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CHAPTER 1:
Preparing  your mind

Starting  a business is a big and bold step. 

There are internal challenges that every 

entrepreneur must overcome: stress, self-

doubt, negativity, loss of focus, blaming 

others and fear of failure. To build a 

successful business you have to overcome 

these challenges and develop the right 

mindset.  On the next page are some ways 

to prepare your mind.
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WAYS TO PREPARE YOUR MIND

• READ INSPIRATIONAL BOOKS. Authors like Tony 

Robbins, Jack Canfield, Rhonda Byrne and locally 

Rabison Shumba, Milton Kamwendo and others are 

so full of inspiration that reading them will tune you 

positively for success. 

• SET BOLD GOALS. Big, hairy audacious goals will 

summon your mind to think beyond your comfort 

zone. Clear goals give you a purpose, a reason to 

want to jump out of bed early every morning.

START-UP BASICS

want to jump out of bed early every morning.
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•VISUALIZE SUCCESS. A 

successful athlete said he 

sees himself  already holding 

the trophy even before the 

race has begun. Usain Bolt 

would shout and scream that 

he was the world 100 metres 

champion; he lost many 

times but eventually he broke 

the record. Seeing the future 

in your mind’s eye is a 

powerful way of preparing 

your mind for success.



• BE PREPARED TO CHANGE. Once you get into 

business, you will need to move beyond your usual 

friends, habits and activities. You will be a new 

person so you must be prepared to let go of the old 

you.

• AVOID NEGATIVE THOUGHTS. Negative thoughts 

stress and tire you. Instead, learn to think positively 

all the time, even when things are going bad.  One 

trait of entrepreneurs  is that they see every 

START-UP BASICS

trait of entrepreneurs  is that they see every 

problem as an opportunity. Instead of worrying and 

stressing, they think of solutions. 

Some very useful books to read. 
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CHAPTER 2:
Finding the right opportunity

“Catch a man a fish, 

and you can sell it to 

him. Teach a man to 

fish, and you ruin a 

wonderful business 

opportunity.” ~Karl 

Marx

BUILDING A SUCCESSFUL BUSINESS DEPENDS ON 

TWO IMPORTANT QUESTIONS:  IS THERE A GAP IN 

THE MARKET AND ARE YOU THE RIGHT PERSON TO 

FILL THE GAP?

You might have a brilliant idea but is there demand 

for the product or service in the market? The right 

opportunity should be exploited by an entrepreneur 

who has the right passion, skills and resources. Here 

is how you can find the right opportunity:
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DISCUSS. Engage in exploratory 

discussions with other people. Talk 

to a lot of people daily, whatever 

their position or status, they will 

START-UP BASICS

OBSERVE. Whether you’re driving in your car, 

walking down the street or sitting in a café, look for 

people who are under-served. 

WRITE. Keep an “ideas” notebook. Write down 

business thoughts and ideas as they come to you 

throughout the day. Then every once in a while, take 

some time to reflect on what you have jotted down. 

Eliminate bad ideas, link ideas with potential and 

build on good ideas.

their position or status, they will 

open up to share with you their 

frustrations and under-served 

needs.

EXPLORE. Explore trends and 

concepts in overseas markets and 

take time to examine what’s 

happening in industries with which 

you’re unfamiliar. Strive Masiiwa 

picked his ideas for Econet 

Wireless from the trends that were 

happening abroad.
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Read the detailed versions of 

these tips in BusinessLink 

magazine.  More articles are 

available online at 

http://smebusinesslink.com
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CHAPTER 3:
Researching your ideas

Lots of ideas may come through your mind daily.  But 

between thinking of an idea and actually turning it into 

a business, you need to carry out some important 

processes to determine whether the business  is really 

viable and how you should set it up. 

Just plowing ahead and 

executing your idea can waste 

valuable dollars on unfocused 

and untargeted activities 

which will not help  your 

business to succeed. Instead 

you should take time to 

thoroughly plan and research 

so you can determine your 

idea’s true potential. 
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Look at your idea from the following 
perspectives:

COMPANY. Think of your idea in terms of its products / 
service features, the benefits to customers, what key 
messages you will be relaying and the core promises 
you will be making to customers.

