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“Whether you 
think something 

is possible or 
impossible, you’ll 
most certainly be 

right. Because 
your belief 

determines your 
behavior.”  

― Robin S. Sharma 
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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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Victims 

recite 

problems. 

Leaders 

present 

solutions 

― Robin S. Sharma, The Leader Who Had No 
Title: A Modern Fable on Real Success in 

Business and in Life 
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“One must still 
have chaos in 
oneself to be 
able to give 

birth to a 
dancing star.” 

Friedrich Nietzsche 
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Entrepreneur

ship is about 

taking 

calculated 

risks 
 

By Phillip Chichoni 
 
 
“Life is inherently risky. There is 

only one big risk you should avoid at 
all costs, and that is the risk of doing 
nothing”. - Denis Waitley 
 

In August last year, Leigh Herbert 
made a gamble. He bought a $5 
betting ticket on his favourite football 
team, Leicester City. At that time, the 
team was so lowly rated that betting 

firms placed the odds of it winning 
the English Premier League at 5,000 
to one. In other words, it was not 
likely to win the league in five 
thousand years. 

To everyone’s surprise, Leicester 
City started playing very well and was 
on the top of the league midway 
through the season. On 2 May, the 
team was crowned the champions of 
the English Premier League after their 
nearest rivals, Tottenham, were held 
to a draw by Chelsea. Leigh Herbert 
got a payout of over $30,000 in 
winnings. 

We have all heard that 
entrepreneurship is risky. Yes, it is 
risky as only one in five new 
businesses actually survive beyond 
five years. This means 80 percent of 
all new businesses fail. So why start a 
business when the chances of failing 
are so high? 

Unlike betting in sports, where the 
outcomes are quite unpredictable, you 
can reduce the risk of failure in your 
business. You take calculated risks. It 
makes the difference between success 
and failure.  

As a business owner, you have to be 
willing to take risks. Risk defines 
entrepreneurialism. But not all risk is 
equal. That’s where you have to take 
some time and make some careful 
decisions regarding which risks 
present the highest reward for the 
effort. 

By knowing the risks that can break 
your business, you can take steps to 
minimize them and protect your 
enterprise. You can study other 
businesses and learn from their 
successes and failures.  

The first step is to make sure that 
you are investing in a viable market.  

PUBLISHER’S BRIEF 
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You need to have a good product 
that enough people need and are 
willing to pay for. Many people copy 
business ideas from others who seem 
to be making money.  The risk in that 
is if you are not very good in that field, 
you will not be able to attract and 
keep customers. Somebody might be 
making money from market 
gardening but if you don’t have the 
skill set that is required in market 
gardening, your chances of failure are 
very high. 

Think of all the opportunities that 
stand before you. Increasing your 
customer base may require you to 
spend some cash on placing 
advertisements. A calculated risk may 
be a bit frightening initially, but it can 
also benefit you to the fullest in the 
long-run. If you want to have a 
successful business and accomplish 
plenty, you are going to need to make 
decisions that you may not have 
normally made before. 

Before you take any sort of risk, 
always carefully think through 
everything. Outweigh the pros and 
cons of those risks. If the pros are 
plentiful, it makes sense to take such a 
risk, especially if it means the 
possibility of reducing losses for your 
business. Along with carefully 
thinking through everything, you may 
also want to set goals for yourself and 
your business. 

Grab a piece of paper and pen (or 
your laptop) and write down specific 
goals for yourself. Next, place 
reasonable dates for when you want to 
accomplish those goals. When you 
have goals put in place, you have 
something to work for and something 
that you are willing to take risks for, 
especially if you have a set deadline 
put in place. Just make sure that your 

goals and the time allotted are 
realistic so that you can achieve them. 

When you take 
risks, you are taking 
charge, which is 
something you have 
to do as a business 
owner anyway.  

Taking charge means that you are 
responsible for organizing your 
thoughts and gathering them 
together, and choosing which 
calculated risks to take for your 
business. Imagine if you never took a 
single risk for your business, where 
would your business be now? As 
mentioned above, if your risks make 
sense, then take a deep breath and 
dive in. 

The fact of the matter is that when 
you are willing to take risks and think 
outside of the box, you are more likely 
to have success with your business 
ventures than a non-risk-taker. Weigh 
your risks carefully, set goals, and 
take charge. And remember that 
sometimes a risk may turn out to be a 
setback. If you continue learning from 
your mistakes and moving forward, 
though, your calculated risks will help 
you reduce losses in the long-run. 

 Twitter: #chichonip 
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Wake Up to Your 

Greatness 
 
By Milton Kamwendo 

 
“Change is hardest at the beginning, 

messiest in the middle and best at the end.”  
― Robin S. Sharma 

 
To doze off at the most critical time is to cast 

away opportunity. Complaining about your 
lemons when others are converting theirs into 
lemonade is unintelligent. Whatever wakes you 
up is your friend. Whatever comforts you in 
self-pity just makes you a miserable victim. 
Complaining and blaming are not an evidence 
of special insight or wisdom nor a pointer 
towards analytic expertise. Choose to wake up 

to your greatness and take massive and determined thoughtful action. 
The wake-up call sometimes comes at unexpected times and in 

unexpected ways. The bitter and sweet experiences of life are all 
valuable. Never forget to give thanks for whatever comes your way.  

Adversity is always pregnant with opportunity. Challenge is a channel 
to greater things. Your misery could be the trampoline that you can use 
to bounce to your greater station. An obituary could be your powerful 
wake up call. A chance conversation could open new insights and 
meeting someone new could change your life forever. Be alert, mindful 
and ever grateful. You do not afford the luxury of resigning to 
hopelessness. A tragedy is not an end to your life. Adversity is not 
anathema; failure is not final and a delay is not denial. Refuse to be 
boxed out of the ring, flung out of life and dismissed into despair. 
Whatever you face, you can outlive. Whatever challenges you, you can 
conquer. You can reinvent your life and become whatever you desire. 
Burn with thoughts of possibilities ahead.  

Without a burning desire and passion to do something worthwhile, 
you are just a walking corpse. Greatness belongs to those who burn with 
passion and know what they want. They may not have it yet, but they will 
not rest until they get there. Life is not for the despondent. Fan your 
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desire and vision for life. Burn with a purposeful desire in such a way 
that everyone you contact should feel your passion. Without passionate 
action, you will inspire no one. No one wants to deal with anyone who is 
a flat battery.  

Being knocked down is not being knocked out. You can begin again, 
fight and win again. A dark past can be changed into a bright future for 
many. Your failures can be turned into germs of learning. Your 
checkered history can be turned into a new story. Never allow the past to 
haunt you and siphon life away from your dreams and projects. Dream 
big and bold. Your small steps of today could just change the destiny of 
many. See possibilities beyond the dark sky and the burdened heart. 
Gloom is not doom.  

A merchant of death whose inventions killed many, saw a new path 
when he came across a “ wake up ” experience. He decided to invest his 
life differently as a promoter of science, medicine, economics, literature 
and peace. You too can become whatever you choose. Life is either a 
daring adventure or an empty nest. Your struggles of today are seeds of 
greatness and fertilizer to your dreams. Your struggles are simply birth 
pains. Such is the story of Alfred Nobel, the founder of the coveted Nobel 
Prize Awards.  

The Nobel Prize Awards are a revered annual honour that celebrates 
achievements and recognizes the potential of the human spirit and 
outstanding efforts in progressing culture, science and peace. Many 
people are not aware that the Nobel Awards have a rather dark and 
confusing origin. They show that a dark past is just a background view to 
the luminous light that vision exposes. Never let the guilt of yesterday, 
destroy you and others. Build on the ashes of despair and pain. 

The Nobel Prizes are presented for outstanding achievement in 
literature, peace, economics, medicine and the sciences. They were 
created by Alfred B. Nobel (1833-1896), a man who amassed his fortune 
by producing dynamite and explosives. 

In 1888, when a humble Swede by the name of Ludwig Nobel died, the 
French press confused him with his younger brother Alfred. They wrote a 
stinging obituary as a tribute to the famed Swedish entrepreneur and 
inventor who amassed his fortune by making dynamite and ballistics. 
They described Alfred Nobel as having made a fortune as a callous 
“Tradesman of Death”.  

Newspapers described him as a man who had made it possible to kill 
more people more quickly than anyone else who had ever lived. Reading 
his obituary, Alfred Nobel was mortified. He had to swallow the bitter 
pill and face the fact that this was the legacy he was going to leave 
behind.  
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He was heartbroken, tormented and knew 
that he had to change his story. You too can 
change your story at any moment. You may 
not alter your history, but you can change 
your future for the better. 

Alfred Nobel had run a great business, but 
at this moment in life, his greatness was 
nothing he could be proud of. Success 
without values is value-less. Your obituary 
should never be a chance event that is 
written when you are dead and gone. Decide 
what you want it to be and live every day 
with a determination to make it as you wrote 
it.  

As he read that mistaken obituary, Alfred Nobel realized two things: 
that this was how he was going to be remembered, and that this was not 
how he wanted to be remembered. He gave this matter some thought 
and he decided to act. Thought without action is dead. Action without 
thought is perilous. 

On November 27, 1895, Alfred Nobel went to the Swedish Norwegian 
Club in the Marais in Paris and sat down at a writing desk and wrote his 
last will and testament. Over four pages, he set out what he wanted to 
give to his relatives and staff. He had no children and never married. 

He requested that the rest of his estate be invested into a fund, “ the 
interest on which shall be annually distributed in the form of prizes to 
those who, during the preceding year, shall have conferred the greatest 
benefit to mankind. ” The interest was to be divided into five equal parts 
and each part given to the person who had made the most important 
discovery each year in four fields of physics, medicine, literature and 
economics. Finally, he also asserted that the fifth would be an award for 
Peace given to the person who shall have done the most or the best work 
for what he called fraternity between nations, for the abolition or 
reduction of standing armies and for the holding and promotion of 
peace. 

Alfred Nobel thought big and saw beyond the little partisan interest. In 
his will he expressed that it was his wish that in awarding the prizes no 
consideration whatever should be given to the nationality of the 
candidates, but that the most worthy shall receive the prize, whether he 
be a Scandinavian or not. Alfred Nobel died the following year, leaving 
his 25-year-old assistant Ragnar Sohlman entrusted with executing 
Nobel ' s wishes. 

Alfred Nobel inventor of 
explosives 
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Not everyone will see what you see or feel what you feel. Never let 
those who are not moving forward stop you from doing what you need to 
do. 

Nobel ' s will was met with enormous resistance at first. His relatives, 
completely unaware of his plan, were shocked. The Swedish royal family 
condemned him for being unpatriotic by setting up a prize fund that 
disregarded nationality rather than rewarding Swedes only. His staff was 
outraged by the enormous administrative and organizational costs of 
such an operation, that they thought Nobel didn't consider when he 
made his will. They did not see the future, all they saw was costs. This 
did not deter those who saw the bigger picture. You are dreaming small 
when everyone agrees with your dream.  

Never be so absorbed with your little world that you fail to see the rich 
bigger picture and possibilities ahead. The first awards were awarded 
five years after the death of Alfred Nobel and today they continue to be a 
coveted recognition of achievement.  

Heed inspiration 
Desperate circumstances are not meant to kill you, but they are just a 

little tonic to motivate you to take action and to make the changes that 
you need to make. Desperate situations require you to take desperate 
measures and steps. Progress favours the bold and greatness favours 
those who take time to reflect and act. Whatever wakes you up is your 
friend. Whatever comforts you in mediocrity is your enemy. 

Dreams inspire and move people. Dream big and bold. Work your life 
backwards starting from the future and like Nobel, you will be amazed at 
what you will create. Without passion, desire and vision, you are just a 
dressed up corpse. Refuse to die while you are still living and to expire 
when all your faculties are still intact. That is an abuse of life, waste of 
thought power and spirit potential. 

Do not wait too long to act, because life is not waiting.  
 
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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The massive transfer fees that made Zlatan 
Ibrahimovic one of the most expensive 
footballers ever 

Malmö to Ajax — £6.85 million. 
Ajax to Juventus — £12.6 million 

Juventus to Inter Milan — £19.5 million 
Inter Milan to Barcelona — £55 

Barcelona to AC Milian — £18.9 million 
AC Milan to Paris Saint-Germain —

£15.76 million 
 
ESTIMATED TOTAL — £128.6 million 

 They don’t show ….. 
 By Sunil Bali, 

  

His team were losing 3-0 at half-time in the 2005 final of the world’s 
most prestigious club football competition, The Champions League. 

His final words to his Liverpool team as they ran out for the second 
half were, “The record books don’t show the score at half-time.” 

Liverpool roared back with three goals in six minutes to turn the game 
on its head, and went on to beat AC Milan on penalties. And manager 
Rafa Benitez booked his place in history. 

 
The route to success lies in two words, persistence and resistance. 
Persist in what must be done, and resist what doesn’t need to be done. 
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As someone once said, “The road to failure is actually the path of least 
persistence.….. 

 Humour  
 

• Some gems from Tommy 

Cooper: 

• I told my girlfriend I had a job 

in a bowling alley.  

She said ‘Tenpin?’ I said, ‘No, 

permanent.’ 

• I met this bloke with a 

didgeridoo and he was playing 

Dancing Queen on it. I thought, 

‘That’s Aboriginal.’ 

• This lorry full of tortoises 

collided with a van full of terrapins.  

It was a turtle disaster. 

• I went in to a pet shop. I said, ‘Can I buy a goldfish?’ The guy said, ‘Do 

you want an aquarium?’ I said, ‘I don’t care what star sign it is.’ 

• I bought some Armageddon cheese today, and it said on the packet. 

‘Best Before End’ 

• I went to buy a watch, and the man in the shop said ‘Analogue’.  

‘I said ‘No, just a watch.’ 

• I went into a shop and I said, ‘Can someone sell me a kettle.’ The 

bloke said ‘Kenwood’ I said, ‘Where is he then?’ 

• My mate is in love with two schoolbags.  

He’s bisatchel. 

• I went to the doctor. I said to him ‘I’m frightened of lapels.’  

He said, ‘You’ve got cholera. 
  

 
Have a great day. 
Sunil 
 
  Keynote Speaker, 

Executive Coach and Author.   
www.sunilbali.com/ 
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Thriving in 

chaos 
 

 

How to cope in a rapidly changing and 

unpredictable environment 
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“This economy is dead as of now. There is no real business moving. A lot of 
companies  are getting into judicial management and end up liquidated as Judicial 
Managers are failing to get investors to partner this businesses. Investors are 
scared to tie their investments in an economy like this where there is no respect of 
corporate governance as laws are manufactured to kill business investments. 

We are our own problems as we are self centered and always create unpalatable 
economic environments. The leadership is dead as they don’t have an answer to this 
solution. They are greed and they don’t mind if the population lives on 20 cents  a 
day so long they are in power. It is only then when we have a new government and 
start to correct positions but it will take us  a good 10 years. We are in a fix as a 
nation when leaders have blinkers and continue to apply force on everything and 
being too suppressive. 

Our leaders are good at biting the hand that feeds them and no one wants to do 
business with them. Even the IMF where we are supposed to get solace. The look 
east policy it dead,  the Chinese they are not good partners in any given 
transaction. They don’t believe in a win-win situation. This economy doesn’t need 
those kind of partners who come loot and go. Business of imposing doesn’t work 
which is the environment we are trading in. We have become beggars and too 
desperate as a nation, we enter into government to government agreements which 
are not lucrative for our economy and we are just sitting on some of these volumes 
of agreements for years now without action on the ground. 

The investors are skeptical with this government as they have long lost their 
trust in them. We are tired with this we just pray for a new government nothing 
else.”  

 
These sentiments were expressed by a businessman who was fed up by 

our chaotic economy. Many business people are feeling the same as the 
business environment continues to worsen, with companies closing 
daily, people losing jobs, cash difficult to get and the political leadership 
seeming clueless. 

True, this environment is harsh and we cannot but think and worry if 
we will be able to survive as entrepreneurs. However, the truth is change 
is here to stay. Things will not normalize. Change, confusion and 
volatility are constants today. So how do you thrive in this chaos? 

Do not let fear rule you  
Fear is an unpleasant emotion caused by the threat of danger, pain, or 

harm; a feeling of anxiety concerning the outcome of something; and the 
likelihood of something unwelcome happening. 

All over the world, fear is a powerful distractor. Fears about market 
downturns lead investors to flee stock markets. Fears of shortages lead 
consumers to hoard groceries. Fears of economic slowdown lead to 
currencies losing value as people buy safe assets like gold or United 
States dollars. Fear of  a “bond notes” black market has seen people 
holding on to their dollars. 

There is nothing wrong with fear; all creatures, through the natural 
instinct of fear, will run away from danger in order to survive. The only 
problem with fear among humans is that it is in most cases irrational and 
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has nothing to do with survival. Author of  Rich Dad, Poor Dad, Robert 
Kiyosaki, described fear with  an acronym: False. Evidence. Appearing. 
Real. 

In the majority of cases, we fear things that will never happen, always 
anticipating the worst outcomes from situations. 

The first attitude to adopt if you want to survive  and thrive in a 
rapidly changing and chaotic environment is to abandon your fears. This 
does not mean being careless and ignoring risks and danger. Rather, it 
means forcing your mind not to spend more than a minute worrying over 
things that you have no control over.  Jesus said so in the Bible at 
Matthew 6: 27: “ And which of you by being anxious can add a single 
hour to his span of life?” 

