
 

 

 

  

    

 

 

 

 

 

MAKE 7 FIGURES SELLING WIGS 

Find your niche, get your ideal buyers, send brand message out, and sell more 

wigs online. 
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At evunn.com, we also help wig businesses craft their offer to make your marketing messages 

clearer to your audience and create product descriptions that will resonate with your ideal buyers. 

Want us to help you create product pages that are irresistible to your target audience? Visit us 

here https://evunn.com/game-plan 

 

 

Dedication 

This book is dedicated to all people out there trying to grow winning brands out of their passion. 
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Who is this book for? 

This book is for you: 

If you have passion for creating wigs or already making wigs and seeking to turn your 

craft into a lasting business. 

If you would love to build a wig brand even if you don’t know how to make wigs. 

 

 

 

 

 

 

 

 

 

 

 

 



 

   Introduction -The beginning 
 

Dear friend, as you are about to learn, this book totally delivers on every promise I have made in 

my advertising. 

If you are looking for the insider secrets of starting and running a profitable wig business, you 

have the right book! Producing or just retailing wigs can turn into a very lucrative venture, but 

getting into the business and running it can be quit tough. 

Even if you have some knowledge about hairdressing, finding the information you need about 

the wig industry takes a lot of time and can often be frustrating. 

Some of the common questions people who intend to start a wig business have asked me in the 

past are: what does it take to get into the wig business? How much does it cost to setup a wig 

business? How much inventory do I need to start retailing wigs? Where and how do I find 

quality suppliers? How do I get customers? How do I determine the customers to focus on? How 

do I sell wigs on the internet? Which mistakes do I avoid and so on? 

This book will not just help you with these common questions but also show you how to grow 

your wig brand. 

 All the principles outlined in this book are principles that have been tested and proven to work 

not only in the beauty industry but also in several other industries. 

This book will show you how to build a wig brand from the scratch even if you don’t have so 

much startup capital. The principles outlined in this book have helped me grow a successful wig 

brand.  

Here, you will learn how to avoid most pitfalls in the wig business from my many years of 

experience as a wig producer.  

Caveat: If you are not 100% committed to throwing everything you have behind the success of 

your business, I can’t help you. For me, as with everything in life, it’s either all or nothing. On 

the other hand, if you are ready to commit and go all in, in the following pages you will discover 

a system that will help you create a wig brand of your dreams that will bring you predictable, 

reliable and consistent flow of income. 

 

A little story about my wig business journey 



I never planned to go into the wig making business. You may be surprised to know that, but it is 

the truth. I stumbled into the business of wig making by accident. All my life, I always loved 

creating things with my hands including making hair for friends and family for free without any 

hair dressing training whatsoever.  

My wig making business started the day someone brought a braided wig and asked if I could 

make it exactly. I said yes even though I had never done it before. I took my time and examined 

the wig without “my customer” knowing what I was doing. I then went to YouTube and watched 

all the videos I could find on wig making.  

This was happening in 2015 when braided wig was beginning to boom. There was not as much 

wig making tutorial videos as what we have today. Guess what? I made the wig exactly or even 

better if I am allowed to brag a little.  

This opened the door to a referral that led to another referral and boom I was in business that 

employed up to 8 employees working at the same time under my payroll. Yes, business was good 

and I was making a lot of money. I was making wigs for a lot of resellers. The story did not end 

there though. Then after a year, I lost all my workers except one.  

The way I learnt wig making may not be the best strategy for everyone as I practically thought 

myself. I usually advise people to go for a course in wig making as you get to learn a lot in one 

sitting plus you also learn the business side of wig making.  

Learning from YouTube has its disadvantages. You learn in bits and pieces and keep doing trial 

and error until you get it, which may cost you some clients. It actually cost me clients as 

eventually I made mistakes. I was not always perfect. The most important thing was that I never 

allowed my failings to stop me and you shouldn’t either. 

The main intent of this book is to teach you the business side of wig making by showing you 

what worked for me and what also worked for other wig brands I observed and learnt from.  

It’s not enough to know how to create and package an excellent product; you need to also know 

how to sell it and put it in the hands of as many people as possible within the shortest period of 

time. This is the only way to ensure you stay in business. Cash flow is the life of any business.  

In today’s changing world, it’s not what you know anymore that counts, because most times 

what you know is old. It’s how fast you can learn; that skill is priceless. New and better ways of 

doing things including running a business or making new wig styles keep evolving daily. You 

need to be open to learning. 

The main reason I am writing this book is so you learn from my mistakes. Why did you lose all 

your workers? You may be wondering.  



The business could not pay them and it turned out that I lacked the skill to manage them. A lot of 

things were wrong. I employed a lot of people that did not have the kind of value my business 

needed and I did not have a structure in place to manage them. I realized this late and this 

impacted negatively on the business.  

I am writing this book to share my experiences starting and growing a wig brand that is now 

growing daily with 20 plus direct and indirect employees and lots of customers in over 40 

countries.  

After the first one year of starting the wig business, I started having cashflow problems. I was 

spending more than what was coming in. I was not making enough sales to cover my expenses to 

still remain in business. 

From 8 employees to one, I knew it was time to knowledge up or lose the entire business. When 

I lost most of my employees who were mainly the ones producing my products (wigs), I also lost 

some of my wholesale customers as I could not produce at the rate I used to. Things got really 

bad. 

I knew I needed to acquire some business skills. So, I went through online courses on business 

management, accounting and sales and since then, I have not stopped learning either through 

online courses or books. The beauty of it all is that there are a lot of places online that teach 

business management courses- both paid and free. So, you don’t need to leave your home to 

learn. I will write more on this later.  

While in my journey to acquire knowledge to salvage my dying business, I discovered that 96% 

of startups or new businesses die or close shop within 5 years of starting business.  

Why do so few businesses grow and become profitable? I wondered.  

The reason, I discovered later is the dedication and the drive of the company’s leaders to sharpen 

and apply the skills that matter and the number one skill is being able to produce revenue 

consistently.  

Repeated, profitable sales are the life blood of your business without which your business will 

die. 

So, why would someone start a business and not be able to generate consistent revenue and then 

loose the business because of no sales? 

You see, most creative businesses are usually started by the ‘practitioner’. The practitioner here 

means the artist trying to turn his or her skill into a business. In my case, I am the practitioner, 

the wig maker if you like. 

I started the wig production business because I love to create wigs and I could make beautiful 

wigs that people want to buy. That was all I had. Good knowledge of wig production. 



I had no tool or knowledge of how to run a successful business. I did not know how to raise 

money, how to acquire customers and how to differentiate my business from thousands of other 

wig businesses out there and a lot of other things. 

Most of my customers were people who knew me, their friends and relatives, some people I got 

from social media and people who were passing and saw my wigs on display. It happened that 

when the nearby people got exhausted, business almost finished. 

I was a full time employee in my business who dipped hands in the business money to solve 

personal daily needs. That is very bad for business; if you ask me. 

So, in my journey, I have learnt to not only separate my personal finances from my business, I 

have learnt