
Whilst many businesses are going through 

challenges of survival and sustainability, 

others are growing, attracting more cus-

tomers and making money.   It is interest-

ing to note that economic challenges as we 

currently have in Nigeria, provide opportu-

nities for new profitable businesses to 

come up because of new challenges. If 

you do not de-

liberately look 

for challenges 

and needs to 

meet, then you 

may not see 

opportunities, 

even the ones 

knocking at your 

door.  

A problem to 

solve is an opportunity for business 

Challenging business environment 

The business environment is changing 

rapidly and existing businesses that cannot 

adapt their operations and methods to take 

advantage of the changing business land-

scape may not survive.  

In the last few months, there have been 

several stories of businesses and enter-

prises closing shop because of lack of pat-

ronage and rising cost of input materials.  

Other reasons why many businesses are 

not doing well include inability to scale up 

the business and respond to challenges in 

the business environment. 

We recently counselled a young entrepre-

neur who was into cleaning business, but 

could not sustain it because he wanted to be 

involved always to ensure good quality work 

and clients’ satisfaction. As a result of this, his 

clients’ base was limited.  He lost two major 

clients and the business crumbled. 

Collaboration and partnership 

As much as possible, do not depend solely on 

yourself in your business. If you do, then the 

business cannot grow.  Think of how to grow 

the business through collaboration with others, 

the use of technology, and employing more 

people to work with you as workers or part-

ners. 

 There is now a lot of emphasis on additional 

stream of income in order to make both ends 

meet. Mr. Jack Mark (not real name) is in paid 

employment with a multi-national company 

based in Lagos. He established a side busi-

ness about three years ago, but the business 

failed in less than 

two years.  He did 

not have enough 

time to supervise 

the business.  Mr. 

Mark got his fingers 

burnt because the 

business depended 

on him to succeed.  

He was self-

employed and not a business owner. It is diffi-

cult to succeed as self-employed whilst in paid 

employment. 

The concept of being self-employed and own-

ing a business is illustrated by a story of a vil-

lage without water . 

(Continued on page 2) 
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““No matter how much work a man can do, no matter how engaging 

his personality may be, he will not advance far in business if he can-
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We get frequent inquiries 

from people in paid em-

ployment who want to start 

part-time businesses to 

augment their income or to 

retire into.  A major chal-

lenge is always what busi-

ness to go into that does 

not require the presence of 

the owner.  If you are in a 

business that require your 

physical presence to be 

successful, then the busi-

ness cannot grow. In this 

edition we highlight the 

benefits of growth in own-

ing a business as distinct 

from being self-employed. 

There is an interview ses-

sion with a young lady who 

started her business while 

she was serving in the 

NYSC scheme with her 

allowance as start-up capi-

tal. As usual, we also have 

interesting articles for you. 

. 
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SELF EMPLOYED OR A BUSINESS OWNER (CONT’D FROM  COVER PAGE) 

 

 

with Ahmed, Yakubu had written a business 

plan, incorporated a company, with four in-

vestors, employed a manager to do the work, 

and returned three months later with a con-

struction crew.  Within six months his team 

had built a large volume stainless steel pipe-

line which con-

nected the vil-

lage to the lake. 

At the grand 

opening cere-

mony, Yakubu 

announced that 

his water was 

cleaner than 

Ahmed’s water.  

Yakubu knew that there had been complaints 

about dirt in Ahmed’s water.  Yakubu also 

announced that he could supply the village 

with water 24 hours a day, 7 days a week.  

Ahmed could only deliver water on the week-

days --- he did not work on weekends.  Then 

Yakubu announced that he would charge 

75% less than Ahmed did for the higher quali-

ty and more reliable source of water.  The 

village cheered and ran immediately for the 

faucet at the end of Yakubu’s pipeline. 

