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ALWAYS DO CAREFUL 
RESEARCH 

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

BUSINESSLINK  
MAGAZINE 
 
BusinessLink, the magazine for 

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

copy 
Soft 
copy 

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

$6.00 $3.00 

Low Cost High Impact Marketing 
Strategies for SMEs 

$6.00 $3.00 

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

$6.00 $3.00 

                                                       
    
To order, call Christine on 0772 854 301 or come to our office at No 

308, 3rd Floor Merchant House, 2nd street / Robson Manyika, Harare
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Never run out 

of ideas, think 

creatively 
 
By Phillip Chichoni 

 
You are driving 

alone in two-
seater car on a 
deserted road in 
blizzard 
conditions, when 
you see another 
car which has 
recently run off 
the road and into 

a tree. There are three people in the 
stranded car, none of whom is 
injured:  

• an old friend, who once saved 

your life  

• your childhood sweetheart 

greatest lost love  

• an elderly lady  

No-one has a phone. The likelihood 
of any more passing traffic is 
effectively zero. The conditions are 
too dangerous for people to walk 
anywhere. It is not possible to tow the 
crashed car. The nearest town is an 
hour's drive away.  

The question is: Given that your car 
is just a two-seater, in what order 
should the stranded people be taken 
to the nearest town?  

Try answering this puzzle then 
compare with the answer at the end of 
the article. 

 
 
 
 
 
 
 
 
 
 
 
 
Creative thinking skills use very 

different approaches to critical 

thinking skills. They involve a much 

more relaxed, open, playful approach. 

This can require some risk-taking. 

 Creative thinking skills involve 

such approaches as:  

• Looking for many possible 

answers rather than one.  

• Allowing yourself to make wild 

and crazy suggestions as well as 

those that seem sensible. 

• Not judging ideas early in the 

process - treat all ideas as if they 

PUBLISHER’S BRIEF 
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may contain the seeds of 

something potentially useful. 

• Allowing yourself to doodle, 

daydream or play with a theory 

or suggestion. 

• Being aware that these 

approaches necessarily involve 

making lots of suggestions that 

are unworkable and may sound 

silly. 

• Making mistakes. 

• Learning from what has not 

worked as well as what did. 

Creative thinking skills are as much 

about attitude and self-confidence as 

about talent. Creativity is often less 

ordered, structured and predictable. 

As you are not looking for 'one' 

answer, you are likely to come up with 

lots of suggestions that are not 'right'. 

This can be difficult if you are more 

used to analytical and logical 

approaches. It can also be 

experienced as 'risky' as the prospect 

of making a mistake or not coming up 

with an answer is more likely. 

 

Creative thinking techniques 

There is no limit to ways there are 

of thinking creatively. Some 

techniques you can begin with are: 

• Brainstorm ideas on one topic 

onto a large piece of paper: 

don't edit these. Just write them 

down. 

• Allowing yourself to play with 

an idea whilst you go for a walk. 

• Draw or paint a theory on 

paper. 

• Ask the same question at least 

twenty times and give a 

different answer each time. 

• Combine some of the features of 

two different objects or ideas to 

see if you can create several 

more. 

• Change your routine. Do things 

a different way. Drive or walk a 

different route to work. 

• Let your mind be influenced by 

new stimuli such as music you 

do not usually listen to. 

• Be open to ideas when they are 

still new: look for ways of 

making things work and 

pushing the idea to its limits. 

• Ask questions such as 'what 

if….?' Or 'supposing….?'. 

Keep an ideas book 

Inspiration can strike at any time. 

Ideas can also slip away very easily. 

Keep a small notebook to hand so you 

can jot down your ideas straight away. 

Parts of this article have been 

extracted from the book Critical 

Thinking Skills written by Stella 

Cottrell. 

          Feedback me on twitter 
:#chichonip 

  
 
Answer to quiz 
Ask your old friend to drive the old 

lady to the town and raise the alarm, 
while you and your lost love keep each 
other warm and wait for help to 
arrive. 
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MOTIVATION 
Playing the blame 

game 
By Milton Kamwendo 
 
 
THE price of greatness is taking responsibility. The 

invisible tax on progress is blame. Thinking like a victim 
will never make you a victor or agile actor. The most 
popular sport is not athletics, soccer, rugby, baseball, 
basketball, tennis or golf.  

We all play this sport once in a while and at times we 
play the game unconsciously and cheer those playing it 
well. The sport can be played at any level of 
sophistication and the number of players or their 
resources does not matter. 

This most popular sport does not require any special 
equipment except a pointed finger. As you may have 

guessed, this sport is: “The Blame Game.” 
In this game, you judge yourself based on your intentions and you judge others 

by what they actually do. So long as in your eyes your intentions are noble, every 
act you do is christened with nobility and sanctified with rectitude. 

In this vein of self-deception, the tendency is to feel that because you are the one 
playing the game your intentions must be understood and your behavioral flaws 
overlooked. Thus, I also played the game of life for years, thinking that I was a 
victim and that someone was always standing in my way and frustrating me. 

In whatever I did, my eyes were always darting for some whipping boy or 
scapegoat. In time, I realised that I was my own worst enemy and my attitude 
stank. Taking personal responsibility started me on a new path. 

The Blame Game is as old as time. Yet the ultimate lesson of life is sometimes 
lost, that is, you can blame all you care, but you will at one point have to account 
for your actions. In the Bible, following the fall, the cast of players quickly took to 
playing the Blame Game with swift passion. From their place of hiding, Adam 
blamed Eve, who in turn blamed the snake. If the snake had been given a chance 
to speak, it would have surely found someone to blame, most likely the economy. 
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In a classic Blame Game, no one is willing to take responsibility, but there is 
always someone or something to blame. 

Finger Pointing 
In the Blame Game, the most popular gesture is finger pointing. Someone is 

always the cause of your misery, misfortune and mistakes. Whenever you think 
like a victim, you behave like a victim and you become a miserable victim. 

As you pity yourself, behaving as though the world owes you a living and 
stipend, you point fingers everywhere and stop thinking creatively or 
resourcefully. Whenever you blame someone, you give up your power to change 
and the motivation to make a difference. While pointing a finger, the other four 
fingers point back at you. 

Change begins where you start taking responsibility. The size of finger you point 
does not matter, what matters is the amount of responsibility that you are willing 
to assume. Irresponsible people will always do irresponsible things, take 
irresponsible decisions and then turn around and claim they were not responsible 
for anything. You cannot think strategically as long as you are pointing a miserable 
finger at someone else. You cannot write a new destiny with a pointed, blaming, 
irresponsible finger. 

The Scapegoat 
If you look hard enough with an eye to blame, there will always be someone who 

is a ready scapegoat. Experienced and professional players of the Blame Game 
keep a good number of goats in their pen, just in case. When an issue comes up, 
they will find a convenient scapegoat on which to rub the blame while they 
scamper for cover. They will not see, hear or do any wrong themselves. Hogging 
glory and apportioning  blame generously is a symptom of lost focus and unworthy 
leadership. 

Success has many fathers and a very large extended family, while failure is 
always an orphaned and smelly child. 

Greatness starts when you willingly take responsibility and face the music even 
if you do not like the tune nor the lyrics. You are not a goat, so stop looking for 
scapegoats to mate with. Choose to take responsibility. Nothing will change so 
long as you think you are a victim. 

 Most solutions are not far. They are just pushed further away when you refuse 
to take responsibility. Responsibility stimulates creativity. 

Running Away 
It is a working assumption that we all think with our heads. Not when you are 

playing the Blame Game. In the Blame Game, you think with your feet and take to 
your heels at the first sign of trouble. Running away from responsibility and hiding 
from responsibility are default, but unhelpful postures. Instead of running away, 
choose to stay in the game. 

Persistence finally wins the day. When you are wrestling with a gorilla, you do 
not stop when you are tired. You only stop when either the gorilla is tired or it 
walks away. Such is life. The luxury of running away is a privilege that cowards 
enjoy. Thinking with your feet is not engagement or strategy execution. Losing 
focus when it matters most is throwing away opportunity. 
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If you build the guts to do whatever you dare, then you better save enough to 
face the consequences. If you love the rose, be willing to deal with the thorny stem. 
If you love honey, get ready for the bees. 

You cannot anticipate glory from success and be unwilling to face the 
responsibility should things not work. Eventually, we all have to take 
responsibility for what we did and did not do. The world watches silently until the 
hour of reckoning. 

The Insult 
The Blame Game professionals are distinguished in the art of the insult. Insults 

are arguments employed by those in the wrong who wish to cover their tracks. 
Focus on what matters and not fighting unnecessary battles of pride. Making noise 
and insulting those who do not matter in the equation of success is to waste energy 
and distort focus. 

Verbiage is not a substitute for execution. Insults are not an atonement for 
failure to execute. Using your creativity to insult is not innovation nor motivation. 

Instead of burning bridges, build them. Instead of insulting, engage. Instead of 
ceaseless diatribe, consider dialogue. You have a choice always, regardless of the 
pressure you face. To say you have no choice is to absolve yourself of 
responsibility. 

Complaining 
The difference between leadership and complaining is taking responsibility. 

Taking responsibility starts you on a new progressive path. Complaining does not 
require any special skills except pouting out one’s anger and venom, thinking that 
someone must do something and not you. 

 Leadership and greatness require character, strength and mental fortitude. 
Without taking responsibility, it is impossible to lead successfully or attain any 
greatness. 

It is not the number of people that complain that matters, but the one person 
who is willing to take responsibility. Throwing stones is not a sign of supreme 
courage; building with the stones thrown at you is true bravado. Never be 
discouraged from shining your candle because the night is too dark. Believe in the 
good to come. Optimism is a strategy that   enables a better future. When you 
cannot see the future, you become irresponsible and complain all the time. Believe 
in the future and never lose hope. 

Unless you believe that the future can be better, you are unlikely to step up and 
take responsibility for making it so. You are not a victim, play the right game. Play 
to win and  not just playing to play. If anything is to start working, you have to 
start working. 

