your other 

activities.

 The other way to sort this would be by coming up with a group strategic plan which will help the 

members to understand the need to pull in one direction and also bring about goal congruency. 

This will assist in deciding how roles will be shared in the group to avoid burnout of some members. 

7.  When starting a new investment club, should you form as a partnership, Limited Company, 

Sacco or some other entity? What type of entity is the best tax-wise?

 This depends on group to group. Each group decides on how they will register depending on what 

they want to achieve. It’s a good idea to read the initial edition of Chama hand book by KAIG to 

make an informed decision on how to get registered.

8. We are university students who just began our chama. Do we need to hire a stock broker to 

begin buying shares? Aren’t they expensive How can we keep their fees to a minimum? Our 

capital so far raised is KES 50,000. 

a. A stock broker is best placed to understand the stock market and thus would in the long term 

save you from costly mistakes. 

b. They are also better placed to manage your stocks so that you are left to concentrate on your 

other day to day activities. 

c. The fees for stock brokers are manageable as they charge only 2% on the amount moved on 

the counter.

9. We don’t have much capital to invest in property and neither do we want to go into shares. 

What other options are there do we have with our sum of KES 1.2 Million that can give us 

good returns?
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 Engage an investment planner who will take you through the various investment options as well 

as help you to craft and investment strategy based on your long and short term goals. He / she will 

also be able to profile your investment group members according to your risk appetite and also 

help you decide on the investment path you will follow. 

10.  What works better for a Chama? Equal shareholding for each member or shareholding as per 

what each member can contribute? We have some of our members who are lagging behind 

contributions as they are going through rough financial patches. How do we handle this as 

we currently do equal shares?

 It is always more advantageous to have membership by equity rather than equality as it eases 

the issue of fatigue and discontentment arising from members who may have more to invest 

but would be held back by equitable shareholding and thus may be forced to invest their funds 

elsewhere.

 However, it is important to set minimum level of contribution which should then be adhered to 

and enforced so that members do not fall back on contributions as this will make the group to lag 

behind in its goals. 

PATRICK WAMEYO ACIB (UK) is a Financial 

Educator & Entrepreneurship Coach managing 

Financial Academy & Technologies. He can be 

reached on coach@financialacademy.co.ke 

ZEPHANIA WERU is the Managing Director of 

Finezza Management Solutions Ltd. He can be 

reached on zephaniah.weru@finezzaexpress.

com or finezzasolutions@gmail.com
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80/20 rule: Also known as the ‘Pareto principle’ or ‘law of the vital few’. It states that 
80% of outcomes can be attributed to 20% of the causes for a given event. It helps 
to identify problems and determine which operating factors are most important and 
should receive the most attention based on an efficient use of resources. 

AGM: Annual General Meeting - It is a mandatory meeting held annually by law by all 
public companies and to which all shareholders are invited to attend, to discuss the 
affairs and performance of their companies.

AIMS: Alternative Investment Market Segment – Enables smaller companies to raise 
capital and have their shares traded in the NSE without the expenses of a main-market 
listing. 

Assets: Economic resources that represent value of ownership that can be converted 
into cash (although cash itself is also considered an asset).

Bank: An institution where one can place and borrow money and take care of financial 
affairs.

Bear Market: A market in which bears would prosper- in which the prices of securities 
are falling; An investor who has sold a security in the hope of buying it back at a lower 
price

Blue Chip: Term for the most highly regarded shares. Originally an American term, 
derived from the colour of the highest value poker chip. 

Bonus: These are shares given to existing shareholders at a specified ratio and paid 
from the company’s normal revenue reserve.

Bull Market: One in which bulls would prosper-in which prices are rising or are 
expected to rise; An investor who has bought a security in the hope of selling it at a 
higher price. 

Capital Gains: Profit that results from the difference between what you paid for an 
investment and what received when you sold that investment.

Capital: Money and wealth; the means to acquire goods and services, especially in a 
non-barter system.

CMA: Capital Market Authority: A government agency that facilitates, regulates and 
oversees the activities of the capital markets in Kenya . 

CDS: Central Depository System 

Chama Champion: An individual in the Chama who identifies with the vision of the 
group very closely and hence is willing to sacrifice, lead and work for it with a passion 
undeterred by the actual costs (especially in time) to their self.

