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Chapter 1
[bookmark: _Toc]Driven by passion

No one needs to tell me to get up and work on my business ventures. My husband and two children have often watched me escape to the bedroom, hunched over my laptop for hours on end. When I’m not at my full-time job, I make time to bond with what my hubby jokingly calls my "second husband"—my laptop. Weekends fly by too quickly because there’s so much that I want to do. When I’m deep in my ventures, time evaporates, my heart feels at peace, and I’m having the time of my life.

From a young age, entrepreneurship pulled at me. Deep in my soul, I believe I’m meant to be an entrepreneur—even if, for now, God is pruning me through full-time employment.
I just love running businesses. Plural. My interests are too wide to settle on one thing. I’ve often juggled multiple ventures simultaneously, not because it’s the "right" way, but because my multifaceted nature rebels against monotony and limitation. Multiple hobbies, passions, and side hustles keep life interesting; boredom rarely finds me. Though, ironically, I recently experienced "bore-out" in my corporate job for the first time—a season I’m still navigating. But outside the 9-5 grind, I’m living my dream: building ventures, challenging myself, and learning relentlessly. Except, its not yet paying my bills.

I’m a lifelong learner. Mental stimulation fuels me, making me feel purposeful and alive. Entrepreneurship delivers that. It thrusts me out of my comfort zone into uncharted territories—skills I’d never studied, roles I’d never imagined. When you run a small business with limited capital, you wear every hat: accountant, marketer, salesperson. At first, I resisted the hats that didn’t fit naturally—marketing and finance—but over the years, I’ve warmed to them. Now, I devour books on sales, dabble in finance courses, and embrace the grind.

Here’s why I love entrepreneurship: it teaches lessons no classroom can. No one can lecture you into becoming a self-starter; you learn it by doing. And, oh, I am a doer. I didn’t go to business school (though I wish I had). Instead, I learned by tinkering, failing, and persisting even when the path felt bleak. This journey is lonely, riddled with setbacks. But pushing through challenges and emerging stronger? That satisfaction is unparalleled.
I didn’t start businesses to get rich. For me, money was secondary—meaning and purpose came first. But let’s be real: a business must profit, or it’s just a hobby—or a charity. Maybe that’s why I’ve persisted all these years despite slim financial gains. The intrinsic rewards—growth, resilience, divine lessons—kept me going. Money matters, yes, but its absence taught me deeper truths. Perhaps this season wasn’t about profits but preparation. Only God knows.

In my first book, Tinkering Until Something Works, I wrote about failed ventures and the spiritual lesson of surrender. This book? It’s about the journey—the beauty in the becoming. It’s too easy to fixate on outcomes like profit, but sometimes the path itself is the point.






























Chapter 2
[bookmark: _Toc1]Driven by initiative

When you run your own business, no one is there to motivate you or tell you what to do next. Through my ventures, I discovered my relentless drive—a God-given skill I deeply value. I’d sprint at 180 kilometres an hour (or faster), and nothing could derail me. I’ve poured 150% into my businesses, investing more time than I can quantify.

But sometimes, I wonder: Has it been worth it?

In a world that equates value with money, it’s easy to question. Business gurus say if you’re not profitable, you’re just dabbling in a hobby—or running a charity. But I want to offer a different lens: what if the real profit is in the spiritual lessons learned in the valleys? This drive of mine led me into one such valley—a schooling in humility, patience, and surrender.

What kept me going? The desire to see my businesses flourish, yes, but also the joy they gave me. For years, motivation came to me in leaps and bounds… until it didn’t.

Two years ago, a wave of demotivation hit me—a slump that lasted until late 2024. For the first time in my life, I couldn’t do any of the activities I loved and work was the biggest battle. In the mornings, getting out bed and to my desk felt like an achievement. For a person who thrived at getting things done whether I enjoyed them or not, I suddenly couldn’t do what I loved especially what I didn’t. It was a tough period. I just felt the brakes stopping everything in my life. Motivation was no more, important than was merely surviving the days through my 9-5. My business ventures also came to a halt. I’m still not entirely sure what triggered this wave of demotivation. Maybe the grief of a coaching business I’d birthed from my heart—one that helped me rise from my own trials through therapy, prayer, and self-coaching—yet now sat like a ghost town. Work felt bland; my passion projects felt barren. 

The activities that once lit me up now left me empty. I was in the trenches of depression, and it attacked everything: my drive, my initiative, my will to do.

Looking back, I grieve what I lost—the goals I could’ve crushed as my usual, relentless self. But maybe I needed that season. Maybe it was a forced pause to uncover truths about myself I’d have otherwise missed.

This year, though shaky at first, has been different. I’m rebuilding. The goals I’ve set are progressing, and the motivation is trickling back. It feels surreal to dream again—to create again—after a time when even getting out of bed was a victory.

Here’s what I know now: Life demands that you show up and try. Words without action are dead. Outcomes aren’t guaranteed, but the journey isn’t just about them anyway. My biggest entrepreneurial lesson? The prize wasn’t the profitable ventures I’d expected. It was what I discovered about life, business, God, and myself along the way.

So no, it hasn’t all been in vain. In the dreaming, the grinding, the struggling, and the small wins—there were gains money could never buy.
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Don’t ever think you know too much because there is so much more to learn. That is my philosophy in life and with regards to learning. I am sure by this chapter you’re heard me say, I love… Sorry to say it again, but I do love learning. I enjoy the process of learning because I’ve got insatiable curiosity and there is just so much information to absorb about so many subjects. From human behaviour to science, technology, and business, those are just some of the topics I like getting into. Albeit you’ll mostly find me digging into psychology and business related topics. The human mind is just so fascinating and the business world, I’ve got so much to learn from it. I’ve mentioned that I’ve learnt about business mostly through tinkering and self teaching. Experimenting with different ideas, tinkering with them and seeing what works and what doesn’t. Its a great way to learn actually. You often see that in hindsight - the great teacher. During the process of learning things can get quite messy and disordered. 