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

inspirational speaker, author and coach. He is a strategy and innovation 
consultant and leadership coach. His life purpose is to inspire people to release 
the greatness trapped in them. He can be reached at: mkamwendo@gmail.com 
and his Twitter handle is: @MiltonKamwendo. 
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 “No one lives long 
enough to learn 
everything they need 
to learn starting from 
scratch. To be 

successful, we absolutely, positively 
have to find people who have already 
paid the price to learn the things that 
we need to learn to achieve our 
goals.” – Brian Tracy  

 

Blood on the carpet ….. 
 By Sunil Bali, 

  

Well it wasn’t actually blood; it was a glass of tomato juice that I had just 
knocked off my table onto the floor of the Eurostar train. 

The juice must have contained customer service repellant, for as soon as it hit 
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the floor two Eurostar hostesses moved away as fast as they could.  
Any sign of customer service was conspicuous by its absence, until a very 

amiable chap called Guy quickly cleaned up the mess, whilst informing me that 
many a traveller’s drink had slid off the table at the notorious Lille bend.  

Whatever the truth of this, during the next two hours to London I watched as 
Guy worked his socks off with a smile on his face, whilst two of his colleagues 
successfully executed a variety of work avoidance strategies, most of which 
involved chatting to each other near the bar. 

A very successful hotelier once told me that hospitality is making your guests 
feel at home, even if you wish they were.  

We want flat stomachs, fat wallets and to feel appreciated, but to live the life we 
want we occasionally need to go the extra mile.  

In Guy’s case his efforts were rewarded. 
You see I was returning from speaking at a Conference in Brussels, where the 

lovely chap sitting next to me, just happened to be one Nicolas Petrovic, CEO of 
Eurostar …… I dropped Nicolas a line. 

There’s a price to pay if you want to achieve more, and there’s a price to pay for 
leaving things just as they are. 

Whatever you decide, just don’t be upset by the results you didn’t get with the 
work you didn’t do. 

Ps. there are no queues on the extra mile. 
 
Humour  
Commenting on a complaint from a Mr. Arthur Purdey about a large gas bill, a 

spokesman for North West Gas said, "We agree it was rather high for the time of 
year. It’s possible Mr. Purdey has been charged for the gas used up during the 
explosion that destroyed his house". (The Daily Telegraph) 

A recent research study showed that women who carry a little extra weight live 
longer than men who mention it. 

After an argument with her husband, a woman phoned her mother and said, 
"I’m fed up being treated like a servant. I’m coming to live with you."  

"No," her mother replied. "Your husband needs to learn a lesson. I’m coming to 
live with you." 

  
Have a great day. 
Sunil 
 
  Keynote Speaker, Executive Coach and Author  
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Cover Article 
 

 

8 Creative Ways to 

Raise Money for Your 

Business 
 
By Phillip Chichoni 
 
“Money is there only to make things happen.” – Richard Branson 
 

Money, money, money. Many 
entrepreneurs fail to get their 
exciting businesses off the ground 
because of lack of money.  

Well, I say money should not delay 
you or stop you from starting up. 
Money is just one of those problems 
that entrepreneurs must solve. 
Tradition financial institutions will 
not fund a new business because of 
the risks involved. In most cases, 
new entrepreneurs will not have the 
collateral security or proven past 
performance as required by banks. 

However, there are many ways 
that entrepreneurs around the world 
are raising money for their 

businesses which you can learn from. 
The most important thing you need to learn is to use your brain and be creative. 

Money without creativity will not build a successful business. I am sure you know 
of many businesses that have closed despite getting a lot of financial support. 
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Below are some ways that many entrepreneurs are using to raise money, both 
for starting up as well as for expansion. 
1) Open your own wallet first. Tap into savings, home mortgage, or 

retirement accounts. It is risky, but don't expect others to invest in your start-
up if you haven't put some of your own money in. Knowledgeable investors 
want to see founders show confidence with cash. They favor entrepreneurs with 
more than "just" sweat equity in the game.  

 
2) Circle of family and friends. People who know you, like you and trust you 

are the ones most likely to give you money to fund your business. So pitch your 
idea to family and friends, get them very excited and they will support you. Be 
careful, though, to make the deal very clear to everyone: investing in any type of 
business is a risk with the possibility of losing their money. It is best to put all 
agreements into a written contract to avoid problems if anything goes wrong. 

 
3) Start with a smaller business. An entrepreneur I know started by raising 

rabbits and chickens in order to accumulate  the money required for his bigger 
project. It took almost a year but he successfully managed to raise the capital he 
needed. New business owners can try "double-dipping" as a means of funding 
their startup. Entrepreneur Alex Genadinik used his revenue from tours he 
organized on ComeHike.com to launch Problemio.com, which builds mobile 
apps for planning and starting a business. After receiving donations for some of 
the free hikes he led, Genadinik began to charge for events, where he marketed 
his new site to hikers. "I tried everything else before that, including monetizing 
with ads and becoming an affiliate reseller for outdoor gear, but it didn't quite 
work," Genadinik said. "This allowed me to work on my project without the 
distraction of looking for investors." 

 
4) Renting out your home. Cutting out liabilities is another creative way for 

new business owners to fund their startups. For Fay Johnson, founder and 

editor of deliberateLIFE magazine, that meant renting out her apartment. 

Johnson was able to do this by placing her San Francisco apartment on Airbnb 

and renting it out for anywhere between five nights and a month at a time. The 

decision has been successful for Johnson, who has used the money raised to 

fund the costs of the first few issues of her magazine. Though the move has 

allowed Johnson to finance her startup, it has not come without its share of 

headaches, including tight time restraints. "As an entrepreneur, time is one of 

your most valuable resources," Johnson said. "When renting, I have to keep in 

mind that I need to clean and re-clean the apartment, and since I work from 

home, I also have to find a place to work during those days." 

 
5) Bootstrap. Paying as you go by earning revenue from early adopters and 

managing every cent like it was a dollar is the most cost-effective way to stretch 
your company's resources--financial and otherwise. Nothing is scarcer than 
cash (except maybe sleep) when you're starting out. The more you can 
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bootstrap in the beginning to achieve good market validation, the easier you are 
going to find your path to raising capital. Some entrepreneurs started their 
businesses operating from home, or sharing offices, delivery trucks, machinery 
and equipment. Bootstrapping your company — building it with existing 
resources and earned revenue — offers companies a low-risk way to test out 
their product. If you and your partners are able to work toward creating a 
functional product in your spare time, you may be able to begin to sell that 
product with minimal or no cash. 

 
6) Crowdfunding. Putting your idea for a  new business up on the Internet and 

asking people to donate money so you can go ahead and do it is an increasingly 
popular way for new businesses to get funded – and there are a growing 
number of crowdfunding portal websites where you can post your business idea 
and campaign for funds. Some of the biggest crowdfunding portals in the world 
include Kickstarter and Indiegogo. JumpStart Africa and Thundafund.com are 
some of the fast growing crowdfunding portals in Africa. 

 
7) Savings clubs. This a popular and fast growing method of funding small 

start-ups. A group of people come together and contribute some cash into the 
club, either as a lump sum or as monthly investments. Members can borrow 
from this pool to finance their businesses. Most informal traders and small 
business operators rely on this form of fundraising, as the story below affirms: 

 
 

EcoCash Savings Club 

launched 
Econet Wireless has launched “EcoCash Savings Club”, a new mobile 

product to support savings groups across Zimbabwe. Anyone registered on 
EcoCash – Econet’s mobile money service – can set up a group mobile wallet 
for free. Savings clubs earn interest on all pooled funds starting from  $1 after 
every 30 days.  

Informal group savings and investment clubs, locally known as ‘makando’ or 
‘maround’, are common throughout Zimbabwe and across many parts of the 
world. They typically consist of a group of members who each contribute 
regularly into a cash pool that members borrow from on a rotating basis. 
While the practice is widespread, savings clubs face security risks in handling 
cash and difficulties in tracking contributions and withdrawals from 
members.  

EcoCash Savings Club offers a more inclusive, secure, transparent and 
convenient way for people to pool funds using their mobile wallet. Anyone 
registered on EcoCash can participate and set up a Savings Club. A group’s 
appointed chairperson initiates the opening of a club account on their mobile 
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phone and invites members to join immediately. There is a facility to select 
approving members and to verify the withdrawal of funds based on multiple 
SMS sign-offs. All members can check the group’s account activity at any time 
on their phones. It is free to move funds between the group wallet, individual 
wallet and bank account. 

Econet, in partnership with the Organisation For Public Health 
Interventions (OPHID) - a local Zimbabwean NGO - has been working with 
groups of women countrywide to refine the EcoCash Savings Club. The club 
account is an extension of EcoCash Save, the individual savings mobile wallet 
that already has more than 1.5 million customers earning interest on all 
deposit amounts, starting from as small as $1.  

EcoCash Savings Club is aimed at millions of people, who until now have 
been performing group savings informally without access to the formal 
banking channels because they are not recognised as financially eligible by 
mainstream banks. The service is targeted at the self employed, informal 
sector entrepreneurs, street vendors and social investor women’s groups. As 
Econet makes the service available to all nationwide savings groups it will 
work with non-profit organisations to accelerate uptake and ensure robust 
education to broaden the savings culture in Zimbabwe. 

Commenting on the announcement, CEO of Econet Wireless, Douglas 
Mboweni, noted: “In Econet’s drive to broaden financial inclusion, we seek to 
create economies of scale that build up savings deposits for the nation as well 
as demonstrate through their savings patterns the credit worthiness of our 
customers. We are committed to continue on the path of dynamic innovation, 
to bring world-class financial services in the context of our Zimbabwean 
market.” 

 “Group savings culture for specific purposes or asset investment is a 
common phenomenon in Zimbabwe, but the target segment is largely 
unrecognised and underappreciated”, said Natalie Jabangwe-Morris, Head of 
EcoCash Business. “EcoCash Savings Club is intended to reward this diligent 
savings behaviour, as well as become an enabler for access to other services, 
such as mobile credit. It also offers an opportunity to extend EcoCash mobile 
money agency businesses to groups of people that are credit worthy, but have 
been long marginalised”. 
Source: Econet website. 
 

