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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
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Join us For a Networking 
Breakfast on 26 March 

Great learning and networking  opportunity that will help you grow 
your contacts and share business ideas. 

 
Date: Thursday 26 March 2015, Time: 0815  to 0945 
The Terrace Restaurant,  3rd Floor Barbours Department Store, Harare 
$6 for BusinessLink Magazine subscribers, $10 for non-subscribers. 
To book, please call / WhatsApp Christine on 0772 854 301 before the 

25th or come to our office,3rd Floor Merchant House,2nd Street / Robson 
Manyika, No 308. 
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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 Christine on 0772 854 301 
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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Manufacturers of: Office Safes, Strong room Doors, Filing Cabinets & 
a wide range of Industrial Catering Equipment. 
 
 You will find us at No.10, Isafil Industrial Complex, 667 Seke Road, 

Hatfield, Harare 
Phone: Tel 04-2933391/ 2 Cell: 0772 403 827, 0712 400 534, 0733 377 

915 
Email: safesequip@yahoo.com 
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PUBLISHER’S BRIEF 

A lesson from the 
collapse of Kingdom 
Bank 

 
By Phillip Chichoni 

 
On 24 February 2015, AfriAsia Bank Zimbabwe, 

formerly known as Kingdom Bank, had its licence 
cancelled by the Reserve Bank. This marked the 
end of an era for a business built by iconic banker 
and entrepreneur Nigel Chanakira. 

The reason for the cancellation of the licence 
was cited as that “the banking institution is no 
longer in a safe and sound condition in that the 

institution is grossly undercapitalised and is facing chronic liquidity 
challenges.” 

For several months, the bank’s customers were struggling to withdraw 
their deposits from Kingdom Bank.  What went wrong at one of the most 
successful financial institutions built by a black Zimbabwean? 

We are living in the most challenging times for business. The game is  
survival of the fittest. If you run a business you don’t have a choice but to 
commit yourself to winning and conquering against all odds.  This means 
making sure that you never run out of cash. 

Cash is like the blood of a business. Once cash flows start to 
deteriorate, like a person losing blood, you know the end is near. 

The lesson we learn from the collapse of Kingdom is that, no matter 
how successful you have been, no matter how big a company grows, if it 
runs out of cash it will collapse. 

In this month’s BusinessLink magazine, we share tips from experts on 
how to not only survive, but actually thrive in the current liquidity crisis. 
We give you advice on how to improve cash flows and avoid running out 
of cash.  

Feedback me on twitter :#chichonip  
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MOTIVATION 
  
Think beyond your 
challenges of today 

by Milton Kamwendo  
Never let the congestion in your 

street crowd your thinking and 
perspectives. 

 
Today is crowded with meetings, issues, 

deadlines, deliveries, news, needs, people, 
family and other needs crying for urgent 
attention. In the midst of all the activity carve 
a space for thinking and strategic reflection. 

 Never let yesterday and today take up all the 
time such that you leave no space for shaping 
tomorrow. 

Think beyond today and see beyond the 
looming mountains of today. When you do not 
see the future, it is easy to sell the family jewels 

to meet the convenient needs of today. Settle it in your mind to go 
nowhere in your thinking life except forward. A mind in regression mode 
cannot be creative. 

You are never too old to dream or to dance. 
You are never too tired to think and too timid to pursue. You are never 

too desperate that you punch out your brains and bury your potential. 
You are never too marooned to set a new goal, think your thoughts and 

develop a new vision of possibilities that are not yet manifest. Never let 
your situations and pressures do the thinking for you. Never surrender 
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your life to chance. Your thoughts shape your world. Your inspired 
thoughts shape your narratives. 

Wear Thinking Hats 
Your pattern of thinking determines the quality of results you get from 

the thinking. Edward de Bono in 1985 developed a tool for group 
discussions and individual thinking called the six thinking hats. In 
thinking beyond today, you can use this tool to think in some structured 
and focused ways. 

The tool involves the use of the White, Red, Yellow, Black, Green and 
Blue Hats. You could think of these hats as “Thinking Gears.” 

 
 

 
 
 
 
 

 
 
 
 
 

 
 
You start by figuratively wearing the White Hat. Think of this as white 

paper with only facts. This hat is about finding all the information, facts 
and data about the subject of concern to you. Record all the information 
that is currently available and identify the information gaps that you 
have. You may never have all the information you need but making 
decisions without information is like trying to manufacture without raw 
materials. 

Once you have put down the information that you have or need you 
are ready for the next thinking gear or phase, the red hat. 

These hats represent focused 
thinking patterns. Each of the 

patterns is engaged for a limited time 
to help generate ideas and through 

patterns. 
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The red hat represents fire and warmth. It is a thinking pattern where 
you explore the feelings, emotions and intuition around your thoughts. 
In this phase, you put forward your feelings without justification or 
prejudice. This is an important phase to explore what frustrates, angers 
or delights you. 

Unless you are honest enough to express your feelings and to 
acknowledge them, you could just easily bottle up frustrations and 
concerns. After exploring the feelings that you and other people 
concerned hold, you can now start looking at your situation and future 
through the yellow hat pattern. 

The yellow hat stands for the positive and optimistic view of things. It 
looks at the benefits in a situation. In this phase, you look at the positive 
view even in a negative situation or critical people. In every situation or 
circumstance there is something that works and something positive to 
think about. It is not all doom and gloom. 

By using this perspective you may unveil opportunities that you were 
not seeing and advantages in a situation you thought was bad and bereft 
of opportunity. 

The black hat is the pattern posture of a stern judge. This view relates 
to caution and risk. In this thinking mode you ask yourself about the 
downside and what could go wrong. 

You engage in critical judgment and risk analysis. You do not want to 
overuse the black hat and be the devil’s advocate but you do not want to 
also overlook its importance. 

Thinking about risk does not mean that you are negative and sceptical. 
It is important to look at this element critically. Nose diving into the 
future without reflecting on risk is not a good decision. The black hat 
does not mean that you do not have faith. It symbolizes putting the 
things that could derail you on the table and seeing the key risk factors. 
Risks do not go away because they have been ignored. 

The green hat is your creative thinking cap. Green stands for 
vegetation and rich growth. In this mode you generate new ideas and try 
and think of rich new possibilities. You start thinking in new boxes and 
asking what if questions. To aid your creative thinking ask questions like: 

“If everything was possible, what would I do?” Write down all the 
ideas that you generate. At this stage do not judge the ideas, just 
generate them. Go beyond your fears and think beyond your limitations 
of today. In the green phase you do not imprison your mind but you 
liberate it. 

Let your mind explore possibilities like a free bird. The green phase 
enables you to create a dream list and to explore the universe of your 
opportunities. 

The last thinking hat is the blue hat. 
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This pattern is symbolised by the sky and taking an overview 
perspective. It is sometimes called the process and facilitation hat. This 
thinking gear is about process control and providing a management 
structure. In this thought pattern you start thinking about thinking and 
putting a structure to your thoughts. You now summarise and evaluate 
the thoughts and information that you have generated. 

Scattered thoughts will not benefit you unless they are crystallised into 
a plan. In this thinking phase you come to informed conclusions and 
decisions. You now develop a plan of action with clear accountabilities. 

Unless you are willing to commit to a plan of action you have wasted 
thinking time. Thoughts harvested from the other hats are now 
structured into something that you can act on and be held accountable 
for. 

