


The Prudent Entrepreneur

How to Start a Business

Oliver Nagaya



The Prudent Entrepreneur: How to Start a Business
Oliver Nagaya

Copyright © 2015 by Oliver Nagaya
All Rights Reserved

Copyeditor: Sarah Beswick
Cover Design: Tanya Von Ness

All rights reserved. This book was self-published by the author Oliver Nagaya 
under Kitrin Press. No part of this book may be reproduced in any form by any 
means without the expressed permission of the authors. This includes reprints, 
excerpts, photocopying, recording, or any future means of reproducing text.  
If you would like to do any of the above, please seek permission first by 
contacting us at  
http://prudententrepreneur.com

Published in the United States by Kitrin Press
ISBN  978-0-9885231-1-1



This book is dedicated to my family. I am especially thankful to my 
amazing wife, Ingrid, and our two beautiful children, Kiara and Tristan. 

I am blessed to have their love and encouragement. 

I am also extremely grateful for the support and contribution of 
my mother, Kamala, and brother, Owen.



Contents
Preface        7
About Me       8
What Makes This Book Different?    10
The Book Explained      12

Section One: Plan Your Business    15

Chapter 1: Why Start Your Own Business?   16
 
Chapter 2: What is a Business?     24

Chapter 3: Selling a Product or Service?    28

Chapter 4: Your Business Name and Brand   38

Chapter 5: Consider Your Shareholding    43

Chapter 6: Creating a Six-Figure Business   45

Chapter 7: Creating Your Marketing Plan   50

Chapter 8: Creating Your Sales Plan    56

Chapter 9: Creating Your Business Plan    60

Chapter 10: Calculating the Funding Needed   70

Chapter 11: Getting Funding for Your Business   72

Chapter 12: Your Power Team     74



  

Section Two: Start and Run Your Business  78

Chapter 13: Choosing a Business Structure   79

Chapter 14: Creating an Online and Social Presence  83

Chapter 15: Getting the Infrastructure Ready   89

Chapter 16: The Importance of a CRM System   94

Chapter 17: Essential Skills and People    98

Chapter 18: Tax, Tax, Tax...     102

Chapter 19: Is Exceptional Customer Service Possible?  104

Chapter 20: Can You Expand Your Business Operations?  106

Chapter 21: Your Board, Business Coach & Mastermind Group 109
 

Afterword       113
Recommended Reading List     115
Thank You So Much      120



7The Prudent Entrepreneur: How to Start a Business

Preface
Success is not final, failure is not fatal: it is the 

courage to continue that counts. 

Winston S. Churchill 
British Politician

T     he decision to start a business is not an easy one. It is often motivated 
by external factors such as losing one’s job or not having formal 
employment, rather than just by pure choice. This is a sad fact as being 

an entrepreneur can be a rewarding experience, and has certainly been the case 
for me. I hope that through writing this book, I can make such an experience 
accessible to others. 

Can you imagine doing what makes you happy and in turn being rewarded 
for those efforts? That is what being a successful entrepreneur means. There is 
no need to play office politics, and work 16-hour days in the hopes that your 
boss will recognize your efforts and reward you with what the company thinks 
you are worth. In the entrepreneurial world, you determine the reward and 
level of effort you need and want. Fifteen-hour days? No problem. 200% annual 
bonus? No problem. But we are simply not aware of the options available to 
entrepreneurs.

Through the years, I have found very few resources that provide a 
simplified perspective on starting a business. This information does exist, since 
my own knowledge has ben carved by many such books, articles, podcasts and 
discussions with fellow entrepreneurs. However, if you are looking for a concise 
and easier path to understanding how to start a business that can be extremely 
profitable and sustainable, this book will certainly help you to achieve this.
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About Me
Live as if you were to die tomorrow. Learn 

as if you were to live forever. 

Mahatma Gandhi 
Preeminent Leader of Indian Independence Movement

I am an entrepreneur, and also work as a consultant in the Information and 
Communication Technologies (ICT) industry. I have worked in the ICT, 
packaging and automation industries for over 17 years. Moreover, I started 
various businesses with the aim of understanding how to grow a profitable brand 
from scratch and to assist fellow entrepreneurs along the way. I have a particular 
interest in corporate governance and creating software-based businesses. 

My experience has allowed me to connect with fellow entrepreneurs and 
business owners and assist them using my unique business expertise and 
management skills. I have used coaching and mentoring to develop a greater 
number of successful entrepreneurs.

A large part of my corporate career was spent in executive and senior 
management. I was fortunate enough to work firstly at a very large company, 
then at company with strong investors and a startup disposition and finally a 
family-owned business. It is with this experience of varying company structures 
and inner workings, and my own academic background, that I could formulate 
my ideas and thinking around business and entrepreneurship. I am currently 
involved in a consulting, software and physical product type of business. 
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You’ve probably found this book by visiting one of our company websites or by 
being on one of my mailing lists. I am glad that you’re reading this book and 
have a chance to share in my story on entrepreneurship and my perspective on 
starting a business. This book is by no means the first or the last to be written on 
starting a business. Each business definitely poses its unique challenges to any 
entrepreneur and I hope to show you how to avoid most of these once you have 
finished this book.

I had a close connection with reading and books from an early age, and when 
the opportunity arose to pen this particular book, I relished the challenge. 
Hence, with my current knowledge and aspirations, my goal as an individual is 
to be the best author, business specialist and entrepreneur that I can be. If this 
goal resonates with your own goals, I would love to hear from you. I am always 
looking for ways to increase my personal relationships through strategic and 
tactical networking. 

Contact Me

If you wish to contact me at any time (while reading this book or after reading 
it), please don’t hesitate to do so. You can reach me on Twitter (@olivernagaya) 
or on LinkedIn (http://za.linkedin.com/in/olivernagaya) or by sending an 
email to oliver@olivernagaya.com. I read each correspondence personally and 
commit to respond to each of them. 
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What Makes this Book 
Different?

Friendship is born at that moment when one person says to 
another: “What! You too? I thought I was the only one.” 

C.S. Lewis 
Novelist, Poet, Academic, amongst others. 

What distinguishes other books from this book is the fact that it is my 
personal story and outlines the way I have gained information that 
didn’t seem easily accessible. The starting point for this book was 

the many questions about starting a business that I received from subscribers 
to my mailing list. Without fail, I get many thank-you emails on a weekly basis. 
This type of attention and gratitude has reinforced the idea that people don’t 
easily have access to the information that I impart to my subscribers on our 
company mailing lists.

I have often posed the question to my subscribers to let me know if they’ve 
found a concise tutorial or book on starting a business, and to date I have not 
received a resource that fits the bill. It sounds strange, but is true to the best of 
my knowledge. If you have anything that disputes this claim, contact me using 
the details found above. I would love to hear from you!
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Do I know all the answers and have I created a multi-billion dollar business? 
Of course not. I am exactly like you. I work hard, I like learning new things and 
most importantly I want to create profitable businesses that my customers and 
I love and can be proud of. I do, however, have a clear idea of what I want to 
achieve with each of the businesses I own. Since I love what I’m doing and am 
making as much money as I need from these businesses, the timing to achieve 
these goals is immaterial. I am enjoying the journey, and so should you.

This book is a no-nonsense, step-by-step guide to starting and growing 
a business. It is not an academic approach to this subject and will definitely 
not contain the latest trends in academic research around entrepreneurship, 
business or management. If you’re looking for content like this, then this is not 
the right book for you.

I can, however, promise you that by the end of this book, you should easily 
be able to identify what type of business you can start, what you need to get 
going and how you can start growing that business. I will essentially answer 
at least 10 important questions that you had about starting a business. My 
personal philosophy on books, seminars and training is to get at least 1 idea or 
relationship contract that I can use to further my business.
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The Book Explained
It is the mark of an educated mind to be able to 

entertain a thought without accepting it. 

Aristotle 
Greek Philosopher

Ihave a confession to make – I am not an English major. Hence, the content, 
writing style and structure in this book may make most English majors 
cringe with each passing paragraph. That’s fine. I have done this intentionally, 

since this particular way of writing has been embraced by my subscribers thus 
far and is a style that is most natural to me. To be perfectly honest, this for me is 
the best form of validation. I am writing this book in a manner that should be 
accessible to most people. I also hope that by reading it you will gain maximum 
benefit from my experience and ideas.

In this book I will take you through the major business concepts and ideas 
that all business owners should know, but are often unfamiliar with. I will present 
a summary of items that my companies currently assist business owners with, 
and a list of issues that we’ve compiled over the years through many questions 
from business owners like yourself.

To set the tone for our journey, try to think of something we all have in 
common, irrespective of power, race, religion or financial prowess – time. We 
are all limited by time. Neither you nor Richard Branson have more than 24 
hours or 86,400 seconds in each day. Each decision that we make affects this 
limited and scarce resource. Hence, my aim in this book is to save you time in 
both effort and thinking. If, after reading this book, you have achieved this or 
can see how this possibility exists, my goal will have been realized.
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My other major goal for writing this book is to demystify the topic of 
entrepreneurship. There are many good resources that I have looked at over 
the years, but it has always been truly scattered information. There have been 
limited resources that provide an A to Z of planning, starting and running a 
business.

When reading and evaluating this book, I urge you to bear in mind that as 
with everything, you can either make it simple or complicated. I chose to make 
this book a simple and uncomplicated introduction to starting a business. There 
are countless other factors that can be considered with each topic I look at, but I 
cover the basics so that you can delve further into these if you so choose. 

My purpose for this book is to give you the broad outline, but with enough 
detail, so that you can easily plan, start and run your business. I have also given 
credit to the many authors that have shaped my particular thinking in the 
reading list that is included later in the book.

The Journey Defined
You will understand and become proficient in the following topics by the end 
of this book:

•	 What a business is (this definition should be simple, but you’ll 
be amazed at how most people get this wrong. Try to answer the 
question yourself before reading the chapter).

•	 What company structure you should use.
•	 How to create a six-figure business at a high-level.
•	 How to get your business branding done.
•	 How to translate your business branding into everything you do and 

are.
•	 The basics of marketing and how to put together a marketing plan 

that works.
•	 The basics of financial management and how to ensure that your 

business will be sustainable for many years to come.
•	 How to compile a business plan.
•	 How to setup your business keeping ISO9001 processes in mind.
•	 How to choose between a product- and service-based business.
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•	 How to calculate your funding requirements and how to secure this 
funding.

•	 Why a domain, email address and website is important for your 
business.

•	 The importance of getting the basic infrastructure correct for 
your business – phone number, CRM system and a document 
management system.

•	 What your business needs to do from a tax compliance perspective.
•	 How to implement exceptional customer service in your business.
•	 The business resources that I personally recommend.
•	 The importance of relationships and using social media networks to 

maximize these relationships.
•	 What books I recommend to take your business knowledge and 

skills to the next level.

So let’s get started ... 
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Section 1:

Plan Your Business
Experience shows that, if one forsees from far away 

the designs to be undertaken, one can act with speed 
when the moment comes to execute them. 

Cardinal Richelieu 
French Clergyman, Noble and Statesman

 



The Prudent Entrepreneur: How to Start a Business 16

CHAPTER 1

Why Start Your Own 
Business?

The unexamined life is not worth living. 

Socrates 
Greek Philosopher

S tarting your own business is not a preferred choice for most people. 
Family, cultural ideals and social perceptions often influence this opinion 
of entrepreneurship.  

In my particular case, I was taught that having a government job (post-
office worker, police officer, teacher, etc.) was the prudent and intelligent 
choice. Fortunately, there weren’t many IT-related government jobs when I 
entered the work force, and hence this family obligation became null and void. 
I can certainly understand the need for a stable and secure job, but this left 
no room for fantasies around building something of value and having financial 
independence. 

So why do most people enter the entrepreneurship landscape? In my 
experience, it is:

•	 To make more money;
•	 Due to unemployment;
•	 To satisfy the need to create a revolutionary product or business; 
•	 A means of establishing more independence. 
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You need to determine the particular reason for starting your own business 
as it may have an enormous impact on the decisions you take going forward.

Your reasons for starting a business
Your reasons for starting a business are a great influence on many of 

the business aspects we will cover in the subsequent chapters. For example, if 
you want to build a lifestyle-based business (where you earn enough money 
to be comfortable and yet have the freedom of time and finances), you don’t 
necessarily want to have an investor who will change your goals and direction 
for the business. 

Having an investor in your business implies that the investor will want a 
certain return on his or her investment, which in turn means that your business 
will need to be performing at a certain level to meet those goals. The investor’s 
goals may be in conflict with your ideal working hours of spending just three 
hours per day on your business. So, in a short paragraph, I have demonstrated 
that if you get a simple thing like the reason for starting your business wrong, 
you could end up with much frustration, conflict and lost time.

Personality factors
Once the need to start a business has been established, it is important to 

determine whether or not you would be able to handle starting and running a 
business. Having a business is not a defined and structured path, and you need 
to determine what strengths and weaknesses you possess that will ensure the 
success of your business. I am in no way saying that being a successful business 
owner is limited to certain individuals. But having certain personality traits and 
life experience does definitely tilt the odds in your favor. So what are these traits?

Many of these preferred characteristics for an entrepreneur are intrinsic 
and difficult to learn. Entrepreneurs are usually the type of people who like to 
take control of the situation. They like to be in charge every step of the way. They 
are assertive and independent people who are strong willed. They often
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possess a great belief and understanding in their strengths and abilities. 
They are also driven and very goal oriented. They set goals along the way, which 
they strive to achieve. Their thinking styles tend to be more methodical, rational 
and grounded.

Other important characteristics include great organizational skills. They 
are good at planning, have vision for not just what is going on presently but also 
vision about what they want to accomplish in the future. They are able to inspire 
and lead people around them through their drive and tenacity, and need to 
succeed. Their experience in the field, ability to get along with different types of 
people, and the ability to identify their own strengths and surround themselves 
with people who complement them, propels them to new heights.

Although entrepreneurs are notorious for being go-getters and constantly 
surveying the market place for opportunities, it is also important that they are 
not impulsive in their decision-making. A good example of this is the BBC show 
“The Dragons Den”. Each entrepreneur comes in to do a presentation on his 
or her business idea, and although most of these ideas sound very promising 
initially, each investor (aka dragon), through directed questioning, reveals flaws 
in the entrepreneur’s logic, exaggeration of sales forecasts and general lack of 
business skills. 

The interesting thing about this show is that the successful dragons remain 
emotionally controlled throughout the process of the evaluation. They only 
reveal how they truly feel once the candidate has finished their presentation and 
left the room. Now that is self-control and impulse control in play! These are the 
top characteristics that every entrepreneur should have.

Introvert or extrovert?
When discussing personality traits for entrepreneurs, the introvert 

or extrovert personality type is often mentioned. An obvious choice for an 
entrepreneur would be an extrovert, right? Not really. There is no conclusive 
proof to substantiate this. Furthermore, it is submitted that most successful 
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entrepreneurs are in fact introverts: Bill Gates, Steve Jobs, Richard Branson 
(really?) and Mark Zuckerberg. So while it is important to determine and 
understand your personality type, it is not a requirement for your business 
success.

You need to remember that each person is only limited by attitude, aptitude 
and time. You have untold opportunities and resources at your disposal, but you 
need to determine a way to tap into those in order to make your business a 
success.

Emotional intelligence
A few years ago, people were evaluated on their intelligence quotient (IQ) 

in order to determine their intelligence. Depending on the type of company you 
have, this will definitely be a consideration in the recruitment process. However, 
from a pure evaluation perspective, it is not easy to discard an employment 
application purely on the basis of intelligence. With more recent research and 
industry acceptance, the topic of emotional intelligence has become more 
prominent. Hence, instead of getting an IQ test done for potential or current 
employees, it makes more sense to get their EQ tested.

According to the book The Emotional Intelligence Quickbook by Travis 
Bradberry and Jean Greaves, 

 “Intelligence (IQ), personality and emotional intelligence (EQ) are 
 distinct qualities we all possess. Together they determine how we think 
 and act. People may be intelligent but not emotionally intelligent, and 
 people of all types of personalities can be high in EQ and/or IQ. Of 
 the three, emotional intelligence is the only quality that is flexible and 
 able to change.”

It is not my aim to delve further into this topic, but I want to make you 
aware of its importance. As an entrepreneur, it is important to know who 
you are, where you are going and how you want to get there. Your emotional 
intelligence is often the invisible guiding force to achieving this.
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Do you have an overall strategy for your business?
You need a high-level idea of what you want to do and how you want to 

do this. In the next chapter, I cover what is a business and go into some detail 
around that. But in this chapter, I want you to think about how you imagine 
your company and your time when starting the business, setting up the business 
and then running it. 