Re-frame your thoughts.  
Actions and emotions are the result of one’s thoughts, so the second a 

negative thought enters your mind, push it out and replace it with a 
positive one. One way to let go of a negative thought is to label it. Mary 
Lore, founder and CEO of  Managing Thought, advises how assigning 
labels (i.e. “that’s a negative thought) allows you to see them as 
something to either “look at or to look from.” How you see a problem 
may just be the problem, so by re-framing your thoughts you can see old 
challenges in a new light. 

Mind Your Business 
You business needs your full attention. You need to spend time 

planning, setting goals and strategies, motivating your people, studying 
the market and your competitors, developing new products and better 
services. Spending valuable time meddling in other people’s business is 
wasting your own time. Leave politics to the politicians and monetary 
policy to the national bankers. Ask yourself how their policies will affect 
your business and develop strategies and tactics to ensure your own 
survival. You cannot change the policies but you can change yourself and 
your business. 

Exercise.  
While serotonin, norepinephrine, and dopamine all help circulate 

thoughts and emotions throughout the brain, stress can actually eat away 
at these connections and even constrict certain areas within. However, 
Associate Clinical Professor of Psychiatry at Harvard Medical School, Dr. 
John Ratey notes in his bestselling book Spark: The Revolutionary New 
Science of Exercise and the Brain, how “exercise unleashes a cascade of 
neuro-chemicals and growth factors that can reverse this process, 
physically bolstering the brain’s infrastructure.” While the amount of 
exercise required is yet to be determined, Dr. Ratey recommends at least 
thirty minutes of aerobic exercise three days a week but says even just 
ten minutes is better than nothing. 
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Socialize. 

 Surround yourself with like-
minded individuals because 
the old saying that “misery 
loves company” is true. A 
study performed by the 
Journal of Management on the 
role of social support showed 
that strong relationships can 

fill the gap where stress is concerned and help people perceive situations 
as less stressful to begin with. Additionally, personal connections lower 
cortisol levels—a hormone in the brain related to stress—which means 
you can recover faster from work-related stress and thus better inoculate 
yourself towards such stressors in the future. 

 Always be moving 
Think of the mind as a river, the faster it flows, the better it keeps up 

with the present and responds to change.  If you keep yourself busy, 
physically and mentally, you will not have time to stress.  Think of new 
ideas, new products, new services that you can develop. Your mind will 
focus on creativity rather than on the surrounding challenges and 
turmoil. The founder of Honda Motor Company  always focused on new 
ideas while facing challenging times.  

After the second world-war, he discovered that bicycles were becoming 
popular; on the other hand, he loved motor vehicles but they were too 
expensive. Therefore, he spent months trying to find ways to put an 
engine on a bicycle. The result was the motor cycle.  Is there one 
problem, among the numerous we face, that you can solve for the world?  

Economic volatility is creating opportunities in every sector of the 
economy, for those that are smart enough, fast enough and flexible 
enough to see and seize them. Old, big firms are dying and being 
replaced by small nimble ones. 

Technology is key to survival and growth 
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You have to keep up 
Organizations can no longer afford to wait and see about new ideas, 

markets and technologies. Those who fall behind in adopting new 
technologies will find it impossible to catch up. For example, numerous 
small firms have adopted new social media to stay close to customers, 
attract new ones and provide better fulfillment. Is your firm an 
aggressive adopter of new technologies, a creator of new products, 
markets and services? 

Data processing and telecommunications have transformed the world 
of business, creating an electronic global village by collapsing time and 
distance and at the same time eliminating many of the advantages of 
being a big firm. 

Embrace change 

Change, in business and life, can be chaotic. While change may be a 
natural occurrence, accepting it is not, which is why we (humans) are 
creatures of habit and enjoy personal security.  To thrive in chaos and 
adapt to change requires the mental preparedness to modify one’s 
thoughts at a moment’s notice. 

Add more value 
In difficult economic conditions, customers are careful about 

spending. They are looking at ways to save money. They cannot afford to 
waste money on luxuries but they want to fulfill their basic needs. While 
others are busy competing on price, offer more value instead. Value is 
something that will make a customer feel happy and satisfied. Exceed 
customer’s expectations and you will win and thrive even in the chaos. 

Try these aforementioned exercises during times of turmoil and you 
will be surprised at how much easier it is to adapt to change—and thrive 
in chaos. 

Your thoughts and feedback are always welcome, email to 
chichonip@gmail.com. 
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STARTING UP 
 

A Simple 6-Step 

Process to Starting a 

Small Business 

 
 
It can be easier than you think if you break it down in small moves 

forward. 
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A great small business always starts out as an idea, but you have to 
transform that idea into action. That is where many individuals can start 
to feel overwhelmed. It is understandable to freeze up at the deluge of 
things that are required to get a business started, but getting going is 
actually easier than you might think. 

Like any big goal, if you start by breaking it down into smaller tasks, 
you’ll be able to tackle enough of the actions necessary to get started. 

Here are six ways to break down the process and simplify getting 
started with your own small business. 

1. Write a one-page business plan 
The key to a successful small business, especially in the startup phase, 

is to keep things simple and costs low. Costs don’t just mean your 
monetary costs, but also your time. 

Many would-be small-business owners fall into the trap of trying to 
create the world’s biggest and most robust business plan. You’re only 
going to need that if you’re seeking investment or financing, and even if 
you will be seeking either of those things down the road, I always 
recommend small-business owners start out with by testing their ideas 
first before investing lots of time and money. 

So to get started, create your own simple, one-page business plan that 
is a high-level overview of the small business you’re about to start. 

Define your vision. What will be the end result of your business? 
Define your mission. Different to a vision, your mission should 

explain the reason your company exists. 
Define your objectives. What are you going to do – what are your 

goals – that will lead to the accomplishment of your mission and your 
vision? 

Outline your basic strategies. How are you going to achieve the 
objectives you just bulleted? 

Write a simple action plan. Bullet out the smaller task-oriented 
actions required to achieve the stated objectives. 

That is it. It might be longer than one page, but it will surely be more 
organized and shorter than a full business plan, which could take weeks 
to write. If you need more information on the one-page business plan, or 
want to write out a full-blown finance-centered business plan, you can 
check out my book Business Planning Simplified (available from 
the BusinessLink bookstore) 

2. Decide on a budget 
While I highly recommend you keep your costs as low as possible, 

you’ll still need to determine a budget to get started and how much you’ll 
be able to spend. 

If you’re self funding, be realistic about numbers and whatever you 
anticipate your budget to be. I’ve found that an additional 20% tacked on 
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for incidentals is a realistic overage amount that helps you plan your 
burn rate. 

Your burn rate is how much cash you are spending month over month. 
It is an important number for you to figure out to determine how long 
you can stay in business before you need to turn a profit. 

You should set up your business with profitability in mind the first 30 
to 90 days. It is possible. But have a budget reserve so you can survive if 
things go leaner than expected. 

3. Decide on a legal entity 
Filing paperwork to start a business costs money.  

You will need to account for 
city council or municipality 
licensing and government 
incorporation fees. Do a 

thorough search ahead of time 
to determine what the licence  

fees are for your city before 
starting any business. 

Often in the initial “test” phase for your small business, it can be wise 
to start as a sole proprietor, as it means less paperwork and up-front 
expenses. That can save you some big-time cash while you determine the 
viability of your business. 

Do be aware though that acting as a sole proprietor can put you at 
personal risk, so you will want to weigh the benefits vs. risks and then 
speak with a local attorney or tax professional to decide which is smarter 
for your short-term vs. long-term goals. 

You can always file for a business entity once you have proven in the 
first three to six months of business that you have a viable, sustainable 
model. 

4. Take care of the money 
Whatever business entity you decide on, keep the funds separate from 

your personal accounts. This is a big mistake that makes tax time and 
financials so confusing. It is really easy to set up a low-fee business 
transactional account with your building society or bank. 
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All you will need is your filing paperwork and an initial deposit to get 
set up from most financial institutions. 

Do not pay for extra services, like internet banking for example, just 
get a holding place you can keep your money separated from your 
personal accounts. This should take you no more than hour at the 
financial institution of your choice. 

5. Get your website 
Regardless of whether your 

business will be brick or 
mortar or online, you will need 
a website and that means 
securing a URL. Popular local 
domain sites such 

as Name.co.zw and 
Webdev.co.zw will allow you to 
search for the website domain 
address of your choice and 
purchase it for as little as 
US$10. 

If you are starting an online 
business, you can tie your domain to an online shopping cart and 
storefront such as Shopify for a low monthly fee or you can build a basic 
website yourself on top of your URL with do-it-yourself drag-and-drop 
site builders such as Weebly for a low fee. Both are less than $100 a 
month. 

6. Test sales 
You have enough of a foundation now that you can start testing some 

sales. Try to spread the word in inexpensive and creative ways. 
If you have a service-based business, get involved with your local 

chamber of commerce or small-business chapter immediately and ask 
what resources are available for you to speak, present or share 
information about your business. 

If you have a product-based business, test the viability of your product 
at local swap meets, farmers markets or other community events to test 
what the public really thinks (and if they’ll purchase) from you. 

Drive traffic to your website through simple Facebook Ads with 
capped budgets, or set up a simple Google AdWords account with a 
budget cap to test if traffic is going to your site. 

You can follow these six steps by yourself for not a lot of money. It is a 
fantastic way to test the viability of your small business before throwing 
all your time and money into an unproven idea. 

By the BusinessLink team. If you have feedback or 
enquiries, please email chichonip@gmail.com. 
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Business Plan or 

Business Proposal? 

Know the Difference 
 
By our staff 
 

 
Do you know the difference between a business plan and a business 

proposal? These are two very different business documents, each serving 
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a distinct purpose. Be sure you're using the correct type of document to 
get the results you want. 

Business Plans 
A Business Plan is a document that describes in detail how your 

business is set up. Business plans cover your business structure, your 
products and services, your market research and marketing strategy, and 
your complete budget and financial projections for up to five years. Both 
startups and existing businesses require business plans. Developing 
these documents requires a lot of research and number-crunching. 

You need a business plan for two primary reasons. First, spending the 
time to do this work clarifies your thinking, provides you with 
information previously not considered, and gives you a workable strategy 
to follow for the period covered by the plan. Your business plan is your 
blueprint to success -- it outlines the steps to move from business idea to 
business success. And if your research reveals that your idea isn't 
destined for success, then better to know it now then a year from now 
when you have lost thousands of dollars. You can spend your time 
planning another idea that could have a better future. 

Secondly, if you are hoping to raise funds through a business 
loan, a venture capitalist, an angel or an incubator, don't even consider 
approaching these moneylenders unless you have a thoroughly rearched 
business plan in your hand. Experts estimate that it takes approximately 
six weeks to develop a business plan, so whipping one up the day before 
your appointment with the banker won't work.  

Business Proposals 
A business proposal is a 

document that you submit to 
another enterprise proposing 
a business arrangement.  

There are two main 
categories of business 
proposals: invited and non-
invited. 

As an example of an 
invited proposal, 
government and large 
corporations wanting to 
purchase services or 
products from private 
suppliers often post public 
tenders inviting contractors 
to bid. You will be competing 
against all bidders that noticed the posting and responded. Similarly, 
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some businesses will send Requests for Proposals (RFPs) to a selection 
of businesses that they are willing to consider as a potential supplier. In 
this case, you will be competing against perhaps five businesses that the 
client has already handpicked as suitable. 

Both of these examples require a business proposal. In some cases, 
the client will provide a Bidder's Document that stipulates the style of 
proposal that they want to receive and the categories of information to be 
covered. If no Bidder's Document is available, the style and categories of 
the proposal will be up to you to decide. 

If you are responding to an RFP or a call for tender, you will know that 
the service/product is wanted, but you will be competing against the 
other people who bid. You must sell your company as the best possible 
choice of all the bidders.  

In a non-invited proposal, you might have an idea for a product or 
service that would be of benefit to Company X. You submit a proposal to 
Company X suggesting that you provide this service or develop this 
product in exchange for funding or some other consideration. Although 
the nature of the proposal could differ from the example given, 
essentially you are proposing some type of business relationship 
(something more complex than let's exchange weblinks ).  

In this case, you don't know if the company is open to your proposal or 
whether they will like your proposed idea. However, if they do like the 
idea, you won't be competing against numerous other bidders. Your 
proposal has to sell not only your concept but also your company. It must 
convince the client that not only is the service/product potentially 
valuable to them, but you and your company are credible and stable.  

Whether invited or non-invited, your proposal must be well 
researched, well written and contain a reasonable budget. Spend time on 
this document and you'll be ahead of the people who threw something 
together on the bus riding to work . 
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LEADERSHIP 
 

Why indigenous 

companies fail 
 

 By Memory Nguwi 
 
The number of indigenous companies that are 

folding has increased significantly. My view is 
that, apart from the operating environment, most 
of these companies are failing because of weak 
governance systems, weak human resources 
systems, lack of capacity, weak financial systems 
and lack of funding.  

I will address the human resources issue first. 
In most indigenous companies, there are no 

human resources systems to talk about. If there has been an attempt to 
put such systems, they are not complied with. Indigenous companies 
must learn to recruit people on merit.  



 
BUSINESSLINK MAGAZINE  MAY 2016       Page 29 

Stop recruiting relatives into the business. The moment your relatives 
join you in your business, you create a system that stifles individual 
employee freedoms to discuss issues that are affecting the business and 
in the process build residual resentment that affects performance of the 
other employees. In some businesses, the wife, brother, cousins, etc. 
work for the same organisation. If your relatives are good enough, they 
must go and start their own businesses or work for others. In the 
process, you spread family risk.  

Governance issues, as we all know, have brought down most of the 
indigenous banks and other companies in all sectors of the economy. 
What is surprising is that in some instances some of the indigenous 
people bought or benefited from well-run companies that they have now 
destroyed. In the initial stages after buying a company, most of the 
indigenous people have received accolades of success. I do not think such 
accolades are deserved. What it means is that after buying a successful 
company, these individuals will be benefiting from systems put in place 
by the previous owners over the next few years. After five years, things 
start falling apart and eventually the companies close. This is because the 
indigenous people come and destroy all systems as they try to amass 
wealth without due consideration for good corporate governance. The 
owners are the chief culprits in flouting proper governance standards 
and eventually the whole system starts feeding off itself, resulting in the 
company collapsing.  

The other reason local companies collapse is leaders’ lack of capacity 
to manage and lead organisations. Highly qualified, but with no capacity 
to lead a business. For local companies to succeed, local leaders must 
invest in learning proper leadership skills, not just degrees.  

Good leaders have good people management skills above anything 
else. This skill, in most cases, does not come naturally and no local 
university is teaching this skill called “people management” which is 
different from “human resources management” taught in university 
degrees. 

Weak financial systems can also lead to failure of local companies. The 
owner comes and takes money anytime they want without indicating if 
it’s part of their salary or not. They are not accountable. If you are 
running a business and you can just come and take money out of the 
business, then you have a long way to go before you can build a word 
class business entity.  

There must be a system for accounting for every 
cent that comes in and out of the business. That 
way, you instil confidence in the people that work 
for you and the customers that give you money. 
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Most of the local business people that flaunt cash 
and success in public have no known record of 
running successful, professionally run businesses. 

 
In most cases, their businesses are struggling. What it means is that all 

the money they are flaunting is coming from taking more than their fair 
share from their own business. They are not the only stakeholders who 
need money from such a business. They deprive other key stakeholders 
of what is due to them, namely, employees, suppliers and government 
through tax. The majority of them are not proper business leaders but 
crooks involved in money laundering and then hide behind a formally 
registered business. 

Failure to raise funding is another contributor, but funding follows 
good systems. If your company is well run it will attract funding. Most of 
the indigenous leaders have a very bad record when it comes to repaying 
loans. They are tarnishing the image of a whole generation that will come 
after them. Just look at the number of property attachments targeted at 
the local business leaders. It paints a picture of leaders who can’t 
exercise financial prudence. Remember this is not a group of illiterate 
people, it’s a group that holds all sorts of degrees.  

Besides running down companies and, in the process, destroying 
people’s lives, some of these people should be blacklisted from running 
any company in the country because they have no capacity to do so. 

 
The only way indigenous business 

leaders are going to compete with 
international companies is by building 
solid systems in all facets of the 
business and respecting those systems.  

 
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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10 Potential 

Roadblocks You 

Need To Avoid On 

The Route To 

Success 

 

by Gordon Tredgold from addicted2success.com 
 

On any successful journey, there are going to be bumps in the road, 
the little twist and turns along the way, but if we are to meet our goals we 
need to ensure that these do not deter us. We need to make sure that we 
take the right precautions to ensure that we can surpass these motivation 
blips and reach the target. 
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Here are 10 roadblocks that we need to navigate successfully in order 
to achieve our goals: 

1. No clear focus 
We need to have absolute clarity over our goals and destination. Only 

then can we ensure that we’re on the right track. This is the first and also 
the most important step in hitting our goal. When we have the wrong 
focus, no matter how hard we work we will not hit the target. Create 
clear goals. The more detailed, the better. 

2. No real purpose 
In order to achieve anything it has to have some significance for us. 

There has to be some meaning or purpose behind it. When I tried to run 
10km just to get fit, I gave up, the reason why wasn’t big enough for me.  

