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...to earn my seat at the table. 

Credibility and perseverance surpass gender. 

Benji Coetzee Founder, EmptyTrips

…progress is not only about doing something 

every day; progress is about doing something 

but doing it better every time. 

Faith Mokgalaka, Agri-tech founder

African women  

are endlessly resilient. 

Nothing can stop us 

creating the future 

 … Just watch us 

Dr Precious Moloi‑Motsepe, 
Chancellor at UCT

Be yourself, embrace  

your uniqueness, and 

don’t let anyone else  

define your worth. 

Caster Semenya, 
 Olympian

…If you come in feeling 

at a disadvantage – 

you are already at a 

disadvantage. 

 Phuthi Mahanyele-Dabengwa 
CEO Naspers SA

Success is not a destination,  

it’s a journey. It’s about striving  

to be your best self everyday 

Basetsana Khumalo,  
Entrepreneur & media mogul
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FOREWORD
Marylou Greig 
Editor

Over the past decade, private equity has become an increasingly vital force in 

South Africa’s economic landscape – driving growth, enabling transformation, and 

unlocking value across sectors. 

However, according to a report by Stanton Chase, Private Equity’s Future is Diverse: 

Why DEI Will Matter More Than Ever in 2025, private equity firms are facing a 

perfect storm: younger generations inheriting massive wealth are demanding 

diversity in their investments, while major institutional investors like pension 

funds (which provide billions in capital to private equity firms globally) are setting 

strict diversity requirements before investing. Why? Because diverse teams bring 

different perspectives, challenge assumptions, and spot opportunities that 

homogeneous groups miss. And because diverse groups make better decisions 

with less cognitive bias.

So, what was once a niche, largely male-dominated industry is steadily evolving, 

opening space for a new generation of professionals. Among them, a rising cohort 

of formidable women who are not just participating, but shaping the future of 

private equity in South Africa.

This compilation celebrates the voices, journeys and achievements of some of 

those women. Each story is unique, marked by resilience, ambition, and a clear 

sense of purpose. Together, they offer insight into the changing face of the industry, 

and the power of inclusion.

These women are investors, dealmakers, strategists and leaders. They have 

navigated challenges, seized opportunities, and carved out space at the tables 

where they were once underrepresented. Their stories are also threaded with 

a common theme: belief in self, the value of hard work, and the importance of 

mentorship and support networks.

As the private equity industry in South Africa continues to mature, so too does 

its understanding of the power of diverse leadership. This feature stands as a 

recognition of progress made, and a reminder of the work still ahead.

We hope that the stories shared here inspire others to imagine what’s possible, and 

to know that not only is there room, but there is real opportunity for women in this 

dynamic and impactful space.  
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Boipelo Ntsabula 
Finance Executive | Infinite Partners

Can you tell us about your journey into private equity? What drew you 

to the industry?

My entry into private equity wasn’t linear — it was layered. I qualified as a 

CA through PwC, staying on an extra year in their technical accounting 

department where I advised audit teams on IFRS. That experience 

sparked a desire to move into industry. I had two offers at the time: one 

from an FMCG company, and another from an investment company 

— not pure private equity, but an investment management firm with a 

strong PE-influenced approach. I chose the latter. They were a small, 

growing team, and I saw an opportunity to gain holistic exposure across 

the business. That was my entry into financial services.

The team had traditional private equity roots, and while their model 

focused on listed entities, their approach leaned heavily on PE 

principles. That early exposure was enough to spark my curiosity — and 

I knew I’d come back to it.

Was there a pivotal moment in your career that shaped the direction 

you took?

Yes — a short but important stint in academia. I lectured postgraduate 

accounting for aspiring CAs. I’ve always had a deep respect for the 

subject and enjoyed teaching, but it quickly became clear: I missed 

business. That realisation gave me clarity. I wasn’t done learning — I 

wanted to go deeper into private equity and work in a space where I 

could apply technical rigour with strategic intent.

That pivot led me to a global private equity impact investor, where I 

joined the external finance team. It was my first immersive experience 

in pure private equity — managing fund reporting, learning the ins and 

outs of LPAs, understanding structures, governance, and capital flows. 

That’s where the foundation was built. After over three years there, I 

joined Infinite Partners.

What role did your upbringing play in shaping your career choices?

