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INTRODUCTION

The Leadership and Management Training Workshop for Women Entrepreneurs

took place in Entebbe, Uganda, from 4 to 11 December 1998. It was jointly organized by

the ECA/African Centre for Women and Akina Mama wa Afrika (AMwA) with the

financial assistance from the Swedish International Development Authority (SIDA).

The Workshop was part of the ECA overall efforts of empowering women with

skills and competencies that enable them to play a more effective role in decision-making

structures and processes in their countries.

The principal objectives of the workshop were therefore to:

• Strengthen the leadership and managerial skills and potential of African women

entrepreneurs who would like to commit themselves to a progressive businesswomen

movement in Africa.

• Provide leadership training for African women who are in leadership positions in the

corporate sector.

• Empower African women living in fundamentally patriarchal communities in the

corporate sector.

• Create opportunity for women entrepreneurs to meet and build alliances for

individual and professional support.

• Develop a monitoring and role modeling system in order to benefit from the

knowledge, skills and expertise of older businesswomen.

• Strengthen existing national and regional networks through increased networking and

solidarity, and build in sustainable links with the international women's movement.

The workshop was attended by women from Ethiopia, Ghana, Malawi, Nigeria,

Seychelles, South Africa, Uganda and Zambia. Participants were women entrepreneurs,

managers and leaders of women's business or social networks and organizations.

The workshop focussed on various issues that women face in the leadership and

managerial role - such as gender analysis, advocacy and influencing policy, leadership

styles, presentation and communication skills, concept of total quality management,

customer care, negotiations skills, basic issues of business planning and business

management.

The methodology was very participatory. Exercises, group discussions, and role-plays
gave participants a better understanding of the issues.



The workshop was opened by brief statements of the representatives of ECA/African

Centre for Women, the Executive Director of Akina Mama wa Afrika and a keynote

address from the Deputy Prime Minister and Minister of Tourism, Trade and Industry of

Uganda, Rt. Hon. Brigadier Moses AH. The statements and the dialogue that followed

stressed the important role women entrepreneurs play in the economic development

process and the need to build their capacities and create an enabling environment at

national and regional levels for their enterprises to flourish. While appreciating the

initiative of such organized workshops, obstacles that still limit women's role in the

private sectors, reduce direct foreign investments, and lower women's competitiveness at

the international market were pointed out. The need for governments' special attention to

women's activities in the private sector in rural and urban areas was emphasized.



GENDER ANALYSIS

Trainer

Hilda Tadria

Objectives

The objectives of the session were the following:

• To understand gender analysis

• To acquaint oneself with the gender tools and concepts of gender

• To understand applications of gender analysis and be able to apply this analysis to

different issues.

• To understand the issue of women in relation to men, and how their goals are affected

by a male-dominated society.

• The difference between male and female issues.

• The different roles and issues women face in managerial and leadership positions

The training session was divided into four parts:

• Gender analysis definition

• Self assessment

• Analysing management and leadership

• The woman entrepreneur

Gender analysis involves analysing the roles and social identities to produce an accurate

picture of the individual in their own social setting. This process involves performing

self-assessment plus entails going beyond what really distinguishes women from men.

Group-Work

Participants were asked to perform a self-assessment exercise. This involved answering

the question "who am I and what am I. The aim of this exercise was to enable participants

to come to terms with their own experiences and in the process realise that gender

analysis in the managerial, leadership and entrepreneurial context is crucial to the success

of their establishments.

"lama woman who is capable of doing anything a man can do."

Malla Mabona

" I am an entrepreneur, a mother, a wife, a grandmother, leader and entrepreneur. And

above all I am an African woman."

Yvonne Goma



Performing a self-assessment analysis is key because it is difficult to analyse a situation

without analysing yourself. An individual can not comprehend what the effects of living

in a male dominated society are without gaining an understanding of them.

Discussion

The question elicited responses, which fell into two categories; those of identities and

those concerned with the role women play in society. This reiterated the fact that when a

gender analysis is performed, it is crucial that one examines the present gender roles and

identities. But this discussion can not be on going without concluding to some degree that

women's identities and contexts are created and influenced by their social context.

Due to the at times repressive African setting that women live in, their social identities

are superimposed on all aspects of their existence. A woman can be the chief executive

officer but at the same time her social identities of either being a mother or grandmother

will always gain front-stage. Women as a result of socialisation only have social

identities and often use this identity to identify themselves.

Analysing Leadership and Management

In a brainstorming exercise participants were asked to find one work to describe the

qualities of a good manager.

A Good Manager Is One Who is...

• Self motivated

• Resourceful

• A listener

• Good coordinator

• Organised

• Honest

• Flexible

• Transparent

• Motivator

• Open

• Transparent

• Innovative

After a comparative analysis of the qualities of a typical man and a woman the qualities

were juxtaposed against the qualities of a good manager. It was discovered that as

opposed to the popular school of thought, some of the qualities exhibited by women fell

into the new paradigm of a good manager. On the contrary, the qualities traditionally

exhibited by men do not necessarily match those of a good manager.



This instance just vividly depicts 'the situation of many women. Through the rigorous

process of socialisation women are raised to believe that they do not have the

characteristics required to be a good manager in spite of the fact that women in their

reality manage their lives as well as lives of those around them.

To scientifically prove the fact that women manage their lives as well of those around

them and in the process perform a gender analysis, it is important to perform an activity

profile of women. This tool presents an accurate idea of the roles women and men play in

society, and ultimately both genders.

Gender Issues in Management

Women's social identities are intrinsic to their being, and as a result are dragged into the

management arena. This is reflective in the African structures where individuals in key

positions do not practice or encourage positive managerial styles and skills. As a result of

this rigid and often repressive culture, women are relegated to the rungs of home-

management. In a corporate or private sector women are denied rights such as access to

promotions.

"Good management is an alternative model to most structures. From a social society

point of view, the main forms of management are male."

Olukemi Williams

This attitudes manifested in rigid and oppressive cultures have major implications on

women's management styles. Women's management styles are often rejected, and in the

process reduce women's success in the managerial and entrepreneurial arena.

