
In the midst of current economic challeng-

es in the country, a young man of less than 

30 years walked into our office last week 

for professional support services in ac-

counting, taxation and human resources. 

He informed us that N3m had just been 

transferred to his account by the Federal 

Ministry of Industry, Trade and Investment 

as grant based on his participation in a 

business plan competition. He did not 

know anybody or somebody who knows 

someone to talk to on his behalf, it was 

simply his business plan that gave him the 

grant.  

Earlier in the year we interacted with an 

entrepreneur who told us that he had 

grown his business to the level it was with-

out borrowing from banks.  He was among 

the winners of $10,000 each after a stiff 

competition among applicants from all over 

Africa by Tony Elumelu Entrepreneurship 

Programme when it was launched in 2014.  

He too did not need any connection to win. 

Knowledge is power 

Unfortunately, we have several young per-

sons who are not 

aware of opportuni-

ties for grants and 

low interest loans 

for start-up busi-

nesses. Meanwhile, 

one of the critical 

factors that prevent 

youths who desire 

to start businesses 

of their own from doing so is lack of funds.  

Banks are very reluctant to support start-up 

businesses with funds because they are con-

sidered too risky and cannot meet lending re-

quirements. Other sources of funds like family 

and friends, cooperatives and personal sav-

ings are no longer easy to come by as the 

economic situation becomes more unfriendly 

by the day for many families.   

It is noteworthy that grants and low interest 

loans from government agencies are some-

times not fully disbursed because there are not 

enough applicants who are able to meet speci-

fied requirements.  Many young people have 

good business ideas but are not aware of op-

portunities for grant, and where they are 

aware, are not able to put together a winning 

business plan. 

Blaming Government is not a solution 

You should not read this and blame the gov-

ernment alone for not giving enough publicity 

to the various funding schemes.  You should 

make efforts to look for relevant information by 

reading materials in your area of interest 

online or wherever you find them. According to 

Paulo Coelho, “It’s always easy to blame oth-

ers.  You can spend your entire life blaming 

the world, but your successes and failures are 

entirely your own responsibility.” 

However, the impact of available start-up fund-

ing opportunities in Nigeria is like a drop in the 

ocean because those who benefit are too few 

compared to the number of applicants.  For 

instance, YouWiN 3 (3rd edition) business 

plan competition had 1,500 winners, but the 

process started with over 110,000 applicants. 

 (continued on page 2) 
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There is so much lack of 

knowledge among youths 

about available business 

financing options. This 

will not be so if they take 

time to seek information 

in areas of their business 

interest. Various pro-

grammes launched to 

support business start-

ups do not get enough 

patronage because there 

is no sufficient awareness 

about them. Enough of 

excuses.  You have to 

look for opportunities, not 

opportunities looking for 

you.  In this edition, we 

highlight some agencies 

that give grants and loans 

for you to further explore. 

We also have success 

stories of beneficiaries of 

grants and other interest-

ing articles for you. 

. 
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Start-up funding opportunities 

The following are some start-up funding op-

portunities in Nigeria: 

Eight  tips for wining business plan competi-

tion will be the focus of our September 2016 

Newsletter. Watch out for it. 

Winners 

The government may not be doing enough. 

Yes, we agree. The competition is fierce 

and it is not easy to win. Yes, that is true. 

But in spite of the hurdles, several people 

win and get grants or low interest loans 

from time to time.  Why can’t it be you? 

When it comes to business plan competi-

tion, what really makes the difference be-

tween winners and losers?   

It is interesting to note that those who are 

able to win grants based on stiff competi-

tions are also able to put together what it 

takes to get support from commercial 

banks subsequently.   Whilst we do not 

discount the importance of government’s 

role to implement practical policies that will 

stimulate the growth of small businesses, 

we believe you have a role to play even 

now to make the best out of the situation. 

That role includes seeking relevant 

knowledge regularly and taking appropriate 

actions to make your lot much better. 

Why grants 

Nigerians, in large number, search for grant 

opportunities to start small businesses in 

the absence of bank credits in order to earn 

a living or augment salary that seems to be 

decreasing by the day in real terms owing 

to inflation.  

Small businesses are closing shop, re-

trenchment of workers is on the increase, 

salary cut is no longer news, inflation rate is 

increasing, and feeding has become a seri-

ous challenge for many families.  According 

to the Nigerian Bureau of Statistics, unem-

ployment rate climbed to 13.3% at the end 

of the second quarter of this year, and this 

translates to about10.6 million people ac-

tively looking for work!   