You can use the The Six Thinking Hats tool as an individual or you can 
use it as a team or a group. 

The tool works in different settings and allows for structured thought 
patterns and idea generation. It allows you to think in a focused manner 
and explore the various dimensions of the issue of concern. This enables 
you to think like a person of action and then proceed to act like a person 
of thought because you have thought through and seen beyond today’s 
pressures. 

Creating the future 
You are not a prisoner of your past and you are not marooned in your 

present sea of challenges. Use your mind to think of new possibilities and 
to fashion your future with new thoughts. Unless you change your 
thinking, very little may change. 

Many people just respond to situations and the emergencies of today. 
Reflex thinking is not a substitute for focused thinking. Those who desire 
greatness create the space to think and to fashion the thoughts into 
plans. If your present situation has driven you to your knees, this is the 
perfect posture for you to pray and to start thinking. 

Think beyond your limitations and obstacles. Never let what looks 
impossible today intimidate you from believing in the possibilities that 
lie ahead. Never march into the future and leave your mind behind in the 
past. Time travel by marching ahead in your thoughts and then letting 
the calendar of realities follow steadily. 

 
 
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 on Whatsup at: 0772422634. 
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Tax Amnesty 
Expires end of 
March 

 
The Zimbabwe Revenue Authority (ZIMRA) tax amnesty program is 

expiring on 31 March 2015.  
The amnesty program came about through the Finance Act (No 2) of 

2014 published on 17 October 2014. It made provision for forgiveness on 
penalties, interest, and prosecution for the non-payment and other 
irregularities in connection with all taxes administered by the Authority. 

 The tax amnesty is in respect of any non-compliance which occurred 
during the period beginning 1st February 2009 to 31 March 2015 (the 
amnesty period). 

Affected clients are required to submit applications on Form No. TAO1 
– which can be downloaded from the ZIMRA website (www.zimra.co.zw) 
- to the Commissioner General by 31st March 2015. 

Issues already covered in completed or on-going audits and 
investigations and other enforcement activities by ZIMRA are not 
covered by this amnesty. 

Applications for tax amnesty should be submitted well in time to 
enable the processing by the Commissioner General and time for the 
applicant to pay the full amount by not later than 31st December 2015. 
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MasterCard 
Launches Cross-
Border Remittance 
Service in Zimbabwe 

 
 
Steward Bank and EcoCash Customers Will Soon be Able to 

Receive Funds from Abroad Directly into their Bank Accounts 
or Mobile Money Wallets 

 
At the Mobile World Congress recently, MasterCard announced a 

partnership with Steward Bank, Zimbabwe’s most innovative bank, 
which will make remittance services available to the bank’s more than 1.5 
million account holders. For the first time, the bank’s customers will be 
able to receive funds sent by family and friends abroad directly into their 
Steward Bank accounts. 
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This is through international money transfer hub HomeSend, a joint 
venture between MasterCard, eServGlobal and BICS. Steward Bank is 
the first Zimbabwean bank to join the global HomeSend network. 

In the next phase, Steward Bank’s sister company EcoCash will soon 
connect to HomeSend, enabling more than four million EcoCash mobile 
money customers to receive remittances into their mobile money wallets, 
after which they can pay bills, pay merchants, send money and cash out. 

Those who hold a MasterCard Debit Companion card linked to their 
EcoCash wallets will also be able to withdraw money from MasterCard-
licensed ATMs and pay for goods and services at millions of merchants 
that accept MasterCard payment cards, both in Zimbabwe and 
internationally. 

“Remittances are an important source of foreign currency into 
Zimbabwe, amounting to US$1.8 billion in 2013 received via transfer 
agencies and formal channels,” said Dr. Lance Mambondiani, Acting 
CEO, Steward Bank. “Thousands of under-banked Zimbabwean families 
are dependent on funds sent by relatives working in other countries. 
Now, through the partnership with MasterCard and HomeSend, these 
citizens have access to affordable, convenient money transfer services.” 

The International Organisation for Migration estimates that as many 
as four million Zimbabweans live abroad. Given estimates that 
Zimbabwe’s Gross Domestic Product (GDP) was about US$13.5 billion in 
2013, remittances received from these individuals through formal 
channels alone contributed about 13 percent to the country’s GDP. 

“Zimbabweans in the Diaspora are increasingly playing an important 
role in the development of the country through remittances. However, 
the cost of transferring money to the country was high until now, and a 
large proportion of remittances were sent informally in cash,” said 
Charlton Goredema, Vice President and Area Business Head, Southern 
Africa and Emerging Markets, MasterCard. “Funds sent and received via 
informal channels are vulnerable to theft, loss and shrinkage due to 
charges levied for transporting cash between countries.” 

“By digitizing and formalising remittance payments, we are further 
contributing to the growth and development of Zimbabwe’s economy,” 
he says. 

Zimbabweans living abroad can send funds via a range of channels 
including participating MasterCard financial services institutions and 
HomeSend’s partners: mHITs (Australia), Skrill (worldwide), Hello 
Paisa (South Africa) and Daytona Capital Management (UK). 
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ABCH gets $50 
million for SMEs 
lending 

 
 
 
 

 
 
From Newsday.co.zw 
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ABC Holdings (ABCH) has secured a $50 million line of credit from 

the African Development Bank (AfDB) to be offered as medium-to-long-

term loans for the small and medium enterprises (SMEs) in three 

countries including Zimbabwe.  

The line of credit was approved by AfDB’s board of directors on 

Thursday and has a tenor of seven years.  

ABCH subsidiaries in Zimbabwe, Mozambique and Botswana will 

benefit from the line of credit.  

ABC Holdings Ltd (ABCH) is a rapidly growing financial institution 

targeting local small and medium enterprises (SMEs) in these countries 

covering various sectors such as construction, agriculture, 

manufacturing, transport and services.  

ABCH is gradually increasing its SME portfolio share targeting 30% by 

end 2018 as it plans to expand its retail network across countries,” AfDB 

said.  

It said the line of credit would enable ABCH and its three selected 

subsidiaries to reach a larger number of SMEs across a wide range of 

sectors by offering medium- to long-term loans, which are not currently 

accessible for local SMEs. 

AfDB will provide local currencies, Botswana pula and Mozambique 

metical to support local currency lending and promote development of 

the financial sector in these countries.  

“This facility will also cover Zimbabwe where many enterprises face 

liquidity challenges. 

“The facility is expected to support at least 200 SMEs and generate 

800 jobs, including 400 jobs for women, during the period of the 

project,” AfDB said. 

“Leveraging the relatively long tenor of the AfDB facility, it is expected 

to increase the average loan tenor for SME clients who can consequently 

expand their business, which will promote inclusive growth of these 

countries.” 

ABCH is a pan-African banking group with operations in Zimbabwe, 

Botswana, Zambia, Mozambique and Tanzania.  

It is 98,7% owned by Atlas Mara — a company co-founded by ex-

Barclays chief executive officer Bob Diamond and billionaire 

entrepreneur Ashish Thakkar.  
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MBCA Bank secures 
$20m line of credit for 
businesses 

 

 
 
MBCA Bank has secured $20m line of credit to enhance businesses' 

productivity. The loans will fund their capital expenditure. 
MBCA Bank, a unit of South Africa's Nedbank, has concluded a $20 

million (€17.9 million) line of credit with Afreximbank to support 
businesses' capital expenditure and enhance their productivity. 

