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KEY TAKEOUTS

BY DEWALD OLIVIER - SLIGHTLY SKEW

What To Do In These Times

What's Gomg On? Time to look at reinventing how you run
your business.

With the lock-down “you can't
work IN your businesses so use this
time to work ON your business.
Challenge how you do things!

« Times like these are called "Black Swans".

« Difficult to predict and plan for. THE OPPORTUNITY:
« MANY BUSINESS WILL FAIL!

. 1
Th‘“k'
Failare ”\I'gl‘t be the begt tl".“‘g to Aaffe“' to a buginece. Is what I'm selling (actually) what customers want?
It ¢ not termina/ FAI'IW’ e./ Don't I have too many products and services?

Can | not streamline what I'm offering?

Is what | want what, the customers want?

Post COVID-19 Opportunities

W iti + The world is moving from B2B to B2B2SME. The world is moving away from the generic
T o Opportun Itles' This is because there are more professional, high-level to the very specific and focused.
individual entrepreneurs than ever before This allows people to relate when they have
and the trend is growing. But SMEs don't buy a specific problem. People want niche
the same things that large corporates do. offerings.
pke

we Th'“'_‘k" Thi“““

‘,\'ogty g/gl)k‘
C'l V\eé' Change the way you think about selling. People need to know exactly what problem
Look “,‘/)u you solve.

: t‘gwxoL Stop selling large, long-term commitments.

\ Use this time to understand how the world
Break-down what you sell into smaller sees you and does it help them?
components.

Help people to want to do business with you.
Allow clients to tap into your core expertise.
Tips to Niche
« Know who your real customers are. « Use lock-down time to become more "niched" and more focused.
« Know your costs of sales. + Look at how you deliver the product and service.
« Stop targeting everyone. « Remember: as entrepreneurs we are often not the right people to grow
¢ Who are the customers most likely to buy it?. the business. You need a professional,process-driven person who can
« Refer 12 things you can do during COVID-19. put systems and processes into your business.

"IF you want to kill your business - grow too fast and grow all over the place”
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KEY TAKEOUTS...CONTINUE

BY DEWALD OLIVIER - SLIGHTLY SKEW

Changing Your Mindset

Entrepreneurship is...

Entrepreneurship is also a
..one of the harshest journeys anyone can incredibly rewarding journey.
undertake. It makes you look deep inside yourself. There is light at the end ‘of the

REMEMBER: tunnel and COVID-19 is not a signal

You will hit lows that are incredible by any that business died

measure.

But it is an incredibly rewarding journey. It is a ° |
journey millions of people are going through but Th‘“k'

you will often feel that you are alone in this.

Let your ego go. Speak to others about your
struggles. Share!

COVID-19 ic Just one huge pausce button that
Be ready for when the economy restarts that you
i¢ forcing us entrepreneurs to take a hard look hayeplstotpeoniaisleosslRhivantiolce

business with you.
at what we do and how we did it : ' _ 5
Start working on your lead generation. This is the

opportunity you've been waiting for.

Thoughts on Cash-Flow

Cash is king, always been king.

Prlnc'ples: But, many businesses are running out of cash.

of The bigger issue: The economy was broken. The way we did business was broken.

v

wé
e 0LV‘§ Business models was built on a never-ending requirement of growth. And we are
2 oW bein unished for having cash in the bank
e
EAOV\ AO“VQ & W t re-look h handl ing in and re-prioritising h
¢ o T,N\E e must re-look how we handle money coming in and re-prioritising how we
CN\ wé ) ,kK T handle and plan for rainy days.

e © -‘h'\nk‘.

Speak openly, honestly and frequently about the
finances with customers, employees and suppliers.

Try to tap into whatever help is out there but
be cautions of the terms.

What You Really Need

So, What is the Biggest Need?

e« Support structures for entrepreneurs aren't

necessarily better in other countries. « Funding is not your biggest challenge. Access to networks are.
« Support ecosystem in South Africa is good with « That is why entrepreneurs in the informal sector struggle more.

good deal-flows. « Share and connect to people who have access to the clients you want.
« Many entrepreneurs think their idea is o This is perhaps more valuable than financing..

"investable”...but its not... « Figure out how you can grow the book of people willing to buy your
« Investors look if the business can scale and if you offering.

have a big enough pipeline to grow.

"Connect with people and ask for help. When you give peaple the opportunity to
help you will find there ic a lot of help out there.”
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