Participants shared that women's behaviour in a managerial setting is often regarded with

apprehension and often is labeled as negative. The men often were deemed as the gender,

which exhibits the correct, and suitable management style. It is when such prejudices are

ingrained in institutions and society at large that the concern is forced to be called a

gender issue.

Group-work

When women climb the same ladder as men, do they have to adopt the same values as

men? The question was divided into three parts that represented different ladders: the

political, management and leadership and social.

The aim of this exercise was to demonstrate that women managers and entrepreneurs

need to combine both traditional male and female styles of leadership in order to manage

and lead their enterprises effectively. The facilitator stressed that once having climbed the

ladder women need to empower themselves so that they are able to cope with harsh and

hostile environments and situations.



It is of importance to combine the positive aspects of both male and female forms of

management and in the process address the root causes of socialisation. Margaret

Thatcher, the former Prime Minister of the U.K. and Indira Ghandi, the former Prime

Minister of India were cited as women who adopted a male form of management and

leadership. As a result of this, both leaders lost favour with both the male as well as the

female constituents in their respective countries. Amongst the women they lost favour

because they failed to identify and address women's concerns, while in the men's camp

Margaret Thatcher was labeled as a woman who ruled with an iron fist.

In a survey conducted by the United Nations Economic Commission for Africa, Africa

Centre for Women, on the characteristics that employees liked in their female managers,

it was revealed that men usually valued female traits instead of the male traits these

women usually exhibited. This study was conducted in corporate institutions in

Botswana, Uganda and Zambia.

Management and research results from varying sources also suggest that a good manager

executes the following:

• Develops the individual

• Builds the team

• Achieves the task

The concept of an entrepreneurial tree was then introduced as means of encouraging

participants to perform periodic self-assessment exercises.

a.) The leaves on the tree show your positive qualities as an entrepreneur

b.) The leaves on the ground show your negative qualities as an entrepreneur.

The exercise also demonstrated that it is often a lot easier for women to list their positive

attributes than their negative ones. The process of socialisation generates a mind-set,

which makes women find it difficult to assess themselves.

Some of the comments included:

"Women entrepreneurs in Africa need to plan and need to know their economic

environment. This can be measured by performing an economic assessment."

"You must need know the trend in Africa. If economic growth is negative, you can not

get into business and expect to grow fifty percent in a couple of months"

Lucia Quachey

Power

It is important to identify the different bases of empowerment for on many occasions,

women have power but do not know how to utilise it.



Domination Power

This form of power is an external and temporal form of power that is associated with

masculine power. A power is characterised by power over the other; a power based

mainly on competition, authority, hierarchy and strength.

Integrative power

This is a form of power from within which is based on collaboration and cooperation.

The individual is therefore empowered as a result of this individual strength and is able to

lead effectively.

ADVOCACY AND INFLUENCING POLICY

Trainer

Olukemi Williams

Objectives of the session

• To explore different approaches to advocacy

• To identify steps in conducting advocacy campaigns

• To develop strategies for performing advocacy campaigns

What is advocacy?

There are different approaches to advocacy and each approach has implications on where

individuals would like to work, and what the individual wants to achieve.

In order to start an advocacy campaign and in the process effect change, it is key to set

clear goals, objectives and procedures.

"Advocacy is working with other people and an organisation to make a difference.

CEDPA

"Advocacy is to work with people for their empowerment by changing the existing

relations of power."

Olukemi Williams

The different approaches to advocacy have different levels of empowerment. The second

school of thought has implications on where the individuals work and what goals and

objectives they want to achieve. This school of thought bases its importance on where

individuals work and what goals and objectives they would like to achieve in their work.

Another key aspect, which is critical to the success of an advocacy campaign, is the

extent to which it permanently expands citizen participation in policy-making.



In a strong civil society, NGOs and churches hold governments and the status quo

accountable. If for any reasons, the structures are to some extent oppressive and do not

serve the interests of the people, the community mobilises and finds ways of holding the

structures accountable. In South Africa, members of community mobilised themselves

and demanded a change in the policies. The end result was that they ovennrew apartheid.

This concept bears similarities with Sara Longwe's transformatory model which vividly

present the different stages individuals go through in order to achieve a degree of

empowerment.

Political Power

Empowerment

Collective Consciousness

Individual Consciousness

Strategic Thinking

Strategic thinking is more of an attitude and approach to weighing actions against

consequences. Strategic thinking is an important tool in planning and lobbying is a way

of an individual looking at their immediate environment in relation to a broader ever-

changing environment. The implementation of strategic thinking involves an attitudinal

change to the process and is a means of evaluating and monitoring ones systems.

"Being strategic involves an element of sustainability, a more efficient use of resources.

It limits wastage. In the long run this can enable you to have control over things which

happen. This is the difference between being proactive and reactive"

Olukemi Williams

Implementing a strategic perspective is of critical importance to a woman's personal and

organisational development. In a dynamic world where everything is subject to change,

women need to adopt a strategic perspective to enable them to deal with a complex,

unpredictable, hostile and predictable environment. This involves constantly identifying

and assessing both. Determining this environment and strategically positioning oneself in

relation to the key holders has an impact on the level of work and effectiveness.

In an entrepreneurial context, strategic thinking.ensures that there is a sufficient amount

of information, this facilitates an efficient and informed strategic decision-making.

Identifying strategic obj ectives increases a businesses success as well as its'

sustainabiliry. This however can not be achieved without key elements such as: capacity,

identity, values, mission and environment. These elements can be addressed by setting

Specific. Measurable, Achievable, Realistic/Relevant, Time bound and Gender sensitive

objectives (SMART-G).
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Environmental Mapping

The participants were introduced to the concept of a historical time-line as a tool of

analysis, which can be utilised by women entrepreneurs to keep track of the

contradictions and conflation in their environment. This is an important tool in

capitalising on their business opportunities.

The participants were asked to identify significant dates and events and revealed that the

time-line reflected what was a male reality.

"Women entrepreneurs need to take time to analyse the events and the long term vision

shared by the country for they shape the future trends.

Francoise Wege

A lot of negotiations for economic investments, and trade did lack gender aspects. As a

result, women's interests are not represented. African women entrepreneurs need to get

involved in affecting the process.

