
~ . . 

Wednesday. March 25. 2026 BUSINESS 

MARU CREDIT, ENTERPRISE 
UGANDA LAUNCH TRAINING 
FOR ENTREPRENEURS 
By John Ricks Kayizzi 
and Mlcha~JOdeng 
. . . . . ..... ....... .. . !.A. _ •.. ,~ ........ . ...... .. ..... . . .. 

MARU Credit, in partnership 
with Enterprise Uganda, has 
successfully concluded its 
inaugural Business Incubator 
Programme, a landmark 
initiative aimed at strengthening 
the resilience, competitiveness, 
and sustainability of Uganda's 
Small and Medium Enterprise 
(SME) sector. 

The three-day intensive 
training, that happened 
last week, brought together 
entrepreneurs from diverse 
industries for practical learning 
sessions designed to equip 
them with the skills needed to 
navigate today's increasingly 
complex business environment. 

MARU Credit's managing 
director Joshua Mazune said 
the inaugural training kicked 
off their long-term cornminnent 
to enterprise development and 
economic transformation. 

"We have resolved to continue 
supporting entrepreneurs 
with both capital and capacity, 
recO'gnising that sustainable 
economic transformation 

Some entrepreneurs seek 
financing before setting up 
proper. structures, which can 
lead to poor spending decisions 
and cash flow problems. 

depends heavily on a resilient, 
skilled and competitive SME 
sector," he revealed. 

"Our goal is not just to 
provide capital, but to ensure 
that businesses are prepared 

. to use that capital responsibly 
and productively," Mazune said 
during the training. 

THE TRAINING 
Mazune said MARU Credit's 
work with entrepreneurs has 
shown that . many businesses 
have strong ideas, but weak 
systems. 

According to the organisers, 
the programme was designed 
to address common growth 
gaps through structured 

modules and practical learning. 
Participants received hands­

on . training in financial 
management, bookkeeping 
and reporting, budgeting and 
forecasting, governance, tax 
compliance, customer retention, 
digital marketing and human 
resources' management. , 

ADDRESSING BUSINESS REALITIES 
The sessions were highly 
interactive, allowing 
entrepreneurs to engage 
with trainers, share real-life 
experiences and develop 
practical solutions tailored to 
their business settings. 

Ronald Mukasa, the 
Enterprise Uganda chief 
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Entrepreneurs from different sectors who attended the training at Enterprise Uganda 
Training Centre in Butabika, Kampala recently 

UTURE PLANS 
The completion of the first cohort marks the start of 
what MARU Credit wants to develop into a regular 
platform for Smail and Medium Enterprise (SME) 
empowerment across Uganda. MARU Credit said it will 
continue supporting entrepreneurs with both capital and 
capacity, because long-term economic transformation 
depends ()n a resilient and competitive SME sector. 

Joshua Mazune, MARU Credit's managing director, 
said future cohorts will build on lessons from the first 
training, including the value of practicalleaming and 
peer support. He informed that the company plans to 
run the incubator as a recurring programme, including 
quarterly sessions this year, in continued partnership 
with Enterprise Uganda. 

operating officer, commended 
the parmership, noting that 
structured enterprise support 
is essential for strengthening 
Uganda's SME ecosystem. 

"Uganda's entrepreneurs are 

innovative and resilient, but 
resilience must be matched with . 
capability," Mukasa explained. 

He noted that when 
businesses adopt proper 
governance, maintain accurate 

records and plan strategically, 
they significantly increase their 
chances of thriving. 

LESSONS LEARNED 
Peace Kwagala, an entrepreneur 
who attended the training, 
lauded the sessions on record 
keeping. 

"I have not been managing 
my records effectively before, 
but now I understand how 
proper bookkeeping will help 
me make better decisions 
and run my business more 
transparently," she said: 

Anita Mugisha, another 
participant, said the training 
helped her understand online 
business visibility. 

"Out of sight is out of mind," 
she said, adding that consistent 
online engagement can build 
customer loyalty and boost a 
business's market reach. 

Roofings eases access to construction materials with e-commerce platlorm FOREXRATES 
CURRENCY BUY SELL 

By Richard Ategeka 

Roofings Group has launched its 
e-commerce platform, a major 
, lep towards embracing digital 
transformation and modernising the 
traditional steel purchasing process for 
Ugandans in the diaspora. 

The pJatform, designed by Tech 
Mahindra, is expected to offer 
transparency in pricing, making it 
easier for customers to browse products 
and shop online with confidence. 

Many Ugandans abroad are facing the 
frustration of relying on intermediaries 
to buy construction materials, often 
resulting in hiked prices or buying 
sub-standard products. 

Dr Sikander Lalani, the Roofings 
Group chairperson, said the shift 
toward a more transparent and secure 
transaction process will undoubtedly 
change the dynamics of supply chain, 
offering peac.e of mind for customers 
who were previously swindled by 
third parties. 

"With this new e-commerce 
application, customers can see 
products, their specificatiOns, prices, 
quantities and can make payments 

B~EEN THE LINES . 
4) With Uganda's thriving 
diaspora community, the 
challenges In accessing quality 
and affordable building 
materials back home are sorted. 

directly to ensure that what th'ey 
ordered is exactly what they receive 
within a few hours or days," he 
explained. 

Lalani, while addressing journalists 
at Roofings Rolling Mills in Namanve 
on March 18, extended his heartfelt 
gratitude to Ugandans and the 
Go...ernment for the unwavering 
support and trust in their products, . 
which has fuelled the company's 
growth. 

E-COMMERCE FOR EFFICIENCY 
Sheikh Arif, the company chief 
executive officer, said e-commerce 
is one more step toward · serving 
customers better, especially in a fast­
paced technology era. 

"Our main strength has always been 
the quality of our products and the 

Roofings Group stakeholders during the launch of the e-commerce 
platform at Roofings Roiling Mills In Namanve, last Wednesday 

service we offer; and tbis innovation 
allows Ugandans anywhere in the 
world to directly purchase products 
from the company's Ugandan facility," 
he stated. 

Oliver Lalani, the executive 
director, . said this move aligns with 
the company's broader strategy of 
embracing digital transformation 
across the country. 

"We have already achieved level 2 
automation in our production process 
with our state-of-the-art plant and now 
we are extending that innovation to 
customer service," he said. 

"The platfomi aims to streamline the 
procurement of steel materials, offering 
greater transparency and efficiency 
for both local and intematiopal 
customers, pus , marks the beginning 
c' t • 
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of cr new chapter in our journey, one 
that prioritises digital tools to meet the 
evolving needs of our customers while 
driving the fuiure of the steel industry," 
Oliver Lalani elaborated. 

Joseph Arinaitwe, the sales and 
marketing manager, said their primary 
target is the diaspora and the growing 
online consumer base h~re in Uganda 
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