
Everyone can be in one kind of business or 

the other. It can be 

about converting a 

new idea to prod-

ucts that people are 

willing and able to 

pay for. It can also 

be simply buying 

and selling or ren-

dering of personal 

services with little 

entrepreneurial risks.  But the higher the 

risk, the higher the reward, all things being 

equal.  

However, it is not everybody that is cut out 

to own a business or be self-employed. 

Every business has element of risk of fail-

ure irrespective of your experience and 

knowledge.  If you are not prepared to take 

risk, then you should take time to prepare 

yourself emotionally and psychologically 

for the uncertainties of business before you 

plunge into it. 

The rate of unemployment is not just high, 

but increasing every year as the number of 

jobs created are far lesser than the number 

of people who graduate from tertiary insti-

tutions in the country. According to Nigeria 

Bureau of Statistics, general unemploy-

ment rate was 14.2% at the end of 2016 

while youth unemployment was 25.2%. 

These percentages translate to millions of 

Nigerians who want to work but cannot find 

any to do. The chances of getting a good 

job is getting slimmer by the day.   

It is not surprising therefore, that govern-

ments at all levels, are making conscious 

efforts to encourage youths to set up their 

own businesses through various entrepreneur-

ship programmes and grants. With the right 

attitude and appropriate mind-set transfor-

mation for business, the benefits below accrue 

to you from owning a business. 

Money Making 

As an employee, you know what your annual 

income will be in advance if you continue to 

satisfy your employers 

irrespective of how 

much the organisation 

earns. The richest 

people in the world are 

not those in paid em-

ployment.  Therefore, 

you will be getting it 

wrong if you think you 

can be rich while work-

ing for others. Owning a business is risky and 

does not guarantee wealth, but you have the 

chance to make money that can make you 

rich. You take all the risk and, you take all the 

reward.  If you want to make it real big, then 

consider setting up your own business. One 

good creative idea as entrepreneur, for in-

stance, can have the potential to make you a 

millionaire.    

Being your own Boss 

A lot of people endure working for others be-

cause they think they 

have no alternatives 

since jobs are difficult 

to come by. Jobs can 

be created by any-

body, an at anytime, 

provided the drive is 

present. 

 

FIVE BENEFITS OF SETTING UP YOUR OWN BUSINESS 

Quote of the Month: 

“All humans are entrepreneurs not because they should start 

companies but because the will to create is encoded in hu-

man DNA.” - REID HOFFMAN, LinkedIn co-founder  
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With very high unemploy-

ment rate, many people 

still assume that working 

in paid employment is a 

lot better than owning a 

small business. This edi-

tion aims to encourage 

people, whether in paid 

employment or not, to 

venture into business own-

ership, because small busi-

nesses are critical compo-

nents of and major contrib-

utor to the strength of eve-

ry society. Small business-

es present new employ-

ment opportunities for the 

owner and for many more 

people. The BCL interview 

for this edition, features a 

young  and determined 

fashion designer, who is 

doing  remarkably well. 

This edition is also full 

with other interesting sec-

tions. 

. 
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WHY MORE YOUNG PEOPLE SHOULD OWN A BUSINESS (CONT’D FROM  COVER PAGE) 

 

 

paid employment. The non-monetary objec-

tives of setting up your 

own business in terms 

of the benefits of your 

products or services 

to the society translate 

to personal fulfilment 

and satisfaction that 

money cannot give. In 

addition, you can em-

ploy staff based on 

your values and parameters, thereby reduc-

ing conflicts that may arise from working with 

unfriendly colleagues not hired by you in the 

first place. 

Employment generation 

The level of unemployment in the country 

today is so high that all hands should be on 

deck. Job creation 

should not be the 

duty of government 

and its agencies 

alone.  Setting up a 

business is an oppor-

tunity to help the 

economy through job 

and wealth creation. 

You can expand ex-

isting business or set up a new one to employ 

people to reduce the rate of unemployment in 

Nigeria.  You can hire other family members 

who earn salary and reduce their financial 

dependence on you, but subject to strict 

achievement of performance objectives. A lot 

of thriving economies around the world are 

held strong by small businesses that help to 

support government’s of  agenda for  eco-

nomic development. When small  businesses 

employ, the high priority of the government to 

create jobs is transferred towards creating 

sustainable social amenities. 

Many employees are frustrated and unhap-

py at work, but they must keep going be-

cause there are bills to pay and no alterna-

tive source of income. The employer makes 

career choices that are not favourable to 

employees who are sometimes separated 

from their families through transfer to loca-

tions they do not want. As your own boss, 

you have the liberty to take decisions that 

will take the business to greater heights 

without compromising your family values. 

