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ALWAYS DO CAREFUL RESEARCH 

 

BusinessLink magazine is designed to 

educate and provide general 

information as well as to stimulate 

readers’ thinking. While every care is 

taken to ensure that information in this 

magazine is correct, we advise readers 

to consult their professional advisors 

when making business decisions. The 

magazine is distributed on the 

understanding that the publisher is not 

rendering legal or financial advice and 

readers use the information herein at 

their own risk. 

BUSINESSLINK  
MAGAZINE 

 

BusinessLink, the magazine for 

growing companies, delivers real 

solutions for today’s innovative 

business builders. It gives advice, 

tools and resources to CEOs and 

owners of small-to-midsize 

companies as well as new 

entrepreneurs that help accelerate 

their growth.  
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 Publisher’s note: 

Manage your 

business risks
Business is 

always facing 

many risks. 

When things 

are tough 

some risks 

become 

aggravated. 

Finance 

Minister Patrick Chinamasa is under 

pressure to generate mor

to fund the bloated government’s 

expenses, which consists mainly of 

salaries. 

The usually quiet Zimbabwe 

Revenue Authority boss, Gershom 

Pasi, is now being reported saying a 

lot of things in the press almost 

daily. For the first time in a long 

while, Pasi presented the Zimra 

quarterly performance report, a task 

which was previously being 

undertaken by the board chairman. 

Pasi has  been quoted making 

some absurd suggestions to 

increase state revenues, such as 

taxing idle bank balances, struggling 

vegetable sellers and airtime 

vendors.  
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Desperate times call for 

desperate measures. Herein is the 

warning to business owners and 

operators: beware of the taxman.

Some entrepreneurs are taking a 

big risk and betting against the law 

by not complying with 

ZimDef and other requirements for 

business. 

This is a big risk, your business 

can close and you could lose a lot of 

money and / or your assets.  Take 

stock now and ensure you are 

compliant in order to minimize risk. 

In most cases, compliance w

cost as much as most owners fear; 

get advice from professionals.

In this month’s issue we look at 

technology hubs as a source of 

innovation and entrepreneurship. In 

developed and fast developing, 

countries, major new technologies 

and industries are being spawned 

through tech hubs like Silicon Valley 

in California, London’s Tech city, 

Digital Media City in Seoul, 

Yokosuka Research Park in Japan, 

HITEC City in India and Ebene Cyber 

City in Mauritius.  Harare’s 

Hypercube certainly sounds exciting. 

 

 Phillip Chichoni    

 Twitter #chichonip
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Readers Have Your 

Say 
 

How to open a Pay Account in 

Zimbabwe- April article 

The article is well written and 

very clear. The steps appear to be 

easy to follow. It is unfortunate that 

such a process is necessary. But, as 

the author says, having a PayPal 

account is important if you want to 

market via the internet or act as an 

affiliate of sites such as Amazon. A 

comment: What appears to be an 

in-article link to US2me is dead. It 

would be nice to have the actual link 

for those who want to implement 

the process. The same applies to 

Payoneer and PayPal itself.  

The article on innovation in 

agriculture was interesting. 

Zimbabwe certainly does need to 

improve its ability to feed itself. 

When I was first there in 2011 there 

were about 1 million people on the 

verge of starvation. During my trip 

in 2013 that number was 2.5 million. 

When I arrive this year, I am fearful 

of what the number may be. 

Returning to an emphasis on 

commercial farms may help but the 

nation must be careful not to 

disenfranchise the population, as 

happened during colonial days.  

Drought is one issue faced by the 

nation. At the University of 

Zimbabwe, Department of 

Computer Science, there is a 

research project that has 

successfully minimized the amount 

of water used during a crop's life 

cycle. This is accomplished while 

maintaining or improving the crop's 

value at harvest. The project's effort 

now is to scale the approach to 

large commercial farms from the 

current success with smallholder 

farms. Leading the team is Mr. 

Michael Munyaradzi, a tenured 

faculty member and doctoral 

candidate. He recently received 

NewsDay's People's Choice award.  

Peter Raeth -Adjunct Faculty - 

Department of Computer Science at 

University of Zimbabwe 

Publisher: We have made a note 

to ensure all links are live in this 

 

 

 

 

 

 

 

 

 

 

 

Dear BusinessLink 

Readers 
This is your page. Please feel 

free to share your thoughts. Your 

feedback and suggestions help us 

improve our content and quality. 

Please email them to 

chichonip@smebusinesslink.com. 

You can also post at our 

Facebook page, search for to SME 

BusinessLink 
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Surviving the 2014 

Liquidity Crunch  
By Milton Kamwendo 

 

Many 

people reading this installment if 

they live in Zimbabwe will 

remember the experience of being a 

trillionaire overnight and waking up 

the next day with little or nothing. 

The times of hyperinflation were 

mad times. Hyperinflation cannot be 

understood from Economics 

textbooks, it can only be 

experienced. When money becomes 

funny it is not a joking matter. When 

people lose lifetime savings as 

though it is evaporating methylated 

spirit, it’s a bitter experience.  

Post 2009 it felt as though the 

worst was now over and behind us. 

Little did we know that we would 

move from one end of the 

pendulum to another: a move from 

hyperinflation to deflation. How 

does one survive these times of 

financial turbulence? 

Review Your Priorities  

Priorities are not simply the 

things we do, but the things we do 

first. When seasons change, values 

must also change. In times like these 

it is important to review priorities 

rigorously. Mindless and 

unprofitable growth cannot be 

sustained. Bloated costs will not 

easily go away without nightmares. 

Unless you do some surgery on your 

priorities you will soon be roasted 

alive. Changed times call for 

changed priorities. Things that 

mattered in hyperinflation are 

different from those that matter 

now. Hoarding goods you do not 

need in deflation will only burn and 

fry you in deep fat. In hyperinflation 

getting payment is easy. In 

deflationary times, you need prayer, 

courage, persistence, pushing, 

following up, threatening and 

everything you can do to get 

payments in on time. Collections are 

no longer the job of some clerk who 

joined yesterday.  

See Opportunity  

What you do is determined by 

what you see. Whatever the times, 

never lose vision. We may all be in a 
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deep hole but never forget that 

there are stars in the sky that you 

can gaze at. Being negative and 

gloomy may get you a lot of gloomy 

and grumpy friends. However this 

will do little for your creativity and 

innovation. Complaining is not a 

solution or a strategy of greatness. 

That high wall that you are afraid to 

scale could be tunneled under. That 

thorny bush could just be a rose 

stem. The mess you find yourself in 

could be your opportunity to rethink 

your business model and undertake 

changes that could have been 

difficult during the days of plenty.  

Think in New Boxes 

There is nothing as stifling as being 

in a box without windows. In life 

there are many boxes. The cliché` is 

usually, "Thinking outside the box." 

The challenge with this statement is 

that it is impossible to do. To 

understand reality you will always 

need a box or context. To shed new 

light you have to change the 

context. Changing the context 

means adopting a new box. If you 

think you are a victim, everything 

you see around you spells 

limitations. However if you adopt 

the box of abundance you start 

seeing possibilities beyond your 

wildest dreams. Never let history 

box you in. Adopt new references 

that make history just what it is - a 

fact of life and not a crutch or 

eternal convenient 

multigenerational excuse.  

Reassess Your Strategy  

Nothing fails like success. A 

strategy that worked in the past will 

not keep working forever. Reassess 

your strategy. In particular re-visit 

your business model. Copying what 

the company down the road is doing 

is not strategy. Imitation without 

understanding the underlying 

strategic logic will land you in a 

dessert without a map and water. 

You need to be clear about your 

winning formula, your battle arena, 

your game plan and the capabilities 

that you need to give battle. Re-

examine your strategy and give it 

new legs. Hope alone is not enough 

a strategy for winning in turbulent 

times. Refuse to be made irrelevant 

by change.  

Look Beyond Your Nose  

Parents have always advised: 

"Look before your leap." In times of 



BusinessLink Magazine                                                         Page 12 
 

change, like the times we are in it is 

important to think further that your 

past, village and circle. Expand your 

thought horizon. Network beyond 

your native groups. No one group of 

customers can supply you with all 

the customers you need. Define 

your market beyond traditional 

boundaries. See your customers 

from a different view. Think about 

the needs of the customers and not 

the confines of the product you 

deliver. Look beyond the past 

limitations and the current 

technology you are using. Think 

about your customer's new 

problems and supply new solutions.  

There are infinite possibilities in 

times of change. Refuse to be a 

victim and think that everyone owes 

you a living and is the cause of your 

misery. It is sad to endure times of 

pain, only to be irrelevant and fail to 

live through the seasons of gain. Do 

not die in your winter or wither in 

the storm. Keep on moving straight 

ahead. Someday, the storm will be 

over and when this happens be 

found, sweating yes, but still holding 

the steering wheel and moving 

forward with vision and resolve.  

Committed to your greatness! 

Milton Kamwendo 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

How to make your 

colleagues’ day 

amazing 
People spend a lot of time focused on 

getting their work done and rising up the 

ladder.  Sometimes in their self-centered 

drive they forget the people around them. 

1. Bring in baked goods. Nothing gets 

attention like the smell of freshly baked 

chocolate chip cookies.  

3. Start a round of applause. It sounds 

silly, but imagine an office where every time 

someone does something above and beyond, 

the entire place bursts out in applause. 

Everyone deserves to feel like a star once in 

their life. 

4. Take someone to lunch. Skip the fast 

food junket.  Arrange a surprise lunch at an 

upscale restaurant. Give one a deserving 

person with a culinary experience they'll 

remember for months. 

5. Arrange for a spa day. You know who 

the workhorse is. He or she probably hasn't 

taken a day off in months. Prepay the service 

and make the appointment so he or she can't 

say no.  

7. Ask for advice. People want to feel 

valued and important, but they can often be 

passed over in the rush of business. Identify 

the quiet ones and solicit their opinion on 

important matters. Make them feel valuable 

and worthy.   

8. Give awards. There is good reason why 

plaques and trophies have long been a staple 

of recognition. They make people who 

receive them feel good about themselves and 

their working environment. Find the right 

occasion and purpose to recognize those who 

contribute with little recognition. More great 

days will follow when others ask what the 

award was for. –Inc.com 
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Feature : Face to Face with an African 

Lion 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

By Phillip Chichoni 

 

 

Last month Trevor Ncube and his Alpha Media Holdings group brought to 

Zimbabwe Africa’s youngest billionaire entrepreneur. Ashish J. Thakkar is the 

Founder and Managing Director of Mara Group. He is a serial entrepreneur 

who started his first company at the age of 15.

 
 

Ashish considers himself a native son of Africa with strong Indian roots, of 

British nationality and a resident of the United Arab Emirates. Thakkar's

The Indian 

tiger and the 

Chinese dragon 

have had their 

day - now is 

the time for 

the African 

lion”- Ashish 

Thakkar 
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paternal great grandfather moved 

from Gujarat to Uganda in 1890 to 

trade in maize, cotton and other 

commodities. But his family had to 

leave Uganda in 1972 when the 

country's dictatorial leader Idi Amin 

ordered the expulsion of Asians. His 

parents moved to the UK, where 

they set up a business trading 

women's fashion goods and that is 

where Thakkar was born. 

The family was itching to get back 

to Africa so they moved to Rwanda 

in 1993, only to be forced to leave 

again two years later by the 

bloodcurdling genocide there which 

claimed over half a million lives. 

How he started 

A year after the family relocated 

to Uganda in 1995, Thakkar dropped 

out of high school to sell computers 

and their parts like hard drives, 

floppy disks and CD ROMs which he 

would buy from Dubai where he 

would travel on weekends. His 

dream came to fruition when he 

was able to get a $5,000 loan. 

Within a year, he transitioned from 

a high school student to a full-time 

entrepreneur 

Three years later, Mara ventured 

into the packaging business. "I had 

this crazy fascination with being an 

industrialist and wanted to get into 

manufacturing," says Thakkar, now 

32. 