 
 
 

8) Preselling. This involves selling and getting paid in advance for goods or 
services that you are still developing. Offering the early customers special 
discounts or other incentives will make this method more successful. It usually 
works well when you have build good relationships with enough people in your 
target market who are willing to buy the minimum quantity required to get you 
off the ground.  Entrepreneur Priska Diaz was able to raise $50,000 for her 
company Bittylab with a presale of her Bare air-free baby bottles. The money 
Diaz was able to raise helped her pay for inventory, and also helped to open 
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some doors in retail and learn about her website's visitors. Though Diaz was 
able to benefit greatly from this means of financing, there were still some 
difficulties to overcome. "The biggest challenge was in coordinating the 
inventory delivery times from our supplier so that we could start fulfilling 
orders," Diaz said. "Another challenge was forecasting the number of units we 
were going to presell, resulting in a shortage. We've now passed the presale 
stage and sold more than originally anticipated, resulting in back orders." 

 
  

More creative financing ideas from 
successful entrepreneurs 

1. Have Your First 10 Customers Finance Development 
Particularly in B2B spaces with high price points, if you’re really solving a major 

pain point, you can often negotiate payment terms well in 
advance of product launch. Be honest and upfront, and say, 
“We can develop this product to make your life easier. If 
you can help us with $X development funding, we’ll give you 
free access for Y years.” 
– John Rood, Next Step Test Preparation 

  
2. Sell It Into Existence 

Sell the product before it’s ready and before it exists. 
Build the product to suit the first customers. You 
get their valuable feedback on what the product should 
be, their money to help create the product and a level of 
secrecy crowdfunding doesn’t offer. 
– Brennan White, Watchtower 

  
  

 
3. Do a Pre-Sale 

If it’s good enough, it will sell well on pre-sale. Just make 
sure you can actually supply the orders in a timely fashion. 
However, a pre-sale with the right anticipation or 
incentive can help you sell a decent amount before you even 
create the product. Remember, Bill Gates sold DOS before it 
even existed, and that’s practically what made the company! 
– Andy Karuza, Brandbuddee 

  4. Work With Your Supplier 
One way to finance a new product-based business is to partner with your 

supplier. Often, they’ll be open to creative financing options and may give you 
extended payment terms, so you can sell the product before you have to pay for 
the manufacturing. Or, they also may be interested in a partnership where they 
share in the equity if they help advance the financing. 
– Sarah Schupp, UniversityParent 
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5. Barter 
Swap products or services, not money. Before there was currency, there was 

only barter (trading). 25 percent of the world’s trade is still done this way. Barter 
can save money, move unused inventory and find new customers. Bartering can be 
done directly with another business or through a barter exchange like IMS 
Barter. Remember: Barter selective goods and services. You still typically can’t 
pay your employees or rent without cash. 

 
 

 
 
 
As I said earlier, your imagination is the limit. I am sure you can think of  a few 

more ways of raising start-up or expansion funding that can work in your 
particular situation, so don’t make lack of money your excuse. 

 
Please send your feedback to chichonip@smebusinesslink.com. 
 
 

“Successful 
people are 

simply those 
with successful 

habits.” – Brian 
Tracy 
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Why You Shouldn't 

Fear Making a Product 

That Already Exists 
Three college students in Chile have come up with an innovative solution for 

bicycle security: self-locking bikes. Break the lock, and you've disabled the bike. 

 
By Graham Winfrey 
 
Staff writer, Inc.@GrahamWinfrey  
 
 
Designing a secure bicycle lock might not sound like rocket science, but with 15 

million bike thefts per year--one every two seconds--it's clear that bike security 
remains an unsolved problem. 

Naturally not every entrepreneur would see it that way. After all, starting up a 
business in an already competitive field is typically a non-starter. But Yerka's 
experience should prove that not everything under the sun is perfect--and even if 
something has already been invented, it doesn't mean it can't be reinvented. 

Here's how the Santiago, Chile-based startup showed that indeed, the bicycle 
also needed a redesign. 

Last August, co-founders Andrés Roi Eggers, Cristobal Cabello, and Juan José 
Monsalve shared their company's innovative design for a self-locking bike in a 
YouTube video that attracted 3,000,000 views in one month. The response 
convinced the three founders to drop out of Adolfo Ibanez University in Santiago 
and launch a crowdfunding campaign for their product. 

In April, Yerka raised $68,000 on Indiegogo to fund an initial manufacturing 
run in China. The campaign marked the highest total ever for a Chilean project on 
Indiegogo.       

What separates the Yerka lock system from other bike locks is the way the bike's 
own frame is used to lock it in place. The removable vertical frame and seat 
reattaches to the bike's two-part diagonal frame to create a secure locking 
mechanism. 
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IMAGE: Yerka 
 
"If you break the lock, you're breaking the bike," says Cristobal, adding that the 

company has a patent pending on its design. 
Yerka plans to ship its first 300 bikes to select Indiegogo backers in September, 

after which the founders will begin work on a redesign. One of the features the 
company is planning to add is bluetooth-enabled unlocking technology, so owners 
can unlock the bike from their iOS or Android smartphone. 

Yerka aims to begin selling its bikes in early 2016, pricing each one at around 
$500, with an option to add the bluetooth feature for an additional $100. 
Eventually, the founders may license their design to large bike companies. 

While Yerka seems to be off to a fast start, the founders know they still have 
their work cut out for them. 

"We still have some improvements to make," says Cristobal. "This is like the 
Yerka 1.0." 

 
********************************************************************** 
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Business Planning 

Makes You More 

Successful, Here's the 

Science to Prove It 
Should you spend some time developing a plan for your business, or just dive in 

and start, figuring things out as you go? What really matters is what kind of 
planning you do and how much time you spend doing it. 

 
By Noah Parsons 

 
IMAGE: Getty Images 
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Should you spend some time developing a plan for your business, or just dive in 
and start, figuring things out as you go? There has been plenty of debate on this 
topic, but no one has pulled together the scientific evidence to determine if 
planning is worthwhile--until now. 

Over the past few months, with the help of my friend Jeff, from the University of 
Oregon, I've been looking at academic research on business planning--the actual 
science around planning and how it impacts both startups and existing businesses. 

But, before we dive into the data, why do we even need to look at research on 
business planning? It seems like most advice on starting a 
business includes writing a business plan as a necessary step in the startup 
process. If so many people encourage you to write one, business plans must add 
value, right? 

Well, over the past few years, there's been a lot of controversy about the value of 
business plans. People look at certain companies that have been very successful 
but haven't written business plans, and conclude that planning is a waste of time.  

After all, taking the time to plan is a bit of a trade-off. The time you spend 
planning could be time spent building your company. Why not just "get going" and 
learn as you build your company, instead of taking the time to formulate a strategy 
and understand your assumptions about how your business might grow? 

Well, the research shows that it's really not a "write a plan" or "don't write a 
plan" conversation. What really matters is what kind of planning you do and how 
much time you spend doing it. 

Planning can help companies grow 30% faster 
One study, published in 2010, aggregated research on the business growth of 

11,046 companies and found that planning improved business 
performance. Interestingly, this same study found that planning benefited 
existing companies even more than it benefited startups. 

But, this study still doesn't answer the question it raises: 
Why would planning help a business that has a few years of history 

more than one that is just starting up? 
The answer most likely lies in the fact that existing businesses know a bit more 

about their customers and what their needs are than a new startup does. For an 
existing business, planning involves fewer guesses or assumptions that need to be 
proven, so the strategies they develop are based on more information. 

Another study found that companies that plan grow 30% faster than those 
that don't plan. This study found that plenty of businesses can find success 
without planning, but that businesses with a plan grew faster and were more 
successful than those that didn't plan. 

To reinforce the connection between planning and fast growth, yet another 
study found that fast-growing companies--companies that had over 92% growth in 
sales from one year to the next--usually have business plans. In fact, 71% of fast-
growing companies have plans. They create budgets, set sales goals, and 
document their marketing and sales strategies. 

Action: Carve out some time to set goals and build a plan for your business. 
More importantly, re-visit your plan as you grow and revise it as you learn more 
about your business and your customers. 
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Business planning is not an activity you undertake only when you're getting 
your business up and running. It should be something you return to, time and 
time again, to revise and improve upon based on new knowledge. 

The quality of the plan matters 
But, it's not as simple as it might appear. Just having a plan doesn't guarantee 

faster growth. It's the kind of plan you have and how you use it that really 
matters. 

It turns out that startups, especially ones building highly innovative businesses, 
should create shorter, less detailed plans. That's because these innovative startups 
are learning new things about their product and customers at a very fast pace and 
their strategies change more frequently. Simpler plans--lean plans that can fit on a 
single page--get updated more frequently and are more helpful to these companies 
because they can review their strategy at a glance. 

Meanwhile, more established companies know a lot more about their products 
and customers and can craft more detailed strategies that are less likely to change 
as quickly. For these companies, more detailed planning is generally more helpful. 

And it's not just the size of the plan that matters. What you include in 
your plan is important as well. 

The same study we talked about above--the one that found that businesses grow 
faster with a plan--also found that companies that did a good job defining 
their value proposition do even better than companies who have a hard time 
defining their customers' needs. 

These researchers also found that having a plan is less about accurately 
predicting the future, and more about setting regular goals and 
making changes to your business as you learn more about your 
customers. Silicon Valley businesses like to call this "pivoting." All it really 
means is that you need to stay nimble, keep your eyes open, and be willing to make 
changes in your business as you gather customer feedback. 

Action: Skip the 40-page business plan and instead focus on simpler 
planning that defines your goals and documents your customers' needs. Adjust 
your plan frequently as you learn more about your business. 

Being prepared matters when you're seeking funding 
Over and over again, you hear venture capitalists talk about how much the team 

matters in a funding decision. Beyond just the team, you also hear them talk about 
passion--how much the entrepreneur believes in the idea. 

But, it turns out that there is something that trumps passion when VCs make 
their decisions. Research shows that how well an entrepreneur is prepared is 
much more important than how much passion they have. 

This doesn't mean that VCs will ask for a business plan. In fact, they probably 
won't ask for one. 

What it means is that entrepreneurs need to have done some planning, in some 
form, so that they can be prepared to talk intelligently about their idea, their target 
market, their sales and marketing strategies, and so on. 

