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  DEDICATION




  This book is heartily dedicated to all entrepreneurs determined in their little or great way to impact and change the lives of others across Africa. Just so you know, your labour of love won’t go unrewarded by God, keep up the good works and never give up!




  Also to every follower of Strive Masiyiwa’s official Facebook page, I believe we all are being taught on a regular basis by a great teacher, leader and mentor; to not wait for someone else or even the government to do what we think should be done, that would benefit others, but rise and act relentlessly to make it happen!




  And it is upon this profound lesson that I got inspired to put up this work for you and the many other entrepreneurs who’d love to have these priceless lessons handy.




  Seth A. Thomas




  February 2019




  




  
ABOUT STRIVE MASIYIWA
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  Dr. Strive Masiyiwa (born 29 January 1961) is a London-based Zimbabwean businessman, entrepreneur, and philanthropist. He is the Founder and Executive Chairman of Econet Wireless, a diversified global telecommunications group with operations and investments in over 15 countries.




  His business interests also include renewable energy, financial services, media and hospitality.




  Masiyiwa serves on a number of international boards, including Unilever, Rockefeller Foundation, the Council on Foreign Relations’ Global Advisory Board, the Africa Progress Panel, the UN Secretary General's Advisory Board for Sustainable Energy, Morehouse College, Hilton Foundation's Humanitarian Prize Jury and the Kenjin-Tatsujin International Advisory Council.




  He is one of the founders, with Sir Richard Branson, of the global think-tank, the Carbon War Room, and a founding member of the Global Business Coalition on Education. Masiyiwa took over the Chairmanship of the Alliance for a Green Revolution in Africa (AGRA) from Kofi Annan. He is also Chair of the Micronutrient Initiative, a global organization focused on ending child hunger and improving nutrition.




  In 2012, Masiyiwa was invited by President Obama to address leaders at the Camp David G- 8 Summit on how to increase food production and end hunger in parts of Africa. In 2014, he was selected to Fortune Magazine’s list of the “World’s 50 Greatest Leaders”. As a philanthropist, he is a member of the Giving Pledge, and his contributions to education, health and development have been widely recognized.




  He has won numerous accolades and gained international recognition for his business expertise and philanthropy, and is considered one of Africa's most generous humanitarians.




  Masiyiwa has used his wealth to provide scholarships to over 100,000 young Africans over the past 20 years through his family foundation. He supports over 40,000 orphans with educational initiatives, as well as sponsoring students at universities in America, The United Kingdom, and China.




  Over the last few years, Masiyiwa has devoted his time to mentoring the next generation of African entrepreneurs on Facebook. Facebook has identified his platform as having the most engaged following of any business leader in the world.




  Masiyiwa also funds initiatives in public health and agriculture across the African continent. In 2017, he ranked number 33 along with Elon Musk and LeBron James as the World's greatest leaders.




  Dr. Strive Masiyiwa has a networth of about $2 Billion USD (April, 2019), ranking the 11th richest person in Africa. He's also listed among the top 100 most influential people on Earth in 2019 by Times 100. 




  In the month of May 2019, he was awarded with an honorary doctorate of Humane Letters by Yale University, United States for being a passionate humanitarian with so much cloud of unrelenting efforts to impact Africa and the World at large. 




  Source1




  Source2




  




  JUST BEFORE YOU BEGIN




  Before you commence reading this book, there are a few important thoughts posted some time ago by Coach Strive Masiyiwa as comments to his Facebook posts that I’d like you to see. They are and have been my major motivation before and during the compilation of this book.




  The contents of this book are very, very much and you, like me might want to give up if you don’t get a full grasp of the wisdom in what I’m about to share with you…




  He wrote:




  1. “Before I start anything, no matter how good it is, I always ask myself “can I stay the course?”




  There are a lot of truly brilliant people out there, but they often have nothing to show for it because they quit too easily. If I start something, I will not quit! That’s me!




  Consider this FB page, for instance:




  I have stayed the course with you.




  Week in, week out. For over five years.




  No excuses about being busy, or traveling.




  I make time. If I know I’m going to be away I write several of them.




  Why?




  I made a commitment to do so!




  Remember the words of the Prophet Jeremiah:




  “If you have been wearied in fighting with men on foot, what will you do when the horseman appears?”




  If you struggle just to follow a two page write up, what will you do when you have to run a business proper?




  #Stay the course, in anything you start.




  Be persistent, consistent, and patient.”




  





  2. “Reflection:




  It does not matter when you joined this platform. However, for the things I say to benefit you and your entrepreneurial venture (even Not for Profit (social) ventures):




  You must take time to go back to the very beginning, and read through EVERYTHING, that I have said.




  Study everything carefully with the “intention to do”: The moment you spot something you can do, do it!




  This platform is not a place to “follow” my activities as you would a celebrity. It is a living reference point for you as an entrepreneur.”




  While I read these thoughts myself, I felt he was speaking directly to me. So I told myself (while I was just starting to compile this book) that I must finish this course! And to God be the glory, I did! It pays to stay the course.




  Be transformed friend!




  




  





  INTRODUCTION: STRIVE MASIYIWA TALKS ENTERPRISE IN AFRICA.
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  _Entrepreneurship without skills, limits your growth potential.




  – We must turn our vast army of entrepreneurs, in Africa, into skills based, “enterprise builders”.




  – Of the 2.5 quintillion bytes of data, in the world, today, 90%, was created in the last 2 years, the digital age has finally arrived.




  -Young African entrepreneurs, should focus, on acquiring as much skills, as possible, if they want to grow their businesses.




  Econet Wireless founder, Strive Masiyiwa, commenting whilst on a trip to Nigeria, said the next generation of African entrepreneurs, should be “enterprise builders”, which can only happen, if they focus on businesses that are skills based. “My mother was a trader, just like the mothers of many of you; that is because they did not have opportunities, to be electricians, builders, and mechanics. Otherwise, they would have been electrical contractors, builders, and auto dealers. When you go into business, arm yourself with a skill, so that you are not just trading goods.” Mr Masiyiwa, said Africa, needs more than entrepreneurs,” we want entrepreneurs, who have a vision to build enterprises, because it gives us greater capacity to harness, more jobs and more wealth for our nations.”




