
1. First and foremost listen all the way

Listen carefully to what the customer has to say, and let 
them finish.  Don’t interrupt or feel like you need to get a 
word in. Don’t get defensive. The customer is not attacking 
you personally; he or she has a problem and is upset with 
the service provided. Repeat back what you are hearing to 
show that you have listened correctly.

2. Empathize and acknowledge their emotions

Most of the time, we forget that our customer is another 
human being that is facing challenges and issues through-
out the day. We take it for granted that we know exactly 
how they feel. Relate to them like it was your own personal 
problem.

3. Apologize without blaming

This happens a lot in many places. Don’t blame others and 
look for a scapegoat. Take ownership and sincerely apolo-
gize for the experience the customer encountered.  By 
taking responsibility, you are becoming an advocate of the 
customer that their interests are heard and we failed to 
deliver on our promises.

4. Respond and take care of the issue ASAP

A customer wants their issues to be resolved and taken 
care of without any delays and push back. A sense of 
urgency communicates that we care and want to help 
our customers feel happy again. You can say all the 
right things, but if the issue is not resolved, it continues 
to escalate and creates more frustration for your 
customers.

5. Follow up with the customer

Resolving a problem with a servant’s heart and making 
sure it’s done right, we are taking steps to restore the 
trust. Establishing a long term relationship require us to 
reach out to the customer and do everything we can to 
strengthen the relationship with them. The customer 
will appreciate you taking every step and making effort 
to win their trust.

There is no getting around customer complaints, regardless 
of your industry. However, by employing these tips and the 
customer complaints procedure of FTB and the BOU Finan-
cial Consumer Protection Guidelines we are bound to make 
FTB the bank of choice.
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Give Engineers an Opportunity to Work

ear readers

I do welcome you once again to our news 
letter edition.

I continue to appreciate your continued 
support more especially to those that have 
contributed articles and also those that have 

contributed finances towards producing these magnificent 
newsletters.

On this note I would like to thank Uganda Revenue Authority 
(URA) that did contribute towards the production of the last 
newsletter and also appreciate the educative highlights on 
tax. I assure URA that whoever got a copy last time must have 
learnt a lot and most probably changed the way things were 
being seen or treated.

I know our/your ideas that make a difference must be internal-
ized by many. Fellow readers and writers you are welcome to 
our new edition.

Continue visiting our website for further information.
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The Uganda Vision 2040, the National Development Plans 
(NDP) I & II and the national budgets for FY 2013/14, 2014/15 
and 2015/16 all prioritize infrastructure investments. NDP II 
projects that a total of UGX 62.5 trillion (representing 
about 32% of total NDP II costs) will be used for invest-
ments in the works &Transport; Energy and Mineral Devel-
opment, ICT and Water & Environment sectors over the 
next five years. 

The national budget FY2015/16 allocated 18% of available 
resources to the transport and roads sector and implemen-
tation of major national infrastructure projects is expected 
to cause development expenditure growth of 58% next 
year. Significant budget allocations have also been made 
to other key infrastructure sectors, notably energy, oil and 
gas, water and sanitation, ICT and agriculture. These are 
sectors that must be prioritized and funded if Uganda is to 
transform into a middle-income economy as per the aspira-
tions of our vision.

These key sectors are largely managed by engineers imply-
ing that the engineers are the vehicles through which 
these colossal amounts of resources pass. The perfor-
mance of the Engineers must therefore be guaranteed if 
the objectives of projects under these sectors are to be 
achieved.

The Uganda Institution of Professional Engineers (UIPE) 
currently has about 1,600 members of whom about 700 
are registered and licensed by law to practice. These low 
numbers of engineers exacerbates the responsibilities to 
engineers as these few members must respond to and 
meet the priorities and plans of government and private 
entities. This requires the few engineers to be efficient and 
high performers who can translate the available resources 
into viable projects that contribute to national develop-
ment. However, of recent the situation seems to be the 

reverse as there have been reported cases of dissatisfaction 
from sections of the public regarding the performance of 
infrastructure projects. 

There are increasing cases of alleged fraud and corruption, 
escalation in costs and poor quality of projects. All these are 
being attributed to Engineers who ordinarily are the responsi-
ble professionals in regard to infrastructure project execution. 
Although cases of engineers being responsible for such short-
comings may not be ruled out, infrastructure projects being 
associated with a large resource envelope attract enormous 
interest and hence are susceptible to interference from all 

facets of society. 

These interferences rather than the competence of engineers is 
largely responsible for the shortcomings in the infrastructure 
sector. The interferences have grossly impacted on the engineering 
profession to the extent that there is a false belief that Engineers’ 
roles can be carried out by non-engineers. This is erroneous and a 
huge risk because infrastructure projects and electromechanical 
workshops are to the engineers as surgical theatres are to the 
medical doctors and courts of law to the lawyers. Replacing 
engineers with non-engineers is akin to having someone other than 
a surgeon in the surgical theatre or a non-learned friend being in 
charge of courts of law.

Rather than criticize and imagine possible replacements, every 
effort should be made to provide a conducive environment for 
engineers to perform their responsibilities. The conducive environ-
ment entails limiting the unnecessary interferences, availing 
project managers with the needed authority to make decisions, 
providing adequate resources in time and to inform UIPE any cases 
of unethical or unprofessional conduct exhibited by any engineer. 
These will address the prevailing challenges of infrastructure 
projects execution. 

The large planned infrastructure projects such as the standard 
gauge railway network; planned regional cities; oil refinery and 
associated pipeline infrastructure; multi-lane paved national road 
network and hydro-power plants need a strong and steadfast team 
of engineers to implement them. It is this team of engineers and 
not foreigners that will guarantee sustainability of infrastructure 
built. Government should therefore instil confidence in the local 
engineers and provide them room to 
innovate and manage national 
infrastructure projects. Interference 
in project management should be 
minimized as much as possible. This 
will enable engineers to respond to 
society demands, as this is their 
professional obligation.

Authored by: 
Eng. Dr Isaac Mutenyo

PRESIDENT, UIPE
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3. Apologize without blaming

This happens a lot in many places. Don’t blame others and 
look for a scapegoat. Take ownership and sincerely apolo-
gize for the experience the customer encountered.  By 
taking responsibility, you are becoming an advocate of the 
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A customer wants their issues to be resolved and taken 
care of without any delays and push back. A sense of 
urgency communicates that we care and want to help 
our customers feel happy again. You can say all the 
right things, but if the issue is not resolved, it continues 
to escalate and creates more frustration for your 
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Resolving a problem with a servant’s heart and making 
sure it’s done right, we are taking steps to restore the 
trust. Establishing a long term relationship require us to 
reach out to the customer and do everything we can to 
strengthen the relationship with them. The customer 
will appreciate you taking every step and making effort 
to win their trust.

There is no getting around customer complaints, regardless 
of your industry. However, by employing these tips and the 
customer complaints procedure of FTB and the BOU Finan-
cial Consumer Protection Guidelines we are bound to make 
FTB the bank of choice.

he Responsibility that Engineers have towards 
national development is demonstrated by the 
national development priorities that govern-
ment has made in the past 5 or so years. T
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5 golden rules on how to 
handle customer 
complaints

Often times, a negative customer experience can be 
salvaged and turned into an opportunity. Being able to 
respond and address customer complaints are the keys to 
keeping a valuable business relationship on the right track.

Your customer service will always be a reflection on how 
you handle customer complaints effectively.  Occasionally 
things will go wrong and they will. The real question is how 
well you will respond, notice I am saying respond, and not 
react.

 “When a customer has a complaint, you have an 

opportunity to solidify your relationship.” It’s all about 
relationships and trust. Customer satisfaction is not enough. 
Average service is no service! Businesses nowadays need 
to positively delight customers if they want to earn their 
loyalty and keep their customers complaint-free.

Here are some wise customer-resolutions to help 
them deal with a customer issue more effectively.

1. First and foremost listen all the way

Listen carefully to what the customer has to say, and let 
them finish.  Don’t interrupt or feel like you need to get a 
word in. Don’t get defensive. The customer is not attacking 
you personally; he or she has a problem and is upset with 
the service provided. Repeat back what you are hearing to 
show that you have listened correctly.

2. Empathize and acknowledge their emotions

Most of the time, we forget that our customer is another 
human being that is facing challenges and issues through-
out the day. We take it for granted that we know exactly 
how they feel. Relate to them like it was your own personal 
problem.

3. Apologize without blaming

This happens a lot in many places. Don’t blame others and 
look for a scapegoat. Take ownership and sincerely apolo-
gize for the experience the customer encountered.  By 
taking responsibility, you are becoming an advocate of the 
customer that their interests are heard and we failed to 
deliver on our promises.

Empathize

Offer a 
solution

Execute the
Solution

Follow-Up

First, always 
listen to the 

customer

Handle 
Complaints
Like a Pro

4. Respond and take care of the issue ASAP

A customer wants their issues to be resolved and taken 
care of without any delays and push back. A sense of 
urgency communicates that we care and want to help 
our customers feel happy again. You can say all the 
right things, but if the issue is not resolved, it continues 
to escalate and creates more frustration for your 
customers.

5. Follow up with the customer

Resolving a problem with a servant’s heart and making 
sure it’s done right, we are taking steps to restore the 
trust. Establishing a long term relationship require us to 
reach out to the customer and do everything we can to 
strengthen the relationship with them. The customer 
will appreciate you taking every step and making effort 
to win their trust.