The facilitator identified this as one of the problems of advocating for a group. The men

representing gender issues at such fora have limited knowledge about the interests of

women. Such an environment dictates the use of lobbying and advocacy interventions.

Three Principles of Advocacy

The school of thought, which informs these principles, involves levels of working with

people and in the process empowers them.

1. Win real immediate concrete improvement in people's lives.

2. Give people a sense of their power

3. After relations of power

Participants have been involved in a variety of advocacy and lobbying initiatives in their

own countries. The National Council for Women Societies closely worked with women

and instituted changes in policies, which uplift the status of women in her community,

and in the process established an NGO.

Strategies of an Issue Campaign

It is important that when you choose an issue that research is conducted and has involved

an element of environmental mapping. This issue should be prioritised and be SMART-G

bound.
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After this strategy, it is then important that one identify individuals who can deliver the

needs that you require. This involves developing arguments as well as persuading

individuals and tailoring your approach to the needs and groups of people. The fence

sitters in environmental mapping are easily swayed, friends and supporters, while

enemies need to be completely left out of the campaign.

Participants drew upon an example from Nigeria where traditional leaders are regarded as

custodians of culture. These leaders are usually relegated to the fence-sitting camp. As

women, it is of importance that they identify their fence sitters, friends as well as enemies

in advocacy and lobbying campaigns.

Tips to bear in mind

• Spearhead outreach activities which mobilise supporters

• Stage direct encounters with your targets

• Plan for building your group

• Win or Regroup

Force-field analysis

The participants were introduced to another model used to identify problems. The

creation of a force-field analysis involves having clear objectives that have been

analysed.

The participants were asked to select a problem and create an advocacy campaign around

it. The aim of the exercise is to move the participants from the current problem centred

reality to the goal. The reality involves identifying the barriers, which are preventing an

individual from attaining their goal. The analysis is a continuous process, which involves

identifying your opposing your opposing factors and analysing the forces, which you can

really reduce.

Insert force-field analysis

In a group discussion, it was stated that you might be able to reduce the high costs of

production and get the government to increase the import tariffs and a few other actions.
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LEADERSHIP SKILLS

Trainer

Bisi Adeleye-Fayemi

The aim of the session was to acquaint the participants to the different forms of

leadership.

Expectations

• Qualities of a good leader or manager

• Who is a leader/who and what is a manager

• Effective leadership skills

• Qualities of a bad manager

• The dynamics of a good manager

• Do African women mangers face the same challenges

• Do they need to use the same leadership styles

"Leaders are born not made"

Experts disagree with the theory that leaders are born not made. Leaders are groomed to

be good leaders, at times such as in the case of traditional leaders and with members of

the royal families, individuals are given the privilege to be taught how to lead in a

specific setting.

It is important for women entrepreneurs to know the difference between being a good

manager and a good leader. This is so as to know which aspects of both leadership and

managerial styles to employ in their businesses.

The prejudices against women as leaders and as managers are responsible for the old

leadership paradigm. This archaic paradigm placed a lot of emphasis on "doing skills."

This involves skills such as writing techniques, valor, strength, operational skills and

complex language.

In this paradigm individuals acquired power through corrupt, manipulative means. In

African society age plays a large role in strengthening women's base. Older women in

such structure metamorphorsised into pseudo-men as a result of their years and they gain

access to the halls of power. The mother in-law, the grandmother acquired a form of

matriarchal power which when they were younger they were denied.

In a brainstorming session, participants were asked to state characteristics that would

constitute a new paradigm. The new leadership paradigm which is an ideal goal for

women derives its value from merit, gender equality, transparency, accountability,



education, popular consents, knowledge and ability. This new leadership style is slowly

being accepted as new values, which enhance leadership. For centuries the family was

treated and regarded as a private matter because the men who dominated, created and

operated within the systems had caretakers, mostly women who tended to the home and

managed their homes.

A discussion ensued where individuals were asked to perform an exercise whose aim was

to expose women to the challenges of the new paradigm and give them an opportunity to

lay a good framework for good leadership skills.

Leadership attitudinal changes must consciously start from the individual. This is

important so that the potential leader can be able to effect change. There is a power

pyramid, which sits in the centre of any organisation. The pyramid is built on factors such

as decision-making, knowledge and resources. It is the individuals within the

organisation or enterprise not the directors and managers who uphold the business.

In a typical patriarchal society, men obtained power because they built up and developed

the people around them. Women perceive power differently from men and hold on to it.

While men practice a more transactionary type of power and demand patronage from

their peers.

A malady that inflicts many women in positions of power is the tendency to be

possessive over power. This at times manifests itself in a Queen Bee syndrome. This

syndrome of not relinquishing power upsets the pyramid of power and prevents women

from moving from the old paradigm to the new paradigm, and introduces a new concept

of delegating and sharing power. Participants were asked to find out reasons for not

wanting to share power. The more knowledge, skills, opportunities that an organisation

has and offers its employees the more efficiently it operates, and a stronger base it has.

In an entrepreneurial setting it is of importance to strengthen the business by empowering

individuals working within the enterprise. Large corporations such as Micro-Soft,

American Express practice a leadership model that encourages staff to buy stocks and

shares in the company. As a result the employees are the stakeholders to whom the CEO

is accountable.

Participants stated that in an entrepreneurial setting, it is often a challenge for women to

share power in a competitive world. In analysing this situation it is importance that points

assurance and benchmarking are performed as a means of ensuring healthy competition.

Five Fundamental Practices of Leadership

The participants were then introduced to the five fundamental practices of leadership

places their value on challenging the process, inspiring a vision, enabling others to act,

model the way and encouraging the heart.
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An exercise was performed where the participants were asked to identify instances where

they practiced the five fundamental practices. This exercise challenged women to market

themselves and claim their victories. This is challenging the norm for women have been

socialised to believe that they should not voice or display their achievements. In a

competitive market, leaders have to be able to proudly display their conquests.

The facilitator alluded to Professor John Adair's leadership school of thought. According

to the school of thought, Professor Adair contends that the core leadership responsibilities

include the following:

• Developing the individual

• Building and maintaining the group

• Achieving the tasks.

