
The mind is so powerful that it can deter-

mine whether you become the person you 

want to be and whether you accomplish 

the things that are of value to you. The 

success of entrepreneurs depends, to a 

large extent, on their positive perception 

towards business failures, business chal-

lenges, criticism, mistakes in business and 

life in general. Therefore, if you want to 

succeed as an entrepreneur, you need a 

change of mind-set.  

Some tips you may need to develop the 

mind-set and attitude required to succeed 

as an entrepreneur include the following: 

1. Vision 

A definition of vision which we like a lot is: 

‘Vision is the Picture of the Future’. It is a 

mental picture of where and what you want 

your business to be in the next few years. 

It does not matter 

that you are yet to 

start the business. 

The business 

should have a pur-

pose that is clearly 

spelt out as part of 

the vision. Think 

about problems you want to solve or needs 

to meet, your potential customers and what 

you want to do for them, as well as, what 

you will consider as success.  This is not 

just about crafting a beautiful vision state-

ment, which is good, but it is about visual-

izing the outcome and impact of the busi-

ness in the society when it is successful. 

The vision will stimulate and galvanize you 

to mobilize resources towards achieving it. 

2. Willingness to take risk and embrace 

change 

You need to learn to take calculated risks and 

accept the realities of 

change and uncertainty. 

Many young entrepreneurs 

are not reaching their full 

potential because they are 

afraid to take risk and ex-

plore unknown territories.  

You may have to change 

your lifestyle and work out new ways to bond 

with family members. There is no guarantee 

that a new business will succeed no matter the 

amount of preparation put into it. It is true that 

sometimes, the higher the risk, the higher the 

reward. Successful entrepreneurs attempt to 

minimize their risk exposure whenever appro-

priate, by carefully assessing the risk/reward 

relationship of their actions. Risk is assumed 

only when the opportunity for reward is suffi-

ciently large enough to warrant the risk 

3. Money is secondary 

Profit should be a measure of success and not 

the main reason to want to be an entrepre-

neur. Profit may not come as quickly as 

planned or anticipated; but that does not nec-

essarily mean that the business is not on 

course. Initial losses are normal and expected 

and are not enough to discourage you from 

forging ahead with your business. If you go 

into business purely because of the money 

you will make, then you are probably not a true 

entrepreneur, though you may be a business 

man.  Money will come, but it should not be 

the first consideration for an entrepreneur who 

wants to make a difference in his environment. 
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We met a young man 

recently who was very 

disappointed about the 

lack of success in his 

poultry farm business 

despite his efforts and 

financial support from 

friends. To be a success-

ful entrepreneur requires 

an entrepreneurial mind-

set in addition to efforts 

and financial support. In 

this edition, we present 

eight tips for assessing 

and developing an entre-

preneurial mind-set as a 

pre-condition for a suc-

cessful small business 

enterprise.  There is an 

interview session with 

Muhammed Abdullahi 

Tosin, a young man who 

turned his passion for 

writing into a money-

making venture. We also 

have very interesting arti-

cles for you. 

. 
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every difficult situation.  Rather than asking 

yourself “What can I do to avoid this situa-

tion,” ask yourself “What can I do to correct 

this situation?”  Do not forget, no matter how 

great the idea and the opportunity may be, it 

is not what you want to do or plan to do, but 

what you actually do that makes the differ-

ence. 

7. Patience 

Patience in entrepreneurship is synonymous 

with planting and harvesting in farming; and 

they do not take place sim-

ultaneously. There is a wait-

ing time in which you have 

to tender the crops before 

you can be sure of good 

harvest. Likewise, in a busi-

ness enterprise, you need 

to be patient to nurture it 

until it can break-even and begin to generate 

profit. It takes time to build a sustainable cus-

tomer base and understand the market, to 

discover cost-efficient production processes, 

to develop your team, to learn from your mis-

takes, and to build important relationships. 