There is no getting around customer complaints, regardless 
of your industry. However, by employing these tips and the 
customer complaints procedure of FTB and the BOU Finan-
cial Consumer Protection Guidelines we are bound to make 
FTB the bank of choice.
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How you handle a customer complaint is a critical 
component in the longevity of any customer service 
relationship.
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4. Respond and take care of the issue ASAP
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care of without any delays and push back. A sense of 
urgency communicates that we care and want to help 
our customers feel happy again. You can say all the 
right things, but if the issue is not resolved, it continues 
to escalate and creates more frustration for your 
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5. Follow up with the customer

Resolving a problem with a servant’s heart and making 
sure it’s done right, we are taking steps to restore the 
trust. Establishing a long term relationship require us to 
reach out to the customer and do everything we can to 
strengthen the relationship with them. The customer 
will appreciate you taking every step and making effort 
to win their trust.

There is no getting around customer complaints, regardless 
of your industry. However, by employing these tips and the 
customer complaints procedure of FTB and the BOU Finan-
cial Consumer Protection Guidelines we are bound to make 
FTB the bank of choice.

Your customer service  will always 
be  will always be a reflection of how 
you handle customer complaints. 

Authored by:
Charles Odaga

Donor Funded Projects
Critical inquiry into the Value Added Tax Implications

Abstract 

Donor funds are usually directed to 
essential areas in the development of a 
country, which include; - education, 
agriculture, education and infrastructure 
sectors. 

As matter of policy, donors such as the 
African Development Bank and World 
Bank do not use their money to finance 
taxes.  This article discusses the tax 
implications of donor funded projects. 

Introduction

Most donors do not allow Value Added 
Tax (“VAT”) to be levied on the projects 
they fund. In this regard, most donor 
funded projects are either VAT exempt 
from VAT or it is agreed that the VAT 
component is covered by Government through its 
respective line Ministry. 

This policy affects the contractors of the different 
projects and Uganda Revenue Authority (“URA”).  

Implications

There is always a misunderstanding as to who 
should pay the VAT. 
The Special Contract Conditions usually provide 
that the Government shall reimburse the contrac-
tors for taxes paid on a donor funded project. 

However, when it gets to time for payment of tax, 
the respective line Ministries do not include the 
money for the payment of these taxes in their 
budgets. 

They claim that the projects are supposed to be tax 

exempt, contractors are then threatened with assessments and 
agency notices by URA. At times, URA issues agency notices 
and attaches the contractors’ money. In the end, this creates 
liquidity or financial strains on the part of the contractors. This 
goes against the original understanding that the Government 
would carry the tax burden. The question then remains, “who is 
to pay the VAT?”

The disorganization that is created by such a state of affairs 
cannot be over emphasized. Some contractors opt to pay the 
VAT, which definitely creates unplanned expenses leading to 

The question then remains, 
“who is to pay the VAT?

liquidity or financial strains. Worse still, compensation by the 
government may take a considerable time. 

It is therefore imperative that the line Ministries live up to their 

contractual obligation to reimburse the contractors for any 
taxes incurred outside what they are supposed to pay.
Not only are contractors’ systems disrupted but also the 
URA. The URA is put in a difficult situation as it has to fulfill 
its mandate to collect taxes. However, this becomes prob-
lematic since the contractors claim it is the government’s 
role to pay the taxes. 

It becomes a punching bag game where the contractors 
refer the URA to the line ministry which refers the matter to 
the Treasury and the game continues. The question as to 
who should pay the taxes still persists.  

Recommendation

Tax exemptions should be granted instead of the govern-
ment paying the taxes. When the government pays the 
taxes, money simply moves from one government body to 
another, that is, from the Finance to the line ministry to the 
URA and then back to Finance Besides this, the bureau-
cratic government system of paying is very laborious. 

In order to maximize the donor funds, the money should be 
devoted to the intended program without any taxes and 
VAT exemptions granted to the contractors and subcon-
tractors

Conclusion

On the whole, donor funded projects strain the tax collec-
tion process. This is attributed to the protracted process 
that characterises the payment of taxes due under 

contracts between the government and contractors of 
the different projects. 

The contractors are the primary sufferers in such situa-
tions. Deliberate efforts ought to be made by the 
government to either grant exemptions or pay taxes 
promptly. 

HISTORY has shown that it is not only the private sector that suffers 
financial disasters but that governments do too. The employer’s ability 
to make timeous payments is always a contractor’s major concern. 
Many of the major infrastructure projects worldwide are funded by 
international agencies, but despite these funding arrangements the 
payments are made by the employer. 

The employer’s ability to make payments is always a contractor’s 
bugbear. In the event that a contractor has concerns, whether real or 
perceived, as to payment, to what degree can the International Federa-
tion of Consulting Engineers (FIDIC) conditions of contract for construc-
tion (Red Book) sub-clause 2.4 (employer’s financial arrangements) 
offer assistance? Sub-clause 2.4 provides:
 
“The employer shall submit, within 28 days after receiving any request 
from the contractor, reasonable evidence that financial arrangements 
have been made and are being maintained which will enable the 
employer to pay the contract price (as estimated at that time) in accord-
ance with clause 14 (contract 
price and payment). If the 
employer intends to make 
any material change to his 
financial arrangements, the 
employer shall give notice to 
the contractor with detailed 
particulars” 

The wording is similar in the 
FIDIC Yellow and Silver Books;the Pink Book has slightly different 
wording with additional terms which are not material to this article. The 
purpose of the clause is to offer the contractor financial reassurance, as 
stated in the FIDIC guide:
 
“The evidence is required to demonstrate the employer’s ability to pay 
the contract price…” Sub-clause 2.4 is linked to sub-clause 16.1 
(contractor’s entitlement to suspend work) and sub-clause 16.2 (termi-
nation by contractor) wherein there are sanctions that the contractor 
may exercise, to suspend work or to terminate the contract respec-
tively, in the event that the employer “fails to comply with 
sub-clause 2.4…” But how sufficient can the reassurance offered 
in sub-clause 2.4 be? 

The FIDIC guide provides: “The evidence is required to demonstrate the 
employer’s ability to pay the contract price which typically would be the 
estimated final contract price at the time of the request but excluding 
the effect of adjustments which have not yet become applicable. 
For example, it would usually be unreasonable to add a contingency to 
allow for the possibility of a future event resulting in an adjustment 
under sub-clause 13.7… The evidence is required to demonstrate the 
employer’s ability to pay in accordance with clause 14, including the 
periods for payment under sub-clause 14.7…”

What should the contractor anticipate, and accept, as reasonable 
evidence? What determines what constitutes reasonable evidence 

demanded in sub-clause 2.4? There are no definitions to be found in 
the contract. 

 A recent request on behalf of a contractor to the employer, a govern-
ment department, was met with a stark response simply stating that 
“adequate funds” were available encouraging the contractor that 
these would be “sufficient” to meet the final account. 
This was a government funded project. Should the contractor take 
this to be reasonable evidence? Does ‘sufficient’ mean the same as to 
be ‘maintained’? If you don’t think that the above response was 
tantamount to reasonable evidence, consider this — would you 
thereafter advise the contractor to suspend work or more drastically 
terminate the contract if the employer failed to do more after the 
prescribed 42 days in terms of sub-clause 16.2(a)? 

The FIDIC guide further provides:
 “The form of the evidence depends upon the sources of the employ-
er’s finances, and may also (in due course) depend upon the extent 

to which payments 
may not have been 
made in accordance 
with clause 14. If the 
employer is a govern-
mental authority, the 
evidence may be in 
the public domain… 
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from VAT or it is agreed that the VAT 
component is covered by Government through its 
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the respective line Ministries do not include the 
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taxes incurred outside what they are supposed to pay.
Not only are contractors’ systems disrupted but also the 
URA. The URA is put in a difficult situation as it has to fulfill 
its mandate to collect taxes. However, this becomes prob-
lematic since the contractors claim it is the government’s 
role to pay the taxes. 

It becomes a punching bag game where the contractors 
refer the URA to the line ministry which refers the matter to 
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the different projects. 
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tively, in the event that the employer “fails to comply with 
sub-clause 2.4…” But how sufficient can the reassurance offered 
in sub-clause 2.4 be? 

The FIDIC guide provides: “The evidence is required to demonstrate the 
employer’s ability to pay the contract price which typically would be the 
estimated final contract price at the time of the request but excluding 
the effect of adjustments which have not yet become applicable. 
For example, it would usually be unreasonable to add a contingency to 
allow for the possibility of a future event resulting in an adjustment 
under sub-clause 13.7… The evidence is required to demonstrate the 
employer’s ability to pay in accordance with clause 14, including the 
periods for payment under sub-clause 14.7…”

What should the contractor anticipate, and accept, as reasonable 
evidence? What determines what constitutes reasonable evidence 

demanded in sub-clause 2.4? There are no definitions to be found in 
the contract. 

 A recent request on behalf of a contractor to the employer, a govern-
ment department, was met with a stark response simply stating that 
“adequate funds” were available encouraging the contractor that 
these would be “sufficient” to meet the final account. 
This was a government funded project. Should the contractor take 
this to be reasonable evidence? Does ‘sufficient’ mean the same as to 
be ‘maintained’? If you don’t think that the above response was 
tantamount to reasonable evidence, consider this — would you 
thereafter advise the contractor to suspend work or more drastically 
terminate the contract if the employer failed to do more after the 
prescribed 42 days in terms of sub-clause 16.2(a)? 

The FIDIC guide further provides:
 “The form of the evidence depends upon the sources of the employ-
er’s finances, and may also (in due course) depend upon the extent 

to which payments 
may not have been 
made in accordance 
with clause 14. If the 
employer is a govern-
mental authority, the 
evidence may be in 
the public domain… 
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1. First and foremost listen all the way

Listen carefully to what the customer has to say, and let 
them finish.  Don’t interrupt or feel like you need to get a 
word in. Don’t get defensive. The customer is not attacking 
you personally; he or she has a problem and is upset with 
the service provided. Repeat back what you are hearing to 
show that you have listened correctly.