Leadership Styles

There are several leadership styles. The range from autocratic, laissez-faire, democratic,

enabling, collective, visionary and transactional.

ORGANISATIONAL CULTURES

Organisational cultures are a combination of both the written and unwritten ethos and

principles within an organisation. The nature of an organisation has implications on the

leadership styles adopted. This is a crucial concern for women because they at times have

to negotiate established systems since most cultures are not conducive for women. The

different cultures are role, achievement and support oriented.

A power- oriented culture is characterised by a rigid command structure whose power is

centered on an individual but is built on the principle of patronage. A role-oriented

culture focuses on individuals role in an organisation. This type of culture functions on

the principle of clarity of roles and grooming of individuals. While achievement-oriented

culture is based on the value of performance related pay. The typical achievement

oriented structures are fast-pace, competitive and involve the use of promotions and other

incentives.

Striking a balance between all aspects of the organisational cultures is crucial to the

sustainability of a business. It is however problematic when individuals allow one or

more of the organisational cultures to dominate their businesses.

The debate "if leaders are made not born, how do we get there?"

15



There are several factors that develop an individual's leadership qualities. Nurturing

leadership qualities at times depends on circumstances on which a person's leadership

qualities can be enhanced. These skills include factors such as the ability to work with

people, early responsibility for important tasks; and a need to achieve results and the

willingness to take nsks.

"It is of importance to perform a SWOT analysis in order to gauge and analyse your

leadership capacity. As individuals, we usually are aware of your strengths and

weaknesses are.'"

Bisi Adeleye-Fayemi

PRESENTATION AND COMMUNICATION SKILLS

Trainer

Olukemi Williams

Objectives

The objective of this session was to develop the participant's communication skills.

Participants in a brainstorming session were asked to recall a time when they witnessed a

very good presentation and state characteristics of the presentation.

Characteristics were eye contact, being knowledgeable about the subject matter, having a

good flow of ideas, involving the audience and great appearance.

Tips for Presenting

• Know your audience

• Know your target

• Preparation is vital

• Tailor your appearance to your context

• Structure your presentation

• Use visual aids

• Be culturally aware

• Be aware of your body language

• Know your environment

Research has shown that adults retain 20% of what they see 50% of what they see and

hear 80% of what they do.

There are three major presentation styles. These include reading, memorising and

impromptu speaking.
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In a session, participants applied their presentation skills. One group represented a

lobbying trying to advocate for the advancement of women in decision-making process.

Each one of the participants represented different aspects of their campaign. There was a

moderator, a spokes-person as well as supporters who all presented their issues.

Another group presented a live-air television program. The issues covered in this

programme included: polygamy, polyandry and alternative lifestyles. The members of the

audience were given the opportunity to call in and ask questions.

The last group presented a television programme called "Business Desk." This

intellectual presentation dealt with issues around business such as the economic climate.

The members on the panel were women entrepreneurs sharing their experiences with the

audience. Members of the audience were invited to speak so as to enhance the

programme.

It was stated that presentations of all forms required a large level of preparation and had

to have a level of impact on the audience in order to be successful. In a world where

people are overwhelmed with information, the audience's perception is more important

that the presenters. The presentation must be attention getting, memorable, meaningful

and activating.

TOTAL QUALITY MANAGEMENT

Trainer

Jerusha Axothe-Vaughan

This session was held with the major objective of acquainting participants with basic

skills in total quality management (TQM), customer service and intercultural negotiation.

TQM is based on a philosophy that is focused on producing the best out of an

organisation. This continuos process is customer based, fact based, team driven, senior

management led as well as a continuous process of improvement.

The customer based philosophy which targets both the internal and external customers

increases customer satisfaction and in the process increases customer retention, reduces

complaints, attracts new customers and increases the organisation's effectiveness.

TQM in the long run improves profitability and reduces cots due to less wastage and

work, and in the process enables an enterprise to gain greater market share. Since you are

offering a service second to none, you eventually find a niche for your produce.
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Discussion

Why Don't Organisations Implement Total Quality Management?

"There is a premium to pay for good quality products. The customer needs to be educated

that they do not need to settle for cheap goods. It is very easy to offer second-hand

goods."
Sarah Lubega

In spite of this, there are several challenges to TQM. It is difficult to break old habits,

employers tend to be short-term oriented plus TQM requires wisdom and hard work.

CUSTOMER CARE

Trainer

Sophie Kirubi

Customer care is the process of achieving total customer satisfaction. The process

involves delivering quality services and products. In a brainstorming session, participants

were asked to identify reasons for good customer care.

Reasons for Good Customer Service

• To feel in charge

• For fairness

• Knowledge

• Confidence

• Approval and appreciation

In the process of customer services it is important to remember that the customer is

always right. Besides attitudes and behaviour, there are other aspects of business, which

affect customer relations, which the entrepreneur can control.

The presentation of reception areas is crucial in catering to a customer's needs. This area

where customers spend a large amount of time should be presentable and have up-to-date

reading material.

A role-play demonstrated the importance of customer care skills. An irate customer

barges into an office with a complaint that the garments she was sent were a couple of

sizes too small for her. She had planned to wear this garment on a trip she was to go on

that same day.
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In such a scenario it is important to employ the following strategies:

- Acknowledge that the problem exists

- Establish the facts

Decide if it is a genuine case

- Act as necessary

Inform the right person

"Always put yourself in the customer's shoes. This enables you to see it from their own

perspective."

Jersuha Arothe-Vaughan

Complaints should be dealt with as an opportunity to improve service delivery in the

future, and to learn about the customers pressing and important needs and in the process

increase customer loyalty.

NEGOTIATION

Trainer

Jerusha Arothe-Vaughan

Negotiation is a process which creates a win-win situation. Negotiation is a mutual

understanding, communication, as well as a deal, bargaining process whose aim is to

receive consensus.

In a brainstorming session, the participants listed the characteristics of a successful

negotiator. A successful negotiator leads a team. Prepares thoroughly, communicates

effectively, changes strategy where necessary and maintains good relationships with the

opposing parties.

The participants were asked to perform an exercise which helped determine who was a

good negotiator.

"There must be an element of giving and taking, while keeping the trump card to the

end."