So, the formal 40-page business plan document may not be useful when you're 
pitching VCs. But, you'd better have done some planning, so that you can 
communicate verbally or through a pitch deck what would normally have been 
found in that written document. 
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And, not only will business planning help you be more prepared, it will actually 
improve your chances of getting funded. A study at the University of Oregon found 
that businesses with a plan were far more likely to get funding than 
those that didn't have a plan. 

Action: Know your business inside and out. Document your strategy in an 
internal document, but skip all the time and effort creating a well-crafted business 
plan document. 

When you start planning is important--the earlier the better 
So, if business planning increases your likelihood of success, and in fact helps 

you grow faster, when should you start working on a business plan? 
Research shows that entrepreneurs who started the business planning process 

early were better at what the scientists call "establishing legitimacy." That's a fancy 
way of saying that these entrepreneurs used business planning to start the process 
of talking with potential customers, working with business partners, starting to 
look for funding, and gathering other information they needed to start their 
business. 

Entrepreneurs that did a good job of using their business plan to "establish 
legitimacy" early were more likely to succeed and their businesses tended to last 
longer. 

Not only that, starting the planning process before starting marketing 
efforts and before talking to customers reduces the likelihood that a 
business will fail. 

That said, planning should never take the place of talking to customers. An 
ongoing planning process--one in which the plan is constantly revised as new 
information is gathered--requires that you talk to your potential customers so that 
you can learn more about what they need, what they are willing to pay, and how 
you can best reach them. 

Action: Start the planning process early. Even if all you do is build out a 
simple elevator pitch to try your idea on for size, it will help you begin the 
conversation with potential customers and kick-start your business. 

Planning makes you more likely to start your business 
If you're like me, and like most entrepreneurs, you like to dream up new 

business ideas. You constantly think of new ways to improve existing businesses 
and solve new problems. 

But, most of those dreams never become a reality. They live on as ideas in your 
head while other entrepreneurs see the same opportunity and find a way to make 
it happen. 

It turns out that there's a way to turn more of your ideas into a viable business. 
A study published in Small Business Economics found that entrepreneurs that 
take the time to create a plan for their business idea are 152% more 
likely to start their business. Not only that, those entrepreneurs with a plan 
are 129% more likely to push forward with their business beyond the initial startup 
phase and grow it. These findings are confirmed by another study that found that 
entrepreneurs with a plan are 260% more likely to start their businesses. 

Interestingly, these same entrepreneurs who build plans are 271% 
more likely to close down a business. This seems counterintuitive to the 
stats above, but when you think about it a bit more, it makes a lot of sense. 
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Entrepreneurs with plans are tracking their performance on a regular basis. 
They know when things aren't going to plan--when sales aren't meeting 
projections and when marketing strategies are failing. They know when it's time to 
walk away and try a different idea instead of riding the business into the ground, 
which could have disastrous results. 

Action: If you really want to start a business, start committing your goals and 
strategy to paper. Even if it's just a simple one-page business plan, that will help 
you get started faster. And, once you do start, track your performance so you know 
when to change direction and try something different. 

You're less likely to fail if you have a plan 
Nothing can absolutely prevent your company from failing, but it turns out that 

having a plan can help reduce your risks. 
Yet another study of 223 companies found that having a plan reduced the 

likelihood that a business would fail. Having a plan didn't guarantee success, 
unfortunately. But, those companies with a plan had better chances of success 
than those that skipped the planning process. 

Having a plan and updating it regularly means that you are tracking your 
performance and making adjustments as you go. If things aren't working, you 
know it. And, if things are going well, you know what to do more of. 

Action: Build a plan, but don't just stick it in a drawer. Track your performance 
as you go so you can see if you're reaching your goals. Your plan will help you 
discover what's working so you can build your business. 

Your success depends on the type of planning you do 
In the end, creating a business plan seems like common sense. You wouldn't set 

out on a trip without a destination and a map, would you? 
It's great to see research back up these common sense assumptions. The 

research also validates the idea that the value of business planning really depends 
on how you approach it. 

It's not a question of whether you should plan or not plan--it's what 
kind of planning you do. The best planning is iterative; it's kept alive and it 
adapts. 

It's not about predicting the future as if you're a fortune teller at a carnival. 
Instead, it's a tool that you use to refine and adapt your strategy as you go, 
continuing to understand your market as it changes and refining your business to 
the ever-changing needs of your customers. 

I recommend starting with a lean plan. It's a simpler form of planning where 
you can start by documenting your business concept on a single page--something I 
call a "pitch." From there, iterate, gather feedback, and adjust your plan as needed. 
If you are asked to produce a business plan document, you can do that, but it's not 
critical to your long-term success. 

Finally, a big "thank you" to Jeff Gish at the University of Oregon, who was 
immensely helpful in gathering and analyzing the research mentioned in this 
article. 

This post originally appeared on Bplans.com. 
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Running a

Business
Benefits of record

keeping for SMEs
 
 
 
 
by Clive Mphambela 
 
 
How do you tell if your business is making a profit or a loss if you are not 

keeping any records? Most of our small business owners unfortunately perhaps 
take recordkeeping for granted,
and failure in business. 

SME business owners need to develop the discipline of keeping track of all the 
sales, cash proceeds, and overall turnover of their business as well as other vital 
business records such as bank account statements, and so on. 

One of the many reasons why most small businesses sometimes collapse is 
because the owners fail to keep these basic business records. The most common 
reason why small businesses do not keep records is usually the b
expensive or very complicated to do so. Maybe, but, but this may not be so 
actually!  
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How do you tell if your business is making a profit or a loss if you are not 
keeping any records? Most of our small business owners unfortunately perhaps 

but it can make the difference between success 

SME business owners need to develop the discipline of keeping track of all the 
sales, cash proceeds, and overall turnover of their business as well as other vital 

 
One of the many reasons why most small businesses sometimes collapse is 

because the owners fail to keep these basic business records. The most common 
reason why small businesses do not keep records is usually the belief that it is 
expensive or very complicated to do so. Maybe, but, but this may not be so 
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Whilst additional diligence and effort by the proprietor or manager of a business 

is required, it certainly will not cost the SME enterprise a lot of money. Another 
myth is that recordkeeping requires specialised accounting skills. Not really! 
Oftentimes, it requires just business common sense and the basic ability to read 
and write and of course the commitment of the business owner 

We discuss today some of the basics, that every small business owner must 
know about record keeping for small businesses: the methods, indicators and 
measures as well as some of the benefits of basic record keeping. 

What are the benefits of good recordkeeping?  
There are numerous advantages to keeping proper records of transactions for 

your small business and here are some of them. 
 
Preparation of financial statements. 
Basic financial records will help you prepare financial statements that will 

become invaluable when you want to approach potential financiers or funders for 
the growth of your business. For example, credible financial records are required 
to support your business proposal when one approaches a bank to apply for a bank 
loan. 

 
Business health check. 
Assessing the health of your business is near impossible without records. 

Keeping basic records will assist the business owner gain greater control of the 
financial aspects of the business. It becomes easy for example to determine which 
activities are costing the business in terms of losses and which areas are profitable 
and require more effort and investment. 
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Understanding your business cash flows, income and balance sheet 
items. 

Basic records will help you to keep track of the cash flows of your SME business. 
Cash is king and understanding which activities are generating cash within your 
business is key for the business owner, who can then adjust his efforts towards the 
cash positive activities. This information is extremely important to your bankers 
and other providers of finance as they are also keenly looking at understanding 
your business cash-flows so that they can determine the nature of and the sources 
of funds for repayment of any loans they may consider granting to your business. 

Assessing whether a business has a sound asset base is also made possible if one 
keeps an inventory of the business assets. 

 
Enabling good citizenry 
Most small businesses avoid keeping records as a possible way of avoiding tax 

obligations. However, most small businesses end up losing to opportunity to 
benefits from tax rebates offered by the proper registration of your business for 
Tax purposes. 
This also robs many of our small businesses the ability to be recognised as 
responsible citizens who contribute to the fiscus, to national gross domestic 
product and employment in the country. 

 
Establishing a sound financial track record 
Your basic business records together with your bank statement tell your 

business story. From the day you started operations in earnest to today. After all 
numbers tell a story! 

Religiously operate a business bank account and where possible bank all 
receipts and record all payments against your bank account. Your bank statements 
will provide potential lenders, (including your bank) a useful record of how your 
business has been running and will prove crucial in providing an insight into how 
it will run in future.  

Because recordkeeping is crucial to almost all aspects of your small business, 
what is the optimal way of keeping records? The following section discusses some 
tips for effective record keeping. 

 
What is the role of your bank and your banker? 
Recordkeeping is crucial if you want to have a clear idea of your financial 

transactions. If you need help with record keeping, you should talk to your banker. 
Your bank should not be just a place where you deposit your money and get a loan 
in need. Most of the banks in Zimbabwe have units that offer small business 
advisory services and they will help you along. 

 
Daily updates 
Daily updates keep the business owner from being swamped under a mountain 

of paperwork at the end of the month or at the end of the financial year. It also 

avoids issues being buried and forgotten and the business owner having to rely 

entirely on memory to reconstruct events. Update business records daily, even if it 
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means recording in a diary or hard counter book for eventual transfer to a proper 

business record book. 

 

Must you keep all receipts and invoices? 

Keep copies of all receipts and invoices issued by your business. This helps you 

to keep track of who gave you which payment, how much it was and why and 

when. This also helps keep track of your businesses sales and creates a basic 

financial trail. 

Also keep a record of expenses; all payments made. Make it a habit to ask for a 

receipt whenever you spend money on behalf of the business. Keep all payment 

documents in a well annotated or labelled file preferably in date order. 

If you own more than one small business, keep separate records for each. 

 

What are the other important business documents? 

In addition to your bank statements, which perhaps are the most important 

financial record as they provide a useful independent repository of your businesses 

financial data and history, cash register slips, and any other documents that 

represent proof of your income should be kept safe. 

You need to file certain documents in the proper places if you wish to maintain a 

proper record of your finances. Purchases, sales, payrolls, and receipts must be 

preserved safely in a filing system.  

Keep a separate file or folder for these documents. 

Suppliers’ receipts document your buying and selling transactions. These 

receipts should also be filed separately.  

