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Foreword by 
MyGrowthFund CEO
The hallmark of being a South African is the ability to overcome 

obstacles. Wade van Niekerk, Caster Semenya, Zozibini Tunzi or even 

our very own Natalie du Toit all prove that a South African with a 

dream can make anything happen. 

The hallmark of being South African 
is the ability to overcome obstacles. 
Wade van Niekerk, Caster Semenya, 
Zozibini Tunzi - or even our very 
own Natalie du Toit - all prove that a 
South African with a dream can make 
anything happen. 

Over the past decade, our country and 
economy have gone through a very 
difficult time. At a macro level, we have 
experienced a 0% economic growth 
rate over the past few years, and at a 
micro level, we have seen massive job 
cuts, rising company delinquencies 
and consumer dissatisfaction, as well 
as increasing levels of discontent 
amongst the citizenry as a whole. 
Turning on the news and seeing civil 
actions, such as strikes and service 
delivery protests, is no longer a novel 
event. It’s become an unfortunate part 
of our daily ‘entertainment’ schedule. 
Just as the athletes and performers 
mentioned above have used their 
platforms to promote positive change, 
the responsibility of business in an 
environment like this is to seek to be a 
force for good. MyGrowthFund works 
with large and listed businesses to 
enable them to become a force for 

good in the communities where they 
operate. 

In our relationship and partnership 
with Ceramic Industries, we have 
accelerated seven businesses and 
created close to 120 direct and 
indirect jobs. The real-time total 
economic value of each of these jobs 
is an estimated R21,966.001. This 
means that we have contributed 
fundamentally to the economy of 
South Africa - an economy in dire 
straits. This programme has not only 
paid for itself, but also ‘paves the 
way for what we all need to do going 
forward’.

There is no denying that small and 
medium businesses are the bastion 
of how we can build our economy. 
And big business has a role to play 
in enabling these smaller businesses 
to have an opportunity to become 
part of the mainstream economy. It’s 
not just about running accelerator 
programmes or creating a vanilla ESD 
fund - it’s also about reconsidering 
what big business does from a 
procurement point of view. 
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Over the past 7 years, MyGrowthFund 
has built itself as a technical partner 
for big businesses seeking to become 
a force for good in South Africa’s 
most impoverished communities, 
whilst opening up our procurement 
networks to smaller businesses. There 
is no denying that our programmes 
work, and this latest graduation – in 
addition to the several that precede it 
- is proof of that. 

Congratulations to the MyGrowthFund 
Class of 2019 and to the entrepreneurs 

of the Ceramics Amplifier Program for 
graduating and creating these much-
needed jobs. 

Best of luck to you in the future.

(MAP. PDBA. AVT. EMBA*) 
Chief Executive Officer  
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Ceramic Industries is a Proudly South African company, 
committed to being good corporate citizens. Over the years, 
we have ensured that part of our business model supports 
Enterprise and Supplier Development in line with B-BBEE codes. 

Foreword by 
Ceramics Industries
CEO

Our aim is to support local, black-owned 
businesses, assisting them to build sustainable 
operations that will create jobs, and ultimately 
supply factories beyond our own. 
We partnered with MyGrowthFund to provide 
mentorship and develop incubation facilities 
to a group of local businesses, to help them 
gain the business acumen they need for 
success. We are immensely proud of the 
group that took the opportunity to work with 
us, and who currently provide employment to 
more than 40 people. 
Ceramic Industries wishes them all the best 
as they continue to shape their businesses. 

We’re certain they will, in turn, build other 
businesses, and contribute towards the 
advancement of our communities and our 
economy.

Lance Foxcroft 
Chief Executive Officer 
Ceramic Industries
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It’s been almost 20 years since the Black Economic Empowerment Programme was 
launched, and 13 years since the modification and enhancement of this programme, which 
led to the creation of Broad-Based Black Economic Empowerment (B-BBEE). Despite the 
efforts carried out through the years to support and empower the majority of South Africa’s 
population who suffered from discrimination during the apartheid, unfortunately we aren’t 
yet where we would like to be.

Foreword from the Small 
Enterprise Development 
Agency

In recent times, our country has undergone 
some very challenging circumstances, which 
haven’t helped, either. The lack of economic 
growth, together with high unemployment 
rates, makes it difficult for our country to 
progress and enlarge our middle class. One 
unfortunate effect of this is that those at 
the bottom of the pyramid, as well as small 
enterprises, have increasingly struggled to 
thrive in the current economic climate. 

Despite the fact that South Africa’s GDP 
growth rate was just 0.15%2 last year, the small 
enterprises accelerated by MyGrowthFund 
were able to grow their annual revenues by 
13.26%, on average. Moreover, although the 
unemployment rate increased by 1.34%3 in 
2019, the number of people employed by 
MyGrowthFund’s accelerated businesses 
grew by 20.79% throughout the 18-month 
programme. 

This gives us hope for the future and clearly 
shows that, when B-BBEE programmes are 
conducted with the right partnerships and 
dedication, they yield results that can produce 
a significant contribution to the country as a 
whole and, in particular, to the underserved 
groups within our society.
 
We at the Small Enterprise Development 
Agency wish the best to MyGrowthFund, and 
encourage the cultivation of more winning 
partnerships - like the one forged with 
Ceramic Industries - to help us continue to 
uplift the country in the uncertain times that 
lay ahead. 
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About 
MyGrowthFund

Introduction

Our Vision 
Quote: 

“MyGrowthFund’s vision is 
to build 300 financially-

sustainable businesses, and 
create 100,000 decent jobs 

across Africa, by the year 2030.”

 -Vusi Thembekwayo
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Our skills are unmatched when it 
comes to working with small, but 
promising, high-growth potential 
businesses in upstream industries, 
which require a mix of deep technical 
expertise, robust sales strategies 
and to-the-minute data insights to 
succeed.

In 2019, MyGrowthFund partnered 
up with the South African company, 
Ceramic Industries Group, a leader in 
the design and manufacture of ceramic 

In the span of just six years, 
MyGrowthFund has become one 
of the foremost impact investors in 
Africa. Our accelerators, in-community 
incubator hubs, masterclasses and 
venture investments place us at 
the epicentre of the most exciting 
developments that are taking place 
in this fast-growing ecosystem of 
inspirational businesses. 

MyGrowthFund was founded in 2014, with the overall goal to be a main 
contributor to the economic enhancement of Africa. We provide the right 
tools to innovators and visionaries to help them disrupt the status quo and 
shape an Africa that grows inclusively, without leaving anyone behind.

tiles and bathroomware, to provide 
an Enterprise Supplier Development 
programme (MyGrowthFund XCelr8) 
to scale the growth of 7 small black-
owned businesses from the Vaal 
region. 
The aim of this report is to showcase 
the transformation process that 
the selected companies of the 
2019 MyGrowthFund Accelerate 
Programme underwent, as well as 
their performance and experiences in 
the programme. 

CERAMIC INDUSTRIES REPORT WORKING
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Our Journey  
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Invited to Dragons’ Den Africa as a Dragon 
Investor. 

Invested across 6 transactions on the show. 

Invested R8million across the six transactions in 
tech, agriculture & retail technology. Began 
managing the investments as a standalone 
On Balance Sheet fund. 
 
 

MyGrowthFund Venture Partners was 
incorporated as a Venture Capital firm with 
Vusi Thembekwayo as the Managing Partner.

MGF Timeline 
COMPANY NAME     : MyGrowthFund Venture Partners 
BUSINESS MISSION : Build & Invest in 300 sustainable 
                                        pan-African businesses by the year 2030.

2014

2015

MILESTONE 

BUSINESS IMPACT 
Early days: test the hypothesis of the firm & 
eliminate options early.

2016
MILESTONE 

BUSINESS IMPACT 

MILESTONE 

Signed the first managed service contract to 
build & operate South Africa’s first rural tech 
entrepreneurs’ hub. 

Beta-tested completion of the MGF Accelerator 
with the test group of 11 entrepreneurs across
services & production sectors. Re-branded the 
accelerator as Business Amplifier.

Partnered with Standard Bank SME Banking to 
accelerate their Top100 clients on the Business 
Amplifier platform.

Test & Iterate: the business model and 
product-market fit. 

MyGrowthFund 
 We exist for the Entrepreneur. 
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2017
MILESTONE 

2018

BUSINESS IMPACT 

Established our partner-offices in Kenya & Nigeria. 

Launched our inaugural nationwide accelerator 
program, the Top 40. The selected businesses 
were identified as the “fastest growing small 
businesses” in South Africa in 2016.  

Launched our Business Amplifier accelerator 
office that standardized our scale-methodology
across all our offices. 

Signed our Juristic Representation agreement 
RH Managers. 
RH Managers manages the listed healthcare 
fund RH Bopelo & the Section 12J RH Ventures. 

MyGrowthFund Venture Partners becomes a 
member of the Southern African Venture Capital 
Association (SAVCA), which represents VC 
company in Southern Africa. 

MyGrowthFund Venture Partners CEO nominated 
and elected as a director & member of the board 
of SAVCA. 

Launched the MyGrowthFund Venture Partners 
Academy which is aimed at enterprise & 
entrepreneurship education to high-growth 
entrepreneurs across Africa. 

Created & recorded Season One of the 
mentorship series, Osmosis which has received 
over 400,000 unique downloads across 27 countries.

Invested in a further 5 businesses that completed 
the Top40 program across fashion retail 
& technology. 

Dr. Richard Maponya joins MyGrowthFund 
Venture Partners as a Patron of the firm as well 
as Chairman of the Board.

Expand the business reach across the ecosystem 
of venture capital, accelerators & education. 
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2019
MILESTONE 

BUSINESS IMPACT 

Opened MyGrowthFund Venture Partners New York. 
The office operates as a full-service investments 
& education office for the North American 
market. 

MyGrowthFund Venture Partners Accelerator 
completes our third accelerator cohort with an 
89% completion rate & 48% achievement of 
business growth rate. 

Most successful business in the cohort achieved 
a 380% growth rate in sales, 68% customer 
retention rate with a 7.9 NPS score.  

Document best-practice & standardize operating 
processes to professionalize the firm. 

Professionalize the firm & benchmark against the 
best-in-class practitioners in the USA. 

2018

BUSINESS IMPACT 

MILESTONE 

Commissioned our second township tech hub 
built. The hub services 3,000 unique entrepreneurs’ 
every month  across education, business skills & 
business services. 

MGF Academy educates over 50,000 unique 
entrepreneurs monthly across 14 countries. 
The Academy has a 78% retention rate & 58% 
skills transfer rate.  

MGF Academy expands to Tanzania, Botswana 
& Namibia.

Dominate the ecosystem with the developed 
products & services. 