Yvonne Goma
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BUSINESS MANAGEMENT

Trainer

Adelaine Sibanda

The objective of this session was to acquaint women with the proper tools of business

management. The trainer utilised a variety of training methods such as group-work,

plenary sessions and self-analysis as a means of contextualising the topic and as a means

of eliciting responses from the participants.

The participants were introduced to entrepreneurial competencies as a means of laying

the foundation for the business management. These included risk-taking, goal setting,

opportunity seeking, information seeking, quality, efficiency, persistence, persuasion,

networking, planning and commitment to work contract. In this session, the facilitator

stressed that management as a concept involves continuous opportunity seeking and

planning.

In a group discussion participants were encouraged to share reasons why they started

their businesses, with the aim of finding out which individuals amongst the group had

consciously performed an inventory of their entrepreneurial competencies before

establishing their businesses. The responses ranged from the love of garments and fabrics

to women setting up their own businesses for independence and security reasons, as well

as a means of improving the standard of living of their families.

Group-work

The aim of this exercise was to highlight the importance of performing a self-analysis in

the initial stages of setting up a business. Knowing oneself and the environment one is

operating in is crucial in steering one's business in the right direction. By the end of the

exercise, the participants were able to apply creative thinking skills to their environments,

identify problems and come up with business opportunities.

Before planning a business' goals, it is crucial that individuals clarify their goals and

objectives. This involves performing a self-analysis as well as a SWOT analysis.

Participants were asked to write one or two questions they should ask themselves before

they involved themselves in starting a business.

Key questions to ask

• What kind of person are you?

• Do you want you money now or later?

• What kind of business do you want?
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In performing this analysis, it is of fore-most importance that individuals weigh their

personal goals against their business goals. This requires individuals to know whether

they want their personal and professional goals to match. This, in the long run, has

implications on the amount of free time one has as well as the amount of time they spend

at the business. In this case, it is helpful for both the personal goals and business goals to

match.

Exercise

In a bid to demonstrate that women should use their creativity and go beyond the

assumed boundaries which for centuries have been controlled by men, the participants

were asked to join nine dots placed equidistantly from each other with one line without

lifting their pens.

The participants worked on the exercise and

found out that it was difficult to join the lines and

at the same time remain within the assumed

boundaries. Women should challenge the

boundaries so that they can break into other

sectors. When seeking opportunities, women

need to go beyond the norm. At this socio

political moment, women tend to concentrate on

businesses that are directly related to their

reproductive roles.

Diagram

The importance of creative thinking and going beyond assumed boundaries was once

again demonstrated in another exercise. Participants were requested to imagine a scenario

where they owned a small milling company that produced an excess amount of sawdust

in the process of manufacturing furniture. The participants were then asked to come up

with good opportunities to turn the sawdust into products.

The aim of this exercise was to show the process through which entrepreneurs undergo in

identifying business opportunities. This mode of thinking requires one not only to

identify a problem but also to find means of turning it into a business opportunity.

The sawdust was in most cases perceived as a semi-material which with varying levels of

production and recycling. This dust could be transformed into commodities such as

furniture, fertiliser, fuel, mulch and paper.

This provided a good entre-point for women to identify problems within their own

communities and turn them into business opportunities while at the same times bearing

the community's needs in mind. The participants came up with a wide range of problem

and business opportunities.
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• A garbage collection service which would collect the refuse but turn it into organic

manure for produce.

• The establishment of a herbal centre was the solution to low-life expectancy rates for

Sarah Lubega, a participant from Uganda, a country where the highest life expectancy

rate is on the average 40 years of age.

BUSINESS PLANNING

A business plan is a process of systematically putting ones ideas on paper. This involves

strategizing around what individuals would like to do in the future in order to improve

their businesses.

This often-tedious task is important for the following reasons:

• A plan shows you if your business can expect to make a profit in the future

• A plan shows you which part of your business you can improve

• A plan shows the bank what money you can expect to make in the future.

• A plan shows you what money you expect to come into and go out of your

business.

• A plan can help you to identify problems before they happen.

Although an often tedious process, it is of great importance that individuals write their

own business plans since they are more inclined to know more about the day to day

running of the business. In a more progressive mode of operating a business, it is crucial

that the owners of the business share the business plan with their employees. At times,

employees and owners of the business have different visions for the business. This can be

destabilizing for a business. This continuous exercise acts as a guide that also helps the

entrepreneur to reflect on and analyse their business's trends and patterns.
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Designing a Business Plan

This session was dedicated to introducing the participants to the concept of a business

plan. At the end of this exercise, the participants had drawn up the basic framework for

their own specific business plan.

The Major Components

• Executive Summary

• Business Description

• Market Strategies

• Competitive Analysis

• Design and Development

• Operations and Management Plan

• Financial Factors

The facilitator then asked the participants to identify and plan for a business they thought

would survive in their various markets.

QUESTIONS TO ASK ABOUT YOUR MARKET

It is of great importance that entrepreneurs ask questions regarding the market one is

interested in exploiting. These questions include but are not limited to the following.

• Is your market clearly identifiable?

• By what methods are you able to reach them?

• What is the size of the market?

• How fast is the market growing?

• Can the market be segmented?

• What makes my product/service unique relative to others in the market place?

• What are current buyers paying for comparable products/services?

PRICING STRATEGIES

Pricing is one of the important steps in marketing,, because this major item will determine

whether your business will be making profits or losses. Match the market and ascertain

what your competitors are offering for the same or similar products. It is at this point that

it is critical to know what your overall costs are: - these include both direct and indirect

costs.

Pricing strategies can only be successful if the business owner has matched the market,

and is charging what the competition is charging. The pricing strategy should be

determined by the purchasing power of the customers. In a low price strategy situation,

the business owner has undercut the competitors in the market. This results in either a
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smaller profit margin or lower quality. While a high price strategy which is being pitched

to a target group with higher purchasing power demands perfection.

Discussion

In the discussion, participants examined how applicable are pricing strategies in an

African context where most economies lack price legislation and where any buying and

selling demands a certain level of bargaining.

"This all depends on the bargaining power of the people. The culture dictates how much

bargaining you can do. You have to relate to the culture and to your customer."