  Mr Masiyiwa, said that whilst the digital age, was ushering in a new age of “extraordinary opportunities in entrepreneurship.” He also urged young people across Africa, not to neglect some of the basic skills, such as plumbing, carpentry, farming, electricians, “these things may not look all that glamorous, but let me tell you, today you can be a billionaire, in Africa, if you are a good plumber, and know how to build an enterprise. Don’t neglect these classical trades. A school certificate, is not what feeds a family, it is when you use that certificate to get yourself a trade certificate, such as carpentry, or motor mechanics, or computing, that you learn to feed a family, and grow your nation.”




  “When I see a young person at the street corner, chasing cars to sell something, I always wonder to myself, what would happen, if we armed that young entrepreneur, with a basic skill like carpentry, mechanics, plumbing, or farming skills. If we arm, these young entrepreneurs, (because this is what they are), with basic skills in both the traditional trades, as well as digital skills, we can double our growth rates, in Africa. If we can give our university graduates, the entrepreneurial zeal of our street traders, we will have an enterprise revolution, in Africa.”




  Source:www.econetwireless.com/strive_masiyiwa_blog/index.php/strive-masiyiwa-talks-




  enterprise-in-africa/




  13 eptember 2013




  




  
1. “WHAT IS THAT IN YOUR HAND?”
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“And the Lord said to him, what is that in your hand? And he said, a rod.”




  When Moses encountered God in the desert, The Lord asked him a simple question, “what is that in your hand?” As many people familiar with this story will tell you, over the years the “rod of Moses” became known as the “rod of God,” yet it was the same rod. That rod, was used in all the miracles of Moses.




  Again, when Jesus wanted to feed a multitude, He asked for what was available. A little boy offered his lunch, and The Lord used it to feed thousands of people. I want to extract a simple but powerful principle from these two stories; which is that, it is not true that you have “nothing” in your hand to use to make an impact in your life or the lives of those around you.




  For you to be reading this post, you have a cell phone or computer in your hand, even if you are in an Internet cafe. When God wants to solve a big problem He likes to use what is in your hand, even if it seems like it is nothing or inconsequential




  So if God visited you today and said, “What is that in your hand,” would you answer, “Facebook” or even the “Internet”? Would you say, “Lord, I have a computer in my hand, I know how to use it.” There is nothing you cannot do, with just the Internet or Facebook. The question is, “what are you going to do with it?” Success and prosperity are nothing more than a way of thinking. We need to think differently about these things. We need to think about what we can do with the Internet or even Facebook. When the Chinese saw applications like Twitter, or Facebook, they rushed to create their own sites, such as Baidu, Tencent and Alibaba. A few weeks ago I shared with you the story of Jack Ma, the founder of Alibaba, which is now bigger than Facebook. Jack Ma was an English language teacher and not a computer expert.




  Recently I was in Kenya and I saw what young people have begun to do in that country with social media and the development of apps. I was so excited, I immediately set up a business there to help tap into some of these ideas. The same is beginning to happen in Nigeria. It is good to be able to “use” platforms such as Twitter and WhatsApp, but it is better to think in terms of “what can I really do or create with this?”




  I was in the church meeting where Pastor Chris challenged Christians to set up their own social media site. Within a few months, the Christian blogging site Yookos was up and running, and I agreed to chair the company. It was created by young Christians from Sout Africa, Nigeria, UK and Zimbabwe collaborating on the Internet. Today, it has more than 20 million registered users! Imagine if Moses had complained about the heat in the desert, or complained about not having enough money, or about the economic situation. If he had done that, I know for sure God would not have used him. There is room for an African Alibaba; there is room for an African Facebook; there is room for an African Twitter. Africa has 1bn people, which will double in your life time.




  God: “What is that in your hand?”




  Man: “It is the Internet Lord”




  God: “What is that in your hand?”




  Man: “It is Facebook Lord”




  God: “What is that in your hand?”




  Man: “My cell phone Lord”




  God: “What is that in your hand?”




  Man: “It is my bicycle Lord”




  God is the same God, yesterday, today, and forever. The God of Moses is very much alive, and He wants to use you to change your world. As far as He is concerned, what you have is enough!




  “What is that in your hand?” I have meditated so much on this simple question ever since I read it in the bible. If you have faith, there is nothing too little or too small. Faith is the response of the human spirit to the Word of God; so when the Word of God, says to you, “what is that in your hand?” What will your answer be?




  




  
2. THE DECISION THAT CHANGED MY LIFE AND PUT ME ON A PATH TO VICTORY
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When we lost the Supreme Court case in June 1994, I was totally devastated. Two years of work appeared to have gone down the drain. My dream was shattered. The lawyers made it clear that there was no appeal possible, and we packed away all the files. 




  Although four years earlier, I had survived abduction by what I believed, at the time, to be divine intervention; I never pursued this further from a spiritual perspective. Church for me remained a place of funerals and wedding ceremonies.




  When we got married, my wife tried very hard to get me to go to church, but whilst always respectful of her values I never went. On Sundays, I would drop her and our, then young daughter, at her church and go for my weekly squash game with “the boys” and dutifully pick her up, after the service. She was then pregnant with our second daughter.




  On the Sunday after our Supreme Court defeat, I was still too gutted to go and play with the boys, but I took my wife to her church, as usual. She begged me to come in with her, but again I refused. I drove round the block and decided to return…… I sat at the back, by myself. My wife did not know I had returned: It was the first time, in my life; I had listened to a church service, without the compulsion of duty for an event held there. It seemed as though everyone in the room, except me was so happy! The young American pastor was preaching about Jesus Christ, whom I thought I had known all my life. And yet now I realised that I did not know Him; I only knew of Him. Disturbed, I left hurriedly and went and sat in the car.




  Throughout that week, I continued in my miserable daze, but I was also disturbed by what I had heard, in that service…. I went back the following week. At the end of the service, there was a call for those who wanted to “accept Jesus Christ, as Lord and Saviour”. I stood up, and went to the front. This is, and shall ever remain, the most important decision of my life.




  “Now that you are “born-again”, you must read your bible everyday”, the Pastor said, to the small group of us standing in front of him, after he had led us in prayer.




  Arriving home that day, I realised that the misery of my court defeat, had completely lifted. It just seemed so unimportant. Sitting down that afternoon, with a borrowed copy of the New International Version Bible, I sat down to read the bible for the very first time, in my life.




  Since the Pastor had said, “read the bible”, I presumed that you must read the whole thing (cover to cover); and my wife did nothing to disabuse me of that: I just read, and read, and read…Often, I would read the whole day, and the whole night… Finally, I finished it after about three weeks.




