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ABOUT THE AUTHOR

Tiisetso Maloma is a South African entrepreneur and author with ten published books.

His work centres around providing simple frameworks to understand entrepreneurship, innovation, economics, and consumer behaviour.

Maloma specializes in the creation and launch of products. 

It is believed by Tiisetso that this is the easiest, cheapest, and quickest time in history to be an entrepreneur and innovator, a belief also reflected in the subtitle of his tenth book, "90 Days to Create & Launch."

Among Maloma's books are "Innovate Like Elon Musk," "The Anxious Entrepreneur," "Future of Township Economies," "Innovate The Next," and "Forget the Business Plan Use This Short Model."

Tiisetso has developed various business models and frameworks, including "The EBC Business Model," "The Human Greed Pyramid," and "Product Adjacent Possible Success Factors."

Over the past 14 years, he has played a significant role in the creation of over hundred-products, resulting in thousands of sales.

Tiisetso Maloma has made noteworthy contributions to the South African publishing industry as a pioneering publisher and investor in the genre of "diary chronicle" books through Bula Buka Publishers. The publishing house has released titles such as "Diary of a Cheating Wife," "Diary of a Side Chick," "Chronicles of a Slay Queen," and "Diary of a Zulu Girl," among many others.

Maloma's professional endeavours span multiple industries, including accounting, clothing, publishing, tech, media, and events.

Tiisetso has collaborated with various organizations such as Standard Bank, The Innovation Hub, Sappi, ABSA, The Hope Factory, Transnet, and the City of Tshwane.

His work has been featured on The Huffington Post, CNBC Africa, How We Made It In Africa, Under 30 CEO, and Destiny Man.

In addition, Maloma has founded and co-founded businesses including Bula Buka, Startup Picnic Academy, Gabble Heights Clothing, eKhaya Moji, and Defuse Anxiety.


ABOUT THE BOOK

“Tales of an African Entrepreneur” is a collection of some of Tiisetso Maloma’s best rated posts spanning over 7 years. He is a parallel entrepreneur, author and writer from South Africa.

In his most-times-anecdotal and uncanny writing, the book shares entrepreneurship and self-help lessons. 

Popular articles included are: “Dating advice that can save your business from a no game entrepreneur,” “How my grandmother and her daughter (my mother) ruined my first businesses.” and “The reasons why people do not want you to follow your dreams.”

Being an entrepreneur in Africa is a different business. Most popular and outstanding entrepreneurship stories come from The West, and their application doesn’t always fit. Tales of an African Entrepreneur unintentionally helps fill the gap. 

His entrepreneurship profile includes careers he always wanted to pursue and did: accounting, DJ’ing, publishing, clothing, television, technology and a few others. 

An entrepreneurship journey has countless failures, discoveries and lessons. Tiisetso says his is heightened with these experiences due to practising parallel entrepreneurship, which is starting and at the same time operating more than one venture. 

By consequence of ever starting and running more than one business, he has honed the following skills which the book shares:

	Starting a business the fastest. 

	And with almost no funds and resources.

	Picking resources to do without and the minimal essentials to least do with in order to get a business on the road.

	Marketing a business successfully without budget.

	Managing entrepreneurship anxieties.



HOW MY GRANDMOTHER AND HER DAUGHTER, MY MOTHER, RUINED MY FIRST BUSINESSES

When it rained, with my very clean school uniform, I would walk into the pool of rainwater outside our front yard. Sometimes I would throw my grandma with stones. This was all in protest not to go to school. 

Such tendencies made sure I went through Sub A to standard 1 by the whip, grade 1 to 3 as it known today. The rod wasn’t spared. The child didn’t perish. S/O to Kwanamoloto Primary School.

1993. I was 6 or 7 years old. I still wet my bed and I stayed with “mma”, my grandma. 

I saved up money to buy vegetable seeds: carrots, cabbage and spinach. With passion and hard work I nursed my little farm. We didn’t have running water, most of the houses didn’t. Actually none of the houses in the area did. 

Every (or most) morning after noticing that I had wet my bed, it would be a reminder to water my garden. I did. 