Firmly entrench the business as a reputable 
brand across the venture capital market.
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1. Board Members
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A Team of Visionaries
According to the 2016-2017 South 
Africa Report by the Global 
Entrepreneurship Monitor4, human 
capital development and market 
access are two of the most critical 
challenges that entrepreneurs in 
South Africa face. 

For this reason, MyGrowthFund has 
built a team which is composed 
of successful entrepreneurs and 

business experts, who not only 
develop the capacities and expand 
the network of entrepreneurs, 
but also inspire them with their 
success stories. We love how our 
entrepreneurs relate to us, and know 
that we can be easily approached to 
help them overcome any obstacles to 
their success. 

Vusi Thembekwayo, EMBA

Vusi Thembekwayo is one of South 
Africa’s most successful entrepreneurs. 
He is the 2019 Business Leader of the 
Year, a board member of the Southern 
African Venture Capital Association 
(and head of the VC Sub-Committee) 
and a former Dragon investor on 
Dragons’ Den. Vusi has built & exited 
several Food Services and Consulting 
businesses over the past 15 years. 
Vusi is the founder & current CEO 
of MyGrowthFund, and has led the 
expansion of the firm to Kenya, Nigeria 
& the US by building a global partner 
network.

Saki Zamxaka

Saki is the former CEO of Prasa 
Autopax. A trained economist with a 
Masters in Development Economics, 
Saki is also the former CEO of the Land 
Bank. Today, Saki is a shareholder 
& investor in ZARX, a licenced stock 
exchange in South Africa that has 
listed shares such as Senwes. Saki is a 
keen Angel Investor and brings with 
him invaluable knowledge about how 
to scale and build a business.
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Delphine Maidou Traoré

Delphine is a FinTech veteran, with 
over 20 years experience in Insurance 
and InsureTech. Delphine is the Chief 
Operating Officer of Allianz Africa, 
where she manages the Treasury, 
Operations and Technologies of the 21 
countries in Africa where Allianz has 
operations. Delphine has also been 
recently appointed President of the 
African Insurance Organisation (IAO).

Dion Mhlaba

Dion is a trained Chartered Accountant, 
with over 15 years’ experience in 
private equity. Dion manages the RH 
Bophelo Fund, which is listed on the 
Johannesburg Stock Exchange and 
has raised and deployed over R2bn in 
institutional capital. Dion is the head of 
the Investment Committee. Dion was 
also acknowledged as the CFO of the 
year by Association of Black Accountants 
of South Africa in 2019.

Sello Malaka

Sello Malaka is the Chief Financial Officer 
of MyGrowthFund. Sello comes with 
28 years of finance, auditing and tax 
experience in the pharmaceuticals, retail 
and banking sectors. Sello adds a steady 
set of hands to man and manage the 
funds & investments of MyGrowthFund.

Michael Hinton, CA (SA)

Michael is a Chartered Accountant. 
He is a faculty member, teaching 
Corporate Finance & Finance for Non-
financial Managers at the University 
of Stellenbosch Graduate School of 
Business, the Gordon Institute of 
Business Science. He is also a venture 
inventor in several start-ups across the 
technology & retail industries.
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2. MyGrowthFund Venture Partners

MyGrowthFund Venture Partners is a 
registered venture capital company 
(VCC). In the seven years since it was 
founded, MyGrowthFund Venture 
Partners has invested in high-
growth potential businesses with 
solutions related to industrial and 
consumer technologies, high-scale 
manufacturing, disruptive retail and 
telecommunications.

Since its inception, R18 million has 
been invested into technology-
enabled, high-growth ventures. 
Our investments have created 
over 2,200 full-time jobs across the 
manufacturing, consumer services 
and retail sectors, and have added 
over R56 million worth of economic 
value into the economy. 1 

Whilst these numbers may seem 
modest, the investments have been on-
balance sheet by our general partners 
to serve as proof of concept to prove 
our investment thesis. We expect that, 
with this successful track record of 
finding, investing and nurturing great 
high-growth companies, we will be 
able to secure a larger pool of funds in 
the coming years, to further increase 
the impact we have on building a 
more prosperous future for all. 

If you are interested in contributing 
to this economic growth and would 
like to become a limited partner of 
MyGrowthFund Venture Partners’ 
Fund 1, do not hesitate to get in touch 
with us.
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MyGrowthFund’s
Pillars

At MyGrowthFund, we believe that funding, market access and capacity-
building are the key ingredients that entrepreneurs need to be able to help 
grow African economies in a way that collectively benefits all members 
of society. We have three main pillars under which the support that we 
provide is conducted, each designed to address the specific needs of 
African entrepreneurs: MyGrowthFund Venture Partners, MyGrowthFund 
Ekukhanyeni (NPO) and MyGrowthFund Accelerate. 

CERAMIC INDUSTRIES REPORT WORKING
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3. MyGrowthFund Ekukhanyeni (NPO)

A fundamental part of 
MyGrowthFund’s mandate is the 
development of rural and township 
economies across the continent. 
MyGrowthFund Ekukhanyeni is a non-
profit organisation that aims to build 
and operate 100 incubation hubs, 
based in townships and rural areas 
across Africa, by 2030. These high-
impact hubs assist the poorest, most 
underserved small-scale business 
owners, by providing access to office 
infrastructure, education and training, 
as well as procurement opportunities, 
at no cost to them.

Since its inception, MyGrowthFund 
Ekukhanyeni NPO has raised 
R28 million in endowments from our
corporate partners to build community 

hubs in Thohoyandou, Cosmo City 
and the Vaal area (Sebokeng).
MyGrowthFund has matched this 
corporate endowment funding with 
R6 million of our own funding to date.

Through Ekukhanyeni NPO, 
MyGrowthFund has reached over 
540,000 unique entrepreneurs 
through our hubs, educational 
masterclasses and fully-accredited 
academic programmes (Figure 
1). But, even more importantly, 
MyGrowthFund Ekukhanyeni 
has become a symbol of hope for 
entrepreneurs based in townships and 
rural communities, helping inspire the 
next generation of innovators to grow 
the economy in these underserved 
areas. 

MyGrowthFund 
 We exist for the Entrepreneur. 
 

Years in Business: 7 YEARS

5 Main Goals
•   Build 300 sustainable business by the year 2030

•   Accelerate 500 high-growth ventures by the year 2030

•   Create 10,000 jobs by the year 2030

•   Increase access to enterprise education for under-
    resourced & excluded entrepreneurs (build 100 incubation 
    across South Africa by 2025)

•   Selectively invest in 100 high-growth ventures across 
    technology, consumer services & retail over the next 10years.  

MGF NPO (includes the reach of the masterclass)

MGF VENTURE PARTNERS

Funds Invested R 12. 000, 000 
Series A

1893 Direct Jobs
Manufactacturing

R 90 886 716 
(based on R 4 001 from the survey
of 154 employed through the 
investments made)

Sectors Investments: 

Direct Jobs Created:

Economic Value Created: 

TECHNOLOGY 
- with industry applications or 
exponential consumer applications 
for emerging markets

FUNDING
RAISED RAISED

R 5, 901, 221 R 17, 901, 993R 27, 910, 879

AVERAGE REVENUE
PER BENEFICIARY

HIGHEST
REVENUE

R 429 074

NUMBER OF

REACHED 

6129

MGF ACCELERATE

DIRECT JOBS
CREATED

NUMBER OF
BUSINESS

ACCELERATED:

ECONOMIC 
VALUE 

CREATED
MENTORED

168 
Full-Time

Jobs

489 
High Growth

Start-Ups
Mentored

R 16 565 472
Using the Jobs 

Fund R 8 217
Economic 

Value Per Job

57 

Small-to-Medium
Enterprises

Number of Start-Ups reached (Online sessions): Number of Hours of Impact 543 291 18 019 hours thus far

Figure 1: MyGrowthFund Ekukhanyeni’s reach and impact
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4. MyGrowthFund Accelerate (“XCelr8”)

MyGrowthFund Accelerate is our 
signature, award-winning business 
accelerator. Each of our early-
stage investments are required 
to participate in MyGrowthFund 
Accelerate’s structured, 12-month 
programme, which is delivered by our 
internal team of business consultants 
and adjunct faculty. 

The programme is fully accredited 
and managed through our web-
enabled platform, which can 
be accessed remotely. This use 
of technology ensures that our 
programmes are delivered efficiently, 
and that entrepreneurs only spend 

time on activities that will directly 
lead them closer to their objective, 
instead of spending time carrying out 
superfluous assignments.

MyGrowthFund has delivered 10 
enterprise accelerator programmes 
to date, impacting 189 businesses 
across the industries of banking, 
retail, construction, fintech and 
manufacturing. So far, these 
businesses have created over 2,500 
full-time jobs. Figure 2 shows a brief 
overview of the milestones which have 
been achieved by MyGrowthFund 
Accelerate since its inception. 

Each intake is structured to suit the 
enterprise and supplier development 
goals of our corporate partners, whilst 

aligning the programme with their 
unique B-BBEE goals. 

Figure 2: MyGrowthFund Accelerate milestones and impact 

MGF ACCELERATE

DIRECT JOBS
CREATED

NUMBER OF
BUSINESS

ACCELERATED:

ECONOMIC 
VALUE 

CREATED
MENTORED

168 
Full-Time

Jobs

489 
High Growth

Start-Ups
Mentored

R 16 565 472
Using the Jobs 

Fund R 8 217
Economic 

Value Per Job

57 

Small-to-Medium
Enterprises
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1. Funding 

2. Market Access  

3. Business Development

Throughout the years, we have learned that there are three fundamental 
pillars required to deliver a successful accelerator programme, which 
we consistently apply at MyGrowthFund Accelerate. These are: funding, 
market access and business development. 

Funding plays an essential role in 
lubricating the engine of a business 
so that it can keep on chugging. 
Our experience over the years of 
running acceleration programmes 
has shown how critical it is to manage 
expectations when it comes to making 
funding available for small businesses. 

Providing financing to the 
entrepreneurs also helps them put in 
place the structural changes that are 
identified as necessary throughout 
the course of the acceleration 
programme.

MyGrowthFund Venture Partners, 
supported by its accelerator team, 
manages over R100 million of 
enterprise and supplier development 
funds on behalf of corporates, making 
sure that all investments are aligned 
with their B-BBEE strategy.

An entrepreneur’s capacity to attract 
and access new clientele, new market 
segments and new geographic 
territories is a crucial part of successful 
product development and revenue 
growth. Diversifying revenue streams 
and unlocking new markets is critical 
for a business to scale and ensure 
its sustainability in the long term. 
Our business analysts, faculty and 
mentors worked with each one of 
the entrepreneurs who participated 
in this programme, to ensure that 

Business development econmpasses 
the activities done to strengthen the 
internal configuration and operational 
mechanics of a business. This work 
includes the development of a robust 
and stress-tested strategy, cascading 
that strategy into an ambitious - 
yet achievable - plan, responsibly 
allocating resources to fulfill that plan, 
and monitoring its execution against 
the initial strategy.  

