
The Nigerian economy is passing through 

difficult times. Prices of consumer goods 

are hitting the roof. I went to a supermarket 

where I have bought a cleansing lotion for 

N1,000 for the past two years, only to be 

told that the price had gone up to N1,400. 

The fall in international price of crude oil 

has not helped matters. The rate of unem-

ployment is not just high, but increasing. 

Many graduates of higher institutions are 

roaming the streets looking for jobs that 

are not available.  The good news is that 

difficulties drive the innovative mind to 

‘think outside the box’ to come up with so-

lutions.   

Small Business Increase 

The interest in setting up 

small business is on the 

increase. There are not 

enough job openings to 

match the number of gradu-

ates coming out of higher 

institutions yearly. Workers 

now have difficult times be-

cause the number of de-

pendent relatives to cater 

for is increasing by the day 

owing to lack of employment, and downsiz-

ing by both small and big companies. It is 

not a surprise therefore, that many people 

want to set up businesses either to earn a 

living or to support their earnings from em-

ployment. 

Who Can Set Up a Small Business? 

Anybody can start a small business with or 

without a business background.  Academic 

education, though may be helpful, is not com-

pulsory.  The business can be located any-

where, it does not have to be in Lagos or big 

cities, it can be in rural areas. 

It is not every kind of business that is good for 

everybody.  That Mr. A succeeded in a particu-

lar business does not necessarily make it a 

good business for you.  Conversely, that Mr. A 

failed in a particular business does not neces-

sarily make it a bad business.  What is impor-

tant is to discover the business that is suitable 

and profitable on a sustainable basis. 

SELECTING A SUITABLE BUSINESS IDEA 

The selection of a suitable business idea is key 

to the success and sustainability of a business. 

Money, though very important, is not the first 

consideration when starting a 

business.  If people are attracted 

by availability of funds into busi-

nesses they are not suited for, 

then such businesses may not 

be sustainable. The initial consid-

erations should be how to syn-

chronize needs, problems and 

challenges around you with your 

passion, talent, experience and 

knowledge. The business you 

choose should be determined by its feasibility 

as well as your own interests and expertise. 

There is a lot of uncertainty as to what business 

to go into by many young people. The attraction 

is usually the business that can provide enough 

money to meet immediate needs.  In this edi-

tion, I shall briefly highlight the importance of 

passion and business plan for a start-up busi-

ness. 

WHAT IT TAKES TO START A BUSINESS 

Quote of the Month: 

"It seems logical, but many miss this point: make a list of every-

thing you love and find a business concept that matches your pas-

sion! when you do what you love, the money follows.” - Debbie 
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This edition promises to 

enlighten us more about 

the basics of setting up a 

personal small scale busi-

ness. Without doubt, this 

has become a hot topic as 

everyone wants to earn a 

living or support earnings 

from paid employment.  A 

worker needs to know 

what business to go into 

incase of sudden loss of 

job or at retirement.  An 

undergraduate is inter-

ested in earning some 

money to augment what-

ever comes from his or 

her parents.  The chal-

lenge is that many people 

are unable to identify busi-

nesses that are suitable 

for them. In this edition, 

the steps required to set 

up a small business are 

highlighted.  Articles of 

interest and inspiring suc-

cess stories of small busi-

nesses are also part of the 

package. 
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WHAT IT TAKES TO START A BUSINESS (CONTINUED FROM  COVER PAGE) 

 

meet even when nobody expects you to do any-

thing? At work, what do you enjoy doing even if it 

is not in your job description or objectives? 

Business Plan 

The next stage after identifying a good business 

idea is to prepare a mini-business plan for the 

business that will show your expectations of the 

business in the next one to three years. It does not 

have to be elaborate, but it should not be wholly 

out-sourced to consultants who may not under-

stand your passion for the business, though you 

may need the assistance of experts in certain ar-

eas of the plan. 

You can test-run the business as you prepare the 

business plan to give you the benefit of actual ex-

perience in your analysis and conclusions. The 

plan should be prepared with an 

open mind and not with a predeter-

mined favourable conclusion in 

mind.  You may end up not exactly 

with the same product you started 

with owing to new information and 

market dynamics. 