With plants in Uganda and Kenya, 

Riley Packaging makes corrugated 

cardboard boxes for fast moving 

consumer goods and agro products. 

Though Thakkar is loath to discuss 

Mara's financials, when asked if 

group revenues could be $200 

million, he says they are higher. 

Growth 

Since starting out in 1996, Ashish 

J. Thakkar has built a conglomerate 

of businesses as wide-ranging as 

telecoms infrastructure, packaging 

manufacture, hotels, conference 

centres and shopping malls, a paper 

mill, and thousands of acres of 

prime agricultural land. He has 

operations in 19 African countries 

and 21 countries worldwide, 

employing over 8,000 people 

through his investments and 

operations. 

To help fund such stellar growth, 

Mr. Thakkar has brought in outside 

partners along the way. In the 

partnerships, Mara Group typically 

contributes the "on-the-ground" 

experience of doing business in 

Africa, while the other party brings 

in investment and expert knowledge 

about a certain business field. 

Mara is developing two real 

estate projects in Tanzania and 

Uganda, totalling over 4 million sq ft 

and valued at $720 million. Thakkar 

also has big plans for financial 

services. 

Personal motivation 

 Ashish devotes much of his 

energy to commercial and 

philanthropic initiatives in Africa. He 

has advised several heads of state in 

sub-Saharan Africa and has been 

profiled by several publications and 
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media outlets including Forbes, The 

Economist, CNN, Africa Business 

Journal, Ventures Africa, San Jose 

Mercury, Reuters and the BBC. 

 Naturally ambitious, Mr. Thakkar 

says he pushed himself to grow the 

business by measuring himself 

against others. 

For example, when his first 

packaging plant in Uganda had 

grown to produce 30 tonnes of 

cardboard a month, he visited a 

facility making 3,000 tonnes. 

"That made me realise I was still 

just a drop in the ocean," he says. "I 

am still a drop in the ocean but I am 

on my way to being a splash." 

Mr. Thakkar also highlights his 

desire or curiosity to learn from 

others. 

 

 

 

 

 

"I bugged everyone I met about 

their businesses and how they did 

what they did," he says. "It's a vital 

lesson that I want to pass on to 

anyone that will listen." 

Despite leaving school at just 15, 

Mr. Thakkar says he has no regrets 

about not staying on to gain 

qualifications or go to university. 

Instead he jokes that he should have 

quit school earlier. 

In the near future, Ashish J. 

Thakkar will represent East Africa on 

Virgin Galactic's mission into space, 

thereby making him Africa’s second 

astronaut. 

Recognition 

Mara Group has received global 

recognition for its achievements and 

contributions not only in Africa but 

also worldwide. In 2010, Mara 

Group was identified by the World 

Economic Forum as a dynamic high-

growth company with the potential 

to be a driving force for economic 

and social change. Ashish J. Thakkar 

was appointed as a World Economic 

Forum Global Young Leader.  

Opportunities in Zimbabwe 

When asked by Wilson 

Mudzungairi of the Newsday why he 

was coming to Zimbabwe and if he 

would be interested in doing 

business in the country, Thakkar 

said: 

 “I wouldn’t be coming to 

Zimbabwe if I didn’t think that this is 

a very exciting place with 

tremendous potential. I am 

confident that the business 

environment is improving and will 

continue to do so.” 

While many successful entrepreneurs 

have come from difficult backgrounds, few 

have faced the horrors that Ashish Thakkar 

and his family went through. 

I bugged everyone I met about 

their businesses and how they 

did what they did”-  Ashish 

Thakkar 
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His advice to young Zimbabwean 

entrepreneurs: “Never give up. 

Don’t take “no” for an answer. 

Learn from your mistakes. Learn 

from others around you as well. I 

would also encourage them to sign 

up for Mara Mentor by going to 

www.mentor.mara.com. This is one 

of the projects run by Mara 

Foundation, and it is an online 

facility that encourages knowledge-

sharing and interaction between 

young and ambitious entrepreneurs 

and business leaders from all over 

the world.  

It is a kind of social network with 

a purpose, where you can follow 

other entrepreneurs in your field, 

but you can also access training 

materials on building a successful 

business; participate in thought-

provoking discussions; and they can 

also get valuable advice from 

business leaders from across Africa 

and the world.” 

Speaking at the Alpha Media 

Holdings (AMH) Conversations in 

Harare on 3 April, Thakkar said the 

creation of an enabling business 

environment for the SME sector was 

key in addressing the 

unemployment scourge. 

“Unemployment in the country 

will not be solved by bringing in 

more investment or the creation of 

big industrial projects,” said 

Thakkar. “There is need to nurture 

SMEs for young entrepreneurs and 

to create an enabling environment.” 

Thakkar gave the example of 

South Africa where he said 65% of 

private sector employment was 

generated by SMEs. 

He said that most investors would 

rather seek to automate their 

industries and consequently employ 

less people as they seek to compete 

with countries such as China and 

other big nations on the global 

scale. 

“The key question is how to 

encourage the informal sector to 

enter the formal sector by creating 

tax breaks and related incentives. 

There is need to take SMEs 

seriously, this is the answer to 

unemployment,” said Thakkar. 

He pointed out that the 

competition and good corporate 

governance would also serve to 

create a better investment climate 

for the country. 

Partnership approach  

In 2013, Mara announced the 

formation of Atlas Mara Co-Nvest 

Ltd — a joint venture with Atlas 

Merchant Capital — a firm founded 

by Bob Diamond, former CEO of 

Barclays. The entity raised $325m 

ahead of its London Stock Exchange 

listing and intends to acquire and 

build a trading African financial 

services business. In 2013, Mara 

also established Mara Capital 

Partners to source and execute 

growth equity investments in Africa 

on behalf of third parties. 

Atlas Mara has injected $210 

million into ABC Holdings to acquire 
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a majority stake in the regional 

banking group.  

Words of advice 

Thakkar  advises would-be 

entrepreneurs that the road is not 

an easy one. 

"As entrepreneurs we do have to 

be different, we do have to be 

daring," he says. "It is an exciting 

journey, but you have to be 

prepared. It isn't easy. You're going 

to get knocked down so many times. 

You need to get up, you need to 

dust yourself off, and you need to 

get back to it." 

Question: Entrepreneurs have 

long avoided Africa for a variety of 

reasons, including geopolitical 

conflict and other perceived trade 

barriers. How have you managed to 

crack the continent? 

I think it's an amazing emerging 

market. We have more than one 

billion residents, so we've got so 

many opportunities, from basic stuff 

to technology. How we identify 

opportunities is by looking at the 

basics and realizing that there are so 

many things to be done. In 

agriculture, real estate, and 

hospitality, we just saw so many 

gaps in so many areas. We thought, 

How do we solve this? How would 

we as consumers have wanted this 

service? But the only way you can 

measure opportunity is by really 

feeling it in a literal sense. I’m based 

in Dubai, but I spend 20 days a 

month on the continent. 

Question: What are the barriers 

to starting and scaling a new 

venture in Africa? 

I don't think there are barriers. 

The key thing to understand is that 

we're not India or China; we’re not 

one country of a billion people.  

We’re 54 different countries as a 

continent and as sub-Saharan Africa, 

we're 46 countries. So how do you 

truly plug into the local state and 

then replicate it to make it 

multicountry? I think that’s where 

the opportunity lies. Everything is 

doable. The skill sets and the 

infrastructure in Africa are better 

than what people envision. The 

opportunity is more appealing 

because the barriers are perceived 

to be higher than they actually are. 

Question: In what sectors do you 

see the greatest opportunity in 

Africa? 

We’re seeing a lot of online and 

mobile-technology-related 

innovation. We have more mobile 

phone users than North America 

and Western Europe combined. So 

we truly have the ability to leapfrog. 

Having your bank account on your 

mobile phone in Kenya is normal, 

where the rest of the world still has 

credit cards or whatever else. I think 

that's where the opportunity is. 

Also, organic food processing will 

be another huge industry. People 

are complaining about food 

shortages in parts of the world. We 

have I think 60 percent of the 

world's rain-fed arable land. 
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Question: Are there any sectors 

that entrepreneurs should stay 

away from? 

I wouldn't say people should stay 

away from any particular industry, 

but there are sectors to be more 

sensitive about, like natural 

resources. I think foreign companies 

coming in and tapping into natural 

resources must be very cognizant of 

the fact that these resources belong 

to our country and the people of our 

countries. Extracting our raw 

materials and taking them 

elsewhere is not the way to do it. 

The way to do it is to look at adding 

value locally and then taking it to 

the next level. 

 Question: Reports show that 

corruption is a big problem for 

businesses in Africa. How do you 

work around this?  

That’s a great question. As I 

mentioned earlier, everything we do 

is above board. We do face some 

bureaucracy here and there, but it’s 

such a two-way street. If you 

entertain it they’ll take it, if you 

don’t entertain it, like we don’t, 

you’ll still get things done. When we 

genuinely face bureaucracy, I 

scream and shout and name and 

shame when I have to. I make sure 

that point is really made. So there 

are ways to kind of avoid it 

completely. Business can be done in 

a straightforward, ethical manner.  

A lot of governance is improving. 

I’ve seen it firsthand. I’ve been there 

for the last 20 years and I’ve been 

traveling the continent extensively, 

so I get it, I understand it. It just 

needs to be done properly and you 

can do it.  

Social responsibility  

Mara believes that being a 

successful business does not 

preclude a principled and socially 

positive investment approach. To 

this end, in 2009, Mara established 

Mara Foundation — a social 

enterprise that focuses on 

encouraging, mentoring and 

supporting young entrepreneurs in 

Africa. 

The Foundation works to create 

sustainable economic and business 

development opportunities for 

young business owners via its Mara 

Launchpad incubation centres and 

Mara Launch Fund. 

Based primarily in Uganda, 

Tanzania and Nigeria, since it was 

launched in 2009, more than 

160,000 entrepreneurs have 

received mentorship from 

established business leaders. 

For Mr Thakkar it is all about 

helping a continent that is "ripe for 

entrepreneurship because of its 

huge population of young people 

nourished on the idea of helping 

themselves". 
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Marketing: Social 

Media and How to 

Use it Effectively as 

a Marketing Tool 
 

By Brendan Palmer 

 

Social Media is arguably 

becoming the most effective and 

preferred method of marketing 

products and services to the general 

public and it is for good reason.  In 

today’s world of high pressure, high 

prices and high competition, we in 

business need to take full advantage 

of technology and whatever 

innovative ideas are available to us.  

Obsolete 

In recent studies carried out in 

the US, it was concluded that if your 

business is not online (or at least on 

social media) by 2015, it will be 

obsolete.  This is not a threat, it is 

real and it is relevant to us in 

Zimbabwe as much as it is to 

companies in New York, London, 

Sydney or Johannesburg.   

This article sets out the 

framework you can use to 

effectively leverage your Social 

Media presence to Market your 

business. 

What is Social Media? 

Social Media is an online place 

where people discuss topics, 

socialise and share ideas.  It is like a 

virtual bar, coffee shop, restaurant, 

shop, board room, networking 

event, university, movie theatre 

Why is Social Media an 

Important Marketing Tool? 

• Most people look online first 

• It is Free 

• People can find you easily 

• You can reach more customers, 

24 hours a day, 7 days a week 

from anywhere where there is an 

internet connection. 

 

How to Use Social Media to 

Market to Your Customers – 3 steps 

STEP 1 – UNDERSTAND THE 

MARKETING TRINITY 
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Get people to...know you, like 

you, trust you, so that they buy from 

you! 

Marketing is all about getting 

your products or services in front of 

as many potential customers as 

possible.  You can do this using 

Social Media, a website, networking 

events, traditional media and many 

more ways.   

People can only do business with 

you if they know about you and can 

FIND you, otherwise they simply go 

to the people they do know about.  