CUSTOMERS. It is important to ascertain the size of the 
market: approximately how many potential customers 
there are and how fast the customer base is growing. 
Try to ascertain what causes customers to buy – what 
the key influencers are on the buying decision.

START-UP BASICS

COMPETITORS. Research who the potential competitors 
are, what their offering consists of, where they are 
situated and what their strengths and weaknesses are.

COLLABORATORS. Entrepreneurs invariably rely heavily 
on other people and organisations to make their 
business model work. They need to form alliances 
with suppliers, funders, distributors and professional 
advisors. It is important to carefully research these 
relationships to make wise choices for the future.
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CHAPTER 4:
Defining the business model

A business 

model is a 

working 

description 

of how a 

business 

operates. It 

describes 

the rationale 

of how an 

The components that are 

contained within a business model 

will address  all functions of a 

business, including such factors as 

the expenses, revenues, operating 

strategies, corporate structure, 

and sales and marketing 

procedures.
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of how an 

organization 

creates, 

delivers and 

captures 

value and 

clarifies how 

you will 

make money 

from the 

opportunity 

you have 

identified. 
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REVENUE. An entrepreneur must understand exactly who 

the customer is, why they will be willing to pay for the 

product or service they receive, and what the timing 

of that payment will be. Simple businesses will 

typically have a single revenue stream. Complex 

businesses tend to have multiple revenue streams.  

Start-up businesses should keep it simple early on, 

with one or two revenue streams and increase those 

revenue streams over time.

COST DRIVERS. Every entrepreneur needs to incur costs 

to create revenue. It’s important to understand the 

true nature and extent of the costs – either fixed or 

START-UP BASICS

true nature and extent of the costs – either fixed or 

variable – you will need to incur to reach projected 

revenue and growth levels.  Fixed costs imply that a 

set amount will be incurred no matter what is 

produced or sold; variable costs fluctuate depending 

on the amount of output that is produced and sold.

It’s also important to understand the payment terms for 

costs that are incurred as these will affect cash  flow. 

Extending payment terms with suppliers will help 

alleviate the cash flow strain early on in the lifecycle of 

a business.
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The business plan is 

the blueprint of your 

business. You 

wouldn’t just walk 

over to a vacant land 

and start laying bricks 

CHAPTER 5:
Developing a business plan

You need to sit down and start laying bricks 

together if you 

wanted to build a 

house. Starting a 

business without a 

plan is similarly 

foolish.
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You need to sit down 

and develop a 

business plan in order 

to test the feasibility 

of your business idea, 

to make planning 

manageable and 

effective and to secure 

funding. 
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Here are the key issues to address in your business plan: 

THE PEOPLE. Who are the people driving the business? 
What do they know? Who do they know? How well 
are they known?

THE OPPORTUNITY. Why does this industry and market 
pose an attractive opportunity? What is the market 
need? How big is the market? How quickly is the 
market growing? Who are the customers? Who are 
the suppliers? Who are the competitors? What are the 
substitute products? What are the barriers to entry?

THE STRATEGY. How will the business create a 
sustainable competitive advantage? How will the 
company market the product or service? How will the 
operations of the business support the strategy?

START-UP BASICS

operations of the business support the strategy?

THE ENVIRONMENT. What are the key macroeconomic 
factors affecting the business? How do factors such as 
regulatory issues, interest rates, exchange rates, 
demographic trends and inflation affect the business?

RISK & REWARD. What are the key risks facing the 
business and what processes have been put in place to 
mitigate these risks? What return can shareholders 
expect? What could possibly go wrong in launching 
this business? What is the probability of negative 
events happening? What processes do we have in 
place to mitigate such negative events?

Download business planning templates from our website, or get a  
copy of Business Planning Simplified handbook, stockists’ details 
are on our website, or email marketing@smebusinesslink.com. 
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New businesses are financed from four main 

sources: the entrepreneur’s own funds 

CHAPTER 6:
Financing your business

sources: the entrepreneur’s own funds 

(savings etc), funds from family and friends, a 

bank loan or from investors. Although banks 

are reluctant to lend to new businesses, 

there are certain programs that are financing 

new enterprises, such as the youth funds at 

CABS and Stanbic. As the economy recovers, 

more facilities are expected as external 

investors return to Zimbabwe.

http://smebusinesslink.com
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Here is how to get financiers on your side.