That’s the lesson though, you need to know that you can’t control everything. You have to get on the path of learning through trying and doing and enjoying the process of getting there. That’s where the lessons and gems lie. When I first started in my business ventures, I recall one of them being a deco business where I made deco products from recycled material. This business was more of a hobby as I was mostly invested in the creating aspect; getting my hands dirty and making creative decorative products. I would make my products and share them on Instagram hoping customers would buy. 

I think I made a little traction as one or two people showed interest but thought my price was too high. Because I refused to lower it, they went elsewhere. Let me go off track for a bit and talk about my frustration with people not wanting to pay me what I deserve or ask for. I think I experienced the gamut of this frustration because of my creative pursuits and ventures. For some odd reason, in corporate and in business ventures related to creativity people just think your services or products should be free or extremely cheap. I am shaking my head in disbelief and outrage over this. Pricing is still a challenge but I have learnt to stick to my prices most times. 

This can only be learnt through doing though and having done it a couple of times with various ventures - I know. Another lesson that was costly and rather painful was with my art and deco business where I make art, apply it to cushions and “sell” them. Well, its been 2 years now and the stock that I produced to sell at markets initially then on my e-commerce website is still stilling idle, waiting to be bought. What was the lesson? To do proper business planning, not the one document that I quickly put together to tick the box  a few months after I decided to make art-made cushions and sell them to people believing that they would love my product as much as I do and come swarming in. Hmmm, did I mention that its been two years and I haven’t sold a single cushion? That’s been my biggest lesson. I’ve since put my visionary hat aside, paused a bit on the idea generation and done the necessary and not-so-fun business and strategic planning. I will now let the business plan and strategy inform what I do not the excitement, belief and ideas. 

Its been a ride, but you have to make these mistakes to learn and grow. I wouldn’t have known if I hadn’t done anything. Its part and parcel of the learning process and can only happen if you love learning and are open-minded. I think I am mentioning some key soft skills here, hmmn. No use getting all somber about your business that didn’t work out, when you reflect back, which you should, you realise all the things you gleaned from the experience. I had another business venture, also not a pretty story. It was a graphic design business venture I went into with a “friend” so I thought, although the red flags were staring me in the face. 

I thought I was in a partnership but turns out it was a solo ship - there you go a added a new word to the dictionary. In this business, I basically did all the heavy lifting, even lifting the business partner to do some work. The business was my brainchild, she joined with the guise of also being passionate about the business but her actions proved otherwise. My lessons from this 3 year venture taught me a few lessons:
Vet your business partners if you really want a business partner.
Being an introvert, learnt how to put myself out there and network: attending networking events, telling people about the business and posting on social media.
Money was not made through this venture but I came out of it more confident, aware and stronger. It built me up for my next challenge which was a lecturing role in the same field. Now lets not go into that because it deserves its own book. 

I’ve mentioned a few failed ventures in this chapter but it goes without saying that the lessons learnt are notable. From soft skills like communication and networking to getting out of my comfort zone and putting myself out on social media (not my thing) and being more aware and discerning of people. The lesson is to be open to learning through consuming material and opening yourself up to experiences that will challenge and develop you. I may have failed but these lessons were not in vain after all. 
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Sigh. That’s not the way to begin a chapter. Don’t worry its a good sigh, if there’s such. A sigh of realising how much failure one has endured in life and especially in business, the essence of this book. You know I am no stranger to this concept, more like a close companion. I’ve known more failures than wins. Seen more valleys than hilltops. That’s were all the lessons and development happens. I love that I don’t fear failure. I have the ability and desire to keep trying my hand at stuff. I truly believe that the only failure you experience is the failure to try. I won’t lie, your first failure can be tough, especially if you were not anticipating it. In my younger years when naivety was great, I went into ventures and situations believing I would have the best and favourable outcome. But when things went awry, it really hit me by surprise. 

One such experience was when I ran my hobbyist venture where I created my decor products from a place of love and passion. I spent time meticulously crafting my creations, had zero marketing aptitude or the real desire of putting myself out there yet believed in my heart of hearts that people would love and want to purchase my creations. At that time in my journey, my mind was very much focused on the product I was offering and not on solving a real customer problem or need. My focus on the creating aspect of the business and not on the selling, something I eventually learnt and am becoming accustomed to. The thing I have learnt with sales is that its a necessary skill for everyone. You sell yourself in corporate when interviewing and when dealing with clients for instance. And in business, you’re constantly selling: yourself and products and services to potential clients and customers. So I had to creep out of my shell of just being a creator, maker, doer and inventor of products and services and get comfortable with the uncomfortable: sales and marketing. 

When I look back I can count about seven ventures that I partook in. All of them failed mostly from a lack of customers and growth. I have accumulated more lessons and insights from my ventures than revenue. My graphic design business made zilch, my art decor and cushion businesses made nada, my coaching business that pivoted so many times you wouldn’t believe has made nothing. My gifting business is running more like a charity, so although I have packaged a number of gifts most of them were for charity and goodwill. I did have one corporate client through a friend but no other business. My thrift store has made some sales and I keep getting the odd customer, but this feels more like pocket money than real revenue. 

Amidst my failure to really scale my businesses into something real and something I can really call a business my failures have taken me down interesting paths. One of those paths was meeting a few experts who tried to sell me their services but also added value to me as an entrepreneur by offering advice and insights. These experts were mostly in digital marketing. These connections were valuable to me since I don’t have much knowledge or skill in marketing. Another interesting path was meeting dodgy people claiming to be from all kinds of conferences inviting me for paid speaking opportunities. The first DM is received on my Linkedin almost got me swayed.