To ensure that you stand out from 

the crowd, and are the chosen 

company when it comes to your 

area of expertise, you want to make 

sure that people Know you, 

and Trust you.   

To get people to Like you, you 

and your business must appeal to 

your target customer.  You must 

share information with them that 

makes you likeable – e.g.  the image 

you portray through social media 

and the content you share must 

make you likable 

To get people to Trust you, you 

must provide a reliable, timely and 

dependable service that is 

consistent. 

Once you get people to Know, 

Like and Trust you, they are 

infinitely more likely to buy from 

you.  At this stage of the process, 

there is no selling, no sales, only 

building awareness and developing 

a relationship so that sales can be 
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e.g.  the image 

ou portray through social media 

and the content you share must 

To get people to Trust you, you 

must provide a reliable, timely and 

dependable service that is 

Once you get people to Know, 

Like and Trust you, they are 

more likely to buy from 

you.  At this stage of the process, 

there is no selling, no sales, only 

building awareness and developing 

a relationship so that sales can be 

made in the future.  Always 

remember that Patience is required.

 

STEP 2 – YOUR SOCIAL MED

STRATEGY 

The next 

step is putting 

together your 

Social Media 

Strategy. 

Firstly some 

research is 

required. 

 

RESEARCH 

• Know - Who are your customers?

• What can they afford to spend 

with you? 

• Where do they do their 

shopping? 

• What do they do to relax?

• What is their 

age/gender/race/religion etc

• Know - Where are they hanging 

out on Social Media?

• Are they on Facebook? 

• Are they on LinkedIn? 

• Are they on Twitter?

• Are they on other Social Media 

Platforms? 

 

STEP 3 – YOUR ACTION PLAN

The final step is to take Action.  

The 10 steps below are a guideline 

of a Social Media Action Plan

• Complete your Social Media 

Strategy  - answer all the 

questions above 
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made in the future.  Always 

remember that Patience is required. 

YOUR SOCIAL MEDIA 

Who are your customers? 

What can they afford to spend 

Where do they do their 

What do they do to relax? 

age/gender/race/religion etc 

Where are they hanging 

out on Social Media? 

Are they on Facebook?  

Are they on LinkedIn?  

Are they on Twitter? 

Are they on other Social Media 

YOUR ACTION PLAN 

The final step is to take Action.  

The 10 steps below are a guideline 

Media Action Plan: 

Complete your Social Media 

answer all the 
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• Pick 1 platform to start with and 

set this up e.g. Facebook. 

• Research the Etiquette of that 

platform – read articles online, 

go onto the platform and get a 

feel for it, join groups, Like pages 

• Prepare content – 10 

Tips/Quotes/Snippets, 10 

pictures/photos, 10 micro-blogs 

(50-100 words) 

• Post at least 3 posts on your 

chosen platform 

• Invite people to either Like your 

page, follow you or find 

connections 

• Continue posting – at least 1 post 

a day on your platform, engage 

on others’ platforms and in 

groups 

• Check once a day for activity and 

respond to any comments. Use 

Hootsuite to manage your posts 

– research this and learn the 

benefits. 

• Be Patient 

 

To become effective on Social 

media, here are our TOP 10 SOCIAL 

MEDIA TIPS: 

• BE ORGANISED - Get a Word 

Document and write down ALL 

your passwords 

• BE BRAVE - Don't be afraid, just 

do it – break the ice and do your 

first post 

• BE MINDFUL with your posts to 

build loyal followers 

• LIMIT SALES - Limit the amount 

of selling you do on social media 

• NO 3
RD

 PARTY ADVERTS - Never 

post adverts on other people’s 

pages or groups 

• ENGAGE  with others in your 

industry – get involved in 

discussions, comment on posts 

etc – so people get to KNOW, 

LIKE and TRUST you 

• SEARCH AND RESEARCH - 

Continually look for and think 

about interesting things to post 

• BUILD RELATIONSHIPS - Find the 

key influencers in your market 

who have quality audiences and 

BUILD relationships with these 

people 

• ACKNOWLEDGE ENGAGEMENT - 

Acknowledge all engagement 

• RECIPROCITY – share other 

peoples info on your platforms 

Social Media is here to stay and it 

is popular.  People are using it and 

more and more new people are 

joining every day.  These new 

people joining, could very well be 

your best customers, don’t let them 

fall through the cracks.  

“It is not the strongest of the 

species that survives, nor the most 

intelligent that survives. It is the one 

that is most adaptable to change” - 

Charles Darwin. 

Article by Brendan Palmer,  

Trainer | Coach |Consultant | 

Author | Speaker 

www.sabrebusinessworld.com 

Phone    +263 772 236 625  

http://www.facebook.com/sabre

businessworld 
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The difference 

between Customer 

Care and Customer 

Service 
 

By Tendai Maguwu 

 

  

 

 

 

 

 

 

 

Some customer service experts 

view customer service as the act of 

serving customers and customer 

care as the cultivation of 

relationships with customers with 

the view to getting more of their 

wallets are by serving them better 

as a result of knowing them better 

via the relationships. Put differently, 

according to the experts customer 

service is a transactional 

relationship while customer care is 

relationship-based service. We, 

however, believe that, firstly, 

customer service is about serving 

customers and building sound 

relationships with them. In other 

words, what the experts call 

customer care is customer service. 

Secondly, we believe that if any 

enterprise is serious about using 

service excellence as a 

differentiating strategy for their 

brand, the word care should have 

no place in such an enterprise.  

Care 

One definition for the word “care” is 

the provision of what is necessary 

for the health, welfare, 

maintenance, and protection of 

someone or something. It is also 

defined as doing something 

carefully to prevent damage or risk. 

The noun can also be used to refer 

to concern. The first definition gives 

the impression that the customer is 

someone for whom the enterprise 

should do something so that 

nothing negative happens to him. 

The second definition paints a 

picture of someone who cannot do 

something for themselves and 

depend on the service providing 

organisation to prevent damage or 

risk happening to them. It places 

customers at par with children, 

animals or crops which cannot think 

or do anything for themselves. The 

experts’ care obviously comes from 

the word concern as they think that 

cultivating good relationships with 

customers is a show of concern for 

their needs but is still incorrect. The 

phrase “customer care” has been 

used by many enterprises too often 

that even the customers are now 

endorsing that they need care 

instead of service by using it 

themselves. A definition of the word 

customer will demonstrate why it is 

wrong to use the word care in your 

service strategy. 
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Customer 

The word customer has its origins in 

the word custom which means trade 

or business. A customer to any 

enterprise is a bearer or bringer of 

business or trade. All businesses 

depend on the custom which 

customers bring. For this reason it is 

wrong to view them as requiring 

care. Customers do not pay to be 

cared for. They pay to be served. 

They bring money which they 

exchange for goods or services. The 

fact that they can take their needs 

elsewhere makes them more 

important. Enterprises, however, 

should not show this importance by 

viewing the customers as objects of 

their “care.” 

Service 

The proponents of the customer 

service-customer care dichotomy 

define customer service as the 

processes involved in meeting 

customers’ needs. The day to day 

tasks which their junior staff 

members carry out in meeting 

customers’ needs are less important 

than their (managers’) own 

customer care jobs. Nothing is 

further from the truth. Despising the 

lowly customer interface is 

dangerous as these encounters 

create a cumulative and aggregate 

service experience which customers 

use to judge your brand and decide 

whether to keep giving you more 

custom or to move it elsewhere. 

Ensure that every service encounter 

which customers have with your 

staff is an opportunity to impress. 

You may be planning strategies to 

“care” for your customers but if 

your service staff has failed to 

impress a customer you may never 

have the chance to “care” for the 

customer as s/he will have moved to 

your competitors.  

Some of our customers 

commented that our argument was 

too steeped in semantics. While 

they may be correct to some limited 

extent, we believe that meaning is 

what defines things. Meaning 

influences attitude. If you teach 

your staff that customers need care 

they will treat the customers as 

people who depend on the favour 

which they (staff) do them. If you 

teach them that customers are key 

stakeholders on whom your 

enterprise depends for survival they 

will treat them differently. They will 

serve them well and not care for 

them.  

 

 

 
 

 

 

An idea that is not 

dangerous is 

unworthy of being 

called an idea at all. 

[Oscar Wilde] 
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By the BusinessLink team 

 

 

 

 

 

Glossophobia is a word not many 

people have heard of but know 

about. It is the fear of public 

speaking and comes from the Greek 

glōssa, meaning tongue and phobos, 

fear or dread. 

Public speaking is the number 

one fear among people, followed by 

the fear of death. Although affecting 

many people, this fear is an 

imagined one. Good speakers have 

had to overcome this fear in order 

to make excellent presentations.  

We picked the brains of two 

experts and here is their advice on 

how you can overcome 

glossophobia and make show 

stopping presentations.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Matt Abrahams is a Stanford 

University lecturer and expert on 

public speaking. 

As a 

communic

ation 

professor 

and 

coach, I 

hear a lot 

from 

presenter

s about 

anxiety. 

Their two 

greatest 

fears are that they will forget what 

to say and that the audience won’t 

remember what was spoken. These 

fears are certainly understandable, 

but create much angst among 

nervous and novice presenters. In 

How to make a showstopping presentation 
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my words of advice, I will suggest 

several steps you can take to make 

your presentations more 

memorable for everyone.  

Structure Sets You Free 

A powerful way to help you 

remember your presentation is to 

give your content a structure. 

Research shows that people retain 

structured information up to 40 

percent more reliably than 

information presented more 

randomly. Some presentation 

structures you can rely on include:  

Past-Present-Future, which is 

good for providing a history or 

leading people through a process. 

Comparison-Contrast, which is ideal 

for showing the relative advantages 

of your position. 

Cause-Effect, which helps people 

understand the underlying logic of 

your position 

Having a structure helps you 

remember what to say because 

even if you forget the specifics, you 

can use the general framework to 

stay on track. If you are in the 

middle one portion of your talk and 

blank out, recalling your structure 

will tell you the portion that comes 

next. 

The Right Way to Practice 

Many presenters don’t practice 

properly. They simply mentally 

rehearse or flip through a slide 

deck--all passive approaches that 

don’t really simulate the conditions 

of a presentation. To practice 

effectively, you also need to stand 

and deliver, even if you are 

presenting virtually.  

Hearing your own voice and using 

relevant, appropriate gestures may 

improve later recall.  

One useful technique called 

focused practice involves taking one 

aspect of your presentation like the 

introduction and delivering it over 

and over until you've nailed it. 

(Note: Don't memorize your 

presentation because memorization 

invites blanking out). Next, you 

move on to another aspect of your 

presentation, such as transitioning 

between two specific visual aids. 

Focused practice allows you to feel 

less anxious because you won't 

expend mental effort thinking about 

every aspect of your presentation. 

The place where you practice 

your speech should be where you're 

going to deliver it, or at least 

someplace similar. For example, if 

you're about to give a speech in a 

large room with big windows, you 

should practice your speech in a 

loft. Since the surroundings feel 

comfortable, this will make you feel 

confident. 

The same rule applies when 

presenting via the Web or 

teleconference. Practice with the 

technology you will be using, 

especially since you never know 

what might happen.  
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Make a grand opening, says 

Scott Schwertly   

Scott is the author of How to Be a 

Presentation God and CEO 

of Ethos3, a presentation boutique 

providing professional presentation 

design and training for national and 

international clients, ranging from 

Fortune 500 companies to branded 

individuals like Guy Kawasaki.  

We’ve all been there before: 

staring at the glow of your blank 

computer screen with no idea on 

how to open or start your talk. Here 

are 4 powerful ways to open a 

presentation: 

1. Use Silence 

Most people won’t be able to pull 

this off very easily, but if you are 

feeling like a rockstar during your 

next presentation, opt for silence. 

Say a few words then be quiet. Say a 

few more words then be quiet. It’s a 

quick and easy way to own the 

room. Just make sure you can hold 

your composure. 