Our programme boasts a state-of-
the-art Monitoring and Evaluating 
(M&E) platform, which ensures 
that participants are compliant 
with their offtakes. Agility is key 
to make M&E useful and effective. 
Hence, MyGrowthFund has recently 
invested into our technology platform 
to automate the delivery of our 
accelerator programme and improve 
compliance. In fact, thanks to this 
automation, we have seen compliance 
increase by 68%, on average, across all 
phases. 

This technology has given us the 
ability to issue beautifully constructed 
reports (Figure 3) within just 2 hours 
from the time that entrepreneurs 
submit their raw data. These graphic 
representations are enabled by very 

they took the necessary steps towards 
strengthening their market access 
capabilities. 
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The Business Model Design Assessment assesses the business model of a 
business. It takes a deeper view in the following aspects of the overall business 
model: Revenue Streams, Cost Structure ad Key Resources.
Below is an assessment of alligator Manufacturing across these elements of their 
business model.

Business Model Design Assessment 

Sumary
■ Although the customers that XXX (AM) has are not tied into contracts with them
 preventing them from leaving, they have build long lasting relationships. They pride
 themselves in quality product and this is one of their key Value Propositions. This is
 however an inherent risk in that there could potentially be new market entrants who
 could offer a different value proposition to them. 
■ Current revenues are recurring and derived from their key corporate customers. 
■ The business has to incurr upfront capital costs (stock, manufacturing inputs etc)before
 it earns its revenue. There is not much of a risk of stock pillling as they only manufacture
 to order. Their working capital needs to be managed effectively so as not to risk being
 unable to fulfill orders. 
■ To scale the business model is somewhat capital intensive, however the business has
 managed to secure a finance facility with the DTI that can be activated as and when
 growth requirements are needed. 

Figure 3: Example of a technologically constructed report

complex and powerful Business 
Intelligence (BI), which is critical in 
making the companies’ data user-
friendly and easy to analyse. This allows 
our corporate clients, programme 

sponsors, internal business analysts 
and the entrepreneurs themselves to 
make data-driven decisions about how 
best to improve their performance 
and optimise results.

Switching Costs

0 1 2 3 4 5 6 7 8 9 10

Assessment Criteria

Recurring Revenues 

Earning vs Spending

 Cost Structure

Others Who Do 
the Work

 Scalability

Protection from 
Competition

Nothing holds my 
customers back from 
leaving me.

My customers are locked in for 
several years.

100% of my sales lead to 
automatically recurring revenues.

I earn 100% of my revenues before 
incurring costs of goods & services 
sold (COGs).

My cost structure is at least 30% 
lower than my competitors.

All the value created in my 
business model is created for 
free by external parties.

My business model has virtually 
no limits to growth.

My business model provides 
substantial moats that are hard 
to overcome.

100% of my sales are 
transactional.

I incur 100% of my costs 
of Cost of Goods before 
earning revenue.

My cost structure is at 
least 30% higher than my 
competitors.

I incur costs for all the 
value created in my 
business model.

Growing my business 
model requires substantial 
resources and effort.

My business model has no 
moats, and I’m vulnerable 
to competition.

Assessment Criteria

17
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5. Challenges for Black-African Entrepreneurs 
        in South Africa

According to the Department of 
Statistics, black-African people 
accounted for 80.7% of the total 
population of South Africa in 20195. 
Meanwhile, according to the B-BBEE 
Commission, half the companies listed 
under the JSE still have less than 25% 
black ownership, and just 2% of them 
are fully black-owned6. 

This inequality is a reflection of South 
Africa’s history, rather the merits of 
the black-African community. Besides 
being unjust, this inequity has caused 
some of the most pressing issues 
facing the country today, such as 
economic instability, lack of economic 
growth, high unemployment and 
crime rates, and more. 

Despite current laws in South 
Africa which support black-owned 
companies,  the prevailing socio-
economic system and our history 
both make it difficult for black people 
to own companies that can compete 
against those owned by white South 
Africans, who had an unfair head 
start in building their enterprises. 

Education, inherited wealth, family 
networks and access to funding are 
just some of the advantages which 
most black people in South Africa do 
not have access to in the same way 
that white people do.

According to several studies, 
entrepreneurship is key for socio-
economic progress to be made. In 
fact, according to a recent report, 
which analysed the effects of 
entrepreneurship in developing 
economies, “evidence suggests 
entrepreneurship holds much 
promise as a source of empowerment 
for those in economically adverse 
circumstances”7. To tap the potential 
of entrepreneurship to create real 
and lasting impact in the country, 
MyGrowthFund and Ceramic 
Industries partnered up to conduct 
an acceleration programme, 
which was aimed at helping black-
owned businesses within Ceramic 
Industries’ supply chain empower 
their entrepreneurs and grow their 
businesses.

MyGrowthFund’s XCelr8 X Ceramic
Industries Enterprise Supplier 
Development Programme

Background
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6. The Vaal Region

The Vaal region is a place that is 
well-known for its scenic views of 
the Vaal dam, a strong steel-based 
manufacturing economy, strong 
population growth and promising 
retailer opportunities. It is also 
amongst the areas of the country with 
the highest number of reported cases 
of social unrest each year, according 
to the StatsSA heatmap8. 

Access to education is one of the key 
challenges in the region. In 2016, 72% 
of the population completed their 
National Senior Certificate (Grade 
12), compared to Johannesburg, 
where 73.5% of people in the City 
of Johannesburg District hold a 
National Senior Certificate or above9,10. 
Moreover, in the year 2011, 72.3% of the 
population in the Vaal region was of 

working age (between the ages of 15-
64). The number of jobs which need 
to be created to fulfill this growing 
demand is therefore higher than in 
other areas, like the City of Tshwane 
Municipality, where the working-
age population accounts for 71.9% of 
people10.
These verified statistics informed the 
macro-strategy that was developed by 
the MyGrowthFund Accelerator team, 
which structured and executed this 
Enterprise and Supplier Development 
(ESD) programme. We knew the 
programme would be challenging, 
the location would be volatile and the 
demands of the participants would 
be vast and varied, so we crafted our 
ESD programme in a way that was 
best-suited to addressing the unique 
needs of the Vaal region.  
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Figure 4: Why Do Companies Fail Survey Results11

20

The core objective of MyGrowthFund 
Accelerate is precisely to help small 
businesses avoid these issues, in order 
to increase their chance of success. We 
enable our accelerated companies’ 
growth and help them mitigate the 
risks that could make them fail. 

Part of the way in which we do this 
is through education, because to be 
successful in business, it is essential 
to understand the kind of factors 
that contribute to making other 

IC Knowledge Bureau X
MyGrowthFund Accelerate:
Case Studies on Why Do
Companies Fail?

In 2014, a survey of over 400 turnaround managers and restructuring experts 
from around the world found that most of the main causes behind why 
companies fail centre around management issues, such as a poor strategic 
approach to business management, lack of vision, and inadequate experience 
amongst members of the managerial team11 (Figure 4).

companies successful, but even more 
importantly, to understand what 
happened to those that failed. In this 
way, new business owners can learn 
from the mistakes of others, and use 
this insight to make better managerial 
decisions in their own enterprise.

There is much to be learned by 
hearing stories from businesses that 
failed due to internal or external 
circumstances, such as the kinds of 
factors mentioned above. Iconoclast 

Management held on to strategies that were no longer working

Management didn’t want to adapt to changes around them

Management had no vision

Insufficient controlling / accounting

Internal communication was insufficient

Change in the market were underestimated

Management was not well educated in business

0%                 20%                40%          60%

Why do companies fail?
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For this report, we submit short assessments of promising 
start-ups and scale-ups such as Rdio2,3, Afrostream4, Ndalo 
Media5, and now famous WeWork6,7.

What’s All 
The Music About?

IC Knowledge Bureau X
MyGrowthFund Accelerate:
Case Studies on Why Do
Companies Fail?

Rdio was one of the first modern 
music streaming services to be 
launched in North America, during 
the sweltering summer of 201018. 
After its launch, Rdio was seen as a 
well-architectured app, with a strong 
development protocol that enabled 
its futuristic user interface. Although 
Rdio was only offering an upfront paid 
subscription service in a freemium 
environment, its strong catalogue 
was attractive enough to pull users, 
who were more than willing to pay, 
away from competitor platforms, 
whilst its user interface created a 
‘stickiness’ that maximised their 
revenue per registered user. This is 
what is commonly referred to as ‘pay-
to-play’ tech. 
The entry of Spotify into the market 
was highly disruptive, not only 
because it was free, but also because 
Spotify, too, had a strong catalogue, 
plus the necessary publishing 

licenses, and was able to achieve 
ubiquitous penetration across various 
mobile devices and desktop personal 
computers, as well as across different 
versions of their individual operating 
systems. Rdio’s catalogue plateaued at 
7 million songs, because of limitations 
to unlock publisher licenses. At the 
time, that put them a full 30 million 
songs shy of Spotify.

Rdio’s strategy had relied on a strong 
product and a beautiful user interface. 
What it lacked in song volume, it 
attempted to compensate for with 
design ethic. In the end, this strategy 
failed, and Rdio’s downfall became 
inevitable as Spotify accelerated its 
market share growth by marketing 
its platform using a much more 
aggressive approach.
When asked about the key strategy 
and execution errors which led to the 
dissolution of the company, Rdio’s 

Knowledge Bureau, the sponsors of 
this report, have compiled a series of 
case studies from businesses across 
the world. These examples show how 
management and strategy issues can 
have a huge impact on an enterprise’s 
ability to grow and thrive, and how 
good management can be used to 

drive success on a global scale. 
For this report, Iconoclast Knowledge 
Bureau have put together short 
assessments of promising start-ups 
and scale-ups, such as Rdio12,13, 
Afrostream14, Ndalo Media15 and the 
now-famous WeWork16,17.

21
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What About The
African Beat? 

Afrostream, an African and Afro-
American movie streaming service, 
was launched with the goal of 
catering to the underserved movie 
streaming niche19. The company had 
highly competitive pricing, offering 
Afro-American content with subtitles 
at a mere €7 per month in France, 
Belgium, Switzerland, Senegal and 
Ivory Coast. Its future seemed bright: 
with a service that had a strong appeal 
amongst their target audience base,

However, a little more than a year 
after its launch, Afrostream began 
to experience untenable difficulties. 
With its fixed costs not yet smoothed 

Afrostream already had 
2,000 unique users signed 
up to the service prior to 
even launching. In its first 
four weeks of operations 
alone, it earned revenues 
of $100,000.  

over to cover a broader base of users, 
it needed to raise capital fast. The 
situation worsened when the rate 
of new content generation failed 
to outpace the rate at which users 
were consuming it. Referrals slowed 
dramatically. The number of new 
customers accounts dwindled. Churn 
rate began to exceed growth rate, and 
the management team scrambled 
to raise funding to recapitalise the 
platform. 