MBCA Bank managing director Charity Jinya said funding under the 
deal would cater for clients keen to purchase or upgrade machinery, 
retool manufacturing operations and fund expansion programs in all the 
key sectors of the economy such as agriculture, mining, construction and 
the health sectors. 

"At MBCA Bank, we understand that an economy can only perform 
well with state of the art equipment and healthy workers, hence the 
specific inclusion of the health sector in our funding programs. Drawings 
under the facility may be in the form of direct advances, that is, loans 
and or letters of credit in line with client requirements," she explained. 

This line of credit comes at the right time for Zimbabwean businesses, 
who've been struggling to access credit because of troubles in the 
banking sector.  

According to the 2014 African Economic Outlook report, Zimbabwe's 
financial sector continues to experience structural vulnerabilities arising 
from the lack of confidence by depositors, liquidity constraints, rising 
non-performing and insider loans, high lending rates and low deposit 
rates, the absence of an active inter-bank market and the lack of an 
effective lender of last resort.  

 
http://www.mfw4a.org/ 
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By Phillip Chichoni 
 
When one of his biggest clients informed him that they were unable to 

pay on time for goods supplied last month, Dave’s mind immediately 
went into a tailspin. He knew he was in deep trouble because he had 
budgeted his wage bill and rentals against that payment.  

Things got worse for Dave. 
His landlord locked him out of the factory he was leasing after he 

missed rentals for the second month running. And his employees began 
baying for his blood. 

Over the last few months it has been blatantly obvious that people are 
struggling more than ever with cash flow in their businesses. I have had 
so many calls for help from people in our extended community talking 
about their cash flow crisis. I have also found that many people I work 
with directly or indirectly have been taking strain and have people who 
are not paying them or are struggling to get new business in. The general 
consensus is that the majority of small businesses are under immense 
strain.  

Our team has carried out a lot of research on how some firms are 
coping with the current cash crunch. We have also examined expert 
advice from many corners and have come up with tips that will help you 
not only survive, but actually thrive in the current liquidity crunch. 

The first and most important thing is to know your cash flow position 
now and in the coming six to twelve months, which requires good 
strategic planning. 

It starts with planning  
The most important thing that thriving 

businesses have is a plan. They know their 
current cash position today. And they also 
know what their cash position will be in 
three, six and twelve months’ time.  

How do they manage that? 
Successful business owners and managers 

know exactly how much money they are 
going to need over a specific period of time. 
They know what expenditures will need to 
be met and also where the money will come 

from. They also put aside 3 to 6 months of cash reserves for that 
unforeseen situation or emergency, such as when a customer fails to pay 
on time.  

You also can put your cash flow situation under your full control. 
There is an excellent method which is fully explained in the next article 
“How to Never Run Out of Cash”, on page 23. 
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When your plan predicts a cash crunch 
When your cash flow projection shows that you are going to run out of 

cash at a certain time in the near future, there are two things you can do: 
cuts costs to match the expected revenue or raise your revenue to meet 
the expected costs.  

I can hear you mumble that you have already cut your costs to the 
bone. Well, there are likely some more ways you can cut costs without 
sacrificing productivity or quality. 

Creative cost cutting 
Try creative cost cutting. Here are some tips that some of the thriving 

businesses are using: 

• Reduce overhead through partnership. Any asset that you own 
(or lease) that is not used to its fullest capacity is an opportunity to 
cut costs. Whether you “trade” services with a business that could use 
your vacant office space in exchange for services, or vice versa, 
sharing can be the ideal way to optimize every dollar you spend for 
costs such as office or warehouse space, equipment, motor vehicle 
even your parking lot.  

• Cut your wage bill, but be creative. You can't avoid scrutinizing 
your biggest expense, nor should you. But keep the people you need 
and make sure they're happy.  Forgo raises and cash bonuses and 
instead offer days off, early Fridays, flextime or telecommuting 
benefits, or even an unpaid sabbatical or tuition reimbursement. You 
might create a four-day work week, institute a no-overtime policy. 

• Barter. With cash flow a problem, many businesses have turned to 
barter trading. You give me a product or service you have and I will 
give you mine. Once you agree on the values traded, barter is an 
effective way to do more business in a cash squeezed environment like 
ours. 

• Reduce customer acquisition costs. Do you how much it costs 
you to gain a new customer? Add up your marketing and selling costs 
for a specific period and divide the sum by the number of new 
customers you gained over that period. That amount is your customer 
acquisition cost per customer. Does it match with the margin you are 
making per customer? If the cost is below the average profit per 
customer, you are undercharging. You might need to let low margin 
customers go and focus on acquiring more  high margin customers. 
They will save you time, reduce your costs while increasing your 
revenue. 

• Brainstorm with your team to find more ways.  Sit down with 

your team and brainstorm more ways of reducing costs. Look at all 

your processes and expenses and analyze if they are really necessary. 
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At one firm, a young employee carried out simple research and 

discovered that the company was spending double on cardboard 

packaging compared to alternative  plastic packaging. 

How to increase cash flow creatively 
Here are some tips that will help you increase cash flow when you 

foresee a cash crunch.  

• Sales cure all. In his “12 

Rules for Startups”, 

Billionaire businessman and 

investor Mark Cuban says 

sales is the cure. Increase 

your revenues and cash flow 

by selling more. Think of 

ways of getting your product 

moving faster. Employ 

creative marketing tactics 

that don’t cost a lot of 

money. (We covered low cost creative marketing ideas in the 

November 2014 issue of BusinessLink magazine). 

• Incentivize your customers to pay early. Slow payments by 

customers can plunge your business into a cash flow quagmire. Give 

them incentives to pay early, or even in advance by offering them 

special discounts. I have done it many times. A customer asks what 

one of my services costs and I say for example, “It’s a $100.” If he asks 

for a discount, I will agree, provided he pays the amount in advance.   

• Launch a special marketing campaign. You are probably aware 

of campaigns by big companies, like TM Supermarket which recently 

started offering free gift tickets for every $5 you spend. Or Econet who 

give you a chance to win a prize each time you buy airtime. These are 

special campaigns whose objective is to get customers to buy more 

and increase cash flow into the firm. You should think of creative 

campaigns that you can use to push sales and get cash flowing into 

your business. Similarly you could put a discount on popular products 

for a short period so customers buy more. 

Some businesses are using these tactics to reduce their costs while 
increasing their cash flow and are thriving while others are struggling 
to survive. Why not try them? 

******************************************************* 
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How to never run 
out of cash 

 
 
 
 
 
 
 
 
 
 
 
 
By Phillip Chichoni 
 
Despite the fact that cash is the lifeblood of the business, the fuel that 

keeps the engine running, most business owners don’t truly have a 
handle on the flow of cash into their business and the flow of cash out of 
their business. As a result, more businesses are failing today than ever 
before. 

Most business owners don’t really know what’s going on with their 
most precious asset—their CASH. 

Experienced and seasoned business professionals make incredibly 
poor business decisions because their focus was on something other than 
their cash flow. Once they see their business through the lens of its true 
cash flow, their decisions are oftentimes totally different. 

As our economy goes through a serious liquidity shortage, it  is more 
important now than ever to keep a tight control on your cash flows. If 
you don’t your business will suffer when you get caught up in the 
negative cycle that begins at the point you start worrying about your cash 
flow. Your focus begins to shift away from doing what you do best—
taking care of customers and making more money. 