Yet one year later I was able to complete a marathon. Why? Because I 
had a strong purpose. I wanted to do it to help raise money for friends 
struggling with cancer. We need to understand why our goal is important 
to us as this will keep us going through the difficult times. 

 

 
  
3. Unrealistic goals 
Impossible goals are, by their very nature, not possible to achieve. We 

need to be realistic about our capabilities and set attainable goals. We 
can set bold goals, or stretch targets, but impossible goals will just kill 
our motivation. We need to be bold but realistic in what we aim for. 

 4. Lack of belief 
People are not afraid of hard work, they are afraid of failure. To 

increase our success we need to create plans that show us how we will 
succeed, or we need to find examples of others who have succeeded to 
give us the belief that we can do it too. When I ran my first marathon at 
the age of 52, knowing Farujah Singh a 100-year-old Indian had 
completed the London Marathon, gave me the belief I could do it too. 

We need to have clear plans or examples of others, like ourselves, who 
have achieved success. 

 5. No recognition 
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We repeat what gets recognized. We need to share our goals with our 
friends, family, or an accountability partner and keep them informed of 
our progress.  Their recognition of our efforts will keep us motivated. 

 6. Being overwhelmed 
When we are overwhelmed we become paralyzed and it’s usually 

because it feels like there is too much to do. But in reality, this is often 
because we just don’t know where to start.  We panic, not sure what to do 
next. We look at all the possibilities and then we just freeze. We need to 
just start, pick something, pick anything. Look to make some progress. 
We will soon figure out whether it’s the right thing or not much quicker 
than by being overwhelmed 

“The journey of a 1000 miles begins with a single step”.  – Lao Tzu 
7. Distractions 
Shiny object syndrome is a killer, especially when the going gets tough 

or if things become repetitive. Small distractions easily divert our focus 
and then any progress we were hoping to make gets lost. The best 
approach is to schedule our work for when we are most focused. 

For me this is early mornings between 6-9 am. The better we know 
ourselves, our habits, and our preferences the easier it becomes to 
schedule the important work and avoid those times when we are easily 
distracted.  It also pays to create a quiet space with as few distractions as 
possible. 

 8. Setbacks and failures 
Failures and setbacks are inevitable and we need to make sure that 

they don’t derail our attitude or confidence, in our pursuit of our goals. 
They are a natural part of the process and we should not only expect 
them but plan for them. So that when they happen we can actually see 
this as progress. A natural progression of our efforts. 

“The phoenix must burn to emerge.” – Janet Fitch 
9. Burnout 
When we set bold goals for ourselves we need to set realistic 

timescales and pace ourselves. Rome wasn’t built in a day, and neither 
were bold goals achieved. Bold goals take time and we need to make sure 
that we give ourselves every chance to be successful. We need to not only 
start strongly but look to have the energy to finish strongly too. 

 10. Lack of progress 
When we fail to make progress more often than not, it is that we lack 

visibility into our real progress and this can cause us to give up when the 
finishing line is just around the corner. We need to have a clear plan of 
expected progress and track our actual progress against it so that we can 
see our performance and be motivated by our progress. 

If we can avoid these ten potential pitfalls we will give ourselves a 
much better chance of succeeding. 
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GROWTH 
Basic financial 

survival strategies 

for SMEs 
 
by Clive Mphambela 
 

RESEARCH shows that almost 
80% of all small businesses 
collapse within the first one and a 
half years of operation. While this 
“death rate” has become an 
accepted statistic by economists, 
the sad part is that most SMEs 
don’t “die of natural causes’’, but 
inadvertently commit “financial 
suicide”.  

We are calling it “suicide” in 
this article because most small 
businesses owners actually kill 
their own businesses without 
knowing it or intending to do so.  

It is quite common for entrepreneurs and small business owners who 
are new to business to quickly develop some bad financial habits and 
make harmful decisions that diminish the chances of success for their 
businesses, even in cases where the underlying business model is quite 
sound. 

As responsible bankers who want to see the small business sector 
grow, it is our duty to advise the average SME owner on how to avoid the 
simple financial mistakes that will make a big difference between the 
long-term success and a quick and unpleasant sudden death of your 
business. 
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Not Keeping Basic Financial Records  
One of the many reasons why most small businesses sometimes 

collapse is because the owners fail to keep basic business records. 
Business records help the owner in assessing the health of the 

business, especially whether the business is making a profit or not.  
Financial records are like the daily temperature readings of your 

business.  
They provide important and invaluable information that acts as an 

early warning system that alerts you before something goes drastically 
wrong.  

Most of the time, a business will not collapse without showing signs 
and symptoms first.  

How else would you know as a manager of your business, that your 
costs are high and rising out of control if you do not keep regular records 
of monies you have spent? How do you tell that your goods are being 
stolen by your employees if you are not regularly taking stock?  

How do you track increasing and falling demand trends if you are not 
keeping robust sales records? 

True enough, basic recordkeeping may require additional diligence 
and effort on the part of the owner or manager of a business, but 
certainly it usually will not cost a lot of money to keep basic business 
records.  

Basic records also do not require specialised accounting skills, but 
business common sense, the basic ability to read and write and the 
unwavering commitment and discipline of the business owner. 
Why is recordkeeping important for banking relationships? 

Records also are essential for your bankers and one of the most 
important business records is easily provided by the bank statements of 
a business. It is therefore crucial for every business, no matter how 
small, to have some form of relationship with an appropriate bank.  

It is advisable for anyone in business to always open and maintain a 
bank account. 

Because it requires commitment and diligence, recordkeeping also 
tells a story about both the business owner and their business. Keeping 
records diligently demonstrates a level of seriousness and accountability 
by the business minder.  

How can you be accountable when there are no records to prove it? 
How can any business succeed, if it lacks the discipline to keep basic 
records? How can you know if you are making profits (or losses) if you 
do not write down or record your incomes and expenses?  

Good records will help your bankers or other investors or creditors to 
assess your business for appropriate credit facilities.  

What are the dangers of confusing revenue and cashflows with profits?  
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Every business owner must understand the difference between these 
three important terms.  

Revenue (also known as sales or turnover) is the money that flows into 
your business from selling your products or providing your services to 
customers.  

Profit, however, is the difference between money that flows into your 
business as sales revenue and money that flows out of your business as 
expenses. 
Also not all money that comes into the business is revenue, some money 
simply represents cash flows into the business.  

For example, the proceeds from a loan from a bank or an investment 
from a friend are not profits but an element of cash flow. As a business 
owner therefore, you should always be careful to separate these funds. 

A business may have a huge amount of sales, but may be generating 
losses. Even though your shop may be overflowing with customers and 
the tills are full at the end of the day, the business may actually be 
bleeding and losing money.  

So the trick is clearly understanding your costs in relation to your 
revenues.  

Your costs should be less than your revenues for the business to be 
successful.  

Cash flows are, however, important because cash helps one’s business 
to meet obligations in the short term when the business is still growing 
and may not be profitable.  

SME owners sometimes make long-term decisions based on short-
term successes. If you have a sales boom in one month, it does not mean 
things will remain rosy. Get to understand the business cycle and don’t 
commit to big expenditures because the cash flow has been good for one 
season. This failure to distinguish cash flows and revenues from profits 
often leads to another deadly sin.  

Always find ways to save money, not waste it. 
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What are the dangers of not paying oneself a regular salary? 
One fundamental principle of business is that the business and the 

owner should be separate entities. While the owner controls and runs the 
business, it is often wise to think of the business as a separate entity from 
the owner(s).  

The money that is in the business belongs to the business, of course, 
until a dividend is paid from the profits. Unfortunately, most small 
business owners do not like this distinction and treat themselves and 
their businesses as one and the same.  

This makes many good entrepreneurs treat their businesses like an 
ATM that will produce money for their private use and entertainment at 
any time. 

Danger lurks in running the business this way.  
It makes it difficult to ascertain the true costs of the business and 

therefore the true profits being made. The way around this problem is for 
the business owner to be paid a salary, if they are involved in the day-to-
day running of the business.  

The salary must be commensurate with the size of the business, and 
the size of the work being put in by the owner-manager. Of course, if you 
own the business but have hired a manager to run it for you on a daily 
basis, do not pay yourself a salary, but rather wait for the dividend. 

Do not therefore make the fatal mistake of confusing yourself and 
running the business account as a private account.  

The business should not pay directly for your home telephone bills or 
the children’s school fees. Make sure the salary you draw each month as 
the owner of the business is spent within your means and do not burden 
the business with expenses that do not add value to the business and 
may therefore cause its demise. 

 
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.  
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4 Signs that your 

Small Business has 

Finally Arrived
By Steven Cohen  
 
Here are a few ways that you’ll know that your company has grown 

from a shaky fledgling into a successfu

There is no shortage of articles, seminars, and textbooks that claim to 
tell you how to run a successful small business, but few of them define 
exactly what it means to succeed. Yet it’s important as a small business 
owner to know what you’re striving for every day so that you can stay 
focused on your goals. 

What are you hoping to achieve with the long hours, the risks, and the 
sacrifices that come alongside running your own business?

For each SME owner, the answer will be diff
simply want to provide a good living for their families, others want to 
inspire their customers, and many hope to change the world with a new 
way of doing things. 

That said, most successful businesses have a few things in common.
1. Your cash flow is healthy and you’re starting to see 

consistent profits 
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4 Signs that your 

Small Business has 

Finally Arrived 

Here are a few ways that you’ll know that your company has grown 
from a shaky fledgling into a successful and sustainable business.

 
There is no shortage of articles, seminars, and textbooks that claim to 

tell you how to run a successful small business, but few of them define 
exactly what it means to succeed. Yet it’s important as a small business 

know what you’re striving for every day so that you can stay 
 

What are you hoping to achieve with the long hours, the risks, and the 
sacrifices that come alongside running your own business?

For each SME owner, the answer will be different, given that some 
simply want to provide a good living for their families, others want to 
inspire their customers, and many hope to change the world with a new 

That said, most successful businesses have a few things in common.
Your cash flow is healthy and you’re starting to see 
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Your cash flow is healthy and you’re starting to see 
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When you start a business, you can usually expect to lose money for at 
least a few months. Your start-up expenses, such as stock, equipment, 
marketing, business services, rent and overheads will initially be higher 
than your revenues. 

When you start to see a healthy stream of revenue into your business, 
so that you’re able to cover most of your expenses from cash flow each 
month, you’ll know that you’re on the right track. 

And after a consistent few months where you are making a profit 
rather than a loss, you’ll be sure that you have a sustainable cost base 
and that there is a demand in the market for your products or services. 

Each month and each year that you’re able to sustain and grow profits 
vastly increases the odds that your business will survive and thrive into 
the long term future. 

2. Your customers are saying good things about your 
company 

Listen to what your customers are really saying about your business – 
use an informal survey (tools such as Survey Monkey can help), social 
media monitoring, and face-to-face interaction to find out what they 
think about your service or product. 

If they’re satisfied with your offering, then you are resonating with 
your market and have a strong base for the growth of your business. 
Repeat business from the same customers speaks even louder than social 
media praise – if they keep coming back for more, you’re definitely doing 
something right. 

3. Your employees are happy and your staff turnover is low 
Another sign that your business has established itself is if you’ve 

managed to build a strong core team that has stayed with the company 
for a couple of years. 

If your people are happy, then your business is probably growing. And 
the longer they stick around, the better they will get at what they do. 

4. You’re happy that you’ve done the right thing with your 
life and your career 

Many business owners are motivated by money or the flexibility and 
independence that comes from being their own boss; others love the 
prestige of entrepreneur awards or the buzz that comes from making a 
difference in the community. These are all valid metrics for success. 

If you feel that you are doing the right thing with your life when you 
look at yourself in the mirror each morning, you’re doing well. 

There are moments of self-doubt and difficult periods in any 
entrepreneur’s life, but if you wouldn’t easily trade what you’re doing for 
anything else in the world, your business is on the road to success. 

 
Steven Cohen   From Entrepreneur Magazine 
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5 Infamous Risks 

Every Entrepreneur 

Must Face 
 
By Michael Jordan 

 
Five of the most common risks 

for entrepreneurs. It also suggests 
simple ways to reduce the financial 
consequences if they happen to 
occur. 

 
Entrepreneurs are no strangers 

to risk. They understand that to 
achieve rewards, one must take on 
risks. But the famous saying, the 
greater the risk, the greater the 
reward is not necessarily true. 

Big companies have achieved 
even greater rewards by managing 
their risks. 

The very first step in managing risks, is to be aware of them and this 
article seeks to identify 5 risks that every entrepreneur has to face. 

 
1. Liquidity Risk 
Liquidity risk is the danger of not 

having enough cash on hand to meet 
expenses and obligations as they fall 
due. 

Banks do offer overdraft facilities to 
those in need of cash, however this is 
expensive and not always available. 

Liquidity risk can be mitigated by 
budgeting and forecasting future cash 
flows and by ensuring that the timing of 
incomes precedes expenses. Failing to 
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mitigate this risk, could bring your business to a sudden halt. 
 
2. Counterparty Risk 
Counterparty risk is the danger that another person or company fails 

to deliver an essential good or service to you on time. This can prevent 
your business from carrying on its activities. 

A good way to minimise this risk is to do background checks and seek 
testimonials from your supplier’s other customers. 

Always ask yourself, what key areas of my business are dependent on 
other people, and are they reliable? 

3. Reputational Risk 
Other businesses and 

individuals are also worried 
about the counterparty risk you 
bring to their deals. They are 
doing background checks on 
you and so you need to be sure 
that you have a positive 
presence on social media. 

This is reputational risk and 
making sure every customer is 
satisfied can reduce it. 

A bad reputation can spread 
quickly over the Internet and 
who knows how many potential 
deals it can thwart. 

If you have time, go back to old customer issues and see if you can sort 
them out now. 

4. Operational Risk 
Mistakes happen in business and so it is important to communicate 

problems with clients so that a bad reputation isn’t developed. 
A better way than managing the outcome of a mistake is to prevent it 

in the first place. 
Operational risk is the danger that your business doesn’t have a safety 

net when it makes mistakes. 
It can be caused by rogue employees, poor IT systems, inefficient 

policies and bad processes in an organisation. 
It difficult to measure this risk and so the best way to mitigate it is 

with an outstanding management team. 
5. External Risks 
You could be the best entrepreneur in the world with the greatest idea, 

but it could all end tomorrow due to external risks. These risks are 
beyond your control. 
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Currency volatility, natural disasters, economic recessions, shortages 
of raw materials, the list goes on. 

The best way to deal with these risks is to use insurance and other 
financial instruments. It can get complicated, but it is worth paying 
attention to. 

At the end of the day, risk is something we have to live with. Risk can 
also provide opportunities and entrepreneurs know how to gain from 
them. And with proper risk management, businessmen can enjoy all the 
upsides of risk and less of the potential downsides. 
 

 
Michael Jordan 
Michael Jordan is currently pursing the Actuarial Fellowship in 

Finance and in his spare time likes to: Make mobile apps, create digital 
art and build up his educational YouTube channel, called MJ the 
Student Actuary . 
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5 Signs That You’ve 

Lost Momentum In 

Your Business 
By Kimanzi Constable 

 
Examine why your business has stalled, make the necessary changes and 
get back to what you love doing. 

 
 
I’m currently experiencing one of the most exciting times in my 

business. I’m writing this article on a flight from Medellin, Colombia, to 
my home on Maui, Hawaii. I’ve spent the last 43 days training at 
companies in Colombia and Panama. 

I was paid a generous fee, and all my travel arrangements were 
covered. As a former bread delivery driver from Milwaukee – someone 
who never touched a computer – this new life and business feels like a 
fairy tale. 
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Yet, while I’ve traveled the world and enjoyed of a wealth of new 
experiences, my primary business suffered. I write, speak, coach, 
consultant and sell digital information products. 

My business had been booming, but this trip hurt the momentum I’ve 
made over the last several years. If your business seems like it’s stopped 
growing, check for these five signs that you’ve lost momentum. 

1. Your balance is off 
My focus these last two months has been in my consulting work. This 

has meant writing less, coaching fewer clients and not interacting with 
my audience. 

The balance has been off. There are many different aspects of running 
a successful business. Having the right balance is crucial to making sure 
you stayed focused on what will help your business grow. 

There are many distractions that will feel important and necessary for 
your attention but aren’t. They will split your focus and slow your 
momentum because they won’t help your next steps. 

Successful entrepreneurs aren’t perfect, and they too struggle with 
balance, but they are aware. They consistently audit their time and their 
plan to make sure they maintain, or regain, balance. If your balance is 
off, it’s time to refocus. 

2. Your marketing is inconsistent 
I admit that my marketing efforts have been non-existent as the 

balance has been off in my business. No marketing has meant a dip 
acquiring new sales. Your business lives or fades based off of your 
marketing. 

The best marketing starts with adding value to your audience. 
You give free content that helps them. When they are ready to buy, you 

will be their first choice because of the value you provided. 
You should be adding this value regularly and then offering 

promotions. Selling is hard for many entrepreneurs, but this is a 
business. 

There must be 
promotions to 
grow. If you 
are not 

marketing 
consistently, 

it’s a sign that 
you will lose 

the 
momentum in 
your business. 
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3. You’re not prospecting for new business 

 
New business is the fuel for growth. You need to get new customers 

regularly and you do that by converting leads. When you stop actively 
prospecting for new business you lose the momentum needed to reach 
the benchmarks you’ve set in your business. 