The plan should address market, 

potential customers, and competi-

tors. The importance of customers 

cannot be over-emphasized be-

cause without them, there is no business. Of 

course, funding requirements and profitability cal-

culations are also important and will be part of the 

business plan. 

The business plan is required whether or not you 

need to borrow money to fund the business be-

cause it serves as a guide and a basis of assess-

ing the business after commencement. 

The success of a business requires expertise, ex-

perience and skills, (which can be acquired), in 

addition to passion, interest and talent (which can 

be discovered).  You may need consultants to 

guide you on the various steps you need to take to 

convert your passion and expertise into a profit-

able and sustainable business. 

– J.O.E. OGBIMI 

Passion 

Let me start by emphasizing that passion alone is 

not enough criterion for business success. Pas-

sion is just one of the cocktail of factors to con-

sider in the selection of a business to go into. 

However, identifying the business idea that flows 

with your passion is a good beginning for a good 

business.  

Passion is enthusiasm or excitement to do some-

thing out of love, and it comes from your inner 

desires. It can be acquired or discovered over 

time from your experiences and what you are 

exposed to at work, in your environment, in your 

association with people and their needs, and in 

voluntary activities.  Note that your passion can 

be something completely different from what you 

do at work. 

Sometimes, the urge to make it 

quickly prevents many people from 

focusing on what they love doing 

and instead they want to go for what 

will give them money quickly.  A lot 

of businesses fail because of this as 

the zeal to withstand turbulent times 

is eroded by lack of passion.  

Transition from paid employment 

to entrepreneurship 

To love what you do is very important especially 

for people in paid employment who want to transi-

tion to their own businesses. When you work for 

others as an employee, you may be able to go on 

doing something you dislike just for the salary. As 

an entrepreneur or business owner, you will need 

to love your business because of the effort, long 

hours and challenges involved.  

It makes sense to start shifting your mindset ap-

propriately while you are still employed, perhaps 

even setting up a business to run alongside. This 

could give you the opportunity to develop skills, 

build experience and learn from your mistakes 

while still enjoying the safety-net of a salary. Most 

businesses that fail, do so not necessarily be-

cause of poor planning but because their owners 

did not adequately prepare themselves for the 

real world of business. 

Check it out: Respond to the following questions 

to identify your passion: What are you eager to do 

generally and regularly even if you are not paid 

for it? What do you love doing?  What needs 

around you do you feel emotionally obliged to 

“A business plan 

does not have to be 

elaborate, but it 

should not be 

wholly outsourced 

to consultants who 

may not understand 

your passion for the 
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AYODEJI MEBOPE 

Ayodeji Mebope runs a catering outfit 

called ‘No Left Over Nigeria plc’ which 

she started with an initial capital of 

N1,000 by selling moin-moin (bean cake). 

She was trained as a confidential secre-

tary, and worked in Corona Primary 

School for about nine years and on her 

resignation from Corona, she had the 

intention of starting a playgroup and not a 

catering outfit. To actualize this, she en-

rolled in a six-month Montessori pro-

gramme. But at the end of the period, she 

lost interest in pursuing the ambition. 

To get herself busy, she started cooking 

for her sister-in-law, who was an ex-

tremely busy career woman. One day, her 

sister-in-law visited her house and joined 

Ayodeji and her family as they were hav-

ing moin-moin, as a meal. She enjoyed it 

so much that she insisted that moin-moin 

must be included in her menu in which 

Ayodeji charged N1,000 for. And from 

there, family members, friends and col-

leagues began to place orders. 

I n  t h r e e 

months of 

selling to a 

few family and 

friends, her 

turnover was 

running into 

N30, 000 - 

N40, 000 and she decided to take the 

business more seriously and at that point 

she realized that the best way to achieve 

success in business is to have a high 

turnover. The first question that came to 

her mind was where can she go to make 

her product available in the wider market? 