If you are part of the 10.6 million people 

actively looking for work, then we urge you 

to invest some of your time to look for busi-

ness opportunities that suit you, and do all 

it takes to win any of the competitions for 

grants and loans.  You may be among the 

few winners.  

 

“But in spite of the 

hurdles, several people 

win and get grants or low 

interest loans from time to 

time.  Why can’t it be 

you” 
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YESGrant by the Nigerian Young Profes-
sionals Forum (NYPF) 

• Partnership with Heritage Bank 

• Up to N2m grant 

• Preferred sectors include Agriculture and 
ICT 

• For youth between the ages 18 and 40 

(Visit: nypforum.org for initial registration) 

Tony Elumelu Entrepreneurship Pro-
gramme (TEEP) 

• $5,000 grant every year to 1,000 entrepre-
neurs in Africa  

• Additional $5,000 subsequently as loan or 
equity contribution or a combination of both 

• The second set of beneficiaries emerged 
this year and the third set will emerge next 
year 

Youth Enterprise with Innovation in Ni-
geria (YouWiN!) 

• Collaboration of various Federal Govern-
ment Ministries including Finance and 
Youth Development 

• N1m to N10m grant 

YouWiN! 4 was launched this year and is 
open to male and female entrepreneurs 
between ages 18 and 45 years 

     (visit: www.youwin.org.ng) 

Youth Entrepreneurship Support (YES) 
Programme 

• Promoted by Bank of Industry under its 
SME Cluster initiative 

• Young aspiring entrepreneurs between 
18 and 35 years 

• Low interest loan, not grant 

      (Visit: www.boi.ng) 
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Oshiobugie is the CEO of Clever Minds 
Integrated Services, a consultancy firm 
offering training and educational services 
to the public in the same city and its envi-

rons, aided by fifteen employees working 
in three learning centres. 

He first conceived the idea in 2010 while 
working for a private secondary school in 
Warri, having noticed the lack of quality 
education in the riverine and poor com-
munities in the Niger Delta. However, he 

could not immediately implement the idea 
because of lack of funds. 

When he lost that job two years later, he 
was borderline suicidal. “I almost commit-
ted suicide because I felt 
that all hope was lost I 
looked at the job then as 

the only live source for 
me…I was depressed 
and frustrated.” 

After months of depres-
sion, he finally took a 
stand to become a prob-
lem solver and not a job 

seeker, says Oshiobugie. 
“I opened my school in 
Edjeba community of 
Warri, a poor community in Delta state, 
offering quality education to them for a 

very cheap amount.” 

He started with just two people – himself 

and his first student – and things began to 
pick up gradually, but still at snail speed. 

Enter 2015 and the Tony Elumelu Entre-
preneurship Programme, with $10,000 
seed capital, a 12-week training and men-
torship phase as well as other resources 

including networking and a 3-day boot 
camp attended by policymakers and in-
vestors. 

And Oshiobugie has high praise for the 
initiative. “The Tony Elumelu Foundation 
Entrepreneurship programme is one pro-
gramme I will never forget. I will tell my 

children about it when I give birth 
[because] it changed my life. Hitherto, 
cash was a real challenge for me but with 
the Tony Elumelu Foundation Entrepre-
neurship Programme 2015, I was able to 

get seed capital and entrepreneurial train-
ing. My business took a different turn for 

good after Tony Elumelu Foundation Entrepre-
neurship Programme 2015.” 

“Formerly, I had one learning center in Kosini 
but after Tony Elumelu Foundation Entrepre-
neurship Programme, I now have two more 
learning centers and I’m planning to open an-

other one in Benin this year. The Tony Elumelu 
Foundation Entrepreneurship Programme has 
changed my story. Personally, the Tony 
Elumelu Foundation Entrepreneurship Pro-
gramme has made me a public speaker be-

cause I gradually became a celebrity in Delta 
state when people discovered I was selected 
for the Tony Elumelu Foundation Entrepreneur-
ship Programme. I have been invited to speak 
about this in over 20 gatherings.” 

“My business also gained a lot 
from the lessons every week. A 

powerful speech at the boot 
camp “Cash is King” also helped 
me.” 

Oshiobugie’s goal is to educate 
over 20 million children in the 
next 20 years and “To use edu-
cation as a tool to end poverty 

and joblessness”. For only N3, 
000 (approx. $10), he is provid-
ing education, vocational train-

ing, entrepreneurship training, and leadership 
training at the three centres being run by his 

company. 

The goal is to keep the quality of education at 

the other end of the spectrum from price. “We 
will develop a new set of students who will be 
academically sound, morally okay and most of 
all technically proficient.” 