There are many ways to prospect for new business, and each industry 
will have best practices, but the point is to be active. Go to conferences, 
build your email list, have a presence on social media and get on the 
phone from time to time. You don’t have to spend all of your time 
prospecting, but new business is the priority in your plans for growth. 

4. You’re losing some of your loyal customers 
Customers who believe in what we do will stay loyal. However, even 

your loyal customers will leave if they feel neglected. If you are losing 
some of your loyal customers, it’s a sign that the progress and 
momentum are fading. 

This should scare you into taking a step back and getting honest about 
what’s going on in your business. 
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5. You’re not growing as an entrepreneur 
Your personal growth is vital as an entrepreneur. Your goal should be 

to become the best version of yourself physically, mentally and 
emotionally. 

Personal development has a direct impact on the growth of your 
business. If you aren’t consuming inspiring content, exercising regularly 
and setting aside time for yourself, you will lose momentum in your 
business. 

I’ve been home now for a coupe of days. I’ve spent that time getting 
back the balance in my business. I’ve focused on getting back to a place 
of consistency that my customers have noticed. 

The opportunity to travel the world is amazing, but every part of my 
business plays a role in the overall plan. It took losing momentum to 
wake me up to that fact. 

If your business isn’t growing, examine these five signs. Make the 
necessary changes and get back to what you love doing. Don’t lose the 
momentum because life is too short to let a major distraction keep you 
from accomplishing your goals. 

This article was originally posted on Entrepreneur.com. 

 
Kimanzi Constable 
Kimanzi Constable is a former bread delivery guy who self-published 

two books that have sold more than 82,000 copies. He is a published 
author, international speaker, life and business coach. His mission is to 
help men and women live life by their own design and create true 
freedom in life. Join him at KimanziConstable.com. 
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MONEY AND TAX 

Bond Notes,Bond 

Coins, Bond James, 

Bond Whatever!! 

 
 
 
 
 

The paradox of poverty in the midst of plenty 
 
By Ken Yamamoto 
 
Is Mangudya a sincere man? He probably is. But you must not care 

about his sincerity, worry about that of the people who put him in that 
job. He is what Europeans would call a fencepost tortoise. Be diligent. 
With these “musketeers in power”, its heads they win, tails you lose. This 
time don’t be caught sleeping. 
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Lovemore (Zimbabweans have interesting names), a regular reader of 
my column emailed me. “Hi Ken, have you heard of ‘Bond notes’ in 
Zimbabwe”. He seemed apprehensive about them. He is scared and has 
lost confidence in the future. “You should not be scared”, I wrote back. 
“Because you should have seen it coming.” 

The dilemma of some Zimbabweans is to think that you can plant a 
lemon tree and then harvest strawberries and oranges. The English say 
you reap what you saw. In Japanese we say ‘jigou jitoku’ which means 
just desserts. Life presents choices and we must decide. After deciding, 
we must live with the consequences. Every action we take has 
consequences, and we must live with them. If we are lucky, we must take 
remedial action to correct the outcomes of those choices. 

Let’s look at an example: I run a transport business ferrying 
passengers from city A to city B. I hire Tanaka San as my driver on a one-
year renewable contract. He drives this bus daily, but every month, the 
bus comes with something missing, a wing mirror, a headlamp, the ticket 
machine or steering wheel. On occasion he even has accidents which cost 
the business in repairs. Meanwhile, I see Takana San prospering. He has 
suddenly bought himself a taxi and runs a side business. I do not ask him 
why he is prospering while my bus is incurring expenses suffered under 
his watch as the driver. Every year I keep renewing his contract. Then in 
year five, he crushes the bus due to incompetence and negligence. The 
insurance company gives me a new bus. If I renew Tanaka San’s contract 
and give the new bus to him, my friends should wonder if I am smoking 
something unlawful. They would advise me to fire him. Why? Because I 
must not expect different results from the last five years. This is the 
situation Zimbabweans find themselves in continuing with the same 
mafia government and expecting different results. This is why I said to 
Lovemore, you should have seen it coming, because Zimbabwe has been 
down this road before. Let’s jump to the bond notes circus. 

A hare-brained idea 
The DC-based 

Atlantic magazine on 
May 6 had a story 
headlined 
“Zimbabwe’s Own 
U.S. Dollar Bills”. 
That headline paints 
the ridiculousness of 
the idea. But 
anything goes in 
Zimbabwe. 
Mangudya, who runs 
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the Reserve Bank of Zimbabwe (RBZ) has announced the introduction of 
bond notes, which he claims are backed by a $200 million loan from 
Afreximbank. Why Afreximbank would take a $200 million loan risk on 
Zimbabwe, in addition to another facility they provided to improve 
banking transactions last year is a question for another day. After 
realizing that his hare-brained innovation is causing panic, Mangudya 
has tried to “clarify” his announcement, adding that they will be issued to 
exporters as an incentive. This, he wants his countrymen to believe, will 
not affect the average person, but will affect the exporter. 

The Zimbabwe Dollar is back 
In August 2015, I wrote an oped entitled “Why 2016 will be far worse”. 

I gave a gloomy prognostication of the Zimbabwean economy. Unknown 
to readers, I had used a computer simulation to project the Zimbabwean 
economy based on factors that are more or less constant. In my analysis, 
which I did not include in that article, I had determined that 
Zimbabwean managers would start implementing desperate measures at 
around this time, and they sure have. I also wrote of the same in January 
2016 – you can find the article here. 

So what exactly is this bond note? Make no mistake about it, through 
these notes Zimbabwe is bringing the Zimbabwe Dollar back using a 
different name. As English author Shakespeare wrote, “a rose by any 
other name would smell as sweet”. I would hazard to say a skunk by any 
other name would smell as bad. This is the trouble with the RBZ’s 
proposed bond notes. It’s the Zimbabwean dollar coming back cloaked 
under an Afreximbank facility which nobody has seen except the people 
that claim it exists. This is why the Atlantic magazine would say that 
Zimbabwe is printing its own US Dollar bills because it’s ridiculous to 
call them US dollars. It’s deceitful because currency is backed by real 
value, you can’t just make a claim that you are pegging your own notes to 
the USD that are not backed by known value. Currencies backed It’s been 
heard of that currency can be backed by gold and other precious metals, 
but not backed by another currency. Never think that this new measure 
is the same as the bond coins one. As noted by the Atlantic article, other 
countries that have also adopted the US dollar as their currency such as 
Panama, Ecuador and East Timor have issued their own coins that are 
valued the same as American dimes, quarters, or nickels – nothing new; 
but the risk of those coins is minimal. 

Currency bonded to some debt somewhere doesn’t exist in 
conventional economics – it has the potential to be some form of Ponzi 
scheme. Its fictitious, which is why its cloaked as an export incentive. 
You can’t take money deposited in genuine bank accounts and then 
exchange it for fictitious money. It’s for Zimbabwean lawyers to explore 
if the bond notes and the forced exchange of US dollars for a softening 
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South African Rand is lawful, but one would have to be an idiot to accept 
the Rand since it’s a soft currency and Mr. Zuma’s antics of lurching 
from one scandal to another will see it continue to see-saw. Therefore, a 
measure created at the whims and caprices of a political mafia, which 
has the effect of destroying the wealth of citizens is problematic from 
every perspective. 

In the past, the same RBZ destroyed people’s wealth and lifetime 
savings through its actions. I doubt that anybody trusts the central bank 
in Zimbabwe, including the political mafia itself. Interestingly, the same 
“musketeers” who ran the central bank under Gideon Gono are still 
running it, with a new face – Mangudya. The same people that destroyed 
value from 2004-2008 are still there – Charity Dhliwayo, Mirirai 
Chiremba, Normam Mataruka, Morris Mpofu among others. The same 
people who would steal foreign exchange from customer accounts cannot 
be trusted when they claim that a bond of equal value to the bond notes 
exists. For the avoidance of any doubt, a judgment by Zimbabwean 
courts was issued against Standard Chartered Bank (SCB) in the case of 
Standard Chartered Bank Zimbabwe Limited versus China Shougang 
International for money stolen by the RBZ – (see my article about this on 
http://bit.ly/1Ntg4zj ). So the grand question is: if the RBZ has been 
stolen money from private accounts, where did the money go, and can 
you trusts it with anything? Does the so called bond even exists? Who 
has seen it? Can they be trusted with printing money? Who will restrict 
them from printing more paper notes than are secured by the so-called 
bond? 

A confidence game as much as it is a store of value. 
Currency value is a confidence game. There is not much other science 

to it. Mangudya has complained that the US dollar is overvalued in 
Zimbabwe, and that it is being used more as a store of value rather than 
a medium of exchange. This is foolish logic (an intended oxymoron). The 
two are not mutually exclusive. While money must both be a store of 
value and a medium of exchange, it follows that money must store value 
first before it’s acceptable as a medium of exchange. Otherwise, it goes 
the way of the Zimbabwean dollar. 

In an oped published in the Sunday Mail of 8 August 2016, Mangudya, 
acknowledges a confidence deficit on the part of the organization he 
leads: 

“I sympathise with the people of Zimbabwe who have taken our policy 
pronouncements to address the US dollar cash shortages to anticipate 
that we are going to have a repeat of the economic tragedy of 2008. What 
we went through in 2008 was difficult… As such, whenever we attempt 
to do anything, people immediately bring back horrors of that period. 
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What I want to assure the nation is that things are not the same as 2008; 
we cannot have a repeat of that trauma. (underlined for my emphasis) 

Mangudya admits that Zimbabwean people experienced “horrors”, 
“trauma”, and “tragedy” in 2008. The engineers of the “horror” have not 
apologized for it, and the “horror” movie cast in government and at the 
RBZ (except Gono he replaced) remains the same. So why should they be 
trusted? 

Now that you know that they are bringing back the Zimbabwe dollar 
cloaked as a bond note, what will happen? According to Mangudya’s 
second explanation, the bond notes, or Zimbabwe dollar, or whatever 
name given to them, will be used as an incentive to exporters. Assume 
Bulawayo Garments exports $10 000 worth of safety shoes to Germany. 

Instead of receiving the full amount in in dollars, the RBZ will give it 
$6 000, and the remainder in South African Rand and bond notes. What 
you get as bond notes is real value which remains offshore sitting in 
someone else’s account. Just how this becomes an incentive to an 
exporter is so unclear that it’s mindboggling because the reason 
Zimbabweans are running away from other currencies in the first place is 
that they do not believe that those currencies are a good store of value 
and won’t make a fair medium of exchange. 

So what happens when Bulawayo Garments receives the bond notes? 
It may choose to pay its workers with these notes because it can’t use 
them to import rubber for shoe soles. If local suppliers are comfortable 
with receiving the bond notes, they may take them, but since Zimbabwe 
is not producing enough locally anyway, all exporters like Bulawayo 
Garments will be forced to sell their bond notes for US dollars when they 
need to import anything. This will create a parallel market in the bond 
notes as one would be a fool to use the banks whose official line will be 
the bond note is equivalent to the US dollar – itself a fictitious 
proposition no different from North Korea just waking up and declaring 
that its Won is now equivalent to the US Dollar. Once bond notes are 
being traded for real dollars, the store of value perception which 
Mangudya is running away from will be reinforced as people would 
rather keep their real dollars as a store of value, and dispense with the 
bond notes in transactional processes if there is anyone willing to accept 
them. When this cycle continues, then nobody will care about 
Afreximbank’s supposed $200 million “facility” hidden somewhere in a 
foreign land – and the bond notes will assume a value of their own based 
on the perceptions of those selling and buying them. So voila! – the 
Zimbabwe dollar is back in another name. Of cause, this will not start at 
the 2008 levels because the 2008 trauma, ghost, horror or whatever else 
Mangudya wants to call it was an evolution of decisions that were made 
as early as the year 2000 followed by the issue of travelers checks and 
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then the infamous bearer checks. So the bond note will evolve. Keep 
watching, and be diligent. 

Kaden rika is a Japanese saying which means that if you are found 
stepping in a melon field or under a plum tree, such conduct causes 
misunderstanding that you want to steal those fruits – as such always 
avoid conduct that can be easily taken in bad faith. There is a lack of 
good faith in the RBZ’s actions. 
 
So what brought Zimbabwe here? 

It’s is leadership problem. We have a saying “akusai wa hyaku-nen no 
fusaku” which literally means “a bad wife spells a hundred years of bad 
harvest.” There is a thinking deficit at the upper levels of the 
Zimbabwean government establishment. The rot actually starts at the 
level of the President. Zimbabweans made wrong choices electing a 92-
year-old as their Chief Executive. It was an unprecedented choice. I am 
not aware of any other country that has done it before. My maternal 
uncle, a very intelligent man, is 87. At that age, I would never trust him 
with running anything, not even an izakaya (Japanese pub). 
Zimbabweans made choices that will haunt them for a while. You may 
argue that you did not vote for Mugabe, but through action or non-
action, you are complicit in keeping him there to your own detriment. 

Every country earns foreign money from selling goods or materials it 
produces to other countries. The selling country gets paid in a currency it 
has confidence in. When a country exports and imports, at a certain 
point, it has a balance which can be negative if exports are less than 
imports, and positive if imports are less than exports. Economists’ fancy 
term for this is “balance of trade”. In Zimbabwe’s case, it is exporting less 
than its importing. There are various reasons for this. 

Let’s quickly dispense with International Banking 101. Banks in 
different countries have relationships with one another to facilitate 
international trade. Through bilateral agreements, a bank can open an 
account with a correspondent bank in another country, called a 
correspondent account so that the latter can receive domestic currency 
on its behalf. This is because it is logistically difficult to shuttle bank 
notes from one country to another. Through a correspondent account, a 
foreign bank can pay or be paid in domestic currency. This 
correspondent account is either a Vostro or Nostro account (Italian 
words: on account of the fact that the bookkeeping by banks was largely 
shaped in Italy by the Italian House of Medici in the 15th century). 
Simply put, Bank A can have an account with Bank B which it will call a 
nostro, whereas Bank B calls it a vostro. 

Because of the logistical challenge of moving domestic currencies to 
another country, banks work out an exchange rate based on real and 
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perceived value. In the Zimbabwean situation, if Bulawayo Garmernts 
which banks with Barclays, for example, sells safety shoes to Ford Motor 
Company in the USA which banks with JP Morgan Chase, JP Morgan 
will deduct the invoice amount and add it to the Barclays’ Nostro sitting 
in its books. With that money added to Barclays’ Nostro in New York, 
Barclays will credit Bulawayo Garments’ account in Bulawayo with the 
same amount in local currency. If Bulawayo Garments wants to pay a 
Germany supplier for rubber, Barclays will pay from its Nostro at JP 
Morgan. In simple terms, this how this works. 

It is clear from the above that nostros are replenished through foreign 
trade. Zimbabwe through the actions of its own leaders consigned the 
Zimbabwe dollar to the graveyard in 2008. It now has to endure the 
logistical hassle of not just handling nostros as explained above, but also 
physically withdraw cash from the nostros and ship it to Zimbabwe. 

Nostro accounts can be replenished when (i) a country exports more 
than it imports (ii) its citizens abroad send money home and (iii) foreign 
investors invest in local companies. Points (i) and (iii) are not working as 
they should because of the Zimbabwean government’s actions and 
policies; and point (ii) is working largely because of the consequences of 
an incompetent government. 

Let’s explore this further. As CEO of Zimbabwe, Robert Mugabe 
disclosed that roughly $15 billion worth of diamonds were stolen under 
his watch. It could be more. No one has been arrested. The money has 
not been found. This means that the diamonds looted were not 
accounted for using the Nostro/Vostro process explained above – 
meaning that the diamonds did not replenish the nostro accounts from 
which banks are supposed to import the US dollar cash that Zimbabwe 
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needs. When that happens, you run out of cash, and productive time is 
lost through idling in cash queues the whole day. As a matter of fact, the 
stolen $15 billion diamonds if recovered can immediately reverse 
Zimbabwe’s negative balance of trade and wipe out the cash problem. 

Yet there are many other scenarios. Zimbabwe issued $600 million 
worth of tenders to dodgy companies with dodgy track records in 
developing power plants fronted by convicted criminals. A dodgy 
company is awarded a tender to build a power plant at a tender value of 
$171 million. Suddenly all the crooks, including the employees of the 
power company get interested, and they manipulate the system and 
announce that they will sign a deal but the price has increased from $171 
million to $202 million, and suddenly the price has gone up by $31 
million. The inflated tender is awarded to a company funded by a foreign 
bank, which means that an extra $31 million in nostros will be used to 
pay the dodgy company. 

 In a similar case, SynoHydro bids to build Kariba South Power Plant 
and wins the tender valued at $355 million after the scrapping of duty on 
equipment imports. This is when the energy ministry is under a minister 
from the opposition. As soon as the people of Zimbabwe make the 
mistake of trusting Mugabe with the sole charge of the economy after the 
2013 elections, the crooks, without shame, inflate the tender value by 
nearly 60% to $533 million, this time under a new minister going by the 
name Mavhaire, overinflating the originally agreed costs by $178 million 
which eventually has to be paid from the ever-depleting nostros. You can 
go on and on and include the $144 million tender for the Harare water 
project. These are just tips of the iceberg. The aggregate levels of the 
chicanery run into several billions. That will show you the extent to 
which a mafia leadership has ruined the balance of trade.  

The Zimbabwean government is more notorious for importing luxury 
cars worth millions of dollars than investing the same millions as export 
incentives to companies. Add to that the effects of lack of investment in 
local production and you will see a scenario that is more grave that you 
thought. 

