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valuable content by subscribing now for only $9.99  for 12 issues (normal price 

$12.99 per year, single issue $1.49 per month). 
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Publisher’s note 

This month’s issue of 

BusinessLink 

magazine is 

burning hot 

with insights to 

ignite the 

entrepreneurial 

fire among our 

readers.  

As the 

country struggles with a liquidity 

crisis, low demand and high 

unemployment, innovative thinking 

entrepreneurs are the ones who can 

drive the economy out of the abyss, 

and they need to do so fast and 

smart as they have to work with 

lean budgets.  

Our feature article on Creating an 

Entrepreneurial, Innovation Based 

Economy is designed to stimulate 

creative thinking among our 

readers. 

The lean startup concept is 

gaining popularity globally. The idea 

is based on Stephen Blank’s 

reckoning that a startup is not a 

business but it is an experiment that 

entrepreneurs undertake in order to 

find a business model that works.  

 Struggling to think of new 

business ideas? Get inspiration from 

what some young people from all 

over Africa are venturing into, in 30 

Most Promising Young 

Entrepreneurs in Africa. I am very 

excited that we have a young 

Zimbabwean lady, Farai Gundan,  

among the thirty. 

Zimbabwe has lots of enterprising 

people. This magazine is there to 

help them set up businesses in a 

smart way so as to build, fast 

growing, profitable and sustainable 

corporate enterprises. 

We cover the option of starting 

up cheaper using a Private Business 

Corporation rather than the more 

expensive regular company. There is 

some advice on how to build a great 

team from the start, which will help 

you build a successful business. 

We look at how innovation is 

transforming the agricultural sector 

in Africa, moving it from subsistence 

to commercial ventures. 

Naturally we all enjoy winning. So 

we have prizes to be won by three 

people who take up a subscription 

to BusinessLink magazine for one 

year. This is a limited special offer 

for only $9.99 for one year.  

See the subscription page for full 

information and get in the running 

before the deadline of 7 April, 2014. 

 

 Phillip Chichoni       #chichonip 
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What is worrying 

business leaders in 

Zimbabwe today? 
 

The BusinessLink magazine team 

asked some of our leading 

entrepreneurs about issues that are 

of utmost concern to doing business 

in Zimbabwe today. Below are two 

of the comments we received. 

Divine Ndhlukula, Managing 

Director of Securico 

 

1. Corruption - supply chain systems 

in most companies are so opaque 

and corruption rules the roost. It is 

no longer the best man winning the 

job, but the one who pushes 

envelopes below the desks. 

2. Debtors are a major issue.  Most 

clients now hide behind the liquidity 

crisis when in fact they just are 

using suppliers for free funding. 

3. Big companies now literally 

dictate the price they want to be 

charged and businesses are being 

rendered unviable as one is forced 

to charge sub-economic prices just 

to keep the "important customer". 

 

Dr. Mike Joka, Managing Director 

of Corporate 24 Group 

 

The challenges in our economy 

range from lack of funding, out of 

sync labour laws and lack of 

infrastructure development. 

The funding which is available  is 

not ideal for a country on a recovery 

path as it does not stimulate 

growth. The interest rates are very 

high; a situation which is not ideal 

for an ailing economy and as a 

result every bank's balance sheet is 

full of non performing loans.  

There is need for budgetary 

support to shore up the economy 

which is dominated by the informal 
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sector. We all agree that the 

economy is being driven by the 

informal sector, these guys are 

creating more employment than 

industries but they lack funding. 

They do not have the loan 

requirements like collateral and as 

such banks don't want to deal with 

them. 

Is it still relevant for the 

government to prioritize distressed 

companies through DIMAF at the 

expense of the informal sector and 

SMEs?  How much do SMEs require 

and how much do big companies 

like Cairns require? 

It is more difficult to get money 

for Corporate 24, a budding Super 

Brand, than to get funding for the 

defunct CAPS HOLDINGS empire.  

Isn't it time to let bygones be 

bygones? Interestingly enough most 

of these companies are struggling 

with obsolete equipment and 

outdated business models. It's time 

to support new players. 

The labour laws need to be 

aligned with the performance of the 

economy and the companies. We 

have a very expensive labour force 

across the sectors. When it comes 

to the manufacturing sector, this  

has a huge bearing on the costing 

and  pricing of products,  resulting 

in our goods being more expensive 

for domestic consumption and 

worse still in the export market. In 

my sector medical specialist fees 

are the most expensive in the 

region.  

The end result is a chain reaction 

that makes the cost of living 

unsustainable. Look at what is 

happening in the public sector, the 

expensive labour force at executive 

level, it is killing us. Are we 

collecting taxes so that we meet the 

public service bill? It defies any 

logic. 

Last but not least, dilapidated 

infrastructure and lack of  

infrastructure development is 

stifling economic growth.  
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DO YOU HAVE ANY UPCOMING  

EVENTS YOU WOULD LIKE 

ENTREPRENEURS TO KNOW ABOUT? 

Please email the details to 

marketing@smebusinesslink.com, with 

the word EVENTS on the subject line. 

 

 

BUSINESS BRIEFS  

 

CBZ boss John Mangudya 

appointed RBZ Governor 

The government announced the 

appointment of Economist and 

experienced banker John Mangudya 

as the new substantive governor of 

the Reserve Bank of Zimbabwe, 

effective 1 May, 2014. Industry and 

commerce has welcomed the 

appointment as Mr. Mangudya has 

a sterling record in banking. 

 

Reserve Bank set to resume TBs 

trade  

The central bank resumed 

facilitating interbank trade on 24 

March following  the launch of a  

US$100 million Afrexim facility in 

Harare. Finance minister Patrick 

Chinamasa told delegates at the 

official launch that the TBs will be 

used as collateral securities by 

eligible banks who will participate in 

the system.  The TBs will be 

accorded liquid asset, tax 

exemption and prescribed asset 

status by the applicable authorities. 

BUSINESSLINK NETWORKING 

BREAKFAST MEETING: THURSDAY 24 

APRIL 2014. 

TOPIC: Lean and Targeted Marketing: 

How to be found by your ideal 

customers.  

If you want to improve overall sales 

performance, launch new products more 

successfully, sell more to existing 

customers and build a lean, mean 

marketing and sales team, then this 

event is for you. 

Also a great opportunity to meet other 

entrepreneurs and grow your network of 

useful contacts.  

Date: Thursday 24
th

   April 2014 

Time: 0815  to 0945 

Venue: The Terrace Restaurant, 3
rd

 Floor 

Barbours Department Store, Harare. 

(Please make your own parking 

arrangements) 

Fee:  $7 for BusinessLink Silver Club 

subscribers, $12 for non-members.  

To book, please call / WhatsApp Christine 

on 0772 854 301. 
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How will you 

win without 
strategy?  
 

 By Milton Kamwendo 

Merely 

playing in the 

marketplace 

with a gun 

loaded with 

hope and 

little else is 

not courage 

nor strategy.  

It is important to define how you 

intend to win. How will you play? 

You cannot let fate answer that 

question unless you are insane.   

 

In all the ages, strategists have 

always taken their time to study the 

battle field and then adopt the 

formation that increases their 

chances of success.  

 

The great military strategist, Sun 

Tzu said: "If your enemy is secure at 

all points, be prepared for him. If he 

is in superior strength, evade him. If 

your opponent is temperamental, 

seek to irritate him. Pretend to be 

weak, that he may grow arrogant. If 

he is taking his ease, give him no 

rest. If his forces are united, 

separate them. If sovereign and 

subject are in accord, put division 

between them. Attack him where 

he is unprepared, appear where you 

are not expected." This my friend, is 

strategy in motion.  

 

If you do not decide how you will 

win, you will discover in due course 

how it was decided that you should 

lose. In crafting strategy you should 

never forget that your competition 

is not sitting idle waiting for you to 

act. Your weaknesses are your 

competition's greatest opportunity. 

Whatever you do, do not stop 

moving forward.  

 

The mere process of planning is a 

critical step of winning because 

some people think planning is time 

wasting.  
 

 

 

 

 

 

 

 

 Milton Kamwendo is Chief Executive 

at Innov8 Inspiration Group. He is a 

cutting edge workshop facilitator, 

motivational speaker and  author. 

 

 

        The impossible is  

         often the untried.  -       

[J. Goodwin] 
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Feature: Creating an Entrepreneurial, 

Innovation Based Economy is Key to 

Jobs Creation and Growth 
 
By Phillip Chichoni 

 

 

Out with the old  

 

Today the forces of disruption, globalization and regulation are rocking the 

economies of every nation. Long established industries are rapidly shedding 

jobs, and they are unlikely to rehire. This is not happening just in Zimbabwe, 

but it is a global phenomenon as companies face competitive forces in a 

radically changing world.  

Just look at a few recent headlines from 2013: 

 

• BlackBerry announces that it would lay off 4,500 employees, or 40 

percent of its work force  (Canada) 

• One-in-four South Africans jobless, mine layoffs loom (South Africa) 

• Siemens lays off 15,000—this is what happens when you put a CFO in 

charge (Germany) 

• Macy’s Laying Off 2,500 Employees, Shutting Five Stores (USA) 

• 5 U.S. Companies Laying Off The Most Workers This Year (2013):  

i. JPMorgan Chase & Co.: 19,000
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ii. J.C. Penney Company, Inc. 

: 15,020 

iii. International Business 

Machines Corp. 

(NYSE:IBM) : 9,400 

iv. The Boeing Company 

(NYSE:BA):  5,800 

v. American Express 

Company (NYSE:AXP) : 

5,400   

We are now in the information 

age where knowledge, and not 

physical resources, is king. 

Knowledge is now the raw material 

of production and value.   

Management guru Tom Peters 

said continuous learning is the only 

real source of sustainable 

competitive advantage. Peter 

Senge, author of the Fifth Invention, 

said only learning organizations, 

those organizations which are 

capable of taking in new 

information and adapting it and 

using it faster than their 

competitors will survive in the 

information age.  

To survive, large companies are 

doing what Brian Tracy calls the 

Seven Rs: 

I. Reorganization: moving people 

and resources around in a 

company so that they produce 

better services and products. 

II. Restructuring: moving more 

resources to areas where they 

contribute greater value to 

customers and discontinuing  

activities that customers are not 

going to pay for. 

III. Re-engineering: analyzing 

processes and downsizing, 

eliminating or outsourcing lower 

value activities so as to achieve 

more with fewer inputs. 

IV. Reinventing: continuously 

looking at what they have to do 

if they have to start all over 

again today. They are planning to 

fit into the future as profitable 

and successful companies.   

V. Re-evaluation: looking at 

everything they have to do to 

decide if this is the real business 

they want to be in. 

VI. Refocusing: concentrating their 

time, activities and resources on 

the few things they can do in an 

excellent fashion in a 

competitive market place. 

VII. Regain control: of their financial 

destinies by becoming proactive 

and by making clear and specific 

decisions about what business 

they really are in and in what 

direction they are going. 

 

Small firms are the ones creating 

most new jobs and have the 

potential of driving economies if 

they are helped to succeed and 

grow.  Everyone therefore has an 

interest in seeing small enterprises 

prosper. 

 The creation of an innovation 

economy that is driven by the rapid 

expansion of startups has never 
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been more imperative than it is 

today. 

 

Constraints against growth of 

small businesses 

The small business has always 

faced a high risk of failure. On 

average, only one in ten new 

businesses survives beyond five 

years. Reasons for failure vary 

widely: from poor planning to 

inadequate resources, heavy 

competition, unwanted products 

and even pure bad luck. 

Most of the time failure occurs 

after a substantial investment of 

time and money into the business. 

Even entrepreneurs with the most 

meticulously prepared business 

plans or those with loads of startup 

capital have been seen failing.  

 

 

 

 

The flaw of the conventional 

startup process arises from its focus 

on predicting the future. Traditional 

business plans will show you the 

entrepreneur’s assumptions based 

on desk research and guesswork. 

With so many unknowns, a business 

plan rarely turns out as predicted. 

The first contact with a customer 

usually shows that one’s 

assumptions were wrong. Boxer 

Mike Tyson once said about his 

opponents’ prefight strategies, 

“Everybody has a plan until they get 

punched in the mouth.” 

No-one can predict what is going 

to happen tomorrow, let alone five 

years from now. Yet we prepare 

business plans predicting cash flows 

for up to five years. The way things 

unfold is rarely according to the 

plan. Unexpected things happen all 

the time. Many businesses that 

succeed in the end do so after 

numerous failures, course 

corrections and product or service 

adjustments along the way. 

 

The Zimbabwe scenario 

The Zimbabwean economy has gone 

through a serious economic decline 

during the past decade. There was a 

temporary recovery surge between 

2009 and 2012, but it has not been 

sustainable. 

 Many established companies 

have scaled down operations and 

laid off workers while others have 

closed shop altogether. No new 

large investments are coming in. 

The majority of the adult 

population, after failing to find 

formal jobs, decided to enter into 

informal business. 

Recent research shows that the 

majority of Zimbabwe’s working 

The flaw of the conventional 

startup process arises from its 

focus on predicting the future. 
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population is making a living in the 

SME sector. Unfortunately, over 90 

percent of the players in this sector 

are very small and barely surviving. 

Hopes of these micro-enterprises 

growing into sustainable businesses, 

that create employment and value, 

are very slim.  

 

 

 

 

There is hope for serious 

entrepreneurs, though, in the form 

of the new lean startup concept. 

 

Rise of the lean startup 

movement 

Steve Blanks is an entrepreneur 

who has been involved with eight 

high technology startups, either as a 

founder or as an early employee. 

Eleven years ago, when he went 

into teaching, he came up with a 

formula for customer development. 

This involved testing one’s business 

idea with customers from very early 

on. You try your business model by 

taking an early version of your 

product to the market before even 

completely developing it.  

By asking potential users, 

purchasers and partners for 

feedback on all aspects of your 

business model, including product 

features, pricing and distribution 

channels, you test your business 

model theory. The feedback will 

allow you to revise your 

assumptions, modify your product 

and your business model numerous 

times until you come up with the 

one that works and is scalable for 

rapid growth. The emphasis is on 

customer feedback, which is more 

important than the development of 

a product you assume customers 

will love.  

