
The importance of identifying a sustainable 

business idea, with a practical and realistic 

business plan to support it cannot be over-

emphasized, especially for a start-up com-

pany. Many government and private sector 

interventions aimed at encouraging young 

entrepreneurs to set up their own busi-

nesses are predicated mainly on a good 

business idea and a well written business 

plan with sufficient experience to defend it 

before a panel of ‘experts’.  But what do 

we see?  Only few applicants meet the 

shortlisting requirements and eventually 

get supported, while many others are frus-

trated and sometimes even doubt the in-

tegrity of the selection process.   

Consequently, the number that benefit 

from support pro-

grammes are not 

enough to make 

the desired im-

pact in the econ-

omy.  I can tell 

you that many 

business plans 

are written and 

submitted to 

banks and other funding agencies on a 

regular basis, solicited and unsolicited. 

These plans, according to their authors, 

are filled with tantalizing ideas for new 

products and services that will change the 

world and reap millions of naira within a 

short period.  But the fact is, without entre-

preneurial mind-set and execution skills, it 

is difficult for any new idea to be turned 

into a profitable and sustainable business. 

WHERE WE ARE 

There is a lot of hype on the need to discover 

your talent and pas-

sion in order to iden-

tify a good business 

idea.  Several work-

shops and competi-

tions, free and paid, 

on entrepreneurship, 

business ideas, busi-

ness plan, employ-

ment generation, are 

organized by govern-

ment and private sector organizations. Along 

the streets of Lagos, you find ‘ready-made’ 

business plans for sale for all kinds of busi-

nesses. Every youth claim to have an idea 

waiting for money to convert to business, but 

cannot get money from banks or even from 

family and friends. 

Apart from collaterals, banks complain that 

there are no viable start-ups to fund with mon-

ey set aside for small businesses.  In a typical 

production business plan, the first three factors 

of production – land, labour and capital – are 

usually articulated, but not much is written on 

the fourth factor of production – entrepreneur-

ship.   Entrepreneurship is not management 

and this is the crux of the matter. The inability 

to convincingly demonstrate appropriate entre-

preneurial mind-set required for success is 

probably one of the main reasons why many 

ideas and proposals are not supported by 

funding agencies. 
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In this edition, we high-

light the appropriate or 

entrepreneurial mind-set 

that everybody needs to 

have to be a successful 

entrepreneur.  Without 

this mind-set and execu-

tion skills, it is difficult for 

any new idea to be 

turned into a profitable 

and sustainable busi-

ness.  There is an inter-

esting interview session 

with the founder of 

Tuteria, an online plat-

form that connects peo-

ple seeking to learn with 

those who can teach the 

subject or skill in their 

neighbourhood, as well 

as, other articles which 

may be of interest to you. 
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Whether you have an existing business or are 
getting ready to start a new business, one of 
your most pressing priorities is how to devel-
op and strengthen 

your entrepreneurial 
mind-set. 

There are two basic 

mind-sets that shape 

our lives: Fixed and 

Growth Mind-sets. 

Which mind-sets you 

have or cultivate de-

pends on your belief 

system.   According to Carol Dweck, in her 

new book, ‘Mindset: The New Psychology of 

Success’, changing our beliefs can have a 

profound impact on nearly every aspect of our 

lives.   

People in fixed mind-set believe that there 

are somethings that cannot be changed in 

any meaningful way because of their nature 

and the circumstances around them. Conse-

quently, they see obstacles and failures as 

final destinations and not temporary setbacks 

that can be overcome through charting other 

routes. They are discouraged by challenges 

and complaints of others and find it difficult to 

think ‘outside the box’.  For example, you 

hear comments like: ‘establishing a nursery 

school in my area will not be a good business 

because there are many nursery schools al-

ready’; ‘you cannot make it as a hair dresser 

because of the cost of running generator 

since there is no electricity most of the time’.  

The fixed mind-set prevents you from looking 

for new opportunities and new solutions to 

business problems. 