Contractor 1 - Ahmed 

In order to compete, Ahmed immediately low-

ered his rates by 75%, bought 2 more jerry 

cans and began hauling four jerry cans each 

trip. He ensured that each jerry can was 

washed after every delivery to ensure clean 

water all the time.  In order to provide better 

service, he hired his two sons to give him a 

hand for the night shift and on weekends.  In 

addition to his 

two sons, he 

hired many oth-

er hands.  He 

also bought 

more jerry cans.  

The more hands 

he hired and the 

more jerry cans 

he bought the 

more problems he had with the workers who 

demanded better condition of service. 

(continued on page 7) 

WHERE THERE IS NO WATER 

Once upon a time there was this little vil-

lage near Sokoto. It was a great place to 

live except for one problem.  The village 

had no water unless it rained. It did not rain 

frequently in Sokoto. 

To solve this problem once and for all, the 

village, represented by a Council of Elders, 

decided to engage contractors to have wa-

ter delivered to the village on a daily basis.  

Two people volunteered to take on the task 

and the Council awarded the contract to 

both of them.to give room for competition, 

keep prices low, and ensure a back-up sup-

ply of water. 

Contractor 1 - Ahmed 

The first of the two contractors, Ahmed, 

immediately 

ran out, 

bought two 

jerry cans and 

began run-

ning back and 

forth along 

the road to 

the lake 

which was a 

kilometer away.  He immediately began 

making money as he labored morning to 

dusk hauling water from the lake with his 

two jerry cans.  He would empty them into 

a large concrete holding tank the village 

had built.  Each morning he had to get up 

before the rest of the village to make sure 

there was enough water for the village 

when needed.  It was hard work, but he 

was very happy to be making money and 

for having one of the two exclusive con-

tracts for this business. 

Contractor 2 - Yakubu 

The second winning contractor, Yakubu, 

disappeared for a while to think of how to 

approach the task.  He was not seen for 

months, which made Ahmed very happy 

since he had no competition.  Ahmed was 

making all the money. 

Yakubu returned three months later.   

Instead of buying two jerry cans to compete 

“The second winning 

contractor,  Yakubu, 

disappeared for a while to 

think of how to approach 

the task. Yakubu had 

written a business plan, 

incorporated a company, 

found four investors, 

employed a manager to do 

the work, and returned 

three months later with a 

construction crew.” 
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Can you please introduce yourself to 

our readers? 

 My name is Omoniyi Yemisi Abidemi, the 

CEO of Yemzee’s touch; a jewellery mak-

ing outfit with 

specialty and 

dexterity in 

different de-

signs of beads 

craft work, 

wireworks, An-

kara bags, An-

kara shoes and 

accessories. I 

am a skilled 

entrepreneur 

with an insatiable appetite for creativity, 

hence, the setting up of Yemzee’s touch. 

 Can you tell us a little about your edu-

cational background? 

After my secondary school education, I 

proceeded to 

Ladoke Akinto-

la University of 

Technology 

where I bagged 

a Bachelor of 

Technology 

degree in Bio-

chemistry with 

a second class 

upper division 

and also M.Sc. 

in Biochemistry from the College of Medi-

cine, University of Lagos.  

 Hmm, interesting. So if you have both 

a first and second degree in Biochem-

istry why are you in Bead making? 

Why the change? 

From the onset, I have always wanted to 
be financially independent. Consequently, 
having taken a cursory look into the state 
of unemployment in the country presently 
while I was running my undergraduate 

degree program, I took special interest in 
equipping myself with some entrepreneur-
ial skills that would give me a broad spec-
trum of career opportunities after school.  

Okay. Good. You started Yemzee’s 

touch three years ago, right? 

Yes, 2012 during my NYSC year at Ogun state. 

 How has the journey been like? Can you 
share with us some of the challenges you 
have faced? 