2. Empathize and acknowledge their emotions

Most of the time, we forget that our customer is another 
human being that is facing challenges and issues through-
out the day. We take it for granted that we know exactly 
how they feel. Relate to them like it was your own personal 
problem.

3. Apologize without blaming

This happens a lot in many places. Don’t blame others and 
look for a scapegoat. Take ownership and sincerely apolo-
gize for the experience the customer encountered.  By 
taking responsibility, you are becoming an advocate of the 
customer that their interests are heard and we failed to 
deliver on our promises.

4. Respond and take care of the issue ASAP

A customer wants their issues to be resolved and taken 
care of without any delays and push back. A sense of 
urgency communicates that we care and want to help 
our customers feel happy again. You can say all the 
right things, but if the issue is not resolved, it continues 
to escalate and creates more frustration for your 
customers.

5. Follow up with the customer

Resolving a problem with a servant’s heart and making 
sure it’s done right, we are taking steps to restore the 
trust. Establishing a long term relationship require us to 
reach out to the customer and do everything we can to 
strengthen the relationship with them. The customer 
will appreciate you taking every step and making effort 
to win their trust.

There is no getting around customer complaints, regardless 
of your industry. However, by employing these tips and the 
customer complaints procedure of FTB and the BOU Finan-
cial Consumer Protection Guidelines we are bound to make 
FTB the bank of choice.

FIDIC Red Book sub-clause2:4,
A useful tool or a paper sword?

What should the contractor 
anticipate, and accept, as 
reasonable evidence? 

HISTORY has shown that it is not only the private sector that suffers 
financial disasters but that governments do too. The employer’s ability 
to make timeous payments is always a contractor’s major concern. 
Many of the major infrastructure projects worldwide are funded by 
international agencies, but despite these funding arrangements the 
payments are made by the employer. 

The employer’s ability to make payments is always a contractor’s 
bugbear. In the event that a contractor has concerns, whether real or 
perceived, as to payment, to what degree can the International Federa-
tion of Consulting Engineers (FIDIC) conditions of contract for construc-
tion (Red Book) sub-clause 2.4 (employer’s financial arrangements) 
offer assistance? Sub-clause 2.4 provides:
 
“The employer shall submit, within 28 days after receiving any request 
from the contractor, reasonable evidence that financial arrangements 
have been made and are being maintained which will enable the 
employer to pay the contract price (as estimated at that time) in accord-
ance with clause 14 (contract 
price and payment). If the 
employer intends to make 
any material change to his 
financial arrangements, the 
employer shall give notice to 
the contractor with detailed 
particulars” 

The wording is similar in the 
FIDIC Yellow and Silver Books;the Pink Book has slightly different 
wording with additional terms which are not material to this article. The 
purpose of the clause is to offer the contractor financial reassurance, as 
stated in the FIDIC guide:
 
“The evidence is required to demonstrate the employer’s ability to pay 
the contract price…” Sub-clause 2.4 is linked to sub-clause 16.1 
(contractor’s entitlement to suspend work) and sub-clause 16.2 (termi-
nation by contractor) wherein there are sanctions that the contractor 
may exercise, to suspend work or to terminate the contract respec-
tively, in the event that the employer “fails to comply with 
sub-clause 2.4…” But how sufficient can the reassurance offered 
in sub-clause 2.4 be? 

The FIDIC guide provides: “The evidence is required to demonstrate the 
employer’s ability to pay the contract price which typically would be the 
estimated final contract price at the time of the request but excluding 
the effect of adjustments which have not yet become applicable. 
For example, it would usually be unreasonable to add a contingency to 
allow for the possibility of a future event resulting in an adjustment 
under sub-clause 13.7… The evidence is required to demonstrate the 
employer’s ability to pay in accordance with clause 14, including the 
periods for payment under sub-clause 14.7…”

What should the contractor anticipate, and accept, as reasonable 
evidence? What determines what constitutes reasonable evidence 

demanded in sub-clause 2.4? There are no definitions to be found in 
the contract. 

 A recent request on behalf of a contractor to the employer, a govern-
ment department, was met with a stark response simply stating that 
“adequate funds” were available encouraging the contractor that 
these would be “sufficient” to meet the final account. 
This was a government funded project. Should the contractor take 
this to be reasonable evidence? Does ‘sufficient’ mean the same as to 
be ‘maintained’? If you don’t think that the above response was 
tantamount to reasonable evidence, consider this — would you 
thereafter advise the contractor to suspend work or more drastically 
terminate the contract if the employer failed to do more after the 
prescribed 42 days in terms of sub-clause 16.2(a)? 

The FIDIC guide further provides:
 “The form of the evidence depends upon the sources of the employ-
er’s finances, and may also (in due course) depend upon the extent 

to which payments 
may not have been 
made in accordance 
with clause 14. If the 
employer is a govern-
mental authority, the 
evidence may be in 
the public domain… 
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Listen carefully to what the customer has to say, and let 
them finish.  Don’t interrupt or feel like you need to get a 
word in. Don’t get defensive. The customer is not attacking 
you personally; he or she has a problem and is upset with 
the service provided. Repeat back what you are hearing to 
show that you have listened correctly.

2. Empathize and acknowledge their emotions

Most of the time, we forget that our customer is another 
human being that is facing challenges and issues through-
out the day. We take it for granted that we know exactly 
how they feel. Relate to them like it was your own personal 
problem.

3. Apologize without blaming

This happens a lot in many places. Don’t blame others and 
look for a scapegoat. Take ownership and sincerely apolo-
gize for the experience the customer encountered.  By 
taking responsibility, you are becoming an advocate of the 
customer that their interests are heard and we failed to 
deliver on our promises.

4. Respond and take care of the issue ASAP

A customer wants their issues to be resolved and taken 
care of without any delays and push back. A sense of 
urgency communicates that we care and want to help 
our customers feel happy again. You can say all the 
right things, but if the issue is not resolved, it continues 
to escalate and creates more frustration for your 
customers.

5. Follow up with the customer

Resolving a problem with a servant’s heart and making 
sure it’s done right, we are taking steps to restore the 
trust. Establishing a long term relationship require us to 
reach out to the customer and do everything we can to 
strengthen the relationship with them. The customer 
will appreciate you taking every step and making effort 
to win their trust.

There is no getting around customer complaints, regardless 
of your industry. However, by employing these tips and the 
customer complaints procedure of FTB and the BOU Finan-
cial Consumer Protection Guidelines we are bound to make 
FTB the bank of choice.

HISTORY has shown that it is not only the private sector that suffers 
financial disasters but that governments do too. The employer’s ability 
to make timeous payments is always a contractor’s major concern. 
Many of the major infrastructure projects worldwide are funded by 
international agencies, but despite these funding arrangements the 
payments are made by the employer. 

The employer’s ability to make payments is always a contractor’s 
bugbear. In the event that a contractor has concerns, whether real or 
perceived, as to payment, to what degree can the International Federa-
tion of Consulting Engineers (FIDIC) conditions of contract for construc-
tion (Red Book) sub-clause 2.4 (employer’s financial arrangements) 
offer assistance? Sub-clause 2.4 provides:
 
“The employer shall submit, within 28 days after receiving any request 
from the contractor, reasonable evidence that financial arrangements 
have been made and are being maintained which will enable the 
employer to pay the contract price (as estimated at that time) in accord-
ance with clause 14 (contract 
price and payment). If the 
employer intends to make 
any material change to his 
financial arrangements, the 
employer shall give notice to 
the contractor with detailed 
particulars” 

The wording is similar in the 
FIDIC Yellow and Silver Books;the Pink Book has slightly different 
wording with additional terms which are not material to this article. The 
purpose of the clause is to offer the contractor financial reassurance, as 
stated in the FIDIC guide:
 
“The evidence is required to demonstrate the employer’s ability to pay 
the contract price…” Sub-clause 2.4 is linked to sub-clause 16.1 
(contractor’s entitlement to suspend work) and sub-clause 16.2 (termi-
nation by contractor) wherein there are sanctions that the contractor 
may exercise, to suspend work or to terminate the contract respec-
tively, in the event that the employer “fails to comply with 
sub-clause 2.4…” But how sufficient can the reassurance offered 
in sub-clause 2.4 be? 

The FIDIC guide provides: “The evidence is required to demonstrate the 
employer’s ability to pay the contract price which typically would be the 
estimated final contract price at the time of the request but excluding 
the effect of adjustments which have not yet become applicable. 
For example, it would usually be unreasonable to add a contingency to 
allow for the possibility of a future event resulting in an adjustment 
under sub-clause 13.7… The evidence is required to demonstrate the 
employer’s ability to pay in accordance with clause 14, including the 
periods for payment under sub-clause 14.7…”

What should the contractor anticipate, and accept, as reasonable 
evidence? What determines what constitutes reasonable evidence 

demanded in sub-clause 2.4? There are no definitions to be found in 
the contract. 

 A recent request on behalf of a contractor to the employer, a govern-
ment department, was met with a stark response simply stating that 
“adequate funds” were available encouraging the contractor that 
these would be “sufficient” to meet the final account. 
This was a government funded project. Should the contractor take 
this to be reasonable evidence? Does ‘sufficient’ mean the same as to 
be ‘maintained’? If you don’t think that the above response was 
tantamount to reasonable evidence, consider this — would you 
thereafter advise the contractor to suspend work or more drastically 
terminate the contract if the employer failed to do more after the 
prescribed 42 days in terms of sub-clause 16.2(a)? 