When my garden had ripe fresh produce, neighbours came to ask for my veggies. My grandma, she is sweet, she gave them a bit. They were poor. To come to think about it, we were poor as well – mud houses and stuff. I dint know we were poor. 

A bit for everyone was all of my produce. I didn’t make any cent off my first business. Grandma killed it. 

Who knows, maybe I could have been the 1st rich and young black something.

1997 or 8, like a true m*^&&* I came back and started a farming business again, this time at my house (parents’ house). It wasn’t long enough till my mother killed it in the same fashion her mother did to my first. Mxm!!

I guess she got it from her mother!

Many years later, I also killed a lot of businesses. 

I give credit to grandma and her daughter (momma) for not only infecting me with the spirit of killing businesses. But also never discouraging me from doing anything I wanted to do in life, and actually allowing such space. They gave me the money to buy those seeds.  

I appreciate it. I am able to persist and move forward after a dead venture.

I thought it would be fun writing this post, I couldn’t figure the moral of it. It is just a reminder of my love for entrepreneurship. 


IMPORTANT LESSON BUSINESS PLANS FAIL TO TEACH: FINDING PENETRATIVE ADVANTAGES 

The other day I was consulting a lady who wants to start a sort of high end clothing label for preteens, but as everyone – she doesn’t have funds and is demoralized at the thought that it might be tough to get funding for her awesome business idea. 

The reality is money isn’t cheap. It is only smart for investors to backup projects which have some traction or leverage: Either the venture has produced some directional progress or the entrepreneur has some entrepreneurial experience.

No one is forced to finance anyone. I often hear aspiring entrepreneurs complain that getting funding is hard. The entitlement mentality can hold a person back.

She is worried about writing a proper business plan. Every day the thought of her not pursuing her clothing business pains her.

For a new entrepreneur, the worry should be about exploring possible simple angles to at least start the business however small the steps and despite of what she doesn’t have.

She will realize her priority goal is not necessarily to get funding but to make the business work and mitigate risk. 

A business plan is a tool required by banks to evaluate the risk of financing a business. It is like a questionnaire. However awakening it is in alerting the entrepreneur of important business concepts, it doesn’t help one forge a penetrative angle thoughtful or mindful of the limited resources.

Now, when pursuing business, given resources might be limited and scare, one needs to figure a way to make it work inspite of. Business plans do not teach you how to do that.

This is the ethos of what the EBC business model in my book ‘Forget The Business Plan Use This Short Model’ teaches. Business plans wont teach you an angle to make a business work given the ‘have not’s’.

I showed her she can start bit by bit. 
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Her model is to make the clothes on order and on a week’s turnaround. This is good and possible if she has a reliable CMT (Cut Make Trim manufacturer).

Firstly I asked her to list clothing items she would like to make, they were: jeans, shirts, caps, t-shirts and belts

I asked her to figure out which items are:


−  Easy for her to make and sell.

−  Hold higher value in consumer’s eye than the others.

−  Easily strike attention to her brand

−  Price the buyers (parents) are willing to pay.


Belts and caps are easy to make or source. She can even buy readymade and brand. Embroidery is the cheapest as screen print requires setup costs per print run.

The idea is not to be fancy or wait for until one has the PERFECT resources. The idea is to find what is workable, get in the market with it and use the proceeds to finance the fancy stuff.

Jeans are of higher value. She discovered parents are liberal on their prices depending on how sharp the jeans are.

Well crafted jeans would strike attention. Caps also. Sharply branded t-shirts yes. 

The limitation with on-order-made t-shirts is every single time she prints, a setup cost (R150 plus) is required, and it isn’t justifiable for just one item.

The idea here was to find penetrative advantage products, i.e. one or two products which are easy for her to make, finance and sell. And holds higher value for the consumer and would easily cause a stir in the market thus exposing her infant brand.  

Jeans and caps are products which might have that penetrative advantage in her case. 

So, from thereon is for her to make samples of the products. It could be even be 2 of each. Dress her cute kid and take photos. Viva Instagram filters. Or even create a Pinterest board, then screen munch it to use as catalogue.

Then from thereon she markets the business and takes orders. The question would be where to find parents whom might have interest in her clothes but in bundles. 