The final straw was when one of the 
key investors withdrew from the 
round, and the funding exercise 
collapsed. 

As a result, Afrostream could no longer 
afford to buy fresh content for the 
service they were offering. Content-
poor and low on working capital, 
Afrostream made several failed 
attempts to market their existing 
content to new users in the Americas, 
and ended up filing for bankruptcy in 
2017.

founding team lamented the lack of 
strong mentors to aid them in their 
decision making. Unfortunately, this 
is a common problem in the start-
up world, since entrepreneurs often 
don’t seek out mentorship and expert 
advice until late in the day. 

In the absence of mentorship, Rdio 
focused most of their energies on 
creating the right product for their 
potential customers, but neglected 
the question of how to market 
their platform effectively within the 
evolving competitor landscape.
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Do You Still
Read Magazines?

Ndalo Media is a different beast to the 
other case studies presented here. It 
was a mature and respected business, 
founded by one of South Africa’s most 
respected entrepreneurs. It had a 
strong track-record, a respected and 
well-known media brand, popular 
publications (some produced on 
contract, which lowered the risk of 
defaults and regularised cash flows) 
and, it seemed, strong working capital 
to continue its operations. The media 
house published the well-known 
magazines Destiny, Destiny Man and 
Elle 15,20. 
Unfortunately, cracks started to show 
in the company, and news outlets 
were abuzz amidst rumours of 
Ndalo Media’s imminent closure. The 
founder and MD had taken what is 
arguably the most difficult decision 
any business owner can ever make: 
keep going or close its doors. 
So many considerations need to be 
weighed at that intersection. What 
about the fate of the employees? What 
about the value for shareholders? 
What about the company’s act and its 
prescriptions of a going concern? What 

about the dreams and aspirations 
of the management teams? Their 
sacrifices and the collective creativity 
now lost to the vortex of business 
failures? 
Whilst the details of the liquidation 
of the business are known only to 
the liquidators, there is general belief 
that it centres around an alleged R13 
million debt, which was accumulated 
between 2016 and 2018, owed to 
contract printers. The company 
eventually closed in January of 2019.
Afrostream and Ndalo Media, whilst 
at different stages of maturity, both 
elucidate an age-old truism: making 
a business thrive in the long term is 
a complex endeavour, and the seas 
of business success are constantly 
rough. 
Both cases also highlight how 
important it is for entrepreneurs, 
founders and innovators to have access 
to expert assistance, mentorship 
and a distributed capital structure to 
achieve sustained growth.
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We Work?
WeWork shows that even unicorns 
are not immune to these issues. It 
had raised $8 billion by September 
201721,22, making it the third-largest 
start-up in the United States, after 
Uber and Airbnb. Furthermore, 
WeWork was attracting attention 
from companies like Benchmark, 
which later contributed to WeWork’s 
exponential growth in 2014 23. 

Although WeWork was excelling, 
by the 3rd quarter of 2019, WeWork 
had gone overboard with the 
diversification of its revenue streams 
in the form of rebranding (e.g. WeLive 
and WeGrow). This problem was 
compounded by WeWork’s claims 
to be a tech company, based on the 
customers they were attracting. 
When the company’s valuation was 
dramatically decreased within a 
month of its IPO, they responded by 
giving away $2 billion. 

This has led to WeWork continuing to 
lose billions of dollars each year since 
201624, leading many to speculate 
that this once-promising unicorn will 
likely not survive the global economic 
uncertainty caused by coronavirus.

Although WeWork had more 
resources at its disposal than any of 
the other companies we’ve discussed, 
including international market 
access and major sources of funding, 
it still has failed to live up to its own 
expectations. 

While there are many reasons for 
this, a primary factor has been poor 
management of the company’s 
strategy - something which proper 
mentorship from an early stage 
would have helped to improve. This 
is why high-quality mentorship is one 
of MyGrowthFund’s three pillars for 
success.
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  Lephuting      Qalo Le Qetelo CHABANE      TLJ TRADING   TSWELAPELE   MM NTENGA     EVICON
       GLOBAL                MINING
  Year 
  Founded        2008                        2014                         2007                      2009                          2015                         2004                   2011
 
 
  Ownership        100% black-           100% black-             50% black-          100% black-              51% black-             100% black-         100% black-
      owned       owned     woman                  owned               owned, 41% by     owned; 50% by          owned
                 owned                                                black female         black female   

 
 
  Industry

                                      Transportation        Logistics                Manufacturing          Construction                    Mining                 Transportation        Construction
                                   and Cleaning
                              services 

Table 1: MyGrowthFund Accelerate participants demographics
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8. Participants Demographics

Amongst the most exciting considerations for this programme was the diverse 
range of industries that the participants came from (Table 1). Whilst each of 
the participants was a supplier to Ceramic Industries (a precondition for their 
selection), they each operated businesses at different levels of maturity, with 
varying capital structures. 

MyGrowthFund’s XCelr8 X 
Ceramic Industries Programme
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Figure 5: Overview of the Enterprise Supplier Development Programme
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 Current state analysis of the business;
 Deep Dive Session to assess areas of 

    weaknesses;
 Assessment of the business’ operating 

   model which will include the following 
   areas:

 Financial Management
 Operations Management
 HR
 Sales and Marketing

 Site visits

 Intervention Report
 Current State Assessment

STRATEGY 
DEVELOPMENT

PHASE

 Close out of areas of weakness 
   identified in the previous phase

 Strategy development;
 Assessment and redefining of the 

   business model;
 Allocation of a CEO mentor;

 Mentor Allocation
 Future State Business Model

 Future Strategy
 Supply Chain Integration
 Funding (if applicable)

 Finalisation and adoption of strategy;
 Implementation of strategy;
 Funding
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MyGrowthFund 
We exist for the Entrepreneur . 
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9. Programme Introduction

Each business was taken under 
the wing of MyGrowthFund for 18 
months. As each business is unique, 
at MyGrowthFund we kick off our 
programme with a deep dive session. 
Generic approaches tend to miss 
the details or nuances which are 
critical for each individual business 
to succeed, so the deep dive enables 
us to deliver the programme in a way 
that is specially crafted for the needs 
of each participant.
Following the deep dive session, 

a strategy was developed, in 
collaboration with the business 
owners, to hone in on target areas of 
weakness and improve the business 
going forward. In the final phase 
of the programme, the companies 
implemented the strategy under the 
guidance of MyGrowthFund (Figure 
5), where MyGrowthFund monitored 
and reported on performance (Figure 
3). Table 2 provides a detailed outline 
of the programme journey that the 
entrepreneurs went through.
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Individual Journey & Experiences know:

Table 2: Programme journey and milestones lestones

SCOPE ELEMENTS   APPROX. START        DURATION    RESOURCES NEEDED RESPONSEBLE PERSONS
                       (IN MONTHS)

Phase 1: Due Diligense         3
  
Deep Dive      2018/07/16      1    Business Analyst  Head: Business Ampiifier

Site Visit      2018/08/20    2    Business Analyst  Head: Business Ampiifier

Phase 2: Strategy Development       12

Business Model     2018/09/01     6    Business Analyst  Head: Business Ampiifier

      ■ Business Model Canvas    2018/09/01    1.5    Business Analyst  Head: Business Ampiifier

      ■ Business Model Design Assessment   2018/10/01     1    Business Analysts  Head: Business Ampiifier

      ■ Value Proposition Canvas    2018/11/01     1.5    Business Analysts  Head: Business Ampiifier

      ■ Cashflow Modeling    2018/12/20     1    Business Analysts  Head: Business Ampiifier

      ■ Profitability Analysis    2019/01/07     0.5    Business Analysts  Head: Business Ampiifier

      ■ Revenue Sensitivity Analysis    2019/01/15     0.5    Business Analysts  Head: Business Ampiifier

Phase 3: Operating Model       6
 
      ■ Sales and Marketing (People, Process,    2019/02/04    2    Business Analysts  Head: Business Ampiifier
         Technology)

      ■ Human Resources (People, Process,   2019/04/04    2    Business Analysts  Head: Business Ampiifier
         Technology)

      ■ Finance (People, Process, Technology)   2019/06/04    2    Business Analysts  Head: Business Ampiifier

      ■ Information Technology        Business Analysts  Head: Business Ampiifier

      ■ Market Access Mapping    2019/08/04   3.5    Business Analysts  Head: Business Ampiifier

Phase 4: Strategy Implementations      6  

Finalisation and Adoption of Strategy     0.5    Business Analysts  Head: Business Ampiifier

Implemantation Plan        1.5    Business Analysts  Head: Business Ampiifier

Business Performance Tracking and 
Reporting (Done throughout the duration       Business Analysts  Head: Business Ampiifier 
of the project)

Close Out      2019/08/04      1    Business Analysts  Head: Business Ampiifier
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11. Assessment Framework and Baseline Study Results

Assessment Methodology and 
Framework

The MyGrowthFund Accelerator 
process commences with a rigorous 
deep dive. The day-long session is 
intense, and requires energy and 
alertness from the participants - some 
of them can take up to 12 hours. During 
these sessions, the assigned business 
analyst and the founder, or their 
management team, examine every 
corner and crevice of the business.  
Our methodology involves examining 

the main drivers of business success 
against their maturity level, based on 
evidence and data provided by the 
founder. To do so, MyGrowthFund 
Accelerate developed its own 
proprietary Accelerated Programme 
Delivery® (APD) framework, which 
utilises a structured and holistic 
approach to assess a business’s 
operating model maturity.

We focus on four essential Change 
Drivers: People, Process, Technology 
and Data (Figure 6). 
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Figure 6: The Four Core Change Drivers

People drive processes 
that ultimately delivery 
the service or product

PEOPLE

PROCESS

TECHNOLOGY

DATA

Data is an output from 
processes, with the right 
technology, this should be 
turned into insights for 
the business

Technology enables 
processes to become 
more efficient, cost 
effective and predictable

Processes are the core 
of any organisation, 
they take inputs and 
turn them into output

CORE 
CHANGE 
DRIVERS
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Our deep dive sessions have gained 
notoriety in the industry - in fact, they 
recently won an award for their quality. 
The session is a thorough assessment 
that brings the founders beyond 
their comfort zone and helps them 
examine different aspects of their 
company from new perspectives. 
MyGrowthFund’s deep dive, which is 
done by site visit, carefully assesses 
each business’s systems and processes 
to identify areas of weakness.