Both of my parents come from science backgrounds — one in health 

sciences, the other in pure sciences — so accounting wasn’t something 

they ever imagined for their children. The expectation in our household 

was clear: we were going to be doctors. In my late high schooling years 

I was guided — somewhat reluctantly — to try accounting. Everything 

shifted then when I met Mr Agyepong, my accounting teacher, who 

helped me fall in love with the subject and encouraged me to apply to 

UCT for a Business Science degree in Finance and Accounting. That 

one conversation laid out the next eight years of my life: undergrad, 

postgrad, articles. His guidance changed my direction completely — 

and it’s the kind of impact I hope to offer someone else someday.

Tell us about your current role at Infinite Partners — what does a 

typical deal cycle look like for you?

My role spans both external and internal finance. On the external side, 

I manage our funds — everything from capital calls and governance to 

investor reporting. I’m involved early: from when the deal team flags a 

potential investment to investment committee reviews and execution. I 

make sure we have sufficient capital, ensure our agreements are in place, 

and manage the payment and compliance processes. Deal makers may 

drive the deal, but we enable it. Internally, I oversee the operations of 

our management company — budgeting, reporting, cash flows, and our 

FCSA compliance. It’s a full-circle role, and because Infinite is small and 

collaborative, I get to see — and contribute to — the whole picture. That’s 

what I value most.

What challenges have you faced as a woman in the private equity 

space — and how have you navigated them?

The first layer is visibility. In private equity, “deal support” is often 

perceived as less than “front office” — and that perception is often 

gendered. People assume you’re in this role because you couldn’t be in 

another one. That’s not my story. I’ve chosen this lane because I want to 

build a career in finance this way — and I want to build it with excellence.

The second challenge is something many women relate to — being a 

working mother. You’re expected to show up like you don’t have a child, 

but also parent like you don’t work. It’s a balancing act especially in 

high-performance environments. Infinite has been more thoughtful 

than most, but we still juggle. 

What are your goals for the next five years?

Two things stand out. First, I want to deepen my role at Infinite — not 

to become a dealmaker, but to broaden my understanding of deal 

dynamics so I can better support execution. Second, I want to pass 

that knowledge on. Whether through mentorship or team development, 

I want to help someone else rise. Five years from now, I want to know 

someone is better off for having worked with me.   

Q&A
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Naomi Nethengwe 
Principal and Founding Team Member | Infinite Partners

Can you tell us about your journey into private equity? What drew you 

to the industry?

I have been passionate about investments from an early age, trying out 

different investment products to see what made returns and what didn’t. 

Through exposure to various industries while at university, I made the 

decision to go into investment banking, as I believed the industry would 

provide me with the base and foundation I wanted. During my tenure 

there, I spent a considerable amount of time in asset management, 

analysing stocks in the listed market and helping portfolio managers 

make decisions on their portfolios. 

This experience led me to look for further opportunities in industry where 

I could enhance my skills. The key factor for me was a space that would 

marry my strong investments background with active management — 

this led me to private equity. 

Private equity has allowed me to be part of an investment from the 

decision phase, all the way to exit, playing a crucial role in influencing 

strategy and vision by working closely with management teams. 

Was there a pivotal moment in your career that shaped your direction?

Yes. At one point, I realised I was doing good work, meeting expectations, 

but I wasn’t actively pushing myself to grow. That realisation jolted me. I 

started challenging myself: What kind of investor do I want to be? What 

spaces do I want to influence? That internal shift led me to seek out new 

challenges — and eventually, to step into a role where I could be part of 

something from scratch, with people who shared a common vision.

What does your day to day role look like at Infinite Partners?

As a Principal, my role is multi-layered. At any given time, I’m managing 

a pipeline of potential deals, helping evaluate opportunities, guiding 

junior team members, and sitting with portfolio companies to work 

through their growth plans. Because we’re a lean, hands-on team, 

we’re deeply involved at every stage of the investment lifecycle — from 

origination to execution to value creation.

What I love most is that our work doesn’t stop with numbers. We’re 

investing in people, in management teams who are building something 

meaningful. A big part of my role is helping shape how we do that while 

creating value for stakeholders.

What has your experience been like as a woman in private equity?

It’s a mixed bag. On the one hand, I’ve had incredible mentors and peers 

who’ve supported my growth. On the other, I’ve walked into rooms where 

I was the only woman — and sometimes the youngest.