Hand in hand with customer 

development is the practice called 

agile product development. Unlike 

the conventional method of 

developing a complete product 

before taking it to market, this 

process eliminates wasted time and 

resources by developing the 

product iteratively and 

incrementally. This means the 

product development process is 

repeated several times with the aim 

of approaching a desired goal. In 

this, you develop a very basic 

version of the product, ask for 

customers’ feedback, use that 

feedback to change or improve the 

product, at the same time adding 

more features that customers 

desire. 

Chicken farming is one of the most 

common businesses among small 

entrepreneurs 



In 2003, Steve started teaching 

this process in a course at Haas 

School of Business at the University 

of California. A year later, he 

invested in a startup founded by 

Eric Ries and William Harvey, on one 

condition: that the entrepreneurs 

would take his course. They did and 

were impressed. Ries saw the new 

approach as similar to the Toyota 

Production System, which had 

become known as “lean 

manufacturing”.  He gave the 

concept of the two processes of 

customer development and agile 

development the name “lean 

startup”. 

Steve Blanks wrote a book on the 

process in 2003, entitled The Four 

Steps to the Epiphany, articulating 

that startups were not smaller 

versions of large companies

book he laid out the customer 

development process in detail.

 In 2010, Alexander Osterwalder 

and Yves Pigneur gave 

entrepreneurs the standard 

framework for business model 

canvasses, a tool for use in 

searching for a workable business 

model, in Business Model 

Generation.   

In 2011, Eric Ries published an 

overview of the new concept in 

Lean Startup, and in 2012 Steve 

Blanks summarized what they had 

learned about the techniques in a 

step-by step handbook entitled 

Startup Owner’s Manual. 
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In 2003, Steve started teaching 

this process in a course at Haas 

School of Business at the University 

of California. A year later, he 

invested in a startup founded by 

Eric Ries and William Harvey, on one 

condition: that the entrepreneurs 

would take his course. They did and 

were impressed. Ries saw the new 

approach as similar to the Toyota 

Production System, which had 

manufacturing”.  He gave the 

ncept of the two processes of 

customer development and agile 

development the name “lean 

Steve Blanks wrote a book on the 

The Four 

, articulating 

that startups were not smaller 

nies. In the 

out the customer 

development process in detail. 

In 2010, Alexander Osterwalder 

entrepreneurs the standard 

framework for business model 

canvasses, a tool for use in 

searching for a workable business 

Business Model 

In 2011, Eric Ries published an 

overview of the new concept in The 

, and in 2012 Steve 

Blanks summarized what they had 

learned about the techniques in a 

by step handbook entitled The 

 

Eric Ries’ book  

As the lean startup concept 

spread, some large companies 

began to implement it. General 

Electric, for example, adopted the 

approach in its Energy Storage 

division as they worked on 

developing a new battery they 

believed would disrupt the i

Instead of preparing to build a 

factory, scale up production and 

launch the battery as a traditional 

product  extension, GE applied the 

lean technique. The company 

started searching for a business 

model and engaging in customer 

discovery. The team 

face with dozens of global prospects 

to explore potential new markets 

and applications.  

The feedback they got from 

customer engagement enabled 

them to shift their business model. 

They eliminated one of their initial 

targets, data centers, and

customers in new segments, which 
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As the lean startup concept 

spread, some large companies 

began to implement it. General 

Electric, for example, adopted the 

approach in its Energy Storage 

division as they worked on 

developing a new battery they 

believed would disrupt the industry. 

Instead of preparing to build a 

factory, scale up production and 

launch the battery as a traditional 

product  extension, GE applied the 

lean technique. The company 

started searching for a business 

model and engaging in customer 

 met face to 

face with dozens of global prospects 

to explore potential new markets 

The feedback they got from 

customer engagement enabled 

them to shift their business model. 

They eliminated one of their initial 

targets, data centers, and found real 

customers in new segments, which 
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are utilities and mobile phone 

providers in developing countries 

with unreliable electricity supplies. 

Eventually they invested $100 

million to build a factory for the 

Durathon batteries in 2012 and 

demand is reported to be 

outstripping supply.  

 

How Zimbabwean entrepreneurs 

can embrace the lean method and 

accelerate growth  

 

a) Dream lots of new ideas. To 

come up with a good idea, one 

needs to think of lots of them. 

Instead of copying the business 

lines that others are already in, 

think of something new or totally 

different. 

Getting into a crowded line of 

business is a waste of time and 

resources; you are simply 

shrinking the piece of cake that 

each one gets. The process of 

coming up with new business 

ideas is best approached from a 

customer problem point of few. 

Customers will not pay for 

anything that does not solve 

their problems or improves their 

lives, especially with the 

economy depressed as it is in 

2014. Be very observant. Is there 

any product or service being 

supplied in way that does not 

really satisfy the customer? Or 

something that can be done 

better, faster or cheaper? Some 

of our successful entrepreneurs 

came up with new ideas after 

observing life outside Zimbabwe. 

They introduced new products 

and services after first seeing 

them in other countries. 

 

b) Think big. Success in 

entrepreneurship starts with an 

abundance mentality. 

Zimbabweans should think way 

beyond the flea markets, sack 

potatoes and tiny clothing 

boutiques that are daily 

sprouting all over cities and 

towns. Those are enough to 

sustain your family but not to 

create real value and wealth. 

Instead, think of how you can 

change the game. I like the 

thinking of some Nigerian 

entrepreneurs operating here in 

Zimbabwe.  Instead of each one 

flying to China to bring his own 

goods for resale, a group of ten 

or more pool their resources 

together and send one or two 

people to buy goods in China. 

These are packed into a 

container and sent by ship, 

which is way cheaper than air 
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freight. They bring in more 

goods, at a cheaper price and are 

therefore more competitive than 

locals. How can your idea be a 

game changer?  

 

c) Build strong teams. 

Entrepreneurs need to build 

strong teams to take themselves 

out of the critical path. Small 

business owners and self-

employed people spend most of 

their time working “in” the 

business, rather than “on” the 

business. Get people with the 

relevant skills to support all the 

fundamental aspects of your 

business, such as marketing and 

selling, financial management, 

production and distribution. If 

you don’t have people following 

you,  are not yet a leader. True 

entrepreneurs are leaders. 

 

d) Take to market early. After 

developing basic concepts or 

samples of the product, offer it 

to people you know in order to 

assess if there is indeed demand 

for it. Prove that you have a 

winning idea by taking it to the 

market. Customer feedback will 

inform of any changes necessary 

to your offering. If the idea is 

totally unattractive, dumb it and 

try something else. The faster 

you repeat this process, the 

sooner you will come up with a 

winner. (There are numerous 

examples of entrepreneurs who 

have used this approach and 

succeeded, which you will find in 

my new book “Startup Lean, Fast 

and Smart”, see 

http://smebusineslink.com/busin

esslink-resources/. 

 

e) Develop scalable business 

models. Really successful 

businesses models are those that 

can be duplicated over and over. 

Scalable businesses allow 

production volume to increase 

without an increase in the unit 

cost of making the product. 

Examples include software, 

books, music and films, online 

businesses and automated 

production systems for physical 

goods. Franchise systems, such 

as Chicken Inn restaurant chains, 

are also scalable.    

 

f) Embrace information 

technology. The industrial age 

ended as soon as the Internet 

became mainstream in the 

1990s.  From then on, 

information is the new currency. 
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Physical presence and 

infrastructure no longer have as 

much value as they had in the 

industrial age. Information 

technology makes almost every 

business model cheaper, faster 

and more efficient. You can 

design your widget and have it 

manufactured in a factory in 

China at very low cost. 

Zimbabwean entrepreneurs 

should no longer depend on old 

local production facilities, which 

are antiquated and very 

expensive anyway, but they 

should bring modern technology 

into our industry. With the 

internet, your market is now 

global, anyone from anywhere in 

the world can buy your product. 

g) Always be innovating. 

Innovation is the application of 

better solutions that meet new 

requirements, unarticulated 

needs, or existing market needs. 

This is accomplished through 

more effective products, 

processes, services, technologies 

or ideas. In the information age, 

nothing remains new for long. 

Firms that continue to employ 

old methods and processes are 

quickly being left behind. I am 

sure you can think of a number 

of examples in our country.  

 

 

Catch up or be extinct. Telecel had 

to introduce Telecash or be left 

behind by market leader Econet. 

 

Zimbabwe has a lot of well 

educated young people who can 

start building an entrepreneurial 

and innovation based economy that 

will create jobs, increase exports 

and accelerate the country’s 

economy growth. So what are we 

waiting for? 
This article is an excerpt from the new 

book Startup Fast, Lean and Smart by 

Phillip Chichoni. To order a copy, either 

digital or print, please visit 

http://smebusinesslink.com/businesslink-

resources/ 

 

 If at first the idea is not 

absurd, then there will be 

no hope for it. 

 [Albert  Einstein] 



BUSINESSLINK MAGAZINE APRIL 2014          23 
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Marketing 
 

4 Steps to Being 

Market Focused 
 

By Donna Rachelson  

 

 

The business world is full of 

buzzwords. They change every year, 

but there are always a few doing 

the rounds. At the moment, one of 

the popular phrases I’m seeing is 

“market focused”. Companies talk 

about needing to be more market 

focused without really giving 

thought to what that means in 

business terms. 

I believe that being truly market 

focused will result in more 

successful and sustainable 

businesses that are able to weather 

industry changes and attract new 

clients, but I also believe that many 

businesses have not grasped the 

core of what focusing on their 

market involves. 

Here’s what being market 

focused actually means: 

 

Don’t focus first on product 

Many organisations still focus 

first on product development and 

then on the best way to sell those 

products. Instead, market focused 

organisations go to great lengths to 

find out what is happening in their 

target market. 

They consider: 

• What the issues are that are 

affecting their clients 

• What’s happening in the 

industry 

• What problems their clients 

want solved. 

Businesses can’t be market 

focused if their thinking starts on 

the inside and progresses to an 

outward focus. They need to think 

about what they should be offering 

to clients from the outside point of 

view before developing and 

marketing products.  

Set priorities 

Market focused organisations 

understand that resources are 

limited and they need to focus on 
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priorities. They don’t try to be 

everything to everyone. They don’t 

water down their impact on the 

market by trying to connect with 

anyone remotely interested in their 

business area. They focus on their 

ideal customers and develop 

products and solutions for those 

clients. 

Measure impact 

Market focused businesses 

measure the impact they’re making 

in their target market. They keep 

track of what works and what 

doesn’t and they constantly tweak 

their offering to meet the changing 

needs of the market. 

They adapt with their clients, 

rather than expecting their clients 

to make do with products and 

services that don’t fully meet their 

needs. 

Keep strategy central 

In market focused organisations, 

everyone understands the business 

strategy and the role that he or she 

plays in delivering it. There’s no 

room for activities or initiatives that 

don’t support the strategy. 

Every proposed project or new 

product is evaluated on what value 

it will deliver to the target market 

and how it will support the 

overarching strategy. Anything 

superfluous or that doesn’t help to 

serve the needs of the market is 

disregarded. 

  

About Donna 

Rachelson 

 

Donna Rachelson is 

a branding and 

marketing specialist 

and has held a 

number of marketing director positions in 

blue-chip organisations including Nando’s, 

as well as marketing and project 

management positions at AECI and 

Standard Bank. Today, she is the founder 

of Branding & Marketing YOU, which 

offers keynote presentations, workshops, 

strategic marketing consulting, coaching 

and support services. She is also the 

author of the best-selling book Branding & 

Marketing YOU, the first South African 

based personal branding and marketing 

book.  

 

 

 

 

 

 

 

 

In the realm of ideas 

everything depends on 

enthusiasm.. in the real 

world all rests on 

perseverance. - Johann 

Wolfgang von Goethe 
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Bey-oncé Shows How 

Social Media is 

Changing Marketing  
 

By  Abigail Tracy  
 

The artist turned to Instagram and 

Twitter instead of traditional 

marketing methods to spread the 

word about her album release. 

 

Beyoncé has flipped the 

traditional marketing model on its 

head.  

At midnight on Thursday, 

December 13, 2013,  Beyoncé 

released her new self-titled album 

as a surprise to fans and the music 

industry. Columbia, her record 

label, chose not to follow the typical 

industry playbook of slowly 

releasing singles from the album 

one-by-one, accompanied by a 

barrage of media interviews and TV 

appearances. Beyoncé simply 

posted a video featuring images of 

her and the cover of the album on 

Instagram, with the caption 

“Surprise!”  

After her announcement on the 

social media site, the 14-song album 

appeared for sale on iTunes, as did 

17 different videos from it.  

Undoubtedly Beyoncé wouldn’t 

have had much of a problem selling 

her fifth solo album--according 

to The New York Times, her last 

album “4” sold 310,000 copies in its 

first week in 2011. Her decision to 

keep “Beyoncé” a secret, however, 

sends a strong message about how 

product marketing is changing.  

In a press release from Columbia, 

Beyoncé said she was bored with 

traditional album marketing and 

that she wanted to release the 

album in her own way. What she 

really did, however, was illustrate 

the true power of social media. 

Within 12 hours, 1.2 million tweets 

were posted about “Beyoncé” and 

within the first 24 hours more than 

430,000 albums had sold for $15.99 

on iTunes. 

"This is very much in line with 

what's happening right now in 

marketing, which is this idea of 
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marketing without marketing, or 

anti-marketing, where you appear 

to be just delivering your product 

directly to the consumer without 

any mediation," said Jason King, a 

musician and professor at NYU's 

Clive Davis Institute of Recorded 

Music in an interview with NPR. 

"This seems like a direct gift from 

the celebrity to the consumer." 

It seemed that Beyoncé would 

agree with King’s take on the 

surprise release of the album. 

“There’s so much that gets between 

the music, the artist and the fans. I 

felt like I didn’t want anybody to 

give the message when my record is 

coming out. I just want this to come 

out when it’s ready and [send the 

message directly] to my fans,” 

Beyoncé said in Columbia's press 

release.  

 

 
Beyonce: Her new album could 

help her stand alone among 

music’s top earners. 

 

Beyoncé's move is not the only 

recent marketing stunt within the 

entertainment industry. For the 

Anchorman 2: The Legend Continues 

release, Paramount pictures 

engaged fans with a handful of 

unusual marketing techniques 

leading up to the film's December 

18 release--including Will Ferrel 

anchoring a newscast in North 

Dakota, an ESPN interview with 

Peyton Manning, and a partnership 

with Tumblr,  AdWeek reports.  

It's likely that these new 

approaches will influence marketing 

beyond the entertainment industry. 