 Remember that once the business starts and your first product or 
service is attractive to a certain customer type, you will need to make good 
on that promise to that customer. If you don’t, you will hurt the reputation of 
your business and yourself, and would have wasted valuable time and effort in 
attracting a suitable customer and then failing to meet the expectations of the 
customer. This is not a scenario you want to play out, so it’s best to understand 
how you wish your business to work. 

What do I mean by this?
Consider questions such as, will you continue to work in your full-time job 

while getting your business set up? Who will take customer phone calls while 
you’re working? Will you have enough money to fund your business when it 
is starting out? If you will be working on the business full-time, will you have 
enough money to fund the business and your monthly expenses for the amount 
of time it will take to get your business to be profitable? How long will it take for 
the business to be profitable?

These are difficult questions to ask and answer. But they are pertinent 
questions that need to be addressed, as they will directly affect the success of 
your business. Your answers will also determine the type of business you should 
be looking to start.

If you are planning on running the business part-time, don’t assume that 
other people (this normally means employees who earn a cheaper rate or family 
members) will be able to run and manage the business in your absence. More 
importantly, don’t underestimate the amount of time it will take you on a daily 
basis to fulfill your business obligations. In Chapter 22, we cover the 14 essential 
aspects of every business. Fourteen! On average, you will have spent at least two 
to three hours per day on your business if you run it on a part-time basis. You 
may need to reconsider your business model.
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On the other hand, if you are planning on starting the business full-time, 
don’t underestimate the costs of supporting yourself (in terms of your personal 
expenses) and the costs of the business expenses (employees, infrastructure, 
product or service development etc.). You need to formulate a conservative 
financial model that will cover at least six to twelve months of expenses (both 
personal and business). If you can’t do this, you probably can’t run the business 
full-time.

Can’t I just get funding for my business?
This is the favorite and most requested question from our customers. The 

answer is yes you can. But at what cost to you? I will cover funding in Chapter 
11, but you need to have realistic expectations in terms of this savior card that 
all budding entrepreneurs dream about.

In a previous paragraph, I mentioned the fact that if you bring an 
investor into the business, the investor will be expecting a certain return on his 
investment. Most investors lean towards models that make them returns with a 
five to ten multiplier of their capital invested.

For example, if your investor puts $100,000 into your business, they will be 
expecting a return of at least $500,000 (this is normally over five to seven years). 
Hence, you will need to pay back this investment from profits generated in the 
business, or you will need to find another investor who will put more money into 
the business and give the original investor the return that he required when he 
initially invested in the business. This is the dark world of investment financing 
and includes venture capital and angel investors. If you don’t know much about 
this, it is time to do further reading on finance. The reading list at the end of this 
book is a good start.. The guarantee around the issue of investment is simple: 
there is nothing in the world that is free. If you find something that looks too 
good to be true, tread cautiously as you may have overlooked something obvious.

There is an exception to the investor funding route: funding from friends, 
family and fools. This is a viable option, but again it does come at a cost. In order 
to explain this cost better, imagine that you’re taking your family member’s life 
savings to start this business. If your hunch is wrong in terms of this business, 
you lose the business but your family member loses his or her life savings and 
will be reduced to dependence on others and government pension for the rest 
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of their days. Depressing picture? Now think back to your business idea, and 
rate your chance of success on a scale from 1 to 10, where 10 means that your 
business will be the next Facebook in three years and 1 is an idea that is not 
worth a second thought.But what about banks or funding companies which 
give you money to start your business, you may ask Easier said than done! The 
truth is that in order to get funding you need to be in a good financial position 
already. This means that you need assets that can be used as collateral for the 
funds that they will provide to you. Some are stricter than others (in terms of the 
percentage of collateral required), but this is the general rule.

For example, if you need $100,000 in funding, you will need at least 
$100,000 in collateral and you will need to sign personal surety for the funding. 
If you screw up the business, you will definitely pay for this privilege. In addition 
to the often overlooked collateral aspect, you will need a sound business plan 
that can show the viability of the business, and the ability for the business to 
comfortably repay the funding. A sound business plan generally means that you 
need to make limited assumptions since these types of assumptions are often 
frowned upon. Unfortunately it is very difficult to secure funding based on 
projections only. The business will need historical values in order to justify the 
viability of the financial model.

I am painting a bleak picture of funding, and this is intentional. If I 
removed this idea of funding being a viable option for your business out of your 
head and plans, I would have achieved my goal. As an entrepreneur, you need to 
be a master of understanding limited resources and tradeoffs. Sir Isaac Newton 
famously said and proved that “For every action there is an equal but opposite 
reaction”. You must understand that when you consider funding, there are the 
market principles at work.

 Going into any of these funding choices with naivety will result in much 
time lost and pain along the way. I wish that I knew these principles before 
squandering many hours on futile funding requests previously. But I didn’t 
and hence I’m writing this book. I do know a few workarounds, so don’t be 
completely discouraged as I will cover these in Chapter 11.
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Are you ready for the long haul?
Running a business is not easy. Starting one is. It’s a message that I’ve 

emphasized many times with many customers. It would seem that this message 
is lost on many people though. Again, this is another good reason for a book 
such as this one.

 Please take a long-term view of your business and ensure that you have 
enough emotional and financial stamina to last over five to ten years. If you 
can’t, don’t start the business now. Save your funds until you can and plan how 
you’re going to make the business last for five years. I know that I should be 
selling you on the idea to start your business as quickly as you can, but I’m not. 
I would rather that you have a successful business. That’s what you and your 
customers need, nothing less.

We are told that 49% of businesses won’t survive their first five years. We 
are also told that the idea most businesses have initially will not be the one that 
eventually brings in the money in a few years from business inception. Do you 
know how you will be surviving these odds? My only advice is to ensure that you 
have a plan to have a sustainable and compliant business for a few years. This 
means that you need to have enough funds to register your company, complete 
your tax compliance, get your financial statements done annually, compile a 
comprehensive marketing program for your business and to pay yourself and 
your staff salaries on a regular basis.

If you don’t, please don’t set yourself up for failure by starting your business 
prematurely. Figure out how to plan the success of your business and how much 
funds you will need on a monthly basis. This implies researching, understanding 
and writing a comprehensive business plan that can guide you through the first 
few turbulent years. 

What can you do to get the necessary funds? Can you work a second job? 
Can you save monthly from your disposable income? Can you sell an unwanted 
asset? It has to be funds that you can afford losing – not your retirement funds 
or school fees or anything that has the potential to land you in trouble.

The good news for you is that by the end of this book, I will highlighted 
exactly how much money you should have before thinking of starting your 
business. This minimum amount is based on you starting the business on a 
shoestring budget.
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CHAPTER 2

What is a Business?

The simple things are also the most extraordinary 
things, and only the wise can see them. 

Paulo Coelho 
Brazilian Lyricist and Novelist

I t sounds like a simple question, but try to answer it yourself. We define a 
business as any entity that is selling a product or service for profit. This 
definition then excludes non-profit organizations and entities that are not 

serious about making a profit. Entrepreneurs steer businesses by making use 
of scarce resources and converting those into products or services that can be 
sold for a profit. The profits are then reinvested in the business and disbursed to 
the entrepreneur and business owner for a job well done. If the entrepreneur or 
business are not committed to this cycle and goals, the process flow falls apart. 
In terms of this definition, we also exclude those businesses that simply receive 
royalties or dividends or similar rights. We are interested in businesses that take 
certain inputs, have systems and people in place to take those inputs and convert 
it into outputs and then sell those outputs to qualified leads identified by the 
business.

Each of these components in a business is critical and deserves its own 
explanation, but I want to concentrate on the systems and people aspect of a 
business. As entrepreneurs, it is our job to understand how people and systems 
can collaborate in order to firstly, turn inputs into outputs, and secondly, to sell 
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those outputs to willing buyers and make a profit. If you as an entrepreneur can 
do this, no business will be beyond your capability since all businesses can be 
stripped down to these bare essentials. Hence, in your entrepreneurship journey 
and in reading this book, bear this simple definition of a business in mind and 
also understand what makes you an entrepreneur.

You are probably not an entrepreneur because you are such an amazing 
financial manager or the best product manager. Rather, you are an entrepreneur 
because you understand, or want to understand, how businesses work and how 
you can make the systems and people work in order to create a sustainable and 
profitable business. That is your goal and your job as an entrepreneur. Nothing 
more, and nothing less. It therefore makes sense to ensure that you are not 
distracted by tasks of operating a business, which takes you away from your job 
as an entrepreneur. If this is the case, find a person or system to relieve you of 
those tasks.

It is my aim with this book to help you understand how to become a better 
entrepreneur and build at least one sustainable and profitable business.

Build a business that can be sold
You want to build a profitable, scalable business that is worth a ton of 

money. However, too often when we’re starting a company, the business is all 
about us as the founders or owners. We do the selling, we do the order fulfillment 
and customers only trust us with their orders. This is bad news for your business 
as you will never be able to leave the business or sell it. 

I’m obviously not implying that you should sell it once it is running, but 
I am questioning whether your business will be worth much to someone else 
should you want to sell it. If you don’t set up your business processes correctly, 
your business will not be worth much since it will be dependent on you being a 
part of it, and therefore no-one else will be able to run or own it. 

So to start off – think about your products, your sales processes and the 
order fulfillment. Are they dependent on you? If so, spend some time defining 
how the process will work without your involvement. You can define these as 
processes or Standard Operating Procedures (SOPs). When you have done this, 
you can put plans or measures in place to ensure that your team follows these 
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guidelines. If they are following these guidelines and your business is surviving, 
you have a scalable business on your hands. You can then proceed to devise ways 
to scale the business and make it extremely profitable. That’s a fun task for any 
entrepreneur!

Defining your business brand and culture
A company culture is quite important and is often very quick to be 

identified by anyone who works in your company or interacts with your 
company. It permeates every aspect of your business – from the way you answer 
the phone to the emails that you send out to the manner in which you treat your 
suppliers.  

In the book Delivering Happiness, Tony Hsieh, the CEO of Zappos.com, 
mentions that the company culture defines the brand and the culture can be 
measured against core values that you set. Zappos is a company that is well 
renowned for having by far the best customer service– and has 10 core values 
that everyone in their company strives towards. These core values are listed on 
the Zappos website (http://www.zappos.com) as follows:

1. Deliver WOW Through Service
2. Embrace and Drive Change
3. Create Fun and A Little Weirdness
4. Be Adventurous, Creative, and Open-Minded
5. Pursue Growth and Learning
6. Build Open and Honest Relationships With Communication
7. Build a Positive Team and Family Spirit
8. Do More With Less
9. Be Passionate and Determined
10. Be Humble
Interesting concept and I must admit that it makes complete sense. But, as 

with everything, this has a cost to implementing it, and when you’re struggling 
to make your business profitable in the first few years, it is difficult to give this 
priority. But I challenge you to spend some time thinking about the qualities you 
would like employees to have in your company, and then determine whether 
you can hire such people to work for you. 
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If you hire people who have a very different set of core values to most of 
your employees in your company, it will result in friction and cause a split or 
divide in your team. So, while this is a difficult aspect to implement entirely, 
it is worth thinking about what type of people you want around you every 
day. When you have done this, write it down (even if is only three items) and 
then communicate to your employees so that they know what you expect of 
them and of every interaction in the company. You can also challenge them to 
make improvements both personally and professionally to ensure that they are 
aligning themselves against these defined core values. 

Over time, these changes will translate into a brand that your employees, 
customers, investors and suppliers will become accustomed to. By thinking 
about essential management and leadership aspects such as this, you are assured 
of building a company with a strong brand for many years to come.
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CHAPTER 3

Selling a Product or 
Service?

Any fool can know. The point is to understand. 

Albert Einstein 
Theoretical Physicist

Having established the definition of your business, your next major 
milestone in crystallizing your business idea is to determine whether 
you will be selling a product or service for profit. Both options have 

their benefits and are very dependent on personal preference. It is uncommon 
to find a business that specializes in selling both products and services on an 
equal level of importance. Companies that do this often have their major seller 
(usually the product) and then support it by providing services around the 
product. For example, BMW sells cars but they also sell a service in the form of 
vehicle checkups that are performed by their workshops.
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The Advantages and Disadvantages of a Service-
Based Business

The advantage of a service-based business is that it is often easier to get 
started than a product-based business; the rules around the fulfillment 
of a service can also be modified until the service meets the customer 

expectation; and as a result, the fulfillment model is more fluid in nature.
However, service-based businesses are usually more labor intensive, as 

you will need a larger labor force to deliver on the service that generates the 
company’s revenue. Every business needs a certain labor force to have a fully 
functioning company (for example a receptionist, bookkeeper, sales executive, 
etc.); but once these are in place, the service business needs additional staff to 
ensure that the business is selling enough services in order to make the business 
profitable.

Due to the labor-intensive nature of a service-based business, it is more 
difficult to scale and control from a company branding perspective. For example, 
if you provide a certain service, you need to ensure that all your operational staff 
behave and complete their orders and liaise with the customers in a similar way 
– a way that your customers will be able to identify your company and set you 
apart from your competitors. The complexity in terms of this task can be your 
competitive advantage and, at the same time, your Achilles’ heel, since it can 
determine the success (or failure) of your business model to your customers.

It is worth mentioning that in a service-based business, your management 
team must be disciplined and supportive to ensure high staff productivity and 
morale. If your operational staff are not happy, it results in poor service delivery 
which undoubtedly affects the bottom line.

In summary, a service-based business is easier to get started. As the 
business owner, you have more control over staff appointments and can 
incrementally hire resources as needed, i.e. as the number of sales increases. 
This means that the finance risk, in terms of initial and ongoing capital outlays, 
to the entrepreneur is much lower than a product-based business.
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The Advantages and Disadvantages of a  
Product-Based Business

Getting a product to sell is more difficult than providing a service. If 
you are designing and building the product yourself, this complexity 
increases ten-fold. It is often easier to get the license or authority to sell 

a certain product on behalf of a manufacturer, rather than trying to create one 
yourself. However, if you are able to design, develop and sell your own product, 
your business will be valued more than a service-based business that is earning 
a similar turnover. The reason for this is the possibility of scaling the business 
faster and easier. It is said that investors tend to value a product-based company 
at 10 times the value of a similar service-based company. Through my research 
and experience, I tend to agree with this sentiment.Assuming you are selling a 
product on behalf of someone else, it is imperative for you to understand how 
to sell the product and who your target customer group is. If you’re selling a 
product that is also sold by many other businesses, your differentiating factors 
must be clearly understood.

Assuming you are selling a product on behalf of someone else, it is 
imperative for you to understand how to sell the product and who your 
target customer group is. If you’re selling a product that is also sold by many 
other businesses, your differentiating factors must be clearly understood. For 
example, if you wanted to sell a certain brand of  toothpaste, and could get it at 
a discounted price from  the supplier  and easily make a profit, would you do 
it? To answer that, you need to consider why anyone would buy this product 
from you rather than going to a local supermarket or convenience store. On 
the other hand, if you were in a little town where the local population of 10,000 
people didn’t have access to this brand of  toothpaste from any other retailer, 
your business model would indeed be much stronger. 

So if the product is freely available to your proposed customers, your 
chances of getting sales and making the business a success are slim. In this 
particular example, a differentiating factor may be the way your customers buy 
the product from you. For example, if you could deliver this brand of toothpast 
to the customer at a lower price than other retailers in the area, you might 
appeal to certain customers and hence be able to create a sustainable business 
from that.
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If you’re selling your own products, your gross profit made from each 
product should be much higher than if you were selling products on behalf 
of others. The exception to this rule would be if you had a sole mandate to 
retail a certain product in a specific geographic area. For example, if you had 
the sole right to sell a certain high-end audio equipment brand of products in 
England, you could reasonably set this price to generate a certain gross profit. 
Your customers would have limited accessibility to the product and therefore 
be obliged to pay you your selling price if they wanted this brand of  audio 
equipment. This, of course, is also dependent on the restrictions imposed upon 
you by the distribution company providing you with the product.

Import and export regulations and taxation are other important 
considerations for any product-based company. Depending on your target 
market and sales channels (how you will be selling your product), you may 
need to consider how you will be getting your products for sale (i.e. stock) into 
your designated geographic area. As soon as you consider importing goods into 
any country, import duties and taxes are applicable. The duties and taxes are 
calculated exclusively on the value of the goods being imported. Some items can 
be exempt from duties. However, taxation normally applies to all goods being 
imported. Businesses intending on engaging in import/export activities must 
obtain permits to do so.

