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Day 6 
Module 11 

 

Why Should I Buy From You? 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Image Credit: renothyroidhelp.com 

 

What business do you want to start? 

 

I don`t really have to know. 

 

But I want to know, why should I or other people buy from you and 
not your competitors? 

 

If you cannot answer this question, you cannot make your 
business successful. You know why? 

 

No matter the business you intend to start, you will have competitors. 
Even if you`re the market leader (like MTN in Nigeria, Benz in 
automobile or Coca Kola in cola drinks), you will still have 
competitors, sooner or later. 

 

So how can we convince people to come and buy what we`re selling 
when there are 50 other people selling exactly what we`re selling? 
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I think this is probably the number one reason why most businesses 
fail because if you cannot convince much people to be loyal to your 
product or service, you cannot sell much of it. If you cannot sell much 
of what you`re selling, you must fail in business. 

 

So, how can you convince much people to come to your Female 
Saloon business, while there are 7 other Saloons in your street? 

 

How can you convince people to buy your newly discovered soft 
drink, since there are Coke, Pepsi and tens of other soft drinks in the 
market already? 

 

It`s a big work but we must do it, so off your shirt and let`s get 
our hands dirty. 

 

What we`ll try to achieve is to create a significant space in the hearts of 
your market audience. The best way to do this is to be unique, different 
or exceptional. 

 

Then, we will have what smart marketers call, Unique Selling 
Preposition or (as Brain Sher calls it) Unique Selling Promise… USP. 

 

Unique Selling Promise is that statement that says, “This is my 
expertise, uniqueness or strength. I`m the best you can buy from”. 

 

If you`re the market leader, the best position to take in the mind 
of your market audience (Your USP) is that of bigness or powerful. 

 

That`s what MTN did in Nigeria. Being the market leader, MTN`s Unique 

Selling Promise is “Everywhere you go!” What does that mean? 

 

We`re everywhere. We`re the leader. We`re powerful. This is 
what psychologists call “Social proof”. 

 

If I sense that your product is popular (i.e. one million Africans buy it 
every year) I’m 50% won to your side. I will start thinking, “It must 
be very good. That`s why many people buy it”. 
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If your product/service is not the market leader, don`t try to use the 
above strategy because it will not work (Except after you have won 
the largest market share) 

 

Don`t worry. There`s a way out. 

 

First, we`ll find one or two major weaknesses of the market leader 
or major competitors. 

 

Have I told you before? 

 

Business is like war. You will have to find out the weaknesses of 
your “enemy” before you can kill him in a battle, right? 

 

So it is in the business world. 

 

You will have to find out what the weaknesses of your competitors are, 
before you can “kill” them (Hey, don`t mind my negative words here). 

 

This weakness must not be what you and your wife alone see. It must 
be what at least 70% of the market you`re targeting sees. 

 

After discovering this weakness (or weaknesses), you will then 
position yourself as the solution to that problem. 

 

Let me explain how this works. 

 

I`m an author (do I have to tell you this?). I write about business and 
making money, the topic I know more than most Africans (pride). 

 

Would you have assumed that it would be very easy for me to 
make money from my writing skill? 

 

You`re wrong. 

 

So, what is the way out? I have to create a Unique Selling Promise 
(USP) for my works. How? 
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For instance, at a time I wanted to advertise on Facebook to 

promote my writing business (which is about practical business). 

After writing the headline, I wrote something like: 

 

“This is NOT about making money online. This is NOT about Mini-

importation, Feverr, or any making money online scheme” 

 

Did you notice something? 

 

I was saying, “This is different. This is different. This is different 
from those fraudulent stuffs you know before” 

 

When people come across this advert, some of them commented, 
“This looks real” “Thank you for this” “I want to be part of this” 

 

Wow! I have won them to my side, even before I told them what 
I`m selling. 

 

But how did I achieve that? I took time to study my “enemies” 
(competitors). I took time to see how those who are selling financial 
books on the internet are selling them. 

 

First, I discovered that 99% of them are claiming to be what they are 
not. They don`t really know what they claim to know. Second, they 
over-promise by deceiving people that they could make millions 
with little work. 

