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The entrepreneurship and business management newsletter for
insights, resources and opportunities to grow your business.

Share your stories and experiences
Do you want to share your stories on business and
success, your exciting products or services? Email
me .chichonip@smebusinesslink.com

BusinessLink Newsletter

Advertise your
products in the
BusinessLink
Community
Marketplace
Do you want to reach
thousands of our readers
with your products and
service?
Advertise them in the
BusinessLink Community
Marketplace in this
newsletter and on the
website.
See page 10 for more
information.

A man is flying in a hot air ball oon and realizes he is lost. He
reduces his altitude and spots a man down below. He
lowers the balloon further and shouts: “Excuse me, can
you tell me where I am?” The man below says: “Yes, you re
in a hot air balloon, hovering 30 feet above this field.” “You
must work in Technical Support,” says the balloonist.
“I do,” replies the man. “How did you know?” “Well” says
the balloonist, “everything you have told me is technically
correct, but completely useless.” The man below says:
“You must be in management.” “I am,” replies the balloonist, “but
how did you know?” “Well”, says the man, “you don't know where you are, or
where you re going, but you expect me to be able to help. You're still in the same
position you were before we met, but now it's my fault.”.”
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Many of life's failures are people who did not realize how close they were to success when they gave up.”

-Thomas A. Edison

Entrepreneurship is first and foremost a mindset. You are not born an entrepreneur; you develop the mindset over

time. Entrepreneurship is the art of developing solutions to problems, in a profitable way. Every successful

entrepreneur, every successful businessperson has been someone who has been able to identify a problem and come

up with a solution before someone else did.

An entrepreneur is a person who habitually creates and innovates to build something of value around perceived

opportunities. Entrepreneurs have developed certain traits: huge ambition, imagination, persistence, passion and

conviction. The level of your personal ambition and imagination will determine the heights that you will scale. It is

your vision that sets your limits. Without vision you do not have a business, you just have employment.

Persistence is a necessary trait because business ownership is not a sprint, but a marathon. You have to stay in the

race for a long time in order to win. Most business ventures will only start realizing a profit after a number of years.

You have to take a leap of faith when you believe in your business, and stick with it through the tough times. Without

conviction, many people give up too soon; and the sad part is that most people give up just when they are about to

strike the gold seam.

Successful entrepreneurs are passionate about their business. Their passion drives them to endure the rough

patches and to build their businesses. When you are passionate about your business, you commit yourself fully, with

true conviction. You throw away any personal tendencies towards equivocation and self-doubt. You know that the

business represents your personal ego, and you have to make it succeed. Such conviction generates tremendous

confidence that shows through to your customers, bankers, suppliers and employees. It becomes the greatest

marketing message you will never pay for.

US inventor (1847 - 1931)

Please email your feedback to chichonip@smebusinesslink.com
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“Proper preparation prevents poor performance”

In negotiating, a clear understanding of your objectives is essential. You should be ready to propose a package that is challenging

but credible. Your preparation should end with you deciding on your  'Desirable' list and using it to form the basis of your first

proposal. Use these steps to prepare:

1. List the things on which you can give and take. These are called your negotiating variables. If it is possible to give and take

on something, list it as a variable.

2. For each variable, list the 'Desirable' (best you can hope for), 'Probable' (most likely) and 'Worst' (worst that you would

want to finish up with) outcome from your point of view.

3. Put a value on the difference between 'Desirable' and 'Worst'. Now you have identified what the most valuable items are

from your point of view. Price and volume are obvious values, but sometimes it is more difficult to put a value on a

variable.

4. List all those things on which you are not prepared to give and take. You are effectively saying they are non-negotiable.

5. Look at everything done so far from the point of view of the other party. Ask yourself what they will be looking for on each

variable- and what variables they will be looking at.

6. Consider where you will have areas of agreement, and where there will be disagreement. If your partner wants to

negotiate on the things that you have considered to be non-negotiable, you may struggle to reach agreement.

7. Having weighed up the situation, you should be prepared to propose your first package as the 'Desirable' set of objectives,

although the discussion may cause you to modify your first proposal.

Source- Negotiating Secrets- David Brown (Collins, 2010)

What makes an entrepreneur?

Negotiation Secrets: Plan your approach
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RBZ Governor Gideon Gono has a great vision for his

business. Lunar Chickens is the first wholly black-

owned, fully integrated chicken breeding, growing,

processing and marketing company in Zimbabwe. For

years the company has been an “outgrower” for

Irvines and Crest Breeders. It is now the third largest

chicken producer in the country.