Product-based companies also need to keep a certain stock level in order 
to have a proper functioning company. You cannot sell a product that you don’t 
have. This implies that you need to invest substantial funds into procuring stock, 
and ensure that your stock is sold quickly. In your financial management model, 
an important metric will be your stock turnover days. This metric measures how 
many days it takes to sell your stock – the fewer the number of days, the more 
efficient the company.
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Digital Products

A variation to the product-based model is digital products, which 
includes software applications, books and music. This is a more 
powerful rendition of the product-based model, as the product can 

be reproduced at minimal cost and no stock levels need to be in place. This 
means that you gain all the benefits of a product-based company and none of 
the disadvantages. Again, it is easy to see why investors find this model very 
appealing.

If you do have the skills to create this type of product or sell it on behalf of 
someone else, you could easily and quickly build a business that is profitable and 
sustainable. This of course assumes that you have the entrepreneurship skills to 
build such a business. Having a great product or service is just one critical item 
in the business, and will by no means guarantee the success of your business.

Keep an Eye on Your Gross Profit

The gross profit in your business is one of the most important measures 
of how well your business is doing. Most business owners concentrate 
on turnover (aka revenue or sales), but realistically it is from your gross 

profit that you will pay all your expenses and determine the profitability of your 
business. The gross profit is the amount that is the difference between your sales 
and cost of sales. During your business planning, you need to determine what 
gross profit percentage you will be aiming for. You will need to track and then 
watch this metric like a hawk on a daily, weekly and monthly basis.

Why do you need to be concerned with your gross profit? Because it is very 
easy to get swayed by the high turnover numbers and how well the business is 
doing from a percentage of revenue point of view. But a business that is doing 
a turnover of $10 million and with only a 5% gross profit percentage, is still not 
a very stable and sustainable business if you need 60 staff members to support 
that business. 
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Gross profit is an obvious concept, and to be honest, it is in most instances 
already catered for when you do your product price lists. But when factors 
like sales commission, customer discounts, freight costs and exchange rate 
fluctuations are introduced, the gross profit is normally affected and may not 
be calculated accurately in your financial system. If this happens and no-one is 
paying attention to it, it is very easy for your business to end up with cash flow 
issues.

This should also highlight the important differences between product- and 
service-based businesses. In a typical service-based business, it is very difficult 
to have a high gross profit due to competition from other service providers and 
the labor-intensive business model. Selling a product makes it possible to have a 
higher gross profit and a more predictable business model. It is not uncommon 
for product-based companies to have gross profit percentages of over 200%, 
especially if digital products are considered.

However, to create a profitable and sustainable business, you should aim 
for a minimum gross profit percentage of 40%. If you could do this, you should 
have enough profit to run the business well and provide all investors in the 
business with a good rate of return.

Cash Flow is King

No discussion around gross profit or turnover can be complete 
without considering cash flow. If you get your gross profit correct 
as I recommended in the previous section, it will minimize the cash 

flow risk, but will by no means eliminate it. It takes time to get your business 
rolling and make your sales predictable.

However, when you get to this stage (and even before that), you will notice 
that your cash flow is a key element in your ability to keep the business afloat. 
Your business might be profitable but you may not be able to pay salaries. This 
always sounded strange to me, coming from an accounting and IT background. 
But in the course of running your own business, it soon becomes blatantly 
apparent since your bank balance will never match the figures being reported to 
you by your financial system or your book-keeper. The foundation for why this 
occurs relates to the accounting principle of recognising revenue and expenses 
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in the time period in which they occur. For example, if the business received an 
order for $1000 but the customer has payment terms of 30 days, according to 
the financial system, the business will have made revenue of $1000, but in the 
business bank account, there will not be any trace of this $1000 until 30 days 
later when the customer pays for this order. So what can you do about this?

Firstly, you need to have very good financial knowledge and if you don’t, 
hire someone to assist you. In most businesses, the financial director or manager 
is the closest person to the CEO. This is because the CEO wants to know on a 
daily basis what the financial picture looks like. Any hint of a problem needs to 
be addressed immediately.

Secondly, you need to be able to get some type of padding or backup in 
place since your cash flow will always be a problem when you’re growing the 
business. This can be in the form of an overdraft, savings or better terms with 
your suppliers.

Lastly, spend the time understanding how your business cash flow works 
– where the business is spending the money, when is it receiving the money, 
what are the largest expenses, etc. When you have analyzed this, put reporting 
in place to ensure that you’re tracking this on a daily, if not weekly, basis. Don’t 
skip this step and don’t assume that everything will be fine.

These steps should help to align your thinking around profit and cash flow 
in your business. It is something that is often neglected but is a simple mindset 
to correct (if you are aware of it).

Unique Selling Proposition

The concept of a unique selling proposition (USP) is closely related to 
discussions around marketing, sales and product development. If you’re 
not familiar with the concept of USP, it is merely the attribute or quality 

of your product or service that makes it unique and ensures that customers will 
choose it over a competitor’s product or service. 
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It is critical that you can define a USP for your product or service. If 
you cannot, you will have a very difficult time convincing customers to buy 
your product or service and an even more difficult time trying to get your 
marketing plan to be successful. An example of a USP is the Domino’s guarantee 
of delivering yourpizza within 30 minutes. It’s unique since no other pizza 
company had offered that guarantee previously and Domino’s ensured that this 
USP was effectively communicated in their marketing and advertising.

Do You Have a Valuable Skill?

N I recently needed to do an installation of a gas stove. It’s been something 
that I’ve put off for some time, mainly because of the dread of getting 
the actual gas installation done. There was the possibility of getting 

a referral from a friend of mine who recently did his installation and knew the 
approximate price, but I needed gas cylinders too. So I phoned a company using 
an advert that had appeared in many editions of our local newspaper. The price 
for the cylinder was acceptable and I asked the woman whom I dealt with at the 
company if she knew of any accredited gas installers. She gave me a name and 
number and I phoned and got someone to come out and give me a quote, which 
again was reasonable.

Although I was skeptical at first, the entire sales process was top notch and 
I decided to give him the business. After he completed the outstanding work, 
I kept thinking, I spend so much time look at marketing metrics and plans, 
coordinating our sales team and optimizing our operations, but this man didn’t 
have that. All he had was a valuable skill, which was reinforced by being an 
accredited gas installer, and he did a great job. When asked why his pricing 
was so reasonable, he merely confirmed that he enjoys what he does and his 
customers actually become his friends. It was an amazing case study for me and 
impressed me enough to warrant including it in this book.
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So my questions to you are:
1. Do you have a valuable skill that you can get someone to pay you for?
2. Do you have a defined sales process that works well for you?
3. Have you realized how you can use complementary businesses to do 

the marketing for your own business?
4. Can you do an exceptional job with each sale so that this becomes a 

valuable testimonial for you?
5. Do you enjoy being around your customers?

Each of these questions merits separate consideration, but for now try to 
determine what valuable skill or product you offer your customers.

Validating Your Business Idea

I want to close this chapter by discussing the most important step in the 
planning stage of your business – validating your business idea. In his book 
Ready, Fire, Aim (see the reading list at the end of this book), Michael 

Masterson discusses the concept of testing the product before you make it. The 
idea behind this concept is to determine if your customers will want to buy your 
product or service. You don’t have an unlimited budget. Hence, the faster you 
know whether your customers will want the product or service that you plan on 
selling to them, the better your decision-making will be. In Chapter 7, I cover 
the methods to determine your ideal customers, but having defined your ideal 
customer you need to communicate with them and get their feedback on your 
product or service.

This is a difficult step for most entrepreneurs since it is the moment of 
truth. Everything else about your business idea can be controlled by you – the 
idea itself, your partners, your employees, your marketing plan, etc. But this step 
is entirely dependent on the most important stakeholder in your business – your 
customer. If they hate your product or service, you have no business. If they 
don’t want to pay the price that you are asking for your product or service, you 
have no business. There is no middle ground in this analysis – the product or 
service either sells or it doesn’t.
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So how can you test the product or service with your customer even 
before you’ve created it? Simple - you ask them. You need to give them enough 
information and proof in order for them to make a decision as to whether they 
should buy your product or not. 

For example, if your product will take eight months to manufacture, you 
can spend two weeks on a very polished design and presentation. Using this 
design and presentation, you can gauge your potential customer’s response 
to your product. By spending this time and gaining this feedback from your 
customer, you will either gain a customer, gain valuable feedback in order to 
change the product, or get a direct ‘no’ from the customer. If you get a large 
percentage of customer rejections, you know that your business idea is not 
good enough and you need to make changes in order create a profitable and 
sustainable business. Yes, this would be disappointing. But this disappointment 
pales in comparison if you consider the consequences of spending time, money 
and effort on the business and only realize in 12 months that no customer will 
buy your product.

You need to creatively approach this step and ensure that your customers 
will buy your product. This includes selling the product in advance or offering 
customers ridiculous discounts in order to gain their feedback and commitment 
to a sale. Don’t ignore this step. Spend most of your time in the planning stage 
of your business creating a compelling argument to get your customer approval 
on your business idea.
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CHAPTER 4

Your Business Name and 
Brand

Knowing others is intelligence; knowing yourself is true wisdom. 
Mastering others is strength; mastering yourself is true power. 

If you realize that you have enough, you are truly rich. 

Lao Tzu 
British Politician

One of the many customer questions I get asked is, “How can I ensure 
a unique company name and does it really matter?” I advise these 
customers to firstly think of their brand,  now and in the future. 

Secondly, I advise them to think about their corporate identity, which includes 
their online presence.

Your Business Name

Some customers are in a real hurry to get their businesses created. While 
we respect this, most business gurus will testify to the fact that it takes 
at least three to five years to create a sustainable and profitable business. 

Keeping this in mind, will a few days spent getting your company name and 
brand correct really make a huge difference?
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For the brand and your related choice of business name, we recommend two 
main options:

Option 1
Go with a company name and brand that is intuitive and explains exactly what 
you do. An example of this is the name Easy Print Services. From a marketing 
perspective, this is simple to explain to your current and prospective customers. 
But such a name does limit the business owner in terms of future business 
expansion, since customer expectations may be set by the associations of the 
company name.

Option 2
Go with a unique name that you can create a brand around. An example of this 
is the Nike name. They created their brand by telling the customers what they do 
(i.e. products) and how they do it (e.g. quality sports products). The word ‘Nike’ 
doesn’t mean much without the marketing effort that they put into creating the 
brand that we know ‘Nike’ has become.

If you’re struggling to find a unique name for your company, try a 
combination of words. That’s how the founders of FedEx did it. Remember, your 
brand and corporate identity is what you make of your company name. At its 
inception, no company name is valuable. It is a known fact that most dictionary 
words are already taken for company and domain names, and if you can get a 
domain name for the dictionary word, this will be valuable indeed.

Your Choice of Domain Names

Thinking of your company branding is a very complicated topic, but 
we always recommend that customers check that they can register 
the domain for the company name that they want. You ideally want to 

get the same domain name as your company name. For example, Nike has the 
domain www.nike.com.
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You could have a different domain name to your company name, but this 
would pose difficulties for customers. You would have to spend valuable money 
on marketing efforts to teach your customers where to find you on the Internet. 
Avoid the confusion and hassle, and just spend some time on getting the correct 
name for your business at its inception. Changing a business name or domain at 
a later stage is a long and laborious exercise which could be very expensive. All 
this wasted effort can be avoided by you being patient and less impulsive when 
starting your business.

Speaking of domain names, we suggest that you get the .com domain, along 
with the other popular domain extensions (such as .net, .org, etc.). The reason to 
secure all possible domain extensions is to ensure that you own all intellectual 
property related to your business name and brand. Ideally, you would want to 
own all domain extensions for your particular brand (which is done by all your 
major companies), but the cost and management of this exercise is expensive. 
Hence, my suggestion is to own the most popular domain extensions for your 
buisness name and brand. The cost of these registrations will be around $200 per 
year, but in the interests of branding, this is worth the money. 

If all this information is a little overwhelming, just keep reading. It will 
start making sense as I delve into the details of each topic.

The Importance of Trust

I want to concentrate on one of the critical elements of establishing a 
successful business – trust. It is not easy to do, and is something that I 
have personally worked on with my companies through the years. We have 

found that having many credible, contactable references assists in convincing 
potential clients of your legitimate business. One method of ensuring that you 
have your business in front of your current and prospective customers is to 
advertise more regularly in printed and online media. By seeing your regular 
advertisement, your current and prospective customers subconsciously realize 
that your business is recognizable and you can be trusted with their business. 
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This principles works for all of the top brands – they don’t necessarily have 
increased sales from their advertisements, but they advertise regularly to ensure 
that their customers are aware that they are still a strong brand and they can 
continue trusting them with their business.

Other ideas of establishing trust is to be tax compliant, or to have an 
appointed accounting officer, auditor and attorney for your company. By listing 
such information on your website, you can create transparency and in turn gain 
credibility. These steps do not necessarily have to cost a fortune, but they may 
be enough to secure you a deal or sale that wouldn’t have happened if you didn’t 
have these in place.

Make sure that you go further than just proving your company is legitimate. 
Even if your company is not set up for defrauding customers, that may not be 
enough to convince them to trust you with their needs. Building trust is an 
exercise that also allows you to shine by showcasing your products or services 
and exceeding the expectations of customers. With one of my businesses being 
an online-based product business, we have to constantly work at convincing 
people that we are not out to scam them, as the online industry is currently 
plagued with scams.

Remember trust can be earned from your customers by:
1. Understanding what products you provide and how you provide 

them.
2. Treating each customer as an individual.
3. Helping customers to see you as a real person and company.

Apologizing when you have made mistakes and offering solutions 
instead of trying to cover it up.

4. Giving customers access to your previous customer testimonials.
5. Being established for a few years.
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Is Your Business Trusted?

As homework for yourself and your business, determine whether 
your customers currently trust you, your brand and your products 
or services. You can determine this by simply asking all of them or 

a subset of your customer base. This can be done by an email questionnaire, a 
customer survey, a printed customer questionnaire or a telephonic customer 
survey. If your customers trust you, well done! In this case, try to determine what 
you’re doing well and how you can replicate it and do it even better. Remember, 
it’s easier for you to do it personally. But what happens when you grow your 
team to six or ten people? Will they be able to attain the same level of trust with 
your customers?

If your customers do not trust you, your company or your products and 
services, then determine how you can change this. My suggestion is to start with 
the six steps outlined in the previous section, and work continually on these 
over the next 12 months to ensure that it becomes part of your business.

Trust as a Social Behaviour?

Human beings are social creatures. We want the acceptance and 
admiration of our peers. If you can find ways of reinforcing your 
company and brand to as many people in your customer set as 

possible, you will achieve your goals of being an accepted part of that customer 
group’s landscape.

A simple example of this is the National Geographic videos on journalists 
filming wild animals from an open Landrover. I have always wondered why 
the lions don’t attack the journalists or run away. It is probably because these 
journalists (and their equipment and vehicles) have invested time into the 
animals accepting them as non- threatening. The acceptance allows them to 
become part of the landscape that the wild animals get used to. It is your job to 
get into the landscape and minds of your customer group. But you need to do 
this on a shoestring budget and not with the millions of dollars that companies 
like Coke and Macdonalds have to throw at their marketing efforts.
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CHAPTER 5

Consider Your 
Shareholding

 The measure of intelligence is the ability to change. 

Albert Einstein 
Theoretical Physicist

Shareholding is such an easy thing to consider at the start of a business 
and yet it has major consequences if it’s not done correctly. The reason 
for this is that at the start of a business, the value of the business is $0 

(even if it has $1 billion worth of potential). It follows, then, that even if you have 
90% shares of $0, the value is still zero. However, if the business after month 1 
is now worth $1000, the value of your 90% shares is now $900 as opposed to 
the $0 at the inception of the business. The notion of allocation of shares at 
the start of the business may seem insignificant, but as the business grows and 
increases in value, this decision must be carefully reconsidered. Most business 
owners do not consider the effects that decisions later on in the business life 
cycle will have on the shareholding. These include the addition of shareholders 
or the acquiring of investors who would take part of the shareholding in return 
for funds invested in the business.
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It is important to think about the following when selling your shares in the 
business. Firstly, if you are selling your shares or if any share exchange happens 
in the business after registration, the actual business value must always be taken 
into account. The business value can be determined by a variety of financial 
methods – the popular ones being the discounted cash flow method, net asset 
value method and price earnings method. If you’re not sure on how these work, 
you can contact your accountant or financial advisor who should be able to 
assist you with this.