2. Point to the Future or Past 

I have two simple statements for 

you: 

-Prospective (looking to the 

future): “30 Years from now, your 

job won’t exist.” 

-Retrospective (looking to the 

past): “In 1970, Japan owned 9% of 

the market. Today, they own 37%.” 

The reality is that looking into the 

future or past always sparks 

engagement since that’s where our 

hearts live. 

3. Quote Someone 

The easiest way to open a talk is 

simply to quote someone. Think 

about that last presenter you heard 

when they opened their talk with a 

quote from Albert Einstein or 

Napoleon. A quote equals instant 

credibility. 

4. Tell a Story 

Here’s the amazing thing about 

stories: If your presentation is based 

solely on facts and stats then your 

audience is going to react in one of 

two ways: 1) agree or 2) disagree. 

However, if you tell a story, your 

audience will participate with you. 

Still not sold? Stories have been 

known to increase audience 

retention by up to 26%. 

So, what are you waiting for? 

Experiment. Try something new. 

Step outside your comfort zone. 

You’ll see some amazing results by 

trying any one of these techniques. 

 

Share your tricks and tactics on 

presentation and public speaking by 

email to 

chichonip@smebusinesslink.com.   
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Entrepreneurs on 

fire: Tsitsi Mutendi 
 

 

This month’s Zimbabwean 

entrepreneur on fire is Tsitsi 

Mutendi.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Tsitsi ‘s inspirational Quote  - “I 

am here for a purpose & that 

purpose is to grow into a mountain 

and not shrink to a grain of sand. 

Henceforth I will apply all my efforts 

to become the highest mountain of 

all and I will strain my potential until 

it cries for mercy.” Og Mandino 

Tsitsi Mutendi is a 

businesswoman on the path of 

growing a media empire that “Tells 

Africa’s story”. Using her past 

experience at top brands, in her 

chosen path of media and 

publishing, 2011 she pioneered to 

establish Zimbabwe’s first glossy 

magazine of international standards 

(JEWEL Magazine). She is the co 

founder of DanTs Media the Media 

house which owns and manages 

JEWEL and other contract published 

publications. She has been key in 

the strategic growth and planning of 

DanTs Media and the set up of the 

contract publishing department. 

Tsitsi is also the CEO and creative 

director of MUCHA Couture, which 

was formed in 2010.  MUCHA 

Couture is a Fashion House that 

currently owns and operates a 

Ready-To-Wear (RTW) 

Line. MUCHA designs, manufactures 

and distributes highly desirable 

ladies clothing which are sold 

exclusively through a small number 

of selected department and 

specialty stores. Not for the 

fainthearted MUCHA African Coutur

e is a non-conformist celebration of 

all things African. 

Tsitsi’s initial experiences in 

business are formative insofar as 

they helped her early on to 
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understand how to best work with 

all types of personalities and 

develop strong creative problem-

solving skills.  

 

 

 

With experience in corporate 

marketing, Tsitsi understands how 

to create successful 

communications, marketing 

strategies and powerful branding 

concepts. She has led successful 

teams, which involved qualified and 

thoughtful selection of employees 

and consultants to help ensure the 

success of a project. 

In 2013 she was chosen as 

Zimbabwe’s candidate for the 

prestigious Fortune magazine Global 

Women’s Mentorship Programme 

nomination which saw her spend 

time at Time Inc under the Executive 

Vice President and Group President, 

Lifestyle Group, in New York. 

2013 has also seen Tsitsi 

expanding her Media portfolio 

offering by her dwelling into film 

and production by being the 

Excutive Producer for local 

production Salondotcom. Through 

this project Tsitsi and her partner 

have launched JEWEL TV which will 

give millions of Zimbabweans fresh 

local content and a new viewership 

option. 

 

Twitter:    @jewelmagzw   &   

 @TsitsiMutendi 

Facebook:           Jewel Magazine 

LinkedIn:           Women of Legacy 

Foundation 

 

Source: 

http://www.zimnovators.com/ 

 

 

'We are what we repeatedly 

do. Excellence, then, is not 

an act, but a habit'. 

-Aristotle 
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Getting the most out 

of exhibitions 
 

By Tendai Maguwu  

Exhibitions, which refer to an 

organised display of products and 

services to large numbers of 

potential and existing customers by 

an enterprise or individual, have 

become a very popular in Zimbabwe 

especially following the dollarisation 

of the economy in 2009. A number 

of new exhibitions have come onto 

the market since that time. These 

include the MASXPO, the Sunday 

Mail Bridal Expo, ZimBuild, Good 

Living Expo and the SME 

International Expo.  

This development has been 

underpinned by the need to 

increase brand exposure to the 

market following the 

hyperinflationary era of 2007 and 

2008. In the past SMEs could not  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

afford to participate at major 

exhibitions such as the Harare 

Agricultural Show and the 

Zimbabwe International Trade Fair 

(ZITF) but over the past few years 

they are increasingly being afforded 

space to parade their brands. For 

example, during the 2012 Harare 

Agricultural Show SMEs made up 

two thirds of the exhibitors and 

occupied 62 % of the total 

exhibition space. 

Exhibitions have also become 

popular because of their advantages 

over other brand marketing 

strategies. They bring an 

enterprise’s most active customers 

and prospects to it. Exhibitions also 

enable enterprises to demonstrate 

products and meet their customers 

face to face. They help enterprises 

to cultivate relations with customers 

and other stakeholders such as 

distributors and agents. 
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 Exhibitions are excellent means 

of personal selling to prospective 

customers and to build customers 

and prospects databases. If well 

planned, they generate media 

exposure and brand awareness. 

Exhibitions are also very good places 

to launch new products and 

services. Africom launched its new 

corporate and service identities 

during the 2010 ICT Africa exhibition 

and used the platform to explain its 

new positioning as an internet 

service provider to individuals in 

addition to being data carriers for 

corporates for which the company 

had been known. 

Despite the popularity of 

exhibitions as a brand marketing 

strategy, many enterprises 

especially SMEs are still leaving a lot 

of money on the table by not 

properly planning their exhibition 

participation in order to get the 

most out of the events. Many 

emerge from exhibitions a 

disappointed lot because they will 

not have made a lot of money as 

they intended. Poor proper planning 

invites poor performance.  

Objectives 

When planning for your exhibition 

participation, formulate goals or 

objectives which you strive to 

achieve using the exhibition. The 

goals should be specific and 

measurable. It is not enough to 

state that you wish to meet and 

recruit more distributors without 

specifying the targeted number. 

Specific goals make it easier to 

evaluate your exhibition 

participation at the end of the 

event. Exhibition goals should be 

driven by your brand marketing plan 

objectives. 

Exhibition Stand 

 This is another area where some 

enterprises let themselves down. 

Every exhibitor dreams of hosting 

the highest number of visitors but 

without planning for it the event can 

end up a huge disappointment. 

The impact of your exhibition 

stand depends on your objectives. If 

you intend to demonstrate a 

product your stand design should 

incorporate this.  

The same applies if you are going 

to explain a new service to visitors 

which would necessitate a sitting 

area. If you wish to showcase a 

product which appeals to the youth, 

your stand theme should appeal to 

your target market. Yes, many of the 

exhibitions listed in the first 

paragraph are housed in shell 

scheme type of stand which does 

not allow much for creativity. Do 

your best to be creative within the 

limits of your stand to ensure that 

your stand stands out through the 

use of colours, graphics, fonts and 

lighting. 

Marketing the event 

Many exhibition organisers market 

their events extensively to ensure 

high attendances. A good number of 

exhibitors rest on their laurels 

arguing that the organisers’ 
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marketing efforts are enough to 

funnel visitors to their stands. 

Nothing is further from the truth. 

Marketing enables you to invite the 

numbers and types of visitors who 

would enable you to meet your 

targets. Global research indicates 

that 83% of the most successful 

enterprises in terms of generating 

business and collecting leads are the 

ones which invite their customers 

and prospects before the event.  

Exhibition organisers can invite 

people to their exhibition but they 

have no responsibility of ensuring 

that the visitors so invited walk 

through your stand entrance. If you 

are looking for new brand 

distribution agents your organiser 

will not do this for you. Market the 

event to your targeted visitors to 

ensure that they visit your stand. E-

mail them. Use your Facebook page 

to invite would be visitors. Write 

letters to invite visitors and use 

advertising to market the event. 

When inviting visitors state why 

they should visit your stand and 

emphasise on the benefits of doing 

so.  

Exhibition staffing 

Another key area where most 

entrepreneurs get it wrong is 

exhibition stand staffing. Train your 

staff in terms of your enterprise’s 

exhibition goals and how their 

individual roles will help to achieve 

the goals. Train them on how to 

attend to the various types of 

visitors who are going to call at your 

stand. Ensure a balanced skills mix 

in your exhibition stand staff to 

make sure that every kind of visitor 

will be attended to well.  

When choosing exhibition staff, 

do not use seniority but 

competence and one’s knowledge 

of your products and services. Pick 

those who demonstrate a genuine 

love for your enterprise and its 

brands. Explain your selection 

criteria to your entire team to 

prevent disgruntlement. Train the 

staff on good exhibition staff 

etiquette to ensure that they put 

your enterprise’s best foot forward 

during the event. Outlaw cellphone 

answering, gum-chewing and nail-

filing among other things. Choose a 

suitable “exhibition uniform” to 

build your profile at the exhibition. 

This can be golf shirts whose collar 

colour may be your corporate colour 

or the colour of your flagship 

product brand. 

 Ensure that your staff has name 

tags for ease of identification. Teach 

them how to qualify and collect 

leads. When planning exhibition 

stand staffing, remember that 

generally each staff member can 

work optimally for about 4 hours. In 

view of this run shifts to deal with 

the counter-productive fatigue 

which may set in. Shifts enable your 

staff to relax and eat away from the 

view of visitors. 

Follow up and evaluation 

After the event, follow up on all 

leads by phone, e-mail or sales 
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visits. Visitors assess the seriousness 

of the various stands which they 

visit by the seriousness with which 

the companies carry out post-

exhibition follow up. Dispatch 

information to those who showed 

interest in your enterprise or 

brands. Send thank you letters to 

those of your invitees who showed 

up. Send a sales team to those 

visitors who invited your enterprise 

to their companies for further 

discussions. 

Revisit your exhibition plan to assess 

the success you realised at the 

exhibition. Where you have failed 

discuss with your team to establish 

where you went wrong. Devise 

means of getting right what went 

wrong.  

Even if you have not achieved all 

your goals do not despair. 

Concentrate on the lessons learnt. 

Record what you have learnt so that 

you can use it during the following 

exhibition. Do not abandon an 

exhibition because you did not 

achieve your goals. Try again the 

following year. Exhibit at least three 

times at the same exhibition to 

make a meaningful assessment 

before moving to another.  

 

 

 

 

 

Technology: Must 

Have- Sell with a 

Mobile  a Swipe  
 

 

 

 

 

 

 

 

 

 

Sell and get paid with a 

Swipe on your phone 
After you sign up for Square, the 

company will mail you a free card 

reader that plugs into your phone 

and scans credit cards. Square lets 

you accept payments from Visa, 

American Express, MasterCard, and 

Discover credit cards for a flat rate 

of 2.7 percent, and deposits show 

up in your account the next day. 

 

Square, by Square Inc. 

 

Available for: iPhone, iPad, and 

Android.  

Cost: free 
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Make Sure You're 

Not Using the 'Worst 

Passwords of 2013'  

 
By Kyle Russell  

It turns out most people use 

combinations that are way too 

simple.  

When setting up apps for the first 

time, it's tempting to use a simple 

password like 'qwerty' or '000000' 

so that you don't have to remember 

one more combination of numbers 

and letters. 

As it turns out, a lot of people 

give in to that temptation. Drawing 

from the Adobe security breach that 

distributed millions of passwords 

last year, password management 

application developer SplashData 

has compiled a list of the worst 

commonly-used passwords in 2013.  