Gono's vision for Lunar Chickens is to produce over

one million eggs per day and to slaughter 500,000

birds per week. He also plans to produce half a million

day-old chicks per week. All these targets are set to be

reached by June 2012. The company is also set to be

listed on the Zimbabwe Stock Exchange within the

next three years. What a vision!

Now the governor had some words of advice to

entrepreneurs. He said money is not a prerequisite if

you want to start a business. At the end of the day, any good, viable and bankable project will  always   get   funding.

On the other hand, badly thought out projects with traditional ideas will struggle to get funding, no matter how little

the money required. Food for thought.
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High school teaches us much that we need to succeed in business or our professional lives. But success in high school

does not translate into success in business. Some people get trapped in the high school way of thinking and keep on

doing the same things they did at school and then wonder why they are not succeeding in business.

Here are five warning signs that your business/professional life is like high school with money:

Kids ask their friends for dating advice all the time. Think about it: Who

is less qualified to talk intelligently about relationships than a teenager? The same applied to teachers. I had a

few great teachers but they were completely unqualified to give me career advice — unless I planned to be a

teacher. Don't ask friends or family for advice about starting a business or changing careers. If you want to

change careers talk to people working in that field. If you want to start a business, talk to successful

entrepreneurs or better yet to successful entrepreneurs who failed once or twice along the way. Then keep in

mind no one you ask for advice can assess what truly matters: your level of determination, drive, and

persistence.

Popularity in high school is based on

conformity; other kids' opinions dictate what is “right.” Conventional wisdom is an extension of high school

conformity. If you want to live a life similar to those around you, do what they say and do. If you want a different

life you must do what think is right, regardless of what others say. In high school, being different usually

leads to being unpopular. In later life, being different often leads to success, either in business terms or in terms

of self-satisfaction — and is there any other kind of satisfaction that really matters?

Most of us joined clubs in high school because we thought that

would improve our chances of getting into a better college. As adults many people join clubs because they think

it will improve their business or professional prospects. Seriously: When was the last time your Chamber of

Commerce membership or membership in a professional association actually paid off? Take a look at your clubs

and associations. Do you receive a tangible benefit for the time and money you spend? Do customers or

employers really care about the acronyms on your website or resume? Only be a member when membership

pays off in quantifiable ways.

I took calculus in high school. I also took five years of Spanish.

Today I can no more find a derivative than I can carry on a conversation past, “Hola. Qué pasa?” In business and

professional terms, focus on learning what you can directly apply to your

business or career. (Here's one way to define “directly applies”: Anything that

helps you make money.) Or identify your weaknesses and work to overcome

them.

I remember kids I had never

even spoken to glancing at, say, my shoes. I would immediately think, “Oh,

no… what's wrong? Not the right brand? Not cool anymore?” (The answer

was yes on both counts since my mom refused to pay brand name prices.)

Many people still worry about what random people might think, choosing a

business location based on perceived status rather than what makes the best

business sense, or choosing not to work in a particular field because they fear

others will not view them as “successful.” The only opinions that matter are

those of family, friends, customers, and coworkers. Who cares what other

people think? Easier said than done, I know, but none of us should care about

the opinions of people who don't matter. It's your life — live it your way.

1. You look to the wrong people for advice.

2. You do what you you should do instead of what you to do.

3. You join clubs because you think you should.

4. You focus on learning things you will never use.

5. You care what random people think about you.

think want

you

by Dan Moran
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Whether you're a pioneer or a latecomer in a competitive industry, here are strategies to stay ahead of the pack.

It may appear that certain industries are so packed with competition these days that it's hardly worth jumping in. But don't let a crowded market deter you.

Savvy small-business owners are still gaining a competitive edge in industries where you wouldn't think one existed anymore. Consider these tips gleaned

from the experience of successful entrepreneurs who found ways to make their businesses stand out in a crowd.

When you're a pioneer in an industry, you get a head-start but you have to get creative to stay ahead once competitors enter the fray.
Take , which launched in 2005 and was among the first question-and-answer web sites. The site helps people solve technical issues with personal

gadgets and household appliances -- whether a cellphone or a dishwasher. The San Mateo, Calif.-based company connects owners of similar products and

gives them a way to ask each other questions and get responses. "I figured the best person to help a person with a BlackBerry is another BlackBerry user,"

says founder and chief executive Yaniv Bensadon, 41, noting that it was an alternative to dealing with "a call center halfway around the world."