Let’s look at the foreign direct investment dimension. After the 
stability provided by the unity government, investors panicked and 
stopped moving money into Zimbabwe, a clear note of no confidence in 
Mugabe and his government. As if fate may have it, the ruling party 
wasted no time in proving them right, and jumped straight into factional 
infighting inspired by wanton looting of state resources. But more 
poignant are the activities of the underwear faction led by Mugabe’s wife. 
One of this faction’s number is none other than one Patrick Zhuwao who 
over the last few months invested all his energy in literally chasing away 
foreign investors from Zimbabwe. No foreign direct investment, no 
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inflows into nostros, hence cash shortages. 
 
How can the cash shortages be solved? 

It is not rocket science to solve Zimbabwe’s problems. It requires a 
honest, selfless and sincere leaders to build a culture of honesty and 
inspire everyone to work for the country. To solve this challenge, 
understand the issues highlighted above and focus on growing (i) exports 
more than imports (ii) remittances from citizens abroad and (iii) foreign 
direct investment. Anything short of this, will not work and will never be 
solved by introducing bond notes. 
 
So what will happen 

Now that we have called the bond notes for the Zimbabwe dollar that 
they are, what will happen? 

In a short two years, Mugabe and his mafia has reversed every growth 
trajectory Zimbabwe was on before 2013. But they need power, and they 
will do anything no matter how destructive for its sake. With so many 
stakeholders including state-entity employees and government 
employees owed money, as Zimbabwe moves towards the next elections, 
expect lots of desperate measures anchored on electioneering, no matter 
how destructive they are. This is the context in which these bond notes 

have come 
about. 

Is Mangudya 
a sincere man? 
He probably is. 
But you must 
not care about 
his sincerity, 
worry about that 
of the people 
who put him in 
that job. He is 
what Europeans 

would call a fencepost tortoise. If you don’t know what that is, here is a 
tale of an old farmer advising a doctor: 

“When you’re driving down a country road and you come across a 
fence post with a tortoise balanced on top, that’s a fence post tortoise. 
You know he didn’t get up there by himself, he doesn’t belong up there, 
he doesn’t know what to do while he’s up there, he’s elevated beyond his 
ability to function, and you just wonder what kind of dumb arse put him 
up there to begin with.” 
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This is why Mangudya himself cannot completely explain what and 
how these bond notes will work even after making such a significant 
announcement. 

And one more thing – Mugabe’s debts. Mugabe’s dairy company is up 
to the nostrils in debt. It’s a troubled business and a headache for the 92-
year-old and a wife who has to check her hands before figuring out the 
left from the right. This company was built from stolen funds, including 
Gono’s activities on the parallel market. The US dollar environment is 
proving to be a serious challenge for him and other crooked elements.  

There is a strong incentive to bring the Zimbabwe dollar under cover. 
Once the bond notes are in vogue, what will Mangudya say if an army 
general says we want some of those to pay soldiers? Remember pre-

2008 started with traveler’s checks, then bearers 
checks followed by strings of zeroes. Be diligent. With 
these “musketeers” in power, its heads they win, tails 
you lose. This time don’t be caught sleeping. 

 
Ken Yamamoto is a research fellow on Africa at  an Institute 

in Tokyo. He researches and travels frequently between 
Uganda, Kenya, Rwanda and Zimbabwe. Email your views to 
yamamotokensan@gmail.com 
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13 bad money 

habits you should 

break in 2016 to 

build more wealth 

 

• Kathleen Elkins 

The good news is that starting to accumulate wealth is almost entirely 
under your control — all it takes is patience, the right mentality, and 
smart habits. 

If you want to master your money and build wealth, start by ditching 
these 13 costly habits as you head into 2016: 

 
1. Using out-of-network ATMs. 
Whether it be out of laziness or ignorance, many people continue to 

pay ATM fees — and the seemingly insignificant charges can add up over 
time. In fact, consumers these days are paying an average of $4.35 each 
time they use an out-of-network ATM. 

A good rule of 
thumb for 2016: If 
it's not your bank's 
logo, don't use it. 

If you live in a 
major city and use 
one of the 
traditional, bigger 
banks, there should 
be various ATM 
options nearby, 
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which you can find ahead of time online. If your bank doesn't have 
convenient ATM options — or if you live in a smaller town with fewer 
ATMs — you may want to consider opening a checking account with a 
more accessible or online bank. 

2. Buying coffee ... and lunch ... and snacks every day. 
There's no getting around it — money is irresistibly easy to spend, 

especially on the small stuff. 
It's hard to walk far in any city or town and not pass an enticing coffee 

shop, juice bar, or fast-food joint. A small mental lapse could easily leave 
you $5 short every day, and giving into two cravings could mean $10 out 
the window within minutes. That's money that could be directed toward 
your savings goals or be growing substantially in a retirement account. 

There's nothing wrong with buying the occasional lunch or coffee to 
go, but if you're aiming to achieve major financial goals in 2016, this is 
one of the simplest ways to cut back without making dramatic sacrifices. 

There's no getting around it — money is irresistibly easy to spend, 
especially on the 
small stuff. 

It's hard to walk 
far in any city or 
town and not pass 
an enticing coffee 
shop, juice bar, or 
fast-food joint. A 
small mental lapse 
could easily leave 
you $5 short every 
day, and giving into 
two cravings could 
mean $10 out the 
window within 

minutes. That's money that could be directed toward your savings goals 
or be growing substantially in a retirement account. 

There's nothing wrong with buying the occasional lunch or coffee to 
go, but if you're aiming to achieve major financial goals in 2016, this is 
one of the simplest ways to cut back without making dramatic sacrifices. 

3. Not tracking your spending. 
Everyday purchases and unexpected expenses have a way of adding 

up, and trying to keep track of them in your head simply won't cut it. 
Particularly if you're prone to overspending or making impulse 

purchases, it's time to start actively recording and analyzing your 
spending habits. You'll most likely find something that either you didn't 
know you were spending your money on, or you felt was unnecessary. 
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If you don't want to 
keep a spreadsheet on 
your computer or write 
your purchases in a 
notebook, consider an 
app that will 
automatically track 
your expenses for you 
like Mint, You Need a 
Budget, or LearnVest. 

Once you've 
pinpointed an 
unnecessary daily 
expense, don't stop 

there. Do something with that extra cash — contribute it to a retirement 
account or other savings account so it can accumulate and grow into 
thousands of dollars over time. 

 
4. Putting off insurance. 
Lose the invincibility complex and plan for the worst, as an 

unanticipated emergency could turn your life upside down 
instantaneously. Do you have renters insurance? Disability insurance? 
Homeowners insurance? Funeral insurance? 

Start by looking at the types of insurance you should buy at every age. 
Next, put in time to research insurance plans, or talk to a trusted adviser. 

 
5. Not prioritizing high-interest debt. 
All debt is not equal. While you'll always want to pay the minimum on 

your various debts, an effective strategy is "racking and stacking": Simply 
rank your debt in order of highest to lowest interest rates and then 
prioritize paying off the debt with the highest interest rate first. Once it's 
paid off, move down your list and tackle the next debt with the highest 
interest rate. 

Note that the alternative strategy is what financial expert Dave 
Ramsey named "the Debt Snowball": paying the smallest debt first, 
regardless of interest, then rolling that money into paying off the next-
biggest debt and so on, so you completely pay debts as you go. The 
advantage here is more emotional than monetary — it feels good to cross 
a debt off the list, and for many people, that emotional boost keeps them 
going. 

If the snowball works for you, go for it, but do keep in mind that 
paying high-interest debt first is cheaper in the long run. 
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6. Treating unexpected or irregular expenses as one-time 

costs. 
Unexpected expenses — the wedding gift you forgot to buy, the 

unlucky parking ticket, or the emergency flight home you had to book — 
have a way of surfacing when you least expect them and can easily send 
you over budget. 

While it can be tempting to brush these expenses off as too infrequent 
to account for, it only takes one overdraft fee on your checking account 
to realize why it's so important to be prepared. 

Start preparing for both known, irregular expenses (vehicle-
registration fees, Christmas gifts, or vacations) and unknown, surprise 
expenses (wedding or baby-shower gifts, late fees, and unpredictable 
medical expenses) by working them into your savings plan. 

7. Making late payments. 
There's more to late bill payments than late fees — repeatedly missing 

payments can also lower your credit score, which will affect your ability 
to borrow money in the future when bigger purchases — a home or car — 
come along. 

Never miss a bill again by setting up automatic payments online for 
fixed costs such as cable, internet, Netflix, and insurance. For payments 
that can't be made online or that vary, such as rent and credit-card bills, 
set up calendar reminders and get in the habit of paying them around the 
same time each month so that it becomes an ingrained routine. 

8. Buying cheap to "save" in the moment. 
 
It's tempting to try to "save 

money" by buying inexpensive, 
low-quality things, but oftentimes 
those cheap products will cost you 
in the long run. Dedicate 2016 to 
shopping for value, which may 
mean cutting back on your trips to 
the dollar store or the cheapest 
place on the block. 

 
 

9. Spending everything you earn. 
Paychecks and bonuses — especially your first ones — are incredibly 

liberating. What's more, retirement seems too far off to start 
considering, making it even easier to overspend in the moment and put 
your future savings on hold. 
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Stick to the age-old advice of paying yourself first: Set aside at least 10% 
for your future as you would any other cost, make sure your present is 
secure, and then spend whatever is left over. 

 
10. Operating without a savings goal. 
That 10% (or more) you're setting aside feels a lot more pressing if 

you're saving for "a three-bedroom center-hall Colonial" instead of "the 
future." Setting savings goals for major expenses that you hope will be 
in your future, like a home, car, graduate school, or vacation, is an 

important part of staying 
motivated to save. 

Determine what big purchases 
are in your future, and calculate 
how much you need to save for 
them and for how long. You don't 
have to set aside a massive chunk 
of money each week. Start small 

— a little bit of savings each day or week can go a long way over time. For 
instance, taking a $1,000 vacation to Palm Springs a year from today 
means you need to set aside a little under $3 a day until then. Tweak 
your budget to accommodate that $90-ish a month by spending a little 
less, and you'll be well on your way to the desert.  

11. Not Saving Money with a Goal 
I have never been a saver, but now I am. I started by creating a goal of 

having $2,000 in an emergency fund, which is something I suggest 
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everyone has in case of…well, emergencies. This is an account I hope I 
never have to touch, but I will use it if something happens with my car, 
or a hospital bill, or something completely unexpected. 

Saving in and of itself is not a bad habit at all, it is doing it with no goal 
in mind. If you are goal is just to have a lot of money, you really are not 
saving for anything, and in that case, just invest it for retirement (which 
is a goal). 

12. Not Investing 
I am still not an investor, but in 2016, I have made it my New Year’s 

resolution to start investing using Betterment. I am simply going to 
invest for retirement. I will try to take 10% of all my earnings and invest 
it. 

Investing is critical if you want to build wealth — its how the rich get 
richer. 

If you have a fear of investing because you are afraid you might lose it 
all that is irrational. As long as you invest wisely and diversify, you will 
have nothing to worry about. Instead, you can sit back and watch your 
money grow without you having to do a thing! 

13. Not Diversifying 
I have made this mistake too. I invested everything I had into one 

stock, and lost a shitload of money in the process. I put all my eggs into 
one basket, and suffered for it. This is why you should bet everything on 
black. 

If you decide to use Betterment, diversification is built into the 
software. Your money is spread across multiple investments, including 
stocks and bonds. 

 
From Business Insider magazine. 
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12 Excel Formulas, 

Features & 

Keyboard Shortcuts 

Everyone Should 

Know  
Written by Carly Stec   

 
 
Ever find yourself elbows deep in an Excel worksheet with seemingly 

no end in sight? You are manually replicating columns and scribbling 
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down long-form math on a scrap of paper, all while thinking to yourself, 
"There has to be a better way to do this."

Truth be told, there probably is ... you just 
Excel can be tricky that way. On one h
tool for reporting and analyzing marketing data. On the other hand, 
without the proper training, 
you.  

To help you use Excel more effectively (and save a ton of time), 
have compiled a list of essential functions, keyboard shortcuts, and other 
small tricks you should know.

 
1) Quickly select rows, columns, or the
 
Crunched for time? (Who isn't?)

entire spreadsheet in just o
tab in the top-left corner of your sheet to highlight everything all at 
once.  

 
Just want to select everything in a particular column of row? 

equally as easy. Just use these shortcuts:
Select Column = Control
Select Row =Control + Shift + Right / Left
 
This shortcut is super helpful when 

sets, but only need to select a specific
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form math on a scrap of paper, all while thinking to yourself, 
to be a better way to do this." 

there probably is ... you just do not
can be tricky that way. On one hand, it is an exceptionally powerful 

tool for reporting and analyzing marketing data. On the other hand, 
without the proper training, it is easy to feel like it is working against 

To help you use Excel more effectively (and save a ton of time), 
compiled a list of essential functions, keyboard shortcuts, and other 

you should know. 

1) Quickly select rows, columns, or the whole spreadsheet.

Crunched for time? (Who isn't?) No problem. You can select your 
entire spreadsheet in just one click. All you have to do is simply click the 

left corner of your sheet to highlight everything all at 

Just want to select everything in a particular column of row? 
equally as easy. Just use these shortcuts: 

Control + Shift + Down/Up  
Control + Shift + Right / Left 

This shortcut is super helpful when you are working with larger
sets, but only need to select a specific piece of it. 
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form math on a scrap of paper, all while thinking to yourself, 

do not know it yet. 
an exceptionally powerful 

tool for reporting and analyzing marketing data. On the other hand, 
working against 

To help you use Excel more effectively (and save a ton of time), we 
compiled a list of essential functions, keyboard shortcuts, and other 

whole spreadsheet. 

No problem. You can select your 
ne click. All you have to do is simply click the 

left corner of your sheet to highlight everything all at 

 

Just want to select everything in a particular column of row? That is 

working with larger data 
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2) Automatically fill columns or rows with data.
Tired of manually entering data that follows a pattern across a bunch 

of cells? Excel's Auto Fill feature is designed to minimize the work 
required on your end by making it easy to repeat values 
input.  

To do so, click and hold the lower right co
it down or across into adjacent cells. When you release,
the adjacent cells with the data from

3) Quickly open, close, or create a workbook.
Need to open, close, or create a work
The following keyboard shortcuts will enable you to complete

the above actions in less than a minute's time.

• Open = Control + O
• Close = Control 
• Create New = Control + N
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2) Automatically fill columns or rows with data. 
f manually entering data that follows a pattern across a bunch 

of cells? Excel's Auto Fill feature is designed to minimize the work 
required on your end by making it easy to repeat values you have

To do so, click and hold the lower right corner of a cell, and then drag 
it down or across into adjacent cells. When you release, Excel will fill in 
the adjacent cells with the data from the cell you first selected.

) Quickly open, close, or create a workbook. 
Need to open, close, or create a workbook on the fly?  
The following keyboard shortcuts will enable you to complete

the above actions in less than a minute's time. 

Control + O 
 + F4 

Control + N 

4) Customize the color of 
your tabs. 

Have a ton of different sheets 
going in one workbook? Make it 
easier to identify where you need to 
go by color-coding the tabs. For 
example, you might label last 
month's marketing reports with red, 
and this month's with orange.

To do so, simply right click a tab 
and select "Tab Color." 
will appear that allows you to choose 
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f manually entering data that follows a pattern across a bunch 

of cells? Excel's Auto Fill feature is designed to minimize the work 
you have already 

rner of a cell, and then drag 
Excel will fill in 

the cell you first selected. 

The following keyboard shortcuts will enable you to complete any of 

 

4) Customize the color of 

ferent sheets 
going in one workbook? Make it 

where you need to 
coding the tabs. For 

example, you might label last 
month's marketing reports with red, 
and this month's with orange. 

To do so, simply right click a tab 
"Tab Color." A popup 

will appear that allows you to choose 
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a color from an existing theme, or customize one to meet your needs.
5) Format numbers into currency.
Have raw data that you want to turn into currency? Whether it be 

salary numbers, marketing b
solution is simple. 

Just highlight the cells you wish to reformat and select 
Shift + $. 

 

The numbers will automatically translate into dollar amounts 
complete with dollar signs, commas, and decimal po
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a color from an existing theme, or customize one to meet your needs.
5) Format numbers into currency.  
Have raw data that you want to turn into currency? Whether it be 

salary numbers, marketing budget, or ticket sales for an event, the 

Just highlight the cells you wish to reformat and select Control + 

The numbers will automatically translate into dollar amounts 
complete with dollar signs, commas, and decimal points.  
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a color from an existing theme, or customize one to meet your needs.  

Have raw data that you want to turn into currency? Whether it be 
udget, or ticket sales for an event, the 

Control + 

 
The numbers will automatically translate into dollar amounts -- 
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6) Add a comment to a cell.
Want to make a note or add a comment to a specific cell within a 

worksheet? Simply right
click Insert Comment
outside the comment box to save it.

Cells that contain comments display a small, red triangle in the corner. 
To view the comment, hover over it.

 
7) Insert current date and time into a cell.
Whether you are logging social media posts

are checking off your to
stamp to your worksheet. To do so, 
cell into which you want to insert the time, date, or time and date.