Another aspect of the business is the Clever 
Minds Youth Mentorship Programme where the 

company trains aspiring youth leaders in the 
community in a bid to transform them into role 
models for their peers. Even the old are not left 
out as there are adult training programmes tai-
lored for them during the weekends. 

All of this, he says he owes to TEF Founder, 
Mr. Tony Elumelu for believing in him. “When I 

got a call that I had been selected, I went ber-
serk…glad was an understatement”, says Oshi-
obugie who now moonlights as an On-Air Per-
sonality hosting ‘Student’s Corner’ on Crown 
89.9 FM, Warri  these days. 

Source:  tonyelumelufoundation.org/teep 

TONY ELUMELU ENTREPRENEURSHIP PROGRAMME SUCCESS  STORY 

“My business took a 

different turn for good 

after Tony Elumelu 

F o u n d a t i o n 

E n t r e p r e n e u r s h i p 

Programme 2015.” 
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ANYANYO OZIOMA GRACE,  

DIRECTOR OF FAVOURABLE STANDARD 

CONCEPT,   

PRODUCER OF RECREZIONTV SHOW 

WHICH RUNS MONDAYS 3.30PM ON SIL-

VEBIRD TELEVISION.  

 started business after my youth service – 2010. 

My programme was 

on air but was not 

gaining viewership, 

because of financial 

constraint, which hin-

dered my ability of 

acquiring enough 

airtime. Thank God 

for YouWiN! that 

came up and I 

emerged a winner. 

With YouWiN! funds, 

I was able to air several of my programmes on 

Television stations across the country, which in 

turn attracted viewers and advertisers to my 

business. 

Presently, my staff strength is thirteen and 

counting as my business continues to grow dai-

ly. I have also been able to become a disci-

plined Entrepreneur aimed at achieving goals 

and success. YouWiN! has really made my 

dream as a seasoned producer come true and 

also impacted positively in the lives of several 

youths. 

NISSI OLUSEYI-ODEN IBIANG 

LORENISI CRECHE AND PRESCHOOL 

Lorenissi Creche and Preschool is a child learn-

ing centre that provides a comfortable and 

healthy environment for kids between the ages 

of 3 months and 2 years.  

A few years ago, Nissi managed a daycare cen-

tre but was con-

strained by lack of 

funds and was forced 

to close down. With 

the advent of the 

YouWiN! program, 

she remained faithful 

to her passion and re

-established a crèche 

in Calabar, Cross 

River state, where 

she can be actively 

involved in the physical and mental development 

of  children. Lorenissi also provides after school 

care for children under the age of 15 years where 

they can get extra tuition. Nissi used her grant 

funds to provide space to accommodate her day-

care and pre-school activities. She currently has 7 

employees and is looking to recruit a nurse so she 

may provide the best care for the children at her 

daycare. 

SAEED J 

ONE-STOP DENTAL CENTER 

I am grateful to God and to the Federal Govern-

ment for this life-changing initiative. Right from the 

initial business plan competition and the well-

structured business training/clinics organized, I 

learned so much. Most of these things would have 

taken years and money to learn, but it was given 

to us free. Through the competition, I began to 

see business and job creation in a different light. I 

also appreciated the dynamics of entrepreneur-

ship and profitably building a business from 

scratch. 

I have always nursed the dream to change the 

landscape of private 

dental practice and 

the healthcare indus-

try in Nigeria; I al-

ways knew things 

could be done better. 

This guided me in 

coming up with a 

winning business 

plan to start up a one

-stop dental center 

(dental products/

accessories and den-

tal clinic/services), The boot camps organized by 

the School for Startups were extraordinary and 

helped me see more clearly the potential pitfalls 

and how to overcome the challenges in running a 

business of this magnitude. The support and men-

torship program put in place also made the 

YouWiN! program a complete and all-round initia-

tive for startups and existing businesses. 

The Grant made my dream come true faster 

than I expected and it has formed a foundation 

upon which I can build my business and vision 

for a unique innovation in corporate dentistry, 

not only in Nigeria but globally. 

Source:  youwin.org 

“YouWin! Has really 

made my dream as a 

seasoned producer come 

true and also impacted 

positively in the lives of 

several youths.” 

August 2016 Beckley Small Business Newsletter 
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realizing they have no way of knowing if they 

are about to achieve their dream. 

3. Gather resources and skills for the jour-

ney ahead. The idea to run a marathon pales 

in comparison to the difficulty of the actual 

event. Smart entrepreneurs prepare for their 

business marathon by building a support team 

around them, honing their skills, and assem-

bling resources in anticipation of stretching their 

comfort zone beyond past limits. 