 

 

Cash flow problems do not just happen. They are a symptom of more serious 
problems happening in your business. You should therefore be spending more time 
and energy solving those problems that affect your cash flows. 

Without the facts, all we can do is stew 
around in confusion. 

—Dale Carnegie, author and motivational speaker 
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Here are three rules that will help you maintain a grip on your cash 
flow and ensure that you never run out of cash. 

 
Rule No.1. Know your real cash balance all the time.  
The most important step you can take to eliminate your cash flow 

worries is to ask yourself two simple questions. These two questions are 
important in the way they direct your focus to what is most important. 

1. What is my cash balance right now? 

2. What do I expect my cash balance to be six months from now? 

If you can answer each of these questions with a specific number, then 
you have your cash flow (the lifeblood of your business) under control. 

If you cannot answer these questions with a number, then you don’t 
have your cash flow under control. You are not properly managing the 
most precious asset your business owns. 

What happens in your mind when you know that something important 
in your life and your business is not under control? Fear. 

And what does fear create in your mind? Worry. Fear is the root cause 
of worry. Eliminate fear and worry will be eliminated as well. Dale 
Carnegie, in his wonderful book How to Stop Worrying and Start 
Living, provides excellent advice about how to eliminate fear and worry: 
“Without the facts, all we can do is stew around in confusion.” 

Remember, cash flow problems don’t “just happen.” They can almost 
always be seen long before they occur. Your job is to figure out what you 
expect the cash balance to be six months from now— that way you’re in 
control. 

To control your cash flow, you need to know ALL the expenses you are 
expecting to pay in each of the next 6 to 12 months. Write down 
everything that you are expecting to pay. In addition, make a provision of 
3 months of unavoidable expenses and keep the cash available in the 
bank. 

You then need to know the cash that will be coming into your business 
in each month of the chosen time frame. 

 
Rule No.2 Match your outflows to your inflows. To ensure that 

you never run out of cash, your outflows each month should not be more 
than the inflows and available cash balance. If the outflows are more 
than inflows, then there is a problem. 

Like we said earlier, a cash flow crisis is never actually about cash flow. 
Cash flow is merely the measurement of cash coming in and going out of 
your business. We use it loosely to refer to problems but the problems 
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are always something else that is leading to the cash flow indicating there 
is a problem. 

These problems can be summed up into 3 groups: 
1) You are not making enough money. (Includes your margins 

being too low). 

2) You are struggling to collect money.  

3) You are spending too much money. 

Your job now is to solve the actual problem. If you are not making 
enough money, work on your marketing to bring in more sales. You can 

also tweak your margins to 
increase your net cash inflows. 

If you are struggling to collect 
money, then you need to change 
your trading terms. It might be 
necessary to recruit new and 
better customers to replace the 
problem ones. 

You need to take full control 
and responsibility for the 
outcomes of your business. 

Manage what can be managed. Don’t blame things beyond your control, 
like the economy or problem customers.  

 
Rule No.3 Create peace of mind each month. At the beginning 

of each month, take ten minutes to work out your expenditures for that 
month and where the money will come from. There is tool that you can use, 
called The Peace of Mind Schedule. The standard financial statements 
that all businesses use are not adequate for several reasons. Financial 
statements are historical, meaning they’re always presenting what 
happened in the past. Compare them to the rearview mirror in your car. 
The rearview mirror is helpful when you need to see what is behind you. 
However, when you are driving down the highway, your focus needs to 
be on what’s in front of you. You need to have a good, clear view of 
what’s ahead of you in order to get where you are going safely. Looking 
in the rearview mirror for more than an occasional glance will soon cause 
you to crash into something in front of you. 

The Peace of Mind Schedule is an Excel tool that you can download at 
http://smebusinesslink.com/businesslink-resources/. If you need any 
help using it, the BusinessLink team will gladly help you. 

So go ahead, start getting control of your cash now. 

**************************************************************** 
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When in Startup Mode, Embrace 
Speed! Speed! Speed! 

 
By Hiroshi Mikitani  
 

 
Hiroshi Mikitani is Chairman and CEO of 

Tokyo-based Rakuten, one of the world’s 
leading ecommerce companies.  

 
 
 
 
 

When you launch a business, you may be tempted to move ahead 
carefully and slowly. My advice is the opposite. Embrace speed. Speed!! 
Speed!! Speed!! is one of Rakuten’s Five Principles for Success and is a 
lesson I learned during my first 90 days. 

To use speed in your early days, you must be committed to a pattern of 
launch and refinement. It is a process of constant improvement. 

In manufacturing, Toyota made this process famous – in Japanese it’s 
called kaizen, a topic on which I’ve written about before. When you 
launch your business, you must practice kaizen – constantly improving 
your product. 

At Rakuten, we launched our marketplace with one initial pricing 
structure. As we proceeded, we realized it would be necessary to tweak 
that structure so it was sustainable going forward. We refined and 
improved it. 

When I made the announcement that I wanted our entire company to 
learn and become proficient in English, I set an initial timetable. I 
refined and updated that table as the process I call ‘Englishnisation’ 
moved forward. ‘Englishnisation’ has worked so well other Japanese 
companies have adopted it. 

Too often, a worried entrepreneur will sit on a great idea, waiting until 
it is fully perfected before launching it. My suggestion is that process 
takes too long. 

While you are perfecting your wares in your R&D lab, your 
competition is out in the marketplace, trying new ideas, refining and 
tweaking as necessary, practicing kaizen. 

This article was originally posted on Entrepreneur.com. 
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4 Secrets of 
Successful Business 
Owners  

 
Ryan James  
 

 
1. “Chance 

favors the 
prepared mind. 
The more you 
practice, the 
luckier you 
become.” – 
Richard 
Branson 

 
 
 
 

Richard Branson, founder of Virgin Group. 
Have you ever wondered how some entrepreneurs and business 

owners seem almost superhuman, that everything they touch and do 
practically turns to gold? 

Take Richard Branson for example. He started Virgin in 1970 and has 
built numerous businesses across multiple industries over the last 35 
years. A company that stands for excitement, uniqueness, and more 
recently, making the world a better place through giving back. 

While you and I may not be looking to start a massive company that 
generates enough revenue to support a small country, there are 
important lessons that we can learn from the way they do business and 
how they operate. 

Let’s dive deep and look at four incredible entrepreneurs—who have 
shaped the way we do business today—and what they say that makes 
them successful. Sit tight. Epiphanies ahead.  
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Don’t be fooled by Richard’s calm demeanor and laid back style. You 

better believe he had a plan and was prepared when he launched each of 

his businesses over the years. It may not have been 100 percent 

conventional, but he was always prepared in some form or fashion. 

Once you know you’re prepared and ready to tackle the task at hand, 

just get started. There is no better teacher than experience. Richard 

never went to business school to learn about building a business. He just 

got started and learned through the processes. 

And it seemed to work out pretty well for him, didn’t it? 

 
2. “Work like there is someone working twenty-four hours 

a day to take it all away from 

you.”- Mark Cuban 

 

Mark Cuban 

Powerful, right? Now I know I don’t 

have to tell you that hard work is a part 

of the game when you’re trying to build 

your future, but man, is it important. 