However, the customer is the real boss and 

must be satisfied all the time to ensure con-

tinuous patronage and growth of your busi-

ness.  You also need to comply with rele-

vant laws and regulations about your busi-

ness. 

Work/Life Integration 

The changing nature of the global econo-

my, where organizations expect the em-

ployees to operate on a 24/7 schedule and 

technological advances have made it possi-

ble for an employee to work at home and to 

connect with the family while at work.  Only 

few employers with good employee en-

gagement policies are interested in what 

happens to the employee outside the work 

place. Many Nigerians are compelled by 

economic realities to work in organisations 

where they have 

no enough time 

for their families, 

friends, leisure 

activities, and 

exercise to keep 

fit. When you own 

your business, 

you make the 

rules and can be 

as flexible as you want to have time for 

both family and work. For instance, you do 

not need permission from anybody to come 

to work late or close from work early to ac-

commodate exercise regime and family 

commitments. 

Personal fulfilment 

When you work for yourself, you should 

work around your own passion in pursuit of 

your vision and, not the vision of others 

which tends to be the case when you are in 

“As your own boss, you 

have the liberty to take 

decisions that will take 

the business to greater 

h e i g h t s  w i t h o u t 

compromising your 

family values.” 
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THE LATEST $100 BILLION MAN 

On Black Friday, Amazon CEO and richest 
man in the world Jeff Bezos—famous for 
both his dominance of the entire online retail 
market and pivot to rock-hard biceps—hit a 
net worth of $100 billion, according to a 

Bloomberg analysis. 
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Ijeoma Onuoha is a Nigerian fashion de-

signer and the founder/CEO Asoebigirl – 

A fabric sourcing and fashion consulting 

company who recently launched a female 

fashion ready to wear arm called 

“TouchbyAsoebigirl”. This fashion line is 

designed by and using the professional 

craftsmanship of Nigerian and African 

prints. By putting 

out a range of de-

signs, the brand’s 

aim is to promote 

African fabric, with 

a fine blend of 

African and Euro-

pean styles. The 

fashion line seeks 

to usher in new 

design concepts to promote appreciation 

for African prints, with the support of Afri-

can textile industries…  

How do you describe your fashion and 

style? 

I would say, Fashion is Life and Style is 

how you live it. 

How did you develop the interest in 

fashion design? 

I guess it came to me naturally. My mum 

is a professional fashion designer/

Seamstress and I was exposed to fashion 

at an early age. As a child, I spent my 

after-school hours in my mum’s shop and 

gradually I started making some altera-

tions to her designs for my clothes, with 

time she came to trust my decisions. 

Did you acquire formal design skills or 

was it self-taught? 

Definitely self-taught amidst tons of trials 

and errors. 

Does you target specific class of peo-
ple with your brand? 

The TouchbyAsoebigirl brand has the 

sole mission of providing affordable fash-

ion for stylish women. My target market is 

women between the ages of 18-45 years 

with average disposable income, the mid-

dle class basically. 

No doubt you love to look good all the time, 

but what made you decide to make a career 

out of it? 

I was looking for fulfillment. 

How has your designs evolved since you 

began the “Asoebi Girl” label? 

The first collection was inspired by TV series, 

Suits character Jessica Pearson who embodies 

the boss lady; fierce, bold and powerful. 

Ofcourse this gave off the misconception that 

the brand catered to just office ‘chics’. The sub-

sequent collection showed the different sides of 

the Woman we cater to; the 9-5 lady, the sexy, 

the playful, the edgy and many others. 

Have your designs gained more apprecia-

tion as a result of the infusions and inven-

tions? 

Yeah. The idea is to have a brand that can eas-

ily be worn in different 

circles and on different 

occasions including gro-

cery shopping. I love to 

play with prints, Ankara 

inclusive but I also love to 

design with some other 

fabrics like silk, linen, 

cotton etc. With my latest 

‘Touchwoman collection’, 

I infused different cultures in my designs and 

the responses from customers were encourag-

ing. 

Personally, are there any types of clothing 

you avoid wearing? And does that have any 

kind of influence on your styles and de-

signs? 

I try to stay away from clothes made from lycra 

spandex fabrics. I feel like they give too much 

away. Otherwise, I am cool with whatever. 

Do you ever wish to go into men’s fashion, 

to complement the women’s wear? 

There has been some pressure to go that route, 

so I guess I might consider that in the near fu-

ture but for now, the women have me. 