People in a growth mind-set believe you 

can be good at anything, because your skills 

and abilities are largely due to your efforts 

and actions through practice and continuous 

learning. The hallmark of the growth mind-set 

is “the conviction that human qualities like 

intelligence and creativity, and even relational 

capacities like love and friendship, can be 

cultivated through effort and deliberate prac-

tice. Not only are people with this mindset not 

discouraged by failure, but they don’t actually 

see themselves as failing “in those  situations 

— they see themselves as learning” – Carol 

Dweck.                                      (CONT’D ON PAGE 7)                                    

ENTREPRENEURSHIP 

The entrepreneur is an individual who takes 

an idea and turns it into a business with 

profit motive by combining the other factors 

of production and prepares to take the as-

sociated risks and rewards. It is noteworthy 

that some people are naturally more dis-

posed to take risk than others. Although 

entrepreneurship can be learnt, encour-

aged and nurtured, there will be some that 

cannot or will not want to take risks.  

I have attended several seminars and ca-

pacity building events on what it takes to 

start a small business and succeed. The 

majority of participants at such seminars 

and events look for opportunities for busi-

nesses they can set up to make money as 

quickly as possible because they are either 

unemployed or unemployable. The motive 

is far from entrepreneurial. And when they 

hear that they need to be patient to nurture 

the business for some time before reward, 

they are easily discouraged. 

Many people want to be their own bosses 

without an understanding of the initiative 

and risk involved. This is probably why real 

innovative and creative entrepreneurs who 

are prepared to start new businesses or 

modify existing businesses are in short 

supply. Yet, they are the ones that should 

access funds to create businesses that can 

employ people and reduce unemployment. 

ENRREPRENEURIAL MIND-SET 

Everybody can be an entrepreneur, but not 

everybody is an 
entrepreneur.  
Therefore, if you 
are enticed to start 
a new business with 

incentives, grants 
and low-interest 
loans without mind-
set transformation 
process for suc-

cessful enterprise, 
then you may be putting the “cart before 
the horse”. In the last few months, I have 
come in contact with several persons, in-
cluding those in employment, who are des-

perately in search of what business to go 
into.   

“……. if you are enticed 

to start a new business 

with incentives, grants 

and low-interest loans 

w i t h o u t  m i n d - s e t 

transformation process for 

successful enterprise, then 

you may be putting the 

“cart before the horse.” 
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When Godwin Benson was much younger 
he had to be promoted on trial in every 
class until primary 3; perhaps his teach-
ers may have regarded him too dull to 

learn. 

Little would they 

have known that the 
same boy would 
graduate with a 
First class in Sys-
tem Engineering 

from the University 
of Lagos and go 
ahead to create 

Tuteria.com; the first Nigeria-based online 
platform that connects people seeking to 

learn with those who can teach the sub-
ject or skill in their neighbourhood. 

The story of the creation of Tuteria is a 
classic example of disappointment breed-
ing blessing. Since its founding, Tuteria 
has been moving in leaps and bounds; 
currently, the platform boost of about 450 

listed subjects, with slightly above 4000 
tutors for more than 250 subjects and 
skills. Godwin was one of the top five win-
ners of Microsoft’s Passion to Empire 
Campaign, held in April 2015 at InterCon-

tinental Hotel, in Lagos-Nigeria.  His pas-
sion to impart knowledge and change 
lives has inspired many including stu-
dents and job seekers. 

In this interview, Godwin Benson tell us 
more about Tuteria and his plans for the 
future of this ingenious innovation.   

Q. Can you please explain to our read-

ers what Tuteria is? 

A: Sure! Tuteria, simply, is a platform 
where people seeking to learn anything 
can find and book lessons with competent 

tutors who live around them and can 
teach them what they want to learn, as 
well as ensures safety, accountability and 
quality service delivery between tutors 
and clients.  

So for instance, if you wanted to learn 
how to play the guitar or needed a home 

tutor for your kids, Tuteria helps you find, 
evaluate and hire a competent tutor within 
your locality so that you can learn and 
master the things that matter to you. 

Tuteria is really about learning and sharing. It’s 
built to be the one-stop point where people 
could find tutors, trainers and instructors for 
anything they wish to learn. 