Keep documents related to business expenses. Even small cash payments should 

be recorded, and you should always have a cash disbursement or petty cash 

payment voucher ready. Documents related to assets, both movable and 

immovable, should be preserved so that it makes accounting for these easy. If your 

small business employs other people, you should keep records of employee 

compensation. This will assist you in the event of possible dispute with employees. 

 
Clive Mphambela is a banker. He writes in his 

capacity as Advocacy Officer for the Bankers’ 
Association of Zimbabwe. BAZ expressly invites 
players in the MSME sector and all other 
stakeholders to give their valuable comments and 
feedback related to this article to him on 
clive@baz.org.zw or on numbers 04-744686, 
0772206913 

 
This article originally appeared in newsday.co.zw 
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Starting a Business in 

Zimbabwe: 10 Crazy 

Opportunities 
 
Ajaero Tony Martins  
 
What are the best business opportunities in Zimbabwe? What are the best 

businesses to invest in? Do you need ideas or information about the best 
investment opportunities in Zimbabwe? Then I advice you read on. 

 
When you are listing the best places in Africa to start a business, chances are 

that countries like Zimbabwe won’t make your list. But the truth is, no matter how 
struggling a country’s economy might seem, there would still be countless 
opportunities waiting to be grabbed by those who have keen eyes for them. 
Without wasting your time, below are the following are the top lucrative business 
opportunities in Zimbabwe that investors can explore: 

Top 10 Small Business Investment Opportunities in Zimbabwe 
1. Gold mining or selling 
Zimbabwe is rich in gold, the most precious metal. While many investors and 

businesses are already into the gold mining business, the door of opportunities 
remains open to new investors. 

So, if you gather the required knowledge of the market, you can easily jump 
start your gold mining business. Better yet, you can collaborate with a gold mining 
business to sell gold instead. It goes without saying that gold business is very, very 
profitable. 

2. Microfinance 
Because of the increasing rate of unemployment, Zimbabweans are now 

becoming more aware of the need to start their own private businesses. Business 
ideas abound, but lack of funds is the main problem intending entrepreneurs are 
facing. Microfinance banks lend money to startup and small business owners. 
Since these businesses are increasing in Zimbabwe with each passing day, there 
are opportunities for microfinance businesses. 

3. Business consulting 
Aside funding, many startup and small business owners in Zimbabwe soon 

realize after entering the market that things aren’t really as rosy as they expected. 
But these entrepreneurs, in a bid to save their businesses from ruin, hire the 
services of business consultants who help them keep their businesses alive. 

Other entrepreneurs prefer to hire business experts right from the start to help 
them analyze various market realities. So, if you have a background in business 
management, you have a good business opportunity here. 
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4. Fast food and Snacks 
People are getting busier, and they have little time for themselves. Some can no 

longer find the time to cook their food or eat at home due to work pressure. Such 
people, who now form a large chunk of Zimbabwe’s workforce, prefer to eat out. 
So, starting a business that sells fast foods and snacks is a really smart move that 
will fatten your pocket quickly. This business requires no formal qualifications and 
is easy to start. 

5. Car importation 
Car importation is another very lucrative business in Zimbabwe. More people 

can now afford to buy cars and are really going for them. So, this is one business 
opportunity for someone who knows much about the automobile market. Keep in 
mind, however, that this business requires huge capital. So, it’s not an option for 
entrepreneurs with a small budget. 

6. Accounting and bookkeeping services 
Due to the tightening economy, many Zimbabwean businesses, in a bid to cut 

costs, lay off most of their in-house employees – including very important ones 
like accountants. They only hire those they need on a contract basis. If you have a 
strong background in accounting or bookkeeping, you can start a business that 
renders these services to other businesses on a freelance basis. 

7. Construction services 
With hundreds of buildings being erected in Zimbabwe per day, the demand for 

construction services keeps booming, just like the demand for materials used for 
construction. So, if you have a background in engineering or building 
construction, you have a large market in Zimbabwe to cater to. Better yet, you can 
start a business that sells materials used in construction, such as cement, nails, 
wires, etc. 

8. Taxi and transport business 
Transportation is one of people’s strongest needs, thus the reason why the 

transport business thrives well in any economy. And Zimbabwe isn’t an exception. 
There are unlimited opportunities in the country’s transport sector. You can start a 
local taxi business or a transport service that operates within major cities – 
depending on your startup budget. 

9. Web development, hosting, and internet solutions 
With more Zimbabweans becoming aware of the profitability of online business, 

there’s an increasing demand for website development services, web hosting 
services, and internet solutions. Businesses are seeking to establish an online 
presence, and individuals are going into online businesses like blogging, affiliate 
marketing, and website flipping. So, there’s big business for website developers 
and businesses that offer web hosting services. 

10. Clothing 
Zimbabweans, like every other people, love to look good. So, fashion businesses 

in Zimbabwe are really making profit. Although this line of business seems 
flooded, there are still opportunities for new businesses, especially those that can 
adopt surefire strategies for weakening the competition. 

 
http://www.mytopbusinessideas.com 
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Marketing &  

Selling 
What every 

entrepreneur must 

know about selling 
By Fitzgerald Mujuru 
 
There is a misconception that sales is a very simple task that can be performed 

by anyone. This misconception led to sales not being regarded as a profession for a 
long time yet it is the engine room that brings in the numbers for any business 
entity. 

Sales is a skill that needs to be cultivated and one can learn this expertise just 
like accounting, human resources management or computers. Sales, in my 
opinion, is the most important function because without selling the accountant 
will have nothing to account for, the human resources department would not need 
personnel to produce, the lawyer would have no contracts to work on. Everyone 
who works is in actual fact selling their labour for a wage. 

Sales is every activity that the business does that is aimed at reaching the 
customer in order to match the company’s product with the need the customer 
has. Where there is a fit between the need and the product a transaction involving 
the exchange of goods or services for cash takes place. 

A beginner in sales needs to accustom himself with commonly used sales terms. 
• An appointment is a personal sales visit to a prospective or existing 

customer normally arranged over the phone. 

• A sales call is a personal face to face visit to a customer or a telephone. 

When this is done without introduction for the first time, it is called a cold 

call. 
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• A buyer is usually a professional purchasing person in a company; it can 

also be a private individual. The buyer may not be the decision maker. 

Most companies now have a buying unit which comprises the user, 

influencer and decision maker. The buyer in most cases is the influencer. 

Even gatekeepers such as the security guard or receptionists can afford or 

prevent you access on the basis of the rapport you have with them. 

• Consumer typically refers to the individual buyer who in most cases is the 

user of the product, whereas customer refers to the purchaser of the 

product, the company, or a consumer mostly referred to as a prospect 

prior to making any purchases. 

• The decision maker is the person in the prospect organization who has the 

power and budgetary authority to agree to a sales proposal. Having said 

that, most inexperienced sales reps do not make an effort to know who the 

decision –maker is and they are surprised when they don’t meet their 

sales target. The most significant sales orders are usually authorised by 

the CEO/MD or Finance Director. 

•  An influencer is the person who has the power to influence and persuade 

a decision maker. They are generally decision makers for relatively low 

value sales. There is usually more than one influencer in any prospect 

organization. It is important to sell to both influencers and decision 

makers to achieve your sales goals. 

 
The difference between sales and marketing 
The terms sales and marketing may mean the same thing to a lot of people but 

there is a difference between these two interlinked actives. Marketing is the 
broader strategic business aspect that entails identifying, anticipating and 
satisfying the needs of the target market. 

These activities include market research, research and development, product 
management, sales and distribution, advertising and promotion, public relations 
and customer service. 

It is apparent therefore that sales is one of the marketing functions performed 
in a business. 

It is my opinion therefore that one cannot have a sales and marketing 
department by this definition, but rather a marketing department with sales 
falling under it. 

It would be clever to just call it a commercial department. 
 
 
Fitzgerald Mujuru is a Sales Coach and Trainer, author and 

motivational speaker. Contact him by email 
Fitzgerald.mujuru@gmail.com, mobile phone +263 772 483 
952 
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Content Marketing 

Tips – 5 Cues To Take 

From Zimbabwe 

Dancehall Music 
 
by Tinashe Nyaruwanga 

 
Tocky Vibes and Soulja Love 

 
Never mind your music preferences Zim-Dancehall has taken over music 

industry in Zimbabwe. Like a butterfly emerging from a cocoon, Zim-dancehall 
has emerged from the abyss to become the poster face of Zimbabwean music and a 
lucrative one too. 

Artists like Tocky Vibes have bridged the age divide between the  older folk and 
the younger generation with their deep lyrical content and catchy beats. 
Admittedly the genre has had its share of controversial moments but when you 
look past the controversies and grudges you will see quite a number of content 
marketing lessons to be learnt. 

Take a look at these 5 cues content marketing marketers can learn from these 
flamboyant and lyrical lexicons. 

Develop a Persona for content marketing purposes 
Zim-Dancehall artists have done well to develop personas that their fans can 

relate to. Killer Tee calls himself the Chairman whilst Winky D calls himself the 
Ninja president. Likewise, coming up with a distinctive  voice and at other times a 
brand mascot can do the trick. I like the mascot used by Cyberplex, which is 
playful and edgy. Even their tone on Social Media is playful too. 

Edu-tainment 
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If you only take time to listen to Zim-Dancehall lyrics you will be wowed by 
some of the deep lyrics with educative messages. 

Similarly content marketers need to  entertain as they educate. It is generally 
agreed  if you try to put a distinction between education and entertainment then 
you do not know the first thing about either. Instead of dull explainer videos or 
how to blog posts which are boring and academic, incorporate some humour to 
spice things up. Your clients will probably enjoy your blog posts more should you 
ditch the third person tone and write with a personal conversational tone. 

Be a Trend Setter 
“Chibaba chacho,”  “chimudhara chacho,” “hauite hauite”, are phrases that 

originated from Zim-Dancehall and adopted for everyday use by both the younger 
generation and older folk. Zimbabwe dancehall musicians contribute to lingo that 
is now part of our daily conversation.  Zimdancehall artists are at the forefront of 
coming up with colloquial terms that are easily and quickly adopted into the 
mainstream. 

