
Most times, a small-scale business starts 

with one person who later employs more 

people to be a part of the business, which 

could be at the planning stage or before 

the commencement of business. As an 

entrepreneur launching a small business, 

you are often a one-person show.  In addi-

tion to the actual work of building your 

business, you are also the receptionist, 

accountant, marketer, general manager 

etc. 

For a small-scale business 

owner, the issues at the 

front burner are usually 

related to finance, market-

ing, processes and tech-

nology. This is understand-

able. However, the busi-

ness cannot grow without 

employees, partners, and 

collaborators, in addition to 

clients or customers.  If 

your business has grown to 

require at least one other person, then you 

need to understand what to look for in re-

cruiting that person. 

In this edition I will highlight six tips that 

small business owners can consider to 

recruit employees who will have the poten-

tial to be loyal, committed and productive. I 

must add that after recruitment, there is 

need for employee engagement practices 

to be put in place to ensure job satisfaction 

and ‘ownership mentality’ of staff. In our 

subsequent editions, I will address the is-

sues of career development and creating 

the right environment for motivation in a small 

business set up 

I can identify with several discussions about 

the inability of the small business owner to 

recruit competent and dedicated staff owing to 

lack of wherewithal to follow up efficient re-

cruitment processes and pay competitive sala-

ries. Yes, there is some truth in this, but it is 

not the whole truth.  It may be difficult for a 

small-scale business to attract persons with 

the right competencies, but it is not 

impossible. Recruiting for a small 

business calls for special consid-

erations which should include the 

following: 

1. Interest in the business 

Look for candidates who have inter-

est in the nature of the business, 

and who will derive satisfaction 

from rendering service to your cus-

tomers and clients.  For instance, 

do not recruit a candidate to work in 

a farm who has no interest in farm-

ing. If you recruit somebody as a teacher who 

is not interested in the teaching profession, 

then you cannot get the best from the person.  

According to Henry Thoreau; Do not hire a 

man who does your work for money but him 

who does it for the love of it. 

The interest and love for the business will re-

duce the agitation for salaries that are out of 

the reach of the small business owner. 

(continued on page 2) 
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The small business 

owner is limited by re-

sources in choosing the 

right people to work with 

him. There is usually 

high labour turnover 

which leads to inconsis-

tent product quality with 

its attendant negative 

effect on customer satis-

faction and sales.  This 

edition identifies some 

peculiar tips to consider 

when recruiting for a 

small business.  There is 

also the usual interview 

session, quiz of the 

month and other articles 

that may be useful to  

business owners and 

entrepreneurs. 
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process excludes potential employees who 

have the tendency to live above their legiti-

mate means. In spite of this, you should un-

derstand that the employees you will recruit 

are not angels and can therefore not be 

saints or perfect irrespective of whatever pre-

caution you take. 

5. Experience, not Qualification 

Qualification is important, but experience and 

what the candidate can actually do, should 

take precedence 

over qualification.  

The performance 

and contributions 

of the employee 

to the growth of 

the business are 

more important 

than his qualifica-

tions. It is good to 

recruit somebody 

who will learn and grow with the business, 

and not a very qualified candidate who will 

start to look for another employment on the 

first day because he feels the job is below his 

standards. 

6. Remuneration 

I have kept remuneration as the last point, not 

because it is the least important, but because 

a small business cannot really compete with 

big companies in this regard. Salaries should 

be based on expected contributions and de-

liverables, and not on qualifications. The days 

of paying salaries according to qualifications 

are over for the small business owner. How-

ever, salary should cover important costs for 

a decent living but subject to the earnings of 

the business.  No matter how small salary 

may be, the provisions of pension and tax 

laws should be accommodated and complied 

with.                                      

– J.O.E. OGBIMI 

2. . Candidate’s Personal Objectives 

Attention is not paid to the personal ob-

jectives of the candidate for employment.  

This is a mistake.  It should be possible 

to accommodate the personal objectives 

of the candidate in the business through 

concessions and similar arrangements.  

For instance, a front desk officer who 

needs to go for further studies can be 

encouraged to read his or her books at 

work when there is nobody to attend to.   

Flexible time may also be used to allow 

employees time to pursue other interest 

that are not at variance with the business 

objectives. 