There’s an invisible pressure to be twice as prepared. But there’s also 

strength in that. It’s shaped the way I lead — with intentionality, with 

clarity, and with the knowledge that my contribution matters. I’ve seen 

how powerful it is for younger women in the industry to see someone 

who looks like them doing the work, and doing it well.

What are some of the challenges or myths you’ve had to confront?

One persistent myth is that private equity is only about financial 

engineering — that it’s cold, transactional, purely about multiples. At 

Infinite, we think differently. Yes, we care about performance. But we 

also care about people — about culture, leadership, and long-term 

outcomes.

Another challenge is the misconception that women are risk-averse. 

What I’ve seen is that women often take more considered risks — ones 

that are sustainable, not just exciting. And that’s an asset, especially 

in private equity, where your decisions affect not just capital, but 

companies and communities.

What are your goals over the next five years?

Professionally, I want to help Infinite Partners continue to scale — 

not just in size, but in depth. I want us to stay true to our ethos while 

expanding our reach. Personally, I want focus heavily on creating value 

for our investors, ensuring that I am able to deliver outcomes that are 

favourable to them and the firm.   

Q&A
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Tabane Matheolane 
Partner and Co-Founder | Infinite Partners

Can you tell us about your journey into private equity? What drew you 
to the industry?

My journey into private equity didn’t follow a conventional path, but 

it’s been one of the most rewarding decisions of my career. I began 

by studying Actuarial Science, and landed my first job at one of South 

Africa’s leading asset managers. It was there that I discovered an early 

passion — not just for investing, but for being actively involved in 

shaping businesses, rather than taking a passive, distant role.

Driven by this realisation, I made the bold decision to go back to university 

and pursue an Accounting degree. It meant starting from scratch, which 

was both daunting and humbling. But I was fully committed to investing 

in myself and forging a new path — and it’s a decision that has paid off 

in ways I couldn’t have imagined.

During my articles, I continuously advocated for a rotation in the 

corporate advisory team. That opportunity never materialised, but 

by being unwaveringly clear about the direction I wanted to pursue, I 

eventually opened the right doors. Perhaps I spoke it into existence, but 

what mattered most was keeping my focus fixed on the long-term goal 

and remaining persistent, even when the route wasn’t straightforward.

In many ways, this experience mirrors the work we do as private equity 

professionals. Sometimes, we have to make difficult but thoughtful 

decisions when the current strategy isn’t delivering — whether it’s 

replacing a CEO, exiting an underperforming asset, or shutting down 

loss-making operations. The ability to pivot with purpose, while keeping 

the broader vision in mind, is often what leads to the most successful 

outcomes. And more often than not, the sooner we make that decision, 

the better the result.

What’s one misconception people often have about working in private 
equity?

There’s a common misconception that a career in private equity 

offers a more relaxed pace than working in corporate finance — that 

it’s somehow less demanding. In reality, this couldn’t be further from 

the truth. While the tempo may ebb and flow, the intensity during 

live transactions is immense. These moments demand sharp focus, 

rigorous analysis, and often, long nights that few outside the industry 

fully appreciate. The commitment doesn’t end once the deal is signed 

either. We partner with management teams for the long haul — typically 

five to seven years — and that level of engagement means there’s rarely 

a true “off” switch. Even during so-called “downtime”, it’s not unusual to 

find yourself thinking through strategic matters or messaging the CEO 

or CFO on a Sunday evening.

Another often-overlooked aspect of the role is that while technical 

skills like running models, drafting agreements and structuring deals 

are essential, these are table stakes. The real complexity lies in the 

human element. Navigating team dynamics, aligning stakeholders, and 

supporting leadership through tough decisions are what truly define 

success in this industry. It’s these intangible, people-centred challenges 

that often prove to be the most demanding — and the most rewarding.

How has the private equity landscape evolved since you started? 

When I entered the private equity industry over a decade ago, the 

South African landscape was largely defined by a handful of dominant 

buyout funds, most of which followed a single-strategy approach. Since 

then, the market has evolved significantly. Many of these established 

managers have broadened their focus, embracing multi-strategy 

models that span mid-market, growth, and even specialist sector 

opportunities. This evolution reflects a maturing ecosystem.