Success is not overnight, and the graph of 

growth is not as straight and rapid as shown 

in projected revenue charts during presenta-

tions. Therefore, entrepreneurship is not real-

ly for someone who is in need of immediate 

cash to live on.  Every entrepreneurship jour-

ney will have its ups and downs with a num-

ber of challenging situations to deal with. 

8. Product  

What product or service do you want to intro-

duce into the market?  It can be a completely 

new product or existing product modified or 

improved upon to make it different. Your 

product design should meet needs, solve 

problems or make life better for others in the 

society. If the product is a modification or im-

provement of existing product, then you have 

to figure out what will really make the product 

stand out and be different in terms of im-

proved benefits and features, packaging, dis-

tribution or service delivery.  The product 

should be customer focused because there is 

no viable enterprise if you provide a product 

or service that no one is willing and able to 

pay for. 

4. Love and Passion 

Love and passion for your business are 

some of the key success factors. According 

to Dr Rob Yeung, “true entrepreneurs have 

discovered that if they have a passion and 

manage to communicate it to their custom-

ers, the money comes almost as an after-

thought”. Sometimes, the urge to make it 

quickly may prevent you from focusing on 

doing what you love, and instead you want 

to go for what will give you money to meet 

your pressing financial needs.  While this 

may be an attractive option, your chances 

of success are reduced because the zeal to 

withstand turbulent times is usually eroded 

by lack of love and passion for the busi-

ness. 

5. Motivation and drive to achieve 

Examine your motive for wanting to be an 

entrepreneur and be sure it is not primarily 

money, though money is important. The 

motive can be to see 

your business make a 

difference in finding 

solutions to the prob-

lems and challenges of 

others, the opportunity 

to translate your crea-

tive and innovative 

ideas into useful products for the society, or 

to enjoy the flexibility that comes from be-

ing your own boss.  It is important to under-

stand your own motivation before you get 

involved in an entrepreneurial venture. In 

addition, you need to be a doer that make 

things happen. You should be constantly 

driven to achieve your goals through appro-

priate execution strategies that are imple-

mented with strong personal commitments. 

6. Discipline and Commitment 

You require discipline and commitment to 

follow through what it takes to succeed as 

entrepreneur, especially in areas of spend-

ing and keeping of records, time manage-

ment, setting appropriate goals and achiev-

ing them, as well as continuous learning.  

You also need to have a positive mental 

attitude so that you can always embrace 

challenges and look for the lesson behind 

“True entrepreneurs have 

discovered that if they 

have a passion and 

manage to communicate it 

to their customers, the 

money comes almost as an 

after-thought.” 
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This interview is about a young man who 

created an online coaching class that has 

made him an invaluable asset to young 

writers, and who has turned the art of blog-

ging to a money-making venture. 

Can we meet you? Who is Muhammed 

Abdullahi Tosin? 

I am a writer, 

difference mak-
er and entrepre-
neur. I help writ-
ers find their 
voice and confi-

dence without 
going hungry. 
And I earn a 
living doing that. 

Okay. You are 

the brain be-

hind Naija Writers’ Coach, when did it 

start and what inspired its creation? 

Naija Writers’ Coach was founded on Au-
gust 10, 2012. The inspiration for it arose 
from two problems I had then. I had won 
5 national essay contests. First, friends 
would daily ask me to teach them how to 
write. I found myself explaining the same 

things to different persons at different 
times each day. It was overwhelming. 

Secondly, whenever I won an essay con-
test, many friends would accuse me of 
not telling them which essay contest was 
open so that they could enter and win like 

me. In each case, I was dealing with sev-
eral dozen people. I’m just a single per-
son and the pressure was much. So, see-
ing the felt needs, I sought a way to carry 
everyone along without overwhelming 

myself… a way to turn the problems into 
prospects. So, I founded Naija Writers’ 
Coach. 

Two years after, do you think you have 

sufficiently addressed that problem? 

