
There is a frenzy of some sort these days 

about the funding of micro, small and me-

dium enterprises in the country.   The 

country is agog with various efforts and 

intervention funds aimed at growing and 

developing the small business sub-sector 

of the economy from the Central Bank of 

Nigeria (CBN); the Bank of Industry (BOI); 

the Federal Ministry of Trade and Industry 

(FMTI); the Nigerian Young Professional 

Forum (NYPF); Tony Elumelu Foundation 

and others. 

In spite of the efforts, intervention pro-

grammes with concessionary interest rates 

do not benefit the intended beneficiaries in 

large enough number to make enough im-

pact in the economy. Most of the funds are 

actually loans and the disbursing financial 

institutions subject intended beneficiaries 

to their loan conditions and requirements 

which are difficult to meet.  

Small business owners, including mem-

bers of National Association of Small and 

Medium Enterprises (NASME) and Nation-

al Association of Small Scale Industrialists 

(NASSI) complain of their inability to get funds 

at affordable interest rates for their business-

es.  

There are several challenges confronting Mi-

cro, Small and Medium Enterprises, some of 

which are beyond the ability of small business 

owners such as infrastructural deficit, multiple-

taxation and high interest rates.  

However there are seven areas which are of 

interest to providers of funds and which you 

need to address in your business if you want 

your application for loan or grant to be favour-

ably considered: 

1. Realistic Business Plan 

A business plan is a detailed outline and plan 

of action of what it will take for a business to 

be successful and it demonstrates that you 

have given careful thought to the business. 

Part of the requirements for getting loan and 

grant from providers of funds is a realistic busi-

ness plan.  

(continued on page 2) 

ADDRESSING SMALL BUSINESS FUNDING CHALLENGES 

Quote of the Month: 

“You should not focus on why you can’t do something, which is what 

most people do.  You should focus on why perhaps you can, and be 

one of the exceptions” – Steve Case 
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Today, if you are a serious 

minded entrepreneur, then 

you have opportunities 

through government inter-

vention programmes and 

private sector initiatives for 

funding as loans with con-

cessionary interest rates or 

grants. The grant or loan is 

for your new or existing 

small business if you can 

show that the business is 

viable and sustainable.  

We present seven issues 

which are of interest to 

providers of funds which 

you need to address in 

your business if you want 

to have access to funds. 

We have the success story 

of an outstanding young 

entrepreneur, marketing 

tips, funding opportunities 

and other articles which 

may be of interest to you. 
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given any contract.  Payment of taxes is a 
civic duty which should not wait for contract 
award or loan application to comply with.   A 
small business that has its tax papers in order 

and up to date is in a better position to get 
loans and grants from government and non 
government agencies. 

5. Collateral 

Banks want to hold on to property that may 
be sold, as a last resort, if loan cannot be 
repaid.  I sometimes wonder how a small 
business owner or a young undergraduate 
who wants money to start a business is ex-

pected to have owned property that will serve 
as collateral.   It is noteworthy that even gov-
ernment intervention funds do not prevent 
participating financial institutions from re-
questing collaterals before giving loans. The 

good news is that a functional Collateral Reg-
istry which will allow movable property and 
equipment like motor vehicles and industrial 
machines to be registered and accepted as 
collateral or security in Nigeria is in progress. 

6. Equity Contribution 

Investors and providers of funds want to be 
sure that you are serious about the business 

or project for which you want financial sup-
port.  You are expected to contribute a portion 
of the funds needed to demonstrate your 
commitment to the business or project before 
support will come your way.  Otherwise, you 
may not have anything at stake in the busi-

ness which can negatively affect your zeal 
and determination to succeed.  A good pro-
posal for funding should include equity contri-
bution of the business owner in order for the 
proposal to be taken seriously. 

7. Succession Plan 

Succession plan looks strange when discuss-
ing the structure of a small business.  It is 

important to know that the business has a 
future in your absence. Many businesses 
cease to exist at the demise of the owners 
because there is no arrangement for continui-
ty.  As early as possible, it is good to involve 

other members of your family or outsiders as 
workers or part owners of the business.  For 
instance, a business with the active involve-
ment of the spouse of the owner may be at-
tractive to fund providers because of the pos-

sibility of continuity if something happens to 
any of them. 

A business plan that is wholly contracted 

out to Consultants without a deep under-

standing of the business by the business 

owner cannot support request for funding.  

Unrealistic estimates and projected ac-

counts and cash flow statements prepared 

to make them appeal to financial institu-

tions are easily identified by credit analysts 

and will lead to rejection of request for 

funds. 