I must confess, the journey of Yemzee’s touch 
has not been rosy. Finance was the major chal-
lenge I faced at inception as I had to practically 
use all my ‘allawee’ on monthly basis to upset 

the huge training costs I incurred while learning 
the craft work. I also experienced distance chal-
lenges having to travel on weekly basis to La-
gos from my base at Ogun state during my 
NYSC to learn the craft work. But through sheer 

doggedness and enthusiasm to succeed, I was 
able to pull through. Ever since I started fully, I 
have faced challenges in managing my numer-
ous customers, everyone with her peculiar per-
sonality when it comes to meeting up with indi-

vidual customer’s satisfaction, but I have al-
ways strived to satisfy each of them. Further-
more, I invest financially on a continuous basis 
in acquiring more knowledge of latest designs 
and techniques so as to promote my creativity 

and dynamism when it comes to availing my 
customers with newer designs of my products 
for every occasion at all times. 

 That’s really impressive. It brings me to my 

next question; what does it take to go into 

Bead craftwork, wire works etc? 

Going into bead craftwork, wirework, Ankara 

designs entails a lot of commitment. Firstly, 
there must be that 
desire or interest in 
craftwork. This is 
because once inter-

est is not there, one 
might get discour-
aged or commonize 
the art. 

Secondly, resilience 
and doggedness to 
succeed in spite of 

the challenges enu-
merated above are 
important attributes that must be possessed by 
the prospective learner in order to succeed. 

Another important factor is creativity as craft-
work making is very dynamic and one’s level of 
creative ideas when it comes to designs stands 

the persons out among its competitors. Lastly, 
good customer relationship skill is very perti-
nent as well. 

INTERVIEW – OMONIYI YEMISI, CEO OF YEMZEE’S TOUCH 

“….while I was running 

my undergraduate degree 

program, I took special 

interest in equipping 

m y s e l f  w i t h  s o m e 

entrepreneurial skills that 

would give me a broad 

spectrum of  career 

opportunities after school.” 
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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-

Talking about creativity, I have seen a lot 

of your works I must confess that they are 

absolutely remarkable. Where do you get 

the inspiration for all those amazing de-

signs? Is there a trick to it? 

I really appreciate your positive compliments 

about my works. I must say that my creativity 

comes from my insatiable quest to surpass my 

customers’ expectation at all times. In addition, I 

always derive inspiration to do better when I 

receive compliments from my numerous clients 

regarding my products. 

 How profitable is your business? Is it 

profitable enough to sustain a young per-

son who does not have another job? 

The business is profitable though it requires 

continuous financial investment to succeed in it. 

However, with careful financial planning and 

good customers’ relationship strategies, one 

would pull through profitably in the business. 

 Have you started training your own stu-

dents? 

Yes, I periodically organize training on individual 

and group basis. I also organize training based 

on the specific needs of my customers as some 

of them have the basic knowledge of craftwork 

but probably needs to broaden their knowledge 

more. 

 I have spoken to several young people 

who are in this same line of business, 

what makes you different? Why should I 

patronize you and not someone else? 

Yemzee’s touch is a brand built on the ethics of 

creativity, customers’ satisfaction and excel-

lence. It is a brand that is in tune with the latest 

innovations and designs in bead craftwork, wire-

work, Ankara accessories, which has seen our 

brand being known by our numerous customers 

in different part of Nigeria and abroad. This is 

enshrined in our brands motto’ YEMZEE’S 

TOUCH-a class of touch indeed’. 

 Good. What is the price range of your 

products, particularly your bead works? 

My prices are relatively moderate to make my 

products affordable by my customers without 

compromising quality which is our watchword 

here at Yemzees touch. My range of products 

prices go as low as five thousand naira for sim-

ple designs to fifteen to twenty thousand naira 

and above for more sophisticated designs. These 

price ranges are affordable when compared to 

other competitors’ prices. But generally, there’s 

always a value-added quality for all spectrum of 

my products. 

Finally, what are your future plans for 

Yemzee’s touch?  

Yemzees touch is a brand so close to my heart. 