Q. When was Tuteria created and what moti-

vated you to start something like this? 

A: Tuteria was officially opened to the public on 
June 9th of 2015, but we had been working on 
it since November. The motivation however, 

had been borne in my heart since 2004. 

At the time, I was hired by a man to teach his 

kids Mathematics for one month which I did – 
and they improved tremendously because I was 
(and still am) extremely good at teaching Math-
ematics. However, after the one-month engage-
ment, he didn’t pay me a dime. That was the 

beginning of the thought process that has led to 
Tuteria as we see it today. 
I just wanted to ensure that 
such never happens again, 
that those who are hired to 

teach should get their due 
payment. But then, I also 
noticed another problem. 

This man stayed approxi-
mately 10 minutes away 
from my house and yet it took him more than 2 
months to find me. So I wanted to make that 

process faster. While interacting with many 
more people and asking them what they 
thought about the idea, I realized they wanted 
to learn a lot of things aside from academics 
which extended the vision of Tuteria to include 

non-academic subjects and skill acquisition. 

Q. What were you doing before you founded 

Tuteria? 

I was working at Deloitte Nigeria as an Infor-
mation Security Associate. Deloitte was great 

and I met a lot of amazingly smart people who 
also helped me refine the idea. I left when I 
knew in my heart that it was time to leave. 

Q. Was leaving Deloitte hard to do? 

Not really. Making the decision to leave wasn’t 
hard. The thought of the opportunities Tuteria 

would create for thousands of people was 
enough driving force. However, speaking to my 
bosses about it was hard. But surprisingly, 
when I told them why I was leaving, they were 
very supportive of the move. This made it easi-

er, plus I wasn’t broke, and I had learnt early on 
to trust God to take care me. 

INTERVIEW – MR GODWIN BENSON  

“So for instance, if you 

wanted to learn how to 

play the guitar or needed a 

home tutor for your kids, 

Tuteria helps you find, 

evaluate and hire a 

competent tutor within 

your locality so that you 

can learn and master the 

things that matter to you.” 
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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-

Q. How do you recruit your tutors, and 

most importantly how do you verify their 

claims that they can actually deliver on 

what they profess expertise on? 

A: Alright. The process is quite elaborate and 

very manual. It begins with identity verifica-

tion where we ask the applicants to tell us 

some personal information, upload their pho-

to, a copy of their government issued ID 

Cards and connect to one of their social net-

works. 

Information on all these platforms must 

match before they can proceed beyond this 

stage. If we notice any discrepancies, their 

application is denied on the grounds of safe-

ty. 

After these, we ask for 

further information 

about their education, 

work, teaching experi-

ence etc., and also 

facilitate an interview. 

Those who do not 

meet our requirements 

are denied. 

Those who succeed are required to pass 

standard competency tests depending on the 

subject or skill they want to teach. For most 

academic subjects, languages, and skills like 

Public Speaking, Musical Instruments, Swim-

ming etc., we have one-time tests which tu-

tors have to pass before they can add those 

subjects. The tests are timed and if failed, the 

tutor cannot attempt adding that subject 

again. 

For other non-testable subjects, we ask them 

to upload samples of their work, certifica-

tions, or videos to confirm their competency. 

If we feel it’s up to our standard, we let them 

in. If not, they are denied that subject. We 

also collect guarantor information, especially 

for tutors who will teach students under 18. 

Q. Even after accepting a tutor and assigning 

them students, do you have mechanism on 

ground to monitor their activities, to know if 

they are performing? 

Yes we do. We go beyond just connecting 

clients with tutors to actually monitoring the 

lesson delivery to ensure that all lessons were 

completely delivered before payments are 

made to the tutor. Every lesson is monitored. 

We also allow clients an opportunity to rate the 

performance of tutors which helps us evaluate 

them further and determine whether they con-

tinue on our platform or not. Only clients who 

have had a completed lesson with a tutor can 

give reviews. 

Q. So far have you had any negative experi-

ence; for instance students complaining about 

the tutors assigned them or vice versa? 