 3. No Compromise on Performance 

Recruitment is fundamental to the suc-

cess of a business and should not be 

influenced by sentiments but by perform-

ance.  Family members may be trusted 

with certain positions, but you need to be 

careful about this so that performance is 

not compromised.  The old saying, ‘do 

not hire those you cannot fire’, is very 

relevant today.  If connected persons are 

recruited, then the terms of engagement 

and expected deliverables should be 

clearly spelt out as well as the conse-

quences of non-performance. 

4. Integrity  

Integrity tests should be taken as supe-

rior to competency tests because the 

later can 

be ac-

q u i r e d 

t h r o u g h 

t r a i n i n g 

and devel-

o p m e n t .  

You have 

to be sure 

that you 

are pre-

pared to 

lead by example in this regard.  It is not a 

matter of integrity for the employees 

while the owner exhibits lack of integrity 

in his dealing with people. In addition, it 

is important to ensure that the interview 

“If connected persons are 

recruited, then the terms 

of engagement and 

expected deliverables 

should be clearly spelt out, 

a s  w e l l  a s  t h e 

consequences of non-

performance.” 
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Excerpts from interview of Mrs. Tope Wil-

liams-Adewumi, CEO of Martwayne, a 

fashion training outfit that is committed to 

giving people ‘power through fashion’.   

Tope was inspired to think fashion while 

she was a staffer of KPMG because she 

had a tailor who was always wrecking her 

clothes, and she decided to learn how to 

sew so that she could teach tailors how to 

sew properly.  She followed up that deter-

mination with a three-year degree course 

in Fashion Design in Cape Town, South 

Africa, after her first degree in Economics. 

Today she is doing what she wanted to – 

teaching fashion and revolutionizing the 

fashion industry in Nige-

ria. 

BCL: What do you mean 

by giving people ‘power 

through fashion’ and 

what experience do you 

have to share in this re-

gard so far? 

Tope: Well… I have al-

ways noted that there 

seems to be a discon-

nect between fashion 

and the business com-

munity and part of what I 

set out to do was bridge this gap. So basi-

cally “Power Through Fashion” simply 

means giving people the ability to reach 

their full potential using fashion as a tool 

for personal and business success. And 

we do this in the following ways:  

- By providing entrepreneurs and working 

professionals with a “7-day work ward-

robe” through our clothing line 

- By giving trainings to staff of companies 

and young graduates on “Dressing for 

Success” and “corporate branding 

through dressing” 

- By helping fashion lovers turn their love 

for fashion into a viable business through 

our short fashion courses and fashion 

entrepreneurship.  

BCL: What were your start-up challenges and 

how did you overcome them? 

Tope: Same as everyone else - human re-

sources.  Many people were not willing to work 

with a small business so it was tough doing it 

alone in the early days but I kept at it.  I also 

made a lot of mistakes in the early days, spend-

ing money on areas that were not necessary 

until out of frustration I went to Fate Foundation 

for a short entrepreneurship course.  

BCL: Martwayne is very popular in the fashion 

industry. What do you think is responsible for 

the popularity? 

Tope: Lol…are we really popular?!  I don’t think 

so.  I think we still need to do 

a whole lot more to create 

awareness for our company 

and the various services we 

offer. But one thing that I must 

say has really helped our 

company is  our  s i te 

www.martwayne.com  We 

have written several articles 

on fashion, the industry, how 

to start a fashion business on 

zero naira, etc.  I must say my 

post popular article has been 

“The Difference Between a 

Fashion Designer and a Tailor” because you 

will be shocked at how many people have no 

clue what the difference is. 

BCL: What do you think are the major chal-

lenges of the various players in the fashion in-

dustry today – designers, tailors etc - and how 

can the challenges be addressed? 

Tope: Oh a whole lot!  Tailors are a constant 

headache for fashion designers and so is fund-

ing.  But I think the biggest problem is the lack 

of knowledge and awareness on what exactly 

fashion is about and the lack of diversity in the 

industry.   

Another major issue is entrepreneurial burnout.  

The typical designer handles all the parts of the 

design and production process right from con-

cept to completion - from the design itself,  

(Continued on page 4) 
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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-

to sourcing materials, to sewing, to market-

ing, to delivering to customers and the list 

continues.  

There are a whole lot of other issues and I 

think the easiest way to address these is-

sues is for designers to come together to 

collaborate and form a strong network.  

Rather than competing, we should work 

together and know what each person does 

so we can outsource work to each other 

and help each other move forward.   