 I should of known it was crooked because it was a long essay and parts of it didn’t make sense to me. Anyway I booked a call with these guys as said on their message. I got on the call with a guy who seemed to be based in India, they claimed the conference was going to be held in Paris but their head office is in the US. The guy also seemed to be in a strange looking place like a prison cell. I got out of that one. But then received multiple other Linkedin connection attempts from other “conference organisers”, all Indian people. I am not saying anything about Indians, I’ve met a few reputable and trustworthy ones. 

I got featured by an organisation called Fuzia Talent (an Indian run organisation). Had some good calls with them where they offered me some consultations to help me with marketing my coaching venture at the time. They also featured an article of me on their platform. So my failures have taken me down interning and varied paths. Failing so many times hasn’t and won’t knock me down. It actually propels me to keep moving forward and keep persisting. For most of my earlier failures, instead of really analysing and reflecting on the failure, I often made the mistake of jumping into the next business idea and running with it. In my latter years and ventures, I am approaching things differently, with a bit of wisdom by reflecting more and noting the mistakes and patterns from all my ventures because there has been a pattern of just running with things. I am learning to not make the same mistakes over and over again because as Einstein said, that’s madness.

So, it has been a journey of failing quite a bit. Failure is a great teacher but it is hard and humbling to experience. I do believe that I have come out a wiser and more informed entrepreneur. Although I haven’t quite succeeded in business yet, I realise that my attempts at business so far were not all in vain. Will I do it again. Oh yeah.

Chapter 5
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I define innovation by modifying and improving on a system or products even service that already exists more than I do by creating something completely novel. Innovation is not some fancy word that should be feared. It is essentially about allowing your imagination to play and explore new ways of thinking and doing. Its not a special word for a certain group of individuals, or people with a specific set of skills, or certain industries like creative industries. Innovation applies to everything and everyone. You can innovate in preparing meals for your family as well as in your business. I recall during lockdown in the COVID era were required to do homeschooling. 

My sons were still in preschool and became their teacher for that period. God knows I have little patience for teaching little kids. So here I was having to be mommy and teacher. It was difficult for my children to distinguish between the two and to adjust to the living room becoming the classroom. So I had to do get creative and solve this problem. I got my phone and when it was time start school or teaching I played a school bell sound from YouTube to alert the children that it was now school time. The table and chairs and teaching material were all set up in the living room already. So when they heard the bell, it sounded like the normal school bell they were familiar with from school they suddenly got into school mode. Whala, it worked. Its was an innovation moment. Something very small and easy to do. This example is not business related but hope it can spark some ideas for you on how you can use something little to make a significant impact. 

 You find that when you are a solopreneur- running your business solo with no help, you find new and interesting ways to achieve tasks and craft products and services. Being a creative and problem solver, I am fortunate not to be short of ideas or workarounds. I believe that innovation and problem solving go hand in hand because inorder to innovate, you must be trying to improve something. There are improvement opportunities in everything. I detest the thinking that “things have always been done this way” because I believe that there is always a better way. To be innovative, you must have an open mind and willingness to learn. Being stuck in your ways and traditional tunnel vision thinking will keep you stuck. 

The world is moving at a fast pace, technological advancements are being made everyday, as such business people must quickly adapt and move with the times. One way to keep yourself fresh and ready for any challenge is to keep developing your skills. That’s one advantage of being a solopreneur, you are faced with all the business tasks and challenges by yourself, there is nobody to delegate responsibilities and tasks to. When I built my now entrepreneurs growth platform Insightful Life Hub it began as a simple informative website, then as the business goals and strategy evolved, the website evolved with it. It now houses a community forum, webinars and tools for entrepreneurs. I wouldn’t say there was anything particularly novel or innovative about it, there just has been growth and development on it and I had to do it myself. 

This word innovation can be pesky at times because everyone is throwing the word around because they want to sound cool or like they are doing something special. I believe more that it being something that a business or organisation does, innovation should a mindset that is cultivated and part of an organisations culture whether you are a one man show like myself or a big organisation. It should be your way of thinking and doing, your default setting if you may. And you achieve this by debunking old and unhelpful ways of thinking like thinking that innovation is only limited to a special few like the C-Suite, founders and the like if you are a bigger organisation with titles. Titles can be problematic sometimes if you ask me. They have their place and ensure hierarchy. But it can be so stifling for those beneath them and for the organisation if the focus is on that.

I am still a one man show but when (not if, I believe I will get there one day) I have people working in my organisation/s I want to install this way of thinking that innovation if for everyone, not a special few who hold bigger titles. One tenet I hold fast is to consider all people equal from janitor or cleaner to CEO. You will not see me sucking up to someone because they hold a big title or treating a janitor/cleaner like they are stupid and insignificant because there is something to learn from everybody. People have walked different paths, therefore bring various and interesting isights and stories which you can glean and use. You innovate using the knowledge and insights you learn, some of those insights are easily gained from observing people and life and speaking to them to gain their perspective on things. 

In my coaching business I pivoted several times. I tested and experimented with different offerings and niches. I used social media analytics and response/lack of from potential customers to gain any insight. When one niche didn’t work, I tried another on, and the next until I maximised all the niches I could think of offering my services to and I was niched out. This is another aspect to innovation, experimenting and pivoting. A benefit to being a micro solo business is the room to explore and experiment with different ideas, tactics and manoeuvres. The situation is small enough and allows that, so why not. 
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I really don’t want to begin this chapter with “I love…”. Sure you know by now how much I love and am passionate about business ventures and the thrill they provide me. God has graced me with a multifaceted nature that is interested in various subjects, hobbies and interests. For as long as I have known myself, I could never just do one thing. That idea feels limiting and dull to me. I remember even in school, when I was thinking about what career to pursue it was often two at a time. When I was faced with the tough and limiting choice to make by matric (grade 12) I had to do a process of elimination between art, architecture and design. Design won, graphic design to be specific. 