  What I did not tell anyone at the time, (including my wife), was that almost every night I laid my head down to sleep, I would begin to have quite extraordinary dreams…




  One evening, I attended a special church event, held at a local hotel. The Pastor preaching had never met me. As he preached, he suddenly stopped:




  “There is a man in this room, you have been having these dreams…. in these dreams, and you are building towers, rather like broadcasting towers…everywhere, all over the world. God is asking me to tell you, that He is the one giving you those dreams, and He is going to make it happen. He has also given you a new heart; you are going to have such compassion. Please come forward, if you are that man.”




  There could have been 500 people in that room, that Sunday evening. I got up, and made my way to the front of the room.




  A few days later, a miracle would occur, which would take us back to court, in a very dramatic way…




  To be continued…




  




  
3. A MIRACULOUS PHONE CALL, AND A DRAMATIC RETURN TO THE COURTS






  [image: ]


Lancaster House, was the venue, in London of the negotiations to end colonial rule, in the then Rhodesia, which is now Zimbabwe. It was there the first Constitution to be adopted by the country, was agreed at the end of 1979.




  ‘There is a clause in the constitution, which specifically says that every Zimbabwean “shall have the right to impart information, without hindrance.” …. I was there, when it was adopted. Discuss it with your lawyers; I think it could be helpful with your case. It’s not over, if you have the courage to go to the Constitutional Court.’




  ‘This caller of yours, did he also tell you that you have to file a completely new application; one that has nothing to do with the PTC? If you want to strike out a monopoly, you have to sue the government, before a special court, that rarely meets, called the Constitutional Court.’ This was the opening remark of Advocate Adrian De Bourbon, as we sat down in his office, with my lawyers, from Kantor and Immerman. We had gone there to get his legal opinion on whether; a special application could be made to strike down the monopoly of the PTC, to allow private companies to offer telecommunication services. He continued, ‘I have studied Clause 20 of the Constitution very closely, I believe it is possible legally to strike down this monopoly, on the basis that it is hindering freedom of expression. Our challenge is that is has never been done anywhere in the world; and there are monopolies like this everywhere, including in the developed world.’




  It was not a long meeting, and it ended by my authorizing them to start working on the papers.




  I asked them not to file, until I was ready. And by this I meant, “Spiritually” ready; meaning weeks of prayer and fasting, until I knew The Lord wanted me to proceed…




  I never saw my caller after that call. He did not call me again. Then one day, more than 10 years after the call, he called me, and told me he had been diagnosed with cancer. I arranged to visit him, with a friend and Brother-in-Christ. He had specifically asked that I come and discuss my faith in Jesus Christ. Taking my bible, I carefully took him through my own journey to believing, and accepting that Jesus Christ is the Lord. I will never forget the expression on his face, when he said quietly, “yes, I believe … Yes, I believe … What shall I do?”




  And with that, I led him through the prayer of salvation in Jesus Christ.




  “All along, as I watched you fight, I thought it was courage. I kept saying, this boy has courage, but it was not really courage…now I am beginning to understand something.” He later remarked.




  “No, Mukoma (senior brother), it was not really courage, as people usually think of courage, mine was simply an outward manifestation of what we call FAITH.”




  He died peacefully a few weeks later.




  God bless you.




  




  
4. UNDERSTANDING BUSINESS MODELS (PART 1)
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"When did you first see the opportunity?"




  When I first started Econet Wireless, I travelled to South Africa to meet the senior leadership of one of the leading mobile network companies. I was looking for investment into our business. I did the customary pitch and offered them 40% of my business. For some of you who have seen Shark Tank on Kwese Inc., it was a similar experience!




  Their CEO balked at my price. "No way!" he said. "That is just too expensive!"




  For several weeks we haggled over the price but we could not bridge the gap, and we decided to go our separate ways.




  More than 10 years later, I ran into the chairman of that company at a reception, and he pulled me aside and said, "I really regret that we did not do that deal with you. Now I realize that your business was worth a lot more than you were asking for."




  He nevertheless congratulated me and we kept close and friendly contact until he died. He was a wise old man.




  This has happened to me many times. Sometimes I'm the one who walked away from a potential investment and sometimes I'm the one who missed out on a potentially great deal. It's all business!




  In that particular case, there was a reason we could not agree: I believed that the potential for growth in mobile phones was multiples higher than what they were projecting.




  __Even though we were both in the same industry and could be considered experts in our field, we had a dramatically different view on the impact of a new technology: "Pre-paid payment" system!




  (At that time you could only get a contract. The pre-paid technology was invented in Israel, and it totally transformed the industry, allowing billions of people to get access.)




  I believed it would change everything. They thought my assessment was exaggerated.




  There are so many new technologies coming through these days. Do you know what great technology is going to dramatically impact your business or the company you work for? Years ago I used to keep a quote from William Goldsmith (one of the first British billionaires)




  Which said:




  "If you see a bandwagon, it is already too late." What do you think that means?




  Let's talk.




  End.




  





  Some reflections and thoughts:




  1. A dear friend who worked in South Africa, came to see me once to ask for a loan to start a cross border trucking business moving copper to DRC.




  I told him I would not give him a loan for two reasons: 




  Firstly, it was not his area of expertise, as he had spent his career in a totally unrelated industry. "These things always look simple from the outside until you try it. Why don't you use your vast expertise in your own field to start something new and exciting" I urged in vain.




  Secondly, I knew it was a "bandwagon" he was trying to follow, as he kept telling me of other Zimbabwean guys in "SA who are making a killing!" 




  I refused to give him money but being determined he must have found it elsewhere. He went bust after much pain, acrimony and anguish.




  2. If you see an interesting new venture happening in another part of the world, or even in your country, and you move quickly to get it into a new market, then you are a "fast follower". You might have seen Starbucks, and it is not in your country yet, and can get the franchise, fantastic, do it! Only don't wait until the whole street has Starbucks, before you are satisfied it will work!




  3. "What about being a "fast follower" you might ask? The "band wagon follower" is not "fast"! This is the guy still dreaming of a shop or grinding mill at a village where the first shop and grinding mill came 50 years ago.




  4. 20 years ago every electronics and electric company in the world was trying to make a cell phone. There were hundreds of brands as everyone jumped on Nokia's bandwagon. Then 10 years ago a young computer guy came up with a disruptive idea by putting a computer in the phone, and called it a Smartphone. That guy was Steve Jobs of Apple.




  The other bandwagon led by Nokia crashed, including Nokia. There is now a new bandwagon but only a few guys that followed are making money.




  




  
5. UNDERSTANDING BUSINESS MODELS (PART 2)
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When you see an opportunity, get STARTED! A case study.