BUSINESS PROPOSAL. Ensure you have a well written 

business proposal. Follow the tips in the previous 

chapter. Guides to help you write a good business 

proposal are available at http://smebusinesslink.com. 

The book “Business Planning Simplified” (available 

from BusinessLink and selected bookstores) will give 

you full guidance in developing your business 

proposal.

ACT RESPONSIBILY. Your primary responsibility is the 

proper use of the loan and knowing you’re in business 

START-UP BASICS

proper use of the loan and knowing you’re in business 

to make a profit. Make this very clear in your proposal.

TEST PROFITABILITY. Test the economics of your product 

or service. Ensure that it will be able to deliver 

profitability and that the gross profit percentage is in 

line with the industry.

SEE THE BANK MANAGER. Know what information the 

bank will require and pay the bank manager a visit 

before submitting your loan application.

http://smebusinesslink.com
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DO FINANCIAL FORECASTS. Develop realistic financial 
forecasts for income statements, cash flow and balance 
sheets for two to three years. Forecast monthly for the 
first year.

HAVE A GREAT PRESENTATION. Present your information in 
a neat, bound  document. Simplicity and ease of reading 
will make their task easier and increase  your chances of 
an approval.

SHOW YOUR SCENARIO PLANNING. It can be valuable to 
include all your financial worksheets on a CD for the bank 
manager to test your model and your financial 
predictions.

START-UP BASICS

predictions.
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CHAPTER 7:
Promoting your new 

products

No matter how good your product or service is, No matter how good your product or service is, 

it will never sell itself. Once you have 

identified a gap, set about vigorously 

promoting. You’ve established a business to 

produce the product or deliver the service 

and you’ve worked out an innovative way to 

finance your new venture. The final and most 

important link in the chain is to get some 

customers and make some sales.

http://smebusinesslink.com
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A marketing approach that identifies and targets a specific 

customer group, addresses the four Ps of product, price, 

place and promotion, and continually builds on itself to 

enhance the reputation of the company and create a flow of 

word of mouth referrals is an entrepreneur’s best chance of 

making much needed sales that ensure success.

PRODUCT. Good marketing begins with a good product or 

service. If the product or service does not fill a genuine gap 

in the market, or is of inferior quality and cannot do what it 

purports to do, there is no point in going any further with 

the marketing plan.

PLACE. This is about getting the product or service to the 

customer. Customers will only buy products or services they 

have access to; it is therefore critical to have distribution 

START-UP BASICS

have access to; it is therefore critical to have distribution 

channels that reach the customer. 

PRICE. The amount of money charged for a product or service is 

key to its success or failure. You need to find a balance 

between attracting customers and making profits. For a 

period of time it is worth testing different price levels within 

a range and monitoring how a change in price affects sales 

and profits.

PROMOTION. Promotion is about communicating the merits of 

the product or service to target customers and persuading 

them to buy. This can be done through advertising, PR or 

referrals.

http://smebusinesslink.com
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CHAPTER 8:
Develop a great sales plan

One skill that every entrepreneur must 
have is the ability to sell.  You will not 
succeed in business if you cannot sell. 
You sell to customers, suppliers, 
financiers, generally everyone who is 
able to help you build your business. But 
most important of all, you have to sell 
more and more of your products to 
grow your business.

For that you need a great sales plan.

http://smebusinesslink.com
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A sales plan is generally  a strategic and tactical plan for 

acquiring new business and growing existing business. 

It does not need to be elaborate, but short, simple and 

to the point. Here are some important terms you need 

to know:

Sales quota. This critical element of your plan sets the 

tempo of your efforts throughout the year and 

provides quarterly, monthly, weekly and even daily 

sub-goals for you to achieve

Strategies. The plan necessary to accomplish your goal. 

Strategies are long term objectives. 

Tactics. The daily steps necessary to carry out the plan. 

These are short term and can be adjusted often when 
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These are short term and can be adjusted often when 

necessary.

Strategies for capturing new customers and new market 

share

Increase awareness in the marketplace of your products,  

services and solutions.

• Join and participate in professional associations and 

organisations that your best prospects and customers 

belong to.

• Attend any and all trade shows and conventions that 

your best prospects and customers attend. 

http://smebusinesslink.com
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Increase awareness in the community of your products, 

services and solutions.