The information collected during 
the deep dive allows us to see how 
the different key company functions, 
such as Sales and Marketing, Human 
Resources, Finance, Operations and IT, 
are being handled, based on the core 
change drivers mentioned above.

Baseline Study Results: In the 
Beginning, There was Red
Below are the assessment outcomes 

for each of the 7 enterprises, shown as 
a programme-wide system average 
across all participants in 2019. All of the 
businesses had very manual business 
processes, which is why they were 
marked as ‘Needs Improvement’ for 
IT in the areas of people, process and 
technology (Table 3). 

When it comes to Operations, on 
average they ‘Meet Expectations’. The 
main challenge was that founders 
were deeply embedded in the 
operations of their business, and they 
therefore spent little time on market 
development and strategy. 

This was to be expected, as it is often 
the case with founder-led businesses 
that have achieved product-market 
fit and are trying to scale. They often 
own the outcomes of the process and 
usually act more as process managers, 
rather than business operators. 
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Table 3: Operating Model Assessment - Enterprise Average

Operating Model Assessment - Enterprise Average 
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Operations

IT

Needs improvement Meets expectation Optimal
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Ironically, whilst a key driver for their early success, this heavy involvement of the 
business owner in daily company operations is the black hole that robs most 
founder-led businesses of their opportunity for exponential growth, by blinding 
the entrepreneur to the availability of new opportunities for growth. 

Finance maturity tended to be fair. 
Our assessments showed that talent 
selection, skills and the technology 
available were sufficient. However, 
what was missing was a strong process 
to optimise the use of technologies in 
order to manage finance functions 
more efficiently.

Sales and Marketing was an area with 
a real need for further development. 
The participants had poor process 
maturity, with incredibly manual 
activity schedules. This meant that the 
participants were heavily reliant on 
people and found it difficult to scale 
their operations. Moreover, we found 
that monitoring of the efficiency 
of sales spending was completely 
absent. 
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  SALES & MARKETING          HUMAN RESOURCES                       FINANCE            OPERATIONS                                     IT

LEPHUTING

QALO LE QETELO

CHABANE GLOBAL

TLJ TRADING

TSWELAPELE 
MINING

MM NTENGA

EVICON

VERY GOOD          GOOD             AVERAGE   POOR  VERY POOR            N/A

PEOPLE   PROCESS    TECH     PEOPLE   PROCESS       TECH      PEOPLE    PROCESS    TECH PEOPLE    PROCESS TECH     PEOPLE    PROCESS       TECH

    -                  -                                      -                 -

                                   -                    -                   -

                    -                   -                   -    

Table 4: Individual performance in the deep dive assessment
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When it came to the four core change drivers, technology adoption was very low 
and posed considerable business continuity risks. Processes were not formalised, 
and often were not documented

Table 4 shows a breakdown of the performance of each company in the initial 
assessment.
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For some of the businesses, the business owners memorised critical processes 
and did not document, share or digitise those core processes, which did not 
allow them to be agile or grow quickly. Fortunately, staff attrition tended to be 
low, and employee satisfaction was average. 

Figure 7: Change Driver Summary Assessment - Enterprise Average

Change Diver Summary Assessment -
Enterprise Average 

Technology adoption and use across the 7 enterprises is 
very low and poses business continuity risks. 

On average, the formalization of processes doesn’t 
exist. Most critical processes reside in the business 
owners head.

Overall, the people element scored 
higher. Staff attrition is low and 
employee performance is satisfactory
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Amongst the more pronounced risks for the participants were the following: 

1 Controls were evaluated as poor;  

2 Segregation of duties was evaluated as poor; 

3 Human resources (and more acutely, performance management) was
            found to be erratic, informal and unstructured. This presented a real risk to
           employee morale and retention.

Figure 7 contains a summary of the change drivers assessment as an average for 
all programme participants.
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Based on the aforementioned deep dive sessions, each of the participants in 
the programme signed a performance and outcomes agreement, which was 
linked to five key areas of development for their business (Figure 8). While 
these are grouped into themes in the following section, the agreements 
themselves are detailed and timeline-bound.

Figure 8:  Insert of a sample performance and outcomes agreement with the entrepreneurs.
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12. Unique Undertakings and Tailored Solutions 
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At MyGrowthFund we couldn’t agree 
more with the proverb, ‘give a man a 
fish and you feed him for a day; teach 
a man to fish and you feed him for a 
lifetime.’  This is why our programme 
is geared towards providing the right 
tools to the entrepreneurs so that they 
can grow throughout the programme, 
but, more importantly, after it, without 
being dependent on us.
Our sought-after Masterclasses, 
which were run exclusively for the 
incubatees, are a great example of 
how we built the entrepreneurs’ 
capabilities, so that they would be 
able to apply these skills later on in the 
programme, and take them forward 

with them on their entrepreneurial 
journey. The entrepreneurs were 
invited to a bi-monthly knowledge-
sharing discussion with our CEO and 
a guest speaker, who was an expert 
in the specific topic covered by each 
Masterclass. 

The entrepreneurs were thus given 
a platform to ask questions and 
articulate the problems that they 
were experiencing in their businesses. 
In turn, the entrepreneurs would leave 
each meeting with a fresh mindset 
and a different perspective on how to 
overcome the nuanced issues that can 
hinder the growth of their businesses. 

●  Financial Management: 
This Masterclass helped the 
entrepreneurs understand the 
three main financial statements 
required for them to have a clear 
picture of their company’s real-time 
financial situation. This helped them 
throughout the programme, as, 
armed with these tools, they were 
able to make better and more data-
driven decisions regarding financial 
management.

● Human Resources Management: 
The objective of this Masterclass was 
to teach business owners about the 
different kinds of relationships that 
an employer can have with his or her 
team, as well as best practices on how 
to create a work environment that is 
conducive to higher productivity and 
efficiency.

Topics that were covered in the Masterclasses were:

●   Sales and Marketing: 
This topic centred around helping 
incubatees understand the role of 
different marketing channels, and 
how to increase their conversions from 
leads to customers. The Masterclass 
especially emphasized the need to 
leverage new technologies, such as 
social media, to create a competitive 
advantage.

●  Directorship: 
Conducted by the expert Tanya 
Nassif, Senior Manager for Legal and 
Governance of the Institute of Directors 
in South Africa, the Directorship 
Masterclass provided the basic legal 
background that every good director 
needs to be aware of, including their 
duties, liabilities and types of contracts 
to use. The Masterclass also educated 
the participants on the different types 
of governance role players, and their 
respective roles within a business. 
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The Masterclasses served as a basis for the entrepreneurs to start implementing 
the lessons learned throughout the programme, while receiving customised 
assistance from MyGrowthFund’s team on how to deploy these initiatives in a 
successful way.
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Areas of Support Available 
Through MyGrowthFund

Throughout the programme, entrepreneurs had the opportunity to meet 
regularly with MyGrowthFund’s analysts to receive support in areas such as:

a Provision of market access: Through the Masterclasses, as well as the
            follow-up conversations, MyGrowthFund assisted the participants with
            strategic planning for entering.

b Financial sustainability (revenue and profitability growth): 
            The Financial Management Masterclass was followed up with additional
            support to those incubatees who had less experience with the topic, as
            well as those who required further support in gaining access to financing.

c Incubate automation, digitization and process development:
           MyGrowthFund’s team emphasised the need for the incubatees to
           leverage technology to increase the entrepreneurs’ productivity, so
           they would be able to redirect their efforts towards more value-generating
           activities, such as business development. The most common areas in
           which MyGrowthFund provided them assistance were the creation of their
           websites and the automation of their bookkeeping.

d Mentorship and strategy development:  MyGrowthFund’s team regularly
           conducted sessions with the incubatees to keep track of their strategy
           implementation process and to assist them in redirecting their strategy,
           when needed. 

e Maintain employee morale: In the regular feedback sessions,
            MyGrowthFund’s analysts helped the entrepreneurs who needed to take
            action on specific human resources issues. The incubatees were
            encouraged to think strategically to create succession plans, define team
            roles more clearly, and establish a company culture that increased
            employee satisfaction and productivity.
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Overall Results of the Programme
The main goal of the Enterprise Supplier Development programme, conducted 
through MyGrowthFund’s Accelerate programme, was to help the incubated 
companies grow and progress more than they would have done by themselves, 
without access to expert insights and guidance. 

At MyGrowthFund, we see our 
incubated companies’ growth as 
a means to achieving sustainable 
growth for South Africa as a whole. 
Therefore, our key metrics to see if 
a programme has been successful 
are the number of jobs created, as 
well as the growth in revenue of our 
incubatees.

Table 5 compares the number of 
employees that each company 
had in 2018, when the programme 
began, with their team sizes in 
2019, at the end of the programme. 
In 2018, the combined number of 
people employed by the incubated 

13. Performance Outcomes 

companies amounted to 101. 
By the end of the programme, it had 
increased by 21, which represents an 
impressive 20.79% increase. 
This level of job creation is even more 
remarkable, when we contrast it with 
the situation in South Africa as a 
whole, where the unemployment rate 
grew by an estimated 1.34% from 2018 
to 2019. 

Despite the difficult economic 
situation and the negative growth 
in employment in the country, the 
incubated companies were able to 
think strategically, and only one of 
them had to lay off a few employees.

Table 5: Employment statistics for the 6 incubated companies for the 2018 - 2019 period, compared to 

South Africa’s unemployment rate
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Besides contributing to the creation of crucial jobs in South Africa, the companies 
that were part of the incubation programme, on average, had a higher revenue 
growth than the country’s growth rate for the same period. The average growth 
that the incubated companies had throughout the programme was 13.26%, 
whereas South Africa’s GDP growth was almost flat, at 0.15% (Table 6).

Graphs 1 and 2 show each individual company’s performance, in terms of revenue 
and employee growth.

Table 6: Revenue statistics for the 6 incubated companies for the 2018 - 2019 period, compared to South 

Africa’s GDP growth rate

Enterprise and Supplier Development Programme
Revenue Statistics 

Graph 1: Revenue statistics for the six businesses that were part of the Enterprise and Supplier Development 

programme (2018 – 2019).
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Enterprise and Supplier Development Programme
Number of Employees Analysis

Graph 2: Employment statistics for the six businesses that took part in the Enterprise and Supplier 

Development programme (2018 – 2019).
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Performance 
Outcomes

we take a closer look at each of the businesses that were involved in the 
Enterprise Supplier Development programme and the outcomes that they 
harvested during the span of the programme.
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Chabane Global

Chabane Global is a family-owned 
business situated in the Vaal, Gauteng, 
which exclusively manufactures, 
repairs and sells wooden pallets for 
different sectors, such as the cement 
industry.