−  The start is everyone she knows: friends, family, acquaintances etc.

−  She can test her social media audience. If the clothes strike attention, the word to the right people will spread.

−  Negotiate exhibition space at school activities where parents are invited.

−  Depending how she feels about it, but if it were me – I would convince crèches (pay) to put the catalogues in the kids’ backpacks. 

−  Introduce her brand to kid’s blogs. 


Nothing fancy. Interaction with the market will tell her where to improve and how to proceed.

It is about testing, without much capital outlay. 


DATING ADVICE THAT CAN SAVE YOUR BUSINESS, FROM A NO GAME ENTREPRENEUR

While we were on a date, she posted on her Facebook: “On a date, he is boring. I hate guys who cannot make conversation. This is a regrettable waste of my Sunday, the worst eveeeeer.”

I was a bore, I froze, and conversation wouldn’t come. We were connected by a mutual lady friend, Thapelo. 

The date was going wrong. To avert the silence, we both fiddled with our phones. That is how I came across her Facebook status. 

“She is beautiful, single and looking”, I heard; she was. She wanted a man who is doing not so bad and is also ambitious. “I’m ambitious. I fit the profile – why not give it a try?” I thought.

After the date I told my best friend Lesiba. “Don’t worry mfana, clearly she doesn’t know you well and never will”, he said. Thanks chief. 

To skip the foreplay: If the starter meals are not your forte – Jump to section B!

- -
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A.

We got calls from customers complaining that the t-shirts they had bought from us were shrinking after washing. 

It was 3+ weeks after Gabble Heights Clothing came out – and it was an immediate hit. We had sold a bunch of stock and produced +-100 units.

Most people starting clothing brands buy promotional t-shirts, at around R20 a piece and screen-print them at about R30a tee. And they are in business. 

Me and my partner Lesiba Lekagau loved clothes, Diesel more especially. We envisioned a brand which could compete with them and company.

For 2 years I researched about making clothes: pattern cutting, fabric, stitching etc. I even travelled as far as Durban (from Joburg) as it has a lot of fabric and manufacturing factories. Our t-shirts sold at R350.

The detail of every angle was meticulously thought out. We came up with the phrase ‘gabble heights’;2 words which were totally never used together before – we gave them a single meaning. 

Our garments were tailor made with the finest burling fabric. This is the stuff high-end brands use (at that time).

We had our own font. Our very own f*#%*n font! Shout to out Bill Botes, he designed the font for us. When I tried to pay him for marvellous work he had done, he said “no.” Thanks a lot Bill, I learned a lot from you.

Since our clothes were made from scratch and were printed with suede flock (It costs over R50 per t-shirt), to make one t-shirt cost us over R100. This is more than double compared to using promo tees and screen print. 

The loss was a couple of thousands. Almost all our savings were put that order. 

We discovered that our mistake was we didn’t treat the fabric before handing it over to the CMT (Cut Make Trim) wehad outsourced. Treating it was supposed to be simple as putting the fabric in water overnight. 

A ‘yawn’ to Lesiba and Tiisetso!

- - 
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B.

The date situation and gabble heights Clothing incident were hurtful.But I regret none. 

However, to remedy
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THE COMPASSION OF A BUSINESS MODEL
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The realization







The answer: definition of a business model 
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ARE YOU UN-NETWORKING ?
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2 LESSONS FROM HOW SOUTH AFRICAN TOWNSHIP BUSINESSES ARE STARTED AND GROWN













The lessons: 

	If you start small, you learn more with minimal investment. Of course we know of a timer who got their pension money and invested it all into something he calls a hotel but things don’t quiet work out. So they lost out big as they went in big.

	The experience which you gather informs you of where to re-invest your proceeds and invest your savings – WISELY.





HOW TO GET AND KEEP A MENTOR: WHY NOBODY WANTS YOUR COFFEE OFFER
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How to get a mentor



















STRATEGY ON FORMULATING AN APPROACH TO THE PRICE QUOTING STAGE



















YOUR QUOTATION PROCESS CAN COST YOU POTENTIAL CLIENTS




What to do not to get business
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