Secondly, if you sell your shares or buy shares, there is a tax liability. If 
you sell shares, you will have a capital gains amount that must be considered. 
Moreover, even if you are given shares in the business, it will be viewed such 
that you received a monetary value, which in turn, must be declared as income 
(liable for taxation purposes). You should check these permutations carefully 
with your accountant or financial advisor before finalizing any deal around 
shareholding.

Don’t discount the value of proper thought and consideration before 
making your next shareholding change. You might save yourself some money 
and heartache. When considering shareholding it is worth mentioning that you 
should always determine how the person wants to be paid out for the shares. 
This is typical in an investment scenario where the investor will finance the 
business for a certain rate of return. Make sure that you understand what this 
expectation is. Most stakeholders don’t want to invest long-term and therefore 
will be looking for a payout in the next five years or so. 

It is also worth noting that once you give away any part of your company, it 
is no longer yours entirely. You have a responsibility to each shareholder (even if 
they own 1%) to ensure that the company is run fairly, efficiently and profitably. 
This seems obvious enough, but the mindset of many entrepreneurs does not 
alter when changes in shareholding are considered.
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CHAPTER 6

Creating a Six Figure 
Business

I’m not in this world to live up to your expectations 
and you’re not in this world to live up to mine. 

Bruce Lee 
Martial Artist, Film Actor, Instructor, Philosopher and Filmmaker

The goal of any business is to become profitable. In order to achieve this 
goal, you need to ensure that the business has a sound foundational 
structure, such as loyal customers, a great product or service and 

a healthy monthly turnover. How do you put these factors in place? In this 
chapter, we will concentrate on the turnover part, and show you a simple model 
to ensure that you can make your business profitable. This requires some insight 
and a readjustment of your thinking around sales, turnover and profit. Just to be 
clear, we define our key terms as follows:

•	 Sales - All orders for products or services that the business is selling
•	 Turnover - All money received as a result of selling the products
•	 Profit - The remaining money after all expenses are deducted from 

the turnover of the business
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In order for this model to work, you need to find a product or service that 
you can offer your customers on a recurring basis. This can be done monthly or 
annually. If it is annually, then you will need more customers in order to create 
the six-figure business.

The Model Explained

I f you have a product or service that is recurring, all that you need to do is 
ensure that you calculate your minimum number of customers in order 
to make the six-figure business. For example, assume that we have a hair 

salon and we charge $20 for a gent’s haircut. In order for us to create a six-figure 
business we will need 5,000 customers monthly, assuming that each customer 
gets a haircut every month.

This is calculated as follows:
Number of customers = $100,000/$20
= 5,000 haircuts (monthly)

Now that we determined the minimum number of customers we need for 
this six-figure business, we can turn our attention to the following important 
factors in order to make this business sustainable:

1. Can we get 5,000 customers on a monthly basis (in terms of where the 
business is located and the customers that we’re targeting)?

2. Can we fulfill the haircuts for 5,000 customers on a monthly basis? 
This equates to doing at least 22 haircuts per hour, if your business hours are 
seven days a week, and eight hours per day. Since each hair stylist can probably 
perform five haircuts per hour, you will need at least four stylists in order to 
fulfill on these orders.

3. Can you keep 5,000 customers satisfied enough that they will return the 
following month?
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If you can answer yes to the above three questions (for your particular 
business) and you have understood how the figures were calculated, you are 
well on your way to creating a six-figure business. Bear in mind that this is a 
six-figure-per-month business, which effectively, is a seven-figure-per-year 
business. Simple!

Why is the Model So Difficult to Implement?

So if it’s as easy as that to create a successful six-figure business, why is 
it so difficult in practice? Well, you need to understand the answers to 
those three questions above intimately – the first relates to converting 

your marketing efforts into sales, the second relates to the operational ability of 
your business and the third relates to the customer service aspect of the business 
(and to some extent the operational ability again).

Moreover, even if you did get these factors perfectly tuned to keep 5,000 
customers satisfied on a monthly basis, there are still the following items that 
prevent most business owners from fulfilling their dreams:

1. Not keeping focus on the most important aspects of the business.
2. Doing unnecessary work.
3. Not having the funds and ability to get to the 5,000 customers constantly

The three factors above might seem related, and they are, but they also 
represent very different lines of thinking. A business owner needs to concentrate 
on sales, keeping customers happy and having a sound financial situation for the 
business. Concentrating on anything else but these factors is not keeping focus. 
Each business owner also has certain strengths and weaknesses. If you cannot 
do a certain function or don’t want to do it, either outsource it or hire someone 
to do it. I often encounter business owners who are trying to do the marketing of 
the business, the selling, keep the customers happy and be the financial system 
guru. This is impossible. It might be possible to do some aspects fairly well, but 
to be a master of each of these areas takes much time, effort and expertise. Learn 
how to outsource and delegate your work to competent people and focus on 
your critical success factors to make the business profitable.
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How to Get Customers Quickly?

T he following is a novel and prudent approach to getting customers 
quickly:

1. Get one customer to buy your product or service.
2. Fulfill this order and delight your customer. You will not only learn 

about what went wrong but you will have some money in the bank 
account from the sale of the product or service.

3. If the order went well, ask the customer for just two referrals and 
you can even explain to him or her that you are starting out your 
business and need assistance to get going.

4. Again try to do the best job to impress the customer referrals that 
you received, learn from your mistakes, figure out how to handle 
these orders well in the future and then, lastly, ask for another two 
referrals from each customer.

5. Within seven iterations, you would have 128 customers if each 
customer referred two people or businesses to you. More interestingly, 
if your order fulfillment takes up to a week and it takes at most one 
week to get your referrals and orders from these referrals, you could 
possible have 128 customers in just 14 weeks.

A variation of the above example is to increase the revenue generated from 
each sale. If you do this, you will decrease the number of customers you need 
and possibly the number of staff that you need to fulfill the orders. For example, 
if we could generate $100 per customer (e.g. a lady’s cut, colour and style), we 
would need just 1,000 recurring customers in order to create the six-figure 
monthly revenue.

My aim in describing the six-figure business model and how to get clients 
quickly (in this section) is to show that it’s not difficult. We, as entrepreneurs, need 
to think laterally and ensure that we are making the best use of opportunities, 
resources and time to make our businesses successful.
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Can You Do This?

I want to finalize this discussion by clearly stating that everything in this 
model hinges on the ability of the business and business owner to get 5,000 
customers. If you cannot figure out how to this, don’t start the business as 

yet. Refine your plan until you can get to a business model of selling a recurring 
product or service and can easily understand how to get to the minimum 
number of customers you need. I cannot emphasize this fact enough.

Getting to the minimum number of customers takes a monumental 
effort in terms of time and marketing budget. This is why the startup costs 
for most businesses are very high. But it is important to understand and be 
particular about where you’re spending that startup money. It must be spent 
in ensuring that you get that minimum number of customers. If you succeed 
in accomplishing that, you would have created a business that is rolling and 
getting monthly revenue and to some extent is self-sustaining. It should then 
be a simple feat to focus your efforts and target those numbers that you need.

This model is based on recurring revenue and establishing the minimum 
number of customers needed to achieve the financial goal of six figures. If 
you don’t have this recurring revenue potential or the minimum number of 
customers, you don’t have a model that will work predictably.
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CHAPTER 7

Creating Your Marketing 
Plan

 He who knows all the answers has not been asked all the questions. 

Confucius 
Teacher, Editor, Politician and Philosopher

I am intentionally covering the marketing aspects of your business before I 
approach the actual business plan. In my experience, if the marketing and 
sales capability of your business is sound and strong, you will have the time 

and resources to evaluate other aspects of your business more efficiently. If sales 
is the life-blood of your business, marketing most certainly is the blood vessels 
and arteries that conduct the life-blood. Without marketing, you will not have 
a healthy supply of sales leads that you or your sales team can close on. This 
in turn means limited revenue for your business. Again, as a start-up venture, 
cash flow will become a huge stumbling block since little or no revenue will be 
flowing through the business.

But how do you pay for advertising which is usually so expensive? Notice 
how I used advertising instead of marketing? Although many people refer to 
marketing and advertising as interchangeable, this is a common mistake and I 
think it’s important to highlight this. 



51The Prudent Entrepreneur: How to Start a Business

Advertising is part of but not all of your marketing function. You must 
develop a marketing strategy. In order to get your marketing right, you need to 
determine what your strategy will be. Who and where are your customers? What 
will you need to convey to them? What is your unique selling proposition (USP)? 
You must be able to answer these questions before embarking on a marketing 
strategy. Why? Because you need to determine which marketing channels 
would be most suitable and effective for your business. For example, if you have 
a hunch that most of your customers have Facebook accounts and tested this by 
asking them, you probably just need to spend money on a Facebook advertising 
campaign (which is much cheaper than magazine advertising).

Assuming that you have a solid marketing strategy for your business, what 
are the different marketing channels that you can use? The obvious one is your 
conventional printed media – magazines, newsletters, newspapers, billboards, 
pamphlets, etc. However, I have also used online media and social media for my 
companies to good effect. These forms of advertising are much cheaper and in 
some cases the only expense is your time to implement the work.

Defining Your Customer Avatar

The word ‘avatar’ was made famous by the James Cameron movie with 
the same name. But the traditional definition in computing circles of 
an avatar is the graphical representation of the user or the user’s alter 

ego or character. Why is this word important? I have mentioned a few times so 
far that marketing is critical for any business. The only exception that may exist 
is if you have a strong sales team that is prepared to mine their own leads or 
have a database of leads or contacts from previous work experience. However, in 
every other scenario, the marketing function is responsible for bringing in these 
leads so that you or your sales team can close these opportunities and generate 
revenue for the company.

But can you bring awareness to an audience that you have not defined 
as yet? It is critical that you understand who your customer is, what they like, 
where they shop, what magazines they read, how much they have to spend on 
your products or services, etc. In simple terms, you must define your typical 
customer and this picture we call your customer avatar.
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How do you do this? You simply ask them. If this is difficult to do initially, 
you make an educated assumption and then test this assumption using customer 
feedback. The more educated assumptions and tests you do, the more expensive 
the endeavor. So in order for your business to succeed on a shoestring marketing 
budget, you need to spend time thinking about who your typical customer is. If 
you can figure this out, and if you have a compelling product or service to offer 
this customer, then you can spend money on appropriate advertising media that 
can bring the message of your product or service to your target customer. It is 
critical that you spend some time thinking about your customer avatar. If you 
have already done this, well done – you’re on your way to business success.

Using Internet Search Traffic for Advertising

The Internet has revolutionized the way we interact and do business. If 
you don’t have an email address, don’t use email nd don’t have a website 
in your business, you are probably living in the Stone Age. If you’re still 

not convinced, look at the amount of effort traditional print companies (Yellow 
Page Directories, newspapers, magazines, etc.) have put into their online 
presence and look at the size of their shrinking print media over the years.

At the forefront of this information revolution has been a little company 
called Google. This company basically owns 80 to 90% of all search traffic 
worldwide. If you’re starting a business or growing one, you want to pay 
attention to how optimizing your business or website is going to be good for 
you. Essentially, if you know how many people in any given month are searching 
for your product or service and if you can put your business or brand in front of 
those guaranteed leads, you will have a percentage of success with those leads. 
This is simply the marketing lead to sales order conversion rate, and should be a 
critical metric in your marketing and sales plan.

In order to get access to this information on monthly Internet searches, 
you can research the Google keyword tool or similar software. This will show 
you how many searches are done monthly for your keyword and business and 
what other related keywords you can use to gain more traffic and leads. You will 
then want to put that into your marketing plan and use those numbers with the 
marketing lead to sales order conversion rate metric mentioned earlier, in order 
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to determine how many sales you can expect on a monthly basis. It won’t be an 
accurate picture, but you will at least have a plan based on some sound research 
and backed by some very credible data from one of the largest IT companies in 
the world.

Calculating the Lifetime Value of a Customer

IMichael Masterson, in his book, Ready, Fire, Aim, describes the concept 
of the lifetime value of a product as the total amount of revenue generated 
from a customer after the initial product is purchased. For instance, if you 

sell pet food, and a certain customer purchases dog food priced at $35; you can 
safely assume that the customer will purchase similar dog food from you for the 
next 24 months. This equates to a lifetime value of $840 for that customer.

More interestingly, Masterson goes on to show how you can calculate the 
allowable acquisition cost. This is calculated as follows:

Lifetime value of customer
Less: Cost of the goods sold
Less: Company overheads (split into a per product cost) 
Less: Profit that you want
= Allowable acquisition cost

In our dog food customer example above, this will be calculated as follows: 
$840 (lifetime value of customer)
Less: $420 (assuming the dog food costs 50% of the selling price) 
Less: $210 (assuming that overheads are 50% of the gross profit) 
Less: $168 (assuming that we set the gross profit percentage of 20%) 
= $42

What does this mean? It’s a magical number that tells you exactly how 
much money you can spend to acquire each customer with the full knowledge 
that your expected profit will not be jeopardized. If you can trust this model, it 
means that you can easily create a profitable and successful business since you 
can ensure that your marketing does not exceed an acceptable level.
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As with all things in life and business, your level of knowledge will 
determine your level of success. By explaining the concept of a lifetime value of a 
customer, I am giving you the opportunity to take a more scientific approach to 
how you spend your marketing budget. You can no longer use the excuse of not 
knowing when the marketing will work for your business. You know have the 
method to accurately determine how much you can and should spend to acquire 
each customer so that you can build a sustainable and profitable business.

Formulating Your Marketing Plan

For every business and marketing plan, you must have a strategy. An 
example of a strategy could be that your business will use printed media 
to be the No.1 supplier for a certain product or service in that geographic 

area. You will advertise in local newspapers and magazines to achieve this 
defined goal. This approach is set out very clearly in most marketing books, 
i.e. the 4Ps of price, product, place and promotion. I suggest that you use a 
simple spreadsheet that lists the strategy of your marketing plan. Next, make 
lists of each of the advertising sources that you will be targeting, the cost of the 
advertising, the number of expected readers or viewers, the expected response 
rate to your advertising, and the expected closure rate to the interest that a 
prospective lead shows in your advertisement. From this simple analysis, you 
will be able to determine the number of customers you will be likely to attract.

It is vital that you allocate enough funds to the marketing plan so that you 
can test your assumptions around the advertisement, the response rate to the 
advertisement and the closure rate to convert the leads into sales. It is critical 
that you have the systems in place to test these assumptions and results. If you 
don’t, you could be wasting valuable money on an advertising program that is 
not working.

In Chapter 6 we discussed the number of customers you need to get in 
order to create a profitable and sustainable business. In this chapter, we provided 
one solution to getting those customers that you need to create such a business. 
If you can accurately plan how many customers you need and then are able 
to attract and keep those customers, you will be assured of a sound business 
blueprint.  
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My final word of advice around marketing is to create a campaign and 
stick to it over time so that you can evaluate the results. This timeframe can 
be a week, a month or a year, depending on your goals, plan and budget. I also 
suggest that you test the marketing messages in small batches so that you can 
determine which messages are resonating with your customer base.
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CHAPTER 8

Creating Your Sales Plan
 Half of seeming clever is keeping your mouth shut at the right times. 

Patrick Rothfuss 
Writer and College Lecturer

According to the ISO9001 quality management system, there are 14 
essential processes in any business, irrespective of the type of business 
you run. Some of these processes are more important than others. 

But I argue that none is as important as the sales process. Simply put, without 
sales, there is no revenue and if there is no revenue, there is no money to pay for 
anything or anyone. 

So, since the sales process is the most important process in your business, 
do you have yours defined and is it implemented correctly? If not, how are you 
currently handling your sales function in the business and how are you getting 
revenue in your business? In the book How to become a Rainmaker, Jeffrey J. 
Fox breaks down the sales cycle as follows:

•	 Get the sales lead or referral.
•	 Get an appointment with the business decision-maker. 
•	 Meet with the business decision-maker face-to-face.

This is obviously a high-level process and more detail is required at each 
step for implementation. For example, how do you get more sales leads? Will 
this be through cold-calling (which Fox does not advise), existing customer 
referrals or using marketing efforts?



57The Prudent Entrepreneur: How to Start a Business

The general rule of thumb is that the more expensive the product or 
service, the more involved the sales contact must be. It is highly unlikely that 
you close a $10,000 deal by simply sending a quotation to the customer. The 
customer would expect a personal call, some product and marketing collateral 
and assurances that you have a credible and reliable company.

Do You Need a Sales Executive?