Through the deep dive assessment, 
we were able to identify that the 
Sales and Marketing function was the 
least developed among the five key 
functions. The Sales and Marketing 
function, in terms of the ‘People’ 
change driver, received a low score, 
as their capacity to meet growth 
requirements was insufficient, which 
therefore inhibited the business from 
building relationships with existing 
and potential clients. 

Furthermore, due to the lack of 
documented Sales and/or Marketing 
processes, the ‘Process’ aspect of the 
Sales and Marketing functions were 
evaluated as poor, also. Although 
one would not expect a wooden 
pallet business to use social media 
as a marketing tool, not leveraging 
this could be a missed opportunity. 
Chabane Global was also not using 
a CRM (Customer Relationship 
Management) system, because the 
‘Technology’ aspect of their Sales and 
Marketing function was, at that time, 
non-existent.
On the other hand, Chabane Global 
scored well for the ‘People’ aspect 
of their Finance function. This was 
mainly due to the business employing 

a qualified accountant on a regular 
basis, to work on the volume of 
accounting work which the company 
had fallen behind on. In terms of the 
‘Process’ and ‘Technology’ change 
drivers within the company, they were 
using an ancient accounting method 
of documenting all their transactions 
on Excel, and all of this was executed 
by that one accountant. As one can 
imagine, this was a manual and time-
consuming process, which resulted in 
the company receiving a poor rating 
for these two aspects.  

Chabane Global was roughly average 
across the ‘People, Process and 
Technology’ change drivers in their 
Operations function. This was due to 
the scarcity of the local timber supply, 
which forced Chabane Global to 
obtain additional supply from export 
markets, which are more expensive. 

Quote: 

‘The finance course
that Vusi gave was an

 eye-opener for us.’ 

-Happy Chabane
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However, their employees were 
and are sufficiently experienced to 
deliver quality products. Moreover, 
the utilisation of technology in palette 
manufacturing and processing is 
fairly minimal, as the manufacturing 
process is generally highly manual, 
but even so, a Palette Design software 
is commonly used to ensure accuracy, 
and that the manufactured palettes 
meet client specifications.

Since the 18-month Enterprise and 
Supplier Development programme 
started, Chabane Global has made the 
following changes to their business: 

●   The company has improved their 
financial processes by implementing 
the use of SAGE in their accounting 
system, which has allowed them 
to better understand the financial 
aspects of their business. 

●   They have adhered to the Health 
and Safety management processes 
(e.g. WCA) for their employees, 
therefore also enforcing contracts 
for their employees, regardless of 
whether they are full or part-time.

●   Their revenue has since increased 
4-fold (Graph 2).

●   There have been revisions made to 
their client engagement model, such 
as calling clients to show appreciation 
and following up with them after they 
have performed a service. 
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●   The business has implemented 
strategies to increase profitability, 
such as trying to minimise waste and 
re-evaluating their pricing. They also 
have identified low margin products, 
which were not yet contributing to 
the growth and profitability of the 
business.

●     Chabane Global has created 
five jobs, going from three to 
eight employees throughout the 
programme (Graph 1).  

●   Chabane Global acquired an 
additional delivery truck as an addition 
to its net assets.

●   They have identified potential 
clients worth pursuing and who 
meet their production goal, which is 
to reduce the waste that they incur 
during production.

Overall, Chabane Global Services 
have been an avid participant in the 
programme. They have taken on the 
strategic plans that were discussed 
during the site visits, and will continue 
to implement these according to the 
recommendations offered.
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TLJ Trading Enterprise
Founded by Oupa Tsubella in 2009, TLJ Trading Enterprise is located in 
Vereeniging, Gauteng. It offers products and services such as:

●   Cleaning services, including gardening 
●   Distribution of several types of equipment to manufacturing companies
●   Waste removal
●   Building and Construction
●   Rentals of plant hire equipment, such as bulldozers, excavators, etc. 

Through the deep dive assessment, 
TLJ Trading Enterprise’s performance 
when it came to incorporating 
‘Technology’ across the various 
operating functions of the business 
was deemed poor. However, its 
Operations function was by far the 
most successful, when compared to 
their Sales and Marketing, Finance, 
Human Resources and Information 
Technology functions. This is due 
to the fact that the owner had the 
support of a supervisor to run the 
operations. 

TLJ Trading received an average score 
for their operations, mainly because 
of a lack of efficient utilisation of 
‘Technology’, to the point where 

details and information was still 
being written manually in diaries. In 
addition, the ‘People’ and ‘Process’ 
change drivers were rated average, 
due to outsourcing labourers for part-
time plant maintenance and full-
time maintenance of their gardening 
services. Moreover, they were still 
maintaining time records manually, 
even though there are various tools 
available to automate these tasks.

Other company operations that were 
assessed indicated that the Finance 
and Human Resources functions, 
although serviceable, needed 
revamping. The Human Resources 
function was given an average 
rating, due to the way in which it 
handled its employees (‘People’ and 
‘Process’). For example, employees 
had no employment contracts, and 
no policies or procedures were put 
in place to protect the business from 
CCMA issues. 
When gathering the company’s 
information, it also became evident 
that, although the company did 
not have any legal measures in 
place to protect itself, it still put the 
health and safety of its employees 
first, by ensuring that all employees 
were included in the Workmen’s 
compensation insurance fund.
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Quote: 

Quote: “MyGrowthFund 
has helped us 100% 

and now TLJ Enterprise 
manages itself better, 

especially when it 
comes to financial 

projections and HR” 

 Oupa Tsubella

Here are some of the improvements 
that TLJ Trading Enterprise made 
while participating in the programme:

●   They improved their business 
model by better managing their 
marketing strategies, like using posters 
and banners as a way of marketing their 
business. The added use of branded 
stickers on employees’ cars also now 
plays an essential role in helping them 
access their target market – in so doing, 
it has also had an impact on their 
profitability. 

●  They received funding from 
Ceramics Industries, which allowed 
them to add onto their assets by 
purchasing a front loader (Plant 
equipment). They also finalised 
improvement plans to increase 
profitability.

●  TLJ Trading Enterprise revised 
their client engagement model, by 
conducting one-on-one meetings 
with clients, as a way of sustaining 
and renewing relationships with 
their current clients. The transition 
from a transactional to a relational 
engagement model led to an 
improvement in the number of clients 
who returned to use their service.

●  The business started working on 
a budget, so that they would be able 
to identify areas to spend money 
more efficiently and effectively in 
production. This led to an increase in 
profitability. 

●  TLJ Trading Enterprise created 
ten jobs, in addition to the company’s 
initial two employees (Graph 1), and 
increased its cost-to-revenue ratio to 
3:5, by cutting costs where necessary, 
which contributed to increasing their 
revenue performance (Graph 2).
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It is the aim of businesses to retain 
a fixed contract with the clients to 
whom they provide their services. 
TJL Trading Enterprise hopes to one 
day sign a long-term contract with 
Gryphon of Ceramics Industries, to 
continuously supply them with their 
Plant Hire services. 
Fortunately, throughout the 
programme, the company has 
increased the diversification of its 
customer base and services to reduce 
risks and increase opportunities for 
growth. Working with one client 
could be considered advantageous, 
as it allows the business to focus on 
the needs of just one customer and 
to build a long-term relationship with 
the client. However, there is a higher 
risk involved in overexposing the 
company to a single market, which 
diverts attention away from attracting 

other potential clients and, over time, 
this can put pressure on the prices 
that the business offers and impact 
profits25. 
 
One of the learnings that TLJ Trading 
Enterprise gained through the 
programme is what to do on a rainy 
day – literally. When there is consistent 
rainfall, production is disrupted, 
which results in a decreased demand 
for hiring plant equipment at 
Syferfontein. Therefore, TLJ Trading 
Enterprise has had to come up with 
strategies to keep the business 
generating revenue, even when there 
is rainfall for consecutive days. 
Overall, TLJ Trading Enterprise has 
shown enthusiasm while participating 
in the programme. Having received a 
little guidance, TLJ Trading Enterprise 
is now solidly on its way to becoming 
a well-oiled business. 
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Qalo le Qetelo are known for their affordable and efficient logistical services 
for both truck hire and private carriers in Vereeniging, Gauteng. It is a 100% 
black-owned business, which was founded by Vusumuzi Somoro in 2014. 

Qalo le Qetelo

At the beginning of the programme, 
the company was only known as Qalo 
le Qetelo. However, the owner has 
since registered VJS Holdings as its 
parent company. Under VJS Holdings, 
he registered two brands: Somoro 
Trucking, which will focus on trucking, 
and Qalo le Qetelo, which provides 
construction and plant hire services.
 

Human Resources, Operations and 
IT functions, did not exist at all. 
Even though Finance was their only 
working function, they still received 
a poor rating for it. The reason for 
this was the lack of an accountant to 
manage their accounting, which was 
crucial, because the owner was not 
keeping track of the accounts and 
needed training on basic accounting 
requirements. 
A closer analysis of their functions - for 
example, Human Resources - showed 

that Qalo le Qetelo had no full-time 
employees to make sure that everyday 
tasks were completed; the owner was 
the only person to make sure that 
these tasks were accomplished, which 
was overwhelming for one person 
alone. This fact gave Qalo le Qetelo’s 
Human Resources function a poor 
rating across all aspects of the analysis 
(‘People’, ‘Process’ and ‘Technology’). 
Furthermore, a look at the Sales and 
Marketing function indicated that the 
owner was also personally responsible 
for this - therefore, the business had 
no registered domain, no sales and 
marketing collateral, and the processing 
of any documentation affiliated 
with sales and marketing was done 
manually. Thus a poor rating was given 
for all three of these business aspects 
(‘People’, ‘Process’ and ‘Technology’). 

The least well-developed and managed 
function of Qalo le Qetelo was IT. This 
function did not exist at all, and no IT 
systems were put in place; therefore 
the rating was poor across all three 
business aspects (‘People’, ‘Process’ 
and ‘Technology’), for this function. 
In contrast, the Operations function 
got an average rating because, even 
though the business was not operating 
at the time the deep dive assessment 
was performed, the owner was already 
putting together a spreadsheet to 
start tracking operating expenses and 
profitability metrics, such as route 
profitability, fuel costs, maintenance 
costs, etc. 

Through the deep dive 
assessment, many 
of Qalo le Qetelo’s 

functions scored poorly. 
This was because many 

of these functions, 
such as the Sales and 

Marketing,
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Qalo le Qetelo’s performance 
outcomes from the programme are
as follows:

●   They have implemented a price 
negotiating strategy with their clients 
and have implemented a policy of 
looking into new market segments 
as potential short-term customers, 
instead of only considering long-term 
clients.