The FIDIC guide further provides:
 “The form of the evidence depends upon the sources of the employ-
er’s finances, and may also (in due course) depend upon the extent 

to which payments 
may not have been 
made in accordance 
with clause 14. If the 
employer is a govern-
mental authority, the 
evidence may be in 
the public domain… 

If an international financial institution is 
providing part of the contract price, as a loan 
or a grant, it should have no difficulty provid-
ing evidence of these financial arrangements, 
and may be prepared to support the contrac-
tor’s request for evidence of the other 
financial arrangements which will enable the 
employer to pay the other parts of the 
contract price…”

Unfortunately, in many countries govern-
ment finances are either not available in 
sufficient detail to identify a particular 
project, or are just not accessible to the 
public. 

That an international funding agency could 
be prevailed upon to provide detail of the 
funding is a sensible route to proceed, but 
such agencies are not often parties to the 
contract and as such are not under any 
contractual obligation to do so. 
Any approach would have to be after efforts 
under sub-clause 2.4 to the employer have 
failed; invariably another month of work may 
be in the ground and the contractor’s 
exposure to risk ever growing.   Although the 
FIDIC design, build and operate projects 
(Gold Book) sub-clause 2.4 (employer’s 
financial arrangements) differs from the Red 

Book, it may provide some idea as to what 
reasonable evidence could be:
 
“If the employer intends to make any materi-
al changes to the financial arrangements or 
has to do so because of changes in his 
financial or economic situation the employer 
shall give notice to the contractor with 
detailed particulars. 

Within 28 days after receiving any request of 
the contractor the employer shall give 
reasonable evidence that financial arrange-
ments have been made and are being 
maintained which will enable the employer 

to pay the contract price. ”

FIDIC Gold Book provides as a comment to 
the above:
 “The nature of the evidence may often 
depend upon the source of funding. If 
funding is being provided as a loan or grant 
from an international financing institution 
(IFI) such as one of the multilateral develop-
ment banks, it should be possible to provide 
copies of loan documentation evidencing the 
arrangements...”
Notwithstanding that the conditions 
contained in the Gold Book are not contrac-
tually relevant to the Red Book, there is 
possibly some useful guidance as to what 
reasonable evidence might be; copies of loan 
documentation evidencing the arrange-
ments should offer reasonable evidence of 
funds. 

If details of the loan documentation, if 
relevant, could be made available that may 

also satisfy the contractor’s request that the 
employer show how secure the funding is, 
sub-clause 2.4 provides “…financial arrange-
ments have been made and are being 
maintained”. 

This may, however, not be appropriate 
where, as recently experienced, the funding 
for a project, although initially through an 
international funding agency, was limited to 
the accepted contract amount, which the 
certified sum had exceeded and all future 
funding was to come from the employer, 
whose record for non-payments was well 
known. 

This situation did not assuage the contrac-
tor’s concerns and the employer’s response 
to its requests under sub-clause 2.4 was 
economical with detail. Will the evaluation of 
the estimated contract price in consideration 
of the employer’s financial arrangements 
cause further concern? 

Sub-clause 2.4 provides that the evidence to 
be provided will demonstrate the employer’s 
ability “to pay the contract price (as estimat-
ed at that time),” and the FIDIC guide adds 
“which typically would be the estimated final 
contract price at the time of the request.” 
What should reasonably be included in the 
estimated final contract price? 

Where a contractor requested evidence of 
the employer’s financial arrangements, there 
was a difference of opinion in respect of the 
estimated contract price. The contractor’s 
figure was, not unexpectedly, higher than the 
employer’s as it included various variations, 
the evaluations of which were in contention. 
The contractor’s claim for these additional 
costs had been with the engineer for more 
than 42 days, without any comment. The 
definition of contact price in sub-clause 
1.1.4.2 “means the price defined in 
sub-clause 14.1 (the contract price), and 
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HISTORY has shown that it is not only the private sector that suffers 
financial disasters but that governments do too. The employer’s ability 
to make timeous payments is always a contractor’s major concern. 
Many of the major infrastructure projects worldwide are funded by 
international agencies, but despite these funding arrangements the 
payments are made by the employer. 

The employer’s ability to make payments is always a contractor’s 
bugbear. In the event that a contractor has concerns, whether real or 
perceived, as to payment, to what degree can the International Federa-
tion of Consulting Engineers (FIDIC) conditions of contract for construc-
tion (Red Book) sub-clause 2.4 (employer’s financial arrangements) 
offer assistance? Sub-clause 2.4 provides:
 
“The employer shall submit, within 28 days after receiving any request 
from the contractor, reasonable evidence that financial arrangements 
have been made and are being maintained which will enable the 
employer to pay the contract price (as estimated at that time) in accord-
ance with clause 14 (contract 
price and payment). If the 
employer intends to make 
any material change to his 
financial arrangements, the 
employer shall give notice to 
the contractor with detailed 
particulars” 

The wording is similar in the 
FIDIC Yellow and Silver Books;the Pink Book has slightly different 
wording with additional terms which are not material to this article. The 
purpose of the clause is to offer the contractor financial reassurance, as 
stated in the FIDIC guide:
 
“The evidence is required to demonstrate the employer’s ability to pay 
the contract price…” Sub-clause 2.4 is linked to sub-clause 16.1 
(contractor’s entitlement to suspend work) and sub-clause 16.2 (termi-
nation by contractor) wherein there are sanctions that the contractor 
may exercise, to suspend work or to terminate the contract respec-
tively, in the event that the employer “fails to comply with 
sub-clause 2.4…” But how sufficient can the reassurance offered 
in sub-clause 2.4 be? 

The FIDIC guide provides: “The evidence is required to demonstrate the 
employer’s ability to pay the contract price which typically would be the 
estimated final contract price at the time of the request but excluding 
the effect of adjustments which have not yet become applicable. 
For example, it would usually be unreasonable to add a contingency to 
allow for the possibility of a future event resulting in an adjustment 
under sub-clause 13.7… The evidence is required to demonstrate the 
employer’s ability to pay in accordance with clause 14, including the 
periods for payment under sub-clause 14.7…”

What should the contractor anticipate, and accept, as reasonable 
evidence? What determines what constitutes reasonable evidence 

demanded in sub-clause 2.4? There are no definitions to be found in 
the contract. 

 A recent request on behalf of a contractor to the employer, a govern-
ment department, was met with a stark response simply stating that 
“adequate funds” were available encouraging the contractor that 
these would be “sufficient” to meet the final account. 
This was a government funded project. Should the contractor take 
this to be reasonable evidence? Does ‘sufficient’ mean the same as to 
be ‘maintained’? If you don’t think that the above response was 
tantamount to reasonable evidence, consider this — would you 
thereafter advise the contractor to suspend work or more drastically 
terminate the contract if the employer failed to do more after the 
prescribed 42 days in terms of sub-clause 16.2(a)? 

The FIDIC guide further provides:
 “The form of the evidence depends upon the sources of the employ-
er’s finances, and may also (in due course) depend upon the extent 

to which payments 
may not have been 
made in accordance 
with clause 14. If the 
employer is a govern-
mental authority, the 
evidence may be in 
the public domain… 

includes adjustments in accordance with the 
contract.” Sub-clause 14.1 offers no further 
assistance other than the contract price shall 
be agreed or determined in accordance with 
the contract, i.e. on matters contained in the 
contract documentation or that have been 
determined. 

The FIDIC guide provides “…for example, it 
would usually be unreasonable to add a 
contingency to allow for the possibility of a 
future event resulting in an adjustment under 
sub-clause 13.7…” If it is to be unreasonable 
to add a contingency, how are the parties to 
agree a realistic ‘estimated final contract 
price’, unless of course that estimate is based 
strictly on the issued drawings, variations 
issued and the contractual time for comple-
tion? In other words, it will be the engineer’s 
estimate. If that is the case, then financial 
reassurance for the contractor may be 
limited. On eventual receipt of the engineer’s 
determination for the variations the contrac-

tor may only then discover that the 
employer has a funding shortfall. 

Finally, sub-clause 2.4 offers that “if the 
employer intends to make any material 
change to his financial arrangements, the 
employer shall give notice to the contrac-
tor with detailed particulars.” 

As ever, there may well be disagreement as 
to what is and what is not material to any 
change made by the employer to its 
arrangements. 

Would a funding document included with 
the contract offer a solution? As to the 
requirement to give notice, the employer is 
under no pressure with any sanction for 
failing to do so and within a prescribed 
time period. Payment is a risk that the 
contractor bears and the onus rests on the 
contractor to exercise its right to make any 
request under sub-clause 2.4. 

The FIDIC 1999 suite is under review; may 
contractors hope some indefiniteness will 
be eliminated in sub-clause 2.4?
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Chairs, EGG PROMOTION INITIATIVE- UGANDA

or anyone who wishes to venture into poultry farming as a 
business and for the first time, here below are some tips on 
how to go about it.

To get a feel of what it takes, it is advisable to try out with broilers, and 
when one has learnt how to manage broilers to end of production then 
they can venture into layers in the future. The reasons for doing 
broilers first is that;

Broilers stay for a shorter time on farm (6-8 weeks) so it is easy to assess 
performance, unlike layers  which take 5 months to eventually get you 
tangible results. 

Mistakes (underfeeding, mortality due to carelessness) and their 
effects made in managing broilers for any first timer, can be over in just 

about two months. This allows one to 
quickly correct them in subsequent 
batches. As for layers, similar mistakes 
will slow down growth, delay produc-
tion and spelt  out losses after a whole 
5 months wait. 
In case, your poultry project is to be 
financed by money borrowed from a 
financial institution that is 
offering no period of grace, broiler 
farming would be a better option, as it 
brings back earnings faster(6-8 weeks) 
than the layer alternative that starts to 
deliver 5 months later. The money 
needed to start up and see out a batch 
of broilers is much less (close to half) 
than that of layers.
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For someone who did not care much to find the market at the start, it is 
easier to market eggs from layers than broiler meat. Eggs have a longer 
shelf life, while broilers when slaughtered; the meat must be immedi-
ately sold off, lest it goes bad.