Esther

"It's better to have fixed prices in your business because some people lack bargaining and

negotiation skills. The question is, do we want to make honest money? This causes

customers lose confidence in a business. As an entrepreneur you too can be cheated."

Sarah Lubega

COMPETITIVE ANALYSIS

Examining the competitors in the market followed by performing a SWOT analysis is

key in finding the level at which a business can thrive. In a brainstorming session

participants identified the different components of a SWOT analysis.

Strengths: the quality, price of the products as well as other factors such as customer

care.

Weaknesses: these are internal factors and include aspects such as low quality, high

prices and poor customer care.

Opportunities: these are beyond the control of the entrepreneur. The devaluation of the

Zimbabwe dollar has increased opportunities for exporters to capitalise on their goods.

Threats: these operate within the business owner's environment and include tax laws,

duties and tariffs.

KEY ASSETS AND SKILLS IN MARKETING

It is crucial that business owners identify their key assets and skills. An individual

entrepreneur might have experience in the production process but lack the technical

knowledge required in a business. Hiring a technical partner who is more knowledgeable

in specialised areas of business would facilitate and enable the business owner to make

more sound and informed decisions.
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This can also be achieved through building strategic alliances with the suppliers of the

goods. These individuals are already aware of the market's climate and are often willing

to enter agreements with entrepreneurs.

DISTINCT COMPETITIVE ADVANTAGE

This involves the concept of producing products that distinguish a specific business or

commodity from the competition. This could be in a form of a high-quality product that is

being produced, the level of customer service that is offered or the brand name of a good.

As African women it is of importance that the quality of goods being manufactured and

distributed abroad are of a high quality standard. However, the notion that good quality

and price are directly related should be dispelled. The facilitator stressed that the quality

and price depend on the bargaining power of the customers.

There are varying levels of quality:

High quality High price

High quality Medium Price

High quality Low Price

Design and Develop Plans

There are steps that are required in developing and designing plans. All these activities

have implications on not only the type of products, capital, personnel and other overhead

that might be required.

RISKS

All businesses involve a certain level of risks. Being knowledgeable about the risks

associated with the products your business is marketing will enable an entrepreneur to

anticipate risks. Most entrepreneurs need to plan for the future.

DEVELOPMENT EXPENSES

The act of costing all expenses to be incurred is of utmost importance. This should be

done in clear and systematic manner where all costs to be incurred have quotations Being

conversant of the details of the commodities and equipment you are buying enables an

entrepreneur to purchase the equipment and materials which are most applicable and cost

worthy to a business.
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Case-study

Participants worked on a case study of a brewing company that wanted to offer to its
already established target group, a more robust beer lager. In a systematic manner the
Sr of the business established the markets it would supply the distributors they
ZZ utilise as well as the major supermarkets they wowu supply. After deternnning
mekexisting projected sales in its third year the company was able to ascertain their pre-
ax net pS to inventory of equipment and overhead required in the initial stages of
dTvelopkig and marketing the product was performed. The quotes from this exercise
which usually takes place in the initial stages of establishing a business are used to
rnforni the buying process. This informs the second stage of financing which includes the
implantation of the company's determined marketing strategies. It is through this
approach that one can effectively design and develop plans for their business.
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Group Work

As a means of concretizing skills obtained from the session, the participants were asked

to choose a market for a product and pitch the idea to members of a board or potential
partners, using the following three cases:

Specialty Food Processing Company Inc. 1983

This company supplies processed foods such as tinned finned, tomato paste, baked beans

and sauces. The Managing Director who has twenty-five years in the confectionery
business discovered and cultivated the niche for the high quality foods. The American
market was identified as the main competitor especially in regards to peanut production.

The strategy involved acquiring one thousand hectares of farmland to produce sixty
percent of the peanuts. Out-growers produced the remaining forty- percent

The business idea has been discussed with a major supermarket chain in the U.K., which
agreed that Specialty Foods would supply their goods at a fixed price for three years. The

prices offered are competitive and the project itself is viable.

The Julie Housers

This presentation was delivered to a Board of Directors. Julie Housers would like to

establish a housing estate for recent graduates and young professionals. A two and a half-

acre of land will serve as the base for the houses. The only competitor at the moment is

an insurance company which does not offer the same quality of accommodation that Julie

Housers offers. The land that can be mortgaged for security will cost approximately two
to nine million United States dollars. The project construction will be monitored by a

civil engineer that has a lot of experience in this field. The funds that are being requested
for will cover the following expenses: rent, salaries for four personnel (legal office,
financial controller and a clerical person)

Garment Industry

Garment Industry begun as a hobby in 1982 and in 1991 was registered and assets
incorporated. The Managing Director of Garment Industry has rich experience of twenty-
five years in the sewing industry. Garment Industry targets the expatriate markets, the
middle income level group, and tourists in Ghana. There are about three competitors in
the local market who control twenty-five percent of the market. The other share is
controlled by imports from South East Asia and small-scale dressmakers Garment
Industry has agents in the United States, Europe and some parts of Africa. Their main
aim is to promote marketing strategies. This is coupled by promotional events such as
seasonal fashion shows, and activities like publishing quarterly fashion magazines.
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CASH FLOW PLAN

This is a forecast, which shows an entrepreneur how much cash is expected to come in
and out of a business on a monthly basis. It is of importance to forecast the amount of
cash comine into a business and that going out for each monthly period. Exercises

enabled participants to understand how to go through ail the steps to follow in making a

cash flow plan:

Cash at the start of the month

Cash in from sales

Any other cash in

TOTAL CASH IN

Cash out for direct material cost

Cash out for labour costs

Cash out for indirect costs

Cash out for planned investment in equipment

Any other cash out

TOTAL CASH OUT

CASH AT THE END OF THE MONTH

28



EVALUATION

Participants were requested to evaluate the workshop using a form designed for the
purpose.

The participants made the following comments on the organisation of the workshop:

Objective:

Participants found the workshop very useful and relevant. It was very educative. It
responded to their training needs.

Training Materials

• Participants stated that the training materials were "sufficient", "applicable,"
relevant" and of a good standard.

Programme Content and Structure

• The programme content was highly rated by several participants.