Incorporate trending keywords and use hash tags to bring attention to your 
content associated with those keyword terms. This will help bring your content 
into the cultural conversation as well. Likewise, as a brand you should look to 
creating and leading conversation on Social media. 

Create a narrative that resonates with your audience. 
Be Vibrant 
Having a song on rotation most of the time at popular radio stations ensures 

that they remain popular enough to hold shows. 
From a content marketing perspective, you always need to be creating and 

sharing content. Having an editorial calendar and a structured content curating 
plan will help. 

Be original and creative 
Dancehall in Zimbabwe is a highly competitive genre. To stand out you need to 

be unique and creative. Often this means coming up with your own style. Artists 
who have done well have managed to create a distinctive style. No one likes to 
listen to recycled tracks. 

In content marketing copying and pasting is frowned upon. No one enjoys 
reading stale and recycled articles. You need to demonstrate your creativity and 
verve by constantly coming up with new articles and content that demonstrate 
your expertise. Crowdsource content ideas from your blog readers comments and 
questions. Come up with content of value and that  solves their everyday 
problems. 

Can you take your content marketing “To The World?” 
The best marketers are always learning. They are experimental and open to 

change. They are not afraid of failure and are always looking for creative ways of 
getting people to engage with their content.  

 
Tinashe Nyaruwanga is a Content Marketing 

and Social Media Aficionado. He is also a blogger 
at www.tinashenyaruwanga.com. He specializes 
in optimizing online brands for individuals and 
corporates. 
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LEADERSHIP 
12 Sure-Fire Reasons 

Your Startup Will Fail 
By Erica Nicole 

 
Photo: Erica Nicole, Founder and CEO of 
YFS Magazine; Source: Jhnea Turner, 
Photographer 

 
Startups fail for a number of reasons. 

Weak management is chief among them. 
Leaders are managers. Most 

importantly, managers of “self”. As a 
leader, it’s important to know what works. 
As you scale you’ll find that it becomes 
increasingly important to quickly learn 
what doesn’t.  

Self-assessment plays a key role in the 
lives of thriving entrepreneurs. Knowing 
what “not to do” distills the narrative and 
can truly benefit every emerging leader. 

So, here’s a look at twelve things you can 
single-handedly do to ensure your 
company’s demise — lessons that are 
better learned from others. 

After all, it’s the little things that’ll trip you up. 
1) You’re too single-minded to be effective. 

Often, we start a business because we know something really well. However, 
knowing something isn’t akin to knowing everything. Knowing when to exercise 
your genius, and when to seek counsel is important. Why does this matter? Here’s 
the thing. If you’re a hammer, everything looks like a nail. You could be 
hammering away at things that look like a nail, all the while driving problems 
deeper into the surface. Instead, step back and look closer … perhaps through a 
different lens. 



 BUSINESSLINK MAGAZINE  JUNE   2015       Page 42 

2) You’re a slave to your emotions. 

Have you ever heard the adage, “Money is a good servant, but a terrible 
master”? The same can be said of our emotions. In business, emotions ignite your 
passion and fuel creative vision. In contrast, when misappropriated, the same 
emotions that served you well can undermine progress. Emotions left unchecked 
can lead to escalated tensions, erratic emotional outbursts and irrational 
decisions. These things don’t bode well for business—ever. 
3) You take too many shortcuts. 

You want results, but have little understanding of the cost. Don’t get me wrong. 
I’m a huge proponent of working smart. But there are some things in business 
that, though you may work smart they will, in fact, be hard. You’ll encounter 
learning curves. And in some cases, taking a shortcut can cost you down the line. 
You will quickly find yourself back at square one if you insist on the easy way 
instead of the correct way. 
4) You let your problems define you. 

Successful entrepreneurs are committed and relentless problem solvers. When 
you run into a problem that can’t be solved overnight, how do you respond? Do 
you define your entire journey by one bump in the road? Or do you take a practical 
approach, though frustrated, to stay solution-minded instead of problem-focused? 
Entrepreneurs that are defined by their problems, instead of catalyzed by them, 
are one problem away from updating their resume. 
5) You expect someone to hand it to you. 

If you’re always looking for a handout in business you are missing a really huge 
point. Most people who need to cross a river are steadily looking around for a boat 
by the shore. In some cases, you may be able to buy a boat, or hitch a ride on a 
ship – but largely, more often than not, you’ll need to build your own. This means 
grabbing a saw, a drill, measuring tape, wood and so on. Most importantly, 
making sure you can swim before you catch some wind in your sails. 
6) You fail to prepare. 

There’s a biblical parable 
that goes something like this: 
Two farmers desperately  need 
rain. But only one of them goes 
out and prepares his fields to 
receive it. Which are you? 
Benjamin Franklin, one of the 
founding fathers of the United 
States, once said, “If you fail to 
plan, you are planning to fail!” 
  

Photo: © SolisImages 
 

7) You don’t trust your own vision. 

Inspiration is one thing, plagiarizing the work of others is quite another. There’s 
a fine line between admiration and being too lazy to spark your own 
ideas. Generally speaking there are no “new” ideas; there are mostly remixes – and 
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that’s okay. But don’t forget to be true to your own vision. “An original is always 
worth more than a copy” (Author Unknown). 
8) You care too much about what people think. 

Successful entrepreneurs are skilled at forming their own thoughts. Yes. Inputs 
and perspectives are often needed; information is currency. However, at the end of 
it all – you’ll have to become comfortable thinking for yourself; without second 
guessing or devaluing your own ideas. Remember: when you buy someone’s 
advice, you also buy their lifestyle. Invest wisely. 
9) Your ego needs a separate carry-on. 

We all have an ego; some of ours are quite larger than others. But for your 
business to really take off you’ll need to leave your ego at the door. A poorly 
managed ego can be detrimental to any business – leaving in its path collateral 
damage of mismanaged finances, poor leadership choices, and missed 
opportunities – all in the name of “Me!” 
10) You’re all over the place. 

One minute you’re doing this. The next minute you’re convinced it’s that. When 
you lack singular direction and focus you’ll find yourself being mediocre at many 
things and excellent at none. 
11) It’s everyone else’s fault, really. 

When things go South who do you blame? Sure, your new web developer took 
you for a joy ride and left you with empty pockets. But did you vet them first? Did 
you set up a payment structure that mitigated risks? Did you outline the scope of 
work, clearly and in writing? Ultimately, things will go wrong in business, but 
don’t be fooled – the buck starts and stops with you, my friend. For the good, bad 
and in between successful entrepreneurs take responsibility for what goes wrong 
and what goes right. 
12) You want to be popular instead of profitable. 

Headlines don’t pay bills. Ironic isn’t it? Coming from a founder who runs a 
successful media company. You see, I’m in a uniquely qualified position to explain 
why this mindset is a non-starter. I have seen a lot of startups come and a lot of 
them go. The successful one’s are focused on product, their market and turning a 

profit. 
 Photo: © Africa Studio  

 
The others … Well, 

they don’t yet realize 
that attending every 
conference under the 
sun won’t improve 
margins. Tweeting until 
dusk may not be the 
most effective use of 
time. Happy hour isn’t 
so happy with a negative 
bank balance. Sure! It’s 
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really cool and novel to get press, but don’t mistake press for a paycheck. Those 
that grace our glossy digital pages have earned it! 

Let these principles serve as guideposts in business. We’ve all made mistakes. 
Successful entrepreneurs learn to leverage them. So, do your best to steer clear of 
these behaviors and quickly course correct when you take a wrong turn. When you 
do, you’ll save time, money and preclude headaches down the road. The best part? 
Mastering “self” puts you in a powerful position to succeed in life and business. 

 
 
— Erica Nicole 
Erica Nicole is the Founder and CEO of YFS Magazine -

- a Young, Fabulous & Self-Employed brand. She is an 
accomplished serial entrepreneur, acclaimed small 
business advisor, dynamic speaker, syndicated columnist, 
philanthropist and Christian thought leader. She has been 
featured in Forbes, Fox Business, Entrepreneur 

Magazine, The Huffington Post, Business Insider, Mashable, AOL.com, and 
many more national media outlets. Connect with Erica on Twitter 
@YFSEricaNicole. 
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Designing 

Performance 

Incentives for Your 

Business 
  
By Memory Nguwi 
 

 
In a challenging economic environment like ours, the 

only way to ensure the continued viability of companies is 
to focus on performance and reward it accordingly. What 
should be on the minds of executives is how they can 
effectively measure and manage performance at all levels 
within their organisations. Organisations need to design 
performance incentives schemes that drive business 
success.  

The best option in rewarding employees is to invest in 
the development of variable pay schemes that are directly linked to the 
achievement of the company goals. If your organisation has done well before there 
is no guarantee that you will continue doing well in the future. The only way to 
guarantee future success is to focus on issues of performance and rewards. 
Embracing an approach such as the balanced scorecard that gives a holistic view of 
the company’s key performance drivers is a good starting point. Within this 
framework you are assured that the things you are measuring will have a direct 
impact on the success of the organisation. If you are still measuring performance 
for the sake of it you are probably wasting your company’s resources. 

Routine performance measurement systems that have no bearing on the 
business strategy of the organisation should be discarded now. Businesses should 
strive at all cost to link the measurement of performance to the reward systems. 
Incentives schemes should reflect the heightened interest and new thinking in 
measuring performance.  

The starting point in designing performance incentive schemes is to ensure that 
you have an effective and objective system of measuring performance. Your 
schemes should not reward people for achieving financial targets alone. It should 
be designed in such a way that you also reward performance in those areas that 
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drive financial success like the customer, internal processes and your people 
initiatives.  

The underlying model today should be to build incentive schemes as an integral 
part of your remuneration strategy, reflecting the belief that everyone in the 
organisation can and should be expected to contribute to the company’s success. 
Besides the base pay strategy which, in actual fact, has little to do with the 
individual’s contribution to the business, organisations need to institute variable 
pay schemes in order to drive business performance. In variable pay schemes 
payout is contingent upon the achievement of clear business targets resulting in no 
added cost to the business. In other words the schemes should be self-funding.  