Make sure that you aren't using 

any of the passwords below. You're 

putting your application data at 

serious risk if you do, as would-be 

hackers know to try them first. 

Rank Password: 

1. 123456 

2. password 

3. 12345678 

4. qwerty 

5. abc123 

6. 123456789 

7. 111111 

8. 1234567 

9. iloveyou 

10. adobe123 

11. 123123 

12. admin 

13. 1234567890 

14. letmein 

15. photoshop 

16. 1234 

17. monkey 

18. shadow 

19. sunshine 

20. 12345 

21. password1 

22. princess 

23. azerty 

24. trustno1 

25. 000000 

 

If you need help coming up with a 

strong password, SplashData has 

some helpful advice: 

Use passwords of eight characters 

or more with mixed types of 

characters. But even passwords with 

common substitutions like 

"dr4mat1c" can be vulnerable to 

attackers' increasingly sophisticated 

technology, and random 

combinations like "j%7K&yPx$" can 

be difficult to remember. One way 

to create more secure passwords 

that are easy to recall is to use 

passphrases -- short words with 

spaces or other characters 

separating them. It's best to use 

random words rather than common 

phrases. 

For example, "cakes years 

birthday" or "smiles_light_skip?" 

Avoid using the same 

username/password combination 
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for multiple websites.  Especially 

risky is using the same password for 

entertainment sites that you do for 

online email, social networking, or 

financial service sites. Use different 

passwords for each new website or 

service you sign up for." 

To remember your passwords, 

write them on a word document 

and save them on a secure 

computer or mobile device, so that 

they are accessible to you when you 

need them 

This article was originally 

published on Business Insider. 
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Starting Up: 8 

Reasons Why Not to 

Write a Business Plan 
By Phillip Chichoni 

 

 

I wrote the book Business 

Planning Simplified in 2008 after I 

needed to write a business plan in 

order to get into a deal with a 

business partner. I carried out a lot 

of research to find out as much as I 

could about writing a good business 

plan. 

I have developed many business 

plans for business owners, the 

majority of which succeeded in 

getting funding.  

Six years later I am writing 

another book,”Start up Fast, Lean 

and Smart”. My advice to new 

entrepreneurs is: forget the 

business plan.   

More and more professionals 

agree that a better strategy is to 

explore and fine tune your 

assumptions before declaring a 

specific plan with financial 

projections based only on your 

dream and passion. 

Here are the eight reasons 

why you should not start by 

writing a business plan: 

 

1) A business plan is a work of 

fiction. The business plan’s main 

flaw is that it is based on 

unproven theories or guess 

work. Entrepreneurs basically 

write their plan on a desk. When 

the product goes to the market, 

that is when the tyre hits the 

tarmac. Customers may or may 

not like the product.  

2) No-one reads it. Traditional 

business plans are too long and 

no-one has time to read them. It 

is only required when one is 

seeking funding from a bank or 

an investor to expand an existing 

business, where detailed 

information is required, and not 

when you want to start up fast.  

3) A startup is not a business. 

Instead it is an experiment to 

find a business model that works 

and has high growth potential. 

Writing a long business plan 

based on unproven assumptions 

with lots of unknowns is a waste 

of time. Even the most 

meticulously written plan never 

works out exactly as you 

envisage.  
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4) The only reliable test is a real 

one. Market research techniques 

for trying to predict the market’s 

response to a new venture can 

be costly and are often 

unreliable. Testing for real is the 

assumption behind approaches 

such as Lean Start-up. It is also 

what explorers do – they go and 

look, instead of trying to predict 

from a distance what they will 

find. 

5) Get started and build 

momentum. Too much 

hesitation will kill any new 

venture, as markets move quickly 

and difficulties mount. Getting 

started helps generate 

momentum and creates a sense 

of accomplishment, which can 

carry your start-up through many 

obstacles. Early perseverance 

pays off. 

6) Look for new opportunities. 

Many useful opportunities are 

either created by what you do 

early, or are only revealed once 

you have started and can see out 

there. So keep your eyes open 

and respond to new customers, 

markets and partnerships. You 

will also find that looking hard 

helps eliminate opportunities 

that are not right for you. 

7) Build and use social capital. 

Social capital is people and 

connections. No entrepreneur 

can survive as an island. Social 

capital is as important as 

financial capital for all ventures. 

As with all capital, you can use 

only as much as you have 

acquired to-date. If you have no 

social capital, no business plan 

will likely get you the financial 

capital you need. 

8)  Acquire the relevant skills.  

Three basic skill sets are required 

for successful delivery of almost 

every venture. These are: 

• Financial management 

• Production capabilities 

• Marketing and sales. 

If you don’t have the relevant 

skills and knowledge, take time to 

build them or find someone to 

partner with, before you attempt 

any business plan. 

See the more indepth article 

entitled: Creating an 

Entrepreneurial, Innovation Based 

Economy is Key to Jobs Creation and 

Growth in the April issue which you 

can download on our website. 

Email feedback to : 

chichonip@smebusinesslink.com 
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PBC vs Company- a Comparative Analysis 
 

By the BusinessLink Team 

 

 

In last month’s issue, we looked at the Private Business Corporation in detail, 

as a cheaper alternative incorporation vehicle to a Private Limited Company. In 

this issue, we point out the similarities and differences between the two as well 

as advantages and disadvantages of a PBC. 

A Comparative Analysis of the Private  Company and the Private Business 

Corporation as Incorporation Vehicles 

Private Company Private Business Corporation 

Juristic Person Juristic Person 

Enjoys Perpetual Succession Enjoys Perpetual Succession 

Can Have A Maximum Of 50 

Members 

Can Have A Maximum Of 20 

Members 

Companies Can Be Shareholders 
Companies Cannot Hold A Member’s 

Interest 

Comprised Of Directors And 

Shareholders 
Comprised Of Members 

Has A Memorandum Has A Founding Statement 

Registered Articles Of Association 
Articles Of Association Are Not 

Required 

Compulsory Annual Return To Be 

Lodged 
No Annual Return To Be Lodged 

Has Share Capital Has Member’s Contributions 

Has An Auditor Has An Accounting Officer 

Convenes An Annual General 

Meeting 

Annual General Meeting Not 

Required 

Certificate Of Incorporation Certificate Of Incorporation 

Members Hold Shares Members Hold Member’s Interest 

Can Acquire Its Own Shares Under 

Certain Circumstances 
Can Purchase A Member’s Interest 

Directors Are Responsible For The 

Day To Day Management Of The 

Company 

Members Are Responsible For The 

Day To Day Management Of The PBC 
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Legal strategies for wealth management and preservation must evolve 

around the optimum use of the three fundamental corporate principles: 

Perpetual succession, Limitation of liability, and Corporate body status. 

 

Perpetual succession 

This attribute allows the business to perpetuate itself beyond the lives of 

those who formed it hence lending the business the opportunity to become 

trans- generational provided minimal statutory regulations are adhered to. 

Perpetuity attracts a wider range of specialized skill to the business which in 

turn contributes to business development . 

The Labour Act provides that a contract of employment is automatically 

terminated on the death of the proprietor which in most cases spells doom to 

the employees concerned. 

Under either company, it is fairly easy to attend to succession issues. In the 

case of a private company, this can be achieved through a change in or a sale of 

shareholding. Under a PBC, succession issues are attended to through the 

rectification of the certificate of interest. 

 

Limitation of Liability. 

• Both structures allow a limitation of liability in the absence of fraud or 

manifest injustice to third parties 

• Liability is limited to the contributions that members have make in the event 

of the winding up of the business. 

• In the absence of fraud, limitation of liability in an operating environment 

involving risk, is a good insulator of   assets.  

•  Comparatively both business models address the doctrine of limitation of 

liability without fundamental differences                                                

Register Of Members No Register Of Members 

Limited Liability Limited Liability 

Audited Financial Statements No Financial Statements needed 

Prohibition On A Company To 

Provide Financial Assistance For The 

Acquisition Of Its Own Shares 

No Prohibition On A PBC To Provide 

Financial Assistance For The 

Acquisition Of A Member’s Interest 
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.Corporate Body Status. 

• Both business models recognize 

their respective entities as 

juristic persons with a separate 

legal identity from its members. 

• The doctrine is a useful tool for 

creating a dichotomy between 

the personal assets of members 

and those of the business. 

• Both benefit from the 

presumption of procedural 

regularity which is embodied by 

the certificate of incorporation. 

• Both have in built mechanisms 

designed to protect shareholders 

(in the case of the private 

company) and to protect 

members from oppression (in the 

case of the PBC). 

• Both models have   self-

regulating mechanisms  which 

create a balance between the 

rights and obligations of the 

members of the company/PBC 

• Disposal of a member’s interest 

especially in the case of death, 

may be fraught with difficulties.  

• The corporate veil can be lifted 

for similar reasons in either case. 

(Section 318 of the Act as read 

with Section 43 of the PBC Act). 

• The private company can borrow 

from its own members and 

directors and can even grant 

them a preference of other 

creditors. 

 

Some Advantages 

• Easy to establish and to operate 

with minimal regulatory 

requirements. Low costs of 

establishment and easy to run 

with no requirement for 

meetings. 

• The life of the PBC is perpetual 

• Members of a PBC have a limited 

liability for the debts of the PBC 

except under certain exceptional 

circumstances. E.g. where a 

member acts irresponsibly 

• Transfer of ownership is easy 

• Fewer legal requirements than a 

private company 

• No need for audit 

• Minors accepted as members 

• Minimal number of members is 

one. Many people have been 

forced to include people they did 

not want to meet the minimum 

requirements for a private 

limited company 

• Unlike a Private limited company 

a PBC may assist a member 

financially to acquire an interest 

in the corporation should the 

member need capital. See 

section 36 
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• Making changes/amendments to 

the Founding Statement of a PBC 

is easy and inexpensive. 

• A PBC has no board of directors 

like a company, management is 

therefore the responsibility of 

the members, as they are usually 

hands-on with the day to day 

running of the establishment. 

Disadvantages 

• Members restricted to 20 natural 

persons which may limit the 

expansion of the business. 

• When applying for a loan, banks 

or other financial institutions 

might require the financial 

documents of the PBC to be 

audited. Financial aid will be 

considered only after the PBC 

has been audited. 

• It could be difficult for members 

to leave the PBC or to pay a 

member their portion because all 

members must agree to dispose 

of a member’s interest. 

• Because every member may act 

as a representative or agent of 

the PBC, the PBC is bound by its 

member’s actions, introducing a 

potential risk to the business 

entity! 

• A PBC cannot be sold to a 

company simply because a 

Company cannot be a member of 

a PBC.  If a Company wants to 

take ownership of a PBC, the PBC 

first needs to be converted into a 

company. 

• A PBC cannot become part of a 

group structure, meaning that a 

PBC cannot become a member of 

a Company or another PBC. 

• Major decisions concerning the 

PBC can be made by 

member/members who have a 

total membership of at least 

75%. Decisions like these must 

be in compliance with the PBC 

agreement drawn up between 

the members of the PBC. 

 

.                            
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 Mark Cuban’ s 12 Rules for Startups 
The  multi-millionaire entrepreneur and owner of popular American 

basketball team the Dallas Mavericks, shares some insights on starting a 

business.  These are edited excerpts from his book How to Win at the Sport of 

Business: If I Can Do It, You Can Do It (Diversion Books, 2011)  
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                              . 

Growth: SMEAZ offers affordable office 

space in the CBD 
 

Many new startups cannot afford commercial office space, especially in the 

early stages of their businesses. There are also free lancers and consultants 

who work from home but occasionally need  to meet customers or conduct 

business meetings in a decent city centre office. The Small Enterprises 

Association of Zimbabwe has come up with a low cost solution- office space. 

Situated at the prestigious Batanai Gardens, the offices come fully equipped 

to enable entrepreneurs to carry out their business smoothly and comfortably. 