Equally encouraging has been the rise of first-time fund managers, 

contributing to the ongoing and much-needed transformation of 

the industry. Their presence is driving healthy competition, fresh 

perspectives, and more inclusive capital allocation. As a woman in 

private equity, I’m especially encouraged to see more women — not just 

at the table, but leading their own firms and investment strategies. It 

brings a different energy to the space, and in many ways, these new 

entrants are helping to redefine the norms and culture of the industry. 

There’s still a long way to go, but the momentum is real, and important. 

It will be fascinating to watch how the broader GP consolidation trend 

unfolds in the coming years.

We’ve also witnessed a meaningful shift in how the industry approaches 

sustainability. While ESG principles have long been part of the 

conversation (though some might say a compliance and tick box 

exercise), the conversation has moved meaningfully toward impact — 

toward intentionally investing in businesses that deliver measurable 

social and environmental outcomes alongside financial returns. As 

someone deeply invested in long-term value creation, this approach 

resonates with me. It feels more aligned with the kind of legacy we want 

to build.

Today, we stand at the threshold of another paradigm shift: the 

integration of artificial intelligence. Across the value chain — from 

sourcing and due diligence to operational value creation — AI offers 

promising potential to enhance efficiency and unlock new growth 

opportunities. The question we now face is not whether we will adopt 

these tools, but how effectively we will do so. 

In this context, I’m excited about the value that we at Infinite Partners — 

as a dedicated mid-market growth and buyout investor — are positioned 

to deliver to our stakeholders over the medium to long term.   

Q&A
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Titi Sekhukhune 
Partner and Co-Founder | Infinite Partners

How would you describe your leadership style?

My leadership style is probably rooted in my optimism about people: I 

have a bias for believing in people, and operate on the basis that anyone 

can be the best version of themselves. I think this trait has resulted in me 

leading primarily with empathy and a deep interest in individuals — not 

as employees, not as resources, but as full multifaceted humans with 

an ability to make a meaningful contribution. That probably makes me 

a fair leader, a teaching and learning leader, and a highly collaborative 

one. I have found that being open to others’ ideas 

and potential creates deep trust, a critical factor 

for creating winning teams. It’s part of what 

allows people to dare, build and grow.

Did you always know you wanted to lead?

Absolutely! Being a firstborn daughter 

shaped that. You grow up solving problems, 

independently finding your way and getting 

things done. There’s no one to smooth the path 

for you, no precedent. So by necessity, you 

lead – first yourself, then others. And though I 

learnt the qualities of leadership through roles 

in school, university and the workplace – that 

sense of leadership responsibility has long been 

inculcated in me and has stayed with me to this 

day.

How do you mentor and support younger professionals, especially 

those entering the field?

I enjoy spending time with young people! Most have idealistic views 

about life that allow them to dream big and dare to go after their 

dreams. It’s such great energy to be proximate to. As a result, I enjoy 

investing time in young professionals. My default with people is to 

believe they can; my role is to provide guidance and be accessible. On 

the job, I’m hands-on and, when the situation requires it, share my lived 

experiences. In mentorship, the default is often that the mentor is the 

“hero of the story”. This is a fallacy that I try to dispel by also sharing 

what not to do — and I often use my mistakes and learnings to this end. 

Growth happens when we are honest, direct, and supportive.

How do you balance assertiveness and collaboration in high-stakes 

environments?

I don’t see assertiveness and collaboration as opposites. To me, they’re 

deeply complementary. In order to achieve outcomes that support the 

bigger picture, you need both: the ability to assert a position and the 

willingness to listen, adjust, and co-create. If 

you’re only assertive, you miss nuance. If you’re 

only collaborative, you might lose direction. 

Balance isn’t just possible — it’s necessary.

What aspects of leadership do you find most 

challenging or overlooked?

People underestimate how much emotional 

labour is involved in leadership — especially for 

women. You’re not just holding performance 

metrics; you’re holding people’s dreams, self-

doubts, ego, dynamics. And sometimes you’re 

doing that while navigating your own. I’ve learnt 

that you can’t pour from an empty cup. As much 

as I give to others, I’ve had to learn how to refill 

my own — through stillness, perspective, and 

sometimes, stepping back. Leadership can also 

be a lonely journey, and connecting with fellow 

leaders with varying backgrounds and levels of experience has been 

enriching for me. 

Looking ahead, what kind of leadership do you hope to model?