4. Stop talking and start executing. Action 

trumps thinking and talking, especially when 

you are blazing new paths. I hear entrepre-

neurs who talk about their plans for years, but 

never get around to starting. You can’t learn 

much while you are talking. Your best learning 

will come from mistakes and 

pivots, so don’t fear those 

possibilities. 

5. Focus your efforts and 

prioritize tasks. Focus 

means starting with a single 

problem and solution, rather 

than broadening your solution 

to solve everyone’s problem. 

Lack of focus only confuses customers and 

dilutes your scarce time and resources. Prac-

tice the Pareto Principle, where 80 percent of 

results come from 20 percent of the tasks you 

see. 

6. Define and use metrics to measure your 

progress. You can’t make a correction if you 

don’t know you are off the path, and you can’t 

fix what you don’t know is broken. If your com-

fort zone is relying on gut reactions, it’s time to 

stretch your understanding of what constitutes 

customer acquisition cost, margins, pipeline 

closure rates, and sales ROI. 

7. Celebrate small successes with the team. 

Affirming and rewarding team members for 

every step forward creates momentum, excite-

ment, and loyalty. Constant team communica-

tion and accentuating the positive may be out-

side your comfort zone as a technologist build-

ing a product, but these are key drivers to busi-

ness success. 

 

(continued on page 6) 

As an entrepreneur looking for an idea, it 

makes sense to explore problem areas 

within your knowledge comfort zone, but 

when you are building a business with the 

solution, you have to stretch your comfort 

zone to keep up with the market and stay 

ahead of competitors. I haven’t found a 

successful and satisfying venture yet that 

was a comfortable and easy win. 

The idea is the only easy part. The hard 

part is the business execution. For exam-

ple, the concept of an online platform for 

social networking is a simple one, and has 

been attempted by thousands of entrepre-

neurs past and present. In fact, I still hear 

startup idea variations on social network-

ing more often than any 

other, yet most people 

can only name a couple 

that have really worked. 

The challenge is to iso-

late the actions that max-

imize your chances of a 

successful execution. I’m 

convinced that it’s not all 

luck, amount of money to spend, or super 

intelligence that makes the difference. 

Business is not rocket science, and suc-

cess comes from pursuing a basic set of 

action steps well past your comfort zone – 

with innovations and perseverance that 

exceed competitors. 

These actions steps include the following: 

1. Solidify a positive “can-do” mindset. 

The mindset I’m looking for is one that 

sees the business challenge as exciting 

rather than threatening, setbacks as 

learning opportunities and a conviction 

that effort and perseverance will over-

come any obstacle. In addition, I look for 

do-it-yourself confidence that minimizes 

any dependence on outside help. 

2. Document and commit to specific 

goals. Building a specific business 

requires a roadmap or business plan, 

much like programmers needs specifica-

tions to keep them on track. Entrepre-

neurs who have no formalized goals often 

spend years in a random walk, without 

“…a mindset that sees 

challenge as exciting 

rather than threatening, 

setbacks as learning 

opportunities, and a 

conviction that effort and 

p e r s e v e r a n c e  w i l l 

overcome any obstacle.” 
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 STRETCHING YOUR COMFORT ZONE 



tual sale doesn’t exist. Instead, buy into 

what they want: information. If you have a 

product, tell them about it. If you provide a 

service, explain why it’s superior.  

Power of owning it now:  While pitching 

for a product or a service, salespeople 

should try to create excitement in the minds 

of the prospect. This could be achieved by 

letting them know the: 

Added cost of the delay 

Scarcity 

Their competitors are also interested   

To create a sense of urgency, you urgently 

need intelligence. A lot many times clients 

indulge in buying slowly, and if the product 

offered or service rendered is of much value 

for them, you can create a sense of urgency 

in them by following few of the above written 

tips. This way you help yourselves as well 

as the client. 

 
Tonye Briggs 

08170001456 

Tonyeb2000@yahoo.com 

 

“Let me think it over” are not words people 

want to hear when they are trying to close 

a sale. It’s the buyer’s sense of urgency 

that lengthens or shortens the sales time-

line. It’s now imperative for salespeople to 

develop the ability to create a sense of 

urgency with prospective customers be-

cause It is no longer enough to change 

someone’s 

mind, now it is 

essential to 

change their 

very next ac-

tion line. 

Urgency is 

both EMO-

TIONALLY 

driven and 

INTELLECTUALLY justified, so before 

coming up with a plan you need to ask 

yourself the following questions  

• Is this person really the decision-maker?  

• Do they have a sense of urgency? 

• Is there an objection you haven’t uncov-

ered? 

• Do they really want you? 