At the forefront of both marketing 

campaigns is the consumer. In an 

Inc. Live Chat last month, Carrie 

Kerpen of Likeable Media stressed 

that this emphasis on the customer 

in marketing and on social media is 

key for all businesses.  

"It’s about connecting with your 

customers online and getting them 

to spread the word," she said. 

"Worry less about what you need to 

do and worry much more about 

what your customers want and 

what their social behavior is like 

online. That will help you craft a 

strategy.” 

 

-Inc.com 
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Customer Service - 8 

Customer Service 

Principles To Live By 

By Fitzgerald Mujuru  

 

 

Poor customer service is costly to 

your business 

 

In an attempt to create a good 

image and perception, companies 

go the extra mile to project 

themselves in a positive light to 

members of the public in general 

and targeted customer groups in 

particular. Therefore, they go all out 

and make promises that they might 

sometimes not be able to fulfill. The 

worst thing that can happen is 

customers will feel "hard done by" 

when companies fail to live up to 

their promises and they will vote 

with their feet to the disadvantage 

of your organization. I would like to 

share eight principles that you can 

feel free to adopt as your own as 

you seek to provide better service 

to your customer. 

I write this in the first person 

plural because satisfying customers 

is not the responsibility of the 

individual member of staff only but 

the whole team. I would write these 

on a poster and pin it on the wall for 

my staff to internalize if I were you. 

1. We will keep our promises to 

our customers at all times. We will 

not only satisfy our customers but 

we will wow them. 

2. We will not abuse our most 

loyal customers by overcharging 

them under the guise of a premium, 

but we will give them good value for 

their money by providing high 

quality products and services. 

3. We will foster and nurture 

good business ethics by not doing 

any underhanded deals and giving 

and taking bribes to create easy 

passage of our transactions. 

4. We are in business to create 

products and services that help 

create a better life on this planet 

earth therefore we will practice the 

golden rule. 



BUSINESSLINK MAGAZINE APRIL 2014          29 

5. We will be honest and 

trustworthy even though that may 

cost us a major account 

6. We will not only present 

ourselves in positive light by being 

good to our customers, but we will 

be good to our employees who look 

after our customers. 

7. We are more interested in the 

legacy that we leave behind 

generations after we are gone than 

temporary profit. 

8. We will compete fairly by not 

involving ourselves in practices that 

can be misconstrued as unfair 

practices. 

 

A business that demands a high 

standard of itself and portrays an 

image of honesty and integrity and 

the desire to serve at the core of its 

operations will outlast fierce 

competition from fly by night, quick 

buck enterprises that want to grab 

all they can get from the few 

customers that are loyal. 

I believe loyalty must be 

rewarded by creating a pleasant and 

user - friendly environment for the 

acquisition and consumption of 

products and services. Change the 

way you take care of business and 

your business will take care of you 

for a very long time to come. 

 
 

 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Crayfish at Kariba 

Dam: Menace or 

opportunity 
 

There has been press 

reports recently about Crayfish 

at Kariba dam threatening to 

destroy the Kapenta fishing 

industry 

 The crustacean’s population 

has apparently rapidly 

expanded and it is feeding on 

the Kapenta’s  eggs and 

babies. They also eat plants 

that are the fish’s food source.  

Crayfish, which is a form of 

freshwater lobster, are an 

expensive delicacy to many 

people worldwide.  

How about harvesting and 

exporting them for food? They 

could become a source of the 

foreign currency the country 

desperately needs. 

Food for thought. 

 

A delicious dish of crayfish 

boil 
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Profile:  Outstanding 

entrepreneur expands 

footprint in the health 

sector 
 

By Phillip Chichoni 

Entrepreneurship is a risky 

business. You would expect a 

person who has spent seven years 

in learning and internship in 

medicine to be satisfied running his 

own surgery or two.  

Not so for Mike Joka. Surgeries 

were not enough. He wanted to 

build a group of world class private 

hospitals and transform the health 

delivery system in Zimbabwe.  

Corporate 24 opened doors in 

2010, with a staff compliment of 

three. Now there are more than a 

hundred and expected to exceed 

250 when some new projects under 

construction are completed.  

One of the units is Corporate 24 

Medical Centre located in Belgravia, 

Harare. Its staff complement 

consists of seven medical doctors,  

five registered nurses, five nurse 

aids and nine general hands. 

It offers health services in a 

homely environment ranging from 

basic consultations to cardio- 

pulmonary resuscitation of critically 

ill patients and also performs a wide 

range of minor surgical procedures.  

Other services include vaccinations 

against hepatitis A and B; Yellow 

fever, MMR; Flu; AAT and Rabies. 

  

 

Entrepreneur on fire: Dr Mike Joka 

and his team 

Support services include a 

Radiological unit (X-ray for ultra 

sound), a fully stocked pharmacy 

and laboratory services which all 

operate for 24 hours a day, 7 days a 

week. The medical professionals in 

the unit are all accredited with 

Advanced Cardiac 4 Trauma Life 

Support from MARS. 

 

Bold ambition 

Driven by a deep passion for 

achievement, Dr Joka is on an 

expansion push. His firm is rolling 

out three more state of the art 

medical facilities, two in Harare’s 

Eastlea and Marimba suburbs and 

one in Bulawayo. The investment on 
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these projects exceeds US$10 million.  

The company will contribute to national development by reducing loss of 

revenues to South Africa and India where many Zimbabweans are resorting to 

when seeking cheaper medical treatment.  

Dr Joka’s entrepreneurship and innovation have not gone unnoticed in the 

business world. In 2013 he won a number of awards, including the prestigious 

Zimbabwe National Chamber of Commerce Businessman of the Year for 2012.  

He was also named the Most Creative Entrepreneur for the Year for 2012 by 

the local branch of Junior Chamber International (JCI). 

 

 
 

 
• What other people have or don't have should never intimidate you from 

following your purpose. 

•  When it is your time, no one can stand in your way and prevail. Even your 

enemies will propel you to the top. Maximize the opportunity when the 

spotlight is on you. It is simply your time. 

• You have to get used to criticism if you are serious about moving up the 

success ladder. People who have changed the world endured all forms of 

ridicule. Criticism must not make you stop advancing. As you pursue 

purpose, know that criticism is part of the process.  

• Your breathing must purchase your purpose. Understand why you occupy 

space for you to be fruitful and fulfilled. Avoid frustrations by following your 

purpose not what is fashionable. 

Connect with Rabison Shumba on @rshumba 

rab.shumba 

Email: rabison@rabisonshumba.com www.rabisonshumba.com 
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Technology 
 

Zimbo Kitchen: 

Making money 

through food content 
 

ZimboKitchen.com 

They say you cannot go wrong 

with the food business, because 

everybody has got to eat. We know 

Zimbabwean food is in a class of its 

own. Think of traditional meals like 

road runner chicken, pork trotters 

with rape, boiled sweet potatoes, 

rice with peanut butter, sweet 

smelling farm fresh mabhanzi 

(sweet buns- we used to call them 

abafana bempabanga at my first 

job, or bald headed boys; they well 

delicious with a cold Fanta).  Some 

of these meals you simply cannot 

find them made the Zimbabwean 

way anywhere else.  

Many of our fellow countrymen 

residing in the diaspora must 

definitely be missing home cooked 

traditional meals.  

Then came Rumbie Charlene 

Nkomo  and Aurther Shoko, foodie 

entrepreneurs who decided to put 

Zimbabwean meals online. 

ZimboKitchen is an online based 

resource that contains Zimbabwean 

food recipes. From traditional 

delicacies to international offerings, 

ZimboKitchen is packed with 

enticing visual guides that enable 

anyone to prepare a meal. It 

maintains its Zimbabwean flair even 

for international recipes by 

recommending local ingredients.  

ZimboKitchen is reaching out to 

Zimbabweans locally and around 

the world with a practical offering 

for them to maintain their 

Zimbabwean roots.  

The ZimboKitchen blog  has over 

50,000 page views in a month and 

publishes over 25 unique recipes 

each month.  

Although Rumbi does the bulk of 

the writing, they also publish 

material from other contributors 

that have a truly unique recipe they 

want published. 

Also on Facebook

 

ZimboKitchen recently launched 

a Facebook page, which has been 
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running for over a year now and has 

over 21,000 followers. This is way 

more than Spar Zimbabwe, GTel, 

NetOne and TV Sales & Home which 

all have greater mass appeal. 

(According to Techzim.com)  

The Zimbokitchen Online Shop 

Facebook page features hints and 

advice as well as beautiful pictures 

of kitchen utensils and gadgets that 

are available for sale. 

How they make money 

At startup, the couple made a bit 

of money through paid 

advertisements on their blog.  

Just before Christmas 2013,they 

released their first digital product, a 

recipe book entitled Zimbabwe 

Classic Traditional and Fusion Food 

Recipes which is ready for download 

on the site for $9. 

Arthur says the response so far 

has been good both in terms of 

customer feedback on the contents 

of the book and revenues. 

In addition to the digital product, 

Zimbokitchen also makes money 

from selling kitchen utensils and 

small appliances. 

 

 

 
Currently  payments are done 

through  Ecocash and the 

international payment system 

Paypal  for those  Zimbabweans in 

the Diaspora.  

Further, Rumbi conducts  

ZimboKitchen Classes, offering 

cooking and baking lessons at her 

home kitchen in Avondale West, 

Harare. 

Although Rumbidzai is the face of 

the brand and the brains behind the 

food, she also has working 

knowledge and technical skills 

needed to run a web startup. Before 

ZimboKitchen she worked in 

internet marketing field and this 

allowed for an easy transition to the 

now full time digital kitchen.



 

Natasha Ndlovu

big modeling contracts
 

By BusinessLink writers 

 

 

This is the page that gree

Natasha Ndlovu’s website. 

she was 10, where she lived for a couple of years.

She was signed by an agency and after school she moved t

working.
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Natasha Ndlovu- How blogging helped her land 

big modeling contracts 

By BusinessLink writers  

This is the page that greets you when you visit fashion model and blogger 

’s website. Born in Zimbabwe, she moved to South Africa when 

she was 10, where she lived for a couple of years. She then moved to Canada. 

She was signed by an agency and after school she moved to the UK to start 
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How blogging helped her land 

 

fashion model and blogger 

Born in Zimbabwe, she moved to South Africa when 

She then moved to Canada. 

o the UK to start 
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Natasha runs a fashion blog, 

bisous.natasha.com and she is also 

on Facebook, Tumblr and other 

social sites where she shares her 

career stories and gives tips to 

upcoming models. 

Asked about how one can 

become a model, Natasha advised 

that depending on which country 

one lives, look at reputable agencies 

online and go see them during their 

open call days. That means an hour 

where girls can walk into the agency 

without an appointment to be seen 

and assessed. 

Natasha loves to talk about 

fashion and she is regularly posting 

new pictures from her fashion 

shoots, showing off beautiful 

dresses, bags, shoes you name it. 

 

 
 

 
Natasha has appeared in 

numerous international fashion 

magazines. Last year she appeared 

as the cover model  in True Love 

magazine, one of the best selling 

women’s magazines in South Africa. 

Modeling is a lucrative but very 

competitive career. However, with 

some innovative marketing, like 

Natasha’s blogging, one can get 

ahead of the pack. 

Watch Natasha on Youtube talk 

about how blogging  has helped her 

career.  Follow the link below or 

copy and paste it onto your 

browser. 

http://www.youtube.com/watch

?v=s6pLZYeK1UY 
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Arthur Marara 

inspiring the next 

generation 
 

 

 

Your Name: Arthur Marara  

Company/ Name of Business: 

Greatness Clinic Trust  

What is your profession? 

Attorney /Motivational 

Speaking/Author/Entrepreneur  

What was your first job?  

Relief Teacher  

When you were a kid, what did you 

want to be when you grew up? 

Initially I wanted to be a doctor.  I 

used to be fascinated by the lab 

coats so much.  With time I 

however discovered that it was not 

my calling. My calling was to bring 

healing through non-medical 

means. I could use my profession as 

an attorney as a way to reach out.  

What inspired you to start your 

business or pursue the career you 

followed?  

I think it’s more of a call than 

anything else. With maturity I 

realised that I was an attorney. This 

shaped up when I was doing my 

Advanced Level. I managed to 

pursue this dream and I am glad 

that I am living it.  

How did you get started with your 

company or profession? 

I started doing the things that would 

take me to Law School. Like choice 

of Advanced Level subjects, working 

hard to earn the required points, 

going  through University and attain 

the set standards. With speaking, it 

took a leap of faith to open my 

mouth and speak to individuals, 

then expanding my area of 

influence up until I managed to get 

to write for major newspapers in 

Zimbabwe and several magazines as 

well. Writing has always been a 

passion. How did I do it, I just 

started writing. You only become a 

writer when you write. 

How did you finance your 

business?  
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Writing is expensive when you self-

publish. I have learnt the art of 

saving for the goal, and disciplining 

yourself financially until  you 

achieve a certain result. My first 

book was miraculously sponsored 

by a friend and I am greatly 

indebted to him for helping my 

dream to come true. 

Best advice you ever received?  

Believe in yourself, and be the best 

that you can be . 

What one piece of advice would 

you offer entrepreneurs starting 

out today?  

Nothing is impossible. Every great 

business was small at some point in 

time. Do not be afraid to start. 

Nothing will happen until you start. 

Know what you want and go for it. 

Never allow people to belittle your 

ambitions, dream as if it were 

impossible to fail, and work like it is 

your last day on earth. No limits.  

Favourite part of your job?  

It allows me to mix and mingle with 

people. I love people, people are my 

calling. It also challenges me to 

think beyond my thoughts. Innovate 

solutions to problems and get 

elevated at the same time.  

What is the biggest challenge you 

have faced?  

Discouragement. I am glad that 

discouragement pushed me this far 

because I proved to those who 

discouraged me that I can indeed be 

someone. Some people did not 

want me to go to Advanced Level, 

they even tried to influence my 

mother, but they were wrong.  

In the face of adversity, how do 

you decide to keep going?. 

Keep your eyes on the goal. Focus 

on the bigger picture rather than 

the distractions that come your 

way.  

Tell us about one person that you 

admire? 

Strive Masiyiwa. He managed to 

identify a dream, and persistently 

pursued it.  Communication has 

been made easier because of his 

contribution in Zimbabwe.  Econet 

is arguably the best Mobile services 

provider in Zimbabwe and it has 

managed to spread its tentacles 

beyond the borders of Zimbabwe. 

