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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.
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Like most people, I started my entrepreneurship journey being a business plan disciple and also used it as a tool to learn business – because the world’s conventions recommended only it.

Halfway through I realized a business plan doesn’t teach and it isn’t a swift planning tool. It is tedious to manage, does not help diagnose weak areas and is not agile to ever changing environments and circumstances. 

I then built a model which readily reminded me of essential business components to concentrate on; it is diagnostic, responsive and agile. 

After reading this book, by referring to single page canvas of this model, you will be able to swiftly start, plan or brainstorm your entrepreneurship project.

This book is about an entrepreneurship management tool or business model called EBC Business Model Canvas. EBC stands for Essential Business Components. Download the one page canvas for free here www.tiisetsomaloma.com. 

This book is makes entrepreneurship uncomplicated, efficient to understand and manage. 

The book thoroughly explains 6 interdependent essential business components of this model: 4 core technical components and 2 that deal with the entrepreneur’s attitude, health, decision making swiftness and persistence.

It makes things easier for entrepreneurs by keeping the main things main. 

EBC Business Model is useable in all industries, on service or tangible products.
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Don’t you just dislike the long business plan format? In all my entrepreneurial endeavors I’ve found that the most important component is not the business plan but the entrepreneur, the product and the consumers. Think product, not business plan. Product not business plan! Some call this “the business model”.  

As an entrepreneur you are the star of the show. What’s important is your ability to innovate your product, in order to get a kick out of your customers. It’s your ability to navigate yourself in solidifying your business model. All this is a process of self discovery and learning.

A business plan is a set of items/topics that economists reckon are important in determining the feasibility of a business. No lie, those topics are important, but more so to economists than to you. As an entrepreneur you have to see them with different eyes, entrepreneurial eyes.

Entrepreneurs are not seasonal. Entrepreneurs are about creating profiting opportunities, given good or bad circumstances. When economic conditions are good in a particular year, it means entrepreneurs have done a good job the previous year; such delayed information is brought to you courtesy of economists.

There are economists and there are entrepreneurs. These are 2 different spheres of performance. To be an entrepreneur one requires entrepreneurial thinking, not that an economist cannot venture entrepreneurially. Entrepreneurship is about realizing opportunity or creating opportunity and of course trying hard to profit from it. 

On the other hand, economists present information, assessing and predicting risks and opportunities. Entrepreneurs harness risks, they peer forward with innovation and swim through the risks in order to profit. 

For me innovation is about simplicity and efficiency. The normal business plan format is too long and tedious. Unless you require a loan from a bank, you do not need to prepare it, if you do, hire someone to do it for you, of course with your guidance. Use the short format I have prepared below. I call it essential business components (EBC).

Without too much sensation as to why I hate the conventional business plan format, here is what I have devised.
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THE MODEL - ESSENTIAL BUSINESS COMPONENTS (EBC)
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Please note: a product in this book refers to any business solution/offering, either a physical product, soft product or a service.

It all starts with an idea to create a product or start a business service; then making the product. The second stage is selling that product (sales and marketing). This is where most businesses have it hard. It is a very important and crucial stage; a stage at which you have an opportunity to connect your product with society. It’s an actual and opportune stage to reflect on whether your product entices sales.

Here are the essential components to your business’s success. Forget the business-plan, use this short format or model. 

The business model below applies to all sorts of business types: music business, IT-start-ups, clothing, consulting, services etc.


(1). ABSOLUTE PRODUCT

It all starts with an idea to create a product; then making the product.

Below are characteristics which your product or brand has to have if it is to be profitable. They are elaborative. Apply them to your product. 

It has to serve an identifiable purpose(s) or deliver value to consumers

Consumers buy products for absolute purposes that the products will serve. Be it even that the product brings joy to them, or tickles their fancy. The point being, the product brings a certain satisfaction or use to them. And the satisfaction or use is brought about by acquiring your product.

It has to be of better value from your competition, in the eye of consumers

It could be the price, feature or design difference.  A cheaper product may be the reason for consumers to buy your product and not the competition’s.

There are many reasons which could make consumers choose your product over your competitor’s. Always chase that reason and imbed it in your product.

Appeal to a need or want. It could be an old need/want, or a new need/want that which you created yourself

A new need is a need that consumers weren’t absolutely aware that they had, but because of your product they now realise that need, and your product becomes the solution.

Your product has to add a difference to people’s lives. Consumers must be willing to pay money to have that difference.

Deliver efficiency

Your clientele has to be better off with your product. They must be glad they possess your product. It should make a better difference in their lives somehow.

Easily defined products and product features

It’s about describing what your product can do for consumers. When products/services are easily described and their use is easily understood, they become easier to sell. It also becomes easier for you to relate what the product will do for the consumer, and easier for consumers to understand what the product will do for them. 

This helps consumers readily identify what your product will do for them. 

It is also a quick way to close a sale. This is your product’s hook.

Good quality, good after sales service and maintenance

This is how you protect your product’s use, in that it’s always in use and serving its purpose.  This is also how you maximise the value of your business brand, which then makes your brand the trusted among plenty. 

Well branded product

Branding is the layer that covers your product or a layer which stands for your product. 

You need a


Don’t take forever building your product









Protect product use value through innovation and consistent enhancement
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(2). MARKETING




Marking your targets
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(a) Direct sales pitches 



(b) Reaching your audience through advertising




(c) Penetrative marketing
















(d) PR – pubic relations









PR advice from an expert



























Safe marketing







At least 2 marketing concepts





Dramatisation and spunk







Social media









Selling aspiration





Sales vs. advertising







(3). CASH FLOW







Reducing expenses







(4). DISTRIBUTION



How are you going to get products to your clients? 



[image: image]



Dealing with distributors 






When distributors say no to you 
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Starting a revolution in distribution










Marketing within distribution






Running your own distribution




Psychologies that will be important could be...












(5). RELENTLESSNESS


(6). HAPPINESS (AND HONESTY)



Happiness favours a decisive mind






Honesty and foolishness






Procrastination


Happiness is brought about by chasing efficiency












N.B blessings


Extending progress into other people’s lives








Fence the negative


Creativity and happiness







Make your life easy through prioritizing







Reaching happiness through decision














Other relationships






Communication 










In closing
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