• Although well structured, the participants stated that more time should be allocated
to the more technical sessions of the programme

• The business management and financial session of the workshop was regarded as the
most technical. Participants suggested that this session be moved earlier in the
programme.

VENUE AND ACCOMMODATION

• The participants felt that the venue was very good and excellent.

RECOMMENDATIONS

• The participants requested that the an annual alumni review workshop should be
organised

• The participants recommended that in future more information about travel and visa
arrangements should be provided early.

Closing

The workshop was officially closed on 11 December 1998. Statements made by the

ECA/ACW and AMwA representatives, as well as the Minister of State for Trade are
reproduced in the appendices

A vote of thanks by participants is also attached
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SPEECH BY

THE SECOND DEPUTY PRIME MINISTER/MINISTER OF TOURISM TRADF
AND INDUSTRY, RT. HON. BRIGADIER MOSES ALI, AT THE OCCASION OF

OPENING AFRICAN WOMEN'S WORKSHOP AT
WINDSOR LAKE VICTORIA HOTEL, ENTEBBE, ON 4th DECEMBER 1998.

The Representative of ECA/African Centre for Women
The Chairperson of Akina Mama wa Afrika (AMwA)

The Regional Coordinator, African Women's Leadership
Distinguished Guests

Ladies and Gentlemen.

It gives me great pleasure and honour to be with you on this important occasion of
launching a third workshop on "Leadership and Management Skills for African Women
Managers and Entrepreneurs". I therefore wish to welcome all of you, to this important
workshop. r

This course and indeed the objectives of Akina Mama wa Afrika (AMwA)are some of the
key objectives ofmy Ministry, namely:

• Facilitation and enhancement of the Business Community's capacities through
mobilisation and training.

• Facilitating in marketing agro- and industrial products and tourism

• Assisting the disadvantage groups in business namely those in informal micro and
small-scale enterprises.

I therefore wish to affirm that Akina Mama wa Afrika and my Ministry are partners in
Uganda's economic development.

The NRM government has gone far and wide to ensure that Ugandan women's situation
is ameliorated every other day. There are deliberate policies to uplift the standard of the
Ugandan women as exemplified by establishment of a Ministry of Gender Labour and
Community Development to cater for among other things, women affairs; and enactment
and review of laws, various measures to address gender imbalances.

Through freedom of association in the country, several Non-governmental organisations
have been formed to address women problems such as the draconian cultural and
traditional beliefs and myths against women.

Last but not least, in the affirmative action, it is the policy of the Government to facilitate
placement ofwomen in positions of responsibility in all spheres of life.



As a result of this enabling environment, I am proud to reveal that by last year's figures;
women in top-decision making positions featured as follows:

SECTOR

Judici;

Cabinet

Parliament

PERCENTAGE OF WOMEN

16 women as against

51 men as Judges/Chief Magistrates

7 women as against 47 men
_ —. — v — _

51 women as against 226 men

60 women as against 213 men
Civil service

8 women as against 45 men
Resident District Commissioners

5 women as against 45 men
Chief Administrative Officers

These figures can best be appreciated when you relate it to previous position before the

advent of the NRM Administration.

Let me now commend the efforts of Akina Mama wa Afrika. Akina is an outcome of
worldwide'rusade of emancipation ofwomen dating back to the 1985 -Nairobi and late
on the 1995 - Beijing Conference. As an international organisation I am sure AMwA

will uplift the standards of women - NGOs here and other parts of Afnca through:

• Information dissemination and networking

• Training such as the course you are attending today

• Soliciting for funds.

I therefore wish to thank Akina for having chosen Uganda to host the regional branch -
The African Women Leadership Institution (AWLI). We in government shall whole

heartedly support the Institute.

I wish also to challenge the African Women Leadership Institute to rally with other
NGOs interested in women's affairs so that you mobilise all Ugandan women. The
institute Should not be elitist, but go down to the rural areas where the bulk of the women
are and highly disadvantage^ Please endeavour to assist these group rather than

concentrating in urban centres.

In this regard I extend special thanks to Donors of AMwA for the tremendous sacrifice
made in promoting their noble cause. I wish to request that you continue doing so, till

AMwA attains self-sustainability.

As for the organisers and course participants let me wish you fruitful deliberations. I
urge that at the end of the course, you come up with resolutions as way forward. Please
avail my Ministry with copies of your resolutions for necessary intervention where

pertinent.
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On a light note, I wish to request participants and those who are visiting Uganda for the
first time to put aside some time and visit various parts of the country. Your visits and
interactions will enable you appreciate the potential and beauty of this country in way of
investment and tourism. I call upon you to be our Ambassadors in this respect.

With this few remarks I have pleasure and honour to declare the workshop officially
opened.

FOR GOD AND MY COUNTRY
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am AnnttFSS AT THE CLOSING CEREMONY BY THE
MINIS™!SMTfORTRADE, HON. E. MANZITIMUBWEINEE
M3MS ATSsOR LAKE VICTORIA HOTEL, ENTEBBE

ON 11th DECEMBER, 19988

The Representative of ECA/African Centre for Women
The Chairperson of Akina Mama wa Afrika
The Regional Coordinator, African Women's Leadership

Institute and Course Coordinator

Course Participants

Distinguished Guests

Ladies and Gentlemen,

First and foremost, let me convey my warm greetings to you; and to thank you for
inviting me to this momentous occasion.

From the brief bv the Course Moderator, I am glad to note the successful running of the
I urse throughoutfee week. It is not always easy for an adult to put aade tunefamily
course mrouguoui training programme of even one day.

tte women awakening in everybody including policy-makers, implementers,

chauvinists, etc has reckoned Africa in the past decade.

^

t ifS Ll f t Lt e hope thatoft G ifSe* eLorlent of government. Let me hope that
participants shared these experiences dunng your workshop.

to ask on the Ugandan situation is, why does Uganda government put so
KltSRender balance? The first obvious factor is the numencal strength.
T^efeZe population in Uganda is 51%, a majority you cannot just lgnore m the

economic development of the country.