I want to model leadership that makes space — that gives people room 

to grow, even if it means they outgrow me. That kind of generosity is 

powerful. I want to lead in a way that centres people, not just performance; 

where vulnerability is not a weakness, but part of how we build resilient, 

emotionally intelligent teams — where excellence is expected, but never 

at the cost of humanity.   

I want to model 

leadership that 

makes space — 

that gives people 

room to grow, even 

if it means they 

outgrow me.

Q&A



Thato Tsita 
Partner | Tamela

Perspectives on African Investment

Thato Tsita, a Partner at Tamela, a black-owned and managed investment, 
corporate finance advisory and fund management company, says Africa 
has been deprived of many years of investment and the responsibility 
rests on those with access to capital to deploy it in an impactful and 
meaningful manner.

What initially drew you to a career in M&A and corporate finance?

Growing up, my interest in finance was sparked by my father. He read the 
finance section of the newspaper with a keen interest, and I wondered 
what he found so riveting. He noticed my curiosity and introduced me to 
the world of finance.

When I started reading newspapers, I was most interested in the 
corporate transactions, and while I did not fully understand the content at 
the time, I was intrigued by the idea that one company could buy another. 
Parcelled with that was understanding the rationale for the acquisition, 
the offer price and the financing thereof, as the numbers were too large 
to comprehend. This, I believe, is what ultimately led me to corporate 
finance.

What key decisions have significantly impacted your career trajectory?

At university, I was resolute in my career aspirations, which included 
Mergers & Acquisitions (M&A) Advisory, specifically with an international 
institution, as I wanted international work experience. Against this 
backdrop, and following the completion of a Bachelor of Business 
Science in Finance through UCT, commencing my career at J.P. Morgan 
was a natural progression.  

After a rigorous interview process and completion of the graduate 
programme, I was offered a role in the Markets team, trading money 
market instruments. With my sights firmly set on M&A Advisory, I viewed 
the offer as a stepping stone to transitioning into my desired field.

A year into trading money markets instruments, I got my shot at M&A 
Advisory. My colleagues on the trading desk thought I was crazy to 
join M&A because of the inevitable long hours, late nights and missed 
weekends. By the time I moved into M&A, I was already starting to trade 
FX products. It was great fun; no two days on the trading desk were the 
same, but I remained steadfast in my goal. 

I got into M&A Advisory before the global financial crisis. At the time, the 
business was sending first-year analysts to New York for two months, 
to be trained by industry experts, valuation experts, and some who had 
authored textbooks we used at university, like Aswath Damodaran.

The other objective was to expand our internal networks within the 
global J.P. Morgan analyst community. It was a formative experience that 
prepared me for the rigours of an analyst role, and set the trajectory for 
my professional development in investment banking. 

This was beneficial, as the nature of the work was not confined to M&A 
Advisory. We also won mandates in Equity Capital Markets, specifically 
listings, rights issues, private placements and Debt Capital Markets, 

which largely included bond issuances. 

While at J.P. Morgan, I was seconded to the London office and continued 
M&A Advisory work in the Consumer Retail Group. In 2010, two years 
after my return from J.P. Morgan London, I joined Goldman Sachs as an 
Associate in M&A Advisory (sub-Saharan Africa), a position I occupied 
until 2013 when I was promoted to Executive Director. Although the 
move from J.P. Morgan to Goldman was similar in terms of deal exposure, 
adjusting to a leaner team and a different cultural dynamic demanded a 
higher degree of adaptability.

Once again, the deal exposure was fulfilling. My time at Goldman marked 
a period of significant professional growth, and as my role evolved, 
client engagement deepened and I was consistently challenged to think 
critically and solve complex problems, i.e. thinking out of the box but 
colouring within the lines.

As part of my role as an Executive Director, I was also the team’s 
Staffer, which involved managing analysts and associates. Navigating 
interpersonal or ‘softer’ issues was not my strength, but over time, I came 
to appreciate the importance of recognising the individual behind the 
work. This shift taught me patience and empathy; and that most people 
genuinely want to do well. 

Why the transition to Leveraged Finance and Fund Management?

In 2014, I decided to leave Goldman and took a sabbatical to consider 
a career outside of M&A Advisory. I realised that deal cadence in M&A 
was not quick – it is not unusual to spend more than a year on an M&A 
transaction, with the possibility of it not being consummated. 