No we haven’t. Only the very best tutors are 

carefully hand-picked and recommended to 

clients. We’ve only had a case where a tutor 

had to abruptly stop the lessons because she 

had to relocate to 

another state in 

which case we had to 

get a replacement as 

fast as we could. 

Of course it wasn’t 

the best experience, 

but such things can-

not be avoided. The client is happy with the 

replacement. 

Q. What is the current status of Tuteria; how 

many subjects are listed, how many tutors are 

on your list, how many states have been cov-

ered and how many students have benefited so 

far? 

About 450 subjects are listed, and we currently 

have slightly more than 4000 tutors for more 

than 250 subjects and skills. Tuteria is nation-

wide so we have coverage in every major state 

in Nigeria and have been connecting clients 

and tutors in most of them such as Lagos, Abu-

ja, Rivers, Ibadan, Kaduna, Enugu, Delta etc. 

Q. What are your long term goals for Tuteria? 

Well, for now we’re pretty much focused on 

getting a foothold on the Nigerian market. We 

hope to create other forms of teaching and 

learning apart from physical, one-on-one tutor-

ing and at the right time, expand to other coun-

tries beginning with some selected ones in Afri-

ca. 

Source: http://www.youngnaijaentrepreneurs.com 

“The thought of the 

opportunities Tuteria 

w o u l d  c r e a t e  f o r 

thousands of people was 

enough driving force.“ 
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align everyone in the organization toward key 

metrics. They don’t hire friends, or just pay peo-

ple for showing up and looking busy. A properly 

designed rewards structure is the most powerful 

tool for mobilizing the team to meet business 

success objectives. 

4. Ties organizational structure to strategy. 

The entrepreneur who can execute quickly iden-

tifies strategic value chain activities and can 

quickly communicate who’s in charge of each 

one, so these key activities don’t fall between 

the cracks. This doesn’t require that all tradition-

al titles be filled, to impress investors, or due to 

a lack of imagination. 

5. Willing to question assumptions and 

adapt. Most successful startups make sever-

al major pivots early in their business lives. The 

chances of your first business plan being correct 

are very low, so great entrepreneurs take owner-

ship of their plan and make it a living document. 

Others commit to stay the blind course, and will 

probably fail. 

6. Entrepreneur is a personal role model. Not 

only does an entrepreneur breathe life into the 

company, but they also instill their values, pas-

sion, and work ethic. If they can’t make and 

keep commitments, neither will the company. 

Investors recognize difficult personalities and 

large egos as high risk for effective execution. 

Of course, entrepreneur evaluation, as well as 

opportunity evaluation, is a highly subjective 

process. We all have biases that can trick us 

into making bad decisions on people, as well as 

ideas. Thus the best entrepreneurs, and the best 

investors, spend more time trying to find infor-

mation that refutes their beliefs, rather than 

more data which might support a bias. 

We have all heard lots of entrepreneurs pro-

claiming that their idea is the “best you will ever 

see!” But every investor and advisor I know has 

to think a long time before they can talk about 

the best execution they have ever seen. How 

many do you know? 

 

 
 
 
 
Marty Zwilling 

http://blog.startupprofessionals.com 

After the idea, it’s all about execution. In 

fact, it’s not clear that even the idea is all 

that important. Most investors tell me that 

an A entrepreneur with a B idea is much 

more fundable than a B entrepreneur with 

an A idea. It’s great to be a visionary, in-

ventor, thinker, or a dreamer, but none of 

these matter in the business world if you 

are not also a do-er. 

According to Professor Sean Wise, in his 

book ‘Hot or Not: How to know if your Busi-

ness Idea will Fly or Fail’, the focus should 

not only be on the elements of a good idea 

and a good pitch, but also on key attributes 

for identifying 

entrepreneur who 

can deliver, ver-

sus the fast-

talking idea per-

son. This entre-

preneur never 

fails to be an 

evangelist. He 

gets out there 

and actively looks 

for people who can help make an idea into 

a business, including potential customers, 

suppliers, employees, investors, friends 

and peers. No secret discussions about 

the great idea, or paranoia that someone 

else will steal it. 