But in the past several years, there's been a surge in Q&A-focused web sites, including Yahoo and Quora.com, which launched in 2005 and 2010,

respectively. While these sites don't specialize in solving product issues like FixYa, Bensadon says they can be used to get any kind of answers. So Bensadon

has found new ways to make FixYa more user-friendly and social.

The 60-employee company recently revamped its web site, adding new social-networking and interactive features to offer a more personalized experience

for its 11.5 million registered users.

For instance, people can create their own network of favorite "experts" on the site. And people who log in through Facebook can see their friends' postings.

FixYa is also rolling out over the next few months an "experts on demand" feature that allows people to sell technical-support services by creating their

own expert profiles on the site, and users can rate them. FixYa will make a commission on any business secured through its site.

Look for ways to offer a personalized experience and interactive features that make your product or service more user-friendly. "When

you're just a content site, users usually find you on Google," he says. As a social-networking site, "there's far more trust and credibility, as well as

engagement."

When selling a product that's so common it's considered a commodity, consider out-of-the-box, even incongruent, ways to develop your niche and gain

market share.That's what New York restaurateur Roy Liebenthal did when he opened his first in 2003. He turned the traditional fast-food

concept on its ear, and added some upscale twists.

The original 4,000-square-foot Pop Burger restaurant in Manhattan's trendy Meatpacking District includes a burger counter adjoined to an upscale lounge

that serves wine and cocktails. Liebenthal hired a New York-based Turkish designer, Ali Tayar, to create a more modern, hip ambiance, replete with

descriptive food-related phrases that light up the walls -- far from what you expect at run-of-the-mill burger joints.

"The idea of tucking the lounge behind the burger counter was a little bit of a play on the Prohibition," says Liebenthal, 48. While other upscale burger

places have emerged since Liebenthal started Pop Burger, he has continued to expand -- opening a larger second location with billiards in 2007. And this

past May he opened a third burger-focused eatery in New York -- Pop Pub -- near New York University.

Like his original Pop Burger, which alone generates about $3.5 million in annual revenues, Pop Pub also maintains a hipster vibe. It offers an expanded

menu, including items such as lobster rolls and breakfast fare, and boasts more than 50 types of beer.

Don't just keep up with trends in your industry, be the trendsetter and blaze your own trail. Liebenthal attributes his success to

thinking outside the box and redefining what a burger joint is.

If you're the latecomer in a popular and crammed industry, look for the slice of the market that's not getting enough attention -- and find the best way to

fill the need.

n early 2009, Joe Matthews and Sean Strother started , a Chicago social-networking site for sharing tips on drink specials and nightlife around

the city. But after a year, they noticed the explosive growth of "daily deal" sites, such as Chicago-based Groupon.com. Matthews was taking a master's in

business administration course taught by a Groupon founder and, working with him, was able to line up $500,000 in venture capital to revamp Poggled and

turn it into a deals site.

But narrowed its focus to the special needs of nightclubs. For instance, instead of just one-time discounts, the company offered ongoing deals only

redeemable on slow nights of the week or before midnight, when many nightclubs are still empty. New deals are emailed out to Poggled subscribers -- as

other daily deal sites do -- but they do not expire in 24 hours. The deals could stay active for several weeks or months.

Poggled has about 40,000 email subscribers in the Chicago area and recently began offering deals in New York City and Denver. It expects to expand to

several more cities in coming months.

Rather than trying to serve every customer, cater to the ones that have unique needs. For example, nightclubs "don't want to have

1,000 coupons outstanding" that people can use anytime," says Matthews, 30. "They want people coming on their off nights."

1. Personalize the customer experience.

Bensadon's advice:

2. Be a trendsetter and redefine a common product or service.

Liebenthal's advice:

3. Cater to an overlooked, underserved slice of the market.

Matthews' advice:

entrepreneur.com

FixYa.com

Pop Burger

Poggled.com

Poggled
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Effective verbal communication is probably the one skill that can make you shine like a superstar in a few minutes. Brilliant speeches, sales pitches and

conversations , but live on long after they are over.

So it's safe to say, developing solid public speaking skills is not only important for business, but for life in general.