I f you’re serious about the selling function in your business, you will hire 
a salesperson who is dedicated to this task. There is no other way to bring 
in sales, other than someone concentrating on this function. Being a small 

business, your chances of attracting a skilled, experienced salesperson are 
slim. Therefore, you need to find the best person that you can, and put a sales 
process in place that the less experienced salesperson can follow and that you 
can monitor.

Even if you did opt to go with a salesperson, my advice to you is to ensure 
that you understand the sales process well and have tried this personally. You 
understand the business and product or service well, and are in the best position 
to convey this message to your prospective customers. By spending time at the 
inception of your business on this important function, you can perfect the 
process and ensure that you are able to gauge the progress of your sales team as 
your company grows.

Think carefully about the sales function and how you will implement it, 
and then make brave decisions in the interests of growing a successful business.

Defining Your Sales Commission Structure

I f you have a sales executive, you will most likely go with a basic salary plus 
a commission-based remuneration on the sales targets achieved. If this is 
the arrangement that you’re thinking about, the sales commission structure 

requires definition. 
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This is not simply a percentage that you dream up. The percentage must 
tie up with your company profitability targets and the expectation of the sales 
executive. The best workable system is one based on a tier system for meeting 
certain targets, and also tied to a bonus for each tier in the system. 

Sales Target Commission 
%

Commission 
Amount

Bonus Total

< $1000 0%
$1000 to $2000 10% $200 $200

$2000+ 12% $264 $100 $364

TOTAL 
COMMISSION

$564

Table 1: Sample Commission Structure

The example assumes that the salesperson has made monthly sales of 
$4200. In this case, the sales executive will earn a monthly commission of $564 
and if his/her basic salary is $600; he/she would have earned $1164 for the 
month. This scenario is perfect if the sales executive is satisfied with a salary of 
around $1100 per month and if you are happy with sales of $4200 per month. 
This structure needs to be adapted until the goals of the business and the sales 
executive align. Obviously, you will not get a perfect model but the aim is to get 
one that seems to work for both the business and the sales executive. 

How will you know if the commission structure is working? You can safely 
assume this when the sales executive is happy at his job and has been with 
the business for more than one year, the business in turn is profitable and the 
monthly sales figures are predictable.
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Do You Base the Sales Commission on Turnover or 
Gross Profit?

Do you base the sales commission on turnover or gross profit? This 
is a question that most business owners have not even considered, 
although it is an important one since it affects the profitability 

of a business. In a previous chapter, I pointed out why every business owner 
should watch the gross profit of the business. You should structure your sales 
commission to take that information into consideration, so that your gross 
profit is not jeopardized. In the previous example, you made $4200 in sales for 
the business, but you needed to pay $1164 as a cost. If the product or service 
has a cost percentage of 30%, it implies that you would have made a gross profit 
of $1776 which is 42%. If your gross profit percentage target is 40% (as I have 
recommended in Chapter 6), this commission structure will be correct and will 
be aligned to the objectives of the business.

The exciting news is that when you have figured out this balance between 
the gross profit of the business and the accepted remuneration of the sales 
executive, you would have discovered a scalable sales process. You can then be 
assured that every new sales executive introduced into the sales team will result 
in greater profitability for the company (assuming that the market can support 
this). That is certainly a goal to strive towards.
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CHAPTER 9

Creating Your Business 
Plan

   Sometimes one likes foolish people for their folly, 
better than wise people for their wisdom. 

Elizabeth Gaskell 
British Novelist and Short Story Writer

I f you haven’t attempted to write a business plan, it’s time to learn how to 
do it. No excuses around this. It is my firm belief that every entrepreneur 
needs to know how to compile their own business plan. It is prudent to get 

collaborators or advisors on the business plan, but you should be responsible 
for compiling and finalizing it. Why? Because as the name implies, a business 
plan is a plan for your business. If it’s a plan for your business and you have to 
convey the most intimate details on how this business will work, it is difficult for 
someone else to capture this. 
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Essential Aspects of Any Business Plan

The following topics must be covered with every business plan. There are 
variations in format between various funding agencies, but if you have 
covered these sections comprehensively in your business plan, your 

plan should do well. The outline and requirements of the business plan have 
been consolidated from the requirements of various funding agencies:

1. Executive summary 

2. Business overview
 2.1. Business profile
 2.2. The product or service

3. Company management
 3.1. The entrepreneurs
 3.2. The management structure of the business

4. The market
 4.1. Industry analysis 
 4.2. Market analysis

5. Sales and marketing strategy

6. Financial statements and projections 

7. Legal and regulatory environment

8. SWOT analysis and risk/reward assessment
 8.1 SWOT analysis 
 8.2 Risks faced
 8.3 Strategies to address risks

9. Appendices and supporting documentation
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Executive Summary Explained
You need to provide a brief description of the business, the funding required to 
start the business, the reason the funding is required (if applicable), background 
on the entrepreneurs and an overview of the socio-economic benefits of the 
business. 

The executive summary should be written last, because you will need a 
thorough and in-depth understanding of the full business plan if you are to 
write a summary that will sell the idea and business to a potential investor. 

It should not be more than one page – no exceptions. Think of it as 
your elevator pitch for your business. You only have one page to make a good 
impression and secure funding.

Business Profile Explained
The business profile must include: 

•	 Information on the background and history of the business 
•	 The structure of the business
•	 The mission and vision of the business
•	 The long-term and short-term objectives of the business
•	 Possible exit strategies for the business.

Products and Services Explained
•	 The product or service must be described in detail. This includes all 

innovative features and competitive advantages that the business has 
over competitors in the market.

•	 The expected life cycle of the product or service must be covered.
•	 Include descriptions of key technologies employed, current and future 

research and development.
•	 Describe the location, premises and, where applicable, production 

facilities.
•	 Describe the production and technology.
•	 Describe production processes and capacity and identify any existing 

constraints and possible problem areas.
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•	 Include a detailed analysis of the process of installing and 
commissioning new technologies and production processes.

•	 Include information on quality assurance systems and procedures, 
and certification.

•	 Include details of suppliers and sub-contractors, and any contractual 
arrangements governing the supply of key inputs.

•	 Elaborate on the past achievements and strengths, past problems and 
weaknesses, and critical success factors of the business.

The Entrepreneurs Explained
•	 Include a description of the skills and experience of the entrepreneurs, 

covering the key areas of technology and product development, 
production, sales, marketing, finance and administration.

•	 Describe the position, specific functions and the responsibilities of 
each entrepreneur and manager.

•	 Attach a detailed curriculum vitae of each entrepreneur.
•	 Indicate the financial contribution of each entrepreneur to the 

business. 
•	 Include the current shareholding structure.

The Management Structure Explained
•	 Show the company ownership structure, business units and 

subsidiaries where applicable.
•	 Attach an organizational chart showing the functions and 

responsibilities of directors, key management and staff.
•	 Formulate remuneration, incentives, share options and conditions of 

employment of key management and directors.
•	 Include an analysis of any deficiencies in management and how these 

positions are to be filled.
•	 Comment on current and future employment levels, labour relations 

and union membership.
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•	 Include details of systems to be implemented: information technology, 
accounting, administration, management information and stock 
control systems.

•	 Include details of auditors, attorneys, bankers and professional 
advisers.

Industry Analysis Explained
•	 Summarize the industry in which you will compete.
•	 Discuss current trends and developments in the industry.List large 

and important players in the industry.Examine how the industry is 
segmented.Note the problems the industry might be experiencing.
Elaborate on national or global events influencing the industry.
Describe national and global growth forecasts.

•	 Discuss how legislation affects the industry.

Market Analysis Explained
•	 Describe the existing market and its potential for growth.
•	 Include a detailed analysis of the size and maturity of the market, 

trends and seasonality exhibited by the market.
•	 Discuss the current and expected market share of the business, 

together with an analysis of the time, resources and actions required 
to achieve this desired market share.

•	 List existing and potential customers, supported by letters of intent, 
orders on hand and contracts.

•	 Include a detailed analysis of competitors, the price and quality of 
their products, service and delivery, and their expected reaction to 
your activities.

Sales and Marketing Strategy Explained
•	 Elaborate on current and planned sales and marketing strategies and 

promotional activities (advertising, exhibitions, promotions, public 
relations, etc.).
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•	 Describe your distribution strategy and channels.
•	 Formulate sales staffing, recruitment, remuneration and commission 

structures.
•	 Include a detailed motivation and substantiation of sales projections 

(in monetary and physical terms) with a comprehensive analysis 
of the lead time expected to reach sales targets and milestones (e.g. 
break-even point).

•	 Elaborate on your pricing strategy and how it compares with your 
competition.

Financial Statements and Projections Explained
•	 Include only a summary of the financial statements and projections in 

the body of the business plan. The detailed analysis should be added 
as an appendix.Formulate operating budgets, cash flow projections, 
income statements and pro forma balance sheets for at least five years.

•	 Provide monthly projected figures for the first and second year, 
quarterly figures for years three and four and annual projections 
thereafter.

•	 Give the historical financial performance as shown by at least the 
last three sets of audited annual financial statements and up-to-date 
management accounts comprising income statements (monthly and 
year-to-date), balance sheets, and debtors and creditors age analysis.

•	 Include the costing methodology employed, or to be employed, and 
detailed costings which give a full analysis of the cost of sales.Indicate 
the pricing policies, giving a full analysis of theoretical and actual 
mark-up and gross profit percentages.

•	 Note the rebates, discount structures and terms offered to and received 
from customers and suppliers respectively.Include the breakeven and 
sensitivity analysis.Provide details of overdraft and factoring facilities 
(bank, limit, security and interest rate) and medium- and long-term 
loans.

•	 Ensure that your financial projections agree with any other statements 
in the business plan (for example, costs involved in your proposed 
marketing strategy).
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•	 Formulate and motivate your capital requirements.
•	 Legal and regulatory environment explained
•	 Include details of any licenses, copyrights, trademarks and patents 

registered (or that are in the process of being registered).Provide 
the details of any legislation and regulations governing the industry, 
product and production processes.Give proof of compliance with tax 
and labor, where applicable.

•	 Include details of duties and tariffs which inputs or products are 
subject to if the business is a regular importer or exporter.

SWOT Analysis Explained
Key elements in any business are the strategy and planning aspects. Having 
this in place means that you firstly have considered certain challenges or 
opportunities and secondly that you have put ideas or plans in place to address 
this. In any business plan this is listed as a SWOT analysis and you are often 
asked to include a risk/reward assessment.

A SWOT analysis basically lists the strengths, weaknesses, opportunities 
and threats of any business or venture. 

The strengths are items that are internal in the business and that are 
positive. An example of a strength would be an excellent customer care center 
that the business has. 

The weaknesses are items that are internal in the business and that are 
negative. An example of a weakness would be a complicated sales process. 

The opportunities are items that are external to the business and that are 
positive. An example would be a major sporting event that will be held in your 
area and that appeals to your customer demographic. If your business was in a 
good position to take advantage of this influx of suitable customers, you could 
take advantage of this opportunity and ensure that your business got a slice of 
this increased economic activity.

The threats are items that are external to the business and that are 
negative. For example, the fact that there is a decrease in tourists due to stricter 
immigration policies might result in a general downturn in your business if your 
business was tourism related.
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The rule of thumb with every SWOT analysis is to convert every weakness 
into a strength and every threat into an opportunity (over time). It is important 
to recognize the good and bad aspects of any business or venture, but your 
planning and skills must address how you will make it better over time.

Risk/Reward Assessment Explained
A risk/reward assessment is taking every risk that you can think of for the 
business (notably those listed in the threats section) and converting those into 
rewards that can be derived through planning, or by approaching the risk in an 
alternative way. Give an honest assessment of the risks faced by the business, 
entrepreneurs and investors in relation to the potential for growth, profitability 
and capital appreciation. 

For example, in the early 1990s, fixed line phone operators faced increasing 
threats/risk from mobile phone companies. By doing a risk/reward assessment 
and then putting a plan in place, they could compete more strongly with these 
emerging mobile phone companies.

Spending time on this exercise is very difficult since it requires some 
lateral and creative thinking. It is good to surround yourself with people 
(peers, consultants, advisors and employees) who can look at your business or 
venture objectively and offer suggestions. Most companies spend time during a 
quarterly or annual company meeting thinking about these critical aspects of 
their business. I hope that you do as well.

Appendices and Supporting Documentation Explained
The following supporting documentation should be included where applicable:

•	 Newspaper clippings, promotional literature, product brochures, 
market research, trade and industry publications;

•	 Partnership, association or shareholders’ agreements;
•	 Offers to purchase, and purchase and sale agreements;
•	 Contracts, orders and letters of intent;
•	 Memoranda of understanding and lease, franchise, agency or 

distribution agreements;
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•	 Documentation relating to licenses, copyrights, trademarks and 
patents;

•	 Quotations or pro-forma invoices for capital items to be purchased;
•	 Detailed personal balance sheets of the entrepreneurs;
•	 Copies of identity documents and marriage certificates of the 

entrepreneurs; 
•	 Schedules of life assurance and endowment policies of the 

entrepreneurs;
•	 Copies of company registration certificates and documents;
•	 Drawings, work flow charts, plans, factory layouts, maps, etc; 
•	 A list of individuals who can vouch for creditworthiness, product 

and service quality, and the skills, abilities and integrity of the 
entrepreneurs.

Advice for Completing Your Business Plan

As can be clearly seen in this section, completing a business plan that 
will impress investors is a daunting task. You need many supporting 
documents and a considerable amount of information in order to 

write a convincing plan. You essentially need to show that the business and 
entrepreneurs are strong and that the business has the potential to continue to 
make money currently, and make much more money in the future.

In order to show a viable solution in your financial model, investigate the 
price to earnings ratio for your industry, and ensure that the price to earnings 
ratio projected in your financial statements matches that industry norm. 

The financial model must clearly show how the funding will be paid back, 
and preferably paid back starting from the first month.

Don’t assume that the investors will be able to see how much potential the 
business has. They won’t. They will look at the cold, hard facts and if these are 
not communicated well in the business plan, the funding application will not be 
accepted.

You will need to prove that you have security to cover at least part of the 
funding required. You will also need to show that you have a good credit record. 
This applies to all directors and shareholders in the businesses.
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Some of these rules are relaxed due to certain criteria, but the general rules 
around viability of the business and entrepreneurs still hold. Don’t be surprised 
if the investor wants to keep a certain shareholding. This percentage can be as 
high as 50%. Depending on your tolerance of risk (and desperation), this might 
be acceptable. However, make sure that you understand how you can buy back 
that shareholding and get this drafted into the legal contract before you finalize 
any deal around the funding.
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CHAPTER 10

Calculating the Funding 
Needed

We live in an age when unnecessary things are our only necessities. 

Oscar Wilde 
Irish Author, Playwright and Poet

The main theme running through this book has been on planning and 
ensuring that you are ready to have a business. This implies that you 
need the necessary funds to start and maintain your business until 

your business is profitable. Starting your business too early and not having a 
plan to make it profitable means that you need to spend more money on the 
maintenance expenses for the business. The following sections will cover some 
basic expenses that each entrepreneur will face in their business, irrespective of 
what kind of company they start and how much money they’re making in their 
business over the first two years. 

Startup Expenses
The following are some of your startup expenses: 

•	 Company registration;
•	 Tax registrations;
•	 Setup of domain, email and website hosting;
•	 Funds to build products, buy products or create a service that can be 

sold. 
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Monthly expenses
The following are some of your monthly expenses:

•	 Bank charges; 
•	 Bookkeeping; 
•	 Funds to build products, buy products or create a service that can be 

sold.

Annual expenses
The following are some of your annual expenses:

•	 Financial statement preparations;
•	 Tax submissions;
•	 Hosting of domain, email and website.

Verdict

From this analysis, it is clear that unless you have a certain startup fund to 
cover your basic business expenses for 24 months, you should not start 
the business. By having these funds, you will cover the basic expenses 

of starting and maintaining a business for 24 months. During those 24 months, 
the expenses depicted in your business plan should clearly indicate how you 
will be making the business profitable. Your level of risk will dictate how many 
months of expenses you will keep. This is a very conservative approach. For 
most entrepreneurs, a period of six to twelve months normally suffices. 
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CHAPTER 11

Getting Funding for Your 
Business

 Yesterday I was clever, so I wanted to change the 
world. Today I am wise, so I am changing myself. 

Rumi 
Poet

Establishing a successful business should be as easy as finding a product 
or service that people love and give them the opportunity to buy it. That 
simple, right? But getting the structure in place to enable this buying, 

determining what people would love and then finding a way to let them know 
about this great product or service is not the easiest task in the world! Most 
entrepreneurs seem to think that if they had a certain amount of money, that 
this would be easily possible. And that’s where the appeal of funding comes 
from. 