●   Qalo le Qetelo implemented the 
use of word-of-mouth and referrals 
as their primary marketing strategy, 
instead of going the social media route, 
for the time being. 

●   Many businesses have suffered 
immensely at the hands of the South 
African economy, but Qalo le Qetelo 
has thrived and was able to report that 
their revenue performance has doubled 
from R50 000 to R100 000 (Graph 1). It 
is important to note that this amount 
is dependent on the work (tenders) 
obtained, and not on fixed-contract 
clients. 

●   The business has also implemented 
strategies to increase profitability, 

which, in turn, resulted in an increase 
of their net asset value. The assets that 
were purchased included a Werker 
(duming machine), a lawn-mower 
and an air conditioning system. 

●    Seven new jobs have been created 
since the start of the programme 
(the company initially had three 
employees), as shown in Graph 1. The 
number of employees employed by 
Qalo le Qetelo fluctuates, depending 
on the tender the company is working 
on at that time. Depending on the 
type of work, they can now employ up 
to 18 people. 

●   Qalo le Qetelo underwent 
mentorship with Anderson Transport. 
In their efforts to continue on their 
business growth journey, they are 
now being mentored by Greenlight 
Logistics.

Qalo le Qetelo continues to expand 
their business, and with the guidance 
they received from MyGrowthFund 
and Greenlight Logistics, we are 
confident that the company will be 
competitive with other businesses in 
the logistical services space.
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100% black-owned, with 50% of its shares owned by a black female, MM 
Ntenga is a transport services business that was founded in 2004. It transports 
and delivers merchandise to companies around Gauteng that specialise in 
manufacturing, warehousing and distribution. MM Ntenga also provides 
services to big businesses and individuals with logistical requirements, such 
as the delivery of:

●   Ceramics/Sanitaryware, e.g., baths, toilet seats, tiles, etc.  
●   Minerals, e.g., coal, chrome and glass
●  Steel pipes and steel tubes
●   Chemicals

At the beginning of the programme, 
MM Ntenga underwent the business 
deep dive assessment, to get a better 
understanding of where the business 
was at that time. MyGrowthFund 
identified that MM Ntenga was already 
registered with the Road Freight 
Association, which is considered 
an advantage for them, and scored 
good on the rating scale in terms of 
the ‘People’ aspect for their Human 
Resource function assessment. 

The same rating was applied to the 
‘Process’ aspect of their Human 
Resource assessment, because the 
company was using the services of 
the CISA (The Compliance Institute of 

MM Ntenga

Southern Africa) to help them set up 
their Human Resource policies and 
procedures. In addition to this, all 32 
employees are full-time, and all have 
employment contracts. 

The reason that the business 
scored average was because of the 
‘Technology’ aspect, where it was 
observed that they still entered all data 
manually. Part of the development 
strategy was to assess the end-to-
end process for potential process 
automation areas. 

At the beginning of the programme, 
the company had an in-house 
accountant and an invoicing clerk. 
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This resulted in a good rating under 
the ‘People’ assessment for their 
Finance function, because having 
someone that focuses solely on 
the day-to-day transactions of the 
business gives the owner more time 
to focus on other essential operations 
and growth strategies. However, it is 
still the owner’s responsibility to check 
on the accountant to make sure that 
the recording of transactions is done 
correctly, and to align departments 
around accounting protocols. At the 

time of the Finance assessment, the 
business had not implemented any 
strategies to increase profitability, 
however, they were taking early steps 
along the right technological path 
by using Pastel Accounting as their 
accounting software. 

In terms of the ‘Process’ and 
‘Technology’ aspect of the Finance 
function, they both were scored as 
average, due to their adherence with 
the requirements of the South African 
Revenue Service (SARS), by keeping all 
VAT, PAYE, etc. payments up to date. 
This was performed by the in-house 
accountant. However, there were 
no management accounts being 
provided to the directors to give them 
an effective oversight role, and there 
was no budget control process (i.e. no 
review of actuals against budgeted 
items). Furthermore, the company 
was only using Pastel Accounting to 
record transactions, and did not use 
any other fintech tools to manage 
their revenues and expenses. 

Quote: 

“With the loans that 
we secured through 

the programme from 
Ceramic Industries 
we’ve been able to 

grow a lot”  

 Mandla Matthews 
Ntenga

48
48



CERAMIC INDUSTRIES REPORT WORKING

In relation to the Information 
Technology function, they received 
a rating of poor across the ‘People’, 
‘Process’ and ‘Technology’ aspects of 
the assessment. This is because the 
function generally did not exist, and 
the company did not have a system 
to back up data – everything was 
done on Excel and emailed between 
individuals as their form of a ‘back-up’ 
strategy. 

The Operations function received a 
rating of average across the ‘People’, 
‘Process’ and ‘Technology’ change 
drivers considered in the assessment. 
This is because the Operations were 
run by the directors, although they 
were still able to work on other aspects 
of the business, as well. Maintenance 
was carried out both in-house (for 
trucks that are out of warranty and 
those not on the road) and outsourced 
(mainly for breakdowns when the 
truck is out on the road, and also for 
trucks that are still under warranty). 

There was a defined process for how 
the logistics were managed. However, 
this process was still managed 
manually, including the analysis of 

maintenance and fuel. There was no 
fleet management system in place, 
as well as no system to manage 
maintenance and fuel consumption 
costs to enable budget optimisation.

MM Ntenga can report the following 
wins which they achieved in the ESD 
programme:

● They revised their business 
model and acquired substantial 
knowledge that allowed them to 
implement the recommended 
strategies in their Human Resources 
and Operational departments.

● MM Ntenga revised its client 
engagement model to include 
following-up with clients and 
conducting client feedback sessions, 
in order to promote customer 
retention and repeat business. 

● The business has implemented 
new organisational structures by 
creating job positions, which led to 
them hiring three more people to join 
the 32 employees which they had at 
the start of the programme, growing 
their team to 35 employees (Graph 1).
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● The marketing strategy that 
the company initially pursued was 
to rely on its branded ‘MM Ntenga 
Transport Services’ stamp on its 
trucks, as well as having an appealing 
and detailed business profile and 
promotional materials.

 They have since successfully achieved 
their marketing goal, which was to 
develop a website. In turn, this led 
to a lower cost of acquisition, which 
improved the cost-to-revenue ratio 
and revenue performance of the 
business, compared to when the 
company joined the Enterprise and 
Supplier Development programme 
(Graph 2). 

MM Ntenga has also managed to apply 
for an Energy Performance Certificate 
(EPC) from the Department of 
Energy, which is still pending. Despite 
the unpredictability of South Africa’s 
economy, MM Ntenga managed 
to increase its net assets by an 
additional three trucks and were able 
to serve their client, Betta of Ceramics 
Industries, to full capacity by utilising 
their smaller vehicles. 
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Lephuting and Three Daughters Hauliers is a family business that is 100 % 
black-owned, with 51% of the shares owned by a black female. The company 
is based in Vanderbijlpark, Gauteng. It focuses mainly on transporting liquid 
chemicals in bulk, such as: 

●  Fuel oils
●  Diesel
●  Solvents and other Chemicals, e.g. Paraffin  

Lephuting and Three Daughter 
Hauliers

Notably, out of all the companies’ in 
the ESD programme, Lephuting and 
Three Daughter Hauilers had the best 
Information Technology (IT) function, 
with an overall good rating on their 
deep dive assessment. Although this 
function was outsourced, the service 
provider backed up their system on a 
weekly basis. 

In contrast, Lephuting and Three 
Daughter Hauliers’ Human Resources 
function had an overall average rating. 
Even though all the employees had 
employment contracts, there was no 
defined performance management 
process and system in place, and 
the overtime calculation process 
was done manually, by filling out a 
book managed by staff members. 
Furthermore, the business owners 
were the only people responsible for 
authorising and releasing salaries. 

In tandem with managing the payroll, 
the business owners also managed 
the Sales and Marketing side of the 

Quote: 

‘Everything that we 
did at the masterclass, 

we did it here at the 
company.’   

 Vusi Albert Lephuting

business. Through the deep dive 
assessment, the Sales and Marketing 
function got a poor rating for ‘People’, 
average for ‘Process’ and poor for 
‘Technology’. These scores reflect 
the fact that, although the Sales and 
Marketing function was operational, 
there was no qualified or experienced 
sales team, no sales process 
documentation, and no marketing 
collateral, in terms of a website and 
business cards. 
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Since the 18-month Enterprise and 
Supplier Development Programme 
started, Lephuting and Three 
Daughters Hauliers has made the 
following changes to their business:
 
●  They implemented the delegation 
of tasks to other employees or staff 
members, as part of the revision to 
their business model.

●  They revised their organisational 
structure and created new job 
positions for a debtor, creditor and 
human resources lead.

●  Due to the many strikes in South 
Africa, one of them being the truck 
drivers’ strike, Lephuting and Three 
Daughters Hauliers revised their 
revenue model to be able to adjust 
to the setback that came with the 
strike. By doing so, it has managed to 
stay on top of its costs, although the 
strike and work overload from service 
providers still has a temporary impact 
on the profitability of the business.

●  Lephuting and Three Daughters 
Hauliers also implemented revisions 
to their client engagement model, 
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by interacting with clients regularly, 
carrying out customer service feedback 
surveys and dispensing questionnaires. 
Furthermore, the business acquired 
a new client and improved revenue 
performance, due to the increasing 
number of clients they have taken on 
since October 2019.

●  The business also managed to get 
approval for their request to run fuel 
unit lines, independently from the 
transport unit. 

●  Furthermore, the company was 
able to increase its net asset value 
by adding ten new trucks and two 
new trailers, while retaining the same 

number of employees throughout the 
programme, as shown in Graph 1.
Mr. Lephuting started Lephuting and 
Three Daughter Hauliers, not only to 
realise his dream of owning a business, 
but to also leave a legacy for his 
daughters. Thus, the family is eager to 
learn new ways in which they can scale 
their business to bigger and greater 
heights, and they already have several 
new business ventures in the pipeline. 
MyGrowthFund is confident that they 
will continue to improve upon their 
past successes by leveraging the 
knowledge and experiences gained 
through the ESD programme in their 
future endeavours.
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Located in the outskirts of the Vaal, Gauteng, Tswelapele Mining prides itself 
on playing a role in the development of South Africa’s economy. They do so by 
offering the following services:

●  Specialised open-cast mining operations and rehabilitation of mines
●  Initiation of new mining sites
●  Removal and stripping of overburden 
●  Specialised extraction of clay material and stockpiling
●   Rehabilitation of mining sites, after the mining life cycle has concluded
●  Supply of equipment and skilled labour force to the mining industry
 

Amongst all the businesses part of 
the ESD programme, Tswelapele 
mining was the only business whose 
business functions’ ratings in the deep 
dive assessment were all average 
and above. Out of these, the Finance 
function had the best rating, with its 
‘People’ aspect rating good, because, 
although the company did not have a 
defined finance team, the company 

Tswelapele Mining

Quote: 

“We got to network 
with other companies 
and learn from what 

they do’’

 Precious Mabapa

would outsource the accounting 
function and approve transactional 
processing in-house. Furthermore, 
the ‘Process’ and ‘Technology’ change 
drivers were both rated good, even 

though budgeting and control were 
not well defined, and the budgets were 
still being loaded onto spreadsheets 
instead of using Pastel. 