Not because I loved it more, there’s that word again -apologies. But I believed at that time that I wouldn’t be able to make money from art - my first choice and love. I was also interested in architecture but ruled it out because at that time I was terrible at math. So I did an ini mini mini mo between some design fields and landed on graphic design. My graphic design career spanning eleven years turned out to be a nightmarish roller coaster ride. I do now sit with the skills and knowledge, so I guess the turmoil wasn’t all in vain.

Hey! I am using some of those skills for one of my ventures, my art business where I create illustrations. I didn’t love graphic design - there you go, one thing that I don’t love so much, but the artist in me was drawn to illustration. For a long time I was a traditionalist and held on to the belief and idea that art had to be pen/pencil to paper. I picked that up again where I started making drawings and paintings in the recent years. However, I’ve realised that I don’t have the patience or time to pain or draw by hand anymore and want to pursue digital art instead, which I what I am doing and loving. 

Venturing into business has afforded me the opportunity to utilise my many skills and learn new ones, which taps into me being a continuous learner. Running a business or in my case businesses is fun yet stressful and messy endeavour. Messy in the sense that things in the background are often not smooth sailing, with plenty of trial and error, learning as you go and many pivots and changes. But in that process, you really get to roll up your sleeves, get your hands dirty and do the hard things. 

I am an introvert, so I spend a lot of time in my head, thinking, planning and strategising. I’ve been able to use this skill alongside my analytical and creative problem solving skills to create up business ideas and turn them into tangible businesses. Sometimes ideas would come to me in the middle of my sleep, if I had the strength to wake up I would jot them down on my notes on my phone to review them in the morning. 

One of my ventures mentioned previously, was my coaching business. Yes, I am an introvert but one of my loves is speaking to people and getting insight into their unique stories and challenges. I am a good listener and empathetic with serious boundaries around my empathy. Although sometimes I have the habit of interrupting. So annoying when I do that. But I am generally a good listener and have people just open up to me about their lives without me asking them anything. This is outside of coaching. I am not nosy, or a gossip, so when I am told something I tend to keep it to myself. I may use that information in my thinking when I analyse the human psyche - one my biggest passions right now. Do not get me started on human psychology. Most of my reading in on that subject. I do the practical part of it by analysing and studying how humans behave in real life. I don’t need Netflix, already so enthused. 

I’ve learnt that just trying your hand at something: business, allows you to not only utilise your innate skills and abilities but opens up opportunities to delve into other areas you can grow in. One such area of development that arose through business ventures is marketing and sales. Being an introvert and creator, I dug into creating and being behind the scenes - the idea of being in the forefront is not really for me. So, I would happily and comfortably create my products and service while negating the marketing and sales part of it until it bit me in the behind when sales suffered. Over the years and through every business venture I’ve slowly become more comfortable with the sales and marketing aspects, although there is still a lot of room to grow. I am even reading books and taking courses on the subject to educate and empower myself. 

Business has not grown to the level I would of liked. Business success? I don’t know what that is. Anyway success is often equated in monetary terms and gains, my gains have been more valuable that. Lessons learnt? character built? Skills developed? Oh yes, so it hasn’t all been in vain after all. 
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You may have mostly heard about my challenges in business thus far, and now I have an entire chapter dedicated solely to challenges. Let me start with my younger more optimistic self when I began my first business: I alluded to this earlier that when I ventured into my first business. Challenges were not really on my mind. I just only imagined sales coming in faster than a scroll on TikTok. I am not even on TikTok, but I know many of you are. Anyway, the bulk of my business journey has been around navigating various challenges. I would say that the main challenge I faced was that when I began I had no business knowledge which resulted in a lot of trial and error and learning as I go. I wouldn’t say faking it till I made it type of thinking because throughout the journey, I was not trying to be anything - like a CEO or big business mogul. I was merely doing what I enjoy and hoping that it would reap monetary gains. But passion was the main driver, not money. 

I started off with a lot of passion and later realised that if I am not making money through my passion businesses I might as well be running a charity. So its business, it must make money and if I want it to be my main goal, profits become a major factor. The idea of running a business like a business has sort of trumped passion because I realised that passion alone can’t sustain or grow a business. I would also say that another struggle was that as solopreneur, I had to wear many and all the hats in the business. I did everything from being a visionary, my own leader as I had to get up and make the time to run these ventures, I did product development: although didn’t know the term at the time. I did marketing and a the sales part of it, managed the finances: although there wasn’t too much to manage. But that is not the point. I had to learn to be faithful with the little profits until one day I can be entrusted with much more, God willing. So, my weak areas were definitely the marketing and sales and finance bits. I must say though that as time has gone by I have become much more open to those subjects and engaging with them more intentionally.

The whole journey was difficult largely because of a lack of customers. Whew, this one is ouch. Customers oh customers, where art thou customers. That is my little Shakespearean moment. I battled and grappled with this problem in all of my many ventures and I still have not quite cracked the code. I would market my self best as I could mostly on social media: my other weakness! I really don’t know how you guys do this social media thing. I mean having a second life online and keeping the world constantly updated, or in this case its not a second life because its a business presence. Its been a tough one. I would of loved to hire an expert to handle it for me, but as I said, with little to no customers there aren’t any funds to pay them. Capital is another problem I faced and can comfortably say, its not a unique problem to me and my experience as many small businesses struggle with this. But this problem is propagated as a result of not having enough customers. 

You wonder in an entire country if your target audience is local and in the world if your targeted audience is global, why should I struggle so much to get enough customers? I guess maybe it boils down to market share. I hadn’t done this work in my market research if any, but I hadn’t and didn’t know how to determine how to determine your market share. Another issue for me was target audience. I was not very good at being specific about the target audience I was trying to sell my products and services to. The concept of determining your target audience seems simple enough but breaking it down and niching to a specific group of people by their demographics (age, location, income etc.), psychographics (values, frustrations) and coming up with a specific user profile. I always seemed to get it wrong. 