My plans for Yemzees touch include opening a 

craftwork school that would be involved in training 

youths in craft making so as to empower them 

and reduce the rising rate of unemployment. In 

addition, we are working towards e-marketing of 

our products so as to reach out to a broad spec-

trum of our customers 

irrespective of their 

geographical locations 

especially those of 

them abroad. To this 

end, we have already 

successfully partnered 

with ‘www.konga.com’ 

in this aspect and 

many other online 

marketing platforms 

are currently being 

worked upon to create diversity of choice. 

Thirdly, we are also planning towards partnering 

with any interested school proprietor in designing 

curriculum for entrepreneurial studies through a 

‘hands-on-the-job’ approach to learning which 

Yemzees touch intends to provide to interested 

parties. To this end, a module on craftwork cover-

ing our areas of specialties is being designed by 

us. We believe that we have a responsibility to 

contribute positively towards economic empower-

ment and using my schools as a vehicle to 

achieve this would be very productive due to my 

strong academic trainings and background. 

Where do you see your business in the next 

5 years? 

 In the next five years, I see Yemzees’ touch as 

not just the leading brand in craftwork making but 

also a front runner for entrepreneurship drive and 

economic empowerment among youths in Nigeria. 

 

Interview was conducted by Segun Egbeyinka 

Source: http://www.youngnaijaentrepreneurs.com 

 

“Going into bead craft 

work entails a lot of 

commitment.  Firstly, 

there must be that desire 

or interest in craftwork.” 
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giving you money to keep in the bank for back-

up, for investing in real estate or a fancy car. 

6. Tie use of funds to real traction mile-

stones.  A valid milestone might be closing 

a specific big-name customer or channel, such 

as Walmart, or it might mean getting your first 

100,000 social-media followers, by a given tar-

get date. Building a huge inventory before you 

have a confirmed customer is not a convincing 

strategy. 

If you are really looking for research and devel-

opment money, and you didn’t sell your last 

startup for $800 million, professional investors 

are not the place to start. Hopefully, you can 

find some friends or a rich uncle who believe in 

your potential. The other alternative is to find a 

strategic partner who knows the space well and 

will benefit from your solution. 

Professional investors always look for a proven 

business model and an existing revenue 

stream to minimize the risk. Then they look at 

the people behind the model, the execution 

status and how they might get their money 

back. Your proposed use of their funds will be 

seen in these three contexts. They will look to 

your business plan for cash flows and specific 

return on investment projections. 

In all cases, your goal must be to explain how 

the investment will help you scale up the busi-

ness and become more profitable sooner. You 

should always be prepared to mention a plan B, 

if possible, to grow more slowly by reinvesting 

initial earnings over time. Confessing that you 

are in survival mode, desperate for money now, 

will not improve your odds with investors. 

Whether it be in the context of a five-minute 

elevator pitch or a more formal presentation to 

professional investors, the projected use of 

funds should be summarized and prioritized 

into chunks that must remain focused on scal-

ing the business. 

Investors want to be convinced that your use of 

their money will maximize their returns in the 

first five years, as well as yours. After that, all 

you have to do is make it happen. Have fun! 

 
 
Marty Zwilling 

http://blog.startupprofessionals.com 

1. Investors are most interested in 

helping you scale the business.  That 

means they normally only invest in 

startups with a working product that has 

already been sold to at least one custom-

er for full price (beta tests, giveaways and 

best friends don’t count). They are willing 

to cover marketing, inventory and scaling, 

but not product development. 

2. Make your focus and priorities clear. 

A long list of everyday expenses is not 

helpful here. I recommend that you simpli-

fy your use to no 

more than three 

items or catego-

ries, with a per-

cent allocation to 

each. An exam-

ple might be 50 

percent for mar-

keting, 30 per-

cent for invento-

ry and 20 percent for staffing. Have back-

up charts for investors wanting more de-

tail. 