  I knew it would be the next big thing. It was time to act, and be a "fast follower..." The product opportunity I saw: Mobile Money. I've been watching the developments at Kenya's M-PESA, talking to friends in the industry, reading about it, and had even made a secret visit there to look for myself. I also knew what was happening in other parts of the world, in places like the Philippines and Bangladesh...




  First step (to answer one of your questions at the Tanzania Town Hall): Do your homework!




  Next step (yes, you've heard it before): #People.




  I needed a small team of people of highly-motivated entrepreneurial executives. I plucked a guy working for us in Burundi, and asked him to move to Nairobi, the epicentre of this new Mobile Money revolution. He didn't report to anyone else, except me. Every week he wrote me a report on his observations. Sometimes we would talk for hours on the phone:




  "Sir, there are some smart Kenyans I think we can get..."




  "Sir, we can get developers from Cape Town. Can I go see them?"




  "I have found a guy in Cape Town but he won't move to Zimbabwe, can I ask HQ to hire him and keep him in Cape Town?"




  "Sir, the best platform for us to use is in India. Have made contact. We need to travel to India to see them..."




  Months later:




  "We have a system up and running in Burundi. It's small but we're learning fast..."




  "Sir, I have been working with HR's talent management team. We're tracking some really smart young people who we think we could recruit and train to run with this. There are also some people in our system who want to try something new..."




  __The #People and #Product were coming together nicely.




  Next step: #Process.




  "We need the 'Process builders' to get involved heavily now, because the business plan is looking good!"




  "I love it!!"




  # Finance systems? Check.




  # IT systems? Check.




  # Legal systems? Check.




  # Marketing? Check.




  # Sales? Check.




  # Recruitment? Check.




  # Distribution? Check.




  # Training? Check.




  # Logistics? Check.




  (What else? You tell me).




  Check!!




  "Bring on some really experienced talent for process. You can even use consultants. This business will require complex processes for recruiting and managing dealers." 




  "We also have a very sensitive product... Money!"




  "Sir, our competitor in (x) is rushing to market with a similar service. What should we do, because we're not ready?!"




  "Neither are they, so stay the course. Don't cut corners, even if it means they get a year's head start. We'll beat the pants off anyone who goes into the market with a half-baked idea.




  __Intense meetings took place every day on getting the #Processes right!




  Twelve months later:




  "Sir, Burundi is looking great. Can we scale to a bigger market now?"





  "Not yet. I need to see more data."




  "Bring your team."




  After listening to them: "What do you want to call this great service of yours?"




  "Sir, we were thinking to call it EcoCash."




  "I like it. Go ahead."




  Fast forward 10 years:




  The executive who set it up is now one of the most senior members of our organization. He runs our financial services business called Cassava Fintech, based in South Africa. Their operations cover every aspect of Mobile Money including Digital Banking, Payment Systems, Mobile Insurance, Remittances, and eCommerce. They are active throughout Africa, and even in the U.K.




  __Another question from our Town Hall meeting this week: "If you feel like you want to give up, what do you do?"




  There were times when things broke down completely, and crisis meetings. Sometimes I had to fire people who failed or were not up to scratch. Sometimes people resigned or were poached! We lost so much money in the first two years that some of my more senior executives were actually begging me to shut it down. Yes, we almost shut down EcoCash before it took off!




  This year the GSMA (the organization representing Mobile Network Operators from around the world), meeting in Barcelona, Spain named EcoCash the best Mobile Money Solution in the World for 2017!




  __How did we do it? We kept our focus on the 3Ps.




  If you want to find out more about "People, Process and Product" (and much more) go to Kwesé Inc. (channel 405 on Kwesé TV). If you want to learn more about Cassava Fintech, visit the website: http://cassavafintech.com.




  To everyone who took part in our Tanzania Entrepreneurship Town Hall (from Tanzania, here on this platform, all over Africa and the world via live-stream on FB) and to our hosts in Tanzania: Thank you. I really enjoyed meeting you and look forward to another one soon.




  To be continued. . .




  





  Some reflections and thoughts:




  1. What are you doing about the next big thing? What are you "seeing"? Driverless cars, the rise of robots, AI, (civilian) drones... These are just some of the things that should be keeping young minds like yours in total hyper-drive, irrespective of your industry.




  2. Sometimes you're the one who invents it, and sometimes you see an opportunity from what someone else is doing. You have to get an understanding through intense research until you know how to innovate, and make it your own. M-PESA was a remarkable idea, but we had to develop our own product even though we were a "fast follower." And we never stop innovating on our own version of the products.




  3. I urge you to keep going through this post to appreciate certain key principles. If you are wise you will see that I have used the same approach time and time again when launching a new business idea:




  i. I researched the PRODUCT (or service) intensively. I tried to introduce my own innovations to it.




  ii. I looked for PEOPLE to help me who were extremely talented and experienced.




  iii. I mobilized around PROCESS. You have to be methodical in your approach. Allow yourself the room to learn and study on a small scale before expanding rapidly. Money comes through PROCESS.




  4. Being able to raise money for a venture is itself a function of the three P's. Investors and even bankers evaluate the three P's when making a decision on funding. 




  Think about it and give me your thoughts.




  If you have been watching Shark Tank, The Profit and other shows on Kwese Inc., you will get a deeper insight into how each investor looks at these things.




  




  
6. PEOPLE, PRODUCT, PROCESS...
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Profit!




  One of my favorite shows on Kwesé TV is "The Profit." In it a wealthy entrepreneur called Marcus Lemonis goes around




  helping entrepreneurs to fix their businesses and make them bigger and more profitable. He invests his own money. By now you all know that a "profit" (in simple financial terms) is the money earned after you subtract all the costs of producing AND selling your product or service.




  To make sure a business makes a "profit," there are three things Marcus always emphasizes:




  # People.




  # Product.




  # Process.




  When a business fails, it's usually because one or more of the above have failed. When a business is a success, it is because all three ingredients are working well. It really is that simple...




  We've gone over some of this before but let's remind ourselves briefly:




  # People




  If you have skilled people who know what they're doing and are well motivated to deliver for the business with passion, that's central.




  In the most successful companies in the world, they don't talk of people, they talk of talent.




  A successful organization must have "talent" in its ranks. The more "talent," the better it is. Talent doesn't come from having a position, it comes from having skills. It's what you are trained to do.