1. Willing to listen, and will address 

skeptical views. Good executors always 

ask the hard questions, and don’t let peo-

ple get away with saying just what they 

want to hear. They dig deep, and keep 

asking questions until they understand 

what you don’t like or won’t work, and even 

offer do some homework before getting 

back with a better answer. 

2. Proactively sets metrics and track 

goals. There are more things in a busi-

ness to keep track of than any single hu-

man being can accomplish without a seri-

ous project management mindset. Good 

implementers find a way to translate long-

term goals into daily action items, and 

make sure everyone is “singing from the 

same song book.” 

3. Ties rewards to performance results. 

Effective business people work hard to 

“Good implementers find 

a way to translate long-

term goals into daily 

action items, and make 

sure everyone is “singing 

from the same song book.” 
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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  

tomer will testify, other companies confronting 
the same issues will want your product to do 
the same for them. 

Spy on Your Competitors: The personal 
computer, and eventually the Internet itself, 
were innovations that changed the world. In 
the 1960s, the space race heated up when it 
became apparent 
that the Russians 
were going to get 
there first. Your own 
particular industry or 
area within the in-
dustry may not be 
thinking of going as 
far as the moon, but 
market research is 
paramount to keep 
your company 
ahead of the compe-
tition. 

It’s not always important to get there first, but 
it does help. There’s also an advantage to 
listening to others' failures and mistakes; the 
media love to report on such things. This al-
lows your company the opportunity to step up 
and show where it can add value and bring a 
solution that your counterpart failed to do. 

Project Management: This is all about listen-
ing to your customers and to the ebb and flow 
of the industry and world around you to deliver 
products that people and companies want to 
buy.  

Whether that means a need for duct tape or 
WD40 to solve problems in space, or some-
thing to help executives or families better 
manage their time -- or a service that will en-
courage people to get active and get fit -- 
there’s an area of personal and business need 
just waiting to be filled by your product. 

Analysis and strategies: Effective market 

analysis and customer engagement strategies 

are necessary to help your company innovate 

and develop a product or improve a current 

product needed to address our crazy-paced 

society. Effective market analysis also in-

cludes knowing your competitive landscape 

and developing a targeted marketing plan or 

distribution strategy, and building partnerships 

and relationships, to get your product into the 

hands of customers who really need what you 

have to offer. 

Ebode Lewis 

07068828698 

ebodelewis@yahoo.com 

In our fast-paced society, customers are 
becoming ever more demanding. The 
products they want need to be bigger, 
better, faster, smaller and multi-
functional, not to mention affordable. So, 
when you develop a great product or try 
to find ways of improving your current 
product, pay attention to customers and 
their needs, but also follow trends in your 
particular industry to find that niche, that 
hole in the market where your product or 
innovation will fit. 

Then, when you provide a product that 
serves the need of your customers, your 
product will be successful and have a 
positive impact overall. 

As Brian Lawley, CEO of the 280Group, 
says, “One of the major reasons prod-
ucts fail is the business’ failure to under-
stand what customers really want. All 
this can be solved to an extent if busi-
nesses start to listen to customers and 
model products on their requirements.” 

How then, do you listen to the market? 

Social Media Engagement: One of the 
ways of finding out what customers need 
is investing in surveys and actually en-

gaging with 
your target au-
dience. That 
can occur 
through social 
media and open 
houses, or 
sending sales-
people out to 
talk with current 
customers and 
emailing online 

surveys. Effective project management 
means learning and knowing what ques-
tions to ask to get your customers to 
open up and trust you with their 
thoughts, even if their comments aren't 
positive. 

Your customers also need to feel that 
you’re listening to them and taking them 
seriously. They need to understand that 
you genuinely want to address their con-
cerns and make their lives better. Their 
feedback can give you just the infor-
mation you need to address even deeper 
problems. 

If your product can provide a solution for 
those deep-rooted issues, you can trans-
form your company’s efficiency and bot-
tom line. And, as your now-satisfied cus-

“Your customers also 

need to feel that you’re 

listening to them and 

taking them seriously. 

They need to understand 

that you genuinely want 

to address their concerns 

and make their lives 

better.” 