If you could have dinner with any 

three people, who would you 

choose? 

Strive Masiyiwa, Nigel Chanakira, 

Dr. Myles Munroe   

What sacrifices on your personal 

life did you have to make in order 

to be where you are today? 
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I gave up much time I could have 

spent on entertainment. I invested 

it in education.  

What is one of your favorite 

quotes? 

“The future belongs to those who 

believe in the beauty of their 

dreams.” – [Eleanor Roosevelt]  

What is your vision for your 

company? 

To be an effective tool for reaching 

out to people and empowering 

them with life skills that will enable 

them to live and enjoy life better.  

One thought from a book I am 

currently reading 

“Big dreams attract big people.” 

 [ Put your dream to the test – [Dr. 

John C. Maxwell] 

One signal that tells me there is a 

problem 

when everyone is saying everything 

is okay.  

One dream I would like to chase, 

later in life is?.......... Speak globally 

and make a difference in the lives of 

many people.  

How do you de-stress?..... Take a 

walk and disconnect myself from all 

forms of communication. #Me-time.  

What philanthropic activities are 

you involved in as a way to give 

back to the less fortunate?....... 

FREE Motivational Programs for 

Communities.  

Name one thing you are an expert 

in…… SPEAKING.  

What was your biggest failure, and 

what did u learn from it…………. 

Thinking that I could not do 

anything. I no longer live by this, 

because everything is possible if I 

really want it.  

What book has had the biggest 

impact on you?...... Think and Grow 

Rich – Napoleon Hill 

Have any hidden talents?............ I 

write, speak on any area, design, 

decorate, sing (sometimes), cook,  

Which is your most favorite place 

in this earth? …. Victoria Falls  

What is the craziest thing you have 

ever done?............ write a book in a 

day (book was approved by the 

Ministry of Education, Art, Sport 

and Culture – 2012)  

 

Source: 

http://www.africanbreakfast.com/ 
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Social Media & 

Zimbabwe’s New 

Upside 

Down Company 
 

by Max Soutter  

 

 

  

What does it take to survive and 

thrive in this new social media 

revolution? How relevant is it in 

Zimbabwe? Where do we start, 

what do we do, what’s really 

changed? These are some of the 

questions I’m asked by businesses 

large and small locally. Oh and of 

course “What is social media 

anyway?” 

 

 Let’s start with that last one 

 Social media is quite simply, 

media that’s social.  The very 

opposite of the one way broadcast 

communication you’re used to 

seeing in the Herald or DailyNews 

that is sold on the street. It is 

interactive media. It is the tools and 

methods by which people can talk 

back to the people talking to them. 

Social media is a communication 

platform and content that allow s 

people to have conversations. It’s 

the difference between giving a 

speech, and having a group 

discussion.   

 On Facebook, for example, I can 

talk back to you. From right here in 

Harare, Zimbabwe, I can add my 

perspective to a discussion that was 

started in another part of the 

country or world. I can agree, 

disagree and I can very easily pass 

on your message to my circle of 

friends.  

Social media is word of mouth on 

steroids. You see, marketers for a 

long time were a cross between 

dictators and annoying little 

mosquitoes, constantly 

commanding and interrupting our 

lives. They could simply buy media 

space, and interrupt someone 

looking for interesting stories in the 

newspaper or watching a program 

on TV with “Buy , buy, buy. Hurry 

While Stocks Last!!”  

 Some were irritated by the 

interruption, but it was worth it, to 

get that 0.001% to maybe buy. The 

problem is, people got used to it. 

They got really good at ignoring 

interruptions. Companies had to 

buy bigger space and come up with 

crazier and more creative adverts, 

making marketing more and more 

expensive and crazy. Advertising 



BUSINESSLINK MAGAZINE APRIL 2014          40 

agencies loved it, everybody was 

still making money! 

 

 But then everything 

changed…blame technology. 

 All of a sudden Facebook, 

Twitter, LinkedIn, Google Plus, 

blogging…and more started popping 

up. Before that only high budget 

and highly trained agencies could 

create pictures and videos and 

interesting content – now everyone 

can do it on his phone. Only large 

media houses and publishers could 

distribute content to inform and 

entertain the masses – now 

everyone can do it on 

Facebook…and for free! 

 Companies just don’t know how 

to be relevant in this new world. 

They’re seeing that in a world 

where the market has all the power, 

they will have to influence, not 

dictate. They’ll have to become 

welcome guests, not interruptions. 

But how? 

 

Turn your marketing and 

business model upside down! 

 Right now, you sell ‘product X’ – 

let’s say car insurance. Well imagine 

for a moment that you were in the 

publishing business. You got paid 

not for the sales of car insurance, 

but for producing high quality 

content relevant to people 

who might be interested in buying 

insurance. 

 What sort of content could you 

create?  

 Articles, interviews, stories and 

documentaries . If you did a good 

job at it, then people interested in 

‘car insurance’ would come to 

regard you as a trusted adviser on 

where and how to buy it and you 

would attract a large number of 

such people in that market. 

And if you ‘happened’ to start 

selling car insurance directly 

yourself, then you would quite 

naturally be regarded as the most 

trusted and reliable source to buy 

from.  

 Thinking like a publisher is a 

major shift — operationally, 

tactically and culturally. I’m starting 

to see more companies become 

aware of the need to change, even 

locally.  

 Turn your thinking upside down 

for a second. Understand that 

you’re in the business of creating 

content. Content that would 

ordinarily be good enough to sell, if 

that was your model. Content that 

is valuable, actionable and sharable 

by the people who read it. Content 

that makes people say “wow, only 

an expert in car insurance could 

have taught me that, I trust these 

guys”. 
  

Max Soutter is the 

founder of Business 

Set-Up Group. He 

can be contacted on 

email: 

max.soutter@gmail.

com 
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Use search engine 

optimization to 

attract new clients 
 

By Phillip Chichoni 

 
 

There is a revolution underway in 

professional services marketing. 

Firms that harness SEO’s power 

tend to grow faster and be more 

profitable. You need to understand 

how it applies to your firm’s 

strategy and marketing. 

According to a recent Hinge 

research, search engine 

optimization (SEO) is the most 

effective online marketing 

technique for generating leads and 

growing your professional services 

firm in today’s increasingly digital 

marketplace 

(www.hingemarketing.com).  

I will give you an example. One of 

our businesses, Admiral Business 

Systems, provides company 

registrations services. Last year 

someone posted a question on a 

LinkedIn forum seeking information 

on whether one can do regular 

business using a Private Business 

Corporation.  

Seeing that there was very little 

information on PBCs around, I 

wrote an article about it and posted 

it on the Admiral Business Systems 

website as well as on LinkedIn and 

Facebook groups. 

Within a few months we were 

getting email and phone enquiries 

about PBCs. An analysis of leads 

sources indicated that 80% of the 

enquiries originated from Google 

search for “PBC Zimbabwe.” People 

searching that term were directed 

to that page with that article on the 

website. 
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A Google search for PBC 

Zimbabwe today will show the 

Admiral Business Systems page 

either on the top or second rank of 

the results. As a result we managed 

to get more customers through the 

website than those we got through 

placing newspaper advertisements.  

 If you want to be found online by 

valuable prospects searching for 

your services, then you better 

understand how search engines 

work. Additionally, you must be 

willing to invest time and effort into 

optimizing your site and tracking 

results. 

Google, Yahoo , Bing and other 

search engine tools are now being 

used frequently by prospects 

looking for professional services.  

Search engines give people a 

quick and easy way to find service 

providers and compare benefits. If 

your website is not SEO optimized 

and you are not ranking 

competitively for important search 

terms (called keywords), then you 

are not even in the game. 

 

Tips to optimize your page 

rankings  

To be found by prospects, your 

page must be near the top of the 

search results rankings. 

This does not happen overnight 

but involves strategies that take 

time and effort to get results. The 

following are some of the tactics 

you can use to improve your 

ranking: 

1. Create relevant content. Your 

first job when trying to be found 

in search engines is to create 

content that deserves to be 

ranked. Google rewards web 

pages that deliver the most 

relevant content for a given 

search phrase. If you want to 

rank for a specific phrase, try 

creating a page that really 

delivers specific, useful 

information on a narrow topic. 

Google is smart enough to 

recognize a well-crafted page. Be 

sure to include the keywords not 

only in the text of the page, but 

also in the page title and meta 

description. It is also helpful to 

tag images on the page with 

these keywords, allowing search 

engines to “read” the images. 

When you create a page that is 

helpful to readers  and rich in the 

relevant keyword, you increase 

your chances of a respectable 

ranking. 

 

2. Conduct keyword research. My 

website provides information on 

terms mostly used by customers 

to find it when doing Google 

search. For example, the PBC 

Zimbabwe term was the most 

common one used by prospects 

who landed on my web page.  To 

avoid using terms that are 

already flooding the web, do a 

search as see how competitive 

your keywords are. Tweak your 

keywords to find those that are 
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very relevant to the service you 

are offering and which people 

are actually searching for. 

 

3. Tag your pages. Tagging helps 

your page to be found more 

easily by search engines. 

Including the keyword phrase 

you are trying to rank for in the 

URL of the page can provide a 

significant boost in rankings. 

Include your keywords in the 

meta page title (the title that 

appears at the top of the web 

browser window when you visit 

a page). This tips Google off to 

the keyword phrases you want 

to rank for. 

 

4. Share you content. Social media 

has become an integral part of 

content marketing and SEO. One 

of the best ways to receive free 

links to your content is through 

interaction in social networks. 

LinkedIn and Twitter have proven 

to be the most effective networks 

for sharing content in the 

professional services industry. 

Consistently sharing and 

promoting your content on your 

profiles is a good start, but you 

will need to develop relationships 

and a loyal following to see long-

term success. 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The Customer is Not 

Always Right.     
Steve Blue, business growth 

consultant and CEO of Miller 

Ingenuity, an engineering firm, 

says so. 

When a conflict arises between 

your company and a customer, 

does your salesperson side with 

the customer? While ‘the 

customer is always right’ has 

been a business motto for a long 

time, Blue cautions entrepreneurs 

to tread cautiously. 

“Your customer can put you 

out of business by squeezing your 

margins to nothing if they can get 

away with it,” he says. “Your 

customers may also abandon you 

in a minute if they find a better 

deal somewhere else. So why on 

earth would you want 

salespeople who work for your 

customer?” 

Instead, train your salespeople 

to develop deep relationships 

with their customers, so when it’s 

time to give them bad news, such 

as a price increase, the 

relationship and service factor 

will be worth the cost. 

“While you want your staff to 

take care of your customers, their 

loyalty should be to your 

company,” says Blue. “Customers 

don’t pay the bills, profits do.” 
 

'We are what we repeatedly do. 

Excellence, then, is not an act, but a 

habit'. --Aristotle 
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Starting Up 
 

Incorporation: Why 

sole proprietorship is 

not enough 
 

By Phillip Chichoni 

The majority of small businesses are 

sole proprietorships. Although there 

is no law which bars a person from 

doing a business as a sole 

proprietor, it is not the smartest 

thing to do. In fact, it is actually 

dangerous to do so. Because there 

is no separation between your 

personal or family assets and the 

business’ assets, in case of 

bankruptcy or if you are sued, you 

can lose everything you own. 

In our fast, lean and smart 

startup scenario, we are not 

thinking small but big. We know 

that what we are building will 

definitely grow into a big business 

so we should startup smartly, by 

incorporating.  

Here are the reasons why I 

encourage you to incorporate your 

business early: 

 

a) Limited liability. The term 

corporation comes from the 

Latin corpus, which means body. 

A corporation is a body--it is a 

legal person in the eyes of the 

law. It can bring lawsuits, can 

buy and sell property, contract, 

be taxed, and even commit 

crimes. Its most notable feature: 

a corporation protects its owners 

from personal liability for 

corporate debts and obligations-

-within limits. The shareholder is 

not legally liable for the actions 

of the corporation. This is 

because the corporation has its 

own separate existence wholly 

apart from those who run it. This 

allows the corporation to make 

business decisions without the 

risk of endangering the personal 

assets of its shareholders beyond 

what was invested. Risk is a 

necessary element to a 

successful business. Anything 

that minimizes the risk to 

investors makes the business 
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more attractive, and so the 

limited liability of an 

incorporated business is quite 

valuable. 

 

b) Unlimited life. Unlike 

proprietorships and 

partnerships, the life of the 

corporation is not dependent on 

the life of a particular individual 

or individuals. It can continue 

indefinitely until it accomplishes 

its objective, merges with 

another business, or goes 

bankrupt. Unless stated 

otherwise, it could go on 

indefinitely. 

 

c) Transferability of shares. It is 

always nice to know that the 

ownership interest you have in a 

business can be readily sold, 

transferred, or given away to 

another family member. The 

process of divesting yourself of 

ownership in proprietorships and 

partnerships can be 

cumbersome and costly. 

Property has to be retitled, new 

deeds drawn, and other 

administrative steps that must 

be taken any time the slightest 

change of ownership occurs. 

With corporations, all of the 

individual owners' rights and 

privileges are represented by the 

shares of stock they hold. The 

key to a quick and efficient 

transfer of ownership of the 

business is found on the back of 

each share certificate, where 

there is usually a place indicated 

for the shareholder to endorse 

and sign over any shares that are 

to be sold or otherwise disposed 

of. 

 

d) Ability to raise investment 

capital. It is usually much easier 

to attract new investors into a 

corporate entity because of 

limited liability and the easy 

transferability of shares. Shares 

of stock can be transferred 

directly to new investors, or 

when larger offerings to the 

public are involved, the services 

of brokerage firms and stock 

exchanges are called upon. 

 

e) Credibility. Incorporation 

establishes a professional 

identity which distinguishes you 

from the competition and helps 

build credibility with customers. 

Most businesses choose to 

incorporate a business to prove 

their legitimacy to both 

customers and suppliers. Adding 

"(Pvt) Ltd  after your business 



name gives you the credibility 

and professionalism that many 

customers are looking for.

 

f) Tax advantages. Companies are 

taxed on income after deducting 

the costs of earning that income

They also enjoy capital 

allowances when they purchase 

capital assets, that is the 

government pays you for 

investing in your business.

usually works out to lower tax 

rates compared to individuals, 

who are taxed on their gross 

income.  Further, dividends, 

which are payouts made to 

shareholders from the profit 

made by the company, are 

usually taxed at a lower rate 

than personal income.