  Having a title of "General Manager," "Chairman," "CEO" or even "Minister" means nothing if you don't have any skills. You cannot operate above your skills simply because you have a title! It's remarkable how many people believe that a promotion to a top position somehow imbues them with skills they did not previously have.




  # Product




  You may have a great team of talented people but that's meaningless unless you have (or your talented team develops) a product or service that customers want and are willing to pay for. It's not as straightforward as it might seem. What makes a good product? Packaging, pricing...




  (Your turn: what else?)




  # Process




  Last but definitely not least, having the best #Talent and #Product will not be enough unless you have #Process (operational procedures) that enable you to (efficiently and effectively) raise money, build a business, manage cash flow, go to market, sell your product, listen to your customers, etc.




  # Process is what enables you to make profits! (And not just today, but going forward.) On "The Profit" you'll find that most entrepreneurs are highly talented and have a great product but they're clueless about putting in place proper processes. Sometimes you will feel like crying when you see the anguish of some of these entrepreneurs as they fail to grasp the challenge of process. It's an amazing show and I urge you to see it even if you don't own a business.




  Now if you study everything I've ever said on entrepreneurship, it really revolves around:




  # People.




  # Product.




  # Process.




  To be honest, this applies to any organization, even if it's "not for profit." I could say it even applies to government administration (federal, national or local).




  Now it's your turn: tell me about the "process" in business that you find most challenging and, how you're tackling it, if you are!




  End.




  Some reflections and thoughts:




  1. One day my car would not start, and I took out my toolbox and began to tinker around; after all I'm an engineer, right? Wrong! Two days later I had the entire engine on the floor. When I finally called a mechanic, I had done so much damage it cost me more to fix the damage I had created than the original problem! I'm not a mechanic or a mechanical engineer. What I did was total foolishness.




  2. If you work for me, I'll never deploy you on something you don't have either the qualification or talent to do. I don't like chancers or pretenders. You are either qualified for a certain role or you are not; you have the skills for it, or you do not. It doesn't make you a lesser person. I have neither qualification nor skill to carry out brain surgery so I cannot say "let me try"!




  3. Most entrepreneurs that I've ever met are themselves very talented and supported by talented hard working employees. The challenge for them is usually getting "process" right.




  4. I think I told you this story before: I once visited an old man who ran a very successful Supermarket at a busy center. He told me he started work at 4am, and left every day at midnight. Whilst he was trying to impress me by how hard he worked, all I could see was a man who had not mastered process!




  The guys who own Walmart have thousands of stores which are much bigger, and they have probably never even visited them...it's all about process.




  




  
7. KEEP YOUR EYES OPEN FOR THE BY-PRODUCT
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One new thing leads to another...




  I remember in 1993 sitting down to develop my first business plan for mobile phones. I was trying to borrow money from a local bank...




  All we knew at the time was that we were trying to replace the fixed line phone with a mobile phone, so the only change we could see was the "mobility," which was itself revolutionary!




  I know this sounds funny, but the common wisdom at the time was that most people would keep their phones switched off, and would only switch them on when they needed to make calls. There were newspaper articles in which people complained about how rude it was for people to answer their mobile phones in public!




  As mobile operators we saw Voice Mail as being very important, but the challenge was: How would people know if they had a call when the phone was switched off?




  So someone came up with the idea of a "short message" to inform people that they had a missed call... that's all it was meant to be!




  SMS began to evolve until people used it to send messages to each other, and it evolved further and further... until it gave birth to the email in the age of the Internet!




  Today most mobile operators generate more revenue from what we call data or broadband than from voice calls!




  __What's the moral of the story today?




  # In whatever business you are in, there is an "SMS type" by-product just waiting for you to discover it, and which could become the mainstay of your business in the future.




  It almost always begins as something small and seemingly inconsequential. Your job is to spot it... and to do so before others do!




  I haven't asked you this lately, but you've heard me say it time and again: What do you SEE?




  You don't have to tell us here, just keep those eyes open for by-products and more...




  





  Some reflections and thoughts:




  1. "The first simple rule in life: If you don't go after what you want, you'll never have it." (seen on Pinterest)




  2. During one of my trips to the US, I had a chat with a certain African leader (on the side-lines of a conference) about how they could attract investment into their country in the Health Care industry. The next day I had a call from his Minister of Health, it was a Sunday: 




  "What time is it over there?" I asked surprised. 




  "2 am. The President just called me."




  #No one owes you a living: seize the opportunity when you get it!




  It does not matter whether you are an entrepreneur, an employee or civil servant, if we are going to make a change in this world, we must seize every opportunity with a sense of urgency, and passion.




  




  
8. REFLECTION ON MY GREATEST PITCH EVER (SO FAR)
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The audacity of faith, plus a LOT of preparation and practice.




  Listen to me, child of Africa, (and indeed any entrepreneur from wherever you are): I know there are hurdles that appear so insurmountable to you right now. I'm here to tell you thatyou can overcome and reach your dreams!




  Here's a story some of you have read (parts of) before: When the government of Botswana issued a tender for two mobile licenses in 1997, they hired a team of international experts from Sweden to help adjudicate offers from five companies. (I've spoken at various times about the faith in God that led me to submit a bid but I will not talk about it today).




  Then-candidate Barack Obama was propelled into the Presidency of the United States by what he called the Audacity of Hope, and I say (in the same token) that I was propelled into business by what I call the audacity of faith!




  # Faith, hope and love; these three abide!




  There were five bidders: MTN, Vodacom (in partnership with Botswana Telecoms), Bharti of India, France Telecom (Orange) and Mascom Wireless (the name I gave my consortium, which was short for Masiyiwa Communications).




  The consultants advising the Botswana Telecoms Authority asked each bidder to come make a pitch and answer questions. A full day was set aside for each bidder.




  Our competitors came in private jets. On our side, some of my team travelled by car from Harare in Zimbabwe (a day's journey) because we could not afford air tickets!




  # Did you know that Faith has a twin?




  It's called Grace!




  # We planned meticulously.




  # We rehearsed the bid questions over and over again.




  # We set up a mock process in our offices, and got a team to act as the adjudicators, and ask




  questions.




  # We practiced and practiced and practiced for two solid weeks!




  When the day came, we appeared before a panel of adjudicators made up of Botswana government officials and telecoms experts from Sweden. The meeting was chaired by a leading Botswana lawyer called Mr Moses Lekaukau, a huge man with a thundering no-nonsense style.




  I began my pitch by greeting the chairman in Setswana, their mother tongue. I then went into my pitch.




  I can still remember some of the data that I used on Botswana's demographics, its economic growth, the potential market... numbers, numbers, numbers!




