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What To Do In These Times

Failure might be the best thing to happen to a business. 
It is not terminal failure!

Tips to Niche

B Y  D E W A L D  O L I V I E R  -  S L I G H T L Y  S K E W

KEY TAKEOUTS

The world is moving from B2B to B2B2SME.
This is because there are more professional,
individual entrepreneurs than ever before
and the trend is growing. But SMEs don't buy
the same things that large corporates do. 

 

 

 

 

THE OPPORTUNITY:

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.
MANY BUSINESS WILL FAIL!
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·        
Change the way you think about selling. 
 
Stop selling large, long-term commitments.
 
Break-down what you sell into smaller
components.
 
Allow clients to tap into your core expertise.

Think!

Post COVID-19 Opportunities

What's Going On?

Two Opportunities:

Think! &
The world is moving away from the generic
high-level to the very specific and focused.
This allows people to relate when they have
a specific problem. People want niche
offerings. 

Think!
·        

People need to know exactly what problem
you solve. 
 
Use this time to understand how the world
sees you and does it help them? 
 
Help people to want to do business with you. 

Look a
t what you

 sell 
and make

it “sm
all-business-s

uitable"

Is what I’m selling (actually) what customers want?
·        

Don’t I have too many products and services? 
·        

Can I not streamline what I’m offering?
 

Is what I want what, the customers want?

Know who your real  customers are.
Know your costs of  sales.
Stop targeting everyone.  
Who are the customers most l ikely to buy it? .  
Refer 12 things you can do during COVID-19.

Use lock-down t ime to become more "niched" and more focused.
Look at how you deliver the product and service.
Remember:  as entrepreneurs we are often not the r ight people to grow
the business.    You need a professional ,process-driven person who can
put systems and processes into your business.

"If you want to kill your business - grow too fast and grow all over the place"



Changing Your Mindset 

COVID-19 is just one huge pause button that
is forcing us entrepreneurs to take a hard look

at what we do and how we did it

What You Really Need
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KEY TAKEOUTS...CONTINUE 

Cash is  k ing,  a lways been k ing.
But ,  many businesses are running out  of  cash.
 
The bigger  issue:  The economy was broken .  The way we did business was broken.  
   
Business models  was bui l t  on a never-ending requirement of  growth.  And we are
being punished for  having cash in  the bank.
 
We must  re- look how we handle money coming in  and re-pr ior i t is ing how we
handle and plan for  ra iny days .

 

 

 

 

REMEMBER:

Entrepreneurship is also a
incredibly rewarding journey. 
There is light at the end of the
tunnel and COVID-19 is not a signal
that business died.  
 

. . .one of the harshest journeys anyone can
undertake.  It  makes you look deep inside yourself .  
 
You will  hit  lows that are incredible by any
measure.  
 
But it  is  an incredibly rewarding journey.  It  is  a
journey mill ions of  people are going through but
you will  often feel  that you are alone in this .  
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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.

Think!

Thoughts on Cash-Flow

Entrepreneurship is...

Principles:

Think!
SMEs don

’t have th
e answer fo

r

where w
e fin

d our
selve

s now. 

This is 
S*** T

IMES.

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

 
Be ready for when the economy restarts that you

have a list of people who possibly want to do
business with you.

·        
Start working on your lead generation. This is the

opportunity you've been waiting for.

Support structures for entrepreneurs aren't
necessarily better in other countries.
Support ecosystem in South Africa is  good with
good deal-flows.  
Many entrepreneurs think their  idea is
" investable". . .but its  not. . .
Investors look if  the business can scale and if  you
have a big enough pipeline to grow.

Funding is  not your biggest challenge.  Access to networks are.  
That is  why entrepreneurs in the informal sector struggle more.    
Share and connect to people who have access to the cl ients you want.   
This is  perhaps more valuable than f inancing. .
Figure out how you can grow the book of people will ing to buy your
offering.

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

So, What is the Biggest Need?