Typically, there are governmental agencies, professional lenders and banks 
as sources of funding. I am excluding angel investors and venture capital funds 
because, for most of us, it is quite a complicated topic. We would probably need 
an investment banker from Morgan Stanley to guide us through the process! 
The funding organizations mentioned above are willing to give you money. In 
return you must meet their requirements and pay back the initial investment 
with interest. It is their business after all and should you qualify, they would be 
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only too happy to do this. I use the example of a home loan at a bank – if you 
earn enough, have a stable job and want to buy a house that has the value that 
you’ve requested the home loan for, the bank will happily loan you the money 
(with interest), since that is their business.

So if it is so easy, what do these funding organizations want? They want to 
see how you plan to make the business successful and profitable (i.e. do you have 
a business plan supported by sound financials and a marketing and sales plan 
to match?), if you know how to run a business (i.e. do you have management or 
some type of business skills?), if you have security (i.e. do you have money that 
you can put in the business or assets that you can put up as security in the event 
that the business does not work?) and lastly, if your business idea makes sense 
(e.g. starting a print-based directory in this Internet-based world is probably not 
the most lucrative business that they will support). 

It is worth attempting the exercise of applying for finance for your business 
at least once. In my opinion, it is also a good way to get an objective and 
professional view on your business and your current strategy for the business. 
So don’t give it an automatic ‘no’ – as with all aspects of life and business, there 
is always a silver lining to every option presented to you.
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CHAPTER 12

Your Power Team
 It is unwise to be too sure of one’s own wisdom. It is healthy to be 

reminded that the strongest might weaken and the wisest might err.  

Mahatma Gandhi 
Preeminent Leader of Indian Independence Movement

Every company needs sound advice from certain professionals. In the 
following sections, I cover the professionals that I deem critical to the 
success of your business. Most entrepreneurs skimp on the use of these 

professionals due to the cost factor, but as I have mentioned many times so far 
in this book, you should plan well and plan with all the important areas of your 
business in mind – this includes the legal, financial and corporate governance 
aspects of your business. 

An Attorney
Every company has legal aspects to deal with. This does not necessarily mean 
that you need an attorney every month. But it is always wise to get an attorney 
who understands your business and who will be able to assist you with the 
legal contracts for your business. If you can list the fact that you have a regular 
company attorney (for example, on your website), it will also assist you with the 
credibility of your business.
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The legal aspects of a business start with the company registration itself. 
There are documents such as the shareholders’ agreement which needs to be 
read, understood, followed and filed for safe keeping. My suggestion is that you 
have a separate file that you store all your company documents in, even if you 
are unclear about their purpose. This may be considered common sense, but 
never sign any documents (from anyone) unless you’ve read the document and 
understood the contents of what you’re signing. Don’t be embarrassed to ask for 
more time if you need it to go through the document, or consult someone else 
before signing it.

It is also wise to go through the legal acts relevant to your business and the 
duties applicable to directors of a company, since there are serious implications 
for any director if these are not being followed. I am a firm believer in corporate 
governance and recommend that you also read the King 3 Report or Sarbanes-
Oxley Act which provides guidelines on running an ethical and sound company.

The Issue of Partners
If you have a partner in your business, you need to ensure that you compile a 
shareholders’ agreement so that each partner knows exactly what is required of 
them. Any commercial attorney will be able to assist you with such a contract. 
At the inception of your business, it is difficult to imagine that you and your 
partners will ever disagree on anything. But disagreements between partners 
happen frequently, and when they do, it’s best to have a legal contract that you 
both can refer to.

One of the scenarios I often describe to my customers is the following: 
you have a partner in your business and he dies. The deceased partner’s shares 
are passed onto his beneficiary as part of his estate. In simple terms, this means 
that you will now have a new business partner, whom you do not know and who 
has no or limited experience in managing your business. This is not a pretty 
picture, but it is a very likely scenario in most businesses. An appropriate legal 
contract and personal will for both partners would have certainly assisted you 
in ensuring that your business interests were taken care of.
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Accountant
Every business must appoint an accountant. This not only protects the business 
and the owners of the business, but it is a very useful step to ensure that the 
business is profitable and sustainable. A professional accountant is a consultant 
who can impart valuable information to assist you in running and managing 
your business financial matters more efficiently and effectively. Accountants 
work with many different companies and are able to make recommendations 
based on this experience. 

By appointing an accountant for your business, you as the business owner 
are not absolved of the responsibility of ensuring the daily, monthly and annual 
financial matters are kept in order. It is in your best interest to have an excellent 
bookkeeping solution in place for the business. Your accountant can then use 
this bookkeeping to finalize your annual financial statements, and will provide 
you with the necessary advice for growing and strengthening your business 
further.

Auditor
An auditor is not required by all businesses. If you’re not sure whether your 
business needs an auditor, speak to your accountant or financial advisor and 
they’ll be able to determine this for you.

As with the accountant, our recommendation is to use an auditor if your 
budget allows for it. Why? This is a professional person who can help your 
business. They do make more work for you, and provide more advice to follow, 
but if you’re serious about your business and your job as an entrepreneur, you 
will welcome advice like this.

Company Secretary
A company secretary is not a well-known professional and most business owners 
do not even know that they can and should appoint one in their businesses. This 
is because company secretaries are normally only appointed in listed companies. 
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A company secretary is responsible for ensuring that the company is 
conducted well from a board level, and that the company is adhering to good 
corporate governance. Most business owners don’t know how to run board 
meetings or know what is expected of the directors or how to ensure that their 
companies are following good corporate governance principles. 

For a small business, it is almost impossible to appoint a professional 
company secretary, since it is very expensive. You can, however, appoint a 
company secretary on a consulting basis or appoint a company to provide you 
with company secretarial services. As with the accountant and auditor, this 
professional is very important in ensuring that you can build a business that is 
sustainable and profitable.
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Section 2:

Start and Run Your 
Business

The journey is what brings us happiness, not the destination.  

Dan Millman 
American Author and Lecturer
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CHAPTER 13

Choosing a Business 
Structure

 Risks must be taken because the greatest 
hazard in life is to risk nothing.  

Leo Buscaglia 
American Author, Motivational Speaker and Professor

There are many different company structures that one can use when 
starting a business. This is a very important consideration before starting 
your business as changing the company structure once the business is 

running involves time and cost. 

In this book, we will discuss the following business structures: 
1. Sole Proprietor
2. Partnership
3. Private Company
4. Limited Company
5. Non-Profit Organization
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Sole Proprietor
This is essentially when the business owner has decided to run the business in 
his or her personal capacity. The person will be taxed as an individual. If this 
is the chosen route, the business owner can get a bank account created in the 
proposed business name, create a brand and name for the business and start 
trading. There is no formal process of registering such a company since the 
business is an entity and is effectively the business owner. 

My concern around this form of ownership is the protection of the brand 
or company name. Since this has not been registered formally as a business, how 
can the business owner protect his company name and reputation if someone 
registers a similar name for a company a few years later? Obviously, one will need 
to get legal advice around this, but my suggestion is to at least get a trademark 
done so that you can protect your brand.

Partnership
This structure is where two or more people decide to start a business together. 
The rules around the partnership need to formalized and this is best done 
using the services of a commercial attorney. The interesting rule around this 
structure is that once a partner leaves, the partnership ceases to exist and a new 
partnership agreement will need to be put in place.

Private Company
This is by far the most common form of company structure globally, and would 
be my recommendation in terms of a good business structure. 

A private company is ideal for people who want to establish a business 
that is more structured and has a distinct separation between ownership and 
management. The business owners can appoint a management team that will be 
responsible and be held accountable for the operations of the company.
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The advantages are as follows:
•	 There are legal acts that lay down a set of rules and regulations to 

which the company and the board of directors of the company must 
adhere to.A private company offers the shareholders limited liability, 
thereby safeguarding their personal assets. The company is managed 
by appointed officers and directors who could become liable for the 
debt of the company if they acted recklessly in the fulfilling their 
duties.

•	 It can be registered with only one shareholder.
•	 Natural persons and other legal entities may be shareholders of the 

company.
•	 A company is registered with a specified number of shares.
•	 A shareholder can be allotted as many shares as approved for by the 

board of directors.
•	 Voting rights at shareholders’ meetings are normally proportionate 

to the number of shares issued.
•	 The shareholders do not participate directly in the decision-making 

– except to vote in shareholders’ meetings.
•	 Trading as a private company gives a more professional impression 

of the operation than when trading in a personal capacity.
•	 The assets of the business are clearly separated from those of its 

owner(s).
•	 A private company is owned by shareholders. Profits declared by the 

board of directors, and approved of at a shareholders’ meeting, is 
called a ‘dividend’ and is paid out according to the percentage of the 
shareholder’s interest in the private company.

•	 A private company can own assets and enter into agreements.

A private company is my recommended company structure, because it 
allows the business owner to create something of sustained value at a relatively 
low cost. However, you should check on all details with your local company 
registration authority or accountant since the information will vary in each 
country.
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Non-Profit Organization
This type of company is the only business structure that is not driven by making 
a profit. Rather it is governed by individuals who aim to provide a service or 
product to the public with no intention of making a profit for these products or 
services. Examples of these are religious organizations and charities. It has many 
of the rules of a normal private company, but needs to be run according to the 
rules of a non-profit organization.

Your Choice?

Iencourage you to spend a lot of time thinking about what your business 
will do, what will it look like and where you see it going in five to ten years. 
If you’re thinking in any shorter time period, I implore you to spend more 

time in planning your business. It never fails to surprise me when some of our 
customers rush the company registration process, and I can’t but wonder if 
they really think that five or ten days will make a monumental impact on their 
business success. Maybe it does, and I’m the one who hasn’t quite figured out 
the successful business secrets as yet. But indulge me for a while and assume 
that I know what I’m talking (or writing) about. In that case, spend more time 
thinking about your business structure. 
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CHAPTER 14

Creating an Online and 
Social Presence

 Honesty is the first chapter of the book ‘Wisdom’.  

Thomas Jefferson 
President of the United States

We live in a business world where having access to email and a 
website is crucial to business success. But I have found that 
most aspiring business owners, surprisingly, do not take these 

services very seriously. I am a strong advocate of getting something out there 
and working for you before polishing it up and getting it better designed, as 
Michael Masterson maintains in his book, Ready, Fire, Aim. Essentially, it is 
more important for business owners to have some type of web presence that 
has all the information necessary to enable your customer to start buying from 
you, rather than spending $2000 on a website that is professionally designed and 
competes in terms of look-and-feel with www.nike.com. If you have this type of 
budget, that’s great. You can spend the cash on developing a superior website 
rather than settling for a functional one. However, if you are on a shoestring 
budget, following the steps outlined in this chapter will take you no more than 
an hour if done correctly. 
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There are numerous web hosting companies that one can use to get 
your domain, email and web hosting sorted. By far, the most popular 
is Godaddy (http://www.godaddy.com). A .com domain registration 

should cost you around $10, and if you opt to do the email and web hosting with 
them as well, it is a further $3 to $5 per month. Hence, for an initial investment 
of under $20, you can have a basic online presence created for your business. 

What about a website, you ask? Well, my recommendation is to use 
a simple and straightforward solution. There is none easier that a content 
management system (CMS) such as Wordpress or Joomla. My personal choice 
is to use Wordpress. If you follow the instructions or support on the hosting 
company’s (e.g. Godaddy’s) website, you should be up and running in no time. 
There are also numerous tutorials on the Internet or on YouTube on setting up 
a Wordpress website. If you can use Microsoft Word, you should be able to use 
Wordpress. It is that easy. 

As a further benefit to reading my book, I will also show you how to create 
a professional looking website in under 4 minutes. You can see an example of 
this by visiting our website at:

http://theprudententrepreneur.com/hosting

Creating Content and Becoming an Expert

In the information-based world that we live in, content is king. People 
evaluate and test ideas before they make a decision. This is often done using 
the Internet or sources such as magazines and newspapers. If you become a 

perceived expert in the field of your product or service, your customers will look 
to you for guidance and advice.

For example, if you had a garden service and your business model was such 
that you needed nine clients a day and your service was at a premium price, then 
you need to attract 45 qualified customers. In order to get the highest quality 
customers, you can, from a marketing perspective, target the geographical 
area that your business is servicing. However, more importantly, you can offer 
valuable knowledge to these prospective customers. This can be information 
such as when to do their lawn dressing, when to prune their rose bushes, how to 
stop insects from eating their plants, etc. 
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This knowledge does not directly contribute to the buying decision of the 
customer, but it does position you as an authority on the field of garden care. 
You can distribute this content using a printed newsletter, an article on your 
website or an email to the customer (if you are fortunate enough to have their 
email address). The most important part of this process is not to sell any of your 
services. You are offering this information for free.

Why do you offer this knowledge for free? There is a psychologically based 
principle called the principle of reciprocity which simply means that people will 
be more inclined to give back the same value or more if they have been given 
something by you. Sales gurus have known this concept for years, and you will 
easily be able to identify it now that you know about it. It is an inherent human 
reaction, and people can’t help themselves. 

In his book Launch: How to Quickly Propel Your Business Beyond the 
Competition, Michael A. Stelzner covers this concept in detail and you are well 
advised to read this book to learn more about this important theory. However, 
it is vital to approach this concept in the correct manner. By providing this 
information, you are helping your customers and giving them items of value. In 
turn, some of them will reward you with their business. There is no trickery or 
sorcery about the concept. It is plain good practice which you will be rewarded 
for.

How do you find content to write about? You ask your customers and 
you make a list of all commonly asked customer questions. It would be in your 
interest to know the answers to these queries anyway. By documenting these 
questions into an easily accessible resource, this information becomes a valuable 
resource for your customers and a great sales channel for you.

We use email marketing software to handle our email sending. It makes 
it easier to track and manage our email list and the content that we send out to 
our customers. I recommend that you do the same. Some ideas of what you can 
use for your email campaign are tips or information related to your product. 
Following from the gardening example in this chapter, you could create a four-
part email campaign listing the types of flowers to plant in each of the four 
seasons.

Lastly, note that your email list becomes an asset for your business. The 
greater the list of qualified leads, the more valuable the asset. 
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Leveraging Social Media

There has been much buzz in the last few years about social media, and 
its likely impact on marketing for businesses. Most people love using 
their Facebook accounts in their personal capacity, but are often unsure 

about  how the rest of the social media platforms fit in, let alone how to use them 
for our business.

Which social media platform should you use? Whatever social media you 
use, the principle is that you should connect with your customers and keep them 
updated on what you’re doing. If you can find a social media platform that your 
customers like and on which you can keep them updated, they will love you for 
it and reward you as most loyal customers do. This concept is closely linked to 
email marketing, as this connection and the information you post using social 
media is a gift from you to your followers.

Essentially everything we do in life is dictated by relationships. Humans 
are social creatures and we thrive on relationships and acceptance from people 
who we care about. In your business, you care about your customers and you 
want to help them by providing world-class products and services. You need 
to determine how to reach these customers, build longstanding relationships 
with them and stay in contact with them. Social media makes this process much 
easier.

The social media platforms give you an opportunity to find potential 
customers who you can contact, constantly liaise with, and ask them what they 
have to say about your product or service (good or bad). But the use of social 
media is often misunderstood and business owners either spend too little time 
or too much time on these platforms.

In order for you to fully appreciate the power of social media, you have 
to understand how it works. For instance, in the example in Chapter 6, we 
needed 5,000 monthly customers in order to create a sustainable and profitable 
business. Let’s assume that we have 2,000 Twitter followers who are customers 
and use your products and services. Imagine doing a promotion on a certain 
hair care product that you know they would love. Informing your customers 
of this promotion will be a simple 100- to 140-character message, and 2,000 
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loyal customers will have the opportunity to take advantage of this great offer 
through your tweet or status update. In terms of cost, this promotion to your 
2,000 customers or followers cost you $0 (except for your time). Now that is a 
powerful strategy!

As with most of your business activities, there is no simple magic formula 
that will make these social media marketing efforts work effortlessly. You need 
to determine what platform or platforms work best for your customers, you 
need to build trust, give them value for entrusting their connections to you and 
then work it to your business advantage.

I recommend that you investigate and research the social media platforms 
for your business listed in the table below.

There are many others, but these seem to be ones that are currently more 
mainstream and popular. Now that you know about social media as a platform, 
you will notice that you are only limited by the amount of time you have available 
for these activities and the ability to effectively use and track the efficacy of using 
each platform. There must a return on investment in terms of sales or goodwill 
in order to justify the expense on any platform.