 

I know I’m an expert on the subject I’m writing about (Business). 
That`s the first strength. I`m not writing about making quick money 
online (which is actually a lie). This is my second strength. 

 

I make sure I tell people the truth that I am NOT a millionaire (as 
against what those guys are telling them). This is my third strength. 

 

Knowing the weaknesses of your enemy will not kill your enemy. You 
have to proactively and tactically attack him from his weak points. 

 



9-day intensive business training  

 

 
w w w . A f r i c a B u s i n e s s C l a s s r o o m . c o m  

 
Page 5 

 

You have to know how to communicate your strengths to your 
market audience. 

 

What we have been used to on the internet are the advert that would 
say, “How to make money online”, “How to make quick money” 
“How to make millions through importation, fiverr, information 
marketing, quickly etc.” 

 

Now someone is saying, “Hey, I’m not here to tell you how to make 
money online. I won`t even tell you about importation business, 
information marketing, fiverr or all those fraudulent stuffs you 
have heard about”. 

 

The next thing people will think is, “so what do you have to tell 
us? Let`s hear please”. 

 

To convince people to buy what you`re selling, you must be able to 
tell/show them that you`re in one way or the other different from 
your competitors. 

 

You must know how to communicate this your uniqueness either in 
your name (I will discuss this soon), your sign post, colour, hand 
bill, logo, advert or any other marketing materials. 

 

Why should I buy from you and not from your competitors? 

 

If you cannot answer this question in few seconds, you`re not going 
to have a successful business. 

 

Positioning; 9 positions you can take in your market to 
make people rush to buy from you. 

 

Let me borrow something from the game of soccer (though I 
don`t watch football) and that`s positioning. 
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Every player has his position. Every player is known with a position, 
the place where he can play very well. 

 

So is it for every successful business. What every successful 
entrepreneur tries to do is to take an important position in the 
market and in the heart of the consumers. 

 

The objective of this business tactic is to be a leader somewhere and 
at something. 

 

It`s very important for you to make yourself known in your market 
(to your customers) as any of the following; 

 

1. A specialist (someone who focuses on a single thing while other 
competitors sell many things). Something in human mind 
respect specialists, don`t you know. 

 
 

Take for instance something is wrong with my eyes in recent 
time. Though there are hospitals around me here, I am planning 
to travel to the next state to see an Ophthalmologist. I know 
these doctors around me here might know about eyes, but I think 
an eye doctor will be better than them. I may be wrong, but 
that`s what my gut makes me believe. 

 
 

This doesn`t happen on medical line alone. You`re much likely to 
take your daughter to all-girls school (because you`ll believe 
they will take special care of her there than in a unisex school). 
You`re much likely to go to a lawyer who calls himself “business 
lawyer” if you`re having any business related law suit than to 
“just a lawyer”. 
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We respect specialists and are willing to pay them than the 
generalists. If there is any way you could position yourself as a 
specialist in your business, more people will be attracted to you. 

 

 

2. Being faster (rendering your services faster than the competitors). 

Do you wish to go into a service business? Can you position 

yourself as a faster company (than your competitors)? You will 

have much sales because we`re in the age where everybody is 

busy. We all want to get our things done fast and we`ll love a 

business that can help us to achieve that goal. 
 
 

3. Being exclusive. When a product or service is for certain age, sex 

or class alone people in that group see it as, “ours”. I once ran an 

advert where I wrote, “only for people who are over 23”. The pride 

in humans want them to feel special so if there be a service or 

product we know is designed for “us”, we fall in love with it. 
 
 

4. Being popular. This is what psychologists call “social proof”. 
 

Human beings love to do/buy whatever many other people 
do/buy. You`re more likely to go to a church where other 200 
people go than to go to a church of just 2 people, am I correct? 

 
 
 

You will love to be in a classroom with other 100 students than 
with 5 students, am I correct? 

 
 

You are much more likely to buy a clothes you see others wearing 
than the one you never see before. That`s social proof. We love 
to do or buy whatever others are doing or buying. 