3. Funding for founder salaries at this 

stage is a red flag.  Investors expect 

you to “bet on the future” with them. You 

may pay salaries to your team, but your 

salary should come from earnings, when 

they occur. Taking your cut before earn-

ings exist implies that you are not willing 

to take the same risk of no return, as you 

are asking of investors. 

4. Make sure allocation amounts are 

reasonable.  These days, even viral 

marketing requires real money, for events 

and promotions. Startups whose market-

ing budget is trivial lose credibility and 

most likely the investment. Conversely, a 

huge marketing budget implies an intent 

to “spray and pray,” in hopes that some-

thing works. 

5. Use of funds must be tied to project-

ed cash flow negatives. If you ask for a 

million dollars, your financial projections 

better show a negative cash flow approxi-

mating that number (with a 20 percent 

buffer). Investors are not interested in 

“In all cases, your goal 

must be to explain how 

the investment will help 

you scale up the business 

and  be co me  mo r e 

profitable sooner.” 
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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  

2. Your freedom: for these past months, 

you have been experiencing amazing free-

dom, both in applying your own ideas to eve-

ryday events, to scheduling your own work 

hours. So you need to think twice about this 

valued freedom before packing up to go join 

the job market again.   

3. Current unemployment rate: if you are 

closing shop to go back to paid employment, 

then you need to take a look first at the unem-

ployment rate in the country before taking that 

decision. Except you possess exceptional 

skills that are always in demand, the long 

queue of those in need of same job you are 

vying for may have you regretting your deci-

sion to close shop.  In case you are not aware, 

the unemployment rate is not just high, but it 

has been increasing annually for some years 

now as there are more graduates and school 

leavers every year than available jobs. 

4. Your Dream: your young business was 

created out of your dream to meet some 

needs of your 

clients, who be-

fore you came 

into the market, 

were lacking the 

service or product 

you offer. Closing 

shop without giv-

ing it another trial 

will mean that you 

are giving up your own work dream to go help 

another build and live his dream.   Don’t for-

get, real and sustainable success does not 

come overnight.  

The richest man in Africa, Aliko Dangote, has 

this to say:                                                           

“I built a conglomerate and emerged black 

man in 2008 but it didn’t happen overnight.  It 

took me 30 years to get to where I am today.  

Youths of today aspire to be like me but they 

want to achieve it overnight.  It’s not going to 

work.  To build a successful business, you 

must start small and dream big, in the journey 

of entrepreneurship, tenacity of purpose is 

supreme” 

 

(Continued on page 7) 

 

Have you ever wanted something so 

badly and yet you can’t seem to get a 

hold on it? Imagine investing your time 

and energy in your business yet, year 

after year you record a loss. You’re not 

meeting your goals and you’ve conclud-

ed that maybe the ‘economic forces’ 

have collaborated to bring you ill luck.   

The truth is failure can be excruciating 

and really frustrating because it makes 

mockery of 

the time and 

effort you 

have put in. 

Yet, failure is 

also a learn-

ing curve, it 

shows you 

the ways that 

do not work 

so you can try new ways that do work.   

Success is like breaking through a brick 

wall. The brick walls are there for a rea-

son. The brick walls are not there to 

keep you out. The brick walls are there 

to give you a chance to show how badly 

you want what is behind the wall; the 

brick walls are there to stop the people 

who don’t want it badly enough.   

Business has been bad, and you have 

probably taken stock of all your invest-

ments in the first half of the year and you 

are wondering if it has been worth it. 

Some are actually thinking of quitting, 

giving up and closing shop because the 

economy is tough and customers are not 

forthcoming.  

1. The failure was actually an experi-

ment: so you have made a big loss 

after your last experiment and possibly 

lost a lot of funds in the process. Well, 

know that your success rate can only 

increase if you are willing to increase 

your failure rate, i.e, your willingness to 

take risks that may end up as failures. 

So if this is your first failure, congratula-

tions, you are on the right track!  You 

now have the experience to chart a bet-

ter course for your business.  It is not the 

time to quit. 