And the idea of being very specific often felt like I was not left with a minute group of people who would be unlikely to hear about let alone buy my products or services. I guess I needed to trust the science, that niching down is in fact the right way. Your "minute group" is your early adopters—the people most likely to buy, love your product, and spread the word. It also helps you in your marketing where your messaging becomes targeted to that group that you identified, not everyone. Because if you cast your net wide trying to catch all the fish, you will end up with none. I know this intellectually, I just need to get better at practicing it. Basically, a vague audience = vague messaging = weak marketing. 

In this day, we have AI to use for help with such dilemmas. AI so I’ve read and learnt through experience, should be used as a tool that helps you augment, brainstorm, and get some information via the correct prompting. It should never do the work for you, otherwise we loose the ability to think for ourselves, problem solve on our own and critical thinking- a skill you want to get better at, not loose.  So, I used AI to help me with some questions one can ask to try and drill down to a specific niche. Here they are:

What’s your product/service?
Who’s the most specific person it helps? (Use demographics + psychographics.)
How can you find/validate this group? (e.g., forums, hashtags, competitor audiences.)
Any guesses on market size? (Even a rough % helps!)


Knowing my is another area I overlooked, yet so vital. I guess I struggled with this because I tend not to compete with others, I focus on running my own race. So, this personality trait trickled into the running of my businesses where I rarely checked and evaluated my ventures against my competitors. This is important. A business does not exits on its own. Its is part of a wider ecosystem which includes internal and external factors that must be considered to be able to make strategic decisions that will help the business scale. Your competitors form part of your external factors that affects your business, whether you like it or not. So, being in the know of what your competitors are doing helps you develop effective strategies to be on par or better than them so that you can also get a piece of the pie: your market share, basically your customers. Those we spoke about earlier, the ones you niched down correctly to get to a specific group of people. See the point I am driving here. Don’t worry I am preaching to myself here. Hope yours listening and learning Lebo! 

What I learnt about customers is that they can’t be tricked into buying from you. Nor does having a what you deem a good product or service guarantee customers. One thing I will do next time I come up with a business idea is that I will test it with the market before launching it. Its much cheaper in time, money and effort that way instead of laughing your fully fledged product hoping customers will buy it. Hope does not work in business it only leads to despair, disappointment and a low bank balance. Its also important to analyse and understand which substitute products or services affect your targeted niche or business. 

That way you will know if its worth going that route or not because some industries have a high threat of substitutes. I didn’t do this in my ventures but now I’ve learnt that’s its an important aspect to execute.  If I analyse my coaching business, one of my most frustrating businesses because I put som much effort into it. The substitute services could of been: A therapist, another type of coach like a health or executive coach, a mentor, a friend, a manager. There could also be other substitutes that customers were going to who are not in the same industry. Other fundamental activities to conduct are research, planning and strategising which lead to a more viable business. If we put ourselves in the mind of the customer for a second we realise how much is already competing for their attention and pockets. 

Now your little business - or should I say mine, that pops up infant of them once in a while stands a little chance of being seen as credible and trustworthy enough for them to pay for it. That’s the sad reality. I once had a lead for my gifting business where they almost customer decided to go with another gifting company because she said she didn’t trust my business. Ouch. Now how does one gain customers trust so that they can buy from you? Million dollar question. Perhaps its about your business being well known, or maybe your brand perception. Do customers perceive your business as being credible by the way it looks and presents itself? Do you have testimonials that showcase others experience and thoughts about your business? Positive testimonials.

In my coaching venture, I ran a whole campaign where the aim was to obtain as many testimonials as possible. I did this by offering coaching for free for exchange of a testimonial. My strategy involved contacting potential coaches on LinkedIn and where I offered them free coaching. I don’t recall my exact messaging but it wasn’t salesy. A couple of people accepted my offer however, on the day of the session none showed up for coaching. It made me question whether people valued coaching, or whether they did not see me a reputable enough to follow through. It hurt. 

Another challenge was value. I realised this recently that firstly you need to solve a real problem in through your business otherwise if you’re not whose going to buy, well nobody. Been there done that, got the ragged t-shirt. The problem is not actually always or through a service or product but what the customer receives emotionally or otherwise. I believe this is how big organisations do it. I don’t think Nike is selling running shoes I think they are selling velocity, endurance and the belief that you can be a great athlete like the elites they partner with in their marketing. They say, sell the benefit not the product or service. It sounds simple enough yet so difficult to implement and do. 

Now lets delve into value.  What’s your value proposition? As I said previously: what benefit does the customer receive. Is your value clearly displayed to customers on your website and social media messaging? Do customers know what they will receive when they buy from you? And is it valuable enough for them to make that purchasing decision? Hmmn, thinking. So value was another problem I encountered and learnt rather a little later on in my business journey. Like I mentioned somewhere in this book that I didn’t go to business school so I didn’t know these things initially. And no one really goes around talking about value so explicitly. I mean customers even businesses want it but they don’t say it in so many words. You kind of have to read their minds, I will write a chapter on mind reading later on. Okay no, enough with the quipping. This is a serious book about how to seriously learn from business mistakes and seriously grow your business. Yeah. 

Price. I often had a challenge with pricing my products an services. Oscillating between mid to lower pricing was my go to strategy. I was largely uncomfortable with pricing my products and services too high as I feared customers wouldn’t buy. But even with low pricing and complimentary services customers still didn’t show up. What I learnt was that lowering your price actually lowers customers perception of your product. So I needed to price my products and services according to the value they were offering. This pricing issue was mostly a struggle with my service based businesses. In my product based businesses I priced my products well enough to make a profit, where I subtracted the cost of raw materials and producing the items so I could make a profit. The challenge I faced there was that these products were creative and art based products like designed t-shirts, decorative hand made crafts, art-made cushions and the odd one - gifts for mental health related issues. 

