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PEARL BANK WINS TOP AGRI-LENDING AWARD 
earL,Bank as been named • 
BestAgri-SME Lender. This 
was announced during 
1h 1\celi Africa Uganda 
Stakeholder Roundtable. 
Julius.Akais, the supervisor 

for agriculture and partnerships at 
Pearl Bank, was also named Agri­
SME Lending Champion in Kampala 
on February 19. The recognition 
signifies. the sigllificant contributions 
Pearl Rank has made to agricultural 
financing in Uganda. 

The bank, which rebranded from 
PostBank Uganda to Pearl Bank, was 
honoured for its exemplary efforts in 
supporting smallholder farmers and 

3gribusinesses through innovative 
and accessible lending solutions: 

On February 11, Aceli Africa 
convened approXimately 100 
stakeholders in Kampala to reflect 
on five years of advancing agri-SME 
finance in Uganda and to discuss 
priorities for the next phase under 
Aceli 2.0 (2026-2030). Participants 
included representatives from the 
Bank of Uganda, the Uganda Bankers 
Association, commercial banks, 
impact investors, technical assistance 
providers, and development partners, 

The roundtable created space 
to reflect on prbgress since 

JAceli's launch in Uganda in 2020, 
highlighting key lessons, and 

.~ng what it will take to 
further catalyse sustainable agri­
lending. The event featured a panel 
discussion on Aceli's journey from 
2020 to 2025, persistent challenges 
and opportunities for lenders and 
small and medium-sized enterprises 
(SMEs) in agri-SME finance, and a 
policy discussion on strengthening 
the enabling environment for 

agricultural lending. 
Aceli has partnered with 19 

financial in~titutions in Uganda 
and mobilised $101m in capital 
from more than 1,500 loans, 
supporting more than 350,000 
smallholder farmers and workers 
and contributing to $514m in crop 
purchases and wages. More than half 
of the supported SMEs meet higher 
standards for women's and youth 
economic opportunities, and more 

than 50% of loans have reached 
borrowers accessing finance above 
$25,000 for the first time. 

During the engagement, an outlook 
for 2026-2030 was also shared, 
with a focus on aligning technical 
assiSiance with capital supply 
and deepening long-term market 
sustainability. 

Speaking about the award, Julius 
Kakeeto, the Pearl Bank managing 
director, said the recognition highlights 

The recognition signifies the 
contributions Pearl Bank has made to 
agricultural financing in Uganda. 

Pearl Bank 
officials receive 
the Best Agrl­
SME LenCler 
Award from 
Aceli Africa 
representatives 
at the Aceli 
Africa Uganda 
stakeholder 
roundtable held 
In Kampala on 
February 19 

the bank's dedication to bridging the 
financing gap in Uganda's agriculture 
sector, which remains a cornerstone of 
the national economy, employing the 
majority of the population and driving 
food security as well as export growth. 

"The bank's commitment to 
sustainable agriculture financing has 
yielded approximately 180% growth 
in our agricultural portfolio since 
2020. This has been made possible 
by innovative lending solutions and 
tailored products such as seasonal 
working capital loans, risk-sharing 
facilities, and financing partnerships 
aligned with government initiatives 
like the Agriculture Credit Facility, 
which have been fundamental' in 
empowering underserved rural 
communities to adopt climate-smart 
practices and scale their operations," 
Kakeeto said. 

-Hew Hisense museum to spur practical learning among children 
eseardl done at the UC Davis Centre for 
Neumscience in California shows that 
curiOSity helps us learn about a topic, and 
that being in a curious state helps the brain 

-memorise unrelated information. 
The benefits are greater when curiosity is 

stimulated at an early age. Appealing to a child's 
curiosity from an early age is what Hisense, a 
global leader in consumer electronics and home 
appliances, is targeting with its technology 
museum, launched recently in Kampala. 

L-R: Aslm Waseem 
,Ahmed, the 
Xlmlng Group 
boss; Ou; Llu 
MlngShu, the 
Xlmlng Group 
managing director 
and Wilson Sun, 
the Hlsense East 
Africa general 
manager during 
the launch of 
the technology 
museum, launched 
recently In 

Hisense says the museum, develope~ in 
partners.hip with Ximing Group, serves as the 
flagship of the company's 2026 environmental, 
social, and governance strategy, moving beyond 
traditional retail to create a permanent centre for 
social impact and science, technology, engineering, 
and mathematics eduCation. 
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"Our students are always sitting in classrooms 
and learning things theoretically every day. When 
theory meets practical experience, understanding 
deepens.. We are trying to enable learners to see, 

. in practice, the things they learn theoretically," 
Haewoong 1m, the marketing director for Hisense- -
Middle East FZE, said. 

The museum, designed specifically for school 
children and the general public, features interactive 
exhibits on the physics of light, climate-smart 
engineering, artificial intellige'nce-powered systems, 
and colour theory. . 
• 4asOn.au, the president of Hisense Global MEA 
and India, gajd Uganda is a central pillar of the 

company's global social strategy. He ad!ed that 
Hisense is moving beyond standalone produps to 
integrated, service-based intelligent solutions. 

Joseph Ssezibwa, the head teacher of Canaan 
Junior School in Kamuli district, welcomed the 
museum as one that will enhance practical 
learning. 
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Brokers, digital 
shift drive 
insurance uptake 

risui-ance lpokers have 
been.identified as the 
engiJ!e, ehind efforts to 
~tJganda's insurance 
~IJetration, as industry 

Jeaders push for accelerated 
~al transformation to reach 
'UIlderserved markets. 

Speaking during the annual 
Jubilee-Brokers Breakfast 
Meeting at Four Points by 
Sheraton Kampala on Friday, 
officials from Jubilee Insurance 
said brokers remain central 
to expanding coverage in 
a country where insurance 
penetration is still below 1 % of 
GOP. 

Jubilee's acting chief executive 
officer Eugene Mutekele said 
brokers currently control 
about 66% of the market and 
continue to drive year-on-year 
growth. 

"The numbers speak for 
themselves. From Q3 2024 
to Q3 2025, broker-driven 
premiums grew from about 
sh1.4 trillion to sh1.6 trillion," 
Mutekele said. 

''That growth is a testament 
to your resilience and the 
trust you are building with 
customers. You are the boots 
on the ground and the bridge 
between clients and insurers." 

He said Jubilee's strategy is 
now focused on strengthening 
partnerships with brokers while 
investing heavily in technology 
to improve service delivery. 

"It does not matter how good 
your product is, if it does not 
reach the customer, it is as good 
as nothing," Mutekele said, 
adding that the company's new 
digital platform has enabled 
faster underwriting, seamless 
claims tracking, and improved 
transparency. 

Jubilee's chief distribution 
officer, John Katende, said 
the insurer has reorganised 
its operations to focus on 
distribution channels rather 
than product silos. 

"We are now an 'amalgamated 
brand offering health, life, and 
personal accident under one 
roof. When we sit with brokers 
today, we are discussing group 
life, group health. SME, and 
retail together," Katende said. 

He revealed that brokers 
contribute 60% ofJubilee's 
health portfolio and nearly half 
ofits corporate life business, 
with retention rates of about 
90% . • 

While broker business has .. ~ 
grown by 23% aimually, 
Katende said retail lines are 
expanding at nearly 40%, 
presenting an opportunity for 
brokers to tap into SMEs and 
individual clients. 