Credit: A privilege of delayed payment extended to a buyer or borrower on the seller’s 
or lender’s belief that what is given will be repaid.

Glossary of Financial Terms, Acronyms and Buzzwords
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Dividend: Payments made by a company to its shareholders, usually made periodically 
i.e. quarterly or annually. The amount of these payments depends on the underlying 
earnings of the business. 

Equity: Ownership, especially in terms of net monetary value, of a business. A stock or 
any other security representing an ownership interest.

Finance: To provide or obtain funding for a transaction or undertaking.

GEMS: Growth Enterprise Market Segment- a new market listing for small and medium 
enterprises on the NSE

Inflation: An increase in the general level of prices or in the cost of living. Inflation is 
a rise in the general level of prices of goods and services in an economy over a period 
of time.

Interest: The price paid for obtaining, or price received for providing, money or goods 
in a credit transaction, calculated as a fraction of the amount or value of what was 
borrowed.

Investment committee: The committee of a Chama that decides which investment 
opportunities will or will not be invested in.

Investment: A placement of capital in expectation of deriving income or profit from 
its use.

Liabilities: An amount of money in a company that is owed to someone and has to be 
paid in the future, such as tax, debt, interest, and mortgage payments.

Liquidity: Availability of cash over short term: ability to service short-term debt.

Market capitalization: A measure of the value of a company, calculated by multiplying 
the number of either the outstanding shares or the floating shares by the current price 
per share. Market capitalization, or cap, is one of the criteria investors use to choose 
a varied portfolio of stocks, which are often categorized as small, mid and large-cap. 

MIMS: Main Investments Market Segment the main market listing on the NSE 

Money market: A market for trading short-term debt instruments, such as treasury 
bills and commercial paper

NSE: The Nairobi Securities Exchange is a market that trades securities and debts in 
Kenya 

Par: The nominal value of a security

Portfolio: The group of investments and other assets held by an investor or Chama.

Primary Market: This refers to the purchase of shares in an Initial Public Offering 
(IPO), whereby a company offers its shares to members of the public for the first time 
and those wishing to acquire securities apply to that company or institution.

Principal: The money originally invested or loaned, on which basis interest and returns 
are calculated.
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Private Company: A company that is not publicly traded.

Private Equity: Capital invested in companies that are not listed on the stock exchange. 
This sort of capital is called risk capital or venture capital. 

Privatization: Conversion of a state run company to public limited company status 
often accompanied by a sale of its share to the public.

Prospectus: A prospectus is a document, notice, circular or advertisement inviting the 
public to purchase any shares or securities of a company.

REITS: Real Estate Investment Trusts.

Return on Investment (ROI): The profit or loss resulting from an investment 
transaction, usually expressed as an annual percentage return. ROI is a return ratio that 
compares the net benefits of a project versus its total costs.

Rights Issue (Offering): An issue of rights to a company’s existing shareholders that 
entitles them to buy additional shares directly from the company in proportion to 
their existing holdings, within a fixed time period.  The price of the share is usually at a 
discount to the current market price. Rights are often transferable, allowing the holder 
to sell them on the open market.

Risk: The potential that a chosen action or activity (including the choice of inaction) 
will lead to a loss (an undesirable outcome).

Rule of 72: A way of finding out how long it will take for your investment to double. 
Divide an investment’s annual return into 72, and you will have the number of years 
necessary to double your investment. An investment’s annual return is 10%. Ten 
percent divided into 72 is 7.2, so your investment will double in 7.2 years.

Secondary market: The financial market in which previously issued financial 
instruments such as stock, bonds, options, and futures are bought and sold.

Shareholder: Same as a stockholder and is the co-owner of a business. Depending on 
the value of the business at the point of investment, the shareholder invests money in 
the business in return for an X percentage of the shares and thereby X percentage of 
the profit made during their co-ownership.

Stock Exchange: A form of exchange that provides services for stock brokers and 
traders to trade stocks, bonds and other securities.It can also be known as a securities 
exchange.