Now, I can't claim to be the world's greatest public speaker, but I've had my fair share of chances to spread my message. And as the audiences have

grown larger and the speeches longer, I've figured out a few things about the fear and nervousness that often accompany public speaking.

Here are seven tips to keep in mind when preparing for and delivering a presentation.

Life is too short to spend time acting like someone else. Maybe you're not the perfect package. That's fine. Who is? Imperfection is part of being

human. People respect someone who is humble enough to be themselves.

This strategy is especially true if you're asked to talk about or promote something that you are morally or ethically uncomfortable with. In the end, all

you have is your integrity. It's not worth sacrificing that for one speech.

In the words of Shakespeare, "This above all: to thine own self be true."

Ask almost anyone and they will tell you that a short and clear speech is always better than a long one. Say your piece, make your point and move on.

Speaking at an event and worried you won't fill your time slot? Don't be. There was never a conference attendee who was disappointed that the

conference ran of schedule.

If you have no idea what you're going to talk about, then it's always a good idea to tell a story. In fact, even if you do know what you're going to talk

about, it's a good idea to tell a story.

Why?

. People might not recall your main points an hour later, but they will recall—and retell—a good story for years.

. You don't have to worry about messing up a word or not remembering every sentence. The

nature of stories is to keep things natural and tell them in a conversational style.

. This means you can tell one story and it might touch each person in the audience in a

different way. This is powerful because everyone might not agree with a bullet list of points on a slide, most people can find something they

enjoy in a decent story.

Don't speak about things you don't enjoy. It sounds simple, but why would you want to spend your time promoting ideas you don't believe in?

This means you might have to say "no" every now and then. Saying "no" to a speech that you're not a good fit for is just as important as saying "yes"

to the perfect opportunity.

Put yourself in a position to succeed by focusing your efforts on events and venues that match your skills and passions.

Last year, I was getting ready to step on stage at a conference in Switzerland and deliver a keynote to almost 1,000 business leaders. Before I walked

out, a friend looked at me and said, "Remember, they want you to succeed."

And he was right. Who doesn't want to hear a great speech? Who wouldn't want to hear a story they will remember for years? Who wouldn't want to

discover a product, service, or idea that changes their life or business?

The people you are talking to—whether they are business partners, potential clients or total strangers— are looking for someone to cheer on. They

want you to be the best thing that happens to them all day.

All you need to do is put yourself out there. The audience is waiting to support you.

Sometimes you just need to take a deep breath and step back for a moment.

If you're being honest with yourself, you'll realize how insignificant your fear really is. What if I had totally bombed that speech in Switzerland? What if

I was booed off the stage?

Honestly, I'm not sure that much would have changed much. I would have been bummed out for a day or two. Later I would have learned something

from it. And later still, I might have turned it into a good story to tell in a speech about what not to say during a speech.

One reason we fear public speaking is because we are often seeking approval during a speech. We want our accomplishments to be noted and

appreciated. We want our efforts to be justified. There is nothing wrong with that...but we also need to remember to keep other people's opinions in

perspective. While you don't need to take a me-versus-the-world approach, it is important to have enough courage to stand by your work and push

criticism aside.

Prepare the best speech you can and deliver it. If the audience hates it, they hate it.

There's always another speech to give. Beating yourself up over imagined or hypothetical criticism won't help us give it.

1. Stay true to yourself

2. Keep it short

3. Just tell a story

Stories are memorable

Stories are meant to be told, not memorized

People associate their own meaning with stories

4. Pick a topic that you are actually excited about

5. The audience wants you to succeed

6. The worst thing that can happen...really isn't that bad

7. Tell the world to stuff it

ahead

James Clear is the founder of . He is an award-winning writer on business strategy and entrepreneurship and has delivered speeches in

the United States, the UK, and Switzerland.

·

·

·

only take moments to deliver

Passive Panda

INSIGHTS
Page 6

http://smebusinesslink.com

7 Tips For Beating Fear And Becoming A Stellar Public Speaker



Your weekly dose of exciting new business opportunities!

Zimbabwe is still to catch up with the more developed

countries when it comes to internet. Broadband is now a

reality, meaning that millions of Zimbabwean now have

regular access to the internet. This presents lots of

opportunities for entrepreneurs.