BCL: What programme do you have on 

post-training mentorship for your course 

participants to help them stand on their feet 

after the training? 

Tope: My students know they can reach 

me 24-7 if they need help.  I 

am just a phone call or a 

WhatsApp / Blackberry mes-

sage away and many of them 

utilize those.  In fact, we just 

recently launched our Mart-

wayne Facebook Group for 

all current and previous stu-

dents to post their work and 

seek help from the Mart-

wayne Community and other 

students. 

We also have talks where we invite strong 

players in the fashion industry to speak on 

how to start and maintain a fashion busi-

ness.  Our last event, Fashion Talk was on 

the topic “Starting Your Ready-To-Wear 

Line” and this was free for participants. 

BCL: Please tell us about your ‘Designers 

Connect Network’ concept and the chal-

lenges it is meant to address in the fashion 

industry. 

Tope: The major aim of Designers Connect 

Network is to get fashion designers to 

meet, discuss, collaborate and proffer solu-

tions to the many problems plaguing the 

fashion industry in order to reform fashion 

businesses and the industry as a whole. 

There are so many challenges faced by 

fashion designers and more often than not. 

they have no idea where to go for help, so 

the Network is there to act as a resource center to 

bridge the gap between the designers and the key 

structures that can help them move their busi-

nesses forward - from tailors to accountants, mar-

keters, fabric suppliers,  

BCL: How will you assess your business today in 

terms of meeting the needs of your customers 

and ensuring a comfortable ‘bottom line’? 

Tope: Well… we have only received positive feed-

back on our work from our customers, many of 

which we publish on our blog, Instagram and 

Facebook Page.  We go to all lengths to ensure 

we act on every feedback we get and constantly 

strive to deliver on our promises and reinvent our-

selves and our promises. 

With respect to the bottom line… 

well… they do say most businesses 

shut down in the first 2-5 years of 

their life.  This is our 4th year and 

we have no plans of shutting down, 

so guess we are not doing so badly 

with our bottom line lol.   

BCL:  Where do you see the busi-

ness in the next five years? 

Tope: In the next 5 years I hope to 

run a fully functional e-learning plat-

form for The Martwayne Training 

Center.  I also hope to get my clothing line fully off 

the ground.  I would love Martwayne to be a 

household name and be instrumental in helping 

people achieve their dreams of running success-

ful fashion businesses 

BCL: In your opinion, why are many unemployed 

Nigerian youths not able to establish their own 

businesses? 

Tope: I would say the inability to pinpoint what 

exactly they love doing enough to see it as a busi-

ness venture.  Our educational system has 

groomed us to go to school and get a job and that 

is what we typically see as the goal.  I tell you, it is 

difficult to know where your passion lies if you 

never took notice of it in the early days because 

you are too busy trying to get employed. 

 

(Continued on page 7) 

“We also have talks 

where we invite 

strong players in the 

fashion industry to 

speak on how to start 
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fashion business.” 
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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, Background Check, Cus-

4. Buffer your resource estimates by at least 

20 percent. No amount of passion and startup 

planning will make everything work exactly 

right the first time. Assume you will need multi-

ple iterations and multiple pivots costing more 

money and time than you anticipated. More 

passion may mean more opportunity, but it 

also means more risk. 

5. Interact with real customers to validate pas-

sion in their feedback. Use social media and 

live customers to eliminate any reality distor-

tion in your internal perception of value. De-

velop marketing content and communicate 

with trusted advisors and employees to make 

sure the right message can be delivered with 

clarity and integrity. 

6. Plan for an extended effort, 

continued learning and personal 

balance. A business is a journey -

- not a quick sprint. Don’t set up 

such a frenzied schedule that you 

will burn out after a few weeks or 

even a few months. The average 

overnight success for a startup 

takes six years, say marketing 

expert Seth Godin. And he is an optimist.  

According to a recent analysis, entrepreneurs 

around the world have visions for over 300 

million companies per year, but only a third 

ever get started. Other U.S. Labor Statistics 

data suggests that half of the ones actually 

started are gone in five years. Just imagine 

the potential impact of millions of unrealized 

innovations -- if only these execution principles 

were diligently followed. 

Of course, an even more important driver of 

passion than success is happiness and satis-

faction with the lifestyle. Despite the failure of 

many entrepreneur initiatives, other data con-

tinues to indicate that entrepreneurs as a 

whole are the happiest and most satisfied 

business people on the planet -- well ahead of 

corporate professionals who make more 

money and have bigger titles. 