 

g) You can build a valuable brand.

As your business grows and its 

name becomes well known in 

the market, it becomes a 

valuable brand. By incorporating, 

you are securing your business 

name as a brand.  

Whether to incorporate or not 

depends on your situation

type of business. Take a look at the 

advantages and disadvantages that 

follow and then decide what is best 

for your business. 
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You can build a valuable brand. 

As your business grows and its 

name becomes well known in 

the market, it becomes a 

valuable brand. By incorporating, 

you are securing your business 

Whether to incorporate or not 

depends on your situation and your 

type of business. Take a look at the 

advantages and disadvantages that 

follow and then decide what is best 

Advantages of Incorporating

• Owners are protected from 

personal liability fo

debts and obligations.

• Corporations have a reliable 

body of legal precedent to 

guide owners and managers.

• Corporations are the best 

vehicle for eventual public 

companies. 

• Corporations can more easily 

raise capital through the sale 

of securities. 

• Corporations can easily 

transfer ownership th

the transfer of securities.

• Corporations can have an 

unlimited life.

• Corporations can create tax 

benefits under certain 

circumstances

 Disadvantages of 

Incorporating

• Corporations require annual 

meetings and require owners 

and directors to observe 

certain formalities.

• Corporations are more 

expensive to set up than 

partnerships and sole 

proprietorships.

• Corporations require periodic 

filings with the 

and need to pay 

(The PBC, described below, is 

an alternative to a company 

without these disadvantages)
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Everything you ever 

wanted to know about 

a PBC 
 

By BusinessLink staff 

 

 

The Private Business Corporation 

was born out of the need for a  

simplified legal framework for small 

business enterprises to avoid legal 

complexities associated with the 

Companies Act. It is the equivalent 

of the South African Closed 

corporation. 

The enabling legislation is the 

Private Business Corporations Act 

(Chapter 24:11) which came into 

effect on the 5
th

 of May 1997 

through Statutory Instrument 

105/1997. 

The characteristics of a private 

business corporation (PBC) are: 

• Has a minimum of one 

member and maximum of 20 

and can exist with no 

members at all for a season 

under certain conditions. 

(Section 22 clauses 1 and 20). 

Unlike a Private Limited 

company which requires at 

least two directors this can 

operate with only one 

member. 

• Only natural persons can be 

members. In other words a 

trust or a private limited 

company cannot be a 

member. Under this section a 

minor can also be a member. 

(Section 23) This is great 

because then you can create 

a PBC with yourself and any 

minor child being members if 

you wish. Or you can have the 

minor be the only member 

and you become the guardian 

and so control the asset 

without having it under your 

name. 

• Can convert to a private 

company using the same 

name as before. 

• It enables a small business to 

become a body corporate 

with limited liability and 

perpetual succession. 

• Is simple to use – no 

requirement to appoint 

directors or draw 

Memoranda and Articles of 

Association.  These are 

replaced by an “incorporation 

statement”. 

• Registration procedure is 

straightforward – 

participating members 
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complete incorporation 

statement in the prescribed 

form  – lodge it with Registrar 

of Companies who then 

issues a certificate of 

incorporation. 

• No need to state objects in 

incorporation statement. 

• Regulation is not statutorily 

rigid. 

• Administration is not 

expensive as very few 

formalities or legal 

requirements have to be met. 

• No requirement to appoint 

directors or to hold formal 

meetings.  Meetings are not 

compulsory and can be held 

on an ad hoc basis 

• Not allowed to issue shares – 

members hold an interest in 

the corporation which is 

recorded in percentage terms 

in the incorporation 

statement. 

• In the event of the winding-

up of the corporation, a 

member will be entitled to a 

share in the assets of the 

corporation in proportion to 

his percentage. 

• Once a member’s interest in 

the corporation changes (i.e. 

either increases or 

diminishes) the member is 

required to immediately 

surrender to the corporation 

for cancellation any 

certificate previously issued 

to him in lieu of a new one 

showing his correct 

percentage interest in the 

corporation. 

• Not required to publish or 

submit accounts to the 

Registrar of Companies but 

must make out financial 

statements and to keep 

accounting records for tax 

purposes. 

• Can only use the 

abbreviations PBC at the end 

of its name but not 

(Private)/(Pvt) Limited/Ltd or 

Ltd. 

• Accepts pre-incorporation 

contracts.( Act 24:11 Section 

19. ) In other words you can 

enter a contract as a trustee 

of a yet to be formed PBC and 

once company is formed then 

it can ratify and take over the 

contract 

• PBCs may become 

shareholders in other 

companies 

• All members may take part in 

management of the PBC 

The private business 

corporation has not been as 

popular as the private company 

despite the intentions of the 

legislature to demystify company 

law.  

In next month’s issue, we will 

look at a comparative analysis of 

the PBC versus a company, 

including  advantages and 

disadvantages of both.  
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Start by building a 

great team 
 

From businessinsider.com 

 
 

Entrepreneurs know that for 

every startup success story, there 

are thousands more that never 

make it out of the garage. 

Even startups that manage to 

raise millions in seed funding can 

crash and burn before they 

establish themselves as a viable, 

sustainable company. (Anybody 

remember GoCrossCampus?) 

Lynn LeBlanc, a tech 

entrepreneur with two successful 

startups to her name, says that in 

the rush to take part in a tech 

environment that's turning 20-

somethings into millionaires 

practically overnight, would-be 

entrepreneurs often make a critical 

mistake: they focus solely on their 

product or business strategy 

without paying attention to the 

people on their teams. 

"Before going for the gold, be 

sure your team has the skills to 

create success," says LeBlanc, CEO 

and founder of HotLink, an award-

winning tech startup that enables 

companies to simplify hybrid cloud 

and IT management.  

After working for almost 30 years 

in management and product design 

roles at both Fortune 500 

companies and Silicon Valley 

startups, LeBlanc has developed 

these five rules for cultivating 

the loyal, passionate, and high-

functioning teams you need to get 

your startup off the ground.  

 

1. Only hire people you 

know. When putting together her 

team for HotLink, LeBlanc only 

tapped people who had worked 

with each other before in some 

capacity. "The practical skill set was 

very well known, and this is 

particularly important in an early-

stage startup [when] delivery is 

everything," she says. 

Bringing on new people can add 

important skills, but it takes time to 

build trust in each others' abilities. 

"You want your functional areas 

covered by people you trust early 

on to build the right strategy and 

get your early product out and in an 

efficient way," LeBlanc says. "The 

more you know in advance, the 

more predictable the success of 

what you're trying to accomplish." 

2. Find partners with the 

resources to make a long-term 

commitment. While LeBlanc was 

able to raise $10 million in funding 

for Hotlink in just three months, she 
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stresses that it takes a lot to get to 

the fundraising stage. "It can take a 

while to be in a position where you 

can raise outside capital or bring in 

outside customers," she says. "If 

you're not in the position to work 

for the better part of the year (as a 

side job) without being paid, it's 

going to be harder" to manage the 

overhead costs. 

She recommends partnering with 

people who have the resources to 

help cover costs, so you don't have 

to bring in angel investors up front. 

"The upside is at the end," she 

explains, "everyone makes a lot 

more money." 

3. Don't hire college kids. Along 

that vein, LeBlanc cautions against 

hiring employees who haven't 

accumulated several years of 

experience — and the resources 

that come with it — by working for 

established companies. "You want a 

core team that's seasoned," she 

says, "but you can supplement that 

with people with a few years of 

experience." 

4. Integrate people with sales 

and marketing experience as early 

as possible. The trend in Silicon 

Valley, LeBlanc observes, is to "get a 

group of technical types together, 

create a startup, and then once it 

gets farther along, that's when you 

start bringing the other functional 

areas together." This is extremely 

shortsighted, she says, because 

"you don't have people on your 

core team who are accustomed to 

taking products to market and 

selling them and getting people to 

give you money." 

As a result, a lot of the early 

decisions about what to build "are 

based on assumptions that aren't 

valid," and entrepreneurs wind up 

losing all their funding on products 

that nobody wants to buy. LeBlanc 

suggests bringing in people with 

consumer-facing sensibilities during 

the development phase, which can 

save you a lot of time, stress, and 

fundraising down the line. 

5. Staff your core group with 

people who are passionate about 

the company, not the financial 

outcome. While startup success 

stories like Instagram and Snapchat 

are enough to make an English 

major think about engineering, 

LeBlanc argues that companies or 

apps that are created for the sole 

purpose of being bought up by 

Google have a very narrow chance 

of succeeding. "Too much fixation 

on a short-term exit is very 

dangerous when you're putting 

together a startup team," she 

says. "Startups have a lot of ups and 

downs. If everybody is just looking 

for the payday, they don't have the 

right perspective going into a 

startup, which can take years to 

make a success."  

Want your business advice featured in 
Instant MBA? Submit your tips 
to tipoftheday@businessinsider.com. 
Be sure to include your name, your job 
title, and a photo of yourself in your 
email. 
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Growth 
 

5 Ways to Move from 

Start-Up to Grown Up 
 

 

 

By Grant Cardone  

If you keep telling people you’re 

“just a start-up,” you will never take 

actions for real growth. 

It’s time to move from start-up to 

grown up mode and from planning 

to doing. In two years, you want to 

look back at your start-up phase as 

an important part of your thriving 

business’ history. 

You want to say, “I remember 

when I was sitting on my floor 

packing boxes myself. Now I employ 

over 100 people.” This is the 

mindset to move towards and here 

are five ways to do it: 

 

1. Delegate. 

When you’re in start-up phase, 

you are handling everything. To 

become a going concern you have 

to start investing in people to do 

tasks you can no longer do. Three 

quarters of all small businesses have 

zero employees, which underscores 

the resistance people have to 

delegating. You have to grow your 

business. It is a misnomer to think 

people cost money. A lack of 

production and failure to grow your 

business costs far more. 

 

2. Pick your battles. 

Don’t get wrapped up for a week 

deciding on a logo when it 

ultimately doesn’t matter. Your 

brand will evolve as your business 

evolves, so your logo is likely to 

change. There are more important 

things to obsess over – gaining 

customers and making money. 

When you are hunting big game, 

don’t swat mosquitoes. 

 

3. Get attention. 

The single biggest problem every 

start-up has is becoming known. 

Your most important task is to get 

attention for you and your 

company. It’s the gateway to every 

dollar you raise. 

Muhammed Ali told the world he 

was the greatest long before 

anyone knew him. He got attention 

and infuriated people. But he 

proved himself, which turned 

criticism into world admiration. Get 

attention. Get critics. Then get 

admiration. 

 

4. Change your pitch. 

Instead of saying “I own a small 

web design company,” say “I own a 
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web design company like none 

other that guarantees your 

company increased sales.”  

Notice the difference? The first 

makes you seem small and 

insignificant. It makes no claim. 

The second makes you seem 

unique, confident and capable of 

being a money maker. Know how to 

pitch yourself and your business. Be 

ready to quickly explain what your 

company does that is better, 

faster and of value to the 

marketplace. Then, make big claims 

to the world. 

 

5. Create urgency. 

If you start a business venture 

without setting specific timelines for 

action and achievements, you will 

be stuck forever with excuses. One 

of the biggest mistakes I have made 

in business was not operating with 

enough urgency. Being an 

entrepreneur is a marathon activity 

with lots of sprints. 

Win a lot of little races and you 

will provide your people and 

company with momentum. 

We recently shot a television 

show at my office and I told the 

editing staff that I wanted rough 

cuts in half the time they thought 

necessary. Then I called every day 

for a progress update. This pressure 

to perform doesn’t lead to inferior 

products; it gets products to be 

finished. Urgency is key to getting 

things done. 

 

Remember: Your vision is not 

improved by staying in start-up 

mode. It’s time to accelerate and 

become a going concern that is 

grabbing market share from the 

other bigger more established 

players. It used to be the big who 

ate the small. Today, it is the fast 

who eat the slow. 

 
About Grant Cardone 

Grant Cardone is an international sales 

expert, New York Times best-selling 

author, and radio show host of The 

Cardone Zone. He has founded three 

companies: Cardone Enterprises, Cardone 

Real Estate Holdings, and the Cardone 

Group. He has shared his sales and 

business expertise as a motivational 

speaker and author of five books: Sell to 

Survive; The Closers Survival Guide; If 

You're Not First, You're Last; The 10X 

Rule; and Sell or Be Sold. 
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Accelerate Your 

Growth by Being 

Smart 
 

By Gregory Kennedy  

 

There is constant pressure to 

improve performance, maintain 

growth and beat the numbers. From 

large multinationals to independent 

contractors, increasing efficiency is 

top priority. 

Here are five tips that you will 

help you grow your business, 

without adding more overhead: 

1. Automate tasks with 

software.  

Lots of tools are now available 

that allow for many manual tasks to 

be automated. For example, social 

media management tools such as 

Buffer or HootSuite let you queue 

up content and have it post 

automatically. 

They also let you manage social 

media as a team, instead of as 

individuals. Most blogging software 

also has similar functions. Set up 

content to post in advance, which 

frees you up to focus on generating 

new material. 

Email marketing can also easily 

be automated. Low-priced software 

from vendors such as Hubspot and 

Marketo allow small companies to 

build automated customer 

relationship management systems 

that rival the sophistication of what 

Amazon has had for years. 

Consider what other tasks you 

can automate, such as billing or 

accounting. Even public relations 

teams can set up daily searches to 

look for relevant articles based on 

keywords, instead of reading each 

headline one by one. 

2. Focus on scalable channels 

and ignore everything else.  

Email is still the most cost-

efficient and scalable channel. Every 

organisation should have an email 

strategy. 

Even the smallest retailer can 

effectively use email to drive 

additional in-store traffic or online 

sales. Digital advertising and social 

media are also scalable and both 
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require very little money to get 

started. 

While it does take time and effort 

to build a social media following, 

once you have it in place, it’s 

powerful and effective. 

Door-to-door selling, cold calling 

and other traditional methods of 

sales are not scalable. Instead of 

adding headcount to sales, focus on 

giving your sales team more warm 

leads to follow up on. Make the 

sales team more efficient, rather 

than larger. 

3. Build your business through 

referrals.  

Referrals are a simple way to 

grow a business. Asking customers 

for referrals directly is low-hanging 

fruit that everyone should take 

advantage of. But why stop there? 

It’s simple to develop a rewards 

system to encourage customer 

referrals. 