Not everyone will understand the fact 

that we have to keep our heads down 

and focus on building what we believe 

in, but that doesn’t really matter. 

You’re building your business for a 

reason. To feed your kids. To secure 

your family’s financial future. To travel 

the world. Whatever your reason, hold 

it close and let that fuel you. 

So when the time comes that your friends are pressuring you to take 

the weekend off and you know there are 174 things you have to do to 

keep your business running—keep your head down and do what you 

have to do. Because even though Mark’s quote is hypothetical, you better 

believe there is somebody else out there with twice the resources and 

twice the backing that you have trying to put you out of business. 

If you’re going to build something worthwhile, you’ve got to work hard 

and stay focused. There are no shortcuts. 
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3. “The easier it is for someone to understand who you are 
and what you stand for, the easier it will be for that person to 
spread the word to others.” – Blake Mycoskie 

 
Blake Mycoskie 
If you aren’t aware of who Blake Mycoskie 

is, he’s the guy who started TOMS, the shoe 
company that gives a pair of shoes to a child in 
need for every shoe sold. 

One for one. It’s as simple as that. If you 
were to check out the TOMS website or look 
through any of their social media profiles, it is 
very clear who they are, what they stand for, 
and what they do. 

Has anyone ever asked you what you do or 
what your business does? 

“Uhhhhhhh… Well, I sell…. clothes for… 
cold babies.” 

Ouch. Let’s try this again. 
If your business sells baby clothes that keep 

the babies three times warmer than all other 
baby clothing brands, be clear about it. You 
might say something like this: 

“My company sells baby clothes that keep your child three times 
warmer than all other brands. This means fewer colds, better naps, and a 
much happier childhood!” 

See how different that is? Heck, I’d buy it, and I don’t even have a 
baby. 

Let’s look at one more example. I run an online magazine for 
entrepreneurs that gives back to children’s education and have had a 
hard time in the past explaining what I do. To keep it nice and simple, 
this is typically what I say: 

“My company empowers the entrepreneurs who are building 
tomorrow’s small businesses by giving them the information and 
resources they need to succeed. And as part of our mission to give back 
and make the world a better place, we give a large portion of our revenue 
to support children’s education.” 

Figure out early what you stand for and tell your story in a way that is 
easy to remember and retell. It’s ok to pivot your brand over time, but 
you can only do that effectively if you thoroughly understand who your 
customers are and what resonates with them. And that begins with a 
strong brand. 

 



 BUSINESSLINK MAGAZINE MARCH   2015       Page 34 

4. “It’s fine to celebrate success, but it is more important to 
heed the lessons of failure.” – Bill Gates 

 
Bill Gates 

We’ve all messed up at some point 

in our life. I know I sure have. But 

before you throw in the towel and give 

up on your dreams altogether, look for 

a lesson from your moment of failure. 

There’s bound to be one. 

For example, in a previous venture, 

I took on far too many responsibilities 

on my own and became completely 

overwhelmed. My health started to 

decline, my relationships suffered, and 

the company ultimately fell apart 

because there was too much to be 

done, and not enough people to do it. 

The golden lesson in that situation was to swallow my pride, ask for 

help, and not get so overwhelmed. And to be completely honest, that 

lesson has saved me far too many times to count. 

A failure is only a failure if you let it be. You may have made a few 

missteps in your past, but don’t let that define your current business. 

Work smart, stay humble, and learn from your mistakes. With those 

lessons in mind, I promise you’ll go far. 

Wrapping up and moving forward 

At the end of the day, as a business owner, there are a lot of factors to 

becoming successful. By being prepared, working hard, telling a good 

story, and learning from your mistakes—you’re far ahead of your peers 

and are on your way to living life on your terms, whatever they may be. 

 

About the Author Ryan James is a passionate entrepreneur and 

founder of Startup Savant, The online magazine that helps 

entrepreneurs like you beat the odds of an 80% failure rate within the 

first 18 months. Pick up his free course “The 7 Deadly Startup Sins And 

How You Can Avoid Them” and see if you need to repent!  
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5 Simple Things 
Super Productive 
People Do on 
Monday 

Monday can be hard, but a little discipline can make it the best day of 
the week. Here is how successful people start things off. 

 
By Kevin Daum 
 
 
 

IMAGE: Getty Images 
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Monday can totally feel like a drag. You just had a great weekend of 
fun and play and now it's back to the workweek. Even those who love 
their job can find Mondays a real buzz kill. 

But Monday can also be an exciting beginning. With the right 
approach it can stimulate efficiency and productivity for the entire week. 
It takes a strong constitution to start the week with focus and 
determination, yet, this is exactly what the most productive people do. 
Here are 5 key ways they use Monday to their advantage. 

1. They start with a positive attitude.  
So much time and energy is used up by a bad mood. Super productive 

people don't like to waste any energy and they certainly don't want the 
week to lag from a bad start. They focus their mind on joyful productivity 
from the moment their feet hit the ground in the morning. They revel in 
the excitement of what they can accomplish. Instead of lamenting going 
to work, focus on where you truly want to be and what will take you 
forward. 

2. They dedicate time for organization.  
Starting Monday firefighting will put you behind schedule for the 

entire week. Super productive people understand that organization 
doesn't happen magically on its own. Time is required to think things 
through and create process. Otherwise, a haphazard approach will create 
chaos and eat the very time you thought you might save. Block out an 
hour first thing Monday morning and get your ducks in a row. 

3. They prioritize their objectives. 
If you don't have clear objectives on Monday, you will find yourself 

with a short week to get things done. Super productive people assess the 
entire week so they can manage their resources accordingly. That gives 
them the ability to meter out the week and adjust as necessary. Make 
your lists and calendar your time. It will free your mind for the week. 

4. They anticipate obstacles. 
Obstacles are an inevitable part of every project and work 

environment. Monday is a great time to focus on the obstacles of the 
week. Super productive people incorporate room for unknown speed 
bumps into their plan, so that when the inevitable happens, they don't 
get tripped up. 

5. They line up their allies. 
People are busy and you can't assume that they will use Monday to set 

up their own week. Super productive people take into account the human 
resources required and schedule appointments right away so they don't 
have to chase people later in the week. A colleague asked early for help is 
much more likely to respond and act than someone who is jarred into 
action by a surprise S.O.S. 

 From inc.com 
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Why Your Mindset 
is More Important 
than Natural Ability  

 

 
 
 

 
 
By Simon Bere   
 
If you continue to ignore the power of your mindset in shifting your 

results, transforming your performance and situation and changing 

everything about your company or profession or whatever else is 

important to you, then it is nobody's fault.  

If you continue to live by the belief that all who get what they want and 

produce the results they want are more talented or are luckier than you 

or they have a good angel by their side and you do not have one, then I 

am telling you, your mindset is your own worst enemy. If you continue to 
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live by the fact that because you are already successful so there is nothing 

you can consciously do to improve and get even better results and 

performance  than what you already have or produce, then surely, you 

are shooting yourself in the foot and leaving your best self to rot and you 

will never enjoy your higher performance or results. 

 If you think that your present circumstances are permanent and there 

is absolutely nothing you can do to influence them and change them, I 

am very sorry, do not blame God or your creator. This is the truth 

because you have the gift of changing your mindset and when you 

change your mindset everything else around you changes, no matter how 

stuck you might be.  