I meet many entrepreneurs with a real 

passion for their new idea, but unfortu-

nately they don’t all realize that passion is 

necessary but not sufficient fuel to turn 

their idea into a successful business. The 

result is that far too few really great inno-

vations ever get implemented -- or last 

more than a moment in the marketplace. 

First of all, passion needs to be sur-

rounded by a host of other personal at-

tributes necessary to survive the rigors of 

the long, hard journey to success. These 

include confidence, commitment and a 

determination to succeed. In addition, the 

following execution principles are re-

quired: 

1. Reality check your po-

tential for building a busi-

ness. Some people are 

passionate inventors or 

idea generators but really 

have no interest, skills or 

money for a business. Take 

an honest look at your mo-

tivation, resources and re-

lationships before initiating a startup. The 

best use of passion may be finding some-

one else to build the business. 

2. Seek evidence of market opportunity to 

balance your passion. Just because you 

believe everyone needs what you have 

doesn’t mean it’s true. Carry out initial 

market research to support your belief.  

You can also engage market research 

consultants to help you with this. 

3. Double check the arithmetic on your 

business model. Put aside the rose-

colored glasses of your passion, and ask 

a financial expert to validate the total 

costs required to build the business as 

well as realistic sales volumes and 

growth. It helps to document a total busi-

ness plan rather than rely on your total 

recollection of all essential elements. 

“Just because you believe 

everyone needs what you 

have doesn’t mean it’s 

true. Carry out initial 

market research to 

support your belief. “ 
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Marty Zwilling  
http://blog.startupprofessionals.com 



tomer Address Verification and Due Dili-

gence on behal of clients abroad and in Ni-

geria. We provide contact details, statutory 

data credit scoring and risk analysis, ad-

verse data, background and commercial 

credit check to help our clients take appro-

priate decision about their business transac-

tions, and avoid being duped and manipu-

lated by unscrupulous elements with 

fraudulent documentations. We are a found-

ing member of World Wide Reporting Net-

work (WWRN). Our clients include Banks, 

Embassies, companies and International 

organizations 

  

BCL: What influenced your choice of busi-

ness? 

 

Cost Effective Sales and Marketing Strategies for SME’s  

likes of Twitter and Facebook?  After all, there 

is no point in having a social media presence 

for the sake of it “because everyone else 

does.” 

• Build a referral system. Word of mouth is still 

the most successful and cost effective adver-

tising medium. Strengthen your existing rela-

tionships to give you referrals. You can also 

give your referrals a commission or incentive.  

• Engage in cluster marketing by leveraging on 

forums that are online or physical including 

business associations because they are a 

great way to spread the word about your busi-

ness to specific niches and customer groups 

that could greatly influence your business.  

• Monitor. You must keep track 

of your sales and marketing 

efforts. On a monthly basis ask 

yourself: How did it go? What 

worked? What didn’t work? Did I 

hit my numbers? Knowing what 

works and what doesn’t gives 

you the opportunity to tweak 

your process. Adjust or get rid 

of what doesn’t work, and keep 

what does 

Every business is different. With 

a wealth of ways to reach your 

audience, it’s up to you, the business owner, 

to decide which sales and marketing methods 

will work best and to make sure they are deliv-

ering results. 

Tonye Briggs  

08170001456 

tonyeb2000@yahoo.com 

 

 

With the current gloomy business out-

look one solution every business needs 

in these challenging times is to develop 

an effective resource utilisation system 

on how to do more with less. SMEs have 

to watch their cash flow because liquidity 

is what determines expansion.  

For SMEs, developing effective sales 

and marketing strategies is challenging 

because It’s often not a skill that many 

small business owners have a great deal 

of experience in when starting out.  A 

successful sale is a deliberate, thoughtful 

activity. Sometimes when I talk with 

small business owners who aren’t realiz-

ing the results they desire, the cause is 

usually the same: They 

don’t have a sales and 

marketing strategy. 

Before you start your sales 

and marketing strategy, 

ask yourself this question: 

"What is the real need that 

I am satisfying, and has 

that need changed in this 

current economic climate?" 

Always remember that 

people buy from you be-

cause they have a need for 

what you offer. 

Here are some insightful steps to a suc-

cessful sales and marketing strategy: 

• Define your target market. You aren’t 

going to do business with everyone. 