Layers have a better Profit margin than broilers. With a kg of meat and a 
tray of eggs being sold at 7000sh-9000sh and 7500-8500sh respectively, 
the profit margin off a unit of broiler meat is about 18-  22% while that 
off a unit of layer eggs could spill well over 30%.. 
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financial disasters but that governments do too. The employer’s ability 
to make timeous payments is always a contractor’s major concern. 
Many of the major infrastructure projects worldwide are funded by 
international agencies, but despite these funding arrangements the 
payments are made by the employer. 

The employer’s ability to make payments is always a contractor’s 
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perceived, as to payment, to what degree can the International Federa-
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offer assistance? Sub-clause 2.4 provides:
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have been made and are being maintained which will enable the 
employer to pay the contract price (as estimated at that time) in accord-
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employer intends to make 
any material change to his 
financial arrangements, the 
employer shall give notice to 
the contractor with detailed 
particulars” 

The wording is similar in the 
FIDIC Yellow and Silver Books;the Pink Book has slightly different 
wording with additional terms which are not material to this article. The 
purpose of the clause is to offer the contractor financial reassurance, as 
stated in the FIDIC guide:
 
“The evidence is required to demonstrate the employer’s ability to pay 
the contract price…” Sub-clause 2.4 is linked to sub-clause 16.1 
(contractor’s entitlement to suspend work) and sub-clause 16.2 (termi-
nation by contractor) wherein there are sanctions that the contractor 
may exercise, to suspend work or to terminate the contract respec-
tively, in the event that the employer “fails to comply with 
sub-clause 2.4…” But how sufficient can the reassurance offered 
in sub-clause 2.4 be? 

The FIDIC guide provides: “The evidence is required to demonstrate the 
employer’s ability to pay the contract price which typically would be the 
estimated final contract price at the time of the request but excluding 
the effect of adjustments which have not yet become applicable. 
For example, it would usually be unreasonable to add a contingency to 
allow for the possibility of a future event resulting in an adjustment 
under sub-clause 13.7… The evidence is required to demonstrate the 
employer’s ability to pay in accordance with clause 14, including the 
periods for payment under sub-clause 14.7…”

What should the contractor anticipate, and accept, as reasonable 
evidence? What determines what constitutes reasonable evidence 

demanded in sub-clause 2.4? There are no definitions to be found in 
the contract. 

 A recent request on behalf of a contractor to the employer, a govern-
ment department, was met with a stark response simply stating that 
“adequate funds” were available encouraging the contractor that 
these would be “sufficient” to meet the final account. 
This was a government funded project. Should the contractor take 
this to be reasonable evidence? Does ‘sufficient’ mean the same as to 
be ‘maintained’? If you don’t think that the above response was 
tantamount to reasonable evidence, consider this — would you 
thereafter advise the contractor to suspend work or more drastically 
terminate the contract if the employer failed to do more after the 
prescribed 42 days in terms of sub-clause 16.2(a)? 

The FIDIC guide further provides:
 “The form of the evidence depends upon the sources of the employ-
er’s finances, and may also (in due course) depend upon the extent 
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of Professional Hydropower 
Engineers in East Africa
he economy of the continent of Africa is growing 
rapidly but one signi�cant problem persists: a shortage 
of energy. Indeed it is estimated that more than 620 
million people live without access to electricity. This 
shortfall which hinders the growth and development 
of the Continent is ironic because Africa holds great 
untapped hydropower potential estimated at 238GW 
of which less than 10% has been developed. 

The population of Africa is expected to grow fast, with projections 
indicating it will reach 2 billion by 2050 (as compared to 1.1 billion in 
2013). Increase in population, economic growth and urbanisation is 
driving energy demand and consumption. It is estimated that by 2030 
about 50% of all Africans will reside in cities, further increasing the 
demand for electricity and security of supply. Due to the projected 
increase in demand, there is a need to invest more in hydro power 
energy.

Africa is currently using only 5% to 10% of its hydropower potential; 
this therefore shows that 90% to 95% of the hydropower potential is 
undeveloped thus creating a possible investment market.  Despite 
the hydropower potential, there is a dearth of hydropower engineers 
and related professionals on the continent making the development, 
operation and maintenance quite costly due to overreliance on skills 
from the West.  
To  further  compound  the  situation  skills  from  the  West  are  not  
only  costly  but  also becoming increasingly scarce especially as the 
“baby boomers” bow out of active service having started their lives 
shortly after the end of the Second World War.  The major causes of 
the dearth of hydropower professionals are: 

Geopolitical issues …limited investment in public infrastructure 
• No infrastructure development over long period of time in the past 
hence no jobs: no jobs hence no career/training opportunities: no 
careers/ no training hence no skills

Obsolete training curricula
• Disconnect with industry trends and needs
• Academia unable to attract industry practitioners due to unattrac-

tive remuneration terms

Inadequate in-service training
• Quantities without sufficient quality
• Engineers without Jobs and Jobs without Engineers due to 
skills/market demands mismatches

Brain Drain
 • Intra Africa
 • Extra Africa
 • Into better remuneration and more fancy sectors …Finance, 
Banking, IT, Management

Changed generational perceptions
• The long journey to the mountain top…building competence 
in engineering takes more than ten years of dedicated career 
building

As indicated by the current low level of capacity exploitation the 
hydropower sector is largely a virgin sector that is quite underde-
veloped. This poses an opportunity for Ugandan engineers who 
would want to e�ectively build skills in sector. Therefore there  is    
need  for  a  structured,  focused,  concerted  initiative  to  develop  
a  well‐trained  and experienced hydropower and related profes-
sionals skill set particularly in Uganda but generally on the 
African continent to drive this infrastructure development to 
sustainable levels. 

In order for the hydro power market to be efficiently and 
e�ectively utilised, there is need for capacity building of the 
Ugandans in design, manufacture, and supervision and construc-
tion of hydropower infrastructure in Africa.

Local consultants and contractors alike do not have the capacity 
to e�ectively engage in the hydropower sector. 

Currently in Uganda a few consultancy �rms have some, yet 
disparate capacity to design hydropower plants. Compared to 
the hydro potential in Uganda, there is not enough capacity to 
conduct designs.

DEARTH
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HISTORY has shown that it is not only the private sector that suffers 
financial disasters but that governments do too. The employer’s ability 
to make timeous payments is always a contractor’s major concern. 
Many of the major infrastructure projects worldwide are funded by 
international agencies, but despite these funding arrangements the 
payments are made by the employer. 

The employer’s ability to make payments is always a contractor’s 
bugbear. In the event that a contractor has concerns, whether real or 
perceived, as to payment, to what degree can the International Federa-
tion of Consulting Engineers (FIDIC) conditions of contract for construc-
tion (Red Book) sub-clause 2.4 (employer’s financial arrangements) 
offer assistance? Sub-clause 2.4 provides:
 
“The employer shall submit, within 28 days after receiving any request 
from the contractor, reasonable evidence that financial arrangements 
have been made and are being maintained which will enable the 
employer to pay the contract price (as estimated at that time) in accord-
ance with clause 14 (contract 
price and payment). If the 
employer intends to make 
any material change to his 
financial arrangements, the 
employer shall give notice to 
the contractor with detailed 
particulars” 

The wording is similar in the 
FIDIC Yellow and Silver Books;the Pink Book has slightly different 
wording with additional terms which are not material to this article. The 
purpose of the clause is to offer the contractor financial reassurance, as 
stated in the FIDIC guide:
 
“The evidence is required to demonstrate the employer’s ability to pay 
the contract price…” Sub-clause 2.4 is linked to sub-clause 16.1 
(contractor’s entitlement to suspend work) and sub-clause 16.2 (termi-
nation by contractor) wherein there are sanctions that the contractor 
may exercise, to suspend work or to terminate the contract respec-
tively, in the event that the employer “fails to comply with 
sub-clause 2.4…” But how sufficient can the reassurance offered 
in sub-clause 2.4 be? 

The FIDIC guide provides: “The evidence is required to demonstrate the 
employer’s ability to pay the contract price which typically would be the 
estimated final contract price at the time of the request but excluding 
the effect of adjustments which have not yet become applicable. 
For example, it would usually be unreasonable to add a contingency to 
allow for the possibility of a future event resulting in an adjustment 
under sub-clause 13.7… The evidence is required to demonstrate the 
employer’s ability to pay in accordance with clause 14, including the 
periods for payment under sub-clause 14.7…”

What should the contractor anticipate, and accept, as reasonable 
evidence? What determines what constitutes reasonable evidence 

demanded in sub-clause 2.4? There are no definitions to be found in 
the contract. 

 A recent request on behalf of a contractor to the employer, a govern-
ment department, was met with a stark response simply stating that 
“adequate funds” were available encouraging the contractor that 
these would be “sufficient” to meet the final account. 
This was a government funded project. Should the contractor take 
this to be reasonable evidence? Does ‘sufficient’ mean the same as to 
be ‘maintained’? If you don’t think that the above response was 
tantamount to reasonable evidence, consider this — would you 
thereafter advise the contractor to suspend work or more drastically 
terminate the contract if the employer failed to do more after the 
prescribed 42 days in terms of sub-clause 16.2(a)? 