“I’M IN THE FASHION BUSINESS FOR FULFILMENT” - IJEOMA ONUOHA 

“The TouchbyAsoebigirl 

brand has the sole 

mission of providing 

affordable fashion for 

stylish women. My 

target market is women 

between the ages of 18-

45 years with average 

disposable income, the 

middle class basically.” 
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You are pushing for a global appreciation 

of your works, how is the global recep-

tion? 

Humbling actually. We have gotten requests 

and comments from people from different 

parts of the world and I think that means we 

are doing something right. 

Do styles from other continent and cul-

tures influence your work? 

Yes of course. For example, I am a big fan of 

the Kimono fashion which is originally from 

Asia. We now ‘funkify’ them into different 

trendy patterns and styles. Also, every now 

and then, I look up trends from Europe to 

inspire my creativity. 

What gets you really excited and optimis-

tic about your career and pursuit? 

Seeing my sketches come alive and meeting 

customers’ expectations. 

What’s that one biggest experience 

you’ve had since you started your brand 

and business? 

Dealing with Tailors. Applying all the people 

management skills I know to get them to be 

productive. 

Do you have advice for 

young or aspiring de-

signers? 

I still fall in the category of 

young designers but I’d 

say to aspiring designers; 

If you have got dreams, 

You are completely free 

to chase them. 

What would you like to achieve in the 

nearest future? 

A Touch by Asoebigirl piece in 1 out of every 

10 wardrobes in Lagos. 

Do you have any personal principle you 

live by that influences your business deal-

ings? 

Uncompromising Integrity 

Most brands have a catch phrase, does 

yours have any? 

Fashion you can afford. 

Contact details… phone and email. 

07063131057;  

Asoebigirl@gmail.com;  

IG: @touchbyasoebigirl; @asoebigirl  

“We have gotten 

requests and 

comments from 

people from different 

parts of the world 

and I think that 

means we are doing 

something right.”. 
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BCL INTERVIEW WITH IJEOMA ONUOHA (CONT’D FROM PAGE 3) 

“80% PSYCHOLOGY AND 20% 

MECHANICS" - TONY ROBBINS 

Tony is an entrepreneur, best-selling author, 

philanthropist and the nation’s #1 life and busi-

ness strategist. A recognized authority on the 

psychology of leadership, negotiations and or-

ganizational turnaround, he has served as an 

advisor to leaders around the world for more 

than 38 years. He's also the author of five inter-

nationally bestselling books, including the recent 

New York Times #1 best-seller MONEY: Master 

The Game. Tony has empowered more than 50 

million people from 100 countries through his 

audio, video and life training programs. Here's 

his business advice for aspiring entrepreneurs 

who want to start a business: 

"The most painful mistake I see in first-time en-

trepreneurs is thinking that just having a busi-

ness plan or a great concept is enough to guar-

antee success. It’s not. Business success is 80% 

psychology and 20% mechanics. And, frankly, 

most people’s psychology is not meant for build-

ing a business."  

"My business advice? Think honestly about who 

you are, what you want to accomplish, and what 

mindset you need to have to get there. Because 

the biggest thing that will hold you back is your 

own nature. Few people are natural risk-takers 

or emotionally ready for the challenges of build-

ing a business. You can’t just sign up for a mara-

thon and run it without ever training. You have to 

increase your capacity and become fit. Being an 

entrepreneur requires similar kinds of emotional 

and psychological fitness so that you don’t be-

come the chokehold on your business’s suc-

cess." 

mailto:Asoebigirl@gmail.com


momentum in your confidence and leadership. 

This momentum is what you need for enjoy-

ment and satisfaction, as well as for others to 

see you as a business leader. 

Build your character and reputation with per-

sonal values. Both self-leadership and business 

leadership require a solid platform for deci-

sions, based on moral and personal values. 

Your character, as a business leader, will deter-

mine your perceived reputation by peers in 

business, team members, and customers. 

Demonstrate leadership by acting ethically and 

with integrity. People judge you by what you do 

in your business, more than by what you say. 

Ethical behavior refers to actions consistent 

with personal principles and commonly held 

values in your business community. 

Build positive psychological capital to sustain 

your business. In any business, you need hope, 

confidence, resilience, and opti-

mism to weather the daily chal-

lenges of customers, market 

changes, and competitors. With-

out a store of this psychological 

capital, your performance and 

leadership will wane, and your 

satisfaction will dwindle. 

I have found that no amount of 

personal or investor money will 

create or substitute for self-

leadership and business leader-

ship. We have all seen examples of new ven-

tures that fail, despite large infusions of venture 

capital, and high-potential new technologies. 