 Workstations consist of an open plan desk and chair and an internet 

connection. For that, the cost is just $100 per month. If you want your own 

enclosed office, the price starts at $200 per month. A virtual office, where you 

can have your mail dropped and which address you can use for your business 

correspondence, the price is $30 per month.                                                                                             



BusinessLink Magazine                                                         Page 43 
 

The following services 

are offered at the 

offices, all  at affordable 

prices: 

• Business cards and 

stationary design 

and printing 

• Photocopy and fax 

• Email domain 

hosting 

• Use of boardroom 

and training room 

Beyond just office 

space, the Association 

has several other 

programs to boost small 

business operators, 

including: 

• A prominent 

advertising 

platform 

• A savings and 

credit platform 

that enables one 

to get value from 

their savings and 

get credit when they need it 

at an affordable cost 

• Training and development 

• Lobbying and advocacy 

Detail of these facilities are 

available at the Association’s 

website, www.smeaz.org.zw 
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The Zimbabwe 

Situation: What If 

Things Never 

Get Better? 
 

By Max Soutter  

“But what if the situation in 

Zimbabwe doesn’t get better? What 

do we do?” I was asked this very 

recently by a certain business 

person. 

It’s a fair question. 

I have three suggestions, but first, 

I must admit to being an optimist, a 

stubborn one at that. The optimists 

problem is his blindness to just how 

bad things really are – he feels there 

is a way out even when he should 

be panicking. He’s too 

easily distracted by the 

opportunities around him to see 

how hard that stuff has really hit the 

fan! 

Poor guy. 

“…but seriously, what if things 

never do get better?” 

“Max, for years optimists have 

been saying things will get better, 

the Zimbabwe situation will turn 

around, but it hasn’t. Many people 

have grown sick of hearing “it can’t 

go on much longer, it can’t possibly 

get any worse”, they just don’t 

believe it anymore.” 

And it is well-known that there 

are many things that need 

bettering. 

• Electricity supply 

• Employment rate 

• Water supply 

• Our roads 

• Corruption 

• Dead manufacturing sector 

• Government policies 

• Relationships with investors 

And so on 

Isn’t there a real possibility that 

these situations will NOT get better? 

I don’t think so. 

Problems aren’t permanent, 

they’re just opportunities waiting to 

be discovered and capitalized on. 

Sooner or later, right now or at 

another time, the people who can 

see this will show up (they have 

already). People with the requisite 

skills, mindset and the guts to take 

advantage of these opportunities – 
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things will improve – but what if I’m 

wrong? 

Well, If things never get better, 

then you’ll have to. 

You will have to get better. If the 

weight will not become lighter, then 

the weight lifter must become 

stronger. For every tough 

environment, there is someone who 

beats the odds, for every challenge 

you face, someone has been 

through worse and overcome it. 

They did it because even when 

things didn’t get better, they did. 

Better at what? 

Better at thinking.  

Seems strange to think that one 

person can be better at thinking 

than another right? Yet it’s true. 

Unfortunately, thinking skill  isn’t 

something taught in school, it 

should be. Your thoughts, your 

attitude, your perspective, your 

mindset – these have far more and 

longer lasting impact on the quality 

of your life than any economy can. 

It’s the reason why even in the 

worst economies, there are some 

who prosper, and in the best 

economies, there are those who 

remain poor. 

Better at being an entrepreneur. 

That means you’ll have to get 

better at identifying opportunities 

and then capitalizing on them, 

better at leveraging your own and 

other people’s resources, better at 

building and maintaining valuable 

relationships (even when you don’t 

feel like it). A better entrepreneur 

can get better results, even when 

the circumstances are particularly 

challenging. 

And, you might also need a better 

God.  

More specifically, a better god 

than money. It’s a curious thing. Of 

all the things the bible could have 

said a man cannot serve, it chooses 

money. Perhaps it’s because of all 

the things people are tempted to 

make an idol of, money tops the list. 

You need a better God than money. 

When things get tough is easy to get 
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fearful about money. It’s easy to 

sacrifice far more valuable things, 

like values and relationships to 

protect your money. It’s easy to 

emphasize things over people. 

These fears will work against you. 

If money determines your value 

system, anchors your confidence, 

acts as your savior – it’s your god. 

This is the person whose days are 

consumed with the pursuit of 

money, whose joy and peace is 

determined by the state of his bank 

account, who sacrifices relationships 

and even his own conscience for 

money – who defines success by the 

weight of his wallet. If you’re in a 

tough place, don’t let money 

become your god – it will ruin you. 

If there are no  improvements in 

the Zimbabwe situation, we shall 

have to make improvements in a far 

more important place first – our 

own hearts. 

We must become better. 

 

 

The dividing line 

between success and 

failure 

By Richard Branson 

 

 

There's often a very thin dividing line 

between success and failure. 

My daughter Holly reminded me how 

I sat her down when very young and 

told her I would likely have to take her 

out of school. We were struggling to 

make ends meet and my wife Joan 

offered to sell our old car to help. 

Fortunately we were able to make it 

through and Virgin has gone from 

strength to strength. But for every 

success story there are hundreds of 

near-misses. 

Every entrepreneur usually fails 

several times before succeeding, and 

the important thing is to keep getting 

up and trying again. 

 

By Richard Branson. Founder of 

Virgin Group 
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People: Keeping 

abreast of changing 

HR Needs in your 

organization  
 

By  Buhle Taodzera  

With the high unemployment 

rate, most people have resorted to 

starting their own businesses as a 

means of subsistence. Some of 

these businesses remain “bread and 

butter” businesses which are one 

man operations which provide one 

with just enough income to get by. 

But some have grown and 

flourished to successful companies 

that employ a number of people.  

The mistake that some business 

owners who have achieved relative 

success and growth which ends up 

stunting any further growth is the 

inability to adapt to changing 

Human Capital needs. The one man 

operation that you could run 

without any hassles suddenly 

becomes a fully fledged business 

with employees. But with an 

increased workforce, comes many 

headaches, foremost being salary 

overheads. Suddenly, you are 

responsible for making sure the 

business remains profitable enough 

to pay your employees’ salaries 

every month!  

As your company grows and you 

hire more people, you will need to 

ensure first and foremost, statutory 

compliance. What is this? This 

means registering with ZIMRA and 

NSSA as an Employer and remitting 

PAYE and AIDS Levy as well as 

Pension Fund dues and Workers 

Compensation Fund. Also important 

is the National Employment Council 

for your relevant industry. These 

NEC’s come in handy when you 

need Labour Law advice.  

Another need that evolves is the 

need for Employment Contracts and 

proper job descriptions for your 

employees. Many employers take 

this for granted and hire people 

without giving them contracts. 

Then, when the employee is 

underperforming and they want to 

terminate, what do they terminate 

if there was no contract to begin 

with? Contracts give both the 

employer and employee clarity 

about each other’s expectations and 

protect both parties in the event of 

a dispute. It is also important if 

giving renewable contracts to 

ensure you renew them when they 

expire. Some managers forget to do 

this and you have employees who 

have been working for years 

without renewal. This is a dangerous 

situation to be in.  

The third need is that of 

Performance Management. You 

need to manage how people are 

performing on the job. Employees 

who are not monitored tend to take 

a “laissez-faire” attitude to their 

jobs and employers who do not set 
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strict guidelines on performance 

expectations find themselves 

disappointed when the employee 

under performs.  

Fourthly is the need for an 

effective Payroll Administration 

system. When it was just two 

people, a manual system might have 

worked but as the organization 

grows, one needs to set up a proper 

system to record details such as 

leave days accrued or taken, grade 

and rate of pay and deductions 

thereof. A good system will show 

employees’ demographic details, 

the date they started, leave accrued 

and taken, Cash in Lieu etc. This 

system should also be updated 

regularly. This is the challenge faced 

by businesses with two or more 

branches. There is also sometimes a 

time lag in the time taken to update 

employee records. A good manager 

should find a way to coordinate this 

effectively.  

Another area of need would be 

the area of HR Policies and 

Procedures. As your company 

grows, it would be a good idea to 

document your HR policies and 

procedures in an Employee 

Handbook which should be given to 

all staff. This provides clarity on the 

company’s expectations of the 

employee and cover things that may 

not be in the National Employment 

Council Code of Conduct or the 

Labour Act. Such topics could be 

staff education, staff loans and 

advances, personal relationship 

parameters in the workplace and so 

on. 

These are just a few areas that 

evolve in HR as your business grows. 

To avoid getting into trouble, as a 

business owner, you have to ensure 

you keep abreast of the changing 

requirements of your organization 

in terms of Human Capital. Failing to 

adapt will result in all the gains you 

have achieved in your business 

being reversed. After all, the most 

important resource you have in your 

company is your people as they 

manage all your other resources 

either to your detriment or to your 

success. So have you managed to 

keep abreast of your evolving HR 

Needs? 
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Innovate 

Why Everyone 

Should Pay 

Attention to 

HyperCube Tech 

Innovation Hub 

 
 

 

By Phillip Chichoni 

 

Speaking at the International 

Business Conference at the 

Zimbabwe International Trade Fair 

on 23 April 2014, United States 

Ambassador Bruce Wharton 

mention that Zimbabwe is far and 

away the nation in Africa best able 

to lead and profit from the high 

growth of information, 

communications and technology 

(ICT).  

While global growth of ICT has 

surpassed any other in the last 

decade, Africa is just waking up and 

has the greatest growth potential of 

any continent. With a powerful 

combination of intellectual 

property, infrastructure and 

language capability second to none 

on the continent, Zimbabwe has the 

potential to be not only a regional 

leader but also a global player in 

ICT. 

The ICT industry has great 

opportunities and is continuing on a 

high growth path, especially in 

Africa which has been lagging 

behind. In Africa, Zimbabwe can 

take advantage of its unique 

resources to lead in the following 

business opportunities:  

• Using ICT to support and improve 

existing industries. 

• Creating apps. The global 

applications economy was worth 

an estimated US$68 billion in 

2013.  

• Games. The video and mobile 

games markets were valued at 

$65 billion in 2011, and with 

rapid growth in smart phones, 

there is great potential.  

• Computer generated graphics. 

These can be sold to  movie 

studios around the world (like 

what is being done by the 26 

year old Kenyan entrepreneur 

Mike Muthiga,  whom we 

covered in the April issue of this 

magazine –under the title 30 

Young African Entrepreneurs to 

Watch in 2014). 
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• Call centres. With a well 

educated young population 

fluent in the  English language,  

call centres for global companies 

present a good business 

opportunity. 

• Data management. Production of 

analysis and data management 

for international financial 

organisations.  

All this is value addition of the 

highest order and definitely 

something that Zimbabweans can 

do today. 

And herein in comes HyperCube, 

the technology innovation hub 

launched in Harare last year. There 

have been a few tech hubs set up 

recently, such as Muzinda / Umuzi 

funded by Dr Strive and Mrs Tsitsi 

Masiyiwa, but HyperCube was the 

first and seems well positioned to 

maintain its leadership. Although 

also donor funded, it is being run as 

a self-sustaining business, with users 

paying to use the facilities. To me 

this ensures that only genuine 

entrepreneurs, willing to make 

investments in developing their 

products, will use the facilities and 

the hub will not close when donor 

funds run-out.  

 

 
Besides providing a physical 

space, Hypercube wants to help the 

ecosystem through creating 

connections and social 

development. Given the status of 

their financial backers, that is the US 

State Department, HIVOS and Indigo 

Trust, Hypercube definitely has the 

ability for both local and 

international linkages. For example, 

the ladies behind the Techwomen 

initiative have been able to go to 

Silicon Valley through their 

relationship with the US embassy in 

Harare.  

This year also, the US Embassy is 

facilitating the opportunity  for 30 

young Zimbabwean entrepreneurs 

to participate in the Washington 

Fellowship experience that offers 

exposure, internships, training and 

the chance to access capital for 

start-up enterprises here in 

Zimbabwe.  