I found that customers showed interest in some of these products but were price conscious, wanting me to lower the price. I realise now through this analysis and learning that perhaps those individuals were not my customer segment. It can be extremely tempting to cave in and give customers a lower price - sometimes its okay as I have lowered price for my thrift store jackets and coats but mostly its not. If a customer wants you to lower your price where you know the worth and value of the item, they are are not your target customer. Let them go to a substitute business to get a lower price. It may sound like a bad move to let customers go but when you do that you actually leave room for your targeted customers who value your product enough to buy it at your selling price. I learnt that in business you have to value your services and offering by pricing your products right for your specific target audience. This goes back to my earlier point, that not everyone is your customer. Let the wrong customer filter out so the right one can come in and stay. 

Running multiple ventures at once. Now, this one is mentioned as a challenge for me not because I ran multiple ventures but because it is perceived as a mistake or flaw. I say this because I am a multipotentialite, meaning that I possess a diverse set of skills and interest which I want to explore all at once. Hence I have a full time job where I do one thing, and run multiple ventures in different industries and I have multiple hobbies. Yes, I am one person doing all these fascinating and exciting activities that keep me on my toes. For a specialist, this is completely preposterous and counterintuitive and maybe unproductive because it may look like multitasking. Which is not really, because on one day you will split up your day to make time for all of these different activities. Its not absurd. The absurdity is this idea that people must have this one thing, career or business venture that they are working on for the rest of their lives. Now watch me collapse, shrivel up and die. No, people are different and society must accept that and debunk the notion of doing one thing. 

The challenge with being a multipotentialite is that although you are knowledgable and skilled in various domains, people see a lack of focus and expertise because they have the mindset of a specialist. Don’t get me wrong, specialists are great. We need them, we actually need both specialists and generalist. Its just that the world favours specialist more, just like they do with extroverts. Its a mans world, specialists world and extroverts world. Everything else is weird, broken and improper. That’s the unfortunate reality we have to deal with. Hopefully having more dialogue about it through discourse and written material raises more awareness and brings change and more inclusivity and understanding. 

What is exciting as a multipotentialite multi-business owner is that I you get to use the full spectrum of skills and interests you have. This is what a multipotentialite really thrives on. We go to sleep feeling absolutely satisfied after a day spent exploring and maximising our diverse skills. In a business where you are the main person or can’t afford extra help with marketing, finance and stuff like that - you must wear those hats. As a multipotentialite you enjoy it because you thrive on learning new skills and gaining new knowledge. The challenge is that it takes time and effort to learn and master these domains. And we know that time is a precious commodity. But take heart, when we put our minds to it and set a goal to learn something we do. So, its a challenge but one that we are willing to take on. 

Rejection. We all know Colonel Sanders story, how he was rejected over a thousand times  and findlay succeeded with his Kentucky Fried Chicken franchise. I faced my own rejection a few times. Unlike Colonel Sanders, when I faced a few rejections I almost believed it was time to throw in the towel and move onto something else: a different venture. Rejection on a personal and business level just hurts. It tempts you to believe you and your idea are flawed and unworthy of peoples love - if its on a personal level or that you should give up because no one wants what you’re offering - in business. These beliefs are false. At the time of your rejection it may feel like your world is falling into minute pieces. I recall my first heartbreak, it really hurt. The guy I liked seemed to like me back as we spent quite a bit of time together, getting to know each other. It all seemed intentional like it was headed for marriage as I had hoped and imagined. But we were not aligned on certain things. He wanted a soccer team of children and at the time, I didn’t want to have children. Then one day, I hear by the grapevine that he is engaged to another lady in our community circle. I was in disbelief and felt my heart breaking into pieces. I didn’t think it would ever be whole again. I was even invited to their engagement party soon after, it all happened so quickly. 

I wondered where and when all of this happened because he was spending so much time with me. That was rejection and heartbreak like no other. Well, you’ll be happy to know that my heart was put together slowly but surely. I am happily married with two kids. And I am glad the other person didn’t work out, he’s not so great after all. This illustration, as tearjerking as it is. I know you have your tissues out right now. It just illustrates that rejection is just redirection. It does not mean you are not wanted - you as a person and your business idea. It just means that it landed on the wrong person, the right one will love and accept it.

In my art-made online cushion business, I came across a new and beautiful shop space near where I live. It has an industrial and farm-style-modern feel to it. I decided to inquire and ask about their shop space just to dream and plan for the future of my art-made cushion business. I knew I couldn’t afford any rent at the moment but it was nice to dream and just know for the future. The agent I spoke to asked for my website and some other business details. She came back with very positive and affirming feedback about my product and referred me to the restaurant owner on the campus because he sells items for other business owners like myself. 

That sounded exciting, so I got in touch with the business owner and he asked me to bring some samples of my cushions so that he could see them and assess if they fit his aesthetic and if he would have space for them.  I got some cushion produced, about 4 to 6. So I usually don’t keep stock of my cushions because they haven’t sold yet and are expensive to produce. But this seemed like a real opportunity,  so it was worth it. I could smell the orders coming. I imagined orders flooding my inbox. It’s really nice to imagine, until your imaginations don’t come to fruition. You can see where this is going. So when I met him he had his manager with him, they looked at my product, felt it, smelt it, almost ate it because they said it was good. Ofcourse they didn’t eat it, just saying that because its a restaurant. They seemed pleased with it and said they just needed time to build a shelf where they would house the cushions and they would contact me again in February of the following year. This meeting was had in November. His commission was also very low and good as his aim was to help the entrepreneurs grow. Wow, it sounded like music to my ears. Finally my cushions are going to be visible to customers and perhaps get bought. That’s what I dreamt, again. In the mean time I waited and waited. I didn’t even enjoy my December break that much because I was waiting for February, my big moment. February finally came, it didn’t come with all the love and roses instead it was silent. What I mean is that the restaurant owner did not contact me. Okay, so I contacted him. The call went to the reception in the restuarant building, I left my name and contact number but he did not call me back. Okay, so I decided to go to the restuarant realising that I am being ghosted at this point. I went there to see if the shelf was installed. And it was not. At that point I knew I had been rejected. As the supportive person that I am I went and bought one of their confectionaries to sooth my pain and off I went in disappointment. 

