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ALWAYS DO CAREFUL 
RESEARCH 

BusinessLink magazine is 
designed to educate and provide 
general information as well as to 
stimulate readers’ thinking. While 
every care is taken to ensure that 
information in this magazine is 
correct, we advise readers to consult 
their professional advisors when 
making business decisions. The 
magazine is distributed on the 
understanding that the publisher is 
not rendering legal or financial 
advice and readers use the 
information herein at their own risk. 

BUSINESSLINK  
MAGAZINE 
 
BusinessLink, the magazine for 

growing companies, delivers real 
solutions for today’s innovative 
business builders. It gives advice, 
tools and resources to CEOs and 
owners of small-to-midsize 
companies as well as new 
entrepreneurs that help 
accelerate their growth.  

 

 

Get BusinessLink magazine delivered to your email 
inbox every month. Subscribe for only $10 for a year. 

Please visit 
http://smebusinesslink.com/magazine 
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REFER A FRIEND 
AND EARN 

COMMISSION 
 

Good News: Earn commission when 
you refer a friend for the following 

services: 
 

• New Company registration 

• Self Company 

• Private Business Corporation 

• Tax clearance 

• Government Vendor number 

• State Procurement Board registration 

• Liquor  licence 

• Business plan writing 
 

Call Phil now on 0777 774 007, or 04-700812.  
OR visit us at 3rd Floor Merchant House. 34 Robson Manyika/ 2nd Street, 

Harare 
 
 

PS: We now offer flexible payment terms for company and PBC 
registration, so no need to wait, contact us now. 
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PRICES Hard 

copy 
Soft 
copy 

2015 Simplified Guide to Taxes $6.00 $3.00 
The Entrepreneur’s Guide to 
Starting a Business in Zimbabwe 

$6.00 $3.00 

Low Cost High Impact Marketing 
Strategies for SMEs 

$6.00 $3.00 

Business Planning Simplified $24.00 $12.00 
Developing a Simple Financial 
Management System for your 
Business 

$6.00 $3.00 

                                                       
    
To order, call us on  04- 700812 or come to our office at No 308, 
 3rd Floor Merchant House, 2nd street / Robson Manyika, Harare
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The two 

biggest 

secrets to 

winning 

with people 
 
By Phillip Chichoni 

 
The key of the 

Order of the Coif 
looks just like any 
ordinary brass key. 
However, it is given 
to only the top 10% 
of graduates in law 
at the top 
universities. In one 
of the episodes of 

the popular television legal drama 
series, Suits, this pompous lawyer 
called Louis has the key on his desk. A 
younger hotshot lawyer called Mike 
Ross comes into Louis’ office, picks up 
the key and asks what door it opens. 
Knowing that Mike is a top of the 
class law graduate from Harvard 
University Law School, Louis laughs it 
off, thinking he is just joking. 

Later on Mike visits Louis at his 
home, finds him holding the key, and 
asks what is so special about the key 
that he even brings it to work. Louis 
then realizes that Mike cannot 
recognize the key because he never 

went to Harvard and is therefore a 
fraud pretending to be a hotshot 
lawyer. He thus reports him to his 
bosses. 

If you get into the office of any 
professional, a doctor, a business 
leader, an army general or a school 
headmaster, what do you find hanging 
on the wall? Diplomas, degrees and 
awards.  

Why do people hang them on walls? 
So that we can see they are brilliant 

and therefore important.  
Everyone craves the feeling of 

importance. Most of our human 
needs, like food, shelter, good life, 
health and money, can be gratified. 
However, there is one longing - 
almost as deep, almost as imperious, 
as the desire for food or sleep - which 
is seldom gratified. It is what Freud 
calls "the desire to be great." It is that 
desire to be important. 

William James said: "The deepest 
principle in human nature is the 
craving to be appreciated." He did not 
speak of the "wish" or the "desire" or 
the "longing" to be appreciated. He 
said the "craving" to be appreciated. 

Andrew Carnegie said “It is  a 
gnawing and persistent human 
hunger, and the rare individual who 
honestly satisfies this heart hunger 
will hold people in the palm of his or 
her hand and "even the undertaker 
will be sorry when he dies."’ 

That is the first secret to winning 
with people. Make them feel 
important and they will like you  
immediately. Once they like you, they 
are willing to listen to you. This is a 
hint to everyone who wants to succeed 
in business. 