2. Managing the Business 

Set up management structure that ensures 

fairness, responsibility, accountability and 

transparency in your business. Transparen-

cy includes preparation of annual accounts 

and other periodical financial statements 

with integrity and separation of personal 

transactions from business transactions. 

You can invite experienced outsiders to be 

non executive directors if your company is 

incorporated as a limited liability company, 

to help you brainstorm over the sustenance 

and future of the company. Hold board 
meetings and document the minutes of the 
meetings 

3. Reliable Accounting Records 

Adequate and appropriate keeping of ac-
counting records will help you monitor your 
business and provide a basis for planning 
and budgeting and determining whether or 
not the business is profitable.  Accurate 

record keeping is crucial to the survival of a 
business.   Banks use accounting records 
to assess the ability of the business to pay 
back loans or to remain in business – two 
important considerations for approving ap-

plications for loans and grants.   For a lim-
ited liability company, there is a legal re-
quirement to prepare audited financial 
statements at the end of every financial 
year. 

4. Payment of Taxes 

Payment of taxes is one of the require-
ments for doing business with good compa-
nies and government agencies.  You can-

not access government intervention funds 
from participating financial institutions with-
out evidence of tax payment.  A lot of com-
panies and government agencies require 
three years tax clearance certificate to be 

“Banks use accounting 

records to assess the 

ability of the business to 

pay back loans or to 

remain in business – two 

important considerations 

for approving applications 

for loans and grants.” 
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STEPHANIE OBIAGELI OBI 

Name of Business: ST Colours 

Stephanie Obiageli Obi, a B.Sc Computer 

Science graduate with MBA is an out-
standing creative Entrepreneur who runs 
an Online Accessories School called ST 
Colours.  We share her story to encour-
age others to identify what business is 

suitable for them and not to be weighed 
down by fear of failure or some other rea-
sons not to start their own businesses.   

Stephanie’s story: I am a very creative 
and restless person.  I am always learn-
ing something new and in the year 2004, 

it was jewelry I wanted to learn.  I started 

off by making jewelry for myself and be-
fore I knew it, people started asking me if 
I could also make my pieces for them, 
and that was how I started my first busi-
ness.  However, by 2010, I wanted a dif-

ferent challenge and so I had this great 
idea to make t-shirts infused with Ankara.  
I made my first collection and went for an 
exhibition and instead of people buying 
the t-shirts, they would ask to buy an An-

kara brooch I attached to some of my t-
shirts. I was surprised at this but the next 
time I went for another exhibition, I made 
a lot of brooches to sell individually.  To 
my greatest surprise, people rushed for 

my brooches, I sold a lot of them and I 
kept getting more orders after that day.  I 
was shocked. Unknown to me, I had 
stumbled on a gap in the market.  Ankara 
was in vogue and people were looking for 
affordable Ankara Accessories to wear 

and give as gifts.  The Ankara Accesso-
ries line of my business blossomed as I 
moved into other products.  We started 
making bangles, earrings, slippers, bags 
etc. 

In 2012, I then felt the urge to teach people how 
to make these accessories and start business-
es with the skill, hence I started organizing 
training sessions.  I started getting requests 

from all over Nigeria from people who wanted to 
attend the training sessions.  I could not travel 
to all the locations so I decided to build an 
online school for Ankara accessories.  ST Col-
ours A-School.  The A is for accessories. 

Target Clients:  Young ladies who want to 
start an Ankara Accessories business or who 

what to enhance their fashion businesses. 

Business Strengths: I will say my business 

strengths are Creativity and Innovation.  There 
is always something new with us. 

Initial challenges: I can’t remember having 
any challenges now or should I say I didn’t see 
any of the issues I faced as challenges.  I just 
took action.  I had this great idea to make Afri-
can inspired t-shirts but I did not know anything 

about making t-shirts.  When I started making 
accessories, there were no training schools 
around, so I just went into the market and start-
ed buying materials to experiment with.  I did 
not know a lot about business and so I started 

educating myself. I did not have a lot of money. 
I just started with what I had. So I won’t say 
these were challenges because they never 
weighed me down.  I just took action. 

What she wished she did differently:  I wish I 
knew all the things I know now, there are a lot 
of things I would have done differently.  For 

instance, if I knew the right way to market my 
business online, I would have made more mon-
ey.  If I knew the exact problem my products 
were solving for my customers, I would have 
been more strategic in my marketing efforts.  

There are 
many things I 
had to learn 
the hard way, 
which is why I 

am now com-
mitted to 
teaching peo-
ple.  I don’t 
think that oth-

er people 
have to make 

the same mistakes I made.  I don’t claim to 
have all the answers, but I have come a long 
way now, and I know a lot now. 