This is a popular technique with 

many retailers and consumer 

brands. But business-to-business 

companies can also adopt this by 

providing incentives or rewards to 

customers for referrals or loyalty. 

The absolute best way to 

accomplish this though is to 

incorporate sharing into your 

product. This approach has been 

exploited over and over again by 

many Silicon Valley companies such 

as Facebook, Dropbox, AirBnB or 

even Yelp. Their products require 

them to be shared in order to be 

used effectively. 

4. Be an efficient leader and 

project manager.  

Effectively managing your own 

time is another key area that will 

help you improve the overall 

efficiency of your business. Focus on 

efficient business communications 

by training people to contact you by 

email instead of by phone. 

Why? Email is searchable, 

scalable, documented, available 

24/7 in the cloud and there are a 

host of productivity tools available 

to become even more effective with 

it. 

Become a planning ace, and 

schedule your entire week in 

advance. In order to be effective at 

this, your calendar must be 

sacrosanct. 

If it’s not on your schedule, then 

the meeting shouldn’t take place. 

This takes discipline to implement. 

Be polite but firm with people and 

they will respect it and get on 

board. 

Another great tip is to utilise 

cloud-based tools such as Dropbox, 

Google Docs, Asana, Basecamp and 

Box. This will allow you to easily 
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share important documents with 

people and work collaboratively. 

With all your files in the cloud, you 

can work anywhere at anytime, 

even without your workstation. 

5. Don’t aim for perfection.  

Be smart when implementing any 

of these ideas. Find small 

opportunities to test and learn as 

you go. Some of these ideas will 

require a significant amount of 

investment, social media for 

example, before it will yield 

measurable results. 

That doesn’t mean you should 

give up on it, it means that you 

need to invest in multiple areas at 

the same time. Scale the ones that 

show results and nurture the other 

ones. 

Aim to improve the quality over 

the long term by making each 

iteration slightly better. Don’t worry 

about getting it right on the first try 

— you won’t. It’s repeated often in 

my office that the first iPhone 

shipped without a copy/paste 

function, and that didn’t stop Apple 

from launching it. 

When in doubt, just remember 

what’s painted in the hall at 

Facebook: “Done is better than 

perfect.” 

From Entrepreneurmag.co.za 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The  No.1 Reason Why Most 

Startups Fail 

 
 

Most start-ups fail not because the 

idea is wrong, but because 

entrepreneurs give up rather than 

make the necessary corrections to 

their execution, articulation or to-

market strategies, says a start-up 

mentor. 

 Anna Pino, chief executive if 

Canberra-based business accelerator 

the Lighthouse Business Innovation 

Centre, told StartupSmart the weak 

link in a start-up’s strategy is rarely 

the idea itself. 

 “No one likes to admit they got it 

wrong. But it’s not about getting it 

wrong; it’s about not getting it quite 

right yet. There isn’t necessarily a 

solution to every start-up issue, but 

there are lots of ideas that are 

fundamentally right but need a bit of 

work,” Pino says. 

 She adds even wildly successful 

start-ups such as Facebook and 

PayPal had to pivot early on. 

 “When they started trying to 

distribute their offering to a wider 

market, the market said ‘that’s not 

quite what we want’. So they made a 

few tweaks and created massive 

companies,” Pino says. 



People 

Are you geared up for 

growth? 
 

By Buhle Taodzera 

 

 

 

We all start small as business 

owners and some of us will

to “the big league” and  

unfortunately, others may not. But 

part of our success is determined by 

how we plan for success. Sounds 

confusing? Simply put, you have to

plan your success. How big do you 

want your business to be 

steps are you taking to get there.

Most business people are familiar 

with this and do plan. The

is they have Financial and Marketing 

Plans. How many people have sat 

down and drawn up an HR Strategy

for their business? 

 Very few.  

This is important because it is

your people who drive your 

business and manage your

resources. So you may have the 

best Financial Plan in the 
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Are you geared up for 

 

We all start small as business 

owners and some of us will make it 

may not. But 

part of our success is determined by 

for success. Sounds 

confusing? Simply put, you have to 

plan your success. How big do you 

 and what 

steps are you taking to get there. 

Most business people are familiar 

with this and do plan. The problem 

is they have Financial and Marketing 

any people have sat 

down and drawn up an HR Strategy 

This is important because it is 

who drive your 

business and manage your 

resources. So you may have the 

 world, but 

if the people who are responsible 

for implementing it lack the 

capacity, your business is in trouble.

So what are the questions you 

should be asking yourself now

about your Human Capital?

1. Do the people I have in my 

business now have the

to grow with the organizati

2. Are there Training programmes in 

place to assist them

further and add more value to 

the organization? 

3.  Do I have a staff Recruitment 

and Retention policy to

sure the good guys stay in

organization and the bad guys 

stay out? 

4. Do you have a Succession Policy 

in place so that someone can do 

your job and other key jobs in 

future? 

So once you’ve answered these 

questions, you are better

determine whether your 

organization is geared for growth 

and if not, what you need to do 

about it. 

 

buhle@allaboutpeople.co.zw
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are responsible 

implementing it lack the  

capacity, your business is in trouble. 

So what are the questions you 

should be asking yourself now 

about your Human Capital? 

Do the people I have in my 

business now have the capacity 

to grow with the organization? 

Are there Training programmes in 

place to assist them to  develop 

further and add more value to 

 

Do I have a staff Recruitment 

and Retention policy to make 

sure the good guys stay in your 

and the bad guys 

have a Succession Policy 

someone can do 

your job and other key jobs in 

So once you’ve answered these 

questions, you are better able to 

determine whether your 

organization is geared for growth 

and if not, what you need to do 

 

Buhle Taodzera 

is the  

Managing 

Consultant of  

All About 

People HR 

Consultancy. 

Email:  

buhle@allaboutpeople.co.zw 
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7 Things Every Great 

Boss Should Do  
By  Peter Economy  

 
 

Your company's success depends 

on your employees' performance. 

And that performance depends in 

large part on your commitment to 

modeling these seven virtues. 

Management fads come and go, 

but some things just don’t change. 

The fundamental values of good 

leadership and management 

determine just how effective you 

really are as a boss. Great bosses 

consistently inspire employees to 

perform well and remain loyal. 

Needless to say, those qualities play 

a major role in the long-term 

success of your business. 

Therefore, make sure you're 

doing the following seven things 

every day: 

Acknowledge 

When things are going well in 

your organization, let people know--

early and often. Publicly recognize 

productive employees for their 

contributions. Make a big deal 

about it. Encourage outstanding, 

sustained performance by showing 

your employees how much their 

efforts are appreciated. Studies 

show that acknowledging the great 

things your employees do can be 

more motivational than bonuses. 

Motivate 

Set high standards for 

communication, productivity, and 

professionalism throughout your 

organization. During periods when 

these standards are not met, avoid 

assigning blame and singling out 

poor performance, as these 

responses only call attention to the 

problems. Find ways to get back on 

track as an organization. Don’t 

lower your standards, instead, 

partner with your employees and 

take on challenges as a team. Enlist 

your employees' input to identify 

blocking issues, focus attention on 

possible solutions, and strive to 

meet and exceed expectations. 

Communicate 

Communicate clearly, 

professionally, and often. 

Employees expect their manager’s 

honest assessment of their 

performance. In order to credibly 

provide this feedback, excellent 

managers must thoroughly 

understand their organizations and 

accurately assess progress. When 

things are running smoothly, 

highlight what is working and 

communicate success throughout 



BUSINESSLINK MAGAZINE APRIL 2014          58 

the organization. When problems 

arise, consider the potential impact 

you can have by constructively 

communicating your concerns. 

Remember that communication is a 

tool that can (and should) inspire 

and motivate as well as identify and 

resolve problems. 

Trust 

Learn to trust your employees. 

Bosses who believe employees are 

capable and responsible encourage 

autonomy while also creating a 

strong sense of community through 

out the organization. To establish 

trust, create a safe, positive working 

environment with open, honest, 

two-way communication. Trust that 

your employees will meet or exceed 

organizational goals when working 

in a productive, safe, and supportive 

environment. 

Develop 

Set up your employees for 

success, not failure. Provide them 

with the tools and training they 

need to reach their full potential, 

and to meet and exceed the 

standards you have set. Encourage 

them to identify their strengths and 

what motivates them. When 

possible, incorporate what drives 

them into their daily tasks. 

Direct 

Ensure that your employees feel 

challenged with their jobs, but not 

overwhelmed. Create a clean, well-

maintained, and organized working 

environment where they can do 

their work and feel comfortable. 

Delegate tasks appropriately and 

look for opportunities to maximize 

each employee's strengths.  

Partner 

 Make your employees feel like 

they are a part of something special 

and that their efforts are truly 

appreciated. Involve them directly 

in the success of the organization. 

Create and cultivate a sense of 

camaraderie, where people feel it is 

fun to come to work, because it is a 

positive and productive 

environment and they feel they are 

part of an efficient, skilled, and 

highly successful community. 

 Be the very best boss you can be 

and your employees will step up. 

When you get the very best from 

your people, your business will be 

tough to beat. 
 www.petereconomy.com 



BUSINESSLINK MAGAZINE APRIL 2014          59 

Six Things Exceptional 

Mentors Do for the 

Ones They Mentor 
 

By Fitzgerald Mujuru  

It took me some time to 

understand how mentors impart 

wisdom and knowledge to the 

younger people they lead. 

Mentoring is a powerful tool for 

modeling leadership and life skills 

from one generation to another. 

I remember my first mentor who 

invited me to follow Jesus Christ 

and showed me how to walk the 

straight and narrow path that leads 

to life. I also recall the practice 

sessions with my first musical 

mentor who taught me how to 

project my voice and sing high 

tenor. 

 I began to realize what a blessing 

it was to have leaders in my life who 

recognized, celebrated and did their 

best to help me do better. I have 

learned some things over the years 

and I share six characteristics that 

exceptional mentors possess. 

1. Mentors are coaches who do 

not exert formal authority alone but 

use their influence to lead you to a 

place that you cannot go by 

yourself.  

2. They do not just tell you what to 

do but they will hold your hand 

along the way correcting you as you 

go.  

3. They lead and influence those 

who follow them to enable them to 

realize their potential. They see 

greatness in others and are careful 

to nurture it.  

4. Uncommon mentors are a 

compass and a guide; they show 

you how to navigate in the troubled 

waters of life, leveraging on their 

own experience.  

5. They build hope and inspire those 

they lead to awaken their true 

potential against overwhelming 

odds and challenges.  

6. They affirm you and build you up, 

not just in self-esteem but to help 

the uncommon young dreamer to 

dream and to build, to do and 

succeed in the intents and purposes 

of the heart. You will go further if 

you are mentored. 

I owe my charisma and the self - 

belief I now have to my mentors 

who helped me over the years. I did 

not have what it took to get to the 

next level of success. You do not 

have to do everything by yourself 

because you are limited. You do not 

have to stay at the level you are in 

life. There are many excellent 

people out there who are longing to 
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be necessary to you. Tap into their 

experience and you will make it to 

the top. You will save time and 

money and accelerate your progress 

if you follow this piece of advice I 

offer for free. 

 

 

 

 

 

 

 

 

Innovate 
 

How Innovation is 

Stimulating 

Agriculture in Africa 
 

 
Agriculture in Africa currently 

stands at the crossroads of 

persistent food shortages 

compounded by climate change 

threats. Communities in several 

African countries are battling food 

security, as many are not producing 

enough crops and grain to feed  

themselves, let alone to sell as 

surplus.  

Analysts believe that the effects 

of unemployment and the resulting 

increased crime rates can be halted 

by innovative agricultural solutions 

that include commercializing  crop 

and livestock production. 

The New Harvest: Agricultural 

Innovation in Africa, written by 

Calestous Juma, examines these 

topics. The book suggests that 

Africa currently faces three major 

opportunities that can transform 

agriculture  on the continent into a 

force for economic growth.  

These are: advances  in science 

and technology; the creation of 

regional markets; and the 

emergence of a new crop of 

entrepreneurial leaders dedicated 

to the continent’s economic 

improvement. Furthermore, the 

book asserts that Africa is quite 

capable of feeding itself. 

In South Africa, Nedbank is 

promoting and rewarding 

agricultural best  practice and 

innovation. The bank has invested 

around R8.3 million (approximately 
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$1 million) in conservation group 

WWF South Africa’s Sustainable 

Agriculture Programme, an initiative 

that tackles food security challenges 

and protects natural resources 

through sustainable and innovative 

measures.  

“Our country [South Africa] is 

going to overcome the significant 

environmental, social and economic 

challenges involved in feeding our 

population at this time, it is the 

responsibility of every one of us to 

start thinking and acting more 

sustainably right now”, said John 

Hudson, a Nedbank Agriculture  

official. 

In Kenya, the recently established 

Kenya Climate Innovation Centre 

(KCIC) is expected to revitalise and 

boost home-grown green 

technologies  throughout the East 

African region. The KCIC, set up by 

the World Bank Group’s InfoDev 

Climate Technology Programme, 

offers support to climate-focused 

technology ventures in order to 

boost agricultural productivity and 

agro-processing. 

Robert Van Wyk, a South African 

agricultural research expert, said:  

“Farmers today are operating in 

an increasingly uncertain 

environment in  which climate 

change is affecting future planning 

and productivity. The  KCIC will help 

farmers cope with climate change 

and give them relevant information 

useful to their planning. It will also 

equip them with technology and 

knowhow to counter the effects of 

climate change. 

Jonathan Coony, coordinator for 

the infoDev Climate Technology 

Programme, said companies 

supported by the KCIC will have 

access to funding, business advice, 

market research and facilities for 

the design and development of 

products. This is expected to help 

give the companies, including those 

in farming and other agricultural 

support sectors, opportunities to 

make themselves more attractive to 

investors.  

Other climate innovation centres 

have been planned for Ethiopia and 

South Africa. 

In rural Zimbabwe, the United 

Nations Food and Agriculture 

Organisation (FAO) has 

implemented an electronic voucher 

(e-voucher)  system to help cash 

strapped  small-scale farmers access 

agricultural  inputs. Inputs can be 

loosely defined as those goods put 

into a system or expended in an 

operation to achieve an output. In 

agriculture, inputs  include water, 
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fertilisers, pesticides, fuel and 

equipment, to name but  a few. 