  After my initial pitch, they began to grill us on our presentation which was more than 900 pages: "On this page, you say that... Please explain, and what is the source of your data?"




  My team and I knew that document like the back of our hands, and we enjoyed each question. The grilling lasted the whole day. I was fasting on that day, too!




  A few weeks later the Botswana government announced the winner was Mascom Wireless and France Telecom (Orange) had come in second!




  It's is now 21 years since that "pitch." We went on to set up Botswana's and our own first telecoms business, which remains to this day the country's number one operator.




  Imagine my position at the time:




  # No experience;




  # Facing global competitors;




  # No money.




  I was also black. (In the minds of most people at that time, there was no such thing as a serious black entrepreneur).




  __Never allow yourself to become a "grasshopper in your own eyes," even if others see you as nothing more than a grasshopper.




  Since then, I've pitched to some of the greatest investors in the world, and global leaders including in 2012 to the G-8 leaders. My greatest pitch though at a personal level was this one in 1997 in Gaborone, Botswana. I will forever be grateful to the government and people of Botswana for the opportunity.




  Above all, I thank God for the audacity of faith that gave me an indomitable spirit that refused to accept my circumstances.




  End.




  





  Some reflections and thoughts:




  1. When we were well established in Botswana years later, the chairman of that adjudication process (who was now the regulator) told me that my pitch had made him examine his own faith even though I had said nothing about God throughout the presentation.




  From then on, our conversation would often end in a discussion about faith. He died several years ago. Africa has many unsung heroes, and he was one of them, because he allowed himself to listen with an open mind to young people (like I was at the time). 




  If you are a senior civil servant somewhere in Africa today, I urge you to reflect about what you're doing to help young people realize their dream.




  2. How we funded our bid. One day as I was walking in Harare long before the bid for the license in Botswana, but whilst I was fighting my legal battles in Zimbabwe; I ran into an old friend who had just returned from an expatriate assignment working for an international bank.




  "I'm thinking of starting my own bank", he told me over coffee. "I have a better idea; why don't you join me, and I will give you shares in my telecoms venture. I need a partner who understands finance at the highest level, because I'm just an engineer."




  And we struck a powerful partnership which was in place for 5 years before that bid in Botswana even took place!




  Years later he sold his shares through the public market and went to start his own bank.




  Now you understand how we were able to put the financing structure for our bid, enough to satisfy those Swedish consultants and the Botswana government experts.




  # You find partners that augment your own skills deficiency. This is not rocket science.





  Who are you hanging out with?




  3. A dear friend who was a road engineer told me that the biggest threat to a road was a seed: "A seed in the ground will break a concrete road if it gets just a drop of moisture," he said. "I can understand that," I answered quietly. "It's like when faith makes contact with a dream."




  




  
9. MAKING A "PITCH" TO INVESTORS
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The clock is ticking... are you ready?




  During the Transform Africa gathering in Kigali a few weeks ago, I took part in an event in which some really, really smart young entrepreneurs were pitching to a group of investors to take equity stakes in their businesses. The show was called Face the Gorillas.




  Each entrepreneur was given only about three minutes to make a "pitch" and then about 10 minutes to answer tough questions from the investors and to secure funding... right there and then!




  Watching the event, I knew within one minute who would get money, and who would not. And in most cases, it had nothing to do with the quality of their venture.




  I have been making "pitches" for finance for over 30 years. It is one of the core skills of an entrepreneur. You cannot delegate this, and no one can do it for you. If you're going to do a venture, whether for profit or as a social enterprise, you must know how to make a pitch.




  A few years ago, whilst traveling on business in the US, I came across a TV show called Shark Tank and became totally addicted to it. I have watched every episode that's ever been shot, and sometimes several times!




  I realized through this show that many entrepreneurs don't know how to make a proper pitch to investors or banks, to provide them the capital they need. This is one of my inspirations for setting up the 24-hour entrepreneurial channel called Kwesé Inc.




  # I told my team that they must go around the world and find content for Kwesé Inc. so that entrepreneurs can see how "pitching" is done.




  # We have spent millions of dollars ensuring that people across Africa can become immersed, day in and day out, in making pitches for capital.




  Listen, it's hard enough in Africa to raise capital, but opportunities will eventually come for you to get the attention of a financier (or banker) or even a venture capital investor. Increasingly, such people are taking an interest in Africa.




  __When you get that opportunity to make a pitch, don't mess it up by not knowing how to do it properly!




  I'm so excited to tell you that Kwesé Inc. has now recently started to show Shark Tank. It's ONLY available on Kwesé Inc., and nowhere else in Africa for the next three years. It has already started showing.




  There are other great programs which show how entrepreneurs make successful pitches for money, such as The Profit, Dragon's Den, and so on. We're also beginning to make shows specifically for African entrepreneurs, but how far we go depends on how much interest we get for the shows already on air. 




  On Kwesé Inc., we're also developing a new concept whereby we'll give an opportunity to entrepreneurs with an existing business or social enterprise to do a short three-minute video.




  We'll then ask their peers on this platform to view them and "like" them, if they choose.




  # The best will then be broadcast on Kwesé Inc., as a way to market (for free) those businesses across Africa, to millions of our viewers!




  # This is also partly how we'll choose the entrepreneurs who will come and spend time with me, as interns. We will be ready in a few months.




  If you want to watch shows like Kwesé Inc., you can only do so with a Kwesé decoder, which can now be bought either online or through a dealer in your country. Go to the Kwese.com website to find out how!




  Kwesé TV is now available in most English-speaking African countries, and we're now




  beginning to work on French and Portuguese-speaking countries, too! We'll keep you advised on progress.




  For those of you who are entrepreneurs, I have done my bit when it comes to the subject of pitching to investors for money. You'll find everything you need on those shows. Next year, we can discuss what you have learnt, and who knows... I might arrange for you to make a pitch to some investors.




  End.




  Some reflections and thoughts:




  1. A very famous friend of mine who is a music industry icon once complained to me that he'd gone to New York (the world's money capital) to raise money for a very good business proposal, but despite seeing everyone that matters, he failed to raise any. He was shocked to learn that I had repeatedly turned down money from exactly the same




  people he had seen. "I may not be a famous musician," I replied, "but I speak the language of money. You speak the language of music. I know how to make a pitch to investors, and you don't."




  "Please teach me!" he begged. Now he has lots of money for his projects.