According to the operations 

manager of the tech hub, Taps 

Murove, the concept of the hub is to 

create a space for Zimbabweans to 

co-learn, co-work, co-innovate and 

basically be a community of 

Innovation is the ability 

to convert ideas into 

invoices.- [L. Duncan] 
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technologists and entrepreneurs 

contributing to the country’s tech 

ecosystem.  Murove also announced 

one of the tech hub’s main 

programs, called SuperHyper, which 

is targeted at incubating startup 

companies. Incubation in the 

accelerator gets the startup the 

resources and mentorship they 

need to execute effectively. 

Hypercube intends on carrying 

out a highly collaborative drive to 

grow the startup ecosystem with 

plans being hedged around the 

involvement of public and private 

sectors as well as the general 

community. Tied to this will be 

initiatives to expose young people 

to digital skills through the 

engagement of local and 

international expertise. 

Hypercube Hub has covered a lot 

of ground in terms of creating a 

collaborative network on the 

regional and global front. This has 

resulted in skills development 

initiatives which will definitely bring 

participants up to speed with what 

the global tech startup space is 

clamoring for. 

 

Kenya’s iHub was started in 2010 

with backing from Hivos, Google and 

Omidyar Network as a meeting 

place for entrepreneurs and 

investors. To date it has spawned 

around 50 new companies.  

The Hypercube team. Image credit: itamari.com 
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Hypercube’s sponsors want to 

replicate that success.  

Hypercube has already hosted 

website development, animation, 

and open source workshops, as well 

as events aimed at educating 

entrepreneurs about intellectual 

property rights, crowd funding, and 

attracting media attention for their 

ventures. In the future it aims to be 

a fully fledged innovation centre, 

encompassing an incubator, 

accelerator program, workshop 

space for hardware development, 

access to 3-D printers, electronics 

and tools, as well as an animation 

and computer gaming studio. 

In May 2014 Hypercube is 

launching a “Startup Weekend 

Harare”, a 54 hour event where 

developers, designers, marketers, 

product managers and startup 

enthusiasts come together to share 

ideas, form teams, build products 

and launch startups. 

 American social entrepreneur 

Fahad Hassan, one of Forbes’  

”most influential young people, 

will be coming to serve as a mentor 

for that event.  

This is being done because the 

sponsors believe Zimbabweans can 

launch new products, build new 

enterprises, and contribute to the 

country’s economic development 

through ICT entrepreneurship.  

Surely no-one can afford to 

ignore the Hypercube project.  

 Zimbabwe’s thousands of college 

graduates have a great opportunity 

to turn their knowledge into 

lucrative  tech businesses. If this 

opportunity is fully utilized we shall 

definitely see a new crop of 

technology entrepreneurs emerging 

soon from this country.  

Fahad Hassan: Coming to Harare 

for the Startup Weekend this May 
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 Africa’s tech hubs: 

Are they producing 

success stories?  
 

By Tefo Mohapi  

(www.itwebafrica.com) 

This decade has seen a rise in 

technology and innovation focused 

hubs in Africa, with the AfricaHubs 

Project by BongoHive reporting a 

total of over 100 such facilities on 

the continent. 

But with the bulk of these hubs 

being donor funded, are these hubs 

sustainable and have they been 

effective in their missions? 

ITWeb Africa’s Tefo Mohapi has 

sought the opinion and views of 

some the players in this space to get 

some answers. 

Commercial viability 

When one looks around, it is hard 

not to notice that thus far -- 

although they are relatively new on 

the continent -- tech hubs have 

produced a handful of successful 

projects especially in the non-profit 

sector.   

However, Jay Cousins, a 

Community Catalyst at a tech hub in 

Egypt called ICE CAIRO, says it is 

“dangerous” to view hubs just in 

terms of whether they produce 

commercial or “for social good” 

projects. 

“Personally I find such divisions 

dangerous: the idea that these 

things are mutually exclusive. 

Commercial projects can be for 

social good, and socially good 

projects can make money. Projects 

like Ushahidi (iHub) for example, 

demonstrate that both are 

possible,” Cousins has told ITWeb 

Africa. 

“For a ‘social good’ project to be 

sustainable, it must have a view on 

the commercial implications and 

value exchange for whatever good it 

is creating. 

“For a commercial project to not 

consider its social impact is 

destructive to the ecosystem that it 

exists within, making it's own long 

term existence untenable and 

socially toxic,” Cousins added. 

He further said that both criteria 

must be present for a sustainable 

tech hub. 

“From the perspective of the tech 

hubs, each hub has it's focus. Some 

lean more towards the commercial 

side; others more towards the 

social. But in my experience this 

relates more to communication and 

not to what is possible within the 

spaces, the spaces themselves 

recognising the benefits of 

diversity.” added Cousins. 

Sustainable model 
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Following on from the 

commercial versus “for social good” 

question is whether or not the 

current models are sustainable, 

especially if donor funding is to be 

stopped. 

Opinion differs on this question. 

For instance, Bastian Gotter, 

managing partner of seed fund 

SPARK in Nigeria, says that hubs 

need to generate revenue for long-

term survival. 

“It totally depends on the hub 

model - those that encourage 

innovation just for innovation's 

sake, without any focus on their 

companies generating income will 

struggle. We all need to find a way 

to pay the bills,” Gotter said. 

But Cousins has a different view. 

 “Sustainability is something 

presently being explored by the 

Hubs in the Afrilabs network. At our 

meet up in Namibia what became 

apparent is the variety of models 

being explored and the different 

stages each up is at with respect to 

sustainability. Events, trainings, and 

space rental (both for members and 

activities) are prominent sources of 

income, but both costs Hubs to run 

and income streams vary hugely,” 

Cousins said. 

Meghan Semancik, who has been 

involved in the tech ecosystem in 

Nigeria both as a Business 

development analyst at Rocket 

Internet and currently as an Analyst 

at VC firm Rio Partners, says 

sustainability depends on what the 

project is about. 

“It's typical for startups at the 

CCHub to receive donor funding 

from foundations like the Tony 

Elumelu Foundation. I think small 

amounts work at a very early stage 

but for-profit startups should 

probably be aiming for funding from 

private investors because they seem 

to offer more flexible terms in some 

ways. It's still a really challenging 

fundraising environment for so 

many startups with highly talented 

entrepreneurs,” Semancik 

continued. 

 

Long Term Prospects 

Gotter says that the tech hubs 

that will succeed in the long term 

are those that not only focus on and 

promote innovation, but those that 

focus on generating revenues on a 

long-term scale. 

Gotter said “MEST (Ghana) is 

doing this in its capacity as a non-

profit organisation, and I believe 

there are other tech hubs that use 

this model as well. Some focus on it 

less than others though.” 

“In the West, you can build an 

app, build huge traffic for said app 

and have no means of generating 

any revenue - but there's still a 

chance someone will buy you out, 

simply because you have 'potential'. 

This is not the case in Africa - 

innovation and ingenuity must be 

married with entrepreneurship and 

the ability to monetise.” 
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On the other hand, other experts 

say that tech hubs in Africa could 

start contributing towards and 

become part of the global tech and 

innovation ecosystem as stated by 

Semancik. 

Results so far? 

With some hubs punting “tech 

innovation” as their main focus in 

their respective regions, one has to 

ask what innovations have the 

various hubs produced? 

Cousins has said that the BRCK 

mobile internet device project by 

the iHub team in Kenya is one such 

example of innovation being 

produced by hubs on the continent. 

And Semancik has said that she 

witnessed a range of innovations 

whilst involved at the Co-Creation 

Hub in Nigeria. 

“I've met many talented 

entrepreneurs and developers 

there, working on interesting 

startups (ranging from e-commerce 

to mobile gaming, both for-profit 

and non-profit), who play a very 

important role in the growth of the 

startup community in Lagos,” said 

Semancik. 

And Gotter emphasised that 

MEST are doing good work in Ghana 

“We see that MEST Ghana have 

spent a lot of time helping 

entrepreneurs launch onto an 

international platform, as well as 

develop their products, so kudos is 

due there.”                                                           
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Money: 5 Ways to 

Know Bootstrapping 

Will Work for You 
 

 Bootstrapping isn't right for 

every business. Check out a few 

ways to tell how you should fund 

your start up idea. 
 

"I'm bootstrapping a new 

venture." 

Ah, the romance. What panache, 

what bravery, what spirit. Bravo! 

There's a devil-may-care, us-

against-the-world, Steve-Jobs-in-a-

garage aura surrounding the 

concept of bootstrapping that 

masks a dour reality: In most cases, 

bootstrapping a new venture 

(essentially, launching it on a 

shoestring, using whatever crumbs 

of "funding" you can scrape 

together from your credit cards, 

personal savings, other people, and 

any coinage down the back of the 

settee) is a grindingly painful, 

decidedly non-romantic process 

with only a limited chance of 

success. 

Don't get me wrong: I love 

bootstrapping. When it succeeds, it 

can be very rewarding for founders, 

especially in terms of the amount of 

equity they can retain. Done badly, 

however, bootstrapping can 

become a living nightmare--the 

equivalent of being daily stretched 

on some sort of a medieval financial 

rack. 

I know of what I speak. In over 40 

start-ups, I used bootstrapping 

often. Some of those businesses 

succeeded very well, some just 

scraped through, and two failed. 

Along the way, I identified five key 

factors to ensuring that 

bootstrapping will work for your 

new venture: 

1. Your product/service offering 

is relatively well defined. It's a rare 

start-up that leaps into the market 

place perfectly formed. One of the 

keys to success for any new business 

is to listen to the market, remain 

flexible, then alter your product or 

service offering in accordance with 

market feedback. 

There are degrees of flexibility, 

however, and because of the 

restricted resources it provides, 

bootstrapping works best when the 

path (and time) from launch to 

market is relatively short. 

So from a bootstrapping 

perspective, there's a big difference 

between a start-up that's, say, 

"going to do something in the geo-

targeting space", and one aiming to 

launch an app which will find you a 

nearby car parking space. While the 

latter is an ideal candidate for 

bootstrapping success, the former--

with a potentially lengthy period of 

r&d / trial and error--is better suited 

to a more robust funding model. 

2. You have a small founding 

team. Bootstrapping is a messy 
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business, even from an accounting 

perspective. 

Funding usually arrives in dribs 

and drabs, and not always in the 

form of straightforward cash. 

Founders often pay expenses 

personally, use their personal credit 

cards, capitalize the value of the 

time they work, use personal assets 

for company business--just about 

anything that will get much-needed 

value into the cash-starved start-up. 

This bouillabaisse of funding 

options is tough to track even when 

it's just you, alone. Add another 

founder and now you don't only 

have to struggle with twice the 

accounting, you're also faced with 

the issue of fairness: How does the 

60 hours Joe worked for free this 

week, say, equate financially with 

the fact that we're using Priya's 

kitchen as the office? And what 

about the 60,000 air miles Priya just 

cashed in to get the team to that 

conference in Vegas? 

In my experience, bootstrapping 

works great with a founding team of 

one, is manageable with a team of 

two, and can be made to work (after 

some spats and hissy fits) with a 

team of three. With a team any 

bigger than that, the contortions 

and tensions of bootstrapping 

become overwhelming and often 

derail the entire project. 

3. Your labor need starts low and 

builds flexibly. There's little more 

stressful than trying meet payroll in 

a bootstrapped business. 

Trawling your available credit 

cards (or hitting up Aunt 

Sarah...again) to find the cash 

needed to pay a supplier is draining 

enough. Doing so because 

otherwise you have to look 

someone in the eye--someone you 

persuaded to leave a good job and 

come work for you in the first place-

-and tell them they aren't going to 

get paid this month, is emotional 

torture, for both parties. 