In this information age, every business needs to have a
website. And thousands of SMEs  do want affordable
websites. You don't have to be skilled in web design. You
can hire college students or some of the thousands of
unemployed graduates to do the actual designing.  If you
prefer to do it yourself, you can enrol for a short web design
course.

To provide a complete solution, you could also provide
domain name creation and web hosting services. Domain names can now be purchased for as little as $12 and
hosting for less than $20 per year from Yahoo, Google, Yo! Africa and many other companies. With the internet,
location no longer matters, a website can be hosted from anywhere in the world.

Your money in web development comes from the fees you will charge for designing the websites, maintaining and
updating them.

If you own a website, you can look for companies that sell related or complimentary products and services and
negotiate an affiliation program. You make money in the form of a commission when  people who visit your site order
a product from one of your affiliated suppliers.  You should stick to familiar products, they are easier to sell.

To allow visitors to your site see the affiliates' products, you place simple text or graphical ads in appropriate places
on your website. You can include links to purchase products you review or recommend in a blog, discussion forum or
mailing list you control. You can also create a dedicated sales page or Web site to promote a particular product. The
more you market your website, the more potential buyers you will have and the more sales you can make.

You don't have to be a professional photographer to sell your photos for money. People are constantly in need of

stock photography for websites, presentations, brochures and so on, and are willing to pay for the right image. People

generally search for images on stock photography sites by keywords, not by photographer, so you have the same

chance as anyone else of having your image picked. Just be careful that you don't have images of trademarked

brands, copyrighted art or people's faces that are readily identifiable (unless you have a model release), but just

about anything else is fair game, and I promise - you'd be amazed what people need pictures of, so don't make any

assumptions. If it's a decent photo, upload it. Some sites to get you started include (http://fotolia.com),

, and . The great thing about this is that it's truly "set it and forget it". With

international payments now possible in Zimbabwe,  people can purchase photos online from all over the world, 24

hours a day.

Website development

Market other people's products online

Microstock photography.

Fotolia

ShutterStock Dreamstime iStockphoto

BUSINESS IDEAS
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COURSES
Business Plan Writing Class

Wednesdays 9 & 16 November, 7 & 14 December; Saturdays 12 & 26 November, 10 & 17
December.

Low Cost Marketing Strategies to Grow Your Business

Dates: Thursdays 17 Nov, 8 & 15 Dec, Saturdays 19 Nov and 3Dec

Essential Financial Skills for Entrepreneurs and Executives

Dates: Wed 23 & Thur 24 November 2011

Customer Care Essentials

Dates: Tuesdays 22 Nov & 13 December

Dates: Wed 23 Nov , Fri 16
December

Human Resources Strategies for SMEs

Dates: Wed 30 November & Tuesday 6 December
Venue: SME BusinessLink
Fee: $30, covering training, materials and teas.

Business is Planning: How to turn an opportunity into a winning business plan
A 3 hour intensive course designed to equip you with the skills and knowledge of how to write your
own business plan. Comes with a free CD of the book Business Planning Simplified and business
plan templates and samples.

Fee  $20, covering training, materials and teas. Venue: SME BusinessLink

Learn how to effectively market your products and services at a low cost and grow your business.
A 4 hour course that will empower you to jump-start your marketing and get results fast. Comes with
the free handbook Low Cost High Impact Marketing Strategies to Grow Your Business.

.
Fee $25, covering training, materials and teas. Venue: SME BusinessLink

2 Day course- designed for entrepreneurs, managers and executives without a financial
background who want to acquire essentials financial skills to help them appreciate the money side
of the business so as to make better and informed business decisions.
Fee $60 per day / $100 for 2 days –Covering training, materials, teas, refreshments and buffet
lunch.
Venue: Holiday Inn Harare

Customer service Part 1: 3 hour course on the essentials of customer service, how to build a
competitive advantage through world class service customer service. Comes with a free handbook.
Fee: $20.
Customer service Part 2: 3 hour advanced customer care course; how to attract and retain high
value customers through exceptional customer service. Comes with free handbook. Fee: $20.
Covering training, materials and teas. Venue: SME BusinessLink.

.

Human resource planning and management, linking performance management and strategy.
4 hour course that will equip with essential skills and knowledge to plan and manage your human
resources as well as link performance with your strategy.

To attend these courses and events, please contact Christine on 0772 854 301 or email . Please
book early so we can adequately plan the logistics.

admiralharare@gmail.com
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UPCOMING EVENTS

SME BusinessLink Seminar

Breakfast Meeting: Friday 25 November 2011

Breakfast Meeting  9 December 2011.