During my M&A years, I had enjoyed working on the continent, covering 
deals in South Africa and, more so, sub-Saharan Africa. Certain of 
the businesses we advised in sub-Saharan Africa were family-owned 
businesses that had scaled into diversified conglomerates, sometimes 
with the Founder serving as Chairman. Their commitment to preserving a 
family legacy was inspiring.

I wanted to deepen my experience across the continent, while continuing 
a career in finance. I therefore opted to transition into the world of debt 
funding, and leveraged finance seemed the logical next step. With its 
significant presence on the continent, joining Standard Chartered Bank 
(SCB) made the most sense. 

In 2015, I joined the Leveraged Finance team, which operates alongside 
M&A Advisory. At the time, the team covered Southern Africa, East Africa 
and West Africa, led by the highly inspirational Lisa Rümelin. Lisa believed 
in cross-pollinating teams across transactions, so although I was based 
in Johannesburg, I had the opportunity to work on transactions with 
colleagues across different regions.

During this time, I was seconded to Singapore as Chief of Staff for SCB’s 
then Global Head of Corporate Finance. It was an internally-focused 
role that gave me a helicopter view of SCB, which was undergoing a 
restructuring at the time. I returned to South Africa a year later when my 
secondment ended.

6
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My decision to return home was driven by a desire to refocus on deal-driven 
work, which has always been the core of my professional experience. My 
return to SCB in Johannesburg coincided with an incredibly interesting 
deal structure that the Leveraged Finance team had developed, to provide 
cross-currency funding during a period of USD/NGN currency volatility. 

A central motivation for me is the identification of client challenges, 
and applying the expertise I’ve developed to deliver practical, effective 
solutions. In that context, the timing of my return proved serendipitous, 
aligning perfectly with both professional opportunity and purpose. I 
thereafter assumed the role of Executive Director: Leveraged Finance in 
2019, a position I held until 2021 when I left SCB. 

I took time to consider my next steps, as I wanted my ensuing move to be 
for the long term, making the decision more difficult. After considering 
various options, I decided to pursue a career in fund management, with 
the focus on private debt, joining Tamela’s Mezzanine Debt Fund I (the 
Fund) as a Partner in September 2022.

Fund management was a natural extension for me, given the close 
interrelationship between leveraged finance, M&A advisory and debt 
structuring. A solid grasp of debt, and serving as a financial partner 
accelerates one’s understanding of a business’s core dynamics. 
Structuring tailored, affordable financing begins with asking the right 
questions; and that nuance is key.

The fact that the Fund’s investors are pension funds is something that 
is particularly sobering. Many pension fund beneficiaries are elderly 
individuals who carry the responsibility of caring for their grandchildren, 
and rely on the savings accumulated over a lifetime of work to do so. As 
fund managers, we have a profound duty to protect that capital. 

What’s the hardest lesson you’ve learnt, and how did it shape you?

Decisions must be made and acted on. It’s not ideal to stand still in the 
wind; the only way you’ll know if you’ve made the right decision is to take 

action. If it’s wrong, you have to put your hand up, acknowledge it, and 
find a way to make it right. But you have to make a decision and move.

How do you mentor or support other women entering the field?

I help to develop up-and-coming young people in the industry, and 
support my female colleagues to negotiate the challenges that come 
with operating in a largely male-dominated industry.

Are there any industry norms you want to see evolve?

I don’t think quality advice should be the sole preserve of the well-known, 
bulge bracket names in finance. There are some smaller and emerging 
boutique trailblazers that punch well above their weight, and Tamela is 
one of them. Our Corporate Finance team are currently advising on one 
of the largest recently announced transactions in South Africa this year 
(Barloworld take-private), as we have nurtured a relationship with the 
client over many years. It’s all about building a partnership premised on 
trust and integrity, and walking the journey with clients. Like us, there are 
other worthy names out there, doing meaningful work quietly.

What keeps you motivated on tough days?

For Tamela, while all components of ESG are important, the ‘S’ for social 
development holds particular significance. Governance is, of course, 
critical and foundational, but it is through social development that we 
can most directly influence economic upliftment in South Africa and 
across the continent. 

Addressing inequality, creating sustainable employment and supporting 
inclusive growth is essential to unlocking long-term value in the African 
context. To this end, we take pride in the fact that capital deployed by 
the Fund directly enabled the creation of approximately 1,400 jobs, 
demonstrating the tangible impact of our investment strategy on 
economic growth and livelihoods. It is meaningful, sustainable and life-
changing for the people impacted by it.   