She went to the school she previously 

worked to hawk moin-moin for sale and 

that opened her up to larger market. – 

EDC 

ULOMA IBEAWUCHI 

Ms Uloma Ibeawuchi, an English Language 

graduate of the Lagos State University, is the 

Managing Director of Health Rangers Nigeria 

Ltd, a company that provides professional 

cleaning and hygiene services.  She and her 

business partner, 

who was her for-

mer colleague in a 

cleaning company, 

started Clean Yard 

Services Limited 

with just N20,000. 

 

They surmounted their initial challenges of in-

adequate capital by renting the equipment they 

needed on credit and sharing of office space. 

Uloma and her business partner, like many 

other business owners, employ various market-

ing strategies, but for them, the most effective is 

their referral marketing. strategy. By providing 

their clients with the most satisfying services, at 

moderate and affordable rates, they get a lot of 

calls as a result of referrals which end up be-

coming their clients. 

On why she went into business at an early age, 

she has this to say: ‘I am happy being my own 

boss. I realized that by being an entrepreneur, 

there is no limit to my progress. As an entrepre-

neur, I can decide whether to follow through 

with my ideas; when and where it needs modifi-

cation. By being an entrepreneur, I have unlim-

ited earnings potential. In summary, I’d rather 

have the tree that bears the fruits, than being a 

worker that eats one of the fruits’.  She is a suc-

cess today because she had a vision of what 

she wanted and worked towards it.   She got 

trained in basic financial and managerial wis-

dom as well as what it takes to be a successful 

entrepreneur. She also learnt to keep an eye on 

the accounts as it is very easy to spend, espe-

cially when no tells you how to spend it. 

www.udeozochibuzo.wordpress.com 

 

ENTREPRENEURS’ SUCCESS STORIES 

“By providing their clients 

with the most satisfying 

services, at moderate and 

affordable rates, they get a 

lot of calls as a result of 

referrals which end up 

becoming their clients.” 

Beckley Small Business Newsletter 
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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-

MY STORY: 

OLAWALE ANIMASHAUN – Int’l Sahar 

Clothing Co. 

I officially started this brand in the last quarter 

of 2011, a couple of months after my Youth 

service, and then I had a 9-5 commission job 

as a Sales Representative at a prestigious 

Hotel and Resort Company in Ikeja. A few 

months into discovering my passion for cloth 

designing, I 

called it quit 

a s a Sales Rep-

resentat ive 

and decided 

t o give a 100 

percent at-

tention into 

making ur-

ban outfits. I 

termed that 

d e c i s i o n 

“Passion over Paycheck”. That is probably one 

of the boldest step I have taken in my career. 

Business Strengths 

I work with a team of creative experts and we 

really put our efforts into making/ designing 

each of our pieces seeing through the eyes of 

the client and surpassing their expectations. 

No man is an island so one of our strengths is 

working as a team to creatively design pieces 

that our clients would easily fall in love with. 

Initial Challenges  

Every young Nigerian entrepreneur faces the 

problem of raising that 1st capital, then after 

which the issue of staff loyalty and meeting up 

with targets due to lack of social amenities in 

the society like electricity, good roads and 

many more. Regardless of all a dedicated en-

trepreneur would rise above all these and do 

the best in his/her chosen field. 

What it takes to start a similar Business  

It takes a lot of passion and dedication. You 

also need to be very spontaneous, creative 

and focused. Before one can start such a busi-

ness it is pertinent to learn the rudiments of it 

all, so that you can deliver to your clients 

something beyond their expectations. 

“Those who work 

t enac ious ly  t o 

achieve their life 

dreams are the ones 

the world ends up 

celebrating. The 

skyscraper was once 

a slab of stones. 

Never give up.” 

Beckley Small Business Newsletter 

ENTREPRENEURS’ SUCCESS STORIES CONT’D 

Message to entrepreneurs 

Dreams would only remain dreams if you don’t 

put work into making them a reality. No man has 

ever achieved anything by being scared, it is the 

daring people that make something good out of 

their chosen paths. No one has ever survived a 

war with the gun on safety. 

If you can dream it, then you can achieve it. 