 
 
 
  

If your service or product is popular, make it known to your 
market and more people will be attracted to your business. 
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5. Existing for long. First Bank of Nigeria usually write something 
like, “since 1859”. Why? We at the ABC usually write, “Since 
2007”. Why? 

 

 

Existing for long makes people trust you and want to do 
business with you, don`t you know? 

 

 

So, if you have started for a certain period of time (people 
will respect anything over 3 years), let your market know. 

 

 

6. Being a contrarian. If you`re someone who says and can prove 
that everyone else is wrong. Rude, but attractive because 
people will want to give you attention. Especially if you`re in 
service business and you know what most other people don`t 
know in your field, you`re in gold. 

 
 

Just come up and claim that others are wrong. You will earn 
good attention and sales. 

 
 

Imagine (for example) if a medical doctor should come up 
tomorrow to claim that mosquito is NOT the cause of malaria. 

 
 

The whole world will be interested in listen to what he/she has 
to say. If he/she is able to prove his/her point, the whole world 
will beg to buy his/her malaria medicine. 
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7. Being more kind and polite. People (all of us) love to be treated 
like kings. Sky Bank of Nigeria would say, “Saying YES to your 
needs”. This way, they tell us that they are kind and lovelier than 
their competitors. If your consumers notice that you`re kind and 
friendly to them, they are more likely to come back to do 
business with you. 

 
 

8. Being rare or scarce. Human being value scarce things and are 
willing to pay higher price for them. You think about this. There 
is not so much unique thing about gold than its scarcity. 

 
 
 

If gold and silver are as common as stones, who will value them 
or pay for them? 

 
 

If there is any way you could position your product or service as 
being scarce or rare, people will not only rush to you, they will 
pay good price for whatever you`re selling. 

 
 

9. Being cheaper. This is the most popular position most business 
owners fight to take in the market, yet, it`s the worst of them 
all. If possible, never position your product or service as being 
cheaper. We`ll discuss more on this soon. 

 

Look at the above list of market attractive (and profitable) positions 
and take one or two of them. 

 

You must have an attractive Unique Selling Promise (USP) if you want 
more people to come and buy from you and not your competitors. 

 

Who is that football player who doesn`t have a position he/she 
is playing? 
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You must have a position you`re playing from, in other to 
compete strategically in your market. 

 

If you`re not different from every other person who is selling 
what you`re selling, why should I buy from you? 

 

Business is like a field that contains 100 people, all wearing green 
clothes. If you join them and you too wear green clothes, you`re 
lost amidst the multitude. 

 

Be different. Dare to wear red and you will get attention, fame 
and sales. 

 

You must be different or you will be out of business! 

 

Then… 

 

You must communicate your Unique Selling Promise. You can do this 
through your signpost, your flyers, one-on-one discussion with your 
customers etc. 

 

Then, you must be faithful to your claim. 

 

This is very important. If you`re not faithful to your USP, your 
customers will notice your deception and “divorce” you. 

 

If you claim to be faster, you must be faster. If you claim to be 
hotter, you must be the hottest. If you claim to be cheaper than your 
competitors, you must be so. 

 

Look at your competitors. Spy them and know their weaknesses, 
then specialize on that area… build your strength in their areas of 
weaknesses and “attack” them. 

 

That`s how to win in war. That`s how to win in sport. That`s how to 
win in business. 

 

(We`ll discuss more on this in the next chapter) 
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Module 12 

 

How Much Do You Know about Your Market? 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Image credit: wpthm.com 

 

One Yoruba (South west Nigeria) adage says, “He who will 
catch monkey must behave like a monkey”. 

 

If you want to catch cat, you`ll have to bend down, right? 

 

You cannot sell much of your product or service to people you 
don`t know. 

 

I have said something similar to this earlier, right? The repetition 
is deliberate and for your good. 
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As I started saying in the last chapter, for you to make huge money in 
the business you want to start, one of the basic things you must do is 
to take time and study your market. 