Creating value through partnerships

For 17 years, Tamela has successfully travelled a journey with its clients by providing 
 solutions that simplify complexity

Listings │ JSE Sponsor Services | Rights Offers | Restructurings | DCM | ECM |BEE Transactions | M&A 
Call: +27 11 783 5027 Email: tshepisho@tamela.co.za 

Tamela is an authorised Financial Services Provider and JSE Sponsor 
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Q&A
Buhle Ndlovu 
Vice-President | Investments | Kasada Capital Management 

Can you tell us about your journey into private equity? What drew you 
to the industry? 

As a proud African, keen to help our continent reach its amazing 

potential, I was always interested in being part of a push for growth and 

development. Today, we all realise that growth can only be a real benefit 

to us all if it is sustainable. As a result, building sustainable businesses 

that catered to consumer demand seemed like the most straightforward 

way to do it (if I had the requisite skills). 

I started out in Mergers and Acquisitions, advising some of the largest 

corporates and funds investing into the continent, which was ideal and 

the best place to learn about industries and markets. Private Equity was 

a natural next step as I wanted to be more hands-on in helping to drive 

growth. At the time, PE was still a fairly new industry on the continent, so 

I knew there was ample space for growth and opportunity. 

Was there a pivotal moment in your career that shaped the direction 
you took? 

The pivotal moment in my career was my first internship as a summer 

intern at Standard Chartered Bank in London in 2008. Until then, I 

had been more interested in what I knew as development, but being 

part of the team responsible for tracking and managing the bank’s 

US$200 million commitment to the Millennium Development Goals 

had a profound influence on me. My line manager and mentor, Adam 

Popat and Peter Sands (Group CEO), emphasised the importance of the 

private sector in development because of clearer systems for tracking 

where money is utilised and its accountability to investors – often 

making it more efficient than other entities that seek to invest. 

How has the private equity landscape evolved since you started? 

Private equity is forever changing, and has a large role to play on 

the growth front. On a macro level, the investment environment has 

consistently changed, influenced by different cycles. These are often 

driven by geopolitical events, changing the risk profile of investments 

and their returns, which fluctuate. We have seen more sector-focused 

funds spring up (such as Kasada, which is focused on hospitality), 

which is quite different from the large cap investors that were prevalent 

10 to 15 years ago and which were much less specialised. 

Teams have also evolved, in a good way, and the now more diversified 

teams’ compositions are reflective of real-life. When I started out in 

Corporate Finance (Standard Chartered M&A) in the Johannesburg-

based team of c.40 professionals, I was one of three women – 15 years 

later, things look vastly different. 

What sectors or trends are you currently most excited about, and 
why? 

I have always been fascinated by the profound way in which technology 

changes our lives, sectors, and how business is done. This is so, 

particularly in the areas of Proptech, Edtech and Fintech. Tech has 

helped lower marginal costs across industries, but also brings with it 

the possibility of Africa leapfrogging more advanced economies. This 

will always have to be balanced with any potential risks of using new 

technologies and ways of doing business, but the possibilities seem to 

be quite limitless. 

What leadership principles guide you in your work? 

I believe in leading with empathy and compassion, as life and the work 

environment can be tough. For me, feeling human and making others 

feel human is very important. Even as an expert, being open to other 

views and ideas is very important, as we should never stop learning and 

should aim to be teachable and not set on one opinion or direction. 

Being an expert and good at one’s job, people take you seriously, which 

allows you to lead by example, while giving people space to grow 

How do you mentor or support young professionals — especially 
women — entering the field? 

I play an active role in mentorship, not just within the firm, but in the 

industry. I believe it’s crucial to let young women know that they should 

be seen and heard. It is also crucial for them to have clear value add 

in the work they do and to be an important element of any team. I’m a 

huge proponent of mentorship in general, for women and men, with a 

clear view that sometimes your biggest advocate does not necessarily 

look like you. 

How do you see the role of women in private equity changing over the 
next decade? 

I’d like to see women taking up more space, and simply being known and 

recognised for the value they bring, or for being the best or the expert 

on a subject matter. Overall, they should be seen not just as the best 

woman in that area or role, but rather the foremost expert on that subject 

and the best in that role overall. I’d also just like to see more women 

in general, as there continues to be massive underrepresentation of 

women within the South African private equity space.   