Good entrepreneurs can make a success from 

almost any business idea, through a following 

of partners and customers. 

Today is the age of the entrepreneur, with the 

cost of entry at an all-time low, and the global 

market at an all-time high. Yet every business 

still requires leadership, since competition and 

the pace of change dictate innovative actions 

on a regular basis to get results. 

 

 

- Marty Zwilling 

http://blog.startupprofessionals.com/ 

In my experience as an advisor and men-

tor to entrepreneurs in business, one of 

the biggest failures I see is a lack of self-

leadership. You can’t lead a business to 

success, if you can’t lead yourself. I define 

self-leadership as the capacity to set di-

rection and make decisions, to positively 

drive your own performance. Leadership 

in business starts with making good per-

sonal choices. 

Think about the questions that you are 

asking your advisors. I expect questions 

about how a business works, or what are 

best practices, but I really can’t help you 

with removing doubts on your abilities, or 

providing a sure-fire idea and formula for 

success in business. In my view, business 

leaders are not “idea people,” but people 

who drive a given idea to business re-

sults. 

I’m not an expert on leader-

ship, so I am always on the 

lookout for specific develop-

ment guidance, such as the 

new book, “Leadership Re-

sults,” by the well-known 

leadership coach and busi-

ness psychologist, Sebas-

tian Salicru. 

Salicru details several self-

leadership development 

strategies, which I will summarize here, 

that I recommend for practice by every 

aspiring entrepreneur: 

Build and maintain high self-worth and 

self-confidence. A healthy and high self-

esteem is an essential prerequisite to 

leading yourself to success, as well as 

your business. Low self-worth, on the oth-

er hand, leads to continual doubts and 

questions, inability to make commitments 

or deliver results. 

Recognize your weaknesses, but lead 

with your strengths. The first challenge is 

to find your strengths. Practice your 

strengths often for inspiration and confi-

dence. Using your signature strengths 

early in your business will cause a flow of 

inspiration, energy, and creativity, building 

”I have found that no 
amount of personal or 
investor money will 
create or substitute for 
self-leadership and 

business leadership.” 
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Irrespective of our age, experiences, exposure 

and maturity, we all actually need limits and 

boundaries, whether they are created by us or 

imposed by others. When law enforcement 

agencies enact regulations on speed limits, 

gun control, restrictions on alcohol and drug 

usage, for example, they do so in the interest 

of maintaining an abiding pattern that would 

ensure life is right for the individual, family, 

and the general society. 

Every individual must understand and place 

limits as a measure of discipline, because that 

is “where life is safe”, secure and acceptable. 

Without boundaries, life is readily scary in the 

face of constant anarchism. Boundaries allow 

us to connect more with our strengths, than 

the threats of other external elements. When 

we feel safe, our best qualities are displayed 

and we feel empowered to grow 

firm, maintaining our honour 

and dignity. 

When our boundaries are infil-

trated, without a hitch, we take 

on the passion, sentiments and 

necessities of other people, 

with a reverberating effect on 

our convenience. When there’s 

lack of discipline in interperson-

al relationships, people loose 

sovereignty and identity of 

themselves by drifting too much to please and 

impress, and to purportedly avoid loneliness. 

Lack of discipline renders us powerless and 

incapable of dictating to a large extent, what 

we deserve, and should be subjected to. 

Before it’s too late and all the values and re-

spect come to ruin, set effective walls. Unlike 

the unsuspecting Trojans who opened up 

themselves, allowing entry of the Greek ‘gift’ 

through its walls, approach relations with cau-

tion and curiosity. Everyone deserves to be 

treated with respect. But how we’re treated 

should only be determined by us, by the effec-

tive fence we put around ourselves. 

 

 

 

- Lewis Ebode 

Photo: www.theimaginativeconservative.org  

In 1998, the UNESCO designated the 

Canakkale Province in Turkey as the 

Acheological site of the Ancient City of 

Troy. A once blooming and beautiful city 

founded in 3000BC, only to murkily dis-

appear into obscurity in and around 

500AD. Homer’s Iliad credited the mas-

terstroke and ingenuity of the Greeks, 

who had laid siege by the walls of Troy in 

a decade-long bitter and bloody war (The 

Trojan War), as the catalyst for the col-

lapse of the ‘heavily fortified’ city. The 

city fell to the muse of the Trojan horse 

(which in today’s terms is synonymous 

with a harmful computer virus). 

Ancient civilizations are renowned for 

having walls - huge and solid enough - to 

fortify the city, its glory and its people. 