Well, to an admirable degree. While the 
resource is not yet where I want it, it’s far 
ahead of where it started from. It has 
bridged the gap of opportunities for over 
15,000 writers mostly in Nigeria and also 
abroad. It has inspired and empowered 

thousands of lives far and wide. Members 
of the community regularly win essay con-

tests, start and run impactful blogs, write better, 
publish books and change lives with language. 

However, I’m not one who rests on his oars. I’m 
not at all deluded by the feats recorded. I want 
the resource to reach and empower more lives 
and spread great ideas. 

 What were some of the challenges that you 
encountered getting to this point? 

So many of them I can’t enumerate here. Some 

of them are; my financial instability back then, 
time constraint due to my studies and tons of 
other activities, and the loneliness that accom-
panies the process of innovating something 
new and revolutionary. There were times I went 

hungry just to buy Internet subscription. There 
were times I made do with less than 4 hours’ 
sleep for days just to keep up with schedules. 
There were times I endured being misunder-
stood by dear friends and relatives. 

The challenges were daunting, but they only 
made me better, just like the test of fire makes 

fine steel. 

Interesting. Many people consider blogging a 
joke, at best a hobby, but you are a blogger 
who refers to himself as an entrepreneur, is 
blogging really that profitable? 

That’s hilarious indeed. People who do that are 
many decades behind the rest of the world. 

Sadly, they are in the majority. But their number 
is irrelevant. It’s common for the multitude to be 
wrong. 

And to your question; yes. Blogging is insanely 
profitable if you have the right knowledge and 
tools. John Chow makes over $100,000 month-
ly thanks to blogging. Linda Ikeji makes millions 

of Naira monthly thanks to blogging. I make 
over N200,000 monthly all from my blog. The 
real deal about blogging is creating value, solv-
ing problems and getting paid to do it. Very few 
professions and the coveted white collar jobs 

can fetch you half of the treasure and freedom 
blogging can afford you. 

But there are a lot of bloggers out there who 

have been blogging for years yet have not 

made any real money, what do you think they 

are doing wrong? What is that thing they are 

missing? 

It’s simply a lack of the right knowledge and 
tools. Like I said in my new hot-cake book, 
“How To Make N100,000 Monthly From Your 

INTERVIEW – MUHAMMED ABDULLAHI TOSIN 

“The real deal about 

blogging is creating value, 

solving problems and 

getting paid for it.”  
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The following is an excerpt from an interview session with Mr Friday Akusu Agbabule, the Man-

aging Director/CEO of Fagbadex Global Services Ltd. Fagbadex is a Nigerian Credit Information 

Services Firm with franchise to represent several similar international organisations in Nigeria in-

Writing & Blog Here In Nigeria,” you could be 

the most popular blogger there is and not 

make a penny if you don’t sell.  

Whether it’s your product, affiliate product, your 

expertise or advert space, you must SELL 

something to make money blogging. 

Recently you started an online class; Pen 

Money Masterclass, can you tell us about 

it? 

Sure! My Pen Money Masterclass is a 5 week, 

practical email course designed for writers and 

bloggers who want to make legal, ethical and 

consistent income from their writing and blog 

here in Nigeria. The lessons are delivered by 

email in text, PDF and link formats and its ob-

jective is quite straight-

forward: to take you by 

the hand and show you 

in 100% practical terms, 

how to make at least 

N100,000 monthly from 

affiliate marketing. So 

far, the rave and goodwill 

about it have been im-

pressive, and the class is 

fast filling up – a bit faster than I had expected. 

That’s very good. You are a lawyer in the 

making, after earning this insanely cool 

money blogging do you still plan on going 

into full-time Law practice? 

Hmmmmmn. My philosophy of work is that it 

should be enjoyed, not endured. Money is a 

less important metric of job success than self-

fulfillment. Yes, I want money, but only if what 

brings in the money makes me accomplished. 

Writing does that for me. 

I can’t tell you I won’t practice law, but I can tell 

you I do not plan to. I want to be a writer and a 

lawyer, in that order, because writing gives me 

much joy as much as it makes me a living. 