  Some of you are going to have money coming out of your ears once you immerse yourself into understanding the world of finance and investment. It's not rocket science, but it has to be learnt nonetheless. #WatchKweséInc




  2. "Ideas don't come out fully formed. They only become clear as you work on them. You just have to get started. If I had to understand everything about connecting people before I began, I never would have started Facebook..." From Mark Zuckerberg's commencement address at Harvard.




  Enoughsaid!




  http://news.harvard.edu/.../mark-zuckerbergs-speech-as.../




  
10. "13 TIPS ON HOW TO DELIVER A PITCH INVESTORS SIMPLY CAN'T TURN DOWN" (PART 2)
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Be laser-focused.




  Image credit: Nature Picture Library. African fish eagle, Chobe River, Botswana.




  Many of you asked me this week to say a bit more about "pitching," including what the word really means. For an entrepreneur, a "pitch" is what you say and present to potential investors to market yourself, your idea and your business concept -- not just to inspire them to invest, but to rush to be first in the queue!




  Like I said before, our great reality shows on Kwesé Inc. are now the best place for African entrepreneurs to see and hear from the best of the best in the world on this topic... and also watch people who "fail" to get investment (which is the majority). You can learn a lot from them, too!




  Today though, in response to your requests, let me share the first of three parts of an excellent article from Entrepreneur magazine, written by Neil Patel, a young entrepreneur who gave me permission to republish it (remember the importance of intellectual property). It's called: "13 Tips on How to Deliver a Pitch Investors Simply Can't Turn Down." 




  Today I'll share #1 thru #4.




  I urge you to study and discuss each of these tips with your friends. You can also use them to assess the pitches and business approaches made by others on Kwesé Inc. shows like Shark Tank, Adventure Capitalist and The Profit, because it will help you understand what it takes to secure funding from investors, when you get your chance. It's important not to treat such shows as mere entertainment because they're there to help you sharpen your skills!




  Neil Patel's "13 Tips" are excellent, and I will republish them all. But let me give you the most important tip of all: Securing funding from investors who require you to make a pitch, is won or lost long before you arrive to make your pitch!




  __It's going to be decided by the PREPARATIONS you make in the months and weeks leading up to that pitch.




  In his article, Neil writes:




  "Your pitch is the single thing that could either get your business off the ground or plunge your idea into eternal oblivion. It matters. 




  The rule of thumb for investors is that for every 100 investments they make, only 10 will go big.




  Let me take that rule of thumb a step further. For every 1,000 pitches an investor hears, he or she will fund only 100 of them. Statistically, the odds for success are not great. You can beat the statistics, however, by crafting a pitch that turns heads and gets funded. 




  What are the ingredients of an ultra-compelling, irresistible, outstanding, and unforgettable pitch?




  1. Take only ten minutes. Timing is critical. The less time your pitch takes, the better. A brilliant idea means nothing unless you can distil it to a few moments of sheer power. The more concise you can be, the more effective you will be. Here are a few timing pointers:




  # If you say that you’ll take “only X minutes,” then take at least one minute less.




  # If you are told, “You only have X minutes to pitch,” then take at least five minutes less.




  # If you say, “One last thing” or something similar, then make sure it’s truly the one last thing.




  # Move at a good pace. Don’t rush at the end.




  # If you’re using slides, don’t get stuck on one slide for more than three minutes.




  Here’s the great thing about taking ten minutes. If the investors are really interested, they’ll ask questions. If they’re not interested, then you will have saved them (and yourself) some time.




  2. Turn your pitch into a story. 




  Storytelling is a scientifically-proven way to capture a listener’s attention and hold it. Besides, it makes your pitch unforgettable.




  Investors are bored with spreadsheets, valuations and numbers. If they want that information, they can get it. What you can offer that no term sheet can convey is the story and pathos behind your start-up. Everyone loves a good story, even the most data-driven investor.




  So, tell your story and tell it right. You're bound to gain attention, and the funding will follow.




  3. Be laser-focused.




  Investors' time is their most valuable asset. If you convey a respect for their time, they will interpret that respect as your ability to treat their funding with respect. Because time is important, you need to develop an absolute focus on the core components of your pitch. What are those core components? They're detailed in the following tips.




  4. Explain EXACTLY what your product or service is. Show your potential investors a picture of, or give them the actual product to handle. 




  Be careful not to drone endlessly on about your product. Honestly, investors don’t really care about your product as much as they care about the money that your product will make. The sooner you get to the good stuff -- the money -- the better. . ."




  To be continued. . .




  





  Some reflections and thoughts:




  1. "Give me six hours to chop down a tree and I will spend the first four sharpening the axe..." (Attributed to Abraham Lincoln, a skilled woodcutter (and lawyer) before becoming US president in 1861.)




  2. A few years ago, I spent two weeks preparing for a three-minute pitch. During those two weeks, I did nothing else but prepare for that one pitch! One day I will tell you about it. What I need you to understand is this: If you're not prepared to pour yourself into it, with every ounce of energy, passion, and skill you can muster, you will probably not make it!




  3. I listen to pitches every day of my life, mostly from executives within my own organization. The first thing I try to establish from what they are saying is how much time they put into what they're proposing, including their thought processes, research, collaboration with others, and application. I don't like to listen to ideas from people that have not properly applied themselves.




  4. Never get bitter when investors turn you down. Even in America where there are so many venture capitalists willing to take a lot of risk on new ventures, just 1 in 10 actually gets funding support!




  I cannot even count the number of times I have been turned down, even to this very day:




  It's all part of the game. Hey, even Real Madrid and Chelsea lost a few games last season! The key is to get up, dust yourself up, review what you said and did. Accept criticism where it was given, then try again! Sometimes I have even been back to the same guys (often several times) who turned me down, with something new, and we have ended up doing something together.




  Pride and bitterness have no place in successful entrepreneurship...perhaps life itself.




  5. #1. You must know your own country through its numbers. Things like GDP, GDP per capita, exchange rate, inflation rate, must roll off your tongue almost without hesitation.




  #2. You must know your industry in numbers. 




  [If you hear me speak about cell phones in Africa, I will give you a bewildering set of figures. I can also tell you who is making money and who is pretending to make money!]




  #3. You must know your business in numbers. 




  And by the way it does not matter whether or not you are in business or still at school. As an investor, if I ask you about your country, or industry, or business area; I'm asking for NUMBERS!




  There is nothing more alarming for potential investors than listening to people who have no grip of numbers. Don't confuse investors with tourists or donors; they are not the same.




  6. Show your NUMBERS...then defend them as though your life depended on it!




  -how much did you generate last year?