Secondly our past was characterised with wars, and turbulence that many women were
SafsolHefenders of families. Women account for 29% as head of homesteads.
Serlre in Uganda emancipating and empowering women econom.cally * synonymous
Ethereal sLvalo^ion^o^^waA^^^

^oTthVSr' r^frsltaTofyou in L» Mama wa Afrika. We shall
give you all our support.
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that way, you will not only have fulfilled the objectives of

I have taken note of your Resolutions, and as promised by the Minister - 2"d nmrtv
Premier Engager Moses Ali at the opening, these resolutLs axegoW to contribute
towards the planning of the Ministry in tackling various asoect, nf If, ^
particularly on issues which addreTs women. ' M? MinSs w He Tl '

organ, authority or department of government or the private sectoT

^ °ffiCe t0 W°k^ h
p toT lS

:,^ ^Wlth -y M-^ to achieve tee ob eTti
should always have tune to interact and compare notes on a continuous L

Ladies and gentlemen, I do hope that you had interaction with other U
gandans for extra

ity, be it trading, tourism or starting a new investment I hasten tn
awkward situation any one of you might have had vS n the cou^v
situations normally happen even m other parts aiZ word 7
understandable. Life is full of roadblocks and'corners, we rS

LT£?4SLd is about

of «te benefactors of Akina Mama wa Afrika for

I wish to thank the organisers of this course particularly staff of Afri^n w
Leadership Institute for the tireless effort put in I also cSmen7the R^f "
for the job well done. commend the Resource persons

I wish to congratulate the course participants for the job well done Thank vou for
sparing your time, I believe you have benefited from your attendance Y
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as

yav I now have the honour and unique

.—'

FOR GOD AND MY COUNTRY.
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Statement made by Mrs. Francoise Wege
On behalf of the

Director of the African Centre for Women
At the Closing Ceremony

11 December 1998

Honorable Minister,

Distinguished Guests

Dear Participants,

We have come to the end of the PCA/Ar\u/A\A a v ■ •
hipandManage.^^ Workshop on

&om *
I wish to recall that the main objectives ofthe Workshop

were:

^Z£Z^X^oT^t0 deaIpartnership around a wiL^popXion y °f ^ S° ftat We can buiId

I am happy to note that we have achieved most ofour objectives.

Honorable Minister,

significant leading role to play inpublcafSTt £ 7 t '^° haVe m
these challenges. TOs is wha"S^S^S^ff^ needed for dealing
were acquainted with issues of vitaTSo^tZ tt?£ ^^^ Parti«P^s
growth of their businesses and orSS S^ft""?■ management »d stained
leadership and managerial lolTdES;, nwu^^ g gender dlffere^ls in
process of continuoul taZStL °ld t0 ^ new leade«h>p paradigm; the
quality-centered .n-u^gS^VS^STT^K"" '^md



The standard of the course was high. The group dynamics were good. The interest

and assiduity of participants throughout the workshop were indicators that ^Program

responded to their concrete training needs. I am convinced that the Workshop has added

value to the knowledge of participants.

Honorable Minister,

Distinguished Participants,

For any training to be fully successful, there is need for follow-up. I therefore invite

all participants to take their individual action plans seriously and to make every effort to
introduce lessons learnt into their daily management and leadership practices. ACW or
AMwA will monitor the impact of the Workshop at a later stage. If you need any support,

do not hesitate to call on our organizations. We will do our best to provide this support.

As far as the African Centre for Women is concerned, we will look into possibilities

of integrating your recommendations into the program of work which continues to put
emphasis on strengthening economic empowerment of women, fostenng women's political
leadership roles, promoting generation and dissemination information on gender, promoting

increased sharing ofknowledge and information.

Finally I would like to inform you that the Centre will be organizing a subregional
review of progress in the implementation of the Platforms for Action for the Eastern and
Southern Africa subregions in February 1999 and the Sixth Regional Conference to review

progress at the continental level in Addis Ababa in November 1999. We hope that, at that

time, we will already be getting positive feedback from you.

I wish to take this opportunity to thank, on behalf of the ECA/African Centre for
Women, the Government and people of the Republic of Uganda for the full support to this
program I thank Akina Mama wa Afrika, its team of trainers and staff for the hard work
and commitment to ensue the success of the programme. I would like also to express

ECA's sincere appreciation to the Swedish International Development Authority for
providing financial support which enabled the organization of this Workshop.

Last but not the least, I wish to thank all the other people who contributed to the
success of the event in particular, the participants who did not hesitate to provide their
experiences as learning materials. I am convinced that today participants are not only more

knowledgeable but are now inspired and highly motivated women leaders.

Thank you for your attention.
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PARTICIPANTS' PROFILES

Helen Acham (Uganda)

Helen is the Chairperson of Uganda Women's Entrepreneurs Lira Branch. She is also the
Director of the Association Ltd. the Director of the Acan Progressive Enterprise based in
Uganda. She has a B.A. in Agriculture and is a graduate of C.P.M. Britain. Helen is
engaged in several agricultural activities such as coffee growing, rice and bean

production. Her interests during the workshop include management planning and
networking with women entrepreneurs and managers from the continent.

Esther Eghobamien (Nigeria)

Esther is the Manager Planning Research and Statistics of the National Centre for

Women Development in Abuja, Nigeria. She trained as a guidance counselor and worked
as a social worker before she got involved in gender issues. Her interests during the
workshop include networking and sharing experiences with other participants as well as

establishing the impact national development programs have had on programmes and
projects focusing on women.

Yvonne Goma (Zambia)

Yvonne is the Chairperson of the Zambia Federation of Associations of Women in

Business (ZFAWIB) and the National Trustee of Zambia Association of Chambers of
Commerce and Industry (ZACCI). He interests during the workshop include networking,
sharpening her leadership and organisational skills, so as to enable her to better able to
transfer these skills to her organisations and companies.

Nana Yaa Young-Gyampo (Ghana)

Nana is the Executive Director of Vogue Designs Ltd., a garment manufacturing

company. She is also the National Treasurer of Business and Professional Women, an

organisation that trains women with basic skills and provides technical assistance. Nana

studied education, fashion and design and lectured for eleven years at a polytechnic. Her

interests during the workshop include leadership skills that she hopes to transfer to the
women in her community.
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