If you are a leader whose company is going through horrible times and 

you believe that there is absolutely nothing you can do to change your 

fortunes and so you have to hope that the environment will change 

before anything better can start happening, hey, I fear the worst for you, 

your company and all those innocent employees and their families whose 

lives depend on your leadership and your company. 

If you think that your level of success, your situation and your 

performance is dependent only on your natural intelligence, you have 

been brainwashed by the bad guys within our heads. 

Here is the truth. If you are an average person like me, you can change 

many things around, produce better results, shift your performance, 

unleash your greatness and even live your life to highest potential, but 

only if you are willing to deal ruthlessly with the bad guys within our 

heads, dismantle the bad mindset they have created within us and create 

a clean, more empowering mindset.  

The simple solution to this new mindset is a new decision to tackle the 

bad guys and subdue them. I can say with 99.5% confidence that your 

biggest barrier to your next level, what is keeping you stuck in the same 

place without making any progress,  is not your  capacity or your 

potential, it is simply the bad guys within our heads, the bad mindset 

mafias. 

Let me illustrate this point. When I was student I did well for most of 

my time, being the best student many times and getting many straight 

“A”s in my studies including obtaining a whooping 13 points from three 

subjects in my Advanced Level Studies. But when I entered university I 

failed during my first year and narrowly escaped being expelled for gross 

academic incompetence. The question is, how does someone move 
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straight from brilliant results at one stage and immediately into a 

crushing failure the same way I did? Does it mean that my IQ had 

dropped and if so  does that mean that the theory that one's IQ remains 

the same false? Here is the key. 

When I entered university, I failed to enroll in the course that I wanted 

to do because it required a subject that I had not taken. Then I listened 

to my internal and external bad guys who made me believe that when 

you get certain results you are entitled to do certain degrees and not 

others. They kept saying certain degrees where inferior and could only be 

done by people with inferior A'Level passes. I bought this line, hooker 

and sinker and so its affected my attitude to my studies and completely 

demotivated. Of course with that mindset I crashed and I was lucky to be 

given a chance to start all over again. 

A few years later I decided to go for my Masters Degree. Because I was 

not pleased with how I had handled my academic performance issues 

during my first degree, I decided it was revenge time. I made a decision 

that I was going to get a distinction and nothing else but a distinction. I 

prepared to throw myself into the thick of the battle and fight with 

everything within my capacity. It was not easy, it was tough, but thank 

God, I did achieve my goal and produced a distinction at one of the 

world's finest universities. 

My point is this, in whatever you want to do, whatever result you want 

to achieve, whatever situation you may face, the winning factor is not 

your natural potential, the  winning factor is your mindset. The correct 

mindset attracts everything else that you need to produce a better result, 

a better performance and get better fortunes. 

There is no worse enemy than a bad mindset and no better ally than a 
great mindset. 

 
Simon Bere is a Senior Researcher, Problem Solver and Solutions 

Developer with a special interest in Strategy, 
Mindsets,Performance, Thinking, 
Transformation and Results. He is a coach, 
trainer, NLP Practitioner, Speaker and 
consultant as well as the author of From Dreams 
to Results: A Step by Step Strategic Guide to 
Achieve Your Dream-Driven Goals.Skype: 
simon.bere; Twitter: @simonbere Email: 

simonsbere@gmail.com 
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A Little Known 
Tactic To Get Free 
Publicity On Twitter

 
 
By Tinashe Nyaruwanga 
 

 
“First full day as Twitter COO tomorrow. Task #1: undermine 
CEO, consolidate power.” @Dick

 
Few tweets have proven more prophetic than this tweet by the now 

CEO of Twitter Dick Costolo. Dick was initially recruited by a former
friend Ev Williams one of the founders of Twitter
going to eventually replace as CEO of the social media behemoth that has 
disrupted and turned the world upside down.

BUSINESSLINK MAGAZINE MARCH   2015       

A Little Known 
Tactic To Get Free 
Publicity On Twitter

By Tinashe Nyaruwanga  

“First full day as Twitter COO tomorrow. Task #1: undermine 
CEO, consolidate power.” @Dick 

Few tweets have proven more prophetic than this tweet by the now 
CEO of Twitter Dick Costolo. Dick was initially recruited by a former
friend Ev Williams one of the founders of Twitter and the man he w

eventually replace as CEO of the social media behemoth that has 
disrupted and turned the world upside down. 

Page 42 

Tactic To Get Free 
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From digitally fuelled activism to full blown revolutions, its 
broadcasting power has caused significant political impact with its ability 
to put people in touch with each other, often unexpectedly, about a 
common experience, interest, problem, or cause. 

Twitter can be nothing short of powerful as a marketing tool for 
businesses. On Twitter everyone can wear the old media hats of being an 
editor, content creator and distributor. These days it’s not uncommon to 
see people by-passing the traditional gate-keepers. The royal family 
announced the birth of the Queen’s first grandchild via Twitter. 

Quite a number of marketers are now familiar with Twitter and use it 
as part of their marketing arsenal. How do you throw a cat among the 
pigeons and use Twitter to achieve superior results better than your 
competitors? 

Here’s a little known but effective tool. 
Pay a Tweet 
This is a social pay wall that allows you to generate publicity and a 

buzz by prompting your audience to tweet about  something in exchange 
for a give-away, gift or product. 
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As they say the best form of marketing is w
get your audience to volunteer to market you or your products on your 
behalf. Nothing is as authentic as a customer hearing a positive word 
about your product, service or even expertise from another customer. 
This is the reason why testimonials and product reviews work.

This is what makes Pay with a Tweet exciting and interesting. In 
addition people online, 
resistance. They do not want to split hairs to get something and Pay wi
a tweet allows them to get what they want without expending a lot of 
energy or time. 

Is this something you might 
This is how you go about creating a pay with a tweet campaign.

#1 Go to Pay With A Tweet Website
Click on Create Your First Campaign Button

#2 Fill out Personal Information
You will be asked to fill out information and select the social network 

you want to use as well as the 
that will be posted. 

 
#3 Add URL of your landing page

Here you add the web address where you will direct your audience to 
download the offer. 
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Is this something you might want to experiment with? No problem. 
This is how you go about creating a pay with a tweet campaign.

Pay With A Tweet Website http:/www.paywithatweet.com
Click on Create Your First Campaign Button 

#2 Fill out Personal Information 
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#3 Add URL of your landing page 
Here you add the web address where you will direct your audience to 
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#4 Get Code for your Pay With A Tweet Campaign Button

Grab the code for the button and insert it on your website in the 
HTML section so that it displays.

#5 Rinse, Lather and Repeat
Now that you’ve got a handle of this, you can now rinse, lather and 

repeat of course in different campaigns.
Wrapping it up 

As competition for eyeballs hot up and run of the mill campaigns become 
less and less effective, the most creative and innovative marketer will 
win. By constantly experimenting and using creative and innovative 
approaches to generating awareness and buzz you can be sure to have
customers constantly beating a path to your door.

I look forward to hearing your stories of how you are using these 
tactics to drive up awareness and sales. If you found this article to be 
valuable remember that sharing is caring, so why don’t you share o
tweet someone this article.