  -what was your margin?




  -what does it cost for you to run your business; break it down for us?




  -how much cash do you have?




  ...you are only just getting started!




  Quick, quick, quick!





  ...if you show discomfort or lack of confidence, it's over!




  The investors are coming but will you be ready?




  7. Neil says "the sooner you get to the money, the better". I agree with him whole heartedly! If it is a presentation about a "for profit venture", get to "your numbers" quickly. Don't be a politician!




  You should know the numbers that matter in such a pitch. Personally, if I don't hear the numbers I switch off very quickly. Whilst I may not throw you out, I have met people who can be extremely rude when you fail on numbers! On Shark Tank watch what happens when they ask about numbers; that is when the investors sit up.




  8. One of the worst things you can do is to treat an investor as a "donor", and beg them to assist you! Serious investors do not want to hear pleas for help and assistance! There are investors out there (called Impact Investors) who undertake investment with a primary mission aimed at trying to help, but even they want to know that what you are doing stands on its own merit as a business. There is a place for asking for help (donors, philanthropists and charities), this is not the subject of investors. It is important not to confuse them.




  




  
11. "13 TIPS ON HOW TO DELIVER A PITCH INVESTORS SIMPLY CAN'T TURN DOWN" (PART 3)






  [image: ]


Know your product, your customers and your investor!




  When investors listen to a "pitch," establishing whether or not someone has a good business idea is the easy part. Most investors walk away because they're not convinced they can trust you with their money. It's really that simple. If I don't tell you this, I will have done you a disservice. It's nothing to be angry or bitter about.




  Neil's article continues with Tips #5 thru #8:





  1. Explain EXACTLY what is unique about your product or service.




  If you are not producing or providing anything different from the run-of-the-mill widget, don’t even go to the meeting. Go back to your drawing board, and design something better.




  2. Explain EXACTLY who your target audience is. 




  Use demographic and psychographic features to pinpoint your customers. Show investors a picture of a customer along with relevant data points.




  3. Explain EXACTLY how you intend to acquire these customers. 




  Business success comes down to marketing. If you have a marketing idea, method, technique or process, this is your chance to showcase it. Contrary to pithy maxims, great products don’t sell themselves. You sell the product. To be persuaded, investors have to see an airtight strategy for getting the product to market.




  Most VCs are well aware of the advantages of digital marketing and won’t take a second glance at a product that isn’t backed by a tactical plan for online marketing.




  4. Explain your revenue model.




  Investors invest because they want to make a return on that investment. An investor will care about your pitch if you can answer this question: 'How will my company make you rich?'




  The answer, in investor-speak, is your revenue model. Specifically identify which type of revenue model you are embracing, and how you intend to apply it. . ."




  




  ***




  __By now you know that one of my favorite TV shows of all time is Shark Tank. I hope Neil's excellent tips #1 thru #8 are preparing YOU to "swim with the sharks"! In my comments last week, I drew your attention over and over again to the need for you to understand investors.




  When you do your pitch, you must remember:




  # Investors are not donors.




  # Investors are not tourists.




  # Investors are not philanthropists or charities.




  # Investors have options.




  If you have the opportunity to pitch to an investor, consider it a privilege rather than an entitlement:




  # A good investor will never put money into a venture run by someone who comes across as arrogant, cocky or argumentative.




  # A good investor will never put money behind someone who is dishonest, corrupt, or a thief. If you have a tendency for dishonesty or misuse of other people's money, a good investor will find out before they give you a cent!




  # A good investor will not put money behind someone who is careless or disorganized.




  # A good investor will not invest in someone who is highly emotional. Being passionate is one thing, but being emotional is not acceptable!




  # A good investor will not invest in someone who is political. You should understand the politics of your country from an economic perspective, but not come across as an active participant in politics.




  Being a good investor is very hard!




  __Your job is to show them that you can be trusted with someone else's money.




  To be continued. . .




  





  Some reflections and thoughts:




  1. Some of you have gone ahead and read Neil Patel's article in Entrepreneur magazine which he kindly allowed me to republish for you here. I hope you enjoyed it. Please look up #9-#13 on your own, then tell me of all the tips which was the most helpful to you?




  a. Take only ten minutes.




  b. Turn your pitch into a story.




  c. Be laser-focused.




  d. Explain EXACTLY what your product or service is.




  e. Explain EXACTLY what is unique about your product or service.

OEBPS/Images/index-36_1.jpg
CAN YOU SWIM WITH THE SHARKS? mﬂ"— [z





OEBPS/Images/index-12_1.jpg
“We must tum our vast army of
entrepreneurs, in Africa, into skills
based, "enterprise builders”

Strve Masiyiwa






OEBPS/Images/index-27_1.jpg
~

il @ 4 Kfsmc% o
}’ 1 T |






OEBPS/Images/index-20_1.jpg





OEBPS/Images/index-8_1.jpg





OEBPS/Images/index-18_1.jpg
“No, Mukoma (senior brother), it was not really courage,
as people usually think of courage, mine was simply an
outward manifestations, of what we call FAITH.”

Stave w«§.72.,oa_





OEBPS/Images/cover.png
SETH A. THOMAS #YOUTOOCANEXCEL

MISTERING THTE
WYSTERIES OF
BUSINESS SUCCESS

DRAWN FROM
THE EXPERIENCES
OF AN AFRICAN ~Ls -
BILLIONAIRE & iy - :
BUSINESS MAN ™

"It does not matter whether
you're an entrepreneur, an
employee or civil servant, if we
are going to make a change in
this world, we must seize évery
opportunity with a sense of
urgency, and passion.”

PR. STRIVE MASIYIWA

Founder &« Executive Chairman, Econet Group





OEBPS/Images/index-30_1.jpg





OEBPS/Images/index-44_1.jpg
“CAN YOU SWIM WI





OEBPS/Images/index-23_1.jpg





OEBPS/Images/index-39_1.jpg





OEBPS/Images/logo_xinxii.jpg
XinXii





OEBPS/Images/index-16_1.jpg
&

And now | had learnt the most important lesson of all... , ,
GOD ANSWERS PRAYER!

Stave Wei-ﬂ‘;uﬁﬂ-





OEBPS/Images/index-32_1.jpg





OEBPS/Images/index-14_1.jpg
@

.

It is not true that you have "nothing" in your hand to use to
make an impact in your life or the lives of those arotmd yougFor you
to be reading this post, you have a cell phor (0)11) er.
in your hand, even if you are in an I afe.