: Friday 2 December 2011 Holiday Inn Harare.
Theme: Accelerate Your Growth in 2012! Six high level speakers and entrepreneurs will
share insights on how to grow your business in the coming year. Fee $50 for BusinessLink
Gold Club subscribers, non-subscribers $75, covering materials, handouts, teas,
refreshments and buffet lunch.
Don't miss this opportunity to meet other entrepreneurs and professionals and expand your
network.

. Flava Café Restaurant.
Objective: to share insights, ideas and opportunities as well as networking among high
performance entrepreneurs and professionals.  Guest speaker to be advised. Time: 0815-
945
Fee $10 for BusinessLink Gold Club subscribers, non-subscribers $20.

Flava Café Restaurant. Objective: to
share insights, ideas and opportunities as well as networking among high performance
entrepreneurs and professionals.  Guest speaker to be advised. Time: 0815-945
Fee $10 for BusinessLink Gold Club subscribers, non-subscribers $20.

To attend these courses and events, please contact Christine on 0772 854 301 or
email . Please book early so we can adequately plan the
logistics.

sales@smebusinesslink.com

Entrepreneurs Guide Books Promotion
Get the following before 11 November and save up to 50%.
Business Planning Simplified. A comprehensive, step by step guide to writing a
bankable business plan. Comes with a Cd containing templates, worksheets and samples
that you can adopt to feet your needs.
Normal price $24, promotion price $12.

. Normal price $8,
promotion $5.

Normal price $10, promotion $6.
Developing a Three- Step Strategic Plan to Grow Your Business. Normal price $12,
promotion $8.

Call Christine now on 0772 854 301 to place your order. Free delivery in Harare for orders of
a minimum of $10.

The Entrepreneur’s Guide to Starting a Business in Zimbabwe

High Impact Low Cost Marketing Strategies for SMEs.

Books are also available at Innov8,  23 G. Silundika St  and Insignia bookshop Joina
City.
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STRUGGLING TO FIND CUSTOMERS? WANT TO EXPAND
YOUR NETWORK OF PROFESSIONAL CONTACTS?
JOIN SME BUSINESSLINK GOLD CLUB TODAY, GET A FREE GIFT
AND START ACCELERATING YOUR GROWTH!

Visit h for more information.ttp://smebusinesslink.com

MARKET PLACE

GOT SOMETHING TO SELL?
OR LOOKING FOR A BUYER?
LIST YOUR PRODUCTS AND SERVICES ON THIS PAGE AND
/ OR ON THE BUSINESSLINK COMMUNITY WEBSITE,

http://smebusinesslink.com

Mushrooms
We are in the business of
mushrooms, we sell oyster
mushroom spawn at $2.50. We
also offer consultancy services,
or if you need any form of help
in the mushroom industry we
can help.
Phone Nyasha
+263 773 842 677

Looking for a job?

Hosting an event,
workshop or seminar?

Buying or selling
something?

Let SMEs and business owners
know about it.
Contact our advertising team on
email

or call
0777 774 007,
0733 145 146

marketing@smebusinesslink.com



BusinessLink Community
Accelerate your growth!

Advertise here for free
It’s simple, simply email your advert in JPEG, PDF or Corel format to
admiralharare@gmail.com. Maximum size A5. Limited offer, while space
lasts. We reserve the right to accept or reject adverts.

Page 10

All types of plastic packaging, including
Bread packaging
Vegetables packaging
Plastic refuse bins

Contact us on 0712 937 014,
0772 372 792, 0735 120 128

Email:

147 King George Road,
Avondale Harare

plastipakzw@gmail.com

Get a free listing for 3 months
Simply invite 5 entrepreneurs /SMEs
whom you know to join the SME
BusinessLink mailing list to receive this
Free Weekly Newsletter.
And we will list your 10cm x 5cm advert
for free for 3 months in this newsletter and
on the BusinessLink Community website.
Simply ask them to email
admiralharare@gmail.com with
SUBSCRIBE on the subject line and add
your name as reference. You can
unsubscribe at any time.

http://smebusinesslink.com



Join the BusinessLink Community,
the fastest growing network of high
performance entrepreneurs.

List your products and services on
the BusinessLink Community website
and get them seen by thousands of
business owners and decision makers.

http://smebusinesslink.com