If you ever want to sell something, 
whether a product, a service or an 

PUBLISHER’S BRIEF 
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idea to anyone, just mention 
something about them that makes 
them feel important and they will 
open doors for you to their offices.  

Why do you think most people keep  
dogs? Because dogs make the owners 
feel important! 

However, beware of flattery. Give 
people only genuine compliments as 
flattery can easily be detected and it 
really puts off people. 

The second secret 
My sister’s three year-old son, Sam, 

refused to go to crèche on the first 
day. My sister tried all she could to 
persuade him but he refused to budge 
and started wailing like a person 
possessed. She threatened to beat him 
but that only made the situation 
worse. Finally, she gave up and let 
him stay at home. 

When her husband got home, my 
sister told him of the day’s event. 
Instead of getting angry with Sam, the 
husband just smiled and said he had a 
plan. He went out for a while and then 
came back and called Sam’s two older 
sisters and their mother to the 
kitchen. 

He had brought some plastic clay, 
colouring pencils and colouring 
books. They sat in the kitchen and 
started playing, making toys with the 
plastic clay, doing some colouring, 
singing songs and all laughing and 
jovial as they did that. Sam wanted to 
join in but his father said he should 
wait his turn. After a while little Sam 
got impatient and started crying. 

“Why are you crying Sam?” his 
father asked. 

“Because I also want to play, 
please!” he screamed. 

“Not yet Sam. These games are only 
for people who went to crèche, like 
your sisters. So go into your room and 
get into bed!” 

Seeing the look on his father’s face, 
Sam went to his bed. 

Early in the morning, everyone was 
surprised when they woke up. Sam 
was sitting in the kitchen, his little 
satchel on the table. 

“Please hurry up, I want to go to 
crèche!” he screamed when the rest of 
the family entered the kitchen. 

Did you catch the second secret to 
winning with people? 

Tomorrow you may want to 
persuade somebody to do something. 
Before you speak, pause and ask 
yourself: "How can I make this person 
want to do it?" 

Find out what someone really 
wants. That is the second secret. 
Someone will give you want you want 
if you give them what they want. And 
if you do not know what they really 
want? 

Harry A, Overstreet in his 
illuminating book Influencing Human 
Behavior said; "Action springs out of 
what we fundamentally desire ... and 
the best piece of advice which can be 
given to would-be persuaders, 
whether in business, in the home, in 
the school, in politics, is: First, arouse 
in the other person an eager want. He 
who can do this has the whole world 
with him. He who cannot walks a 
lonely way." 
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Be Negative and 

Win Complaining 

Friends 
 

By Milton Kamwendo 
 
Negativity is the shanty dormitory town that 

many run to for refuge; where their excuses are 

validated and approved. Negativity has friends, 

relatives, comrades, cousins and neighbours. 

However all the relatives and friends of 

negativity are loud, always complaining, 

cynical, glum and depressed.  

If you are negative, you have conversation 

advantage. In a queue, you will always have 

someone to complain to and commiserate 

with. If there is no one you will always have the 

weather to curse. Negativity makes you a sharp analyst. Suddenly you 

give eloquent analyses of what is wrong, who caused it and why it is 

broken. You always seem intelligent and clued up.  

Negativity bequeaths you with prophetic powers. Suddenly you can 

foretell the gloom ahead, the doom we are in and the mess that will never 

go away. Many nod, shake their heads and walk away. You feel 

vindicated and satisfied. At least you have followers who also see what 

you see and hopefully are experiencing what you are feeling.  

Negativity makes you feel needed, appreciated and listened to. In a 

conversation, you are never odd, because everyone is complaining also. 

You fit in perfectly. That helps your feelings, but takes you nowhere like 

a rocking chair.  

The only problem with negativity is that it is like sunglasses. When I 

was young, my father has some dark green sunglasses. I used to 

sometimes try them and they were fascinating to look through. Putting 
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on the glasses, everything around me had a greenish tint. The color was 

so real. I could swear that the whole world was greenish. That was true 

until I removed the glasses. Negativity is like my father’s green glasses. 

Once you are looking at everything through the green negativity glasses 

everything is negative. Even in the midst of opportunity, you will see 

negativity first.  

Never forget that while you are putting on your green negativity 

glasses, not everyone is putting on the glasses. Never let opportunity 

pass you by while you linger in negativity. 