Some suggestions on creating a sense of 

urgency when engaging with prospects: 

Help your prospects recognize their 

needs. Your prospects can’t benefit from 

your product without acknowledging that 

they need it “Need to have” products cre-

ate urgency. “Nice to have” products get 

the push off. Which is yours? 

Spend less time selling, more time listen-

ing. It all starts with moving the conversa-

tion away from product, solutions, or any-

thing to do with our deliverables and put-

ting the focus squarely on the buyer’s ob-

jectives. Making the conversation primarily 

about them, as opposed to what you’re 

selling, will keep your prospect engaged 

Don’t be cute. Be informative. This is not 

an age of naiveté; customers know you 

have something to sell, and you want to 

sell it to them. While your message doesn’t 

need to be overt, don’t insult your audi-

ence’s intelligence by pretending the even-

“Help your prospects 

recognize their needs.   

Your prospects can’t 

benefit from your product 

without acknowledging 

that they need it.” 

Page 6 August 2016 Beckley Small Business Newsletter 

 CREATING A SENSE OF URGENCY 

STRETCHING YOUR COMFORT ZONE 

8. Validate and scale your business 

model to success. Technical entrepre-

neurs are usually more comfortable contin-

uing to perfect their product, than validat-

ing a minimum viable product (MVP). They 

also tend to focus on developing additional 

features, rather than scaling the business 

to capitalize on the first. Grow the busi-

ness, not the solution. 

Creativity and innovation in building the 

business are just as important as in build-

ing the solution. Yet too many entrepre-

neurs approach business building as a 

standardized process that can be learned 

from textbooks, or outsourced to profes-

sionals. If you are not stretching your com-

fort zone to learn and practice the busi-

ness principles outlined here, even your 

best new idea will likely never get to the 

finish . 

 Marty Zwilling 

http://blog.startupprofessionals.com 
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info@beckleyconsulting.com 

www.beckleyconsulting.com  

ABOUT BECKLEY CONSULTING: Beckley Consulting is in busi-

ness to stimulate the emergence of effectively managed Micro, Small 
and Medium Enterprises and provide them with professional support 

services in Finance and Accounting, Taxation, Human Resources 
and Legal Services so that they can focus on their core businesses 
and mandate. We are a one-stop-shop of professionals set up to 

meet the various needs of small businesses.   

Experience has taught us that a small business that wants to grow 
cannot afford the cost of experts that will ensure effective manage-
ment of the business and compliance with the requirements of regula-

tory authorities. 

We believe in mindset change for the typical entrepreneur through 
training/workshop and information sharing, to imbibe the discipline 
and commitment required to own and manage a small business suc-

cessfully, including keeping appropriate accounting records. 

 

QUIZ OF THE MONTH (Answers in the September 2016 edition of the Newsletter.) 
 
1. Which of the following are key components of a business plan?       
 A. Facilities, equipment and maintenance plans 
 B. Strengths, weaknesses, opportunities and threats 
 C. Assets, liabilities, capital and financial ratios 
 D. Management, finance, capital, and market research 
 
2. What is the single most frequently made mistake that leads to failure?  
 A. Lack of experience in the business chosen. 
 B. Undercapitalization. 
 C. Not selecting the right business to begin with 
 D. Lack of knowledge of accounting 
 
3. A sole proprietorship is a business owned by     
 A. one company  B. relatives C. one Person D. the bank 
 
4. Only large companies with several employees need managers.  
 A. True   B.  False 
 
5. The financial statement that reports the revenues and expenses for a period of time such as a 
year or a month is the 
 A.  Balance Sheet B. Income Statement    C. Statement of Cash Flows 
 
6. The financial statement that reports the assets, liabilities, and owner’s equity 
 A. Balance sheet  B. Income Statement C. Statement of Cash Flows 
 
7. Which term represents the amount of money a business earns above what it spends for goods, 
services, salaries, expenses and taxes? 
 A. Revenues  B. Expenses  C. Profits D. Losses 
 
8. The following are stakeholders an organisation: employees, owners, shareholders, and the 
board of directors, tax authorities 
 A. True   B. False  
 

 
 
 

Click here to subscribe 

Or Visit:  

http://

beckleyconsulting.com/

subscribe 

‘I am driven by two main 

philosophies: know more 

today about the world 

than I knew yesterday and 

lessen the suffering of 

others. You would be 

surprised how far that 

gets you.’ 

– Neil deGrasse Tyson 

Send your comments and contributions to: newsletter@beckleyconsulting.com  

Answers for July 2016 Quiz 

1. D  2. B  3. B  4. B 

5. A  6. A  7. D  8. C 
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