The FIDIC guide further provides:
 “The form of the evidence depends upon the sources of the employ-
er’s finances, and may also (in due course) depend upon the extent 

to which payments 
may not have been 
made in accordance 
with clause 14. If the 
employer is a govern-
mental authority, the 
evidence may be in 
the public domain… 

Solutions to last edition’s 
word puzzle 
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To this e�ect a Mutual Recognition 
Agreement [MRA] between the 
Competent Authorities in Engineer-
ing in Uganda, Kenya and Tanzania is 
in place. The MRA should be fully 
exploited to facilitate also bene�t 
hydropower engineering.

Additionally, links should be promot-
ed through professional bodies to 
take on trainees from the East African 
region to help train them in profes-
sional services involved in design and 
construction of hydropower schemes 
irrespective of their magnitude. 

Cooperation between Universities 
and employers/Structured graduate 
trainings programmes
Engineering students are currently 

tasked with �nding by themselves a place for internship/industrial 
training; often, they don’t get places where they can discover the 
di�erent career opportunities in the hydropower sector. Conse-
quently some immediately after graduating resort to business 
depriving the engineering world of the much required resources 
needed in the sector. There is hence urgent need for an e�ective 
public sector led structured graduate training program to grow 
engineers speci�cally for the hydropower sector.

For institutions of higher learning where civil, electrical and 
mechanical engineering and related �elds are taught, there is need 
for increased cooperation with both public and private. Through 
this, it would enable the students visualize the opportunities that 
exist in the hydro power engineering.

Facilitate formulation of policies
The National Construction Industry Policy needs to be implement-
ed as a matter of urgency especially the local content provisions to 
ensure affirmative action where Ugandan consulting engineers are 
prioritized for small scale hydropower schemes. This shall help 
develop the local capacity.   

Recommendations to expand supply of hydropower engineering 
skills in East Africa

Provide for Deliberate Understudy Schemes
Through the procurement and contract documents, it should be 
ensured that particular and yet key positions in projects conducting 
studies and supervising the construction of hydropower plants are 
taken up by Ugandan engineers. 

In the event that these skills are lacking amoung the Ugandans then 
expatriate engineers should be required to have a Ugandan engineer 
as an assistant to understudy them. This shall help develop capacity 
thereby ensuring that after the projects the Ugandan engineers can 
e�ectively be able to carry out feasibility studies, designs and supervi-
sion of construction works.

Increase mobility of professionals in the Engineering Sector
As already adopted by the East African Community through the 
Common Market Protocol, there is need to improve mobility of 
experienced engineers in the region with the best capacity to 
conduct feasibility studies, designs and construction supervision for 
hydropower schemes. 

C
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HISTORY has shown that it is not only the private sector that suffers 
financial disasters but that governments do too. The employer’s ability 
to make timeous payments is always a contractor’s major concern. 
Many of the major infrastructure projects worldwide are funded by 
international agencies, but despite these funding arrangements the 
payments are made by the employer. 

The employer’s ability to make payments is always a contractor’s 
bugbear. In the event that a contractor has concerns, whether real or 
perceived, as to payment, to what degree can the International Federa-
tion of Consulting Engineers (FIDIC) conditions of contract for construc-
tion (Red Book) sub-clause 2.4 (employer’s financial arrangements) 
offer assistance? Sub-clause 2.4 provides:
 
“The employer shall submit, within 28 days after receiving any request 
from the contractor, reasonable evidence that financial arrangements 
have been made and are being maintained which will enable the 
employer to pay the contract price (as estimated at that time) in accord-
ance with clause 14 (contract 
price and payment). If the 
employer intends to make 
any material change to his 
financial arrangements, the 
employer shall give notice to 
the contractor with detailed 
particulars” 

The wording is similar in the 
FIDIC Yellow and Silver Books;the Pink Book has slightly different 
wording with additional terms which are not material to this article. The 
purpose of the clause is to offer the contractor financial reassurance, as 
stated in the FIDIC guide:
 
“The evidence is required to demonstrate the employer’s ability to pay 
the contract price…” Sub-clause 2.4 is linked to sub-clause 16.1 
(contractor’s entitlement to suspend work) and sub-clause 16.2 (termi-
nation by contractor) wherein there are sanctions that the contractor 
may exercise, to suspend work or to terminate the contract respec-
tively, in the event that the employer “fails to comply with 
sub-clause 2.4…” But how sufficient can the reassurance offered 
in sub-clause 2.4 be? 

The FIDIC guide provides: “The evidence is required to demonstrate the 
employer’s ability to pay the contract price which typically would be the 
estimated final contract price at the time of the request but excluding 
the effect of adjustments which have not yet become applicable. 
For example, it would usually be unreasonable to add a contingency to 
allow for the possibility of a future event resulting in an adjustment 
under sub-clause 13.7… The evidence is required to demonstrate the 
employer’s ability to pay in accordance with clause 14, including the 
periods for payment under sub-clause 14.7…”

What should the contractor anticipate, and accept, as reasonable 
evidence? What determines what constitutes reasonable evidence 

demanded in sub-clause 2.4? There are no definitions to be found in 
the contract. 

 A recent request on behalf of a contractor to the employer, a govern-
ment department, was met with a stark response simply stating that 
“adequate funds” were available encouraging the contractor that 
these would be “sufficient” to meet the final account. 
This was a government funded project. Should the contractor take 
this to be reasonable evidence? Does ‘sufficient’ mean the same as to 
be ‘maintained’? If you don’t think that the above response was 
tantamount to reasonable evidence, consider this — would you 
thereafter advise the contractor to suspend work or more drastically 
terminate the contract if the employer failed to do more after the 
prescribed 42 days in terms of sub-clause 16.2(a)? 

The FIDIC guide further provides:
 “The form of the evidence depends upon the sources of the employ-
er’s finances, and may also (in due course) depend upon the extent 

to which payments 
may not have been 
made in accordance 
with clause 14. If the 
employer is a govern-
mental authority, the 
evidence may be in 
the public domain… 

This edition’s word puzzle 
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R O S S Please take some time o� and try out the puzzle below. The 
solution will be published in our next Newsletter edition. 

N.B:  This puzzle has only words and clues related to Science and 
Engineering.

1.  Instruments for measuring I, V, R
9.  10 decibels
10.  With 16 Down, this website's title
11.  Read-only (abbr.)
12.  Communication between stations by 
reflecting the radio waves off of the 
ionosphere
14.  Chemical symbol for einsteinium
15. Electronics manufacturer with "meatball" 
logo
17.  Shorthand for oxygen
18.  Galilean moon
20.  Computer messaging service
24.  Transition from solid to liquid phase
27.  Fast Fourier transform (abbr.)
28.  The most frequently occurring number in 
a series of numbers
30.  Radio Amateur Satellite Corporation 
(abbr.)
32.  Swiss mathematician who extensively 
studied complex numbers
33.  Type of logic gate
34.  Chemical symbol for chlorine
35.  Thin Shrink Small Outline Package 
(abbr.)
40.  International phonetic alphabet letter "I"
44.  Official engineering change document 
(abbr., pl.)
45.  Unit of weight
47.  The "D" in CD
48.  Unwanted 60- or 120- Hz modulation due 
to poor power supply filtering (2 words.)
50.  Chemical symbol for neon
52.  Switch position
53.  Chemical symbol for selenium
54.  Satellite of Jupiter discovered by Galileo
55.  Unit of current
57.  Chemical symbol for tin
59.  30 kHz to 300 kHz
60. Type of logic gate
61. Adjustment to meet a specification

ACROSS

1. Akin to EEs, CEs, AEs, etc.
2. Electrical safety organization (abbr.)
3. Technical drawing structure
4. Band between RF and BB
5. Chemical symbol for erbium
6. Device to assist in the performance of a 
chore
7. Chemical symbol for rhodium
8. Semiconductor On Insulator (abbr.)
9. Another word for a directional radiating 
device (2 words.)
13. Cosine of phase angle between current 
and voltage in an AC circuit (2 words.)
16. With 6 Across, this website's title
19. FCC's Universal Licensing System 
(abbr.)
21. 300 kHz to 3 MHz
22. Network department (abbr.)
23. End of Life (abbr.)
25. Electromagnetic (abbr.)
26. Chemical symbol for tantalum
28. Greek letter (micro)
29. Morse Code for "from"
31. Uppermost surface
32. Voltage-current phase mnemonic

36. Chemical symbol for scandium
37. System On Chip
38. Unix, Linux or Windows (abbr.)
39. Small Office/Home Office (abbr.)
41. Chemical symbol for neodymi-
um
42. Cingulated piece of IC wafer
43. Network department (abbr.)
45. Coefficient of temperature 
(abbr.)
46. Greek letter used for frequency
48. Primary U.S. standards organiza-
tion founded in 1918 (abbr.)
49. Stock symbol for Microsoft
51. Science of assuring operation 
amid dense EM background noise 
(abbr.)
54. Charged particle
56. Last stage in a transmitter (abbr.)
58. Chemical symbol for niobium
59. Chemical symbol for lanthanum
60. Chemical symbol for nobelium

DOWN

Compiled by:
Ayebare Penninah





The progressively demanding needs of construction projects 
lead to the increasingly essential role of geotechnical engineer-
ing in its development. However, there is, in East Africa, a 
certain resistance to change, a difficulty to respond to those new 
needs with different solutions which ensure not only the safety of 
workers, users, and the structures themselves, but also cheap-
er, faster, and more efficient solutions. The consultants, who 
have the technical knowledge and the responsibility to provide 
their customers with the best and the safest solutions, should be 
at the forefront on the assumption of that change.

Having that in mind, FRANKIPILE INTERNATIONAL PRO-
JECTS has organized a series of workshops  in countries of the 
region. As a country of greater relevance in the area, Uganda 
could not be forgotten and, on 26 June, Kampala was chosen for 
one of those workshops. Its first part aimed at the presentation 
of the company, the largest geotechnical contractor in Africa, 
and Keller, the largest independent geotechnical contractor in 
the world, which bought FRANKI in 2013. 