Then, depending on what you want to insert, do on
Insert current date = 
Insert current time = 
Insert current date and time = 

and then Control + Shift + ;
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6) Add a comment to a cell. 
Want to make a note or add a comment to a specific cell within a 

Simply right-click the cell you want to comment on and then 
Insert Comment. Type your comment in the text box and click 

ent box to save it.  
Cells that contain comments display a small, red triangle in the corner. 

To view the comment, hover over it.  

Insert current date and time into a cell.  
logging social media posts or monitoring

king off your to-do list, you may want to add a date and time 
stamp to your worksheet. To do so, you will want to start by selecting the 
cell into which you want to insert the time, date, or time and date.

Then, depending on what you want to insert, do one of the following:
Insert current date = Control + ; (semi-colon) 
Insert current time = Control + Shift + ; (semi-colon)
Insert current date and time = Control + ; (semi-colon)

Control + Shift + ; (semi-colon). 
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Want to make a note or add a comment to a specific cell within a 
click the cell you want to comment on and then 

. Type your comment in the text box and click 

Cells that contain comments display a small, red triangle in the corner. 

 

monitoring tasks, you 
do list, you may want to add a date and time 

want to start by selecting the 
cell into which you want to insert the time, date, or time and date.  

e of the following: 

colon) 
colon), SPACE, 
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8) Copy and duplicate fo
If you have ever spent some time formatting a sheet to your liking, you 

know that it is not necessarily the most enjoyable activity. In fact, 
pretty tedious.  

For that reason, it is likely that you 
the process next time ... and you 
Format Painter, you can easily copy the formatting from one area of a 
worksheet to another.  

To do so, simply select the thing 
select the Format Painter
dashboard, as show below:

The pointer will then display a paintbrush, prompting users to select 
the cell, text, or entire worksheet 
to.  

9) Extract specific characters from a cell.
Let us say you have code that you want to break down into a few 

different segments. Rather than manually retyping
into its respective column, users can leverage a series of string
to deconstruct the sequence as needed.

LEFT: 
Purpose: Used to extract the first X numbers or characters in a cell.
Syntax: =LEFT(text, number_of_characters)
Parameters:  
Text. The string that you wish to extract from.
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Copy and duplicate formatting. 
ever spent some time formatting a sheet to your liking, you 
not necessarily the most enjoyable activity. In fact, 

likely that you would not want to have to repeat 
ss next time ... and you do not have to. Thanks to Excel's 

can easily copy the formatting from one area of a 
 

To do so, simply select the thing you would like to replicate, 
Format Painter option (paintbrush icon) from the 

dashboard, as show below: 

The pointer will then display a paintbrush, prompting users to select 
the cell, text, or entire worksheet they would like to apply that formatting 

Extract specific characters from a cell. 
say you have code that you want to break down into a few 

different segments. Rather than manually retyping each piece of the code 
into its respective column, users can leverage a series of string
to deconstruct the sequence as needed. 

rpose: Used to extract the first X numbers or characters in a cell.
=LEFT(text, number_of_characters) 

The string that you wish to extract from. 
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ever spent some time formatting a sheet to your liking, you 
not necessarily the most enjoyable activity. In fact, it is 

want to have to repeat 
have to. Thanks to Excel's 

can easily copy the formatting from one area of a 

like to replicate, and then 
(paintbrush icon) from the 

 
The pointer will then display a paintbrush, prompting users to select 

like to apply that formatting 

say you have code that you want to break down into a few 
each piece of the code 

into its respective column, users can leverage a series of string functions 

rpose: Used to extract the first X numbers or characters in a cell. 
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Number_of_characters.
to extract starting from

For the sake of this example, we entered 
and copied it into B3:B6. This allowed us to extract the first 4 characters 
of the code. 

MID: 
Purpose: Used to extract characters or numbers in the middle based

on position. 
Syntax: =MID(text, start_position, number_of_characters)
Parameters:  
Text. The string that you wish to extract from.
Start_position. The position in the string that you want to 

begin extracting from. For example, the first position in the st
Number_of_characters.

to extract. 
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Number_of_characters. The number of characters that you wish 
to extract starting from the left-most character.  

For the sake of this example, we entered =LEFT(A2,4)
and copied it into B3:B6. This allowed us to extract the first 4 characters 

Used to extract characters or numbers in the middle based

=MID(text, start_position, number_of_characters)

The string that you wish to extract from. 
The position in the string that you want to 

extracting from. For example, the first position in the st
Number_of_characters. The number of characters that you wish 
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The number of characters that you wish 

 
=LEFT(A2,4) into cell B2, 

and copied it into B3:B6. This allowed us to extract the first 4 characters 

Used to extract characters or numbers in the middle based 

=MID(text, start_position, number_of_characters) 

The position in the string that you want to 
extracting from. For example, the first position in the string is 1. 

The number of characters that you wish 
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For the sake of this example, we entered
and copied it into B3:B6. This allowed us to extract the two numbers 
starting in the fifth position of

RIGHT: 
Purpose: Used to extract the last X numbers or characters in a cell.
Syntax: =RIGHT(text, number_of_characters)
Parameters:  
Text. The string that you wish to extract from.
Number_of_characters. 

want to extract starting from the right
 

 
For the sake of this example, we entered 

and copied it into B3:B6. This allowed us to extract the last two
of the code. 

 
10) Identify duplicate values.
In many instances, duplicate values 

dealing with SEO -- can be troublesome if gone uncorrected. However, in 
other cases, you simply need to be aware of them.

 
Whatever the situation may be, it's easy to surface any existing 

duplicate values within your worksheet in just a few quick steps.
so, click into the Conditional Formatting
Highlight Cell Rules > Duplicate Values...
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For the sake of this example, we entered =MID(A2,5,2)
and copied it into B3:B6. This allowed us to extract the two numbers 
starting in the fifth position of the code. 

Used to extract the last X numbers or characters in a cell.
=RIGHT(text, number_of_characters) 

The string that you wish to extract from. 
Number_of_characters. The number of characters that you 

extract starting from the right-most character. 

For the sake of this example, we entered =RIGHT(A2,2)
and copied it into B3:B6. This allowed us to extract the last two

10) Identify duplicate values. 
, duplicate values -- like duplicate content when 
can be troublesome if gone uncorrected. However, in 

other cases, you simply need to be aware of them. 

Whatever the situation may be, it's easy to surface any existing 
ithin your worksheet in just a few quick steps.

Conditional Formatting option, and select 
Highlight Cell Rules > Duplicate Values... 
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=MID(A2,5,2) into cell B2, 
and copied it into B3:B6. This allowed us to extract the two numbers 

Used to extract the last X numbers or characters in a cell.  

The number of characters that you 

 

=RIGHT(A2,2) into cell B2, 
and copied it into B3:B6. This allowed us to extract the last two numbers 

like duplicate content when 
can be troublesome if gone uncorrected. However, in 

Whatever the situation may be, it's easy to surface any existing 
ithin your worksheet in just a few quick steps. To do 

option, and select 
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Using the popup, create the desired formatting rule to specify which 
type of duplicate content y

For the sake of this example, we were looking to identify
salaries within the selected
yellow.  

11) Add up the sum of cells that meet a certain criteria.
Let's say you want to 

leads who are associated with specific area codes or calculate
group of employees' salaries that fall above the a particular amount. 
Sounds a little time-consuming, doesn't it?

With the SUMIF function, it doesn't have to be.
SUMIFS: 
Purpose: Used to add up cells that meet a certain criteria.
Syntax: =SUMIFS(sum_range, criteria_range1, criteria1, 

[criteria_range2, criteria2], ...)
Parameters:   
Sum_range.  The range of cells you're going to a
Criteria_range1. The range that is being tested using Criteria1.
Criteria1. The criteria that determine which cells in Criteria_range1 

will be added together. 
To see the function in action, check out this example
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Using the popup, create the desired formatting rule to specify which 
type of duplicate content you wish to bring forward. 

For the sake of this example, we were looking to identify
salaries within the selected range by formatting the duplicate cells in 

11) Add up the sum of cells that meet a certain criteria.
 determine the profit you generated from a list of 

are associated with specific area codes or calculate
group of employees' salaries that fall above the a particular amount. 

consuming, doesn't it? 
F function, it doesn't have to be. 

Purpose: Used to add up cells that meet a certain criteria.
=SUMIFS(sum_range, criteria_range1, criteria1, 

[criteria_range2, criteria2], ...) 

The range of cells you're going to add up.
The range that is being tested using Criteria1.

The criteria that determine which cells in Criteria_range1 
 

To see the function in action, check out this example: 
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Using the popup, create the desired formatting rule to specify which 

 
For the sake of this example, we were looking to identify any duplicate 

range by formatting the duplicate cells in 

11) Add up the sum of cells that meet a certain criteria. 
determine the profit you generated from a list of 

are associated with specific area codes or calculate the sum of 
group of employees' salaries that fall above the a particular amount. 

Purpose: Used to add up cells that meet a certain criteria.  
=SUMIFS(sum_range, criteria_range1, criteria1, 

dd up.   
The range that is being tested using Criteria1. 

The criteria that determine which cells in Criteria_range1 
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In an effort to calculate the s
$70,000, we used the SUMIF function to add up the dollar amounts that 
exceeded that number in the cells C3 through C12. To achieve this, we 
entered =SUMIF(C3:C12,">70,000")

 
12) Clean up irregular spacing.
Ever have one of your colleagues

funky spacing going on? Not only do these rogue spaces can make if 
difficult to search for data, but it also affects the results when you try to 
add up columns of numbers.

Rather than painstakingly removing and adding spaces as needed, you 
can clean up any unnecessary spacing using the TRIM function.

TRIM: 
Purpose: Used to remove extra spaces from data (except for single 

spaces between words).
Syntax: =TRIM("Text")
Parameters:   
Text. The text from which you want to remove spaces.
Here's an example of how we used the TRIM function to remove extra 

spaces after a name on our list:
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In an effort to calculate the sum of the salaries that were greater than 
$70,000, we used the SUMIF function to add up the dollar amounts that 

that number in the cells C3 through C12. To achieve this, we 
=SUMIF(C3:C12,">70,000") into the Formula Bar.

gular spacing.  
Ever have one of your colleagues send you a worksheet with some 

funky spacing going on? Not only do these rogue spaces can make if 
difficult to search for data, but it also affects the results when you try to 
add up columns of numbers. 

er than painstakingly removing and adding spaces as needed, you 
can clean up any unnecessary spacing using the TRIM function.

Purpose: Used to remove extra spaces from data (except for single 
spaces between words). 

=TRIM("Text") 

The text from which you want to remove spaces. 
Here's an example of how we used the TRIM function to remove extra 

spaces after a name on our list: 
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um of the salaries that were greater than 

$70,000, we used the SUMIF function to add up the dollar amounts that 
that number in the cells C3 through C12. To achieve this, we 

into the Formula Bar.  

send you a worksheet with some 
funky spacing going on? Not only do these rogue spaces can make if 
difficult to search for data, but it also affects the results when you try to 

er than painstakingly removing and adding spaces as needed, you 
can clean up any unnecessary spacing using the TRIM function.  

Purpose: Used to remove extra spaces from data (except for single 

Here's an example of how we used the TRIM function to remove extra 
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To do so, we entered 
Bar.  

What are your favorite Excel ti
know by email to chichonip@gmail.com
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To do so, we entered =TRIM("Steve Peterson") into the Formula 

What are your favorite Excel tips and tricks for saving time? Let us 
chichonip@gmail.com 
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MARKETING & 
SELLING

Ten things you must 

do to get more 

clients 
By Robert Middleton –

 

A typical interaction with one of my clients: 
foundation of my marketing is solid, I know my message, and I have a 
website and some written materials. Now what exactly do I do to get new 
clients?" 

And I reply, "Well, there's the marketing side and the se
Before we get started on developing plans and strategies, let me give you 
the 30,000-foot view of the whole process from beginning to end."

And this is more or less what I tell them:
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MARKETING & 
SELLING 

Ten things you must 

do to get more 

clients  
– Action Plan Marketing 

nteraction with one of my clients: 
foundation of my marketing is solid, I know my message, and I have a 
website and some written materials. Now what exactly do I do to get new 

"Well, there's the marketing side and the se
Before we get started on developing plans and strategies, let me give you 

foot view of the whole process from beginning to end."
And this is more or less what I tell them: 
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MARKETING & 

Ten things you must 

 
nteraction with one of my clients: "Robert, the 

foundation of my marketing is solid, I know my message, and I have a 
website and some written materials. Now what exactly do I do to get new 

"Well, there's the marketing side and the selling side. 
Before we get started on developing plans and strategies, let me give you 

foot view of the whole process from beginning to end." 
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1. Develop the ideal package of services to sell 
What exactly are you selling? Some people say executive coaching, 

management consulting or crisis therapy. But those are not "service 
packages" – they are labels and completely intangible.  

It's hard for your prospects to buy "executive coaching," but it's easier 
to buy a "One year Leadership Coaching Program for Executives." See 
how that's so much more tangible? It's a one-year program and it's for a 
particular group of business people: Executive Leaders. That's 
interesting, that's real. And as a result your prospects want to know 
more.  

So I want you to stop labeling yourself, and we'll start developing 
programs or services that have real value, that are tangible and that have 
clear outcomes and benefits. Then we'll focus on finding leads for that 
service. 

2. Generate qualified leads from your marketing efforts 
Once you've packaged your services, you'll want to generate leads to 

people who need that service or program. These leads can come from 
almost anywhere – from networking or public speaking, from emails to 
your contact list, from social media and from following up with referrals. 
You want to start with the most viable strategies. 

Remember, though, you don't have a lead unless that person is a good 
potential client for your service or program and he or she either has a 
problem you can solve or an aspiration you can fulfill. To qualify a 
prospect you need (at the least), to have a short conversation by phone or 
an email exchange.  

When you have a lead to a prospect, personal connection makes all the 
difference. When you get a card from networking, from a talk, or a 
response from your website, reach out immediately by phone or email.  

Find out if this person is looking for the solution to a problem or a way 
to fulfill an aspiration. Ask them, "Are you interested in dramatically 
increasing the leadership capability in your company?" or "Are you 
concerned about the productivity of your workers?" If the answer is yes, 
you have a real, live prospect.  

3. Get phone and face-to-face appointments with your prospects 
In these first phone calls or email exchanges, you should explore their 

needs and desires in a little more depth. If they are strong candidates to 
work with you, you should request a more in-depth meeting: "Based on 
what we've discussed I think I can help you," you might say. "What I 
usually do is set up a Marketing Strategy Session to learn more about 
your business and explain how my services work. How does that sound?" 

4. Ask the right questions during the sales conversation 
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I call these meetings "Strategy Sessions," but the name isn't important. 
Ultimately, they're sales conversations where you'll discover the 
prospect's situation, goals and challenges in-depth. 

You should think of this meeting as an interview where you ask a lot of 
questions to get to the truth. But you also want it to feel like a relaxed 
conversation where you show sincere interest in this prospect and their 
circumstances. If you can't empathize, they won't trust you enough to 
work with you.   

5. Present your services and solutions during that meeting 
Once you've asked all your questions, it's time to explain to the 

prospect what you do and how your services can help them. Exactly how 
much you explain depends a lot on whom the prospect is – a large 
business or one-person entrepreneur, etc. 

You want to be organized in presenting this information. First, let 
them know the ultimate outcome you are going for in your work 
together. Next, explain the many things you'll focus on to produce those 
results. And finally, discuss the structure of how your services or 
programs are delivered.  

Then take questions. If you're offering services to small business 
owners, you often don't need a proposal. You can simply ask them how 
this program and approach sounds to them. If they like what you've said 
and can imagine succeeding with you, then talk about your fee and see if 
they can manage it.  

6. Respond effectively to issues or objections 
If you're meeting with the owner or other decision-maker of a larger 

business, you'll probably get tougher questions, and you need to be 
prepared to answer them. Poor, incomplete or vague answers will loose 
the sale. Great answers delivered with a lot of confidence increase the 
chances of a sale.  

In fact, you want to welcome questions or objections. It shows your 
prospects are interested. They're looking for a solution – they just need 
to figure out if yours is the right one. Never see these questions or 
objections as an attack, because they're not meant that way.  

7. Prepare a written proposal 
A larger company will almost always want to see a written summary of 

your presentation, in the form of a proposal. Essentially, a proposal says, 
"Here is your situation and here is what you said you wanted to 
accomplish and here is how you'll know you've succeeded." Then you 
should outline exactly what you'll do for them to achieve those 
objectives, plus what they can expect when working with you, and how 
you'll deliver your services or programs.  

The one thing you do not want on this proposal is the price. Why not? 
Because that's the very first thing prospective clients will look at before 
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anything else. Let them know that this is, "A first draft of the proposal to 
see if we are both on the same page." Once they've seen the proposal, let 
them know that you'd like to work together to refine the proposal to 
make sure the program meets their needs.  

When you've gone over the proposal and have come to an agreement 
about exactly what you'll do, then you can put a price tag on your 
program.    

8. Get the prospect to respond to your proposal 
When you don't put a price tag on the initial proposal, there's an 

incentive to get back to you, to finalize things and get the price quote. 
This changes the balance of power.  

After you offer to prepare a proposal and agree that you'll meet again 
to get feedback and to fine-tune it, also set the time for the next post-
proposal meeting. "Okay, I'll get you the proposal to you by next 
Tuesday. I'd like to set up the next meeting for the following Wednesday 
or Thursday. Can we look at our calendars?" 