Once you have the market defined, cre-

ate a list. This list should be large 

enough because if your target market is 

too small your odds of success de-

crease. You may have to merge two 

similar target markets in order to have 

the numbers working in your favour. 

• Determine your outreach. Reach out to 

your networks to see if you are con-

nected in any way to the person or or-

ganization you seek. One cost effective 

way is to embrace technology and lean 

on social media. Today customers ex-

pect businesses to be using social me-

dia, but how do you make the most of 

your website or effectively exploit the 

“Today customers expect 

businesses to be using 

social media, but how do 

you make the most of your 

website or effectively 

exploit the likes of Twitter 

and Facebook?” 
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Ecobank SME Club, in partnership with 

Enterprise Development Center (EDC) of 

the Pan-Atlantic University, is calling for 

application from established companies 

interested in moving to the next stage of 

growth to enroll in ‘Going for 

Growth’ (G4G).  

The G4G programme is a one-year 

scheme aimed at increasing the busi-

ness growth of 20 (twenty) selected com-

panies. At the end of the program, the 

top three companies will be named 

‘Ecobank’s SME Ambassadors’ for  one-

year (2016—2017). 

Selection Criteria: 

Business must be at least five years old 

For more info call: 08028526662 or 

email SMECLUB@ecobank.com 

TEEP 2016 ANNUAL TONY ELUMELU 

ENTREPRENEURSHIP PROGRAMME  

The second annual round of the Naira 

17bn (US$100m equivalent) Tony Elu-

melu Entrepreneurship Programme 

(TEEP) for emerging African entrepre-

neurs opened for entries at 00:00am on 

1st January 2016 and will accept appli-

cations until midnight on March 1st, 

2016.  

$5,000 grant as seed capital and a fur-

ther $5,000 as soft loan, equity stake or 

a combination of both. 

http://TonyElumelufoundation.org/TEEP 

for more information. 

This a huge opportunity for start-up En-

trepreneurs. Don’t miss it. 

 

 

BCL: What do you think are the most important challenges of a 

small business in Nigeria today? 

Tope:  Number 1 would be capable hands to work with.  Human 

resources is SUCH a huge problem.  Everyone wants to work for 

the big banks, oil companies and consulting firms.  And there is 

nothing wrong with that.  But what happens to the small busi-

nesses? In addition to human resources, I would also say lack of 

adequate infrastructure, funding and support structures from the 

financial institutions. 

BCL: What are your hobbies and how do you relax after the 

day’s work? 

Tope:  Do I even relax?  Lol.  As I type this, it is 4.19 in the morn-

ing.  I guess I would say an easy way to relax is watching TV.  

Saturday evenings is movie night so I try not to miss that..   

SME OPPORTUNITIES 
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info@beckleyconsulting.com 

www.beckleyconsulting.com  

ABOUT BECKLEY CONSULTING: Our main objective for be-

ing 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.  

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

 
QUIZ OF THE MONTH (Answers in the February 2016 edition of the Newsletter.) 
 
1. James is a very organized, well-liked person who values security and would like to climb 
the ladder to success.  Jane is a charismatic risk taker who likes to test out her creative ideas 
even though they sometimes fail.  Who would be best suited for the life of an entrepreneur? 
 A. James  B.  Jane C.  Both D.  Neither 
 
2. A sole proprietorship is a business owned by 
 A. one company B. relatives C. one person D. the bank 
 
3. Only large companies with several employees need managers. 
 A. True   B.  False 
 
4. A good manager may occasionally make a decision contrary to generally accepted princi-
ples of management.  A. True  B. False 
 
5. Which is the truest statement regarding rewards as it pertains to motivating employees? 
 A. Monetary rewards are always effective 
 B. Monetary rewards are hardly ever effective 
 C. Money is important but is often not the most significant motivator of employees 
 D. None of the above 
 
6. What is a true statement about motivating your employees? 
 A. Show concern about them as a person 
 B. Don’t ever ask about their private lives 
 C. Talk about yourself as much as you can 
 D. Talk about other employees behind their back 
 
7. The focus of Human Resource Management revolves around 
 A. Machine               B. Motivation C. Money D. Men 
 
8. Money is not the first consideration when starting a business 
 A. True   B. False 
 
 
 
   
   
  
 
 
 
 
 

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 December 2015 Quiz 

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

5. A  6. A  7. B  8. D 
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