This presentation was not intended to publicize the company, 
but to assure the participants that they are in Africa, as 
anywhere in the world, strong and trustworthy geotechnical 
companies - companies which most certainly guarantee a good 
performance, with quality and safety, having access to cutting 
edge technology, and which operate not as customers, but as 
partners, contributing to offer the final consumer the best, the 
fastest and the most economical solution according to the 
project's needs.

After the presentation of the companies, there was a more 
technical side of the issue, which was separated into three parts: 
deep foundations, lateral support, and soil improvement.

DEEP FOUNDATIONS:
This type of solution is ideal when the soil surface does not 
guarantee the load capacity or limitation of deformations. Thus, 
there is a need to transfer loads to more competent and deeper 
layers. That transfer is achieved by putting some elements in the 
soil - piles - that absorb the loads of the structure and that, as 
they are much stiffer than the surrounding land, transfer the 
loads to more competent layers. That transfer is performed in 
two ways: 1) through the pile’s "wall" - friction resistance; 2) 
through the base of the pile - toe resistance.

There are several types of piles, but roughly we can separate 
them into two groups: "soil displacement piles" and "replace-
ment soil piles."  As the name indicates, the former pene-
trate the soil, causing the spacing (compression) of the 
land, while the latter remove the soil and replace it with 
the pile material.

The Future is not what it used to be. 

It's better.

FRANKI, as a specialist in the area, has technical staff who is 
always willing to help you developing the best solutions, thus do 
not hesitate to contact us, either at an early stage of the project or 
already on site. We are always available to help.

LATERAL SUPPORT:
Why do we need lateral support? Basically, for two reasons: 1) to 
ensure the safety of those working in the excavation; 2) to prevent 
the neighboring structures from suffering damages or collapsing. 
We have all heard of cases where excavations carried out without 
any support structure resulted in landslides with dramatic conse-
quences. It is our obligation, as qualified technicians, to guaran-
tee, at the design stage or at work, that the excavation work is 
carried out safely.
According to the way we interact with the soil, the lateral supports 
are classified as active, if, after the digging, we press the structure 
against the soil (anchored walls); or passive, if they only incorpo-
rate elements that limit the deformation and ensure the stability in 
the lateral support  (soil nailed, cantilever or propped dead-man 
tiebacks walls). All systems have horizontal elements, touching 
the excavation, and vertical ones, which may be visible or placed 
on the soil itself. The table below is a summary of the elements.
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Selecting the type of piles depends primarily on four factors:
1) Structural Information: vertical capacity; settlement criteria; 

tension or vertical loads...
2) Soil Information: stability of pile hole; phreatic surface; obstruc-

tions; founding level...
3) Environmental: noise; vibration; pollution and spoil removal...
4) Contractual: access; headroom; location; availability of skills 

and plant; costs...   

Franki enlarged base

SOIL DISPLACEMENT SOIL REPLACEMENT

Driven/vibrated tube (DCIS)

Precast Concrete

Steel H-pile

Sheetpiles

Ductile Piles

Auger/cased auger

Auger underslurry

Continuous flight auger (CFA)

Full displacement screwpile

Forum bored

Oscillator

Rotapile

Micropiles

Soldier piles & lagging

Vertical Support Horizontal Support

Concrete soldier piles

Sheetpiles & Combinerd Walls

Diaphragm walls

Jet grout/soil mixing columns

Strand anchors

Bar anchors

Dead-man tiebacks

Geonails

Props



The choice of the kind of solution depends on several factors, 
including:
 • Geometry and depth of excavation
 • Neighbouring structures and allowable wall movement  
 • Role of retaining wall in the overall structure
 • Temporary or permanent retaining wall
 • Water tightness of retaining wall
 • Construction program
 • Access
 • Budget 
 
There are no standard solutions for the lateral support, so each 
case has to be carefully analyzed in order to provide the desired 
safety as quickly and economically as possible. As a geotechni-
cal specialist, FRANKI provides you with a highly qualified team 
that can always support you. In that sense, do not hesitate to 
contact us.

SOIL IMPROVEMENT  
The last presentation of the Workshop focused on soil improve-
ment. Briefly, soil improvement consists in a set of techniques 
that change the natural state of the soil so as to allow it to 
achieve sufficient load capacity to enable solutions with shallow 
foundations.

To improve soil is not exactly something new. FRANKI has been 
performing dynamic compaction for many years. However, 
KELLER has developed and improved some of those 
techniques, which can turn that process into a very interesting 
solution. Three kinds of possible solutions were presented: deep 
vibro compaction; vibroreplacement stone columns and deep 
mixing.

Vibrocompaction: Vibrocompaction consists of making a vibrator 
to penetrate into the soil, promoting its densification through 
vibration. The particles are thus arranged and the soil gains 
more resistant capacity and increased stiffness. This technology 
allows us to get very good results in sandy soils.

Vibroreplacement stone columns: This technology is applicable 
to any soil and it consists of crimping a vibrator through "water 
jetting". This crimping allows the creation of a "ring" void that 
allows the introduction of crushed material, which is subse-
quently compressed by vibrating, pressing thereby the less 
competent soil around them. This replacement is performed until 
the vibrator to the surface, creating itself, then a column of 
crushed material with high strength and low deformability.

Deep Soil Mixing: This technology consists in the execution of 
soil-cement columns. The mixer device penetrates down to the 
desired depth. Then, the grout under pressure is injected, mixing 
with the existing soil, thus forming the column. That technology 
allows us to increase the load capacity of the soil, but also to 
build "cut-off" walls or even to be a vertical element in a lateral 
support.

In addition to these solutions, FRANKI and KELLER provide a 
whole wide range of products and can gladly support the consult-
ants in order to present the most economical, the fastest and safest 
solutions for your projects. If you would like more information about 
these and other technologies, please do not hesitate to request it.

André Ernesto (Civil Engineer)
andre.ernesto@franki.com 
+255 762 785 972 
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ACOAR LIMITED

AIR WATER EARTH LTD

Plot 2D/E Nakasero Hill Road

P.O Box 23271, Kampala

+256-414-669243

acoar@acoarltd.com

www.acoarltd.com

•  Civil and structural engineering
•  Project Management

Plot 27 Binayomba Road, 

Bugolobi, Kampala

P.O Box 22428, Kampala

Tel: +256-414-268466

Email: mail@awe-engineers.com

Website: www.awe-engineers.com 

Contact person:  Eng. Lammeck Kajubi

•  Road/Highway design
•  Civil/Structural engineering design
•  CDM/Carbon Audits
•  Oil & gas services
•  Cleaner production
•  Noise pollution
•  Environmental Monitoring, 
   testing and analysis
•  Occupation health and safety
•  Pollution control equipment
•  Sold waste, water & sanitation, 
    Air pollution
•  Site remediation
•  EIA & Environmental audits

AREAS OF SPECIALIZATION

Plot 8-10 Jinja Road. 

Suite 5.10, 2nd floor-Uganda House 

P.O. Box 23931, Kampala

Tel: +256 414 342 499

Fax: +256-414 342 499

Email: stephenkawuma25@gmail.com

Contact person:    Eng. Kawuma Stephen

•  Structural Engineering design
•  Civil/ Structural engineering design-Roads and 
Bridges
•  Supervision
•  Project planning and management
•  Feasibility studies
•  Geotechnical Assessment of Ground Condition 
for Foundation designs

ASSOCIATED ENGINEERING 
SERVICES (AES)

AURECON ENGINEERING 
(U) Ltd

2nd floor, Innovations House. 

Plot 7B Acacia Avenue

P. O. Box 10631, Kampala 

Tel: +256-41-254024/ 312 260324 

Fax: +256-41-345984

E-mail: uganda@aurecongroup.com

Website: http://www.aurecongroup.com

Contact Person: Mr. Fidel Omiat    

•  Infrastructure Consultants
•  Civil, Geotechnical & Environmental
•  Structural Engineering and Services
•  Development Services and 
   Project Management
•  Transportation
•  Electrical & Mechanical
•  Contract Management & Materials
•  Information Technology
•  Training & Communications

COWI (U) LTD •  Technical Assistance
•  Design
•  Development Planning
•  Supervision and contract management
•  Programme formulation
•  Training, capacity building and human 
resources development
•  Master planning and feasibility studies
•  Monitoring and evaluation
•  Financial and organisational analyses

Plot 3 Portal Avenue, 

2nd Floor Crusader House

P. O. Box 10591, Kampala Uganda

Tel: +256-414-343045

 Fax: +256-414-343243

E-mail: cowi@cowi.co.ug

Contact Person: Eng. Mikkel Jensen 

KOM CONSULT LTD Plot 7 Kome Cresent, Luzira, Kampala

P.O Box 40108 Kampala Uganda

Tel: +256-414-323666         

Fax : +256-414-323666

Email: kom@infocom.co.ug   

Contact Person: Ms. Betty Nakamya 

•  Roads and highways

•  Structures and Buildings

•  Water Supply and Public Health

•  Environmental and Social Sciences

•  Geo-technical and Hydrological Engineering



FBW UGANDA LTD

GAUFF CONSULTANTS 
(U) LTD
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CREEK CONSULT LTD

COMPANY ADDRESSAREAS OF SPECIALIZATION

Plot 1499 Lubowa Estate. 