Do not allow other people’s negativity to become yours. As you 

assemble your choir of negativity singers, do not forget to look closely at 

who is in your audience. It just may be that those who see what you do 

not see are too busy with life to be entertained by your negativity. Never 

let those who are not going anywhere  discourage you from exploring the 

world. Never create your world on the negative and dull templates of the 

prophecies of the lazy.  

You do not afford the luxury of a negative thought and disposition to 

life.  

 
Committed to your greatness. 
 
Milton Kamwendo is a cutting-edge international transformational and 

inspirational speaker, author and coach. He is a strategy and innovation 
consultant and leadership coach. His life purpose is to inspire people to release the 
greatness trapped in them. He can be reached at: mkamwendo@gmail.com and his 
Twitter handle is: @MiltonKamwendo. 
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White hot and 

passionate ….. 
 By Sunil Bali, 

  
 

When you get a small stone in your shoe, how quickly do you remove 
it?  

I suspect you take off your shoe fairly quickly? 
 

 
 

 Similarly, when you are caught in the rain, you quickly put up your 

umbrella or get out of the rain. 

From the day we are born, we are programmed to change anything we 

find uncomfortable: babies cry when they need to be winded, are hungry 

or need their nappy changing.  

But when it comes to our work and the workplace, we are more likely 

to grimace and bear it. Why? 

More often than not, because we might fail or are rejected if we stay 

true to our conviction and take authentic action to disrupt the status quo. 
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But it’s when authenticity and enthusiasm ooze from your every pore, 

that you become attractive and attract all the people and resources you 

need to succeed.  

When asked what’s the best piece of advice he’s ever given to his 

children, Roald Dahl replied, "It is so important to be an enthusiast in 

life. Above all become passionate. Lukewarm is no good. Hot is no good 

either. White hot and passionate is the only thing to be." 

When it comes to their work, the likes of Branson, Buffet and Gates 

haven’t compromised. They’ve remained engrossed, bubbling with 

energy and enthusiasm. Criticism and failure have caused no more than 

a ripple in their teacup. 

And talking of tea, cakes with artificial cream, toast with artificial 

butter, plastic flowers, plastic people ….. Life’s too short. 

 

Humour  
Letter to Editor 
SIR:  
I haven’t got a computer, but I was told about Facebook and Twitter 

and am trying to make friends outside Facebook and Twitter while 

applying the same principles. 

Every day, I walk down the street and tell passers-by what I have 

eaten, how I feel, what I have done the night before and what I will do for 

the rest of the day. I give them pictures of my wife, my daughter, my dog 

and me gardening and on holiday, spending time by the pool. 

I also listen to their conversations, tell them that I "like" them and give 

them my opinion on every subject that interests me ….. whether it 

interests them or not. 

And it works. I already have four people following me; two police 

officers, a social worker and a psychiatrist.  

Peter , Derbyshire 

 
Have a great day. 
Sunil 
 
  Keynote Speaker, Executive 

Coach and Author  
http://www.sunilbali.com/ 
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Nothing Succeeds 

Like Success 
 
By Sanjay B. Patel 
 
What this means is that the greatest reward is not the money you 

make but rather the excellent person you become in the process of 
striving toward success and exerting self-discipline every time it is 
required. 

The wonderful thing about the achievement of success is that every 
step in that direction is rewarding in itself. Each step you take toward 
becoming a better person and accomplishing more than you have never 
before makes you fell happier, more confident and more fulfilled. 

Get yourself SUCCESS!!!! 
You have greatness within you. Take responsibility for your own 

success.   
 

Sanjay Patel 

was a contestant in the ZBC business reality show My Own Boss in 

2013. He is an inspirational speaker, life coach and author. His new 

book  Poverty is Greatness is now available. You can call him on +263 

775 199 821. 
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Cover 

Article 
 

 

Start Small, Fail Fast 

and Grow Faster 
 
 
By Phillip Chichoni 
 
“The more you sweat in practice, the less you bleed in battle.”  
- former heavyweight boxing champion Muhammad Ali 

 
 

The current wave of job 
terminations happening in 
Zimbabwe is bringing out a 
fact that only a small 
proportion of the population 
always knew: that working for 
someone is risky. 

Interestingly, that small 
part of the population decided 
to put their destiny in their 
own hands and became 
entrepreneurs. 

True, ninety percent of new  
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