On a personal level, I have experimented with each of the social media 
platforms for our businesses. But in all honesty, we’re still trying to figure out 
which platform works best for our audience. We post a weekly article or link 
on each of the social media platforms so that our audience can be updated on 
what is new in the entrepreneurship space.

This concludes a very useful chapter on creating an online and social 
presence for your business. As with most things, the concepts are not difficult 
to understand, but the implementation and the continued progress on each 
of these points is truly daunting. I encourage you to spend time every week 
building your online and social presence, and having a clear idea of how this 
work will have an impact on your sales efforts.



The Prudent Entrepreneur: How to Start a Business 88

Social Media Platform Brief Description
Facebook Online social media service that allows 

one to connect to other people and share 
information and photos. It is the biggest 
social media platform at the time of this 
writing.

Twitter Online social media service that allows 
one to post short messages and follow 
other members to view their updates.

Google+ Online social media service that is simi-
lar to Facebook, in that you can connect 
to other people, share information and 
photos. It’s owned by Google, so the 
integration to email and the web search is 
tighly integrated.

Slideshare An online social media service that al-
lows one to upload presentations or PDF 
documents.

LinkedIn An online social media service that 
allows one to connect to other profes-
sionals and business  contacts. While 
Facebook and Google+ is arguably more 
personal based, LinkedIn positions itself 
as a more business orientated social 
media networking service.

Pinterest An online social media service that 
is based on uploading and sharing of 
photos.

YouTube An online service where users can upload 
and view videos. It’s owned by Google.

Instagram An online service where users can upload 
and view photos and videos. It’s owned 
by Facebook.

Vine An online service where users can up-
load and view videos which are under 6 
seconds in length.

SnapChat A recent social media platform with 
growing audience of mainly younger 
people.

Table 2: Social Media Platforms 
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CHAPTER 15

Getting the Infrastructure 
Ready

 A wise man will make more opportunities than he finds.  

Francis Bacon 
English Philosopher, Statesman, Scientist, Jurist, Orator, Essayist and Author

There are a number of essential items that are needed by all businesses. As 
an enthusiastic, and often impatient, entrepreneur, we make decisions 
on some of these items without much thought. My goal in this chapter is 

to draw your attention to each of these factors so that you can make an educated 
decision in terms of how you will evaluate these elements for your business. 

Gettting a Dedicated Phone Number

A  painful lesson that I have learnt in various businesses that I have 
encountered is the importance of having a single dedicated phone 
number. Why, you may ask? In my experience, I have found that if 

you plan to be in business for more than 12 months, you will get customers 
returning to you, especially if you provided an exceptional product or service 
with great customer support. When they do want to do business with you again, 
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they will probably not go to your website to look up your number. They will use 
the contact number that they have stored in their phone or they will look at an 
old email. So, if your number has changed, they won’t be able to get hold of you 
and you would have lost that business. 

How do I know this? Because I’ve been there and made those unfortunate 
mistakes. When we first started out, we had a mobile number. As our business 
grew, we had more than one person at a time needing to use the phone, so we 
had a Telkom phone at our first offices. As it is with many start-up companies, 
we were trying to establish our business identity and we moved (twice!). Our 
solution to the phone line issue at the time was to get different numbers, so 
we had additional numbers. It never ceases to amaze us that five years later, 
customers are still calling us on the first mobile number that we used (which 
we fortunately still kept)! It was a nightmare and thankfully we’ve just started 
getting it right in the last two years.

Another question around phone systems that I have encountered is 
whether or not a proper phone system is really necessary in the current economy 
we live in. There is easy access to email, social media sites and websites. But 
people still want to talk to people. Trust me, I tested this theory by going as 
far as implementing systems that prevented the reliance on a phone system, 
for example an. automated answering service, asking our customers to leave 
messages that we could respond to on email or by SMS, all to no avail. Our 
customers felt better only when they spoke to a consultant personally on the 
phone. 

In fact, by trying to force our customers to use the technology available 
under the guise of being an online business, we ended up hurting our credibility 
by pushing our customers towards something they were not familiar with and 
didn’t want to do. Be wise, don’t question the system or logic; use it but be 
prudent in how you spend your money around this.

What is My Recommendation?
Firstly, we have a standardized telephone number that can be redirected to 
another number should we opt for this. There are many providers that offer this 
type of product. Secondly, we have a very good answering service should no-one 
be available to take the call.
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 With our current configuration, we can add more scalability to our teams 
(operations and sales) without affecting the general phone infrastructure. 
There are many providers that can implement a solution like this, so do your 
investigation thoroughly before finalizing a solution for your business. A 
telephone PABX system can cost you a fortune, but by leveraging virtual PABX 
solutions, you can limit your financial exposure and ensure that you get the 
same benefits.

Having a dedicated phone line is an aspect of a business that is often 
neglected or overspent on. I think that our proposed system is a very prudent 
and practical approach.

Should You Buy or Lease Your Offices?

W  hen you’re starting out your business, you probably don’t have a 
choice in terms of buying or leasing office space due to cash flow. 
But as the financials improve, and you want to cut expenses, one 

of the inevitable discussions is around whether you should buy or lease your 
office space. The obvious choice is to buy since you keep the capital growth of 
the property and it’s your property. 

Some food for thought is something I learnt not too long ago; as a business 
owner, you have to look at the rate of return that your investments will yield. 
A business should be growing by a minimum of 20% in its growth stage. A 
property grows at a 6% to 8% maximum rate over an extended timeframe. So, 
does it make sense to put capital into your business or your business property?

You may argue that it’s not really your money and you’re only paying the 
loan installments. However, with commercial property, you have to put down at 
least a 30% deposit and the loan term is for 10 years (as opposed to the 20 to 30 
years it is on a residential property). The 30% deposit can either be used for a 
property or for growing your business. Will the 30% deposit not be better spent 
in adding a new product to your business, or growing the business in other 
marketing and sales channels?
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The flip side of the ownership versus lease of business property debate is 
the fact that once the property has been paid off, you will not have monthly 
expenses related to the leasing or buying of the property. I like this argument and 
completely agree with it. As an entrepreneur trying to establish a new business 
venture, you need to make tough decisions about where you will spend your 
valuable cash right now. Being an entrepreneur is all about balancing scarce 
resources (which for the most part is money), and this conundrum of choosing 
whether to lease or buy is another perfect example of the challenges we face in 
our business. The very enticing reward of choosing the office buying option is 
the possible capital gains or profit when the office is sold.

Another important consideration is that of flexibility. Having fixed 
premises means that selling the building or moving offices is more challenging. 
This particularly relates to businesses that have not considered their expected 
growth and now need to increase their office space substantially in order to 
support the current business. One could argue that most businesses need to sign 
a three- to five-year lease anyway, but getting out of a lease or managing how you 
will change the business based on the lease agreement is much easier than the 
possible sale and relocation of your business premises. Both are not impossible 
options, but they do have their distinct tradeoffs that should be considered.

From an entrepreneurship perspective, my preference is virtually based 
offices and giving resources the flexibility to work from home. Having such 
a system in place ensures that you need limited office space and you gain 
maximum staff satisfaction. This approach does need to be approached carefully 
since it results in more management concerns (around staff productivity), but 
if you can get the model correct, it is a very viable and lucrative approach in the 
business startup phase.

Considering Your Document Storage

F  or this particular discussion point, I wanted to cover the options around 
data storage. It’s a simple and often overlooked aspect of your business. If 
you’ve worked on your business for a few weeks, you probably have a few 

documents, templates, spreadsheets, etc. But they are on your laptop or desktop. 
The best case scenario is that you hopefully have it backed up (daily or weekly) 
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so that if your laptop crashes or gets stolen, you can recover your important 
work to some extent. Here’s my curve-ball – what happens if you want to share 
a certain document with your business partner or employee? Will you send an 
email with the document? That was us a few years ago, and it became a nuisance 
and a waste of time. 

What do we use now? We use a shared storage solution. We tried Google 
Docs previously and this worked well for some time. But as we increased our 
staff count and started using a management system on our dedicated server, we 
needed a solution where all documents could be synced to a certain location. 
So we settled on Dropbox. It’s free if you use less than 2Gb, but we’ve upgraded 
to the paid version (for just $9.99 per month), as our document requirements 
have increased considerably. The beauty about using Dropbox is that whenever 
anyone makes a change to a document in our repository or adds a document, 
each laptop or device that has access to that folder gets automatically updated. 
I can even access documents on my iPad when I’m sitting in a meeting within 
seconds or minutes of it being added or changed!

Although there are alternatives that may be worth investigating, the only 
one that I would consider a close second is Google Drive. You get around 5Gb of 
space, as opposed to the 2Gb from Dropbox, and it is a product from the mighty 
Google (which we love). For us though, there has been a considerable change to 
our systems over the years, so the change is not quite seamless. Maybe it will be 
a project for e next year...

Look at your particular document requirements and current setup, and 
consider these solutions. It might save you tons of valuable time that could 
otherwise be spent on your business. And you cannot put a price on that, so it’s 
easier to get this done properly from the outset of your business.
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CHAPTER 16

The Importance of a CRM 
System

 Whether you live to be 50 or 100 makes no difference, 
if you made no difference in the world.   

Jarod Kintz 
Author

Your customers are one of the most important assets of your business 
(after your staff obviously). When you’re starting out your business, it 
is very important not to forget that you must strive to get the contact 

details of each one of these valuable customers. Why? Well, you have spent time 
and money in getting the attention of these customers and they have expressed 
some interest in your business, whether by an email, a phone call or a purchase 
of your product or service. If you have these details, you want to show these 
customers how much you appreciate their business or interest and use the 
opportunity to offer them more products or services that may be of value to 
them. It is often said that it is more expensive to gain new customers than it is 
to keep existing ones. If you don’t know who your customers are, how will you 
maintain contact with them? 
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It is for this reason that I recommend putting a proper customer 
relationship management (CRM) system in place. Now, if you do some research 
into this type of system, you will notice that it will take time, effort and money 
on your part in order to implement it. But it is worth this effort and money, and 
you will certainly be thankful in five years when you have a full history and the 
updated contact information of your first 20 customers!

We have designed our own customized CRM system and it works well for 
our application. I highly recommend even a simple spreadsheet that contains 
the following information:

•	 Company name
•	 First name of contact
•	 Last name of contact
•	 Title of contact
•	 Email address of contact
•	 Office number of contact
•	 Mobile number of contact
•	 Address of company
•	 Comments
•	 Last communication sent to customer
•	 Products or services purchased by customer
•	 Is the contact the primary contact for the company?

This list can be extended based on your own company requirements, but 
should at least contain the 12 items listed above. The problem with any system 
is the consistency of using it and the validity of the data used. If you use the 
system well, your customer contacts can certainly be a valuable asset to you or a 
prospective buyer of your business in future.
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Remember Your Customer’s Birthday

M  aintaining relationships is one of the best ways to ensure that your 
customers respect you and reward you with repeat business or 
referrals. One way to do this is by remembering the special days. In 

our personal life, these are often the birthdays of our loved ones, or days such as 
Valentine’s Day, Mother’s Day and Father’s Day. As much as we argue that this is 
all commercialized and a waste of money, we do it anyway, don’t we? After all, 
we don’t want our loved ones to feel left out and we want to show that we care.

With our customers, the same rules apply. A simple way to do this is by 
knowing when their birthday is and sending them well wishes on their birthday. 
Not only will you be wishing your customer well on his or her birthday, but 
the birthday wish becomes an opportunity for you to remind them of your 
company. For example, most large companies send their customers a birthday 
wish via SMS, which subtlety reinforces loyalty to them in the long run.

When you’re starting out with your business initially, you can keep track 
of this on a spreadsheet or on your phone. I use an iPhone and the standard 
functionality in the Contacts application works quite well. With excellent 
technology at our disposal, we have no excuses to forget. Another tip that we put 
in place recently at our businesses was to remember the anniversary date of your 
customer’s order. The more personal and apt the message, the larger the impact 
on your customer. But in order to do this, you need to have the information at 
your disposal. 

Make it a goal to build lasting relationships with your customers that will 
show that your intention and attention is solely invested in them.
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My Gift to You

O  ne of the first products we developed in my software development 
company was a CRM system for medical practitioners and small 
businesses. The product is online based and can be used by anyone. 

We normally have a free day trial available to all new customers, but if you sign 
up for this trial and have registered for the free bonus products that I’ve offered 
in the last chapter of the book, you will receive a 90 day trial of the software! To 
sign up for the software, you can use the link below:

http://theprudententrepreneur.com/crm
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CHAPTER 17

Essential Skills and People
 The essence of being human is that one does not seek perfection.    

George Orwell 
English Novelist, Essayist, Journalist and Critic

Every business needs a basic structure so that you can run it and make 
it successful. Do you know what these structures are and do you have 
them in your business? If you have completed a business plan for your 

business, you will notice many of the functional areas we will cover in this 
chapter. 

I was fortunate enough to be involved and trained in the setup of an 
ISO9001 quality management system. For those not familiar with this system, 
it is a daunting task and definitely brings much credibility to your business. 
The ISO organization is responsible for many different standards and the 9001 
standard is related to quality management. I like this standard because it brings 
structure to the functioning of all businesses and puts them on the same level. 
At the beginning of this book, I mentioned that an entrepreneur’s job is to learn 
how to use systems and people in order to convert inputs into outputs and 
sell those outputs for a profit. Well, the ISO9001 quality management system 
becomes your blueprint to do this effectively.

There are 14 elements that have been identified by the ISO9001 quality 
management system as the essential processes for any business. They are 
normally split between core and support processes, but all 14 are needed in 
order to become ISO9001 certified.
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Depending on the type of business that you have or want, each of these 
areas will have varying levels of importance. For example, if you have an import 
or export business, the procurement function will be a critical aspect since you 
will need to cater for exchange rate fluctuations and freight charges in order to 
make the business successful.

Before I introduce you to the fourteen ISO9001 processes, I would like 
to cover the following definitions which you need to be familiar with in your 
business:

•	 Process: ISO defines a process as an activity or set of activities using 
resources that are managed in order to enable the transformation of 
inputs into outputs.

•	 Policy: This is a rule or set of rules on how a certain process or 
function will be followed.

•	 Procedure: This is the application of the rules defined in a policy or 
process. It clearly details how the process or policy will be followed.

The ISO9001 defined processes are as follows: 
1. Governance
2. Marketing
3. Sales
4. After-sales or support
5. Design
6. Manufacturing
7. Implementation
8. Procurement
9. Warehousing 
10. Project management 
11. Human resources 
12. Finance 
13. Infrastructure 
14. Quality management 

Do you have these essential skills in your business and who in the business 
will be performing each function? Everyone has their strengths, weaknesses, 
likes and dislikes. To have a successful business, you need to match people with 
their strengths and likes. As an entrepreneur, chances are that you think that 
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you can do ‘everything’. This is impossible. You can do it for a certain time and 
with limited functionality, but you can never do all 14 of these aspects well. 
Big companies normally have a manager or director responsible for just one of 
these areas. So the challenge as an entrepreneur is to figure out what you can do 
(strengths) and want to do (interests) and how you will compensate for the other 
functional areas by either:

•	 Implementing processes or policies to handle the function; 
•	 Outsourcing the work to another person or company;
•	 Hiring someone to handle the function for you.

The purpose of this chapter is not to inform you that you will need to become 
ISO9001 certified. As entrepreneurs, we are perpetually busy. Rather, I am 
making you aware of these processes so that you can ensure that they are 
documented and followed as best as you can right now. It will be difficult but 
at least you know in which direction you’re heading in terms of the processes 
for your business. When you are ready to take your business to the next level, 
you can then review these processes and start with your setup and certification 
process in order to have the ISO9001 standard implemented in your business. 

Defining a Process

I  t is worth going through a simple exercise of how a process can be 
implemented. Using this logic will help you tremendously to ensure 
that similar thought patterns are followed for all processes, policies and 

procedures in your business.
Let’s take the sales process as an example. In order to define this process, 

we need to understand the inputs, the outputs and what will be done to convert 
the inputs into outputs. We will define it as follows:

•	 Purpose of the sales process: To generate income through profitable 
and sustainable sales

•	 Inputs: Sales leads from customers, which are logged in our customer 
relationship management (CRM) system

•	 Outputs: Customer payment
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•	 Process steps: Get the sales lead, send the customer a quote, follow 
up with customer on the quote, resolve all customer concerns related 
to the quote, customer signs quote and requests an invoice, an invoice 
is sent to the customer, customer makes payment against the invoice.

This is a simple, and yet relevant, example of how a process can be defined. It is 
certainly not difficult to implement. However, the process must be outlined and 
followed as per the process definition.