 

You must know who your audience is. Are they mostly female? Are 
they students or employees? Are they youths or adults? What is their 
usual day like? Where do they work, play and have fun? 

 

Are they professionals or average Joe? 

 

Every business has specific customers who are the major 
customers while others are minority. 

 

Take for instance, Facebook knows it`s dealing (mostly) with youths. 
 

Google knows it`s dealing mostly with middle aged people. 

 

If you`re selling tomatoes you know you`re dealing with women. 
If you`re having sport show business, you know men are your 
major audience. 

 

You have to go a little deeper than that and analyze/understand 
your market audience very well. 

 

Why is this very important? 

 

For you to catch monkey, you have to behave like a monkey. 

 

For you to sell to people, you have to know who they are, what they 
do, how they think, what they believe etc. This is very important 
because until you know who you`re targeting, you cannot present your 
business appropriately so as to attract them to your offers. 

 

The other aspect of this strategy is for you to know the products or 

services they have been buying before and who your competitors 

are. Know your competitors 
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If you have ever moved close to a soldier, you might have 
understood how military takes spying as one major secret of victory. 

 

On a formal note they call it intelligence. Police or Army knows that it 
has to get some deep information about its enemies or thieves, if 
truly they will be killed or caught. 

 

This has been a very long military tactic, even from the day of Moses (in 
the Bible). When Moses wanted to take over the land of Canna, the 
first thing he did was to send spies to the land, so as to know the 
strengths and weaknesses of the people of that land, so as to know 
how to attack them. Moses sent 12 out of his military men to spy the 
land (Number 13:2-21) 

 

About 2 years ago I was reading a book about warfare and military 
strategies (don`t mind me. I read just anything). The name of that 
book is Art of War. 

 

In that book I learned that the most important thing in the 
military warfare is the ability to know about your enemy. 

 

If you know his strengths, weaknesses and plans, you can easily 
attack him from his point of weakness. Isn`t that simple? 

 

This does not happen in war alone. It`s the same tactic in business 
and politics (only that in business, we don`t kill our competitors and 
we don`t hate them. we just want to win them) 

 

You must spend time to investigate who your competitors are, the 
positions they are taking in the market, what their strengths and 
weaknesses are and how you can attack them from their weak 
points. Yes, that`s your only hope. 

 

That`s the only guarantee you have for success. If you cannot discover 
what your competitors are doing wrong or what you can do better 
than them, you cannot win a meaningful market share. 
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Think like a soldier. 

 

Spy your “enemy” (competitor). Buy his products, visit his office. Then 
talk with the customers. Listen to them. What are their complaints? 
What do they want that your competitors are not doing? How can 
you outsmart your competitors? 

 

Take time (even before you start a business) to understand 
your market. That is, your target audience (customers) and 
your competitors. 

 

If you don`t know your customers, you will be like a fisherman who 
is trying to trap fish with bread. You won`t get the best result. 

 

If you don`t know your competitors (their strengths and 
weaknesses), you will be like a soldier who is planning to fight enemy 
he doesn`t know. It may be a total failure. 

 

Take time to know your market (your customers and your competitors) 

 

Search to know your potential customers so as to know how to 
serve them best. 

 

Search to know your competitors so you will know their strengths 
and weaknesses, so you will know how to “attack” them from their 
weak points. 
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Module 13 

 

Should You Sell What People Want or What They Need? 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Image credit: gettyimages.co.uk 

 

I know a friend of mine who is an ICT expert (at least to an extent) and a 
good teacher at what he knows how to do, so he went ahead and 
started an ICT training center in one of the Nigerian local polytechnic. 

 

Looking at it from afar, you would conclude that that was a good 
business idea. These youths in the polytechnic need the ICT 
knowledge and all they are learning in school are theories. 

 

Unfortunately, they don`t want computer skills. They were never 
enlightened to see future (where computer literacy will be one of 
the most important skills) 

 

My friend`s business failed. 
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Though he was rendering a service he is passionate about, though 
he was providing the service people needed, his business failed 
because people in his market really don`t want what he has to offer. 