Stockbroker: A person who buys and sells shares (stock/security) on a stock exchange 
on behalf of clients. May also provide investment advice and/or company information, 
depending on the level of service offered or chosen by the client.

Volatility: A quantification of the degree of uncertainty about the future price of a 
commodity, share, or other financial product.
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16th Floor ICEA Building, Kenyatta Avenue,
P.O. BOX 13714 - 00800, Nairobi, Te: (+254) (020) 2228963, 2220225
Fax: 254 (20) 240297, Email:info@sib.co.ke, www.sib.co.ke

Standard Investment bank has one of the most  robust

 Portfolio Management Services in the region.  

Your account is under the guidance of a committee of  experts 

including Directors, Senior Research Analysis & Senior Investment 

Manager who have seen it all and who bring this experience to you.

Your portfoli
o

 growth forecast"

Contact  Eric
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THE CENTRAL DEPOSITORY SYSTEM 
KENYA’S CENTRAL DEPOSITORY AND SETTLEMENT CORPORATION (CDSC)

The Central Depository & Settlement Corporation Limited (CDSC) is a limited liability company ap-
proved by the Capital Markets Authority under Section 5 of the Central Depositories Act, 2000 to es-
tablish and operate a system for the deposit and transfer of securities and settlement of cash following 
transactions carried out at the Nairobi Securities Exchange. CDSC was incorporated on 23rd March 
1999 under the Companies Act and commenced its operations as a Central Depository on 10th No-
vember 2004. CDSC has six shareholders: 

The Capital Markets Challenge Fund Ltd. 50%

Nairobi Stock Exchange Ltd. 20%

AKS Nominees Ltd. 18%

Capital Markets Investor Compensation Fund 7%

Uganda Securities Exchange Ltd 2.5%

Dar-es-Salaam Stock Exchange Ltd 2.5% 

CDSC has a sister company wholly owned by CDSC called CDSC Registrars, it is a limited liability com-
pany formed as a share registrar to carryout share registrar business in Kenya and in the East African 
region. In 2004, operations kicked off with 30,000 client accounts and an average of 200 transactions 
carried out on NSE that settled through the Central Depository System (CDS). Today, the number of 
client accounts has grown to about 1.97 million as at April 2013, with an average of 2,700 transactions 
settling daily through the CDS system. 

CDSC plays a key role in the capital markets development. C ensures a safe environment for all current 
and future investors in the capital markets. The central depository system provides a centralized sys-
tem for the transfer and registration of securities in electronic format without the necessity of physical 
certificates. As a Chama, you can open a CDS account and start investing in the capital markets.
Below are some of the services that we offer to all our investors:

The SMS Service
The SMS service allows you to access your CDS account and keep track of your shares on your mobile 
phone anywhere and at any time. By registering to the service, you will always be aware of your current 
shares portfolio and of any transactions in your account. To register SMS the word Register to 2372 
and follow instructions. Each SMS costs KES 10.

Benefits
• Query and view your portfolio balance
• View mini statements ( up to 5 transactions)
• Receive alerts whenever there is activity in your account (sale, buy, deposits, shares transfers, 

pledge and pledge releases)
• Receive Corporate Actions announcements 

Email Statements Service
CDSC can now send your monthly CDS account statements to your email! To enjoy this free service, 
visit your nearest Investment Bank/Stockbroker/Custodian who will facilitate the process of updating 
your email details in your CDS account. 
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Benefits:
• E-mail delivery is faster compared to postal dispatch
• You will able to access your statement anywhere and at anytime
• Delivery is personalized. Comes to your desk
•  Email is confidential 

Website Services – Online Access
To view your investments at the NSE, log on to our website (www.cdsckenya.com)

Benefits
• View/download /print your CDSC statements
• Change/amend your CDS account details
• View your account transaction history
• Chat online with our customer care representatives

Normal internet access fee applies.
Please note that CDSC sends out statements to all active investors every end of the month (if your 
account has had an activity in that month) otherwise once in a year for all investor accounts with 
balances.

For any enquiries please visit our customer service desk at Nation 
Centre, Kimathi Street, 10th Floor or log on to: www.cdsckenya.com or 
call us on +254 (20) 2912000 Cell: 0724-256130, 0733-222033. 
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