Why do you give out so many of your stuff 

for free? “Write Well Challenge” and “Blog 

Now Challenge” are free online courses, 

“Your Right to Write” is a free book, why is 

that? 

The thinking behind that is simple. The more 

value you create and the more problems you 

solve, the more money and impact you make, 

especially online. Look at Google for instance. It 

records over 2 billion searches every day. And 

because such staggering number of people uses 

it, it’s the most visited website the world over. Now 

that’s influence. Again, it’s easy for Google to sell 

advert spaces and make millions of dollars daily 

because an enormous number of people, whom 

advertisers want to reach, use Google. 

What if Google search wasn’t free? Maybe 

0.0000000001 of the current users would be using 

it. And if that were the case, it wouldn’t have the 

great influence it has and make the cool money it 

makes. 

So my philosophy is to create maximum value and 

solve many problems for as many people as pos-

sible, using the power of “free”. Doing it is chal-

lenging but the gains in it are mind-blowing. 

In your own opinion do 

you think the reading 

culture in Nigeria is at 

an all-time low? And 

what do you think is 

the cause? 

My opinion is different 

from that of the majori-

ty. I believe the reading 

culture isn’t dying. It’s in fact growing. People read 

more today, but they read the wrong things. What 

an average Nigerian daily reads of jokes, memes, 

Facebook updates, tweets and messages on 2go, 

WhatsApp and BB, is far more than the average 

number of pages of business books, novels and 

academic curriculum books the average Nigerian 

read a decade or two ago. So it is really a problem 

of misplaced priority. 

Finally, what are your future plans and goals? 

I dream of a thriving Nigerian community of writers 

who aren’t seen as outcasts or mere hobbyists but 

as professionals solving problems and making 

meaningful contributions to national development. 

I plan to champion, in collaboration with like 

minds, the coming into fruition of that. I plan to 

positively touch millions of lives. 

 

Interview was conducted by Segun Egbeyinka 

Source: http://www.youngnaijaentrepreneurs.com 

 

 

 

“I believe the reading 

culture isn’t dying. It’s in 

fact growing.  People read 

more today, but they read 

the wrong things such as 

jokes, Facebook updates, 

tweets, BB etc instead of 

business books, novels and 

o t h e r  e d u c a t i o n a l 

materials” 
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3. Create some short-term milestones on 

the path to your dream. Dreams alone won’t 

make you happy or successful, so start early in 

defining and executing against a set of mile-

stones to celebrate progress along the way. 

Satisfaction is not a one-time event at the end 

of your career; it’s a series of good feelings 

driven by results along the way. 

4. Be honest with yourself about practicing 

what you preach. Many business executives 

can give a great talk to their team about sus-

taining their health and maintaining a balanced 

family life, but they let the business override 

their own needs. Similarly, don’t compromise 

your own ethics and integrity for the sake of 

your business. 

5. Don’t stop believing, learning, and grow-

ing as a person. The world of entrepreneurs 

is ever-changing, so if you aren’t 

learning and changing, you are 

falling behind. In business, set-

backs must be seen as normal 

and expected challenges, not as 

indications of failure. Success-

fully recovering from problems 

should be a key source of satis-

faction. 

6. Take satisfaction from team 

success, at work and at home. Being an en-

trepreneur is not a one-person show, so accept 

that fact, and build a team that can complement 

you and support your weaknesses. If your busi-

ness and private teams are motivated and sat-

isfied, their happiness will radiate to you. A mo-

tivated team is a successful one. 

An over-arching principle for success and satis-

faction for every entrepreneur is respect – for 

yourself, and in business respect for every cus-

tomer, investor, and employee. Another generic 

attribute close behind in value is persistence. 

No amount of talent or genius can take the 

place of persistence.  Many experts believe that 

one of the top reasons for startup failures, as 

well as personal failures, is simply giving up too 

early. 