Dedication and hard work is key. Those who 

work tenaciously to achieve their life dreams are 

the ones the world ends up celebrating. The sky-

scraper was once a slab of stones. Never give 

up! 

h t t p : / /www.s p readmed iang. com/en t rep reneur -

animashaun-olawale-intl-sahar 

VALIDATE YOUR BUSINESS IDEA 

The first objective of your business should be to 
meet the needs of people and solve their prob-
lems.  It is not to make money.  You can only 
make money if your products or services solve 
enough problems of others or meet sufficient 
needs of people. 

Ask yourself the following questions and write 
down your responses to test the validity of your 
business idea. 

• What is the need I want to meet? 

• How is the need met now? 

• How does my product or service meet the need 
better than others? 

• What do people lack that I can see or observe? 

• How can customers be served better with exist-
ing products or services? 

• Is there a service-delivery gap that needs to be 
filled? 

• What do people want around me that they do 
not presently get? 

If you are not very certain of your responses to 
the questions above, then you are probably not 
yet in a position to start a business. 



cluding GlobalCIS, WYSMULLER, and 

MIRA 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, Backgrouncompanies and  

necessary to fire customers who have stepped 
out of bounds or refuse to accept your help. 

5. Focus on your core competency and 

beating competitors.  

When customers try to drag you away from 
your core expertise, it’s time to say no. On the 
other hand, if it takes some extra effort to show 
customers how you stand out from competitors, 
you should say yes with conviction. Here is 
your opportunity to under-promise and over-
deliver. 

6. Don’t be afraid to raise 
your prices as you add 

special services.  

Your best customers will 
appreciate new and special 
services, and will under-
stand the need to charge 
for them. Bad customers 
will have less sensitivity to 
your needs and will likely 
move on to other commod-
ity-priced alternatives. Help 
them find that new pro-
vider. 

7. Eliminate services that 
you can’t support well or 

are being misused.  

Simply say no to customer requests that you 
can’t satisfy well on time every time. Every 
business learns from experience and reviews 
that certain offerings aren’t working, but they 
hesitate to remove them for fear of upsetting 
existing customers or driving away potential 
new ones.  

The key to success in saying no is to recognize 
the wrong customers for your business before 
their expectations absorb more of your limited 
resources than they contribute.  

Successful businesses focus on satisfying and 
delighting the right customers and redirecting 
the wrong ones to the right place before they 
get hurt or hurt your business. 

Success is being able to say no to a customer 
and still have both of you walk away happy. 

 

 

 

Let’s face reality -- no one can satisfy all the 
people all the time. In business, this means 
an entrepreneur who never says no to any 
customer is doomed to a hard life and some 
expensive mistakes. Many people will argue 
that total customer satisfaction is paramount, 
but I’m a pragmatist who believes that treat-
ing everyone the same really means treating 
all of them poorly. 

I have developed some guidelines that I be-
lieve will help you know when it’s appropriate 
to go all-out for a customer, and know when 
it’s better to say no with conviction 
and finality. 

1. Everyone who expresses in-
terest is not necessarily a cus-

tomer.  

Everyone on your team needs to 
be trained to recognize prospects 
who match your target customer 
set. You can garner more goodwill 
by directing other prospects to the 
right business, rather than hard-
selling them on your solution, or 
trying to bend your solution to fit 
their needs. 

2. Proactively find the custom-

ers that you can surprise and delight.  

Use interactive social media and targeted 
marketing to go after the customers that you 
want and need. Those entrepreneurs who 
wait for customers to randomly find them will 
be disappointed by the match, and find them-
selves always playing catch-up with custom-
ers who don’t fit. 

3. Playing favorites is good business and 

good customer service. 

Your best customers are the key to your suc-
cess, and they need to feel special and be 
treated special. No one wants to feel like one 
lost in a crowd. If a customer feels special, 
they will return more often, and will recom-
mend you to friends. The result is a win-win 
deal for both of you. 

4. Every business needs boundaries and 

discipline to deal with outliers.  