Tinashe Nyaruwanga
Aficionado. He is also a blogger at 
specializes in optimizing
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Tinashe Nyaruwanga is a Content Marketing and Social Media 
Aficionado. He is also a blogger at www.tinashenyaruwanga.com

optimizing online brands for individuals and corporates.
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Accountability: The 
Missing Link in 
Implementing your 
Business Strategy  

By Memory Nguwi 
 
Having employees who are accountable for 

results the organisation is aiming to achieve is 
one of the key concerns for any CEO. A number 
of organisations find themselves struggling to 
instill the discipline of accountability in their 
staff members. It is important to note that the 
discipline of accountability goes hand-in- hand 
with the organisational culture. Your 
organisational cultures can breed a culture of 

inefficiency and non-accountability. It is therefore the role of every CEO 
to ensure that the culture of the organisation is that which drives results 
for the benefit of the shareholders and the customers.  

If you are struggling to instill a culture that is driven by business 
results, you are probably not alone. A number of other organisations 
struggle when it comes to ensuring that people earn their salary by 
producing the desired results. A lot can be done to instill a culture where 
business results driven by a passion for customer service can be 
achieved.  

The starting point in building a culture of this nature is at the top of 
the organisation. Does your top team believe in achieving the goals of the 
organisation or they are there for other reasons? If your top team is not 
willing to be held accountable for results you are unlikely to succeed 
when it comes to instilling the same discipline to your staff members. 
Employees will watch what the senior executives in your organisation are 
doing. If your executives do not care about performance your employees 
will follow suit.  You need to ensure as the CEO that your top team 
commit itself to the core values of the organisation publicly and 
privately. Your values should come from how you want to be perceived 
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by your stakeholders. Your top team needs to believe in those values as 
part of building a sustainable organisational culture.  

Is your organisation a safe sanctuary for non- performers? If you find 
that you are attracting people who are happy to earn a salary without 
contributing anything, you should look at yourself as the CEO. You may 
discover that accountability and results for the organisation come from 
how the top team conducts its work within the organisation. If the 
starting point is the top, it therefore calls on the organisation to re-orient 
the board of directors on the importance of performance and results in 
the business. Being on the board of a company does not mean the person 
is an expert in all aspects of the company business. Just like your 
employees, your board members need to be trained in all the key areas of 
your business to enable them to effectively carry out their duties.  

At the executive team level is where most of the hard work needs to be 
done. Although most of our executives have gone through academic 
training, they still lack people management skills. These skills are a 
prerequisite for driving results within the organisation. Executives need 
to know that, unlike machines, human beings will always attach a 
meaning to events within the organisation. To be able to deal with people 
issues effectively, executive management teams need coaching on how to 
handle people issues. This is not industrial relations training but a one -
on -one session designed to make sure the executive team member 
understands the dynamics of dealing with people issues. If your staff 
members are unhappy they are unlikely to handle your customers well. 
Executives also need to understand that a number of small events that 
take place in the organisation can have a profound impact on how 
employees view management. Some of the events that management 
considers insignificant generate negative feelings towards management 
especially when staff welfare is involved.  

If as a manager you find that you consistently have problems dealing 
with your subordinates and other staff members you need to have a look 
at your leadership style. A lot of the problems which hamper the process 
of holding people accountable stem from the leadership styles employed 
by the managers. Some managers want to be viewed as tough. 
Unfortunately, that may bring temporary results. Work done with 
resentment for the leader/manager is unlikely to be sustainable, hence 
the need to solicit the willing participation of your staff in all the 
initiatives the organisation embarks upon.  

Memory Nguwi is the Managing Consultant of Industrial Psychology 
Consultants (Pvt) Ltd a management and human resources consulting firm. Phone 
481946-48/481950/2900276/2900966 or cell number 0772 356 361 or email: 

mnguwi@ipcconsultants.com or visit our website at 
www.ipcconsultants.com or visit our blog 
www.ipconsultants.blogspot.com 
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Resource Pooling 
Key to SMEs 
Financing 
Challenges 

 
By Sanderson Abel 
 

The recently 

launched 

BAZ/ZEPARU study 

established that 

although the informal 

sector players could 

have few resources in 

isolation, they could 

become a formidable 

source of resources 

when combined. 

Banks should thus 

engage the informal sector players and embrace the idea of fostering 

partnerships and clusters. Under this arrangement informal sector 

players, through the assistance of banks, pool their resources by bringing 

their capital and expertise together to make a meaningful investment. 

This also allows them to gain knowledge, further their skills through 

knowledge transfer from their partners than when operating as 

individuals. If the small traders come together to work as a group, they 

can register their associations to assist in easily identifying their location, 

assessing their challenges and also make banks aware of their existence. 

What is group resource pooling? 
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Most of the informal sector players can save only small amounts 

individually, which are usually not enough to invest in productive 

resources. One way to circumvent this problem is through pooling 

resources together as a group. By saving as a group, there is potential to 

accumulate a larger amount of money more quickly by pooling their 

savings in a common fund which can then be used by the group or a 

member of the group for productive investment. 

Pooling resources as a group is one of the methods that members can 

use to cushion themselves in hard times. In a depressed economy like the 

Zimbabwean one, an individual's cash flows are highly uneven and cash 

on hand is subject to the pressures of family members and friends. Some 

family members might find that control over their money is limited due 

to the burden of caring for the extended families. 

These circumstances make it nearly impossible to save a sum of money 

large enough to invest in a piece of equipment that would improve a 

business, purchase materials for home improvement, or make any other 

large purchase to increase quality of life. 

Savings groups allow members to shed the pressure placed on their 

free cash by husbands, neighbours, and friends. Ultimately, this enables 

people to commit their surplus cash towards future purchases with the 

potential to improve their quality of life. 

What are the advantages? 

If members of a group are able to self-organize, it is possible for the 

members to build enough resource base. This can then allow the 

members to learn basic financial skills. As a group, they can more easily 

receive literacy and money management training from group promoters 

or trainers from NGOs, and also learn from other more literate 

members. Low level of literacy and numeracy skills make it difficult for 

the poor to keep track of their savings and to manage their money. 

Pooled resources can be used to cushion members against 

vulnerability to risks like bad harvest, food shortage, sickness, flood, 

income shortage, etc. 

By saving as a group, these risks can be shared between the members. 

Individual members can rely on other members for help in time of need. 

Group savings can be used like an insurance scheme to help members 

deal with these emergencies when they arise. 

Pooling resources can assist members to access safe saving facilities, 

such as banks. By saving as a group, the informal sector players can 
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create a safe place to put their money. Some group saving methods does 

not require storing at all, since the money is immediately redistributed 

after collection. The group can also buy or make a cash box that will be 

safeguarded by several members which will periodically be deposited at 

the bank. 

By pooling resources as a group, the poor can protect themselves from 

accusations of being selfish, since the savings belong to many 

individuals, not just one. The threat against a single member of the 

group is a threat against all members. 

Saving requires discipline since it means withholding something for 

future use instead of consuming it right away. All group members must 

have discipline and agree on a common set of rules to follow. If the rules 

are not enforced, then all members suffer. Groups solve this problem by 

using peer pressure or punishing those members who do not follow the 

agreed rules. This may include a fine for late payment or for missing a 

meeting, and even expulsion from the group. 

Pooled savings provide important financial services, but also have a 

powerful social impact. Participants take great pleasure in being part of a 

group, and receive the social and financial support they need to move 

forward in their lives. 

Seeing their own success and that of their peers, they are inspired to 

earn more, save more, and fulfill their dreams of providing food for their 

families, sending their children to school, repairing their homes, and 

taking control of their lives and their futures. It is a long-term, 

sustainable solution which plays a central role in the efforts of the very 

poor to improve and stabilize their livelihoods. 