 

 
 
Marty Zwilling 

http://blog.startupprofessionals.com 

The startup lifestyle is known to be stress-

ful and challenging, but it’s also meant to 

be satisfying and fulfilling, with you as the 

entrepreneur in control of your own desti-

ny. Unfortunately, it doesn’t always work 

out that way, based on my many years of 

experience with entrepreneurs and advis-

ing startups. The business can be suc-

cessful, while the entrepreneur feels like a 

failure. 

As an example, I know one highly driven 

startup founder whose business is grow-

ing at a reasonable pace, but the entre-

preneur regrets the toll it has extracted 

from his family, his health, and his ability 

to relax and enjoy the fruits of his labor. I 

know several other CEOs that were 

pushed out of their own successful com-

panies by investors, leaving them feeling 

like failures. 

The challenge is not to let 

success come without per-

sonal satisfaction, or at the 

expense of the ones you 

love. To do that, you need 

to follow a set of personal 

principles that drive your 

business principles, not the 

other way around. Here are some key 

ones that I espouse: 

1. Define your personal goals and pur-

pose early. Your personal goals should 

drive your business goals, not the other 

way around. You will never be satisfied or 

happy if you are not true to your core be-

liefs, personal interests, and a higher pur-

pose. Write down your goals, and then 

take ownership to make them happen and 

feel the satisfaction. 

2. Focus on strengths rather than fix-

ing weaknesses. If you don’t see busi-

ness as one of your strengths, you likely 

won’t be happy leading a startup. Many 

technologists refuse stubbornly to let any-

one else take their invention from a prod-

uct to a business, assuming they can eas-

ily fix their business weakness. Both they 

and the business end up suffering. 

 

“ T h e  w o r l d  o f 

entrepreneurs is ever-

changing, so if you aren’t 

learning and changing, 

you are falling behind. In 

business, set-backs must 

be seen as normal and 

expected challenges, not 

as indications of failure.” 
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cluding GlobalCIS, WYSMULLER, and MI-

RA INFORM Private Ltd. 

BCL: Briefly tell us about your background 

 

Friday: I have over nineteen years’ experi-

ence in Business Information, Credit Report-

ing and Verification, acquired as Research/

Verification Executive at Research and Data 

Services Ltd, and as Head, Third Party Veri-

fication & Due Diligence at Datapro Ltd.   

 

BCL: Tell us about your company  

 

Friday: Fagbadex Global Services Limited 

offers Business Information Services, such as 

Credit Report, Background Check, credit a  

religions. Modern websites can offer automat-

ed websites adaptation to individual consum-

ers that vary according to customers' prefer-

ences, to be used on mobile devices. 

Modern websites integrate social networks 

(Facebook, Twitter). By doing this, the site can 

be done more objectively, making it more at-

tractive to potential visitors. Most websites 

engage users to their network platforms by 

using the icons at the bottom of the page and 

integrating the social media platforms into the 

design of the Web page. To increase the Web 

visibility, many SMEs have created their com-

panies or brand profiles on social media plat-

forms. They encourage users to participate in 

price games, discussions, reviews and even 

brand development. By doing this, the SMEs 

create new followers and obtain constructive 

opinions from them. This helps them co-

design and co-create their brands.  

A well-designed website with only a few visi-

tors does not contribute to the marketing suc-

cess of the SME. The key challenge of SMEs 

is how to attract as many visitors as possible. 

This is about reaching greater scalability and 

exposure. SMEs have to keep in mind how 

their potential customers are searching for 

information online. 

The most common 

way to find infor-

mation online is 

through search en-

gines. Approximately 

80% of Web traffic 

tends to be generat-

ed from search en-

gines (Google, Ya-

hoo! MSN Search, 

and others). For the SME, it is important to 

know which search engines are used by the 

potential customers. Using the right clues and 

relevant key words, the Entrepreneur ensures 

his website ranks high in search engine re-

sults pages. High ranking can also be 

achieved through links to other websites. 

Some of them are operating on a pay-per-click 

basis. 