Sadly, I did park my art-made cushions after this rejection. As I said earlier, rejection for me and I believe I am not alone here, but it stings. I went away and had all kinds of negative beliefs and thoughts about my business that - maybe my product is not good enough, maybe I should just give up, what’s the point of trying all so it went on. So I parked the business for a while to recover from this disappointment. I did go and eat at his restuatant twice after this incident, hey, I am not bitter. It is just business after all isn’t it. 

There were and still are a myriad of challenges in running business ventures. The barriers to entry as a new entrant are quite high. Trying to compete with established companies with bigger budgets for marketing and more experience and knowledge is tough. Now wonder this has been the longest chapter in this book thus far. It demonstrates just how challenging the journey has been. Although as I sit here and write about these challenges I reflect on the knowledge that I have now gained and what I will do differently going forward. I believe challenges will still exist but I may approach them differently with more insight, knowledge and better strategy up my sleeves. So, these challenges have not been in vain after all. See you in the next one.



















Chapter 8
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I am driven by goals because they give me something to work towards, keep me motivated and of course the feeling of achieving them is just superb. When one goal is achieved I look forward to the next and the next, its kind of addictive. Goals are good, good for me. I am a person with a lot of drive, eagerness to learn and achieve so setting goals in my personal and business life is important to me. When I set goals and work towards achieving them, I feel like there’s momentum, like I am moving towards something. When I set my goals I follow the tenets of SMART goals. I would make my goals somewhat ambitious but high enough to reach most the time. High but not excessively high because then it would feel like trying to chase the wind. Can you imagine? 

I am usually more motivated rather than demotivated by my goals . A few times I don’t achieve some goals but that doesn’t disappoint me because I would of achieved the bulk  of them. I am not a machine although I sometimes set my bar so high you might think I am. I achieve my goals but eating the elephant bit by bit: working towards them consistently in small increments. I track every so often to see how I am going and reflect at the end of the year to see what I’ve achieved. I love that feeling. Its like the feeling of having a long to do list - my goals for the year. Then by the end of it having ticks of accomplishment just makes me feel good. 

I am mostly good at setting personal goals than I am at setting business goals I must say. Only recently I recall actually jotting down my business goals. Previously my business goals were airy fairy and vague. Hmmm, perhaps that’s the reason I didn’t achieve…let me not complete that sentence. I can’t handle it right now. But what a revelation! If I maybe used the same principle I have of goals setting in my personal life as I do in my business life things could of turned out differently. I maybe would of had a shorter chapter on challenges? 

Anyway, you live and learn. That’s what I am reflecting in this book on this tough journey I’ve traversed. The point I want to drive here for you and myself is the importance of setting goals in your business. Like I said, with my personal life, goals give you a clear road map of where you are and where you want to be. That last part: where you want to be in future be it in a few weeks, months or years.  Without a goal your like a ship sailing in the ocean without a compass you just end up somewhere random. I’ve been to random places and I am not talking about Timbuktu but places like a gifting business turned charity - or ministry. I still don’t know about that one, I need more revelation. When I began my gifting business a few years ago, the initial plan was to encourage gift giving in the black community. This idea came from a personal place of enjoying gift giving and receiving but never having received them as a child. Not much research or validation was done here, it was based on assumption that other black communities don’t give gifts to each other. I still believe it may be true, particularly in a certain generation of black individuals but don’t know for sure - I need to research. So, I wanted to solve this problem by selling curated gifts to this customer segment, un-researched and unvalidated as it was. 

In my excitement and belief that this was a real need and that it would work, I sourced gifting items, packaged them beautifully. And tried to market them. I used a network to try sell them at a church event - one gift was sold. I also created a LinkedIn page were I posted the gifts periodically. I tried selling them at markets where it was predominantly white people, that didn’t work. Then finally, I merged the gifting company with the coaching company - not officially but strategically. I thought that the niche that I was targeting in my coaching would also be suited for purchasing my gifts as a wellness segment. You know the next line, that didn’t work either. Nothing worked! I believe it might be due to a few issues:
The problem: they say a problem well defined is a problem half solved. I don’t know for certain if mine was well defined because it was based on personal experience (on a broken family experience) not research. The problem was also not validated with real customers, only myself. Now I didn’t intend on being my own customer for my own products did I…
The market and customer segmentation: I did not research the gifting market: its size and context, and this black community I was trying to sell to. I also did not segment the customers I was intending on serving. There was no description of their demographics, psychographics, motivations, challenges, goals, preferred channels etc.  My targeting was rather broad and vague, “the black community” - I think I had a picture of my mom and dad in mind and that’s not really customer segmentation. It sounds more like me seeking healing. Now that is a story for another book.
Marketing and sales: my not so strong suite. I did try to market my gifts, I guess not aggressively enough. Ear did reach one of my church members who runs a mental health support group. She and the group “buy” my gifts to help those in the group heal and feel loved and cared for. I mean that is important work, when I package gifts for them I feel like I am making a difference but there is no profit as the gifts are either coming from my own pocket or the groups kitty at a nominal fee. Hence I mentioned earlier that this business has formed into a charity or sorts. I am not sure where its going. I need to strategise further to seek more opportunities to sell products. Unless God - its your intention that it becomes a charity or a ministry. I need wisdom and direction in that regards. Sometimes you plan things to go one way and they later take another form. 

In essence, I create goals and work towards them. Being a multipotentialite my goals are many: work goals, personal and business goals. Spreading myself there. Its all good though, it keeps me going and motivated. And I don’t become punitive towards myself when a goal is not achieved I just adjust it or extend the timeframe. Flexibility and adaptability are key. 