So if you're planning on starting, 

say, a social-media based PR agency, 

where you can hire people as and 

when you need them for newly-

landed clients, then bootstrapping 

might well be ideal. If you want to 

open a nursing home, which needs 

to open fully staffed on day one, 

then bootstrapping might not be 

right for you. 

4. Limited capital outlays are 

required. On a similar note, be wary 

of trying to bootstrap businesses 

that require a large amount of 

capital expenditure, even if they're 

not required on day one. 

I experienced this painfully some 

decades ago when (with a partner) I 

bootstrapped the acquisition of the 

master license for Pizza Hut in 

Ireland. Although the initial 

transaction--acquiring the license--

was easily bootstrap-able, once we 

broke ground to build our first 

restaurant, the capital needs almost 

undid us. 

5. Your sales cycle is relatively 

short. As we've seen, used correctly, 
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bootstrapping can be a highly 

effective way to finance your start-

up's early-stage external funding 

needs. One of the saddest things 

I've had to witness, however (and 

sadly, I've seen it often), is watching 

a new venture being successfully 

bootstrapped right up to the point 

of marketplace viability, only to 

stumble at the very last moment. 

The reason this happens is 

unfailingly the same: Bootstrapping, 

which can be effective as a source of 

initial external funding, isn't a good 

way to provide working capital once 

trading has begun. The daily drip, 

drip, drip of financing your supply 

chain needs isn't something that can 

be met by classic bootstrapping 

methods. 

So if you're entering a market 

with long sales cycles (big-ticket 

hardware, for example, anything in 

the construction industry, 

traditional publishing) either find 

another source of funding, or if 

you're committed to bootstrapping 

at the outset, make it a goal to find 

some form of working capital 

funding (like factoring, for example) 

as soon as possible. 

Download a free chapter from 

Les's WSJ best-seller, "Predictable 

Success: Getting Your Organization 

On the Growth Track - and Keeping 

It There" to learn more about how to 

move from bootstrapping a business 

to growing it. 

  
Les McKeown is the President & 

CEO of Predictable Success, a leading adviser 

on accelerated business growth. He has has 

started more than 40 companies and was the 

founding partner of an incubation consulting 

company. Les is the author of the bestseller 

Predictable Success: Getting Your Organization 

On the Growth Track - and Keeping It There. 

His latest book is The Synergist: How to Lead 

Your Team to Predictable 

Success. @lesmckeown 
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The Start-up Guide 

to Affiliate 

Marketing in 

Zimbabwe,  
 

By Tendai Chakuzira 

 

Making money online with 

affiliate marketing in Zimbabwe 

definitely feels like a far-fetched 

idea for many Zimbabweans.  More 

so because of internet scams on the 

rise but the truth of the matter is 

that it is within reach.  

Affiliate marketing can simply be 

defined as a way of making money 

whereby you as a publisher are 

rewarded for helping a business by 

promoting their products and/or 

services or website site. The basic 

idea is that as a publisher you get a 

commission for some sort of action 

that the readers do on your site, 

which may include clicking a link, 

signing up, buying a product or 

service etc. 

The basic way to promote a 

product  in affiliate marketing is to 

get a site focused on the product 

and write articles that explain the 

benefits to the reader in an effort to 

make them buy. 

Picking a Product: You must pick 

a product that is profitable and one 

you are knowledgeable about. The 

best way to search for products 

would be to use affiliate networks 

which essentially are a platform 

where publishers and sellers meet.  

Some that I have come across 

include Commission Junction, Click 

Bank, Link Share and Pay Dot Com 

just to mention a few (here is the 

2013 top 20 networks to choose 

from). Here the concept is easy, 

search for products that have higher 

gravity, that is to say those that 

have higher returns or higher pay 

per sale. 

Alternatively you can go directly 

to a certain website and join their 

affiliate program directly. It is still 

the same US$ so it’s up to you and 

what works for you. After choosing 

the product you will get your hop 
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link which is a ‘technical’ term for 

affiliate link. 

Creating a website: For affiliate 

marketing in Zimbabwe or 

anywhere in the world a blog is 

usually more effective and this can 

be created one of two ways:  buying 

the domain name and the website 

or going for the free option where 

you get a sub domain and free 

hosting on platforms like 

WordPress, BlogSpot, Weebly etc. I 

would recommend you buy a 

domain and the hosting as this will 

help you in search engine rankings 

as well as in creating a more 

professional impression to the 

reader. In case you don’t know 

much about creating a blog click 

here and Greens will walk you 

through it. 

The domain name you choose to 

buy should actually have the name 

of the product in it. So for example 

if we were promoting ForeverLiving 

products online to Zimbabweans, a  

suitable name for the blog willbe 

something like foreverlivingzim.com 

or allthingsforever.co.zw  and so on.  

Furthermore in order to uniquely 

brand the product you can add the 

related keyword for the product to 

the domain name. 

Hosting can be free or paid. I 

again recommend you get some 

paid hosting. In Zimbabwe I know of 

Webdev (they seem to know what 

they are doing) then there are the 

popular ones Hostgator, GoDaddy, 

Bluehost etc.  

Content: Now that we are here, 

the battle of making the reader buy 

the product begins. You see,  with 

this method of affiliate marketing, 

the content is your weapon and 

how sharp it is will determine how 

deep you will cut into the reader’s 

pockets. Anyway at this point you 

want to create content that is 

centred  around the product you 

chose.  

This requires a lot of research on 

the product, its effects,  its benefits, 

and payment options.  So you 

gather up all this information and 

create a series of informative and 

convincing articles. 

 I mentioned keywords earlier 

and they come into play here, for 

SEO purposes you need to ensure 

that your article has the keyword 

appearing 3 – 5 times in a 500/600 

word article. 

Keyword Search: a helpful tool 

from Google is AdWords which can 

help you search for what people are 

searching for, the number of people 

searching for a certain word as well 

as the competition for that word.  

Content Marketing: Having done 

your articles with your keywords 

you then submit some of them to 

article directories and put links in 

the article that lead back to your 

website. 

Some sites to submit your articles 

include ezinearticles, goarticles, 

articlesbas, squidoo, hubpages etc. 

Some people like to place a call to 

action at the end of the article that 
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leads back to the blog. It’s all  a 

matter of finding what works well 

for you. Furthermore you should 

signup with bookmarking sites and 

bookmark your content and your 

blog itself. Market content on a 

regular basis and you will start 

getting a constant level of traffic. 

Personally I think quality content is 

a key element of affiliate marketing 

in Zimbabwe. 

 

How the Executive 

Pay Cuts Affect Your 

Business 
 

By The Economister 

US$600 million is the money that 

executives in government controlled 

corporations earned in the past 24 

months. How was that money 

spent? 

We know a good portion went 

outside the country, as reflected by 

the hundreds of new luxury motor 

vehicles in Harare, not to mention 

the suits and the household 

luxuries. We also know a lot was 

spent locally. 

There was a value chain there, 

with many people benefiting from 

cash handouts from the executives: 

their bosses in government; their 

wives and girlfriends; relatives, 

friends and other minnows. 

Before we go down to the effect 

on your business, let us look at the 

flow down the personal value chain. 

Take an executive’s wife or 

girlfriend who needs to impress her 

friends and neighbours. Mr. 

Executive buys her a luxury car and 

rents for her a boutique shop which 

he finances with stock from Dubai 

and China. There we have our Ms 

Businesswoman. She exudes money 

and money all over.  

Although the business makes tiny  

profits, she gets more money 

regularly to pump into it from Mr. 

Executive, to the envy of 

competitors whose enterprises are 

struggling. Why give up when Ms. 

BW is making a killing? 

Some competitors, after being 

threatened with eviction by their 

landlords for growing rent arrears 

and facing  grumbles from unpaid 

workers, go to the extend of 

consulting traditional business 

consultants and end up using 

pythons and other wild creatures as 

marketing tools. They probably 

think Ms. BW is doing the same to 

prosper, not knowing that she has a 
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mini- reserve bank propping up her 

balance sheet. 

Property owners , envying those 

divided their premises into tiny, 

shiny box-shops and collect 

thousands of dollars in rentals every 

month, also decided  to turn their 

buildings into mini shopping malls. 

But wait until our 3,000 executives 

can no longer afford to subsidize 

their Ms. BWs due to the pay cuts. 

The luxury car dealer is also in 

trouble. So are the service and parts 

suppliers who were making a killing 

maintaining the executives’ luxury 

fleets. It’s time to change the 

business model and target the used 

Japanese cars market if one wants 

to stay in business. 

It so happened that Borrowdale 

became the suburb of choice for 

every bloke who landed the 

executive post at a struggling 

parastatal or government owned 

firm. Mr. Executive could afford to 

give thousands of dollars to his 

children to go out clubbing. Not to 

mention the spending on groceries 

and takeaways. Did you know that 

Pomona was the highest grossing of 

all the Nandos outlets in Zimbabwe?  

And Borrowdale TM the highest 

grossing supermarket? Of course 

there are some entrepreneurs and 

self-made rich people who stay in 

Borrowdale, but these hard workers 

obviously know the difficulty of 

making money and are obviously 

careful spenders.  

So, if your business catered to a 

large extent to the mega buck 

executives and people up and down 

their value chains, you are going to 

take a hit. The drastic pay cuts mean 

they are going to cut down on non-

essential spending.  

Maybe it’s time to re-examine 

your business model. And your 

marketing strategy. 
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Guerilla Marketing by Joina City Spar 
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On a Lighter Note 
 

 

 

 

 

 

 

 

  

All Is Fair In Business  

A shopkeeper was dismayed when a brand new business much like his own 

opened up next door and erected a huge sign which read 'BEST DEALS.' 

He was horrified when another competitor opened up on his right, and 

announced its arrival with an even larger sign, reading 'LOWEST PRICES.' 

The shopkeeper panicked, until he got an idea. He put the biggest sign 

of all over his own shop. It read: 'MAIN ENTRANCE' 

 

Dilbert Quotes 

In 1998 a business magazine ran a contest asking for Dilbert-like 

quotes from people who had real-life Dilbert-like managers. Here are 

some of the winners. 

 

    As of tomorrow, employees will only be able to access the building 

using individual security cards. Pictures will be taken next Wednesday 

and employees will receive their cards in two weeks. 

    (Microsoft Corporation - this one took first place) 

 

    What I need is a list of specific unknown problems we will encounter. 

    (Lykes Lines Shipping) 

 

    How long is this Beta guy going to keep testing our stuff? 

    (Programming intern, Microsoft Development Team) 

 

    E-mail is not to be used to pass on information or data. It should 

be used only for company business. 

    (Accounting Mgr., Electric Boat Company) 

 

    This project is so important that we can't let things that are 

more important interfere with it. 

    (Advertising /Mktg. Mgr., UPS) 

    Doing it right is no excuse for not meeting the schedule. No one 

will believe you solved this problem in one day! We've been working on 

it for months. Now, go act busy for a few weeks, and I'll let you know 

when it's time to tell them. 

    (R&D Supervisor, Minnesota Mining & Manufacturing/3M Corp.) 
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Accelerating Your Growth 
 

 

Why join the BusinessLink Community: 

 

• You receive the monthly BusinessLink magazine through  

your email  

• You get access to the members pages online, with 

exclusive content in the form of text, video and audio 

interviews with experts, successful entrepreneurs and 

business leaders 

• Discounts: up to 50% at BusinessLink networking events, 

workshops, books, CDs and DVDs 

• Advertising marketplace: you get a free classified 

advertisement  of up to 20 words in the BusinessLink 

magazine, as well as 50% discount on other 

advertisements 

 

Subscription fee is only $10.00 for one year. 

 You can pay via EcoCash and SMS or Whatsapp your email 

address and we will dispatch your copy. Use the number 0772 

854 301 (Christine). 

You can also pay in cash at our office, 3
rd

 Floor Merchant 

House, Robson Manyika.2
nd

 Street, Harare. 

Visit http://smebusinesslink.com/magazine for more details. 
 