(Continued on page 4) 

ENTREPRENEUR’S SUCCESS STORY 

“I wish I knew all the 

things I know now, there 

are a lot of things I would 

have done differently.  For 

instance, if I knew the 

right way to market my 

business online, I would 

have made more money.” 
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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-

What makes ST Colours different from 
competitors: We are the online school for 
Ankara Accessories.  Our students can learn 
from the comfort of their homes, and their 

respective countries, using their laptops, 
phones and computers, wherever they are in 
the world.  They can watch these videos over 
and over again until they get it and they also 
have access to 24/7 support from our help 

desk.  We also provide our students with 
business tips, so they have a soft landing 
when they start their businesses, they don’t 
have to make all the mistakes I made. 

What it takes to start a business:  Pas-
sion, 
Curiosi-

ty, and 
Creativi-
ty 

Impact 

of the 

busi-

ness: I 

have 

grown 

so 

much, 

and I 

have learnt so much about myself.  I am very 

self-aware now, I am conscious of my 

strengths and weaknesses and I challenge 

myself to become better every day. 

Expansion plans: We are evolving from an 

accessories company to an Educational com-

pany.  We now teach personal development 

and business skills that are relevant to entre-

preneurs.  You can find out more about that 

at www.stephanieobi.com 

For the person who is afraid to start a 

business: Fear is normal, we all experi-

ence fear.  Stop waiting for the fear to disap-

pear, just take action despite the fear.  If you 

fail, it’s ok, it does not mean anything, just 

pick yourself up, shake it off, learn from the 

experience and try again. 

Message to would-be Entrepreneurs:  The 

word is waiting for you. 

www.spreadmediang.com 

 

1. Small businesses should use their websites 

to showcase their products, services, their suc-

cessful campaign etc. However, they should 

also take time to make the sites interactive and 

engaging through polls, questions etc. 

2. There should be consistent upload of high 

quality images but they should be compressed 

so that the customer does not have to wait for 

images to load. 

3. Small businesses should consider outsourc-

ing the services of an IT personnel, if they can't 

afford to hire one. The IT personnel should 

make the site responsive so that it can be 

properly viewed on any device. 

4. Target customers should be highly consid-

ered; the website should add content that will 

appeal to them, their needs etc. Things that do 

not relate with them should be avoided. 

5. Though dialogue in a website is important as 

it serves as a guide, it could frustrate consum-

ers if it becomes too much to handle. Dialogue 

should only be infused when absolutely neces-

sary 

6. The "Contact Us" section of the website 

should be conspicuously displayed, customers 

might need to call for necessary information, 

complaints etc. 

The key is to be focused on the customer, have 

a personnel conscious of the customers to fre-

quently review the website and you will be glad 

you did. 

 

 

BY PELUMI AGBOOLA 

 

 

 

“Fear is normal, we all 

experience fear.  Stop 

waiting for the fear to 

disappear, just take action 

despite the fear.  If you 

fail, it’s ok, it does not 

mean anything, just pick 

yourself up, shake it off, 

learn from the experience 

and try again.” 

Beckley Small Business Newsletter 

ENTREPRENEUR’S SUCCESS STORY  6 TIPS FOR A CUSTOMER-ORIENTED 

WEBSITE 



“Don’t limit yourself. 

Many people limit 

themselves to what they 

think they can do. You 

can go as far as your 

mind lets you. What you 

believe, remember, you 

can achieve.”  – Mary 

Kay Ash, Founder Mary 

Kay Cosmetics  
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The Nigerian Young Professionals Forum 

(NYPF) has put in place a ‘YESGrant’ (Young 

Entrepreneurs & Students Grant) scheme to 

fund young entrepreneurs’ businesses in pre-

ferred sectors and give tuition fees support to 

Nigerian undergraduates. The sum of N500m 

is set aside for the grant for 1,000 beneficiar-

ies.  

The Entrepreneur YESGrant is a grant to 

your business and NOT A LOAN.  

Grant Amount:  Up to N2m 

Eligibility: 

• Nigerian between the ages of 18 and 40 

 Registered member of the Nigerian 

Young Professionals Forum (NYPF) 

Qualifying business sectors: 

• Agriculture 

• Creative Economy (Fashion, Photography, 

Creative Arts, Music and Film Entertainment) 

• Information and Communications Technolo-

gy (ICT) 

Requirements: 

Registration of the business with the Corpo-

rate Affairs Commission 

Legal agreement between the beneficiary 

company and NYPF 

A corporate account with Heritage Bank (the 

YESGrant Partner) 

Visit the NYPF website at nypforum.org to register for 

NYPF 

Visit yesgrant.com with registration details of NYPF to 

enable you log in 

Application closes 15th June, 2016.  