Now, I have finally set some business goals- made them official by putting them on paper and working towards them incrementally. I do hope and pray that they reap the intended results. Once again, not all will be lost. The goals, effort and work put into this will not be in vain - its all working for something. I believe that one day it will be revealed, the Lord willing. 




















Chapter 9
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Becoming an entrepreneur was a childhood dream of mine. Yes my childhood was not rosy but I what I gleaned or admired about my parents was their entrepreneurial grind. That seed was planted in me and aimed to become one. Not because of its prestige - if there is one. Or great monetary gains but mostly because of the passion and the freedom to use my time for my own ventures not somebody else’s. Some of us are meant to be employees while others employers. I feel like a hybrid but yearning for entrepreneurship fulll- time with profits. There is a phenomenon that I recently came across that is so validating and makes my hodgepodge of a life make sense. Its called a portfolio career. Now that is someone who holds a full-time job and has a business and other side jobs. That is the multipotentialite life and philosophy. Finally, it seems the world is shifting to our  way of life. Because this linear, specialist, one job or thing you do for the rest of your life, its not for some of us. We are wired differently, not weird. I didn’t make an error. 

 Its been a long grind, been running side ventures for at least a decade and more. Still grinding, ideating, pivoting, strategising, marketing in all shapes and forms as best as I know how. Yet, the time of the reaping those benefits has not come to fruition. I guess in spiritual terms, I am still planting and harvest time has not yet arrived. All in Gods time. I remember the book of Ephesians in the Bible that reflects on the meaninglessness of life. That meaninglessness comes to mind when I ponder on my business ventures. When I look back at the years, projects, ventures, ideas. The time, energy and money spent on them - it all feels rather meaningless when I still don’t see the fruits of that labour. How long, how much longer of grinding till the results show. Only God knows. As a Christian, I believe in my heart of hearts that my life is directed by God my father in heaven. I also believe that my love, yearning and passion for business are given by him. 	This was my childhood dream. But God, he clearly has other plans for me, and I need to align to them-hard as it is. 

Do I give up? Not a chance, but I do lean into prayer and committing it all to Jesus. God works in his own time and by his own wisdom - to accomplish his desires and plans. So I lay my business ventures down at the foot of the cross for his handling and care. Maybe you were reading my story until now and just didn’t expect it to become spiritual. Well, I am truly sorry. I wish it would of turned out differently for you, but this is me. I am not just a girl trying to make it in business but I am a Christian who aims to live a life according to Gods will and purpose for me. So, I cannot write about my passions and dreams and leave that part of me asunder. 
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We’re at the end of this journey of reflecting on my business learnings and struggles. I relayed my passions and drivers - basically the reasons that although I haven’t reached business success, whatever that it really. I still persist because its in my blood and I do believe that one day God will open the flood gates for me and my business ventures will take root. For now, I pray, trust, work, learn and grow. There has been so much growth throughout this journey, I’ve detailed most of this growth in the anecdotes in the proceeding chapters. 

So, who am I after my business ventures? I am still Lebo Mollo, but a better version. One that does not give up when the going gets tough, because man its been a difficult journey. A journey where I relied on my and Gods strength to pull and push through the business venture grind. One where I had little to no cheer leaders. One where little monetary gains were made. A journey that taught me to appreciated the small things. There is so much power in the small, where we often look at big gains as the be-all-end-all. Many little achievements and strides create big wins. So never despise them. I learnt the ability to stand ‘alone’ and stand tall - I am not glamorising aloneness. I am just saying when its just you against the world - it builds lasting strength. Strength the enables you to thrive with or without people and their cheering. I say this because often people need validation and support like they need air to breathe. Life sometimes teaches you to get through tough times without the crowd. I wasn’t totally alone, but generally alone. 

I’ve learnt to believe in my ideas and see them through to completion. When you’re a visionary, you’re built to generate ideas and so when you run with them, you envision for them to thrive and take root. But, not all ideas thrive because of circumstances, external factors or even how you implement them. That failure of your ideas hurts so much. You learn though not to be married to them and let them fade when its time. The fact that I not only generated many ideas but built them into businesses, I am proud of that. Through that, I’ve gained real-life experience of running business ventures; that’s the school of life and business. 




Running business ventures has afforded me the opportunity to learn and grow in ways I never anticipated. Its stretched me and put me in uncomfortable positions that have further enhanced my development. Personal development is vital to me as I believe that a person must grow and change becoming better overtime. This change comes through lessons and mistakes, gaining new perspective and from deep self reflection. I can’t emphasise self reflection and knowing oneself more. The deepest knowledge after knowing God. The essence of running business ventures is just about trying your hand at something and going after that thing with all your might and zeal. Running a business requires nurturing and persistence to grow and develop that business. These are hard lessons only gained through experience. 

My experience has been wrought with many trials and disappointments. Yet I rest in the knowledge and assurance that I’ve gained more than material gains could ever provide. My character has been shaped and refined and I remain ever so committed to this journey. So, as I’ve often said at the end of each chapter of this book. So I say again, with deep confidence, that not all has been lost and that it was not all in vain. 
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Lebo is the author of Tinkering Until Something Works and its successor, Not in Vain, which chronicle her tumultuous journey of building businesses while navigating a full-time corporate career.

A multipotentialite at heart, Lebo has launched multiple ventures over the last decade, each aligned with her evolving passions. By trade, she has a graphic and user experience background and she is a lifelong learner constantly adding to her repertoire of skills.

Her writing explores the tension between her God-given yearning for entrepreneurship and her current path, seeking to trust in divine timing while actively tinkering, learning, and preparing for what's next. She believes the passion was planted for a purpose and looks forward to the day when things fall into place.

Watch this space to see what she builds—or writes about—next.
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