P.O. Box 26600 Kampala 

Tel: +256-414-572021

Fax: +256-414-572021

Email: info@creekconsult.com

Contact Person: Eng. Patrick Rusongoza

•  Surveying

•  Architectural services

•  Engineering services 

•  Project management

•  Telecommunication

•  Consultancy services

Plot 1834 White House Close, Muyenga

P.O Box 24843, Kampala Uganda

Tel: +256 414-510888

Fax: +256 414-510666

Email: kampala@fbwgroup.com

Website: www.fbwgroup.com

Plot 53, Upper Kololo Terrace 
P. O. Box 201, Kampala Uganda
Tel: +256-414-236798 / +256-312-266799
Fax: +256-41-259508
Email: jbgkla@starcom.co.ug, 
Website: www.gau�.com/uganda
www.gau�.co.ug
Contact Name: Mr. E.W. Mugamba

•  Transport, Roads and Railways

•  Water Supply and Sanitation

•  Town and Regional Planning

• Agriculture and Rural Development

•  Environment

• Industrial Engineering and Architectural Design

•  Signaling and Telecommunication

Plot 2D/E Nakasero Hill Road
P.O Box 22809, Kampala Uganda
Tel: +256-414-258380
Fax: +256-414-341092
Email: gemeng@utlonline.co.ug
Website:  www.gemengineering.co.ug
Contact person:  Eng. Richard Drakuma

Plot 107 Kiira Road 

P. O. Box 8493, Kampala

Tel:  +256-414-540140

Fax:  +256-41-540131

Email:  mutenga@mbw.co.ug 

Contact Person:   Eng. C. P. M. Batumbya 

GEM ENGINEERING 
CO. LTD

MBW CONSULTING 
ENGINEERS

•  Electrical and Mechanical Engineering 

•  Consultancy Services

•  Engineering Infrastructure Development 
•  Strategic planning
•  Institutional Development and Capacity Building
•  Social-Economic and Governance Studies
•  Structural and Civil Design and Construction 

Supervision
•  Energy Development and Environmental 

Impact Studies
•  Water Supply System Design and Sanitation

Engineering
•  Highways and Transportation
•  Project Management
•  Environmental Engineering
•  Master plan preparation for Infrastructure 

Development including Community Mobilization
•  Management of Expectations in Infrastructure 

Development
•  Project Formulation

M & E ASSOCIATES LTD Rofra House, 
2nd �oor Ggaba Road, Kansanga
P. O. Box 4052, 
Kampala Uganda
Tel: +256-414-501894 
Fax: +256-414-501893
E-mail: meassoc@utlonline.co.ug
Contact Person: Eng. S. Sentongo

•  Water Resources and Environmental 
Engineering

•  Topographic, Cartographic and engineering 
Surveys

•  Building Services
•  Power Supply and Distribution
•  Renewable Energy, including small/

mini hydro schemes

M&E

•  Technical Audits / Value for Money Assessments for 
on-going and completed infrastructure projects;

•  Project / Programme Reviews (both Mid-Term 
and End-Term Evaluations);

•  Conducting Technical Evaluation of bids and tenders;
•  Undertaking Administrative Reviews on behalf of 

Procurement bodies;
•  People Advisory Services (Training in Engineering audit 

for non-engineering personnel such as �nancial 
accountants), 
job evaluations, recruitment of personnel, development, 
review of HR Manuals etc.);

•  Local Governance Capacity assessments, training / 
mentoring.
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COMPANY ADDRESSAREAS OF SPECIALIZATION

INFRASTRUCTURE 
PROJECTS LIMITED (IPL)

MULTI-KONSULTS

MULTIPLAN CONSULTING 
ENGINEERS

•  Structural engineering

•  Civil engineering

•  Bridges

•  Geotechnical investigations,

•  Materials testing

•  Project planning

•  Project management

•  Tender and contract documentation

•  Construction supervision and management

•  Engineering audits

•  Electrical and Mechanical Engineering 

Building Services

•  Energy Studies

•  Agriculture Schemes

•  Environment Studies

•  Electric Power Systems Planning 

and Load Studies

•  Water Supply

•  Roads and Infrastructure

•  Bridges and Structures

•  Sewerage and Waste Water Treatment

2nd Floor, Eseza House, 

UMA Show Grounds, Lugogo

P.O Box 33224, Kampala Uganda

Tel: +256-312 515262 / +256-312 262728

E-mail:  info@ipluganda.com

Contact person: Eng. Samson Bagonza 

29 Clement Hill Road

P. O. Box 5390, Kampala Uganda

Tel: +256-414-341321

Fax: +256-414-232836

E-mail: mkvolts@mail.com

multikonsults@multikonsults.com 

Website: www.multikonsults.com

Contact Person: Eng. Dr. A. Katahoire

Plot 668 block 8 in Kamanya

Mackay zone - Mengo

P. O. Box 12557, Kampala-Uganda

Tel: +256-41-530155

+256-772-406291

Fax: +256-41-530156

E-mail: multiplan@utlonline.co.ug 

Contact person: Eng. Albert Muloiti 

NEWPLAN LIMITED •  Water Supply

•  Roads and Infrastructure

•  Bridges and Structures

•  Sewerage and Waste Water Treatment

1st Floor, Crusader House, 

Plot No. 3, Portal Avenue

P.O Box 7544, Kampala Uganda

Tel: +256-414-340244/5,

Fax: +256-414-257861

Email: info@newplan.ug

Plot 1346, block 220, Banda

P. O. Box 21291, Kampala Uganda

Business Phone: +256-200-902640

E-mail: info@iliso.ug, ambabazi@iliso.ug

Website:                      www.iliso.ug

Contact Person:  Eng. Dr. Anania Mbabazi

•  Transportation, Traffic and Highway Engineering

•  Pavement Engineering

•  Construction/ Project Management

•  Environmental Engineering

•  Bridge Engineering

•  Structural Engineering

•  Building Construction

•  Geotechnical engineering

•  Water supply and sanitation

•  Waste management

KAGGA & PARTNERS LTD Plot 2 Bandali Rise, Bugolobi

P. O. Box 6583, Kampala Uganda

Tel: +256-414-220279

Fax: +256-414-220208

E-mail: mail@kaggapartners.com

Contact Person: Eng. Peter Magambo

•  Urban and Rural Water Supply

•  Water Resource Management

•  Hydro-power Generation and Irrigation Dams

•  Waste Water Management

•  Solid Waste Management

•  Roads - trunk, urban and rural

•  Structural and Foundation engineering

•  Infrastructure for housing and industrial estates

•  Institutional strengthening and restructuring
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COMPANY ADDRESSAREAS OF SPECIALIZATION

PROMAN CONSULT LTD Plot 799 Kabusu Rd, Rubaga 

P. O. Box 7810, Kampala, Uganda

Tel: +256-414-271929/ +256-392-778211 

Fax:+256-414-271495/ 272023

E-mail: proman@proman.co.ug 

jmuchiri@proman.co.ug

Contact Person: Eng. John Muchiri  

•  Project Development and Management

•  Project design and management

•  Construction supervision

•  Feasibility and economic studies

•  Provision of professional engineering advice

•  Planning studies

SEKA ASSOCIATES

TAMP BLESSED 3MS JV LTD 

SURE House, Bombo Road

P. O. Box 1354, Kampala Uganda

Tel: +256-414-256455

Fax: +256-414-342729

E-mail: seka@sekaassociates.com, 

sekag@sekaassociates.com 

jsenfuma@gmail.com

Contact Person: Eng. J. Senfuma

Plot 129A Salim bay Road, Ntinda 

P.O Box 6780, Kampala Uganda

Tel:  +256-312-515069

Email:  table3ms@gmail.com

Contact person:  Eng. Andrew Tadhuba 

•  Project Management and Planning

•  Civil and Structural Engineering

•  Site and Service Schemes

•  Highways and Transportation Engineering

•  Water Supply and Waste Disposal

•  Geotechnical Services

•  Materials Testing

•  Architectural, Quantity Surveying and Electrical 

Engineering (in close association with other firms)

•  Institutional Development and capacity Building

•   Scial-Economic and Governance studies

•  Architectural, Structural and civil Design 

and Construction Supervision

•  Energy Development and Environment 

Impact Studies

•  Water supply system design 

•  Highways and transportation

•  Project management

•  Health, safety and environment engineering

•  Master plan preparation for general 

infrastructure 

•  Project Formulation

•  Land surveying mapping

•  Geotechnical surveys

TECHNOLOGY CONSULTS 
LIMITED

1st Floor, room 200 CEDAT Building, 

Makerere University

P. O. Box 26690, Kampala Uganda

Tel: +256-414-540618

Fax: +256-414-542377

E-mail: techcons@teco.co.ug 

Website: www.teco.co.ug

Contact person:  Eng. Dr. Kariko Buhwezi 

•  Building Consultancy Services 

•  Land Surveying 

•  Information Technology 

•  Civil Works 

•  Expert Technical Services

•  Project Management

PROME CONSULTANTS Innovations House 

Plot 7B Acacia Avenue

P. O. Box 24934, Kampala Uganda

Tel: +256-414-345544

Fax: +256-414-345149

Email: prome@promeconsult.com

Contact Person: Eng. P.J. Ludigo 

•  Project Development and Management

•  Project Management

•  Water Supply and Sanitation Engineering

•  Highways Engineering

•  Civil and Structural Engineering

•  Transportation Planning and Designing

•  Electrical and Mechanical Industrial 

Engineering

•  Quality Assurance

•  Environmental Engineering

•  Geotechnical Engineering

•  Surveying and Mapping

•  Institutional and Individual Industrial 

Capacity Development



Representing the professional concerns and 
general business interests of its members in 
the field of consulting engineering.

The Secretariat, Uganda Association of Consulting Engineers 

Plot 17 Martyrs’ Way, Ministers’ Village, Ntinda 
P.O. Box, 11750 Kampala.    

+256 414 342 536
uace2013@gmail.com | info@uace.or.ug