When a customer steps outside these 
boundaries, it’s time to say no, with a logical 
explanation and no emotion. Just as you deal 
with wrong team members, it’s sometimes 

“ S u c c e s s f u l 

businesses focus on 

s a t i s f y i n g  a n d 

delighting the right 

c u s t o m e r s  a n d 

r ed i r ec t ing  th e 

wrong ones to the 

right place before 

they get hurt or hurt 

your business.“ 
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WHO ARE YOUR CUSTOMERS? 

Marty Zwilling  
http://blog.startupprofessionals.com 



Thriving in a Recession: SME Sales Guide  

implement to make your business competitive 
again? 

• Maximize your Productivity: Understand 
the market before you launch your new prod-
ucts or services. Find out the requirements of 
the customers before you launch anything. 
Cutting back on the product prices alone will 
not help. Go an extra mile if you have to, but 
do not compromise on your quality. This will 
help you create a niche for your business. 

For small businesses, surviving a recession is 
no mean feat. While larger companies usually 
have measures in place to see them through 
(although not all of them) it is time to syner-
gise your individual and the team’s collective 
imagination and brainstorming to fashion out 
smart ways to circumvent the tricky problem of 
recession.  

Tonye Briggs  

08170001456 

tonyeb2000@yahoo.com 

Has your small business fallen on tough 
times? Has the still-sluggish economy 
reduced your sales, making it hard to 
make a profit?  Blaming the economy or 
other factors won't help your business 
recover. To recover you need to take 
a c t i o n 
and make 
changes. 
Here are 
strategies 
you can 
use to put 
your busi-
ness back 
on track 
to suc-
cess. 

• Team up with other people for joint 
sales: recommendations and referrals 
are among the leading sources of new 
business for small businesses. An easy 
way to get more referrals is to team up 
with other businesses who sell to the 
same market but don't directly compete 
with you. Agree to refer business to one 
another.  

• Use the 80/20 rule – As a rule of 
thumb, 80 per cent of the SME business 
comes from 20 per cent of the existing 
customers. Try to concentrate on the 
creamy 20 per cent and cut down on the 
remaining 80 per cent of the customers 
who account for only 20 per cent of the 
business. 

• Keeping your existing customers is 
a critical objective during a recession: 
Focus on providing superior customer 
service, offer aggressive sales and dis-
counts to your customers in order to en-
courage customer loyalty 

• Analyse and Diversify: Make brain-
storming a part of your daily routine. 
Force yourself to be innovative; some-
times brilliant opportunities come dis-
guised as impossible situations.   

• Reinvent your business:  Analyse 
your strengths and weaknesses and pos-
sible markets. Ask yourself hard ques-
tions: Do customers still want and buy 
the same type of products or services 
you sell? Have you kept up with the 
changing expectations of the sector you 
play in?  If not, what changes should you 

“An easy way to get more 

referrals is to team up 

with other businesses who 

sell to the same market 

but don’t directly compete 

with you.  Agree to refer 

business to one another.” 
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Check out your mindset:  

 Growth Mind-Set Fixed Mind-Set 

• Possibility thinking Self limitation 

• Believe in yourself No self confidence 

• Action that matters Procrastination 

• Commitment  Give up easily 

• Picture of the future Lack of vision 

• Embrace challenges Avoid challenges 

• Accept responsibility Blame others 

• Give   Take 
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Digital Marketing Tips for Small Businesses 

Beckley Small Business Newsletter 

 Mr Priestly Adaigbe, a digital marketing Con-

sultant and Teacher, shares some tips for 

effective digital marketing for businesses. 

• Understand your primary digital market-

ing business goals. Don’t jump into digital 

marketing just because you feel you “need to 

be on online.” Are your goals and objectives 

to Increase Targeted Traffic, Increase Sales, 

become a Resource / Authority, Increase 

Your Online Visibility, Establish Your Com-

pany in Local Search, Establish Your Brand/

Business in Social Media, Branding, Com-

petitive Review and Analysis, Online Reputa-

tion Management? Your goals will help deter-

mine both what digital 

marketing channels to 

focus on, and what kinds 

of activities to engage in.  

