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Florence Sem- 
pobwa Makada 

BY ROLAND D.NASASIRA 

n the male-dominated automotive 
sector in Uganda, Florence Sempebwa 

Makada occupies a singular position 
as the only woman heading an 
automotive dealership. As she marks. 
2 decade as Managing Director (MD) 

of Motorcare Uganda in March, her 
journey reflects a strategic blend of 
financial discipline, people-centric 
Ieadership, and a commitment to 
reshaping the industry’s gender 
landscape. 

From her office overlooking the 
Motorcare showroom, Makada keeps 
her door wide open.a symbolic gesture 
thatmirors her Jeadership philosophy 
of accessibility and transparency. Her 
decade-long tenure, she says, has been 

both interesting and fruitful, with her 
having achieved more than 90 percent 
of the goalsshe set 10 years ago. 
Fromfinance tothefront office 
‘Makada's path to the top was paved 

by a deep, grouncHlevel understanding 
of the company’s operations. Her 
previous role as finance and business 
planning manager gave her a clear 
view of the company’s weaknesses 
and inefliciencics, providing a firm 
foundation for strategic growth. 
“Typically, finance people police 
companies,but they are also auditors 
‘whounderstand many thingsin detail,” 
she explains. This insider's perspective 
allowed her to step into the MD role 
witha clear roadmap for change. 
Bulldinga self-driventeam 
One of Makada's first and most 

significant operational changes was 
a philosophical shift in workforce 
management. She moved away 
from a model of close supervision to 
cultivating a team that operates with 
autonomyand ownership. 
“When I became managing director, 

1had to grow a strong workforce that 

works independently to achieve 
desired organisational goals. This 
‘makes my life easier; having a self- 
driven team that understands what to 
‘dowithminimun supervision Among 
the other operational changes I made 
tobe more effectiveand efficent,thisis 
‘mygreatest success; Makada says. 
Rewingupgovernmentbusiness 
A major strategic goal was to 
expand Motorcare's business with 
the government, the country’s largest 
buyer of vehicles. When she took over, 
government business accounted for 
between 20 and 30 percent of total 
‘Tevenue. Moreover, this segment was 
fragmented, with a eparate entity, 
Kampala Nissan, handling government 
accounts. 
Makada consolidated this 

at the wheel of Moto 
From network administrator to man- 
aging director, Makada's rise proves 
that with knowledge, resilience, and 
the right support women can leadin 
any sector. 

Makada is the only woman heading an automotive dealership in Uganda. 

relationship,bringing all government 
business under Motorcare. To grow 
the segment, she took a hands- 
on approach, personally visiting 
‘ministries and parastatals to mect 
permanent secretaries and executive 

+ directors. 
I listened to their issues and 

challenges about our brand and 
discussed how to improve. One 
particular issue was the cost of 
maintenance;"she recalls.In response, 
she implemented significant pricing 
changes,including sacrificingcompany 
margins and enhancing volume 
discounts to remain compet 
“When we did our last parts pricing 
survey in this market, it was 
competitive,”she notes. 

‘The result was dramatic; government 
revenue surged to over 70 percent of 
total business. She notes that recent 
government policy changes have 
reduced direct purchasing, but the 
robust relationship shebuilt during her 
tenure remains a cornerstone of the 

company’s success. 

Encouragingwomeninto 
leadership 

Beyond balance sheets and market 
share, Makadas mostvisible impact has 
been on the company’s demographics. 
and culture. She has actively worked 
o correct gender imbalance, not just 
through hiring quotas, but through a 
deliberate philosophy of mentorship 
and empowerment. 

“When I became MD, women made 
up approximately 15 percent of the 
worklorce, compared to the current 
average of 45 percent,”she says.“It was 
not just about growing numbers, but 
encouraging women into boardrooms. 
‘The only way they can get there is 
through  truining, and giving 
them confidence thatitis possible” 
Makada is clear-eyed about the 

advantages she sees."I hold no bias 
against men, but 1 find women more 
results-oriented, structured, and go- 
getters” 
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BorninMu- 
konoDis- 
trict, the 
middle child 
oftwogirls 
andtwo 

boys, Maka- 
da’sfounda- 
tionwas laid 
atMatale 
Boarding 
School (now 

Statistics. 

Mastaringtha oparational anging 
b sfees that 4 siceessy, 
mtive dealership relies o1 i, 

Hhan ust sales. It demands mbust o 
erational and siock MANAEEN. Eyey, 
with high sales, she warns, poor day, 
‘management,stock eontrol. and ey 
felent debt collection can undermiy,, 
atccess,asituation she descrities as 
g to “minimise day sales oute 
ing” 
Her focus on these fundamentas |, 

evident in the company’s [ogistics. . 
Spite keeping stock evels for 2073, 1, 
and 2025 minimal compared o 1ot 
ventory, Motorcare has maintaie 
il rate,the availability of parts when | 
customer needs therm,of more tha 
percent. 

Standing tallina mala-dominata. 
soctor 
While acknowledging the industr-, 

historical gender gap, Makada belic-/. 
the tideis uming as more women ;. 
confidence in their ability t0 lead. 5. 
‘argues that this shift begins in chj 
-hood. 
“They are biologically different, by, 
interms of abilitya girl can and sheny, 
dowhata boy can do. At university . 
courses are meant for berys or girl: 
asitshould be in the workplace. 
enhave leart to balance work an 
to be mothers and CEOs at the sar,. 
time."she asserts. . 

‘Her advice to women narvigating sy, 
sectors s grounded in competence ap,{ 
relationship-building “Everyone thiny., 
the automotive industry s for men, by 
at the end of the day.it is about map, 
agement, understanding your busines 
and people.and knowing how to gt . 
sultsfrom the people you lead. Becay ., 
1o that wel,they believe in and ;. 
spect me.We work as a team to achie, 
desired results™ 
A foundation of values and har 
work 
Makada's leadership s guided ty; , 

personal set of values. Known for . 
ing tough,she says it stems from a (. 
sie tosee her staffsucceed T dorot | 
seeingstafffail. Sometimes pecple sz, | 
am tough,butl am because | want 
pleto become betterin life. I offer a 5, 
‘portive hand to my staf because | 
lieve that when they achieve their 1. 
gets,Jalsoachieve mine” 
“This philosophy of hard work and pe;. 
sibility is paired witha remarkable . 
‘pacity for multitasking. She often 
‘multiple projects simultaneously a5, 
has been known to volunteer suppor: 
t0field staffunprompted. This trai . 
plains how she held two positio 
‘multaneously at Motorcare from 
time she joined in 1996 until her p, 
‘motion to MD in 2016, serving in ro) 
ranging from network administrat:; 
sales manager and finance mancg; 
Background 
Aerabriefstintat the Tanzania Ec. 

tricity Supply Company, Makad re 
turnedtoUganda. 
‘Following a short period at a ban 

she joined Motorcare (then Kampal: 
Nissan) as a network administrats 
1996. Her commitment to continu 
learning saw her become a chartere 
accountant in the UK in 2005, earn, 
Bachelorof Sciencein Applied Accour. 
ing from Oxford Brookes University . 
2006, and complete a senior man; 
‘ment course at Stellenbosch Univers 1, 
inSouth Africa 
Her rise from network administratcr tomanaging director s a testament 

the very message she champions; th:( 
with knowledge, resilience, and the 
right SUppOFt, Women can not only er. 
terbutalsoleadin any sector 
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