Youth Innovative Entrepreneurship 

Development Programme (YIEDP) 

The Central Bank of Nigeria (CBN) launched 

the Youth Innovative Entrepreneurship Devel-

opment Programme (YIEDP) on Tuesday, 

March 15, 2016. 

The Youth Innovative Entrepreneurship De-

velopment Programme (YIEDP) is being im-

plemented in collaboration with Heritage 

Bank and the National Youth Service Corps 

(NYSC).  

Eligibility: 

18 to 35 years of age  

Serving corps member or not more than 5 

years post NYSC 

Facility limit: 

Single applicant N3m 

Joint applicants (3 to 5 qualified beneficiaries) 

N10m 

Security: 

Educational certificate 

NYSC discharge certificate 

Third party guarantor 

Legal ownership of assets financed 

Qualified business sectors include: Agro-

Allied, Food Processing/Preservation, Arts & 

Crafts, Automobile, Film and Photography, 

Education & Financial Inclusion, ICT  

Commencement: 

Pilot project of programme commenced in 

March, 2016 with Heritage Bank as the pilot 

bank adopted by the CBN 

How to apply: 

Eligible youth can apply for the loan through 

this portal http://www.yiedp-hbng.com/using 

his/her NYSC State Code. 



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  

1. Training and capacity building with empha-
sis on the following areas:  

• mind-set and attitudinal changes required to 
survive as entrepreneurs,  

• separate business entity concept, 

• the importance of integrity and compliance 
with tax laws  

The business environment is changing so rap-
idly that relying on old management strategies 
and concepts will be unhelpful today to grow 
any business. 

2. Professional Support Service to mentor, 
coach and help, on site and off site, in the fol-
lowing areas: 

• People side 
of manage-
ment including 
recruitment, 
remuneration 
and retention 
strategies 

• Keeping ac-
counting rec-
ords that in-
vestors and 
financial insti-

tutions can have confidence in 

• Ensuring compliance with tax laws including 
monthly tax returns 

• Finding market for products and services 

• Access to legal opinion and advice on trans-
actions that may have legal implications 

The recruitment approach for big companies is 
quite different from the approach for MSMEs, 
not only because they do not have the re-
sources to hire professional recruiters, but 
also because they cannot pay competitive 
salaries. 

YOUTH ENTREPRENEURSHIP SUP-
PORT PROGRAMME (YES-
PROGRAMME) 

The Youth Entrepreneurship Support 
(YES) programme is a programme by 
the Bank of Industry (BOI) aimed at ad-
dressing youth unemployment in Nigeria.  
The programme will provide loan support 
at concessionary interest rate of 9% for a 
viable and innovative business idea after 
capacity building and empowerment 
training.   

Components of the YES Programme 

The YES Programme comprises the fol-
lowing: 

• Eight (8) weeks intensive online Entre-
preneurship and Business Management 
training which has the ability to test par-
ticipants’ understanding and track their 
progress. 

• Five (5) days in-class Entrepreneurship 
and Business Management training 

• Technical skills training in partnership 
with the various technical training and 
vocational institutes in the country. 

• Financing the businesses by BOI under 
its SME Cluster initiative in consonance 
with the United Nations Economic Com-
mission for Africa’s Commodity-based 
Industrialization Strategy. 

Eligibility: 

Age: 18 – 35 years 

Education: Minimum of Ordinary Na-
tional Diploma (OND) 

Features: 

Fund Limit:  N10.0bn 

Single Obligor Limit: Up to N5m loan 
(equity investment may be considered on 
a case-by-case basis) 

Interest rate:  9% plus 1% processing 
fees 

Tenor: 3-5 years 

Moratorium: Six (6) months from date 
of loan disbursement 

Call for application closes April 30, 2016 

www.boi.ng 

 

“Don’t worry about 

funding if you don’t need 

it. Today it’s cheaper to 

start a business than 

ever.” – Noah Everett, 

founder Twitpi  
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SUCCESS TIPS FOR MICRO, SMALL 

AND MEDIUM ENTERPRISES 



It is therefore im-

portant to consider 

through whom, 

where and how best 

to reach your even-

tual customers 

wherever they may 

be and in whatever 

form they may want 

it. (shop, dept. 

stores, van sales, 

home delivery, re-

sellers, online etc) 
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FAMILIARISE YOURSELF WITH 
THE MARKETING MIX 

• Product  • Price 

• Place   • Promotion 

These are commonly referred to as the 4 ‘Ps’ 
of marketing 

1. PRODUCT 

This refers to what you have to offer- can be 
tangible products or services. Whatever it is 
must be driven by the needs of your target 
market. 