Page 6 May 2016 Beckley Small Business Newsletter 

 DELIVERING GREAT PRODUCTS: LISTEN TO THE MARKET 



 

“There is no doubt 

that what we believe 

about our own abili-

ties and potential can 

influence our behavior 

and predict our suc-

cess in business.” 
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GroFin is a multi-

national specialist 

finance company 

that gives loans and 

business develop-

ment assistance to 

committed entrepre-

neurs with viable 

business ideas for 

start-ups and al-

ready established businesses that need 

between $100,000 and $1.5m. GroFin in-

vestments cuts across all business sectors 

in the economy, how-

ever, NGOs and pri-

mary agriculture 

(crops, livestock, etc) 

are not supported. 

The first step in ac-

cessing funds from 

GroFin is the submis-

sion of a detailed Fea-

sibility Study/Business 

Plan for review. 

Funding is based on the ability of the entre-

preneur to efficiently manage the business 

and the ability of the business to make a 

profit in the long term.  Collaterals and busi-

ness owner contributions are also required. 

Grofin support is meant for a serious mind-

ed entrepreneur 

with commitment, 

integrity, drive and 

vision, appropriate 

experience and suf-

ficient skills. The 

entrepreneur will 

have to be actively 

involved in the day 

to day running of the 

business and be 

prepared to work 

with GroFin’s business support team. 

GroFin finance mostly comes in the form of 

medium to long term (2-8 years) loans, with 

repayments structured in accordance with 

the business cash flows. 

For more information, visit www.grofin.com 

 

IT IS UP TO YOU 

Although people may differ in their initial talents 

and aptitudes, interests, or temperaments, every-

one can change and grow through practice and 

experience. 

There is no doubt that what we believe about our 

own abilities and potential can influence our be-

havior and predict our success in business.  If 

you think you can, or you can’t, you are right in 

both cases, depending on what you believe.  

Entrepreneurship requires self-confidence and 

growth mind-set in order not to be discouraged 

by challenges and difficulties in the business 

world, especially in the Nigerian economy of to-

day.   

Do you have entrepreneurial mind-set to suc-

ceed in that business you want to go into? The 

success of entrepreneurs depends, to a large 

extent, on their positive perception towards busi-

ness failures, business challenges, criticism, mis-

takes in business and life in general. Therefore, if 

you want to succeed as an entrepreneur, you 

need a change of mind-set. 

See the June 2015 edition for tips on how to de-

velop enduring entrepreneurial mind-set. 
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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 June 2016 edition of the Newsletter.) 
 
1. Which would be most appropriate to use to protect the unique brand of a well-known athletic 
shoe? 
 A. Trademark B. Service mark  C. Copyright D. Patent 
 
2. Which of the following falls into the category of a service industry? 
 A. Agriculture B. Mining  C. Advertising  D. Construction 
 
3. Which of the following forms of business is most used by home and web-based businesses? 
 A. Partnership B. Sole proprietorship C. Corporation D. Franchise 
 
4. Which of the following best describes a form of business that is owned and controlled by the 
people who use it, and who pool their resources for mutual gain? 
 A. Partnership B. Franchise  C. Cooperative D. Joint venture 
 
5. A sole proprietorship is a business operated by a single individual, often called an entrepreneur 
which carries no risk of personal loss 
 A. True  B. False 
 
6. Which of the following falls into the category of a service industry? 
 A. Agriculture  B. Mining  C. Advertising  D. Construction 
 
7. Which of the following is the first section of a business plan? 
 A. Company background   B. Executive summary 
 C. Location analysis   D. Capital required 
 
8. Which type of business should have a business plan? 
A. Large corporations require a business plan for funding, while small businesses can get by with-
out a business plan 
B. Small businesses require a business plan for funding, and for long term objectives. Large cor-
porations don’t need a business plan because of already being established 
C. Both new and existing business, large and small should have a business plan, and update it 
consistently 
D. Business that require funding are the only businesses that truly require a business plan 
 
 
 

Source: docplayer.net  
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‘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 April 2016 Quiz 

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

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