Ebode Lewis 

07068828698 

ebodelewis@yahoo.com 

A good website is absolutely necessary 

for modern Small and Medium Enterpris-

es (SMEs) to have effective and efficient 

marketing.  

Before building 

or designing a 

website, the SME 

should try to de-

termine the role 

of the website in 

the business. 

Designing the 

website will usu-

ally be outsourced to a professional 

agency as many small businesses may 

not be able to afford in-house experts 

that can design websites.  Fortunately, 

there are many professional website de-

signers whose fees are moderate and 

affordable. 

Normally, a small business with only a 

few products should have a website that 

describes the information of the compa-

ny and its products.  

Designing and upgrading the website is 

vital so that the site is not only attractive 

for its visitors, but also useful in terms of 

what content to include and how to pre-

sent the information in the most attrac-

tive way. It is worth noting that the site 

should be transparent and accessible. It 

also needs to meet the criteria of optimi-

zation in terms of search engines. Final-

ly, it is important that the graphic design 

has optimum color consistency, the lan-

guage is tailored and the content is up-to

-date.  

An important consideration in designing 

the website is the target group. Does the 

target group consist of only domestic or 

international customers? A small busi-

ness that is into export can offer a trans-

lated version of the language content of 

the website based on its target foreign 

customers. Cultural specifics should be 

considered that are connected with the 

use of certain colors, shapes, pictures 

and wordings or slogans that may have 

certain connotations in some cultures or 

“A small business that is 

into export can offer a 

translated version of the 

language content of the 

website based on its target 

foreign customers.” 
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“Never write an ad-

vertisement which you 

wouldn’t want your 

family to read. You 

wouldn’t tell lies to 

your own wife. Don’t 

tell them to mine” 

– David Ogilvy 
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info@beckleyconsulting.com 

www.beckleyconsulting.com  

ABOUT BECKLEY CONSULTING: Our main objective for 

being in business is to stimulate the emergence of effectively 

managed Micro, Small and Medium Enterprises (MSMEs), and 

provide them with professional support services in accounting, 

marketing, human resources, taxation and legal services 

We believe in mindset change for the typical entrepreneur, 
through training/workshop and information sharing, to imbibe 
the discipline and commitment required to manage a small busi-
ness successfully, including keeping appropriate accounting 

records and complying with statutory requirements.  

. 

 

QUIZ OF THE MONTH (Answers in the July 2016 edition of the Newsletter.) 
 
1. Which of the following best defines the feature of a product or service which offers customers 
greater value than similar offerings from competitors? 
 A. Competitive advantage B. Corporate advantage 
 C. First mover advantage  D. Strategic advantage 
 
2. Which of the following best defines the total amount of money a business takes in during a giv-
en period as a result of selling its goods and services? 
 A. Expenses B. Profit  C. Revenue D. Cost 
 
3. A value chain analysis is a business tool used to determine how to create the greatest possible 
value for customers. 
 A. True  B. False 
 
4. Which business tool facilitates the objective evaluation of new products or business ventures? 
 A. Root cause analysis  B. Feasibility analysis 
 C. Cost/benefit analysis  D. Strategic analysis 
 
5. Why are business processes continuously monitored for improvement? 
 A. To maintain the transformation of inputs into outputs 
 B. To maintain the flow of goods and services 
 C. To maintain competitive advantage 
 D. To fulfill business plan 
 
6. The main goal of a business is to make revenue so that the business can continue to be opera-
tional. 
 A. True 
 B. False Note: the main goal is for business to make profit, not just earn revenue 
 
7. Improvement in which of the following will result in greater efficiencies in the supply chain? 
 A. Forecasting demand  B. Identifying stakeholders 
 C. Business planning  D. Economic forces 
 
8. Which of the following is not a part of a business plan? 
 A. Financial plan   B. Marketing plan 
 C. Manufacturing plan  D. Technology plan 
 

Source: docplayer.net  

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 May 2016 Quiz 

1. A  2. C  3. B  4. C 

5. B  6. C  7. B  8. C 
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