One still existing wall from 

the ancient times is a won-

der (the Great Wall of Chi-

na). In contemporary 

times, some countries 

adopted the practice and 

built up walls (like the Ber-

lin Wall; Israel’s West Bank 

barrier with Palestine; the 

Korean Border). A couple 

others are plotting to have 

formidable walls of their 

own (Proposed U.S/Mexico Wall; Paki-

stan/Afghanistan wall). This is on the 

conception that ‘a country must have 

strong restrictions’. This is not a way-

ward assertion. 

Walls are not peculiar to countries and 

cities. Human beings put up walls, by 

way of discipline, restrictions and bound-

aries to savour secure relationships with 

their neighbours. Boundaries are the 

nonphysical restraint conditioning our 

affinity within our social surroundings. 

Personal disciplines are how we reveal 

who we are and how we would like to be 

respected and treated by the people in 

our affinity groups or you open up your-

self to the vulnerability of being maltreat-

ed and dishonoured. The walls we put up 

are based on our creed, considerations, 

resolutions, volition, cravings, needs, 

and knowledge. 

“When our boundaries 

are infiltrated, without 

a hitch, we take on the 

passion, sentiments 

and necessities of other 

p e o p l e ,  w i t h  a 

reverberating effect on 

our convenience.” 
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The U.S. African Development Foundation invites proposals for grant financing and local support, 

from African enterprises, cooperatives, and producer groups with innovative solutions that extend 

their own capabilities to increase revenues, create jobs, improve farmer incomes, and achieve 

sustainable market-based growth. 

Proposals will only be accepted from registered agricultural cooperatives, small-scale producer 

groups, and agricultural processors working directly in the sectors and countries listed below. 

The majority of USADF’s funding agreements range between $100,000 and $250,000.  

SELECTION GUIDELINES AND INSTRUCTIONS 

Successful Proposals Must 

1.Have a clearly defined market opportunity to grow revenues that can increase farmer incomes. 

2.Have a clearly defined plan of how they can increase revenues and farmer incomes in 2- 4 

years. 

3.Be able to make significant cash or in-kind contributions toward making the project successful. 

4.Be able to impact hundreds of farmers. 

5.Be able to identify additional financing options available after the USADF grant ends. 

Organization Requirements 

1.The organization must be 100% African-owned and managed by country nationals. 

2.The organization must be a legally registered African entity (or in the process of becoming le-

gally registered. Registration must be completed before any funding may be provided). 

3.The organization must demonstrate that it has successfully worked together and has        

the capability to effectively use grants funds. 

4.The ownership and management must be in agreement on the problem to be addressed and 

have a commitment to benefit their community. 

5.The organization must have basic functional management and controls to account for USADF 

funds. 

Supporting Documents 

Completed Application Form. – Required 

Copy of a valid organization or enterprise registration form. – Required 

Most Recent Business Plan. – Preferred but Optional 

Two Years of Financial Statements – Preferred but Optional 

How to apply 

kindly visit http://www.usadf.gov/apply/ to apply 

GRANT PROPOSAL PERIOD OPENS NOVEMBER 15, 2017 AND CLOSES JANUARY 29, 
2018   
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THE USAID FOUNDATION BUSINESS GRANT 

http://www.usadf.gov/apply/


 

 

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 December 2017 edition of the Newsletter) 
 

1. The five-stage model of the consumer buying process includes all of the following stages except. 

A. problem recognition  B. information search 

C. social interaction  D. purchase decision. 

2. If performance meets consumer expectations, the consumer is ________. 

A. delighted   B. satisfied 

C. disappointed   D. surprised 

3. The intangible nature of many services can create unique challenges for marketers. 

A. True    B. False 

4. Which one of the following factor relates to family that influences consumer behavior?  

A. Cultural   B. Social 

C. Personal   D. Business 

5. Which one of the following is a key to build lasting relationships with consumers? 

A. Price of the product  B. Need recognition 

C. Customer satisfaction  D. Quality of product 

6. The ______ concept holds that consumers will favour those products that offer the most quality, 
performance, or innovative features. 

A. product   B. marketing 

C. production   D. selling 

7. David Packard of Hewlett-Packard once said, “Marketing is far too important to leave to______” 

A. the advertising boys  B. novices 

C. the CEO   D. the marketing department 

8. The traditional view of marketing is that the firm makes something and then ________ it. 

A. markets   B. sells 

C. distributes   D. services 

Answers to October 2017 Edition 

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

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

Click here to subscribe 

Or Visit:  

http://

beckleyconsulting.com/

subscribe 

“An Investment in 

Knowledge pays the best 

interest” - Benjamin 

Franklin 

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