• Attend Chamber of Commerce networking events

• Volunteer to speak at organizations in an area with an 

interest in your product, service and solution 

• Join and participate in networking groups (BusinessLink 

Community is an excellent platform, see 

http://smebusinesslink.com)

START-UP BASICS
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Obtain referrals from all  

your new customers.
Within 30 days of delivering 

your product or service, ask 

each of your new customers 

for at least three names and 

phone numbers of someone 

they personally know who 

may be able to use your 

products and services

Offer incentives for 

referrals.

You might need to give 

your existing customers 

some incentive or reward 

if they refer a new client. 

This could be in the form 

of discount or lunch 

vouchers, gifts and so on.
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CHAPTER 9:
Packaging your business

People will judge 

the quality of 

your products 

and services by 

the image your 

business 

projects.

http://smebusinesslink.com
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BE ORIGINAL
The first step is to ask a series of basic questions, such as: 

What do we do that benefits our customers? What is 
our company’s ultimate goal? How is our offering 
unique? Originality is the acid test of an effective 
branding strategy. It rests on defining how you can be 
uniquely valuable to your customers, then 
communicate that unique benefit in a way that’s easy 
to remember and clearly understandable.

STAND OUT FROM THE PACK. How can you differentiate 
from your competition? To help find the answer, 
conduct a competitive analysis. It doesn’t have to be 
complex. Just gather together the marketing materials 
from your chief competitors, including their ads and 

START-UP BASICS

from your chief competitors, including their ads and 
brochures.

Examine the materials carefully and look for the key 
selling points and the basic “promises” they make. For 
you to get it right, you’ll need to decide what 
differentiates your company, product or service from 
this vast sea of competition.

DRIVE YOUR CORE MESSAGE HOME .  Your core message 
may  really come down to a single idea, which will 
become the focus of all your external 
communications. Advertising, public relations, 
collateral tools and even the message you use when 
networking should all revolve around this central 
theme.

http://smebusinesslink.com
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CHAPTER 10:
Keep growing

The moment  a 
business stops 
growing it starts 
dying. As the 
momentum 
slows, decline 
starts setting in. 
New and old 
competitors are 
always lurking in always lurking in 
the background, 
waiting to take 
over your market 
share. You need 
to build a 
sustainable and 
profitable 
business in order 
to remain in 
business for long.
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“Whenever an 

individual or a business 

decides that success 

has been attained, 

progress stops.” 

~Thomas J. Watson Jr
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It takes dedication and persistence to move 
forward smoothly in your business.

Be optimistic and avoid all forms of negativity – you will 
create more opportunities for success. 

STAY POSITIVE – EVEN WHEN THE CHIPS ARE DOWN. It’s 
not always what we say, but how we say it that 
matters. Your body expressions can be as compelling 
as your words during conversations. In every 
interaction, define the goals involved, and focus your 
actions and words in a positive manner. Keep a close 
eye on the big picture, and speak from real-world 
experience – it validates your intelligence and 
competence.

START-UP BASICS

BE AN ENCOURAGER. Your language affects your attitude 
and how others react to your words. Pump up your 
speech by persistently using morale-building, 
optimistic expressions. People refer business to those 
they respect. Treating people well ensures future 
business opportunities. 

CONSISTENTLY MOVE FORWARD. Believe that positive 
outcomes are always achievable if you work with 
others to find creative strategies. Complaining makes 
you seem ill-prepared to conquer challenges and 
drains your energy. Rather acknowledge the reality of 
situations, then formulate possible positive outcomes.

.

http://smebusinesslink.com

// Page 27



Get more insights to help  you build 

a successful business at  

http://smebusinesslink.com

Get your copy of the 

magazine for only $2 at 

Crayseal Trading, 5th Floor 

Hungwe House, Jason Moyo 

Street btwn 1st & 2nd Street, 

Harare, or at selected Innov8 

bookshops (Retail prices may 
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bookshops (Retail prices may 

vary).

Better still, subscribe for only $15 

for a year or join one the 

BusinessLink Clubs and enjoy free 

entries and discounts at our 

networking events. Details on our 

website or email 

marketing@smebusinesslink.com

Or call 0777 774 007.

BusinessLink
Insights, resources and opportunities for entrepreneurs.