In the design stage of the performance incentive schemes it is important to 
ensure that there is buy-in from senior management. You can even start by 
implementing incentives schemes to cover your senior managers and cascade it to 
the other levels in stages. Incentives schemes that are based on targets that people 
have no influence over will not lead to the desired business results. For example 
most profit share schemes are based on measures that are independent of 
employees and are driven by economic factors that employees have no control 
over. 

For incentive schemes to succeed, organisations need to institute a complete 
culture change in the way rewards are managed. There is need to build a 
performance culture that will help erase the historical emphasis on base salary 
that seems to have permeated remuneration practices in the country. The truth is 
employees are not yet ready to live with the risk of earning a moderate base salary 
supplemented by performance incentives. For your organisation to achieve that 
level of understanding there is need for careful planning in the design stages and a 
well-coordinated communication strategy in the implementation stages. This will 
enable employees to see the connection between their efforts, the overall business 
results and their share of the incentive scheme payout. Most of the profit share 
schemes organizations that are operating at the moment have not been designed 
properly. As a result employees get payouts based on a target that they have not 
helped achieve. The end result is that the schemes do not benefit the business at 
all in terms of improved performance. Schemes of this nature create an 
entitlement mentality since there is no noticeable link between the achievement of 
business targets and their effort.  

It is also important to note that incentives schemes are not a substitute for bad 
management practices. The incentive scheme will only add value in a business that 
has a well-coordinated business strategy. Copying what other organisations are 
doing will not help either. You need to have a system that addresses your own 
needs, hence the need to design a system specifically for your organisation.  

If you are one of the CEOs who have not considered the option of paying 
employees part of their remuneration as a variable component to support better 
business performance, it is high time you got over that hurdle. Successful 
companies are those that are seeking and designing creative compensation 
systems that reinforce business results. 

Compensation models that are dependent on the base salary served our country 
well in the past. Now is the time for industry to design performance incentives that 
drive business results. The truth is employees want to work for successful 
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organisations. What they need is guidance from the executive on how to achieve 
success, hence the need for the latter to take a leading role in ensuring that the 
company achieves business results and people are rewarded accordingly.  

There has been a drastic increase in the number of companies operating 
employee profit share schemes. While the use of incentive schemes such as profit 
sharing is prevalent in a number of organisations, the impact of such schemes on 
employee behavior and company performance remains unclear. This in some 
cases has resulted in some companies withdrawing such schemes because they 
could not sustain them in the face of dwindling profit margins.  

 A number of organisations have introduced incentive schemes in a bid to shift a 
portion of their payroll costs to variable pay. In most profit share schemes, payout 
is determined by one or two financial measures and the distribution of proceeds is 
tied to each employee’s pay as a percentage of the total payroll. Group schemes 
like profit share fail to specifically direct or reward individual employee behavior. 
 As a result, such schemes have produced somewhat limited effects with respect to 
improvements in employee performance or company profitability. These schemes 
do not differentially reward individuals who perform well compared to the poor 
performers. This fact alone can increase perceptions of inequity in the whole 
remuneration structure.  

Another problem with ordinary profit share schemes is that there is very little 
effect on employee behaviours, so there is little or no impact on company 
profitability. In most cases profitability of the company is so remote from the 
average effort of employees on the job.  Profits are generally impacted on heavily 
by a number of other factors such as company strategy, interest rates etc, that are 
totally outside the control of ordinary employees.  

When it comes to designing performance based pay systems, companies 
normally face the dilemma of whether to reward individual or team performance. 
The downside of rewarding individuals is that, cooperation between them may 
become a problem.  On the other hand, if you reward the team, it might promote 
free rider behaviour and demoralize the high performers.  

The best option out of this dilemma is to come up with a profit share scheme 
that takes into consideration both team and individual performance. Key 
measures to be used for the scheme should cover the key drivers of the business 
i.e., financial, customer, people and internal business processes. This allows 
employees to focus on a set of balanced performance measures that drive overall 
company business goals.  

 One such scheme is called the Financially Funded Goal Sharing Scheme. In this 
scheme payout potential is determined by a measure of profitability, just as in 
profit share. However the payout is conditional i.e. tied to the achievement of 
additional goals that are more meaningful to and controllable by employees. The 
latter will have to earn their profits by achieving various performance goals.  

How does such a scheme work? If you achieved your profit targets as a 
company, you will have a gross profit share allocation that will be distributed only 
on condition that you have achieved other goals such as operating income, 
operating costs, value of new business, customer satisfaction index (e.g. 95%) and 
level of skills growth in the organisation. Without passing the above hurdles no 
profit payouts will be made. In such schemes companies normally share 5% or so 
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of their target net profit and maybe 8% of any profit above target.  Whatever figure 
comes out of this process forms the company’s gross profit share allocation. 

The gross profit share allocation is then deposited into a pool called the net 
profit share allocation on the basis of achievement of a number of other goals. 
Each goal is allocated a priority weight that determines how much will be shared 
as a result of the company having achieved that goal.  

How much does each individual get then? What each employee will get depends 
on their individual performance. Depending on the rating scale you are using in 
your performance appraisal system you can allocate the percentage points per 
rating that each individual employee will get. These percentage points will be used 
in a formula that includes net profit share allocation and total salary bill. For this 
system to be effective you need to have a performance measurement system that is 
linked to key performance drivers of your business and it should be credible in the 
eyes of employees.    

The major advantage of such a scheme besides fostering teamwork is that it 
ensures that the company will not share the profit (the gross profit share 
allocation) when other measures on the company’s scorecard are below the 
targeted performance. This setup ensures that at no time will the company share 
profits when its survival is in danger even though they have made profits.  

  
Profit sharing schemes are normally established to encourage greater financial 

performance and the need to lower relative labour costs. They also create a sense 
of common fate that normally help in erasing the entitlement mentality to 
performance. For profit share schemes to succeed there must be management 
credibility and trust otherwise the system will not work. Participation of 
employees in the design stage is also critical, and this must be supported by open 
communication system. Above all, scheme rules need to be very clear outlining the 
conditions covered under the scheme.  

  
Organisations need to realise that profitability years are rare hence there is a 

need to manage employee perceptions and expectations. In most cases employees 
end up viewing the plan as a guaranteed benefit irrespective of the profitability of 
the company. If the link between organisational profitability and payouts is not 
clearly articulated it can create resentment. Employees may also view it as a ploy 
by management to use the plan as a low pay supplement.  The existence of 
uncontrollable factors that impact on profitability also affects the credibility of 
profit share schemes.  

  
If all the necessary conditions for success are adhered to in the design stages, 

profit share schemes can help the company motivate staff to achieve 
organisational goals.  

 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 077 2356 361 or 
email: mnguwi@ipcconsultants.com 
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Consequences of non-

adherence to the 

Labour Act 
By Catherine Magoge 
 
Many employers and employees make one of the biggest and worst mistakes 

that a party to an employment contract can make- To be ignorant about 
employment law, to be uninformed, to be careless about the employment contract, 
because the saying really is true- Ignorance of the law is not an excuse. 

When a dispute arises, and parties are in disagreement, you cannot save 
yourself by stating the truth that; I did not know. 

A plethora of businesses and millions of employees have experienced firsthand 
the consequences of failing to adhere to the labour Act of Zimbabwe. Many times 
the consequences have been severe and devastating. 

Did you know that:- 
Employers all fall under defined industries, and each industry has its own 

regulations and minimum conditions. 
For example, mining, transport, catering, tele-communications, commercial, 

tourism and so on. 
Which Industry is your business in? Are you providing the minimum conditions 

prevailing in that industry? If you pay $200-00 to your employee when your 
industry`s minimum pay is level of employee- you may be owing your employee 
quite a lot of money due to underpayment of the minimum wage. 

You cannot say- but I did not know. 
Did you know that each employer is mandated at law to provide a written 

statement or document or contract in which the employer specifies, the name of 
the employer, the grade and pay interval of an employee, the rate of pay. 

Section 12 of the Labour Act 
 
“Duration, particulars and termination of employment contract 
 
Every person is employed by or working for any other person and receiving or 

entitled to receive any remuneration in respect of such employment or work shall 
be deemed to be under a contract of employment with that other person, whether 
such contract is reduced to writing or not. 

An employer shall, upon engagement of an employee, inform the employee in 
writing of the following particulars- 

• The name and address of the employer; 

• The period of time, if limited, for which  the employee is engaged; 
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• The terms of probation, if any; 

• The terms of any employment code; 

• Particulars of the employee`s remuneration, its manner of calculation and 

the intervals at which it will be paid; 

• Particulars of the benefits receivable in the event of sickness or pregnancy;  

• Hours of work; 

• Particulars of any bonus or incentive production scheme; 

• particulars of vacation leave and vacation pay; 

• Particulars of any other benefits provided under the contract of 

employment”. 

Did you know that where an employee is victorious in any labour dispute before 
an Arbitrator or Labour Officer, the employee can enforce an award made in the 
employee`s favour by attaching property and selling to recover amounts in the 
award. 

Did you know that an employee cannot go on a lawful strike for disputes of 
rights? Yes, the employee cannot go on strike for disputes of rights. 

Many employees have lost their jobs due to entering into a strike which is 
prohibited by the law. 

However, ignorance can rear its ugly head and force someone to do those acts 
which the law prohibits, and resultantly they lose their jobs for having participated 
in a strike to pursue disputes of rights. Yes, you guessed it; they defend themselves 
by saying I did not know. 

Employers have on numerous occasions unilaterally amended contractual 
conditions of an employee`s employment contract- which is prohibited by the law, 
with grave consequences. 

Did you know that an employee has twenty-four months within which to file 
their complaint and claim with the Labour Office? After twenty-four months, if an 
employee wins their labour dispute against you, you may have to pay back arrears 
and damages. 

It is obviously not expected that a party must memorize the whole labour Act of 
Zimbabwe- But a party to an employment contract must be alive to the fact that an 
employment contract, verbal or written down, establishes or creates duties/ 
obligations. 

It is prudent to be informed of those duties , obligations and rights Before 
entering into the employment relationship- OR once in the relationship, cure your 
ignorance by acquiring knowledge through your employment lawyers and, 

Be properly informed of what you can and cannot do BEFORE you actually do 
it. 