9. Ask the final closing question 
There are actually many closes during a selling conversation. These 

"trial closes" help you understand if you are on the same page or not. 
They don't have to be manipulative or tricky. After you've asked your 
questions in the meeting, ask, "Have you told me everything you need so 
that I'm able to help you?"  

After you've explained and presented your services, you can ask, 
"Based on everything I've explained about my program can you see 
working with me in this program and succeeding with it?" That's what I 
call the "close for commitment." If they are not sure, then that's when to 
ask for questions. If they have no questions, but can't quite see 
themselves working with you, ask, "What else would you need to know to 
be confident that this program is for you?" 

10. Get paid what you want to be paid 
If you have a prospect who says they can see working with you and 

that they want the results you deliver, it all comes down to price. When 
working with an individual, you should talk about the price last. With 
bigger prospects, you'll talk about the price after they're happy with the 
proposal.  

For an individual prospect, this is my close on the price: "The fee for 
this program is $XXX or $XX per month. Does that work with your 
budget right now?" They will think and say, "yes, no," or "it depends." 
Then work out the details, discuss issues about payment, etc. If they 
really don't have the money and this is the only thing that's standing in 
the way, there's not much else you can do.  

With bigger business prospects, you'll ask a similar question: "Can you 
fit this program into your budget for training (or coaching or whatever) 
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this year?" They may say yes, but more often they'll say they need to run 
it past some people. That's fine, but ask them if they can give you an 
answer by a certain date. They may get back to you with more questions, 
suggest alternatives, or negotiate the price before the final approval. 

It's useful to understand this big picture of the marketing and 
selling process.  

Most Independent Professionals muddle through this 
process. It takes some time and work to learn how to implement each 
of these steps successfully. If you do, you'll attract clients faster with less 
struggle. But if you don't, you may be struggling for a long time to build 
your business. 

 
Three Birds on a Wire 

 

A teacher was helping her third-grade students with a math problem. After 

choosing a student in particular, she recited the following story: 
  

"Billy, there are three birds sitting on a telephone wire.  A man with a gun shoots 

one of the birds. How many birds are left on the wire?"  
 

The boy pauses. "None," he replied thoughtfully. 
 

The teacher sighs.  "Tell me how you came up with that."  
 

"It's simple," says the boy, "after the man shot one bird, the noise from the gun 

scared the other two away."  
 

"Well," she says, "that's not technically correct, but I like the way you think." 
  

"Thanks," chimes the boy, "now let me ask you a question."   
 

"Okay," she said guardedly. 
 

"There are three women sitting on a bench eating icecreams.  One woman is 

licking the icecream, one woman is biting the icecream, and one is sucking the 

popsicle.  Which one is married?" he asked innocently. 
  

The teacher looked at the boy's angelic face and writhed in agony, turning three 

shades of red.  
 

"C'mon," the boy said impatiently, "which one is married?" 
 

"Well, uh," she gulped and in a barely audible whisper replied, "the one who's 

sucking?" 
 

"Naw," he says with surprise, "the one with the wedding ring. But I like the way 

you think." 
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How to Do Market 

Research 

 
 
I’ve made plenty of mistakes in my business career. Some mistakes 

were hard to avoid, but one of the biggest and most expensive ones could 
have been dodged by simply doing a little homework. 

I fell victim to a trap that plenty of entrepreneurs fall into every day: I 
fell in love with a product idea. 

Back in the late 2000s, my team and I came up with what we thought 
was a great idea for a product. Tons of businesses would need it and it 
was going to be a huge hit!  

Or so we thought. 
What happened was that we all loved the idea of what this product 

could do. But, we neglected to do our homework and really understand 



 
BUSINESSLINK MAGAZINE  MAY 2016       Page 80 

the market that we were heading into. We ended up with a product that 
was searching for a market instead of first spending the time to figure 
out who our ideal customer was and building a product specifically for 
them.  

We neglected to do our market research. Instead, we built a 
product first (that’s expensive!) and then started hunting around for the 
right target market (that’s usually the cheap part of product 
development). 

Here’s what I learned from this experience, and what you can do to 
avoid the mistakes that I made. 

First, what’s market research? 
Market research sounds like a complex process for academics. But, it’s 

actually really simple: it’s the process of learning about your potential 
customers. Who are they? What are their buying and shopping habits? 
How many of them are there? 

Why you should do at least a little market research: 
When you’re starting a business, getting to know your customers is 

one of the most important things you need to do. If you don’t understand 
your customer, you don’t know how you can help solve their problems. 
You don’t know what kind of marketing messages and advertising will 
work. You don’t know if your product or service is actually something 
your customers will spend money on. 

Please, don’t just do market research because someone told you to do 
it. Don’t just do it to fill in a section of your business plan. Instead, do 
market research to get to know your customers and prospects better. Do 
it because it will greatly reduce risk as you start your business. Do it 
because it will improve your marketing and sales process. 

When entrepreneurs tell me that they aren’t going to do market 
research, they usually say that it just takes too long and prevents them 
from actually building their business. That means that they’re doing the 
wrong kind of market research. 

In fact, market research doesn’t have to involve tons of work. The 
amount of research you do really depends on the type of business you are 
starting, how risky your business model is, and who might be reading 
your business plan. 

Detailed market research isn’t necessary for all businesses. I would 
argue that restaurants, for example, don’t need to do too much market 
research. Instead, restaurants should focus on the quality of the food and 
service. Is your food good enough that your customers will tell their 
friends? Location is obviously important for this type of business, so 
that’s where I would spend my research time. 

If you already know your customers really well, then maybe you don’t 
need to do as much market research. For example, if you’ve worked in an 
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industry for a long time and are starting a new business serving that 
same industry, then you probably already know the 

Does your business need market research? Answer these questions to 
find out: 

• Are you serving a primarily local market?

• Does the category of business you are starting already exist?

• Do you have a plan for differentiating yourself from yo

competition? 

• Do people spend enough on your type of business to support 

both you and your competition?

• Do you already know your industry extremely well from prior 

work experience?

If you answer yes to at least three of these questions, then you can 
probably get away with less market research.

If you do need to do market research
do at least a little—here’s how you should do it:

Start by identifying your target market
Imagine that someone walks into your business, or picks u

and calls you. It’s your perfect customer: someone who has the problem 
that you solve and is willing to spend money on your solution. Now 
imagine the details about this person. Who are they? Can you describe 
them?  

This “ideal customer” is your
have several target markets, but it will usually serve you best to keep 
your list of target markets to two or three. 

Each of your target markets should share common traits. These might 
be demographic traits such as
or locations. They might be what are called psychographic traits, which 
are groups of people that like the same things or have similar interests. 
Or, your target market might be a certain type of employee at anothe
company, such as a CTO or head of marketing.

Most often, target markets are blends of demographic and 
psychographic groups. For example, you might be developing a new type 
of shoe targeted at female triathletes. Or you might be opening a hair 
salon targeting urban, hipster men.

Creating multiple target markets for your company is doing what’s 
called “market segmentation.” This sounds complex, but all you’re doing 
is dividing your target markets up into different groups that you hope to 
sell to. Each market segment might have different characteristics and 
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industry for a long time and are starting a new business serving that 
same industry, then you probably already know the market fairly well.

Does your business need market research? Answer these questions to 

Are you serving a primarily local market? 

Does the category of business you are starting already exist?

Do you have a plan for differentiating yourself from yo

Do people spend enough on your type of business to support 

both you and your competition? 

Do you already know your industry extremely well from prior 

work experience? 

If you answer yes to at least three of these questions, then you can 
ably get away with less market research. 

If you do need to do market research—and I recommend that everyone 
here’s how you should do it: 

Start by identifying your target market 
Imagine that someone walks into your business, or picks u

and calls you. It’s your perfect customer: someone who has the problem 
that you solve and is willing to spend money on your solution. Now 
imagine the details about this person. Who are they? Can you describe 

This “ideal customer” is your target market. Now, your business might 
have several target markets, but it will usually serve you best to keep 
your list of target markets to two or three.  

Each of your target markets should share common traits. These might 
be demographic traits such as age group, gender groups, income levels, 
or locations. They might be what are called psychographic traits, which 
are groups of people that like the same things or have similar interests. 
Or, your target market might be a certain type of employee at anothe
company, such as a CTO or head of marketing. 

Most often, target markets are blends of demographic and 
psychographic groups. For example, you might be developing a new type 
of shoe targeted at female triathletes. Or you might be opening a hair 

ting urban, hipster men. 
Creating multiple target markets for your company is doing what’s 

called “market segmentation.” This sounds complex, but all you’re doing 
is dividing your target markets up into different groups that you hope to 

t segment might have different characteristics and 
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industry for a long time and are starting a new business serving that 
market fairly well. 

Does your business need market research? Answer these questions to 

Does the category of business you are starting already exist? 

Do you have a plan for differentiating yourself from your 

Do people spend enough on your type of business to support 

Do you already know your industry extremely well from prior 

If you answer yes to at least three of these questions, then you can 

and I recommend that everyone 

 
Imagine that someone walks into your business, or picks up the phone 

and calls you. It’s your perfect customer: someone who has the problem 
that you solve and is willing to spend money on your solution. Now 
imagine the details about this person. Who are they? Can you describe 

target market. Now, your business might 
have several target markets, but it will usually serve you best to keep 

Each of your target markets should share common traits. These might 
age group, gender groups, income levels, 

or locations. They might be what are called psychographic traits, which 
are groups of people that like the same things or have similar interests. 
Or, your target market might be a certain type of employee at another 

Most often, target markets are blends of demographic and 
psychographic groups. For example, you might be developing a new type 
of shoe targeted at female triathletes. Or you might be opening a hair 

Creating multiple target markets for your company is doing what’s 
called “market segmentation.” This sounds complex, but all you’re doing 
is dividing your target markets up into different groups that you hope to 

t segment might have different characteristics and 



 
BUSINESSLINK MAGAZINE  

might buy your product or service for different reasons. You might end 
up coming up with different marketing campaigns for different market 
segments or even customizing your product or service for each seg

Talk to your potential customers
Once you have identified your target market, or at least made a good 

guess at who your target market is, you need to take the most important 
step in this entire market research process.
desk, get out from behind your computer, and go outside. That’s right, 
you need to go and actually talk to people in your potential target 
markets. This is called primary market research.

Yes, you can do online surveys and other research, but that’s no 
substitute for actually talking to potential customers. You’ll gain more 
insight into your customers just by seeing their work or home 
environments, and get a better understanding of how they make buying 
decisions by actually talking with them than any survey 
you.  

Do this one thing, and you’ll be miles ahead of your 
competition. Why? Because most people skip this step. It’s 
intimidating to talk to strangers. What if they don’t want to buy what you 
plan on making? 

So, don’t be like most entrepren
critical step. It can mean the difference between success and failure.

One of the most popular methods for doing this kind of primary 
market research is to actually try and and sell your product or service as 
if it currently existed. Talk to people who you think might be your 
potential customers. The more you talk to, the more you should start to 
see common themes in who your ideal customer is.

This process is critical because it might help you re
market. Your initial assumptions might be wrong and that’s OK. Better 
to make mistakes early in the process before you’ve risked very much.

You might also learn more about how you should price your products 
or services, what the most critical features or benefit
features your customers want.

Getting this step done early will help you refine your business model 
and make a clear impact on your future success.

 Find out if your market is big enough
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might buy your product or service for different reasons. You might end 
up coming up with different marketing campaigns for different market 
segments or even customizing your product or service for each seg

Talk to your potential customers 
Once you have identified your target market, or at least made a good 

guess at who your target market is, you need to take the most important 
step in this entire market research process. You need to get up from your 

esk, get out from behind your computer, and go outside. That’s right, 
you need to go and actually talk to people in your potential target 

This is called primary market research. 
Yes, you can do online surveys and other research, but that’s no 

titute for actually talking to potential customers. You’ll gain more 
insight into your customers just by seeing their work or home 
environments, and get a better understanding of how they make buying 
decisions by actually talking with them than any survey 

Do this one thing, and you’ll be miles ahead of your 
Why? Because most people skip this step. It’s 

intimidating to talk to strangers. What if they don’t want to buy what you 

So, don’t be like most entrepreneurs (including me!) and skip this 
critical step. It can mean the difference between success and failure.

One of the most popular methods for doing this kind of primary 
market research is to actually try and and sell your product or service as 

tly existed. Talk to people who you think might be your 
potential customers. The more you talk to, the more you should start to 
see common themes in who your ideal customer is. 

This process is critical because it might help you re-define your target 
. Your initial assumptions might be wrong and that’s OK. Better 

to make mistakes early in the process before you’ve risked very much.
You might also learn more about how you should price your products 

or services, what the most critical features or benefits are, and what 
features your customers want. 

Getting this step done early will help you refine your business model 
and make a clear impact on your future success. 

Find out if your market is big enough 
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might buy your product or service for different reasons. You might end 
up coming up with different marketing campaigns for different market 
segments or even customizing your product or service for each segment. 

Once you have identified your target market, or at least made a good 
guess at who your target market is, you need to take the most important 

You need to get up from your 
esk, get out from behind your computer, and go outside. That’s right, 

you need to go and actually talk to people in your potential target 

Yes, you can do online surveys and other research, but that’s no 
titute for actually talking to potential customers. You’ll gain more 

insight into your customers just by seeing their work or home 
environments, and get a better understanding of how they make buying 
decisions by actually talking with them than any survey will ever tell 

Do this one thing, and you’ll be miles ahead of your 
Why? Because most people skip this step. It’s 

intimidating to talk to strangers. What if they don’t want to buy what you 

eurs (including me!) and skip this 
critical step. It can mean the difference between success and failure. 

One of the most popular methods for doing this kind of primary 
market research is to actually try and and sell your product or service as 

tly existed. Talk to people who you think might be your 
potential customers. The more you talk to, the more you should start to 

define your target 
. Your initial assumptions might be wrong and that’s OK. Better 

to make mistakes early in the process before you’ve risked very much. 
You might also learn more about how you should price your products 

s are, and what 

Getting this step done early will help you refine your business model 
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Once you have identified your target market and vali
to them in person, you need to do research to figure out if your target 
market is big enough to sustain your business. If there aren’t enough 
potential customers to sustain your business and your competitors, then 
you need to consider changing your product or service offering.

For example, if your target market only has a few thousand potential 
customers, you either need to sell to them frequently or sell at a fairly 
high price to create a sustainable, profitable business.

To figure out if your market is big enough, you need to do some 
research. Use the attributes you defined in the target market step and 
then figure out how many people meet your demographic, 
psychographic, or location criteria. I’ve got some links to resources that 
will help you figure this out at the end of this article.

If you are targeting an existing market with established competitors, 
you do what’s called industry research. For example, perhaps you are 
building a new company in the market for sports drinks or the ma
for cell phones. In cases like this, understanding how much people buy of 
the currently existing offerings will give you the best sense of potential 
market size. 

In this case, you want to look for industry reports and read trade 
publications for your industry. These publications often summarize the 
market size. 

 Document your findings
The final (and easiest) step in the market research process is to 

document your findings. How formal your documentation is really 
depends on how you plan on using it.

If you only need to share your findings with your business partners 
and others in your business, then you can probably communicate fairly 
informally. However, if you’re looking for investors for your business, 
you may need to write a more formal market analy
forecast. 

The single piece of documentation that every business should create is 
a buyer persona. A persona is a description of a person that hits on all of 
the key aspects of your target market. And, just like you might have 
several target markets for your business, you might have several 
different buyer personas.

Creating a buyer persona converts your target marketing information 
from dry research into a living, breathing person. Here at 
Software, we’ve created a persona named Garrett who drives much of our 
product development. Garrett emb
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Once you have identified your target market and validated it by talking 
to them in person, you need to do research to figure out if your target 
market is big enough to sustain your business. If there aren’t enough 
potential customers to sustain your business and your competitors, then 

hanging your product or service offering.
For example, if your target market only has a few thousand potential 

customers, you either need to sell to them frequently or sell at a fairly 
high price to create a sustainable, profitable business. 

if your market is big enough, you need to do some 
research. Use the attributes you defined in the target market step and 
then figure out how many people meet your demographic, 
psychographic, or location criteria. I’ve got some links to resources that 

help you figure this out at the end of this article. 
If you are targeting an existing market with established competitors, 

you do what’s called industry research. For example, perhaps you are 
building a new company in the market for sports drinks or the ma
for cell phones. In cases like this, understanding how much people buy of 
the currently existing offerings will give you the best sense of potential 

In this case, you want to look for industry reports and read trade 
industry. These publications often summarize the 

Document your findings 
The final (and easiest) step in the market research process is to 

document your findings. How formal your documentation is really 
depends on how you plan on using it. 

you only need to share your findings with your business partners 
and others in your business, then you can probably communicate fairly 
informally. However, if you’re looking for investors for your business, 
you may need to write a more formal market analysis and do a market 

The single piece of documentation that every business should create is 
a buyer persona. A persona is a description of a person that hits on all of 
the key aspects of your target market. And, just like you might have 

rget markets for your business, you might have several 
different buyer personas. 

Creating a buyer persona converts your target marketing information 
from dry research into a living, breathing person. Here at 

we’ve created a persona named Garrett who drives much of our 
product development. Garrett embodies the attributes of our ideal 
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customer. When we think about creating a new marketing campaign or 
developing a new feature for our products, we ask, “Would Garrett like 
this?” 