Policing Your Processes

I  t is easy to define and implement a process. Getting your team and you to 
follow it every single day of every single year will be a challenge, however. 
Fortunately, ISO has clearly defined how this needs to be adhered to in 

their ISO9001 standard. I will not be going through the levels of audits and 
cross balances you can do since this will be covered if you ever go through the 
certification, but I do want to cover their ‘Plan-Do-Check-Act’ methodology.

It is not just applicable to process management, but is applicable to general 
management as well:

•	 Plan: Establish the objectives and processes necessary to deliver 
results in accordance with customer requirements and the 
organization’s policies.

•	 Do: Implement the process.
•	 Check: Monitor and measure processes and product against policies, 

objectives and requirements for the product and report the results. 
•	 Act: Take actions to continually improve process performance. 

As mentioned, the ‘plan and do’ parts of the methodology make sense and are 
normally executed perfectly by most people. However, the check and act parts of 
the methodology are seldom implemented. It is very important that you instill 
this methodology in your business. 
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CHAPTER 18

Tax, Tax, Tax....
 It is one thing to be clever and another to be wise.     

George R.R. Martin 
American Novelist, Short Story Writer, Screenwriter and Television Producer

This chapter is a summary of what is required of your business from a 
tax compliance perspective. If you’ve started your company correctly, 
your company will be registered for income tax and employee tax at a 

minimum.
From a general company compliance perspective, your company will 

need to have the financial statements completed on an annual basis and have a 
financial system in place to do your monthly bookkeeping. The completion of 
all tax returns is dependent on having accurate information for the company, 
which in turn implies having a proper financial system. An established system 
such as Sage Pastel, Quickbooks or Xero is recommended, but you can also 
do this using a simple Excel spreadsheet and with your full list of supporting 
documentation (bank statements, invoices, quotations, delivery notes, purchase 
orders, etc). 

The recommended approach is to have an internal financial system and 
get your accountant to review and approve this on a monthly basis. When the 
financial statements or management accounts need to be compiled, this is not 
an issue since the accountant is familiar with your company and the status of 
your financial affairs.
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Having a financial system in place is not a difficult process. With the 
current software systems at our disposal, you can have a cutting-edge solution 
for just a few dollars per month. Don’t skimp on these costs. If you’re serious 
about business, be serious about getting your financial matters in order. If you 
don’t, you won’t know where you’re going, whether you got there or whether you 
need to hide before you hit that proverbial brick wall. Yes, you can get away with 
not having a financial system in place, but would you really want to run your 
business and life in that way? My recommendation is that if you cannot keep 
up with the tax requirements and legislature, it is best to outsource the work to 
a company that can assist you. You want to create a profitable and sustainable 
business – you don’t really want to become a proficient tax consultant. If you 
haven’t catered for this expense in the planning stage of your business, you have 
not done this planning effectively and this will be a learning item for your next 
business venture.
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CHAPTER 19

Is Exceptional Customer 
Service Possible?

 The only man who never makes mistakes is 
the man who never does anything.     

Theodore Roosevelt 
President of the United States, Author, Naturalist, Soldier, Explorer and Historian

Can you deliver exceptional service to your customers? Do you know 
what this means to them? When we once tried to do a 24-hour phone 
call availability, which was not reasonable or expected from most of 

our customers, it resulted in overworked employees and general dissatisfaction 
from customers and employees alike. Who wakes up in the middle of the night 
and wants to enquire about a product right then?! Ridiculous! We then realized 
that it was also not a mindset that we wanted to promote among our customers. 
Building a business requires precise steps, diligence and patience. 

Make sure that you define what exceptional customer service means for 
your customer. Then determine if you can provide this and at what cost. I read 
a Harvard Business Review article some time ago, which mentioned that most 
customers did not expect the service provider to exceed expectations. They did, 
however, expect that service providers deliver what they promised to deliver. 
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So, if you promised to deliver a pair of shoes to the courier company for your 
customer within two working days, make sure it has been done by then and 
communicate that to the customer. If you complete the task before two days, the 
customer will be happier but does not expect this of you.

Spend some time thinking about how your customers can benefit from 
better customer service and how you can deliver this to them. Lastly, think about 
whether you can turn this into a competitive advantage. For example, Domino’s 
Pizza promises pizza delivery within 30 minutes or else it’s free. This is definitely 
a competitive advantage that made their competitors reel and their sales rocket.

I have also found that the more personal the customer interaction, the better 
the customer service. Customers want to be valued and treated as individuals. 
This idea correlates with the concepts in Chapter 16, and it is an important one 
as it has a direct impact on how customers evaluate your customer service.
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CHAPTER 20

Can You Expand Your 
Business Operations?

 Don’t sacrifice yourself too much, because if you sacrifice too much 
there’s nothing else you can give and nobody will care for you.      

Karl Lagerfeld 
German Fashion Designer, Artist and Photographer

This is the aspect of any business that customers are most likely to 
remember and talk about. So it doesn’t matter how many sales you can 
get, if you cannot fulfill those sales, you have a business nightmare on 

your hands.
My advice to you is that when you think of your business operations, think 

of systems in order to fulfill this function. Every business needs people, and 
people are your most valuable asset, but they cost a fortune and can be difficult 
to manage. Your best course of action is to supplement the limited number of 
people (most of us have small startup budgets), with systems that can scale and 
fulfill certain operational parts of your business. Examples of these are sending 
automated status updates to your customers, keeping your customers informed 
about the order and getting people to fulfill and report on order delivery tasks.

So where do you start? Well, firstly you need to map out your operational 
process in detail. Start with many pages of paper and put the name of each 
person or system on a block to let you know how the process currently works 
or should work. Once you have done this definition and can describe each 
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process in detail, you can then determine how you can put these systems in 
place to manage these processes. When I refer to systems I mean simple, defined 
processes that can be tracked, managed and measured. Yes, you will need people 
to manage these systems but I can show you how to get these types of resources 
at a fraction of the cost. But, your first step is to have the defined operational 
process.

I covered the definition of standard operating procedures in a previous 
chapter, and it is a very apt topic in relation to your business operations. Having 
a document that outlines your standard operating procedures will ensure that 
you have an exact idea of what your business needs to do on an operational level, 
who will be doing this, how you will measure the effectiveness of the process and 
how you will report on the process. When you have this in place, your challenge 
as an entrepreneur lies in how you will match resources to that operational 
process.

Finding Resources

R  esources are costly and will be the most expensive line item on the 
Income Statement during the startup phase of your business. However, 
as a prudent startup there are ways that you can limit this expense. 

I covered a few of these ideas in previous chapters - having a CRM in place, 
having a virtual PABX system, outsourcing your financial matters, using virtual 
office space, etc.

Another concept that is gaining much popularity, and that has particular 
interest to us as entrepreneurs, is that of virtual assistants. These are resources 
that work on an hourly basis on your tasks and are based elsewhere in the world. 
There are many companies offering such services in India and the Philippines. 
The rates start at $8 per hour and you gain access to a very skilled person who 
can fulfill your tasks. 
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It is not all rosy in terms of the use of virtual assistants, however as the 
language and cultural differences can make it difficult to manage. My advice 
is to ensure that you have your tasks clearly defined and that you are able to 
communicate effectively with the virtual assistant and manage progress. Tools 
such as Skype, Dropbox and email make collaboration and management of tasks 
much easier to do.

My personal preference is to find resources who want to work flexible 
hours and from home. Provided that the resource does not need to liaise directly 
with the customer, this arrangement makes sense and can be cost effective for 
the entrepreneur. The resource gains a very good opportunity to work from 
home and in a job that they like, and the entrepreneur gains a good resource at 
a competitive price and with no need to provide office space.
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CHAPTER 21

Your Board, Business 
Coach and Mastermind 
Group

 Recognizing power in another does not diminish your own.       

Joss Whedon 
American Screenwriter, Director, Producer, Comic Book Author, Composer and Actor

You only know what you know. My wife is a Clinical Psychologist and 
when we met she had just started in private practice. Over the years, 
she has educated me on the benefits of personal therapy and I can 

now honestly say that I understand it. Think of therapy as a way to understand 
yourself better and assist you to realise your personal and business goals. 

Growing up, nobody emphasized the importance of personal development 
to me. You get educated, you get a good job, you get married, have children, and 
you should be happy. We all know that this is by no means true. Why don’t any of 
our loved ones tell us any differently? Because they don’t know this themselves 
and are also struggling to be happy and get by. Hence, you need the expertise 
of trained professionals who can offer unbiased and relevant feedback to make 
you a better person.
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This scenario is no different in business. You have taken a step towards 
being an entrepreneur, but how do you know that you’re doing the right things 
to make this goal a success? The answer – you need solid advice. I cover three 
sources of this unbiased advice – establishing a board of directors, appointing a 
business coach and creating a mastermind group.

Establishing a Board of Directors

E  very business needs direction. This direction is often not easy to see 
when you’re stuck holding the helm of the ship. You often need to get a 
broader perspective of where you need to be going. A board of unbiased 

and invested directors can offer this perspective to your business. A good board 
of directors will be able to provide guidance based on their knowledge of your 
industry, business type or their own experience in other such businesses. 

Do you know that feeling when you’re been struggling with a problem 
and then try to bounce the idea off a friend, and then solve the problem just by 
talking through it with someone else? Well that’s the type of ‘a-ha’ moments that 
a competent board of directors can offer to your business. 

But how do you construct a board of directors and more importantly, how 
do you pay them? Well, you should split out the directors between those who 
will have a management role in the company (e.g. your high-level management 
team) and those who don’t have a management role (ie. non-executive directors). 
In terms of good corporate governance, the number of non-executive directors 
should be more than the number of executive directors. Your should schedule 
board meetings at least once every quarter and the agenda for the board meeting 
should be sent out at least one month before the board meeting. The running of 
board meetings can be facilitated by a company secretary.

In terms of selecting members for your board, you should contact retired 
businesspeople or those who have run larger businesses and are now retired or 
nearing retirement. Often these types of individuals might offer their services at 
a discounted rate in the interests of supporting an up-and-coming entrepreneur.
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Appointing a Business Coach

C  oaching is a professional relationship based on trust and rapport 
where the business coach and the entrepreneur work towards a specific 
goal. This is not training – if you need training, you find a training 

institution, sign up, attend the course and then learn a valuable skill to help you 
in your life or business.

Coaching is a safe relationship that allows you to explore the current 
and possible challenges for your business. You may not get objectivity and 
confidentiality from partners, family and friends, so it makes sense to approach 
an unbiased competent party (i.e. a coach) to provide this guidance and direction. 
As entrepreneurs, we have many ideas and challenges for our business, but the 
success of your business depends on you making prudent and timely decisions. 

Coaching gives you focus in the midst of a storm of ideas. Entrepreneurs 
often find it difficult to prioritize the endless tasks that you need to get a business 
off the ground. With a coach as your sounding board, you are able to distinguish 
between urgent and important tasks that are imperative for the launch and 
running of your business.  

Accountability is key to sustainability. The structured relationship 
between the business coach and the entrepreneur allows the coach to hold you 
accountable for the delivery of agreed-upon goals with defined timelines. This 
assists the entrepreneur who may have brilliant ideas but fails dismally on the 
implementation and follow through of tasks. 

A good knowledge base is paramount to good decision-making. Professional 
business coaches have experience in assisting others with circumstances similar 
to yours. They also have specific industry knowledge and can often use this 
experience and knowledge to guide you through your business challenges.

A word of caution – hiring a business coach is not a cheap exercise. 
However, if you are serious about your business aspirations, this is a great 
investment to help you realize your goals for your company.
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Creating a Mastermind Group

A   concept similar to business coaching is the establishment of a 
mastermind group in your local area. This is often limited by the 
availability of suitable people who you can learn from, and whether the 

people that you really want in the group are available. With our virtual world, it 
is also possible to have teleconference meetings (such as using Skype). Finding 
these types of individuals and especially those who can help or motivate you in 
your business might be difficult to find, but can often be found in local business 
meetings and networking events.

In terms of this group, you should aim to get at most six other entrepreneurs, 
and try to meet at least once a month. Your winning formula will be to get a 
group of individuals that you can really learn from. If you can do this, your 
learning and progress will be tremendous since the level of acceleration and 
motivation you will experience will be amazing. You should also contribute 
effectively to the other members of the mastermind group so that you are seen 
as a valuable member of the team.
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Afterword
We learn from failure, not from success! 

Bram Stoker 
Irish Author

Our journey ends in a few pages. I trust that this book has imparted 
ideas and concepts that you can use with your current or prospective 
business. I have spent much time considering whether such a book 

would be useful in the entrepreneurship space. Now that it is written, I definitely 
think it can be a valuable resource. 

We have covered all aspects of planning, starting and running  a business. 
These aspects have been covered briefly, with greater emphasis on topics that I 
thought should have more importance. Many of these topics will be ground-
breaking for some entrepreneurs, but should offer a good checklist for all 
entrepreneurs. From my personal experience, I have discovered many of them 
by chance, only in the last few years. I wish that I had known them 10 years ago 
when I started considering business ideas. Unfortunately for me, there were no 
such resources at that time and I did not have the good sense to immerse myself 
in countless books to gain the knowledge.

The topics covered in this book merit further discussion. It is my aim to 
research and release more comprehensive books on these themes in future. For 
now, this book, coupled with my recommended reading list, should be a good 
start for any entrepreneur. If you want to be notified of other books which could 
prove valuable, be sure to join my mailing list.
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My one wish, for you, is that you make the most of the business planning 
stage. Savor the passion you have for the idea, but don’t underestimate the 
amount of work required to create a profitable and sustainable business. Five to 
ten years! Say that aloud and think about it. Imagine yourself and your business 
in five years. What will you want it to look like? Always have the vision for your 
business and work on it continuously. You will then be assured of success. Even 
if you’re having a really bad day, commit to doing at least one item that will move 
your business forward.

We live in an exciting time for entrepreneurs. The Internet and social 
media have opened ideas and connections which, 20 years ago, would have 
been impossible. Look out for opportunities, partner with intelligent people and 
treat everything with the seriousness it deserves. More importantly, determine 
what you want from a business and what will make you happy. Personally, I 
am not interested in growing a Fortune 500 company with 4,000 employees. 
I am content to develop a profitable and sustainable business with innovative 
products and services. You need to figure out the plan for your business and 
your path in life. Commit to working on it until you achieve your goals.

Yes, you can create a sustainable and profitable business. And yes, you 
deserve it. At no other time in history did we have as much opportunities and 
challenges as we do now. It’s the perfect time for you as an entrepreneur to make 
your dreams a reality. So take the leap!
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Recommended Reading 
List

The more I read, the more I acquire, the more 
certain I am that I know nothing. 

Voltaire 
French Enlightenment Writer, Historian and Philosopher

We live in a world of immense access and privilege. I remember as 
a child being limited by the number of books in our community 
library. I didn’t have access to bookstores like Barnes and Noble, 

or online stores like Amazon.com. What makes our current world even greater 
is the access to information on different platforms. If you don’t want to read, 
you have access to audio versions of books, podcasts, videos or you can find 
online resources on the Internet (which is more suited for those that like to scan 
rather than read). There is truly no excuse for not extending your business and 
personal knowledge on a monthly, if not daily, basis.

Here are my recommended books that can be purchased using any 
bookstore, on Amazon.com or Audible.com (my favorite currently). I have 
personally read these books, and can vouch for their usefulness in my current 
thinking and expertise. My philosophy on reading books is to get at least one 
useful idea or skill from each book that I read. If I can do this, the $5 to $15 that 
I spent on the book is worth every cent.
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Thank You So Much
When you’ve worked hard and done well and walked through that 

doorway of opportunity, you do not slam it shut behind you. 

Michelle Obama 
American First Lady

I hope that you’ve enjoyed this book. I see this as a continual journey of 
learning and progress and this book is a great starting point. I would love 
to get your comments and feedback in terms of how to make it even greater 

for any entrepreneur starting out on their journey. You can leave a comment on 
our Facebook page, or send an email to oliver@olivernagaya.com. I read every 
single email so you can be assured that your email will be read and personally 
responded to.

I have put together a special pack of resources that is available to you for 
free. This includes a business plan template, sample marketing plan template 
and sales commission calculations, among others. You can get a copy of this by 
going to http://theprudententrepreneur.com/resources. 

Lastly, if you haven’t already, you can follow me on Twitter (@olivernagaya) 
or join my network on LinkedIn (http://za.linkedin.com/in/olivernagaya).

I wish you much success with your business aspirations and dreams. If I 
can do anything to assist you with this journey, please do not hesitate to reach 
out and contact me.