 

As a matter of fact, people don`t buy what they need. They only buy 
what they want. The only time people buy what they need is when 
they need and want such thing. Need alone never motivate people 
to buy. 

 

You must be able to identify what people need and want or what 
people want. If you`re offering what people need and want, you 
will have a prosperous business. 

 

If you are offering what people want (even if they don`t need it), 
you will still have a successful business, but don`t ever go to the 
market with what people need and don`t want. 

 

People don`t buy what they need. They only buy what they want. 

 

Let me explain. 
 

Our needs are things useful or good for us. Our wants are things 
we want to buy or use. 

 

Sometimes we don`t know what is good for us, so we don`t care about 
paying for it and some other times we want what is not good for us 
and we`re willing to pay for it. 
 

Let`s take this practical example. 

 

Motivational books (books on human relationship, leadership, 
finance, business etc.) are very good for us and every African youth 
needs to read at least two of such books every month, but do they 
want such books? Will you sell much of it if you advertise it to them? 

 

You know the answer. 

 

But think about this. 
 



9-day intensive business training  

 

 
w w w . A f r i c a B u s i n e s s C l a s s r o o m . c o m  

 
Page 17 

 

Hip-hop music is full of nonsense, nudity and useless songs. We 
don`t need such songs, yet our youths want them, so the hip-hop 
(demon-possessed) singers are making much money. 

 

The above example should show you something. 

 

Don`t sell things that people don`t want. The best thing you can sell 
are things people need and want. 

 

When we started the ABC in the year 2007. Our primary target were 
the African youths between the ages of 16-30 and to be frank, 
these are the people who need our message most. 

 

These are the people who are just becoming adults and people 
within their first decade in adulthood. 

 

These are the people who, though have been deceived by wrong 
education school is giving, could still take appropriate steps to 
correct their errors and create their new world. 

 

(If you want read my book, 13 Secrets School Did Not Teach You about 
How to Be Rich, Click Here or call us) 

 

Most people in this age bracket are young, strong and singles, so they 
have much power to change whatever they want to change about their 
lives. 

 

But guess something? 

 

Most people within this age bracket don`t want you to tell them that 
school is their enemy. They don`t want to hear that there is no job. 
Somehow they want to believe there are many good jobs waiting 
out there for them. 

 

These people don`t want you to tell them that they would have to be a 
business owners, if truly they want to be rich. 
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Though these people need our message, they don`t want it. It`s 
too bitter for their taste. 

 

We tried for some years and even wasted money along the line, so 
as to get our message across to the people in this age bracket, but 
we failed and wasted our time and money. 

 

We had to change our strategy. 

 

It`s painful but that`s what we did. We now target people who 
are between the ages of 27-50. 

 

If you`re 17 and I tell you, “Hey, school is not teaching you the right 
 

things. Job is bad and scarce. Be an entrepreneur”, you`re likely to 
see me as a mad man, right? 

 

But if you`re 35 and I tell you the same thing, even if you will think I`m 
too extreme in my assumption, you will agree with me 70% because 
you have probably finished school, searched for jobs many months or 
got an underpaid job, so I can have a chance to prove myself to you. 

 

I want to hope you`re getting my teaching here? 

 

We, as entrepreneurs have to understand that people don`t buy 
what they need. They only buy what they want, so the best thing for 
us to sell is that thing people need and want. 

 

Why selling things that people want but don`t need can make you 
rich, such things are usually not good and may be sinful. 

 

Take for instance people don`t need cigarette but they want it. They 
don`t need alcohols or Indian helm, yet they want them and are 
willing to pay much for them. Should you then sell such things? 

 

No. 

 

Instead, sell something that people need and want. 
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How do you know what people need and will be willing to buy? 

 

Research who you`re about to sell to. Who are they? What do they 
know? How do they think? Where do they work or play? What are 
their values, interests and passion? 

 

If you know people, you can predict what they will be willing to pay for. 

 

Don`t just sell what people need. Sell what they need and want to buy. 

 

That`s how to make much money in the business world. 

 

Am I teaching you something? 

 

Thank you. 
 
See you tomorrow! 