Ngoni Masoka, the Permanent 

Secretary in the Zimbabwean 

Ministry of Agriculture, says: “The 

use of the vouchers will ensure that 

rural agro-dealers are revitalised 

and will lead to an improved 

organisation of the markets, which 

will benefit farmers as they access 

inputs close to their areas. 

The e-voucher system is designed 

to improve the food security 

situation among vulnerable 

households through crop and 

livestock production. It is also 

hoped that the programme will 

resuscitate the fragile rural 

agricultural input supply chain in 

Zimbabwe, through the re-

engagement of markets, the 

provision of subsidised inputs, and 

farmers’ timely access to their 

required inputs.  

Inputs already accessible through 

the system include a variety of 

seeds, fertilisers, lime, 

agrochemicals and implements, as 

well as spare parts for farming 

equipment. 

Development-focused 

entrepreneurs and organisations 

are looking beyond just the 

accessing of inputs and equipment. 

Martin Fisher is the co-founder and 

CEO of KickStart, a non-profit 

organisation specialising in 

irrigation technology targeted at 

improving crop productivity in sub-

Saharan Africa.  

KickStart sells portable pumps, 

such as the MoneyMaker Hip Pump 

and the Super MoneyMaker Pump, 

costing between $35 and $95, to 

smallholding farmers in Mali, 

Tanzania and Kenya. 

Numerous farmers in Malawi, 

Rwanda, Sudan, Uganda and Zambia 

have already started using the 

lowcost pumps for irrigation 

purposes.  

Fisher says his organisation sells 

the pumps instead of giving them 

away because this promotes 

entrepreneurship instead of 

dependence, and ensures that the 

people who really want the pumps 

get them. 

Further north, in Nigeria, mobile 

phone technology is proving  

invaluable to innovation and 

development. Here, mobile 

technology is being put to excellent 

use though an initiative called the 

“Growth Enhancement Support 

Scheme.”  Through this, farmers 

receive fertilizer and seed support 

through their mobile phones, or 

electronic wallets. 

Nigeria’s Federal Ministry of 

Agriculture and Rural Development 

is optimistic that this development 

will see Nigeria’s  agricultural sector 

become tech-friendly and will work 

towards decreasing the challenges 
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farmers face because of delays in 

accessing critical information. 

Nigeria is the first country in 

Africa to reach farmers by such 

means. According to Akinwumi 

Adesina, Nigerian Minister of 

Agriculture, by 2013 Nigeria aimed 

to have distributed 10 million 

mobile phones to farmers across 

the country, making it easier for 

them to gain access to inputs. 

Mobile phones are also assisting 

farmers in Kenya, by bringing 

market-related produce prices to 

their attention. The Kenyan 

Agricultural Commodities Exchange 

has partnered with mobile 

operator, Safaricom, in launching 

SokoniSMS64, a text messaging 

platform that provides pricing 

information to farmers. M-Farm 

offers a similar service. 

Mobile app,  iCow 

(http://www.icow.co.ke) , billed as 

the  world’s  first mobile phone cow 

calendar, allows dairy farmers to 

track  the gestation periods and 

progress of their cows. It makes use 

of SMS and voice services to do so.  

Weather apps such as 

FarmSupport, accessed through the 

Internet and mobile phones, are 

helping farmers across the 

continent by providing up-to-date 

weather forecasting. The app also 

collects crowd-sourced information 

from farmers on which crops they 

planted where, and their yields, as 

well as the types and amounts of 

fertiliser used.  

The crowd-source feature uses a 

modified Geo-Wiki, promoting two-

way  communication between data 

providers and farmers. This data is 

then collated by researchers and 

could lead to the development of 

more  accurate early warning 

systems for food security and to 

better estimates  of the current 

yield gaps in Africa. 

Innovation in agriculture will 

indeed go a long way to boosting 

productivity, creating employment 

and bettering food  security on the 

continent. Agricultural research 

scientists need to establish stronger 

linkages and share ideas and 

expertise to better tackle challenges 

impeding the growth of Africa’s 

agricultural sector. After all, who 

better to solve African problems 

than Africans themselves? 

 



How to Open a PayPal

Account in Zimbabwe 

 

By Tendai Chakuzira     

 

The information 

age has opened up 

markets for your 

products and 

services t

global audience. The Zimbabwean 

market, with its currently illiquid 

and depressed economy, is not 

enough for big thinking 

entrepreneurs. There are millions of 

people out there who want your 

product. The question is, how do 

they pay you? 

PayPal is by far the most efficient 

way to go about your business 

online. It provides secure and faster 

trusted transactions which have 

helped improve the way people 

interact online, business wise. 

However, as PayPal is an 

American company and Zimbabwe 

is under sanctions by the 

services of these companies are also 
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PayPal 

Account in Zimbabwe  

 

The information 

has opened up 

markets for your 

products and 

services to the 

global audience. The Zimbabwean 

market, with its currently illiquid 

and depressed economy, is not 

entrepreneurs. There are millions of 

people out there who want your 

product. The question is, how do 

ar the most efficient 

way to go about your business 

online. It provides secure and faster 

trusted transactions which have 

helped improve the way people 

interact online, business wise.  

is an 

Zimbabwe 

sanctions by the USA, the 

services of these companies are also 

restricted. However today I am 

going to talk about how you can 

register your PayPal 

Zimbabwe by opening an account in 

the US that you will link to this 

account.  

One of the major lim

opening a PayPal account

Zimbabwe are the sanctions 

imposed on Zimbabwe and as such 

you can’t open a PayPal

with a Zimbabwean address. So if 

you stay in an approved country 

then you are good to go, or at least 

know someone in an appr

country. 

So How to Open A PayPal

in Zimbabwe? 

The first thing  you 

to open a PayPal account in 

Zimbabwe is to get an address from 

an approved country (

a South African one then life is a 

breeze). You can also get an

from US2me  which is a mail 

forwarding service. I think this 

more professional and gives you 

more control; however there is a 

onetime fee so just check i

weigh your options. 

With the address you are able to 

open the PayPal account in 

Zimbabwe. Next you need to get 

verified so that you can be able to 

use the funds you receive via your 
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With the address you are able to 

account in 

Zimbabwe. Next you need to get 

verified so that you can be able to 

use the funds you receive via your 
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PayPal account.  PayPal requires 

you to register a debit/credit card 

with them in order to be verified. All 

cards registered in Zimbabwe will 

not be accepted (MasterCard/Visa 

etc). 

That being the case you need a 

card which is not registered in 

Zimbabwe. The easiest way to do 

this is to open an account with 

Payoneer. Payoneer is like PayPal 

but the major advantage is that 

when you register they send you a 

MasterCard enabled debit card 

which is tied to a US account they 

open for you. So this means funds 

that you get in that account can be 

accessed anywhere in the world 

where MasterCard is accepted. So in 

essence you have an account in the 

US and a debit card you can use in 

any country where MasterCard is 

accepted. For more on how the 

Payoneer card works read the full 

article  in next month’s issue.  

So can you verify a PayPal card 

from a restricted country with 

Payoneer MasterCard? The answer 

is YES!! 

In the process of how to open a 

PayPal account in Zimbabwe, the 

Payoneer account needs to be 

activated by receiving funds 

through the account. Unless there 

are funds in the Payoneer account, 

you can’t verify the card with 

PayPal. At this point all you need to 

do is send money to your US 

account. So at this point you will 

need to sign up for moneybookers, 

which you will fund and use to send 

money to your Payoneer account. 

The process will take 3 to 4 days for 

the funds to reflect in your US 

account. 

Once the funds reflect you can 

use your details to verify your 

PayPal account. The process will 

take 3 to 4 days also, and PayPal will 

charge a small amount to your card 

which will have a code on the 

description that you will use to 

verify your card. The process is the 

same for verifying the US bank 

account. So there you have it, how 

to open a PayPal account in 

Zimbabwe!! 

* Remember if you have an 

African Address, in order to verify 

your US account you need to 

contact PayPal customer service and 

let them know you are trying to add 

a US account and they will change 

your account settings for you. 
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Money 

Liquidity Crunch Set 

to Continue: Survival 

Strategies Needed 

 

 

By BusinessLink writers 

 These are tough times for 

business. The economic depression 

and the associated problems of low 

demand and lack of liquidity are all 

causing nightmares to business 

executives. 

Industry continues to downsize; 

some companies are falling into 

bankruptcy and others are simply 

closing shop after failing to meet 

their operating expenses. 

That most businesses are 

struggling is affirmed by a comment 

made by property firm Zimre 

Property Investments Limited in its 

financial report for the year ended 

December 2013. 

ZPI acknowledges that liquidity 

constraints negatively affected 

rental revenue growth and 

collection. There was a significant 

rise in rental arrears as well as 

voluntary surrender of leased 

premises due to tenant business 

failure.  

Economists are predicting that 

Zimbabwe’s economic revival shall 

remain gloomy with developments 

indicating a tough time ahead. 

Among the challenges, the 

economists say the country faces a 

widening trade deficit, dwindling 

revenues, deflation, lack of 

aggregate demand and an acute 

liquidity crisis. 

MMC Capital (MMC), a financial 

and economic research firm, 

believes the widening trade deficit 

is worrying as it continues to be a 

strain on the country’s liquidity. 

“The huge import bill relative to 

exports means that more funds are 

flowing out to pay for imports than 

are generated by exports. The 

balance of trade case has been one 

where the increased importation of 

finished products has been 

necessitated by the demise of the 

manufacturing sector rather than 

the improvement in the standard of 

living,” said the advisory firm in its 

monthly report. 
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Despite a marginal increase in 

January, analysts warn the inflation 

rate trend is likely to revert back to 

downward trajectory as aggregate 

demand continues to weaken. 

“With the CPI index approaching 

a deflationary state, only a fiscal 

policy could reverse such a 

trajectory through increased 

government spending,” said Pumula 

Khanyile, an official with the 

Zimbabwe National Chamber of 

Commerce. 

True entrepreneurs are not the 

ones to put their heads on their 

knees and start weeping when 

facing tough challenges. Instead 

they put their minds to work and 

find strategies to not only survive 

but thrive amidst the gloom. 

The illiquid environment needs a 

different kind of doing business.  

We shall share some strategies 

that business owners must adopt to 

cope with the current challenging 

environment. 

Carefully manage cash flow 

Cash is a 

business’ 

most 

important 

asset in this 

environment. 

Poor cash 

flow management will certainly 

bring down even the most 

profitable business. You need to pay 

special attention to cash flows.  

Zimplow, for example, decided to 

change its credit policy to 

customers to minimize payment 

defaults. Although this resulted in a 

reduction in sales revenue, the 

company remains in a positive cash 

flow position.  

Cash flow forecasting is a useful 

exercise in managing cash flow. All 

cash outflows and inflows of the 

business must be identified. Start by 

defining all your cash expenses for 

the near future, noting when they 

are due. 

You then need to forecast your 

expected cash inflows. This needs 

more care as not all your 

receivables will come on time, if 

they come at all. 

Separate those receivables that 

are very likely to be collectable, 

such as those owed by reliable and 

properly managed companies, from 

those of not so reliable firms.  

A well defined credit policy is the 

starting point. It needs to be written 

and signed by your credit customers 

and clearly understood and adhered 

to by your sales people. Have the 

right routines and controls in place. 

The sooner a default payment is 



BUSINESSLINK MAGAZINE APRIL 2014          69 

identified, the more likely it can be 

mitigated. 

For some businesses, it might be 

wise to avoid giving credit 

altogether. Or you may offer 

discounts for cash or early 

settlement.  

You will also need to strengthen 

your purchasing policy. Approval 

process for expenditures should be 

in place and followed strictly in line 

with the cash balances available or 

safely expected.  

Consolidating suppliers will allow 

your company to place larger orders 

and increase negotiating power 

around price and payment terms. 

Supplier payments should be made 

on the last day they are due, except 

if it makes sense to take advantage 

of early payment discounts.  

Careful inventory management is 

essential as it affects a business’ 

working capital. Just in time 

inventory can be a preferred 

method where one cannot afford to 

have cash tied up for extended 

periods of time. Knowing your 

metrics like inventory turnover, 

inventory levels or stock to sales 

ratios will help you make the right 

decisions.  

Obviously you will lose some 

customers when you implement 

these stringent cash flow 

management tactics. However, it is 

better to have lower revenues than 

to be stuck with bad debts. 

To compensate for reduced sales, 

you will need to craft strategies to 

get new high quality customers. This 

will be the subject of the next article 

in next month’s issue of the 

BusinessLink magazine.  
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A lesson in raising 

money for a new 

business from Strive 

Masiyiwa 
 

By Strive Masiyiwa 

One morning, I parked my little 

sports car outside a small branch of 

a bank, and went in to see the bank 

manager. As I sat down, the bank 

manager remarked, "I like your car. 

Where did you get it? " 

We chatted for a while then we 

got down to business. I needed an 

overdraft for my small but growing 

business. I showed the manager the 

records of my deposits at the bank. I 

now had a big project, and I 

urgently needed an overdraft. "Do 

you have security?", she asked. I 

had nothing. 

 

After a while I exclaimed "What 

about my car?" "We cannot take a 

car for security, because you can 

smash it up tomorrow." Then she 

said to me, "if you are really serious 

about going into business, sell your 

car. You are not going to get a loan, 

from any bank." 

That was a Friday morning in 

1986 and I am told not much has 

changed since. I left the bank, drove 

around in my car for the weekend 

and by Monday I had sold it! I sold 

the car and just about anything I 

could sell, and bought myself, a 

second hand "mini van". I was not 

to buy a brand new car, for myself, 

for another 20 years. 

The Bank Manager had turned 

me down for my first loan 

application. What was I to do next?  

In the Bible, a great king told his 

son, "With all thy getting, get 

understanding."  

One day I had the opportunity to 

discuss my problem of raising 

money from banks with a well 

established business elder. He 

listened for a while and then said to 

me, "You are a very good engineer, 

but you need to get a better 

understanding of how banks work; 

you talk about money and banking 

like a man in the street. It might get 
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you into politics, but it will not help 

you succeed in business." 

After such a stinging rebuke, I 

don't think I slept much that night, 

but I knew he was right: 

Always seek to get deeper 

understanding of an issue first. 

Never accept that anything is as 

simple as it looks. When something 

looks really simple, approach it with 

caution, particularly if you have 

never done it before. 

I could have railed in anger at the 

criticism that day. I could have told 

him I have a degree in Engineering , 

and I majored in Economics. 