“..failure is also a 

learning curve, it shows 

you the ways that do not 

work so you can try new 

ways that do work.” 
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“Are you building a 

pipeline or hauling a 

bucket?” 
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SELF EMPLOYED OR A BUSI-

NESS OWNER (CONT’D  FROM PAGE 2) 

Contractor 2 - Yakubu 

Yakubu, on the other hand, realized that if this 

village needed water then other villages must 

need water too.  He rewrote his business plan 

and went off to sell 

his high speed, 

high volume, low 

cost, and clean 

water delivery sys-

tem to other villag-

es in neighbouring 

villages. He only 

makes 5 kobo per 

jerry can of water 

delivered, but he 

delivers millions of jerry cans of water every 

day.  Regardless if he works or not, millions of 

people consume millions of jerry cans of wa-

ter, and all that money pours into his bank 

account. 

Yakubu had developed a pipeline to deliver 

money to himself as well as water to the vil-

lages.  Yakubu lived happily ever after till his 

old age.  

Contractor 1 - Ahmed 

Ahmed worked hard for the rest of his life and 

had financial problems especially later in life 

as he grew older in age. 

Ahmed and Yakubu 

Ahmed was self- employed.  Yakubu owned a 

business. 

What are you  doing? 

Are you building a pipeline or hauling bucket? 

Adapted from ‘Rich Dad’s Cash Flow Quad-

rant’ by Robert T. Kiyosaki with Sharon L. 

Lechter (1999) 

 

 

 

 

 

DON’T CLOSE THAT SHOP YET
(CONT’D FROM PAGE 6) 

5.The loser-feeling: It is very possible that 

you will feel like a loser because you did not see 

this business through. The satisfaction that 

comes with building something successful will 

not be witnessed by you if you close shop with-

out evaluating all angles before closing shop.  An 

entrepreneur who has a passion for his enter-

prise is not discouraged by failure, instead sees 

failure as a temporary set-back and a learning 

opportunity. 

However, sometimes you would have looked at 

all angles and believed that the only option is to 

opt out and get a paid employment/open another 

business.  This should be the last resort.  In this 

case, please get in touch with a small business 

consultant for expert advice before taking the 

final decision.  
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IF YOU ARE A MICRO, SMALL OR ME-

DIUM ENTERPRISE IN NIGERIA, THEN 

BE PART OF NASME—NATIONAL AS-

SOCAITION OF SMALL AND MEDIUM 

ENTERPRISES 

IF YOU ARE A MICRO, SMALL OR MEDIUM 

- NA-

 

ASSOCIATION OF SMALL AND MEDIUM EN-



 

 

    

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 August 2016 edition of the Newsletter.) 
 
1. The aim of promotion in marketing is: 
 A. to present information to consumers as well as others 
 B. to increase demand 
 C. to differentiate a product 
 D. all of options 
 
2. Value Added Tax (VAT) is part of income tax and not additional tax 
 A. True  B False  C. Neither A nor B 
 
3. Each of following parts can influence attractiveness of a market sector EXCEPT 
 A. presence of many strong and aggressive competitors 
 B. likelihood of government monitoring 
 C. actual or potential substitute products 
 D. power of buyers in segment 
 
4. The product life cycle does not include: 
 A. growth stage B. cash cow stage C. maturity stage  D. introduction stage 
 
5. The money that a firm receives from its usual buy and sell activities is 
 A. revenue B. cost   C. price   D. A & B 
 
6. Withholding Tax (WHT) is part of income tax and not additional tax 
 A. True  B. False   C. Neither A nor B 
 
7. Written evidence of tasks, responsibilities and circumstances of employment is 
 A. human resources   B. skills Inventory 
 C. job analysis    D. job Description 
 
8. Relationship between employees in which experienced managers help individual employees in 
their early career is classified as 
 A. career modeling B. mentoring C. simulation  D. communication 
 

 
 
 

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 June 2016 Quiz 

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

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