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- Background

Path to
Entrepreneurship

round and Journey
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Took a leap of faith and left EY at the end of 2009 asa g

Started as a Secretary sold bricks and sand before working for a dlverse;
the manufacturing sector Randalls :

Enrolled for my first degree in which specialised in Financial Managem
Worked at FML Asset Management

Joined EY Zim and left with 10 months of articles left

Had to redo articles at EY SA, effectively trained for 4 years 8 mc

Failed board one, passed on second attempt

Started July28 in Dar es Salaam, relocated to ;

Created brand awareness through ‘over

First major Zimbabwe client was fa
ad hoc work ;

Built reputation through quality \



REVISIT YOUR
VISION ON A
DAILY BASIS

READONA
DAILY BASIS

APPROACH

PROBLEMS
FROMALL
SIDES

USE NET-
WORKING TO
BUILD YOUR

BUSINESS




° Networking was instrumental in the establishment and growth of July28.

° Assisted a cousin with financial statement preparation, which boosted

confidence and led to the preparation of 600 sets for government schools.

Secured initial work in Zimbabwe through oversharing with a family doctor,

Iho infroduced a due diligence project.



Self-marketing played a crucial role in gaining initial clients for July28. For

- example, oversharing personal updates led to new opportunities.

Vi iting a family doctor, the habit of sharing life events revealed a due

I m po rTCI gleod _Of o e br'rgni’ry with a Swedish Venture Fund, resulting in winning
Self-Marketing ’

delivered, such as the precise and factual due diligence
ients and led to further referrals, exemplifying how

uilds a reputation.

ave unintended outcomes. Sometimes people want to be

with you because of what you have done for other people.




Oversharing Sharing personal and professional updates frequently. This creates brand
awareness and keeps you top of mind. Example: "l always told people
what was going on in my life."

Leveraging Utilizing connections to gain new opportunities. Example: "My network
Networks was the stepping stone | needed to branch out further to a wider
network."

Ensuring a polished and consistent professional presence. Example: "I
engaged a branding company for the organisation's image."

Standing out by offering unique, bespoke services. Example: "We chose
to be bespoke. Each client is different so we don’t use a one-size-fits-all
template.”



Building a personal brand is crucial for professional success. As the speqk:a
noted, "your personal brand is also about your values who are you or what
you stand for when people want to do business with you." This authenticity

helps in creating trust and lasting relationships. For instance, refusing to
engage in unethical practices earned the speaker long-term clients. A
strong personal brand also involves being visible and memorable, as seen
when honesty and transparency led to referrals and new opportunities.
Ultimately, your personal brand shapes how others perceive and interact

with you, often opening doors to new possibilities.




Unique Value Proposition
((WAVA=))

UVP differentiates you from others in the market.
It highlights unique skills, experiences, and strengths.

Essential for attracting clients and building a
reputation.

Diverse roles from secretary to asse
then becoming a CA.

Worked in three different countrie
experience. |l

Personalized client rel
services. A



Importance of Skill
Development

Developing new skills and moving with
the times matters. Venturing into
technology has also assisted me and
in the last year | am involving the
trainees to Al, Robotics Process
Automation over and above the
fraditional CaseWare automation and
Data Analyftics.

Staying Updc

The ability to assist
information-based
production of reports ¢

are knowledgeable
establishes your e




Case Study: Successful Client
Engagement

Winning quinst Secured a due diligence project from a Swedish Venture Fund aftera :
conversation with a family doctor. The quality of work won over the client,

blg brands leading to ongoing engagement.
Anonymous referrals have won us work in the private sector QQGIQ'
brands.

Building Trust Gained three long-term clients by refusing to engag e
practices. Demonstrated honesty and transpare 1S

Th rough Values bookkeeper present. -

Referred to a new opportunities even frc




° Serving on various boards has taught me significant lessons about myself and

my capabilifies.

° My first board appointment came through a technology rollout project where |

impressed the client with my performance.

Being the first woman on several boards, | faced unique challenges but also

found it rewarding as it stretched my abilities and contributed to my growth.



Step Out of You have to be in places you probably don't want to be cmdi.
Comfort outside working hours. Attend events with significant player':
Zohes your industry, even if it feels uncomfortable. .

Build Internal Relationship building starts internally. Clients reflect the internal
Fielortionships team’s alignment and values, which hglps |n' gql.nlng more c.IlenTs

through referrals. Even your own relationship with yourself is
important for you to build successful relationships.

cancdcl

I=Ielorl-ions'
Building

Maintain Keep your word and respect contracts. This maintains trust,
Professionalism which is crucial for long-lasting relationships. Ensure your
conduct reflects an entrepreneurial mindset.




Marketing
Yourself to
Potential
Clients

Strategies for
Marketing Yourself

O]

Highlight your Unique Value Proposition (UVP).
Frame it in a compelling story, e.g., 'l frame mine
in a story and love the question why
accounting.'

Utilize social media and public speaking to
showcase your journey and expertise. 'Social
media and speaking at events in my opinion are
good platforms to market yourself and your
organisations brand.'

Always present your professional image. 'Your
personal brand is also about your values who
are you or what you stand for when people
want to do business with you.'

O]

Building Client
Relationships

Leverage your network for referrals. 'Clients
grow from other clients. Securing a new client
costs 7 fimes more than securing a client from
a referral or happy client.

Make a memorable impression by sharing your
journey and values. 'Let them know who you
are and what you do. Make them remember
you by making them feel important without
patronising them.'

Maintain consistency in delivering quality work.
'Doing a good job and making a difference...|
was appointed to another board after a series
of interviews.'



Conclusion
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