Where to find market research data:
Finding market research data really depen

targeting and the industry you are in. 
sources for market research:

U.S. Census: If you’re opening a business in the U.S., the U.S. Census 
site is a goldmine of information. Check out the 
to get not only population data, but data on how much people spend in a 
given area on your type of business. Also, be sure to check out their 
Industry Statistics Portal
American Fact Finder to help filter your searches. The U.S. Census
much more than just these three resources, so it’s worth exploring in 
detail. 

CensusViewer: This free tool gives you access to U.S. Census data in an 
easy-to-use format that y
reports for cities, counties, and entire states. 

Bureau of Labor Statistics:
fantastic site for information on specific ind
trends as well as industry sizes. If your target market is other businesses, 
this is a good place to look for data.

Consumer Expenditure Survey:
spend their money on, this is your source. 

MyBestSegments: This tool from Nielsen is a great resource for finding 
out what demographic and psychographic groups live
or where the highest concentration of a given segment lives. While the 
most detailed data is not free, you can get a lot of great insights from the 
free version. 

SBDCNet Business Snapshots:
profiles that describe how industries are growing and changing, who 
their customers are, and what typical startup costs are. You should also 
check out their list of market research resources, sorted by industry.

ZoomProspector: This tool can help you find the ideal location for your 
business, or find new locations similar to where you already are for 
expansion and growth. 

 
Noah Parsons is the COO of 

LivePlan, the award
software. Follow him on 
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INNOVATION 
 

An Uber for dirty 

laundry - and other 

apps changing 

Uganda 
By Akwasi Sarpong BBC Africa, Kampala  

 
Nicholas Kamansi created an app to find people to do laundry  

 
Like much of Africa, Uganda has a vibrant technology and 

start-up scene. Some of the technology being developed is 
geared towards e-commerce and creating jobs, but others are 
using their computer-programming skills to create tools to 
solve Uganda's development challenges.  
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It is a familiar problem for young people around the world - it's 
Saturday, you have a hangover, and there is a big pile of washing waiting 
to be done for the week ahead. 

But on a cool Saturday morning in one of the Ugandan capital's many 
hilly suburbs, Gloria is unfazed by her pile of dirty clothes. 

"It's amazing, even with a hangover, I don't have to worry about it," 
Gloria says, looking over her shoulder to the beckoning comfort of her 
living room. 

Outside, single mother Naiga is at work bending over a pile of clothes 
she is washing in three big bowls of soapy water.  

Like many others in Kampala, Naiga hand-washes other people's 
laundry to pay her rent and take care of her nine-month-old baby.  

It is an old-fashioned job, but Gloria and Naiga have been brought 
together by cutting-edge technology. 

Yoza, a locally developed android app, helps users find laundry 
services.  

Yoza means "to wash" in Uganda's major language, Luganda. 
"Ten years ago, it was rocket science," says Nicholas Kamanzi, one of 

Yoza's co-founders.  
 
The app helps 

locate people who you 
can pay to wash your 
clothes  

 
"But now if 

someone can just pick 
up their phone and get 
these services on 
demand, that's a big 
thing.''  

Yoza is like 
Uganda's version of 
Uber for dirty laundry 
- using technology like 
location detection and 
social ratings to match 

service providers with clients.  
But it takes local knowledge to implement this kind of idea in Uganda.  
While there are enough middle-class Ugandans in places like Kampala 

with smart phones who can access the app, few of the laundry women 
have them.  
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So Yoza calls them up on their regular phones to sign them up, and 
book them for jobs. 

Naiga is one of nearly 140 women now signed up to do laundry, and 
Mr. Kamanzi says some of them have doubled their income. 

 
If the laundry women do not have access to a smart phone, they can be 

called instead via Yoza  
 
"The value is very clear" for the laundry women, says Mr. Kamanzi.  
"We're giving you more clients in your area, so that you can make 

more money and maybe look after your family and pay school fees.'' 
Yoza is typical of Ugandan start-ups - using innovative means to tackle 

a local problem, in its early stages, and with a tiny customer base by 
international standards.  

Nevertheless, despite this, Mr. Kamanzi says Yoza, which launched in 
August, is commercially viable.  

Pig farming app 
Another innovative app is Pig+, an android app developed by Lacel 

Technologies.  
It helps pig farmers to track their expenses, advises on what to feed 

the pigs, and helps diagnose health problems.  
At a farm outside Kampala, farmer Kelly Kasoze is a big fan of the app 

- and the fact that it is local.  



 
BUSINESSLINK MAGAZINE  MAY 2016       Page 88 

"It's amazing that it's Ugandan, I thought it was done by the British or 
Americans," he says.  

"It tells me that in Uganda we have talent.  
"Uganda is very innovative; I hope that we may be moving faster than 

America." 
Pig+ only has around 200 users, so America's tech giants might not be 

losing sleep yet. 
I ask Marvin Bosura from Lacel Technologies whether coding apps is a 

way to get rich, like in the Silicon Valley dream. 
"I'd say it's not," he says, laughing.  
"Our incentive is problem-solving. Knowing that my four years at 

university has helped 1,000 people, that's worth more than money."  
Sickle cell-free generation? 

 
Akwasi Sarpong met the team of software developers making a sickle 

cell anaemia detector  
Afrigal Tech is a group of young women in their 20s, developing a 

product called Mdex.  
It is a low-cost, portable hardware and software tool for diagnosing 

sickle cell anaemia, a serious hereditary blood disorder. 
"If we put these in Uganda's 3,000 health centres, very many people 

would be reached, and if everyone got to know their sickle cell status, in 
the long run it would be easy to get a sickle cell-free generation," says 
Africagal Tech's Bonita Beatrice Nanziri. 

The Afrigal Tech team is advocates for getting more Ugandan women 
involved in the tech arena.  

They laugh about what their experiences were like when they began.  
''We'd go to hackathons and be the only girls," says Ms Nanziri.  
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"The boys would give you a look like you were lost and you'd hear 
them say: 'When you put a girl on your team, she won't do anything'. 

"But when I got on board, they found I could do something, they were 
laughing at themselves.'' 

The Afrigal team has not let these attitudes hold them back. 
''If you choose tech, you have to be more outgoing and aggressive," 

says Ms Nanziri.  
If they can crack the finance and technical problems, they reckon they 

might have a product on the market by the end of 2016.  
Developing Mdex has taken hours of personal sacrifice, late nights up 

writing code and paying for the prototypes themselves. 
Uganda's Silicon Valley 
Self-funding is typical for Uganda's tech entrepreneurs.  
The external support available is often in the form of prizes in 

innovation competitions supported by international tech firms.  
Barbara Birungi is co-founder of Hive Co-lab, a tech hub located in a 

Kampala street, which is home to a number of start-ups and technology 
companies.  

The stretch may well be considered Uganda's Silicon Valley. 
"To be honest, unemployment is the biggest factor," she says when 

asked what draws people to the start-up world.  
"We showed people you could do stuff for yourself and make an 

impact on lives in your village. 
"People are now realizing they don't have to wait for a job and create 

jobs.'' 

 
Image caption A space for collaborative working called Hive Co-Lab is 

at the centre of Kampala's tech hub  
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It is estimated that more than 40,000 young people graduate every 
year from Uganda's universities.  

With only about 8,000 jobs available, many graduates remain 
unemployed.  

There is a compelling argument for the importance of tech hubs and 
business incubators to nurture young people with viable ideas in a 
country where at least 60% of people under age 30 are jobless. 

And as Joanita Nalubega from AfriGal Tech explains, trying to get help 
from the government can be frustrating. 

‘‘There is too much red tape.  
"Even if they are willing, there's always another person who's 

supposed to sign off, lots of signatures."  
There are other challenges too, such as infrastructure.  
Fix My Community is an innovative platform, modeled on Fix My 

Street in the UK that allows residents to use SMS text messages to report 
local problems to the authorities. 

However, when we visit one of their pilot sites outside Kampala, the 
local government office tells us their internet has been down for weeks, 
so we cannot see the system in action. 

Laying the groundwork 
So should the government be doing more - reducing bureaucracy for 

instance or investing in new technology?  
David Turahi, a director at the Ministry of Information and 

Communications Technology, is a keen promoter of the country's tech 
scene.  

However, he says there is a limit to what the government can do. 
''We have so many challenges - HIV, Ebola, epidemics.  
"If we give incentives, then where do we get taxes from?''  
Despite conceding bureaucracy is a problem, he insists it is an 

inevitable government disease in every country.  
The solution in his view is more involvement from the private sector. 
"Traditionally, government is not a businessman," he says. 
The hurdles may be many, but these young Ugandans are inspired and 

relentlessly invest energy and effort working on solving problems that 
matter.  

They all want to see their ideas and applications improve lives in their 
lifetime.  

It is still very early days for Uganda's tech scene and the challenges 
they face are huge.  

However, even if this generation of start-ups is not the ones who go on 
to bigger success, they are laying the groundwork for the future. 

 

 
 

“It’s not that we need new ideas, but we need to stop having old ideas.” - Edwin 
Land, Polaroid co-founder  



 
BUSINESSLINK MAGAZINE  MAY 2016       Page 91 

 

How Zimbabwe’s 

chaotic commuter 

omnibuses inspired 

a billion dollar 

American 

innovation 
 
By BusinessLink staff 
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Long before there was Uber, 21-year-old Logan Green traveled to 
Zimbabwe. There, he encountered impromptu fleets of vans that shuttled 
people around Harare’s chaotic streets. Inspired, he returned to the 
United States and launched a company called Zimride in 2007. It used 
Facebook to connect riders and drivers for long-distance trips. 

John Zimmer had nothing to do with the launch of Zimride, despite 
the fact that it echoes his name, but when he heard about it, it resonated. 
Zimmer had become obsessed with the idea of ride sharing in 2006 after 
hearing one of his professors at Cornell give a lecture on green cities. Can 
you imagine, Zimmer asked a schoolmate over beers, "this future where 
these pods would come to your doorstep, and they’d get people around, 
and you wouldn’t have to drive?" 

A friend introduced the two dreamers, and before long Zimmer quit 
his job as an analyst at Lehman Brothers to join Zimride. Their journey 
has been deeply intertwined with their personal lives. Green used to 
hitch rides from Santa Barbara to Los Angeles to visit his future wife; one 
of the first things Zimmer did at Zimride was persuade the woman who 
became his wife to join him on a cross-country trek he called Zimride 
Across America. The young execs have become best friends, and Green 
was Zimmer’s best man. Together, they pivoted from Zimride to Lyft in 
2012 and introduced innovation after innovation into the ride-sharing 
business. 

 
How Zimride works 
 
Users sign into Zimride through their 

Facebook account, which creates a profile 
for them on the Zimride system. When a 
user posts available seats in his or her car, 
along with personal details like smoking 
and musical preferences, passengers can 
find a match for their destination. The 
service connects people that work at the 
same company, go to the same school, or 
have mutual Facebook friends. By doing 
this, the anxiety of ridesharing with a 

stranger is eliminated. When looking back 
on why carpooling had failed in the past, Zimmer said that the number 
one reason was trust.  

Creating a Zimride profile is free. The site uses an algorithm that 
accounts for the distance to pick someone up and the time for detouring 
to a passenger drop-off point. The site then ranks the options and 
assigns a score to the best matches. Drivers decide what to charge 

Logan Green, the CEO of Lyft 
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passengers, although Zimride offers suggested charges based on gas 
costs. Passengers can 
pay with PayPal or 
credit card, and will 
receive a  full refund if 
the driver fails to pick 
up. The routes between 
San Francisco and Los 

Angeles and San Francisco to Lake Tahoe are both public routes, which 
means drivers can sell seats in their cars to buyers, who purchase the trip 
like a plane ticket. The majority of Zimride users are women. 

In May 2012, Zimride announced Lyft, an app that allows users to  
request a driver immediately and get a ride anywhere. The company vets 
each driver with a thorough interview process and criminal check, and 
users pay for the ride with a donation, which is approximately 30% less 
than a cab fare. 

As of January 2016, Lyft had raised more than $2 billion from 
investors General Motors ($500M), Alibaba, Andreessen Horowitz, 
Coatue Management, Didi Kuaidi, fbFund, Floodgate, Fontinalis Group, 
Fortress, Founders Fund, GSV Capital, Icahn Enterprises, Janus Capital 
Management, K9 Ventures, Mayfield Fund, Prince Alwaleed's Kingdom 
Holdings Company, Rakuten, Tencent, and Third Point Ventures. 

Lyft now operates in over 200 U.S. cities, including San Francisco, Los 
Angeles, and New York City, and is valued at $5.5 billion. 

  

"When all think alike, then no one is thinking." — Walter 
Lippman 
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HEALTHY 

LIVING 
Aerobic exercise: 

Why you need to get 

physical 
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Regardless of age, weight or athletic ability, aerobic exercise is good 
for you. See why — then prepare yourself to get moving. 

Regular aerobic activity such as walking, bicycling or swimming can 
help you live longer and healthier. Need motivation? See how aerobic 
exercise affects your heart, lungs and blood flow. Then get moving and 
start reaping the rewards. 

How your body responds to aerobic exercise 
During aerobic activity, you repeatedly move large muscles in your 

arms, legs and hips. You'll notice your body's responses quickly. 
You'll breathe faster and more deeply. This maximizes the amount of 

oxygen in your blood. Your heart will beat faster, which increases blood 
flow to your muscles and back to your lungs. 

Your small blood vessels (capillaries) will widen to deliver more 
oxygen to your muscles and carry away waste products, such as carbon 
dioxide and lactic acid. 

Your body will even release endorphins, natural painkillers that 
promote an increased sense of well-being. 

Aerobic exercise facts 
Aerobic exercise is sometimes known as "cardio"- exercise that 

requires pumping of oxygenated blood by the heart to deliver oxygen to 
working muscles. 

Aerobic exercise stimulates the heart rate and breathing rate to 
increase in a way that can be sustained for the exercise session. In 
contrast, anaerobic ("without oxygen") exercise is activity that causes 
you to be quickly out of breath, like sprinting or lifting a heavy weight. 

Examples of aerobic exercises include cardio machines, spinning, 
running, swimming, walking, hiking, aerobics classes, dancing, cross 
country skiing, and kickboxing. There are many other types. 

Aerobic exercises can become anaerobic exercises if performed at a 
level of intensity that is too high. 

Aerobic exercise not only improves fitness; it also has known benefits 
for both physical and emotional health. 

Aerobic exercise can help prevent or reduce the chance of developing 
some cancers, diabetes, depression, cardiovascular disease, and 
osteoporosis. 

An aerobic exercise plan should be simple, practical, and realistic. 
Specific equipment (such as cardio machines) may be used but is not 
necessary for successful aerobic exercise. 

What is aerobic exercise? 
Imagine that you're exercising. You're working up a sweat, you're 

breathing hard, your heart is thumping, blood is coursing through your 
vessels to deliver oxygen to the muscles to keep you moving, and you 
sustain the activity for more than just a few minutes.  
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 That's aerobic exercise (also known as "cardio" in gym lingo), which is 
any activity that you can sustain for more than just a few minutes while 
your heart, lungs, and muscles work overtime. In this article, I'll discuss 
the mechanisms of aerobic exercise: oxygen transport and consumption, 
the role of the heart and the muscles, the proven benefits of aerobic 
exercise, how much you need to do to reap the benefits, and more. 

 
The 

beginning 
It all starts 

with 
breathing. The 

average 
healthy adult 
inhales and 
exhales about 
7 to 8 liters of 
air per minute. 
Once you fill 
your lungs, the 
oxygen in the 

air (air contains approximately 20% oxygen) is filtered through small 
branches of tubes (called bronchioles) until it reaches the alveoli. The 
alveoli are microscopic sacs where oxygen diffuses (enters) into the 
blood. From there, it's a beeline direct to the heart. 

 
Getting to the heart of it 
The heart has four chambers that fill with blood and pump blood (two 

atria and two ventricles) and some very active coronary arteries. Because 
of all this action, the heart needs a fresh supply of oxygen, and as you 
just learned, the lungs provide it. Once the heart uses what it needs, it 
pumps the blood, the oxygen, and other nutrients out through the large 
left ventricle and through the circulatory system to all the organs, 
muscles, and tissues that need it. 

 
A whole lot of pumping going on 
Your heart beats approximately 60-80 times per minute at rest, 

100,000 times a day, more than 30 million times per year, and about 2.5 
billion times in a 70-year lifetime! Every beat of your heart sends a 
volume of blood (called stroke volume -- more about that later), along 
with oxygen and many other life-sustaining nutrients, circulating 
through your body. The average healthy adult heart pumps about 5 liters 
of blood per minute. 
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Oxygen consumption and muscles 
All that oxygen being pumped by the blood is important. You may be 

familiar with the term "oxygen consumption." In science, it's labeled 
VO2, or volume of oxygen consumed. It's the amount of oxygen the 
muscles extract, or consume from the blood, and it's expressed as 
ml/kg/minute (milliliters per kilogram of body weight). Muscles are like 
engines that run on fuel (just like an automobile that runs on fuel); only 
our muscles use fat and carbohydrates instead of gasoline. Oxygen is a 
key player because, once inside the muscle, it's used to burn fat and 
carbohydrate for fuel to keep our engines running. The more efficient 
our muscles are at consuming oxygen, the more fuel we can burn, the 
more fit we are, and the longer we can exercise. 

 

 
From Mayo Clinic                                                                                                                             