Where can you keep the money safe? 

Opening an account with a bank has advantages to the group since the 
account allows individual small savers to pool their savings in a single 
larger account and leaves much of the account handling costs up to the 
group rather than the bank. Instead of individually incurring bank 
charges, these are borne by the larger group which makes it cheaper for 
everyone as these can be shared. 

 
Sanderson Abel is an economist. He writes in his capacity as Senior 

Economist for the Bankers' Association of Zimbabwe. For your valuable 
feedback and comments related to this article, he can be contacted on 
abel@baz.org.zw <mailto:abel@baz.org.zw> or on numbers 04-
744686 and 0772463008. 
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MONETISATION is 
Imperative for ZIM-
FOOTBALL 

 

 
 
Written by Kimberley Wellington 
 
Zimbabwe must know that football is business, not just 

entertainment.  
2015 alone the English Premier League has recorded a resounding 

US$7.8 billion deal for media rights only; notwithstanding other revenue 
derivatives; 50% of Zimbabwe’s GDP of 2013. 

If we then look back here at home, the figures are much less and a 
question must be asked; is Zimbabwe and its football industry going to 
spend the next decades complaining about the economic crisis or are we 
going to work through it? 

One would put an argument that this is an unfair comparison but let’s 
look at African Leagues like South Africa that are doing exceptionally 
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well and in the run for millions of US dollars in club and league 
revenues. 

The recipe is a not secret rather crystal clear, it is through 
commercializing their football brands, creating a brand and making 
profit out of it and maximization of the derivatives. 

What most of our local teams require are professionals with organized 
and clear business strategies; that appropriate and relevant marketing 
strategies to sell their brand. 

It starts with little initiatives like sending representatives to events 
such as SOCCEREX for networking, bench marking and sharing of ideas 
on how to realize value from their brands.  

Club executives and members in Zimbabwe must stop wanting to own 
100% of a mouse, when they can have an arm or leg of an elephant. 

FC Platinum is currently running its own service stations and bars and 
in the process of setting up an Ultra City along the Zvishavane-Bulawayo 
highway. 

Such initiatives create self-sustenance and reduce dependency on gate 
takings. It’s these little initiatives that attract sponsors in and out of 
Zimbabwe for further brand and business development. 

Before and after the football excitement and dribbling there is 
business and branding that must be planned and delivered to 
consumers. 

How ironic is it that in a match between Dynamos and How Mine a 
sizable amount of supporters for these teams wearing jerseys from the 
English Premier League with same colours; sad, poor. 

This is going to continue and be the market trend if local teams do not 
implement serious commercialisation of their brands and football 
business. 

Match broadcast on Super Sport TV is another opportunity for teams 
to exploit; a platform to market their brands on a mass market, 
notwithstanding the rules of engagement for the deal. 

An influx of revenue from satellite TV would assist teams to subsidies 
their merchandise and gate tickets and to their advantage have full 
grounds and high sales revenue. 

However this requires serious improvement on the quality of football 
management and marketing, showcasing entertaining soccer that can be 
watched by a wider audience. 

The ideology behind commercialization is to eliminate the idea of 
waiting for revenue from weekend fixtures and instead venture into 
other profitable investments that will help improve the clubs image 
especially in the public eye. 

Soccer must not just have gate takings as source of revenue, as that’s 
two days of the week; everything must be monetized.  
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Highlanders and Dynamos have very wealthy and passionate 
supporters; alas maladministration and trivial personality grudges haunt 
them still 50 years later. 

Soccer is a universal sport loved by millions local teams should realize 
this sooner than later and fully exploit this multi-million industry, create 
job opportunities and help recharge the economy. 

And again a stop to maladministration in football clubs and actual 
investing in the brand equals great profits in the long run. 

Maladministration, inferiority complexes, must be uprooted out of our 
football fraternities in Zimbabwe, and all aspects thereof must also be 
monetized, maximizing all opportunities, as the cost has resulted in 
mediocrity. 

 
From The Behavioral Report 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
*************************************************************** 

There is always a 
better strategy 

than the one you 
have; you just 

haven't thought of 
it yet. 

Sir Brian Pitman, former CEO of Lloyds 
TSB, Harvard Business Review 
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6 New Tips From 
Guy Kawasaki on 
Startup Funding 

Guy Kawasaki wrote the 
book on investment tips for 
startups. Now, he has 
updated it for the year 2015. 

 
By John Brandon 
 
In case you haven't heard, 

one of the most famous 
entrepreneurs and 
investment insiders of the 
past 20 years has updated his 
classic business book. 

The Art of the Start 2.0 by 
Guy Kawasaki came out on 
March 3, and I had a chance 
to catch up with him. He 
shared a few more tips for 
those trying to raise funds for 
a new startup and might be 
off to a rocky start. 

"A long time ago I majored in psychology at Stanford, and this degree 
has served me well as an entrepreneur and venture capitalist. One of the 
main tasks of an entrepreneur is raising money, and here are five ways 
you can apply psychology to make this process faster and shorter." 

1. Familiarity breeds consent. 
"In order to prepare for meetings with potential investors, you should 

study their LinkedIn profile and social media accounts. Your goal is to 
find a connection or shared interest. For example, that you attended the 
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same school, play the same sports, or traveled to the same place. Use 
anything truthful you can to build a bridge and familiarity." 

2. Show traction. 
"'Traction' in this context means that your company is making 

progress. Your 'tires' are on the pavement, and you are making forward 
progress. Evidence of traction ranges from actual sales to free 
registration to website traffic. Investors want to see any kind of external 
validation of the usefulness/coolness of your product or service. The 
more traction you can show, the less you'll require investors to take a 
leap of faith." 

3. Catalyze fantasy. 
"Many entrepreneurs try to 'prove' the size of their market by citing 

consulting studies. A better way to attract investors is to enable them to 
do their own calculation and end up with a fantasy. For example, there 
are 300 million Americans, and one in four owns a dog. That's 75 million 
dogs that need two cans of dog food per day. That's a market of 150 
million cans of dog food per day--the kind of fantasy that got Pets.com 
funded." 

4. Bag one cat. 
"This is the last pet analogy. Investors want social proof that your 

company is a good investment. The best form of social proof is that other 
people have already invested, so you need to get investors to get 
investors. The hardest investor to get is the first one. Rather than trying 
to bag a herd of cats, focus on a few in order to bag one. Conceptually, it's 
better to have one cat in the bag than 10 cats 10 percent of the way into 
the bag." 

5. Create the illusion of scarcity. 
"In order to bag your first cat--and every subsequent cat, it's useful to 

create the illusion of scarcity. Scarcity in this case is that you're going to 
raise a finite amount of capital so investors must move fast. This will 
only work in the kind of 'bubbly' market we're in now. I'm not advocating 
that you lie. I am advocating that you consider hardcore bootstrapping 
and other ways to finance your company such as crowd funding until you 
bag the first cat." 

6. Capital is precious. 
"My last recommendation is a reality check more than psychology. No 

matter how much you raise, always spend your capital like it's the last 
round of financing you'll ever raise--because it could be the last round 
you ever raise. The assumption that you can always raise more money is 
insanity--you don't need a psychologist to understand that." 

 
From inc.com 
 