The Operational function of 
Tswelapele was rated as very good in 
their approach to both the ‘People’ and 
‘Process’ aspects of the business. This 
is because the directors had the core 
skills required to run the operations, 
while bringing in continuous and 
recurring work. Similarly, employees 
also had the required experience and 
were being trained regularly, while 
the quality of the work was carefully 
ensured, because processes focused 
on safety and quality. Furthermore, the 
‘Technology’ aspect of the Operations 
function was rated good. 
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During the 18 months that Tswelapele 
Mining spent in the Enterprise 
Supplier Development programme, 
the business model changed, but 
only to a certain extent. Tswelapele 
Mining acquired the skills needed 
to communicate effectively, be 
productive and use available tools 
and systems efficiently. The core skills 
training that Tswelapele Mining and 
its director provides to its employees 
ensures the delivery of high-quality 
products while maintaining a safe 
working environment. Furthermore, 
their revenue and client engagement 
models have been revised, and the 
company simultaneously worked on 
developing their business website.
 
The Sales and Marketing function 
of Tswelapele was average across 
the three change drivers of ‘People’, 
‘Process’ and ‘Technology’. However, 
this youth-owned and managed 
company had already achieved some 
of its marketing goals by conducting 
market research and focusing on 
identifying key clients. Interestingly, 
the business has increased its 
marketing efforts through word-
of-mouth and the use of referrals, 
as social media is inefficient for the 

type of services Tswelapele Mining 
provides. In the era of social media, this 
is a reminder that there are still some 
instances wherein the use of social 
media is not necessarily applicable. 
 
The following changes and 
improvements were implemented 
in the mining company throughout 
the course of the ESD programme:

●  Tswelapele Mining implemented a 
system to use their equipment more 
efficiently, as one of their key strategies 
for increasing profitability. 

●  Although the revenue performance 
of the company decreased, its revenue 
performance is still where it should 
be, according to the directors of the 
company. 

●  Tswelapele Mining has made plans 
to migrate to the Syferfontein site, 
once all the work at the current site 
has been completed. 

●  Due to the current economic 
situation, Tswelapele Mining was 
unable to purchase any new assets 
and, in the process, ended up losing 
four employees (Graph 1). 
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●  They also managed to refrain from 
taking on rehab (volunteering) work 
since the start of the programme, 
giving them a chance to recover on 
the revenue front (Graph 2).  

Tswelapele Mining prides itself 
in developing their staff and the 

community around them. They do 
this having carefully considered the 
cost implications. Overall, they are a 
company of young individuals who 
would also like to leave a mark in the 
world through the work they do and 
the jobs they create. 
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Like life itself, the path to building a 
business is paved with unpredictable 
obstacles. How one deals with those 
challenges is what separates an 
entrepreneur from a business mogul. 
The 18-month Enterprise and Supplier 
Development programme was 
designed to walk hand-in-hand with 
the entrepreneurs through these 
challenges, to guide them on how 
to find ways to adapt and overcome 
difficulties. During this time, learnings 
and insights were gained by the 
entrepreneurs, but also by Ceramics 
Industries and MyGrowthFund. 

Entrepreneurs
One of the indelible insights these 
businesses have learned is how to 
have an “out of the box” approach 
to every new challenge that arises. 
Tackling an issue with this mindset 
is essential. Using the same strategy 
to address different challenges is the 
safety net that many businesses find 
themselves falling into, but businesses 
need to reinvent the way they do 
things in order to keep up with the 

14. Learnings and Insights Gained

ever-changing economic landscape 
of the modern world. One example of 
this is how TLJ Trading Enterprise was 
able to utilise stickers on employees’ 
cars as a marketing tool.

Businesses, like Qalo le Qetelo, saw 
the importance of having a trusted 
team to work with in order to make 
sure that things get done. This led 
to the employment of full-time team 
members, which removed some 
responsibilities from the owner’s 
hands and allowed him to spend more 
time on crucial strategy development 
to scale the business’s operations. 
The entrepreneurs also learned to 
appreciate the value of assimilating 
new concepts that can be used in 
the long-term, as opposed to merely 
looking for short-term rewards. As the 
programme advanced, entrepreneurs 
learned how to become more methodic 
and maximise the opportunities 
provided by MyGrowthFund to 
increase efficiency, become more 
profitable and, ultimately, grow and 
expand their businesses.
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MyGrowthFund
From the perspective of 
MyGrowthFund, the purpose of the 
programme was to uplift promising 
entrepreneurs and make sure that 
their companies operate at their 
optimal level, to best prepare them 
for successful growth. The beginning 
of the 18-month programme was 
marked with an enthusiasm and 
passion to support each of the 
businesses to help them scale. After 
the deep dive assessments, we knew 
that we had a big challenge on our 
hands, but we were eager to fulfill 
our ethos of helping the participants 
access the knowledge and resources 
needed to strengthen their operations 
and thrive moving forward.

The 2011 unemployment rate of 
the Sedibeng District Municipality 
indicates that the rate of 
unemployment is 31.1%15. It is unknown 
whether this number has since 
decreased or increased, but looking 
at the national unemployment rate 
trend, we think the latter. In light of 
these statistics, we are particularly 
proud of the work that we’ve 
conducted to guide our entrepreneurs 
in such a way that almost all of them 
were able to employ more people 
by the end of the programme. 
Contributing to job creation is one of 
MyGrowthFund’s core objectives, and 
with each acceleration programme, 
we gain valuable new insights into 
how to best support local businesses 
in achieving this goal.

As we documented and analysed 
the ongoing performance and 
final results of the programme, we 
discovered several areas in which 
improvements could be made to 
help future acceleration rounds 
create even more impact:

●  Process: When entering the 
programme, the seven entrepreneurs 
were pre-selected for us. This didn’t 
allow us to have control over the quality 
of the participants. Going forward, it is 
vital that MyGrowthFund is involved 
in the approval process, which should 
be conducted according to a set of 
selection criteria that is made available 
to the public. This would allow us to 
have a preformed notion of the stage 
and needs of the companies that we 
will be working with, and better tailor 
the programme to address these.

●  Programme: Another takeaway 
for MyGrowthFund is that, while we 
had a set agenda for the programme, 
it was difficult to maintain. This was 
due to the lack of participation from 
entrepreneurs, citing lack of time 
as the main reason to not attend 
Masterclasses and have their follow-
up meeting with the business analyst. 
An option to reduce absenteeism 
moving forward is collecting the 
entrepreneurs’ preferred dates and 
time prior to coming up with the final 
calendar. 

●  Promise: It is important that all 
three parties (client, entrepreneur 
and MyGrowthFund) are aligned 
on their levels of expectation for 
the programme outcomes. This 
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leads to increased satisfaction for all 
parties involved and makes for more 
productive working relationships.

MyGrowthFund’s final insight is one 
which it hopes each participant will 
carry forward with them in their 
entrepreneurial journey: No one 
envisions the future of their business 
better than the founder. No one 
will work to make a success of their 
business like the founder – and no 
one will be able to sell their business 
better than the founder. Harness this 
vision and passion to help build your 
enterprise for the future, rather than 
limiting the scope of your outlook 
to the present. See your business for 
what it will be, rather than what it is. 

Ceramics Industries
Some big businesses make it a 
point to give back to their respective 
communities - this is the purpose 
behind the Enterprise Supplier 
Development programme. An 
important factor for companies to 
consider when developing initiatives 
like this is that there should be internal 
coordination. This is to make sure 

15. Recommendations and Next Steps

that the objectives of the Enterprise 
Supplier Development programme 
are communicated to the different 
departments of the corporation, so 
they can be ready to contribute to 
supporting the incubatees. This is 
especially true for the procurement 
department.

Internal coordination is critical, 
because as part of their participation in 
the programme, entrepreneurs expect 
to be able to access opportunities 
with the corporate that businesses 
outside of the programme may not be 
able to as easily. If those expectations 
are not met, or are delayed, this can 
reduce the value of the initiative for 
its participants, and limit the impact 
which incubatees are able to achieve 
through their work in the programme. 
This is why internal alignment is one 
of the biggest learnings which other 
corporates should take on board 
if their aim is to facilitate a highly 
impactful ESD programme that 
creates meaningful change within 
their industry, the community and 
the country’s economy as a whole.

Start-ups and small businesses 
face many challenges, especially in 
establishing their business, running it 
from the get-go and keeping it going. 
These challenges can be influenced by 
the economy, the target market, and a 
lack of business knowledge or funding. 
Take, for example, the capital funding 
needed to get the business started: 
entrepreneurs often opt for the safest 
deal by approaching banks. However, 

many banks, due to small companies 
being high-risk investments, do not 
give start-up capital. As an alternative, 
entrepreneurs should consider 
funding sources such as Private Equity 
and Venture Capital companies. Even 
though these alternative investors 
may require equity, this provides the 
business with access to the market 
and mentorship.
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Therefore, one critical point which 
many entrepreneurs tend to forget 
is that they need to master assessing 
their business more strategically and 
less operationally. This, in turn, goes 
back to the ‘out of the box’ approach 
and outlook of tackling and solving 
obstacles the business may come 
across. It is also vital that companies 
that invest in accelerator programmes 
make sure that they coordinate efforts 
with procurement for a successful 
programme run. 
The overall takeaway from this 
programme is to make sure that 
expectations are met. These 
expectations are from the perspective 
of the client, the service provider and 
the entrepreneur. It is vital that these 
expectations are highlighted in the 
beginning of the programme, so as 
to avoid feelings of uncertainty and 
frustration.  

Despite the aforementioned areas 
for potential improvement, the 
outcomes of the MyGrowthFund 
Accelerate programme with Ceramic 
Industries has been very positive. In 
fact, MyGrowthFund and Ceramic 
Industries are bringing their 
partnership to the next level with 
the launch of an innovation hub in 
2020. Likewise, at MyGrowthFund 
we’ll be working towards building 
more partnerships to ensure that 
we achieve our goals to build 300 
financially-sustainable businesses 
and create 100,000 decent jobs across 
Africa by 2030.
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