However, if I go to someone for 

advice, I do not argue with them or 

use it as an opportunity to show 

them that I am smart; that's dumb! I 

knew that none of that mattered, I 

was doing something I had never 

done before and I needed to get an 

"understanding of it". 

I began by drawing up a list of all 

the banks in the country, and all the 

financial institutions that provided 

any kind of financing for small 

businesses. I began to research 

every single one: 

• How much money did they have? 

• How do they make money, as a 

business? 

• Who managed them? 

•  What was their lending practice? 

• Which one is considered accessible, 

and why? 

At that time there was no 

Internet, and very little public 

information. I was painstaking and 
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thorough, and it took me months. I 

did not rely on hearsay, I am 

professional and I check out facts.  

I completely changed my circle of 

friends; hanging out with other 

young business people, and always 

asking about how they raised 

money. If I heard there was a 

business meeting, I always tried to 

get in, and I was always taking 

notes. I spent hours every night at 

the local university library. I had 

become a student again!  

I bought books and read articles 

about financing of small businesses. 

I soon had a whole bookshelf on the 

subject. I bought books on how to 

prepare business plans, and how to 

make presentations. I had to wait 

for months for some of these books 

to arrive.  

I had determined in my heart that 

if only $1 was going to be made 

available from the whole banking 

system, it would have to be to me! 

There would be no "hit and miss". 

Excellence Will Always Get You 

Noticed  

Although my partner and I were 

both engineers, I had retreated 

from the engineering side to 

finance. The only numbers that 

interested me, then and now are 

financial numbers. I had come to 

realise that the most important 

thing in running a business 

effectively is through financial 

reports. This is when I started using 

the motto:  

"It’s all in the numbers. Show me 

the numbers" 

One day, I went to see a leading 

bank. Two years had lapsed since 

my first attempt at raising a loan. I 

submitted to them my proposal. 

The following day they summoned 

me. The head of the bank was 

present with his most senior 

deputy. They were both looking at 

my document. "Did you prepare 

this?"  

He was totally stunned by my 

presentation. He openly said to me 

he had never seen anything like it, 

and wished every manager in his 

bank would see it. "You have 

literally taught yourself banking, 

just to get a loan!" He begged me 

not to show it to another bank. 

All that preparatory work had 

finally paid off: I got my loan....but I 

was already thinking beyond local 

banks...why not the World Bank?!  

…If you have never done it 

before, get understanding. 

 

The best way to cheer yourself up is 

to try to cheer somebody else up.  

~Mark Twain 
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30 Most Promising 

Young Entrepreneurs 

In Africa 2014 
 

From Forbes.com. 

 
There has never been a more 

inspired generation of young 

Africans. These builders, innovators 

and risk takers are fervent in their 

resolve to transform the 

continent. They are solving critical 

socio-economic problems, exporting 

African culture to the world, 

creating job opportunities for 

Africans and writing the future. 

These thirty are Africa’s brightest 

young entrepreneurs. They are the 

ones who are making the most 

dramatic impact in Africa today in 

manufacturing, technology, real 

estate, media & entertainment, 

financial services, agriculture, 

fashion and the service industry.  

1. Christian Ngan, Cameroonian 

Founder, Madlyn Cazalis  

After working in financial services in 

France, Christian returned home to 

start his business with $3,000 of his 

savings. It produces body oils, 

creams, scrubs, and soaps that are 

distributed across more than 30 

outlets in Central Africa.  

 

2. Senai Wolderufael, Ethiopian. 

Age 27. Founder, Feed Green 

Ethiopia Exports Company 

The Addis Ababa-based outfit 

produces and exports popular 

Ethiopian spice blends. It was 

founded in 2012 primarily to serve 

the needs of the Ethiopian diaspora 

in the United States and Europe. It 

employs only women. 

 

3. Eric Kinoti, Kenyan. Age 29. 

Founder, Shades System East Africa.  

The Nairobi based company  

manufactures military, relief and 

luxury tents and shades. Its biggest 

clients are NGO’s and humanitarian 

organizations. It exports its products 

to Somalia, Congo and Rwanda and 

has 18 full-time employees. 

 

4. Nick Kaoma, South African. 

Age 28. Founder, Head Honcho 

Clothing.  Kaoma is building an 

urban legend. His company’s 

product line includes t-shirts and 

caps to cardigans, varsity jackets, 

hoodies, tank tops and female 

dresses, which are hugely popular in 

South Africa. 
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Nick Kaoma, Founder, Head Honcho 

 

5. Ronak Shah, Kenyan. Age 26. 

Founder, Kronex Chemicals Ltd,  

 a fast-growing manufacturer of 

low-cost household cleaning 

products.  Founded in January 2013,   

the company’s products are gaining 

market share amongst Kenya’s 

lower middle-class.  

 

6. Issam Chleuh, Malian. Age 27. 

Founder, Africa Impact Group 

The former Ernst & Young Associate 

is focused on directing investment 

to socially and environmentally 

beneficial ventures. His clients 

include private equity firms, family 

offices, leading corporations, 

governments and nonprofits. 

 

7. Patrick Ngowi, Tanzanian. 

Age 29. Founder, Helvetic Group 

The company pioneered the supply, 

installation and maintenance of 

solar systems. It did more than $5 

million in revenues in 2013 and 

KPMG East Africa recently valued 

the company at $15 million. 

 

8. Heshan de Silva, Kenyan . 

Age 25. Founder, DSGVenCap.  

Heshan ‘s first business sold travel 

insurance via long distance bus 

tickets, which quickly got profitable, 

grossing over $1 million in its first 

year. He is now a venture capitalist 

making seed investments in the 

tech, media and other industries. 

 

9. Julie Alexander Fourie, South 

African. Age 26. Founder, iFix.  The 

company repairs and services Apple 

and Samsung Smartphones. Fourie 

started the company in 2006 from a 

dorm room at the University of 

Stellenbosch, repairing colleagues’ 

iPods and computers. It now has 

branches in Johannesburg, Cape 

Town and Durban. 

 

10.   Sangu Delle, Ghanaian, Age 27. 

Founder, Golden Palm Investments 

The firm invests in early stage 

venture and growth financing across 

Africa with a strong bias for Real 

Estate, healthcare, agribusiness and 

technology. It has backed startups 

such as Solo Mobile in Nigeria, 

mPharma in Ghana and Zamsolar in 

Zambia.  
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11. Uche Pedro, Nigerian. Age, 29. 

Founder, BellaNaija . 

The entrepreneur founded the  

thriving new media company that 

develops online content for African 

(primarily Nigerian) audiences. It 

is Nigeria’s premier lifestyle, 

entertainment and fashion website, 

with an average of 10 million page 

views every month. 

 

12. Bankole Cardoso, Nigerian, 

Age 25. CEO, EasyTaxi Nigeria 

The taxi mobile App that was 

founded in Brazil in 2012 by German 

technology startup incubator, 

Rocket Internet GmBH, serves to 

connect cab drivers and passengers. 

Through the App, passengers can 

confirm their pickup point and then 

order a cab at the click of a button. 

 

13.   Isaac Oboth, Ugandan. Age 24. 

Founder, Media256 

Media 256 LTD is a film and 

television production company 

founded in 2011 and has a client list 

that includes Coca Cola, UNDP,  

USAID, the Ethiopian Commodities 

Exchange, Marie Stopes 

International, the African 

Leadership Network. 

 

14. Barclay Paul, Kenyan. Age 22. 

Founder/CEO Impact Africa 

Industries . The company started 

producing  low cost sanitary pads 

for poor women in informal 

settlements in  Kenya three years 

ago and now sells the pads to as far 

as Uganda and South Sudan. It has 

23 employees, 15 of whom are 

women. 

 

15. Seth Akumani, Ghanaian. 

Age 30.Co-founder and CEO, 

ClaimSync.  His claims processing 

software  enables healthcare 

facilities globally to automate 

patients’ medical records, allowing 

preparation and payment of claims 

by health insurance companies. It 

was recently acquired by GenKey, a 

Dutch-based biometrics company.  
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16.  Jonathan Liebmann, South 

African. Age 29. Real Estate 

developer, CEO of Propertuity 

Jonathan is the CEO of  Propertuity, 

a South African Real Estate 

development company and the 

brains behind the construction of 

the Maboneng Precinct, a thriving 

cultural district in the east side of 

Johannesburg’s CBD.  

 

17.  Adii Pienaar, South African. 

Age 28. Founder, Woothemes 

Woothemes designs and develops 

customizable commercial themes 

and plugins for WordPress. Adii 

built the business with a bootstrap 

budget, and the company today 

generates over $3 million in annual 

revenues from the sale of its 

themes. 

 

18.  Verone Mankou, Congolese. 

Age 26. Tech Entrepreneur, Founder 

& CEO, VMK.   

 

VMK is, a tech company focused on 

mobile technologies, specifically in 

the design, in Africa, of Tablet PCs & 

Smartphones.   In 2011 VMK 

presented the Way-C, an Android 

Tablet PC which retails at $300 and 

is available in the Congo and France.  

19.    Mike Muthiga, Kenyan. Age 26. 

Founder, Fatboy Animation 

Muthiga founded the company that 

produces animation for both film 

and commercial use. It has 

produced several viral animated 

commercials for Kenyan blue chip 

brands such as Safaricom, Telkom 

and Barclays. 

 

20. Danson Muchemi, Kenyan. 

Age 29. Founder, WebTribe.  The 

company has operations in online 

payment systems, web applications 

and network security. Its flagship 

Jambopay provides e-payments 

services for e-commerce players.  

 

21.  Mazen Helmy, Egyptian. Age, 

27. Founder, The District 

The District is one of the first co-

working spaces in Egypt and one of 

the few in the region.  It provides an 

inspiring workspace (sitting on a 

total area of almost 1000 square 

meters) for entrepreneurs and 

freelancers. Helmy founded the 

company in 2011. 



BUSINESSLINK MAGAZINE APRIL 2014          77 

22.  Khaled Shady, Egyptian. Age,22. 

Founder, Mubser.  

Mubser is a new assistive tool for 

blind people. Launched officially in 

March, it is a wearable belt with a 

Bluetooth-connected headset that 

allows blind people to navigate 

around in safely. The device 

recognizes objects and obstacles 

such as staircases and chairs. 

 

23.  Joel Mwale, Kenyan. Age 21. 

Founder, Skydrop Enterprises 

Mwale founded the rainwater 

filtration and bottling company 

which produces low-cost purified 

drinking water, milk and other dairy 

products in Kenya. In 2012, Mwale 

sold a 60% stake in Skydrop to an 

Israeli firm for $500,000. 

 

24.   Arthur Zang, Cameroonian. 

Age 26. Founder, Cardiopad 

The 

Cameroonian Engineer invented 

Cardiopad, a touch screen medical 

tablet that enables heart 

examinations such as ECG to be 

performed at remote, rural 

locations while the results of the 

test are transferred wirelessly to 

specialists who can interpret them.  

 

25.   Lorna Rutto, Kenyan. Age 28.  

Green Tech  Entrepreneur, Founder, 

EcoPost.   

 

EcoPost is a profitable social 

enterprise which manufactures 

aesthetic, durable and 

environmentally friendly fencing 

posts using plastic waste.  

 

26.  Justin Stanford, South 

African. Age 28. Founder & CEO, 4Di 

Group . The software entrepreneur 

and venture capitalist cornered the 

exclusive and lucrative distribution 

rights for ESET, a Slovakian anti-
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virus software package. Annual 

turnover is over $10 million. 

 

27. Zaheer Cassim, South African. 

Founder, One Way Up Productions. 

The  media entrepreneur graduated 

from Columbia’s Journalism school 

and returned home to found a 

television production outfit with a 

client list that includes Ogilvy South 

Africa, Hollard Insurance and 

Hackett. 

 

28.    Oluwaseun Osewa, Nigerian.  

Founder, Nairaland 

The Nigerian geek founded Africa’s 

largest online forum in March 2005. 

The site took off and now has close 

to 1 million registered users and is 

the most popular Nigerian website 

today, getting more visits in Nigeria  

than Wikipedia. Nairaland earns its 

revenue through its ad inventory.  

 

29.   William Kamkwamba, 

Malawian Inventor.  

 William was only 14 years old when 

he built an electricity-producing 

windmill from junkyard scraps in 

order to provide a steady source of 

water for his family’s farm and 

village. He is currently studying for a 

degree in Environmental studies 

and Engineering at Dartmouth 

College in the USA. 

30. Farai Gundani, Zimbabwean 

Founder, Farai Media 

 

The media personality and Internet 

entrepreneur founded the Africa-

focused online mobile and 

advertising platform. Farai has 

appeared on the OPRAH WINFREY 

SHOW and guest writes for 

Forbes.com; her work can be seen 

in Forbes Africa magazine.  

Farai is a sought-after speaker, 

having spoken at institutions such 

as Princeton University, Wharton 

Business School. As an African pop 

culture pundit she has been called 

Africa and Zimbabwe’s best export. 

Farai blogs at www.FaraiToday.com. 

 
 

 

Innovation is the ability to 

convert ideas into invoices. 

[L. Duncan] 
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Don’t miss the May issue of BusinessLink 

magazine 

In next week’s issue: 

• How to make a showstopping presentation 

• Opportunities in Zimbabwe’s mining sector: All you need to 

know to get in 

• Why you don’t need a business plan 

• PBC vs Company- a Comparative Analysis 

• How five fast growing entrepreneurs funded their businesses 

• How to write a book and make money 

• The 4 ways to use body language to influence success 

• Why you must never sell on Social Media 

 

 

 

 

                                 

Subscribe to BusinessLink magazine digital for only $12.99 for one year and 

get free membership to the BusinessLink Silver Club. This offer is limited to 

50 new subscribers and closes on 10 April 2014, or while stocks last. 

 

To subscribe, visit http://smebusinesslink.com/magazine or call Christine on 

+263 772 854 301. Payment can be made via EcoCash, PayPal, Visa Card, or in 

cash at our office, Suite 308, 3
rd

 Floor Merchant House, Robson Manyika/2
nd

 

Street, Harare. 

NB: The magazine is in electronic form (PDF) and will be sent by email. 

Broadband is required as this is a large file- about 4MB. Or you can collect it 

on CD.  

 

 

The reasonable man adapts himself to the world; the unreasonable one 

persists in trying to adapt the world to himself. Therefore all progress 

depends on the unreasonable man. [George Bernard Shaw] 