• Consistent quality • Availability 

• Meet the expected needs of customers 
(utility) 

• Well presented, delivered or packaged 

2. PRICE 

• Pricing is very crucial in the success and 
otherwise of any product or service.  

• A product must not be overpriced or under-
priced in the eyes of the customer. 

• Therefore, a careful scanning of the environ-
ment and the psychology of customer in view 
should inform the pricing of any product. 

• Consideration of the competing products 
within the same environment is also an im-
portant factor 

• However, it is important that you don’t either 
under price or overprice your product out of 
the market. 

• Pricing should also be made dynamic to re-
flect seasonality and economic activities as 
well as the need to clear one’s inventory 

3. PLACE 

• This essentially refers to the way and medi-
um a product is presented or channeled to the 

end users. 

• Depending on the 
kind of products, 
there could be many 
intermediaries be-
tween the producers 
and the end users. 

 It is therefore important to consider 
through whom, where and how best to 
reach your eventual customers wherever 
they may be and in whatever form they 
may want it. (shop, dept. stores, van 
sales, home delivery, resellers, etc) 

 

4. PROMOTION 

Since we cannot smile in the dark and expect the 
other people to know that we smiled, whatever 
we do must be made known to potential custom-
ers in the most effective ways within the limits of 
our ability 

• Personal selling • Public relations 

• Advertising  • Sales promotion 

• Social / new media marketing 

CUSTOMER WINNING TIPS 

• Create customer value- people no longer buy 
goods, hey buy value and utility 

• Be innovative in your products and service- do 
things differently, let the customer have an im-
pression of value addition 

• Let the customers know what they stand to gain
- this is called value proposition (your appeal) 

• Communicate in a 
compelling and pas-
sionate manner 

• Provide avenues for 
trial purchase. 

• Make your product offering very attractive by 
way of good packaging 

CUSTOMER RETENTION TIPS 

• Go after lost customers to bring them back. 

This means you have to be sensitive and know 

who has stopped buying. Customer records/ data 

are essential 

• Communicate with your customers frequently 

even on non-commercial basis.  

• Get to know a lot of personal information about 

your customers and relate with them first as 

friends before being customers 

• Delight your customers once in a while by way 

of over delivering on your promise 

• Treat each customer uniquely as if they are the 

only one you have got 

• Do customer satisfaction surveys periodically 

and utilize the findings 

• See a business relationship beyond being 

transaction but a lifelong relationship 

• Follow up on each purchase to see how well 

they meet the needs of the customer. 

Beckley Small Business Newsletter 

BASIC MARKETING TIPS FOR SMALL BUSINESS  



 

 

info@beckleyconsulting.com 

www.beckleyconsulting.com  

ABOUT BECKLEY CONSULTING: Our main objective for 

being in business is to stimulate the emergence of effectively 

managed Micro, Small and Medium Enterprises (MSMEs), and 

provide them with professional support services in accounting, 

marketing, human resources, taxation and legal services 

We believe in mindset change for the typical entrepreneur, 
through training/workshop and information sharing, to imbibe 
the discipline and commitment required to manage a small busi-
ness successfully, including keeping appropriate accounting 

records and complying with statutory requirements.  

. 

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

 
QUIZ OF THE MONTH (Answers in the April 2016 edition of the Newsletter.) 
 
1. What is the key to business success: 
 A. business knowledge    B. market awareness   
 C. hands on management  D.sufficient capital  
 
2. My customers are:  
 A   always right   B. too fussy  
 C.  demanding   D. worth listening to 
 
3. The best competitive advantage is: 
A. experience  B. understanding what the market wants   
C. confidence   D, conducting a business ethically 
 
4 I think business plans are: 
 A. nice but not necessary B. something I can do with my accountant  
 C. useful and informative  D. essential – wouldn’t do business without them 
 
5. What does a business need most? 
 A. money   B. market research   
 C. help    D. time  
 
6. What is essential to marketing? 
 A. market research  B. customer awareness   
 C. experience   D. testing 
 
7. The financial statement that reports the revenues and expenses for a period of time such as a 
year or a month is the 
 A. balance sheet   B. income statement   
 C. statement of cash flows 
 
8. The financial statement that reports the assets, liabilities, and stockholders’s (owner’s) equity 
 A. balance sheet   B. income statement   
 C. statement of cash flows 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

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 February 2016 Quiz 

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

5. B  6. D  7. C  8. B 
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