Nyaradzo Catherine Magoge is a Labour consultant 
from National Labour Relations Reference Centre with 

vast experience in labour law / Industrial Relations in 
Zimbabwe’s Commercial and industrial business sectors. 
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NATIONAL LABOUR  

RELATIONS REFERENCE  

CENTRE  

Presents: 
 

TOPIC: CONSEQUENCES OF 

NON – COMPLIANCE  

WITH THE LABOUR ACT (an exploratory Four Part Series 

workshop  

By N C Magoge) 

Part 1) Common Mistakes made  
in practice by Employers and Employees  

 
Part 1.1  

Costly Excuses – Ignorance of the law  
Part 1.2  

Employment contracts - where are you getting it wro ng?  
Part 1.3 

Conditions of employment – what are they?  
Part 1.4 

Are your employees categorized and paid according t o the correct industry’s regulatory 
body?  

Part 1.5  
Let he who signs beware  

Part 1.6 
Attachment of property 

Part 1.7 
An employer has rights too  

Part 1.8 
Practical examples of the dangers of non – complian ce  

 

Friday 3 July 2015  
8.15-4.00  

SARDC 15 Downie Road, Belgravia  
, Harare 

Delegate’s Fee $70-00   
Teas, Lunch and Cordials to be provided 

 

Each Delegate will also receive  
a complimentary E-copy of this workshop  
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Practicable exercise to be undertaken after the Workshop 
 

Question and answer session Afterward  

 
To book your place For Part 1 Workshop please complete the BOOKING FORM  below and 

confirm your booking as follows – Either  - 
Deliver  the Booking Form + Delegates Fee(s)  
to NLRRC between 8 and 5pm (Mondays to Fridays), 108 Palmer road, Milton Park are  

______________________________________ 
Or -   
Deposit  the Delegates Fee(s) into CBZ Bank  Account Number 01120107720028 (NKWAME 

NKRUMAH Branch’) in the name of NLRRC  
And then - 
e-mail the Booking Form + Deposit Slip to  
Romeo Mbaraidzo  (mbaraidzo@nlrrc.co.zw) 
or deliver  between 8am and 5pm (Mondays-Fridays), 108 Palmer Rd, Milton Park, Harare   

 
 
 

 
 

 

BOOKING FORM for Workshop Part 1  
 

 
Name(s) and Position(s) of Delegate(s)  
 
 
 

 
Organisation  

_______________________________________________________________________ 
 
Contact details  

_____________________________________________________________________ 
 
Email _______________________________ Phone No.s  

___________________________________  
 
 

 
For queries, please phone Romeo  on 0717  061 942 or Harare 04 740254 or email mbaraidzo@nlrrc.co.zw  

info@nlrrc.co.zw 
or visit www.nlrrc.co.zw 
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Please Stop Saying 

These 25 Ridiculous 

Phrases at Work 
These days, workplace conversations can sound like they're taking 

place on another planet. 
 
By Travis Bradberry,  Author, 'Emotional 

Intelligence 2.0. 
 
 

 
At first, euphemisms surfaced in the workplace to help people deal 

with touchy subjects that were difficult to talk about. Before long, they 
morphed into corporate buzzwords that expanded and took over our 
vocabulary until our everyday conversations started sounding like they 
were taking place on another planet: 

Listen Ray, I don't have the bandwidth for it with everything that's on 
my plate, but ping me anyway because at the end of the day it's on my 
radar and I don't want to be thrown under the bus because I didn't circle 
back around on this no-brainer. 

I understand the temptation. These catchphrases are spicy and they 
make you feel clever (low-hanging fruit is a crutch of mine), but they also 
annoy the hell out of people. 

If you think that you can use these phrases without consequence, 
you're kidding yourself. Just pay close attention to how other people 
react to your using them, and you'll see that these phrases don't cast you 
in a favorable light. 

After all, TalentSmart has tested the emotional intelligence of more 
than a million people and one of the biggest need areas for most people 
is social awareness. Most of us are so focused on what we're saying and 
what we're going to say next that we lose sight of how our words affect 
other people. 

So give this list a read, think of how often you use some of these words, 
and see if you can catch yourself before you use them again. 
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Have some fun with it, because at the end of the day if you don't hit 
the ground running you can always go back to the drawing board and get 
the ball rolling... 

1) At the end of the day 

2) Back to the drawing board 

3) Hit the ground running 

4) Get the ball rolling 

5) Low-hanging fruit 

6) Throw under the bus 

7) Think outside the box 

8) Let's touch base 

9) Get my manager's blessing 

10) It's on my radar 

11)        Ping me 

12) I don't have the bandwidth 

13) No brainer 

14) Par for the course 

15) Bang for your buck 

16) Synergy 

17) Move the goal post 

18) Apples to apples 

19) Win-win 

20) Circle back around 

21) All hands on deck 

22) Take this offline 

23) Drill-down 

24) Elephant in the room 

25) On my plate 

 
What phrases are your pet peeves? 
 
It will also be fun to read the ridiculous sentences you can come up 

with using words from the list above (write them in the comments). I'll 
send an autographed copy of my book to whoever comes up with the 
phrase that makes me laugh the hardest. 

Because, after all, I learn just as much from you as you do from me.  
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4 Reasons Why 

You’ll Never Be a 

Millionaire and  

How You Can 

Change That 
Brandon Turner 
 
Relaxing vacations on the French Riviera, huge donations to your 

favourite charity and an early retirement. These are the kinds of things 
people think of when they hear the word “millionaire.” 

It’s unlikely you’ll ever experience that. Sorry. 
Unless, of course, you can overcome the following four roadblocks 

stopping you from achieving millionaire status. Each roadblock below 
also offers an “immediate action step” to help you overcome the things 
holding you back. Let’s get started. 

1. You don’t understand how money works 
Money is not a complicated topic, but still, few seem to really 

understand how it works. Do you? Sure, you can blame the school 
system or your parents, but the responsibility is still on you to figure out 
how money is made, how it is held, how it is invested and how it is 
preserved. 

Related: How To Become A Dot.Com Millionaire 
Millionaires understand that money is not something that is 

discovered, won, or created by chance. 
As I stated in my previous column, 5 Powerful Books That Changed 

the Direction of My Life, wealth is not an accident, but an 
action. Building wealth is the world’s largest game, and if you want to 
win, you need to learn the rules. So start studying. 

Immediate action step: Start by reading several great money 
books, such as: 

Rich Dad, Poor Dad by Robert Kiyosaki 
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The Total Money Makeover by Dave Ramsey 
The Richest Man in Babylon by George Clason 
But don’t just read, internalise the knowledge. Debate it. Talk about it 

with your spouse, grandma and mail carrier. Personal finance can be 
learned, and by mastering it, you might discover that wealth is much 
easier to build than you previously thought. 

2. You don’t value your education 
I get it: you are busy. 
You have 25 hours of work to do every day and there simply isn’t 

enough time to get it all done. That’s the life of an entrepreneur, so 
something needs to be sacrificed. Chances are, you are sacrificing your 
continuing eduction, and it’s severely hurting your chances of becoming 
a millionaire. Wealthy people never stop learning, despite the business in 
their life. 

In a recent interview on The Tim Ferriss Show, Noah Kagan says he 
takes time every morning to read, as well as setting aside time every 
Tuesday morning to simply learn. 

When is the last time you scheduled “learning time”? Do you just try to 
“fit it in” when everything else is caught up? 

Follow the advice of Kagan, Ferriss and other incredibly successful 
entrepreneurs: never stop learning, no matter how busy you are. 

Immediate action step: Listen to the interview with Noah Kagan 
on The Tim Ferriss Show. Trust me – it’ll get you far closer to millionaire 
status than those TPS reports you were planning on working on today. 

Related: How to Become a Millionaire by Age 30 
3. You live to your means 
What are you doing with your extra money each month? 
I know, you probably don’t have any left over. Your boss doesn’t pay 

you enough. Your company hasn’t taken off yet. Or whatever other 
excuse you have. But let’s face it: You are spending too much money. I 
don’t care how much you make – it doesn’t matter. Everyone lives to 
their means. You could make R20 000 per month or R200 000 per 
month and you’ll still be broke. 

The millionaires I know have made a conscience decision to live on 
less than they make. Instead of upgrading their life every time they make 
more money, they choose to put that extra cash to work for them through 
various investments, such as their business, stocks, real estate or other 
assets, which I’ll talk about next. 

Immediate action step: Pull out your bank account statements for 
the past three months. Figure out where every single rand went, 
organising the entire list into categories. Then, create a solid budget for 
your future. If budgeting is difficult for you, I’d 
recommend YouNeedABudget. Also, read The Simple Action No One 
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Does That Will Make You A Millionaire. That blog post alone might just 
make you a millionaire, someday. 

4. You don’t collect assets 
A job will never make you rich. Neither will saving all your cash in a 

coffee can. So how can you build that wealth? 
Start collecting assets. 
An asset, as defined by Investopedia.com, is “a resource with economic 

value that an individual, corporation or country owns or controls with 
the expectation that it will provide future benefit.” 

Millionaires collect assets. It’s as simple as that. Do you? 
An asset could be a profitable business, a growing stock 

portfolio or investing in the right piece of real estate (not all real estate is 
a good investment. It’s what you do with it that matters.) 

Your car is not an asset. That shiny new electronic gadget on your arm 
is not an asset. Your home might not even be an asset. These are 
all liabilities that are robbing you of future wealth. 

Stop collecting these, and start collecting things that will make you 
money in the long term. 

Immediate action step: Make a detailed list of all the assets in your 
life, as well as their current value. Are you comfortable with this list? 
Then, make a detailed plan to acquire more assets and make a pact with 
yourself to NOT buy so many liabilities. 

Becoming a millionaire is not impossible. In fact, it’s relatively easy 
when you have time on your side and the knowledge to do so. 

However, it does require overcoming hurdles, which can be tough. If 
you want to achieve a million dollars in net worth, or more, continue to 
learn about the game of money, value your education, live below your 
means and start collecting assets. You’ll get there soon enough! 

  
This article was originally posted here on Entrepreneur.com. 
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Real Estate with No (and Low) Money Down and several other books. 
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portfolio to over 40 units using a variety of creative finance methods. He 
and his wife Heather live in Grays Harbor, Wash.  
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