• Set some reasonable, 

concrete, realistic, nu-

merical digital market-

ing goals for 6 months 

and for a year from 

now – goals with num-

bers and a timeline. It’s 

easy to get lost, side-

tracked and overwhelmed in digital market-

ing. If you’re not aiming at something, you 

won’t know if you’ve succeeded. 

• Know who your target markets are. What 

are the basic demographics (age, sex, loca-

tion, individual profile and their interest)? If 

you don’t have an audience base, research 

the demographics of brands and businesses 

you consider your competition. 

• While you’re at it, check out your compe-

tition’s online presence and best practices 

and copy them. The best people steal the 

best ideas and make them their own – even 

in digital marketing. What channels does your 

competition explore on online advertising and 

marketing? What kinds of content do they 

create regularly and share? How do they at-

tract and engage visitors? 

• Make sure your web link & social media 

page links are integrated into all your off-

line marketing activities.  

For example, have a business card with your 

Website (create a mobile friendly version), 

Facebook page URL or your Twitter or Insta-

gram handle.   Make sure all your social me-

dia links are at the bottom of every newsletter 

you send out. Announce that you are online 

and on social media at every marketing op-

portunity. 

• Always bring people back to your web-

site when you share contents online on 

blogs & social media. Don’t share tweets on 

Facebook or Facebook posts on Twitter – 

share a blog entry you wrote, or a product 

review summary on your website on Twitter 

and on Facebook. If you 

don’t have a website, get 

one. Ensure it is mobile 

responsive, include social 

media buttons on the 

Home Page and make 

sure all blog posts, prod-

ucts, and review pages 

have share buttons so 

friends & followers can 

spread the word around.  

• Make sure your digital marketing content 

is mobile-ready and your website is mo-

bile-enabled. People access internet more 

via mobile devices in an increasing percent-

age. It doesn’t do you any good if you create 

great content, distribute it via social media, 

blog, and link back to your website – but no 

one can access it from their smartphone or it 

looks crappy. Not being mobile also affect 

your search engine ranking (SEO), and 

Google now has an online tool to help you 

determine if your site is mobile-friendly. 

•Don’t do it alone. Join some specific Face-

book groups and Twitter chats. They’re great 

places to share and receive information and 

support, and network for ideas, business con-

tacts, and even collaboration. 

Mr Priestly Adaigbe  

priestlyadaigbe@gmail.com 

“If you don’t have a 

website, get one.  Ensure 

it is mobile responsive 

and include social media 

buttons on the home 

page.” 



 

 

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 business 

successfully, including keeping appropriate accounting records 

and complying with statutory requirements.  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Answers to the quiz will be in the November 
2015 edition of the Newsletter. 

QUIZ OF THE MONTH (Answers in the March 2016 edition of the Newsletter.) 
 
1. Who is an entrepreneur? 
 A. Someone who invests time an d money to start a business 
 B. Someone who makes a lot of money 
 C. Someone who  takes a risk to make a profit  D. Both A & C 
 
2. What things could you change to adjust your profit? 
 A. Price  B. Number C. Less expensive supply sources 
 D. All of the above 
 
3. Capital is: 
 A. Money available to invest B. Prohibitive cost of entry 
 C. A guarantee that a company will be successful D. A & C 
 
4. A business plan is a step by step plan for the success of your business. 
 A. True  B. False  
  
5. Quality control is controlling cost of product. 
 A. True  B. False  
  
6. A market survey is important because it tells you: 
 A. how many and what type of people are shopping at a store 
 B. tells you what the customer will buy 
 C. tells you how much the customer will pay for the product 
 D. all of the above 
 
7. Making a purchase you had not planned is called: 
 A. Consumer shopping          B. A warranty C. Impulse buying  
 D. Comparison shopping 
 
8. Product planning tells you; 
 A. Where you will produce your product  B. Cost to produce your product 
 C. Your net profit    D. Total revenues 
 
 
 
 
   
   
  
 
 
 
 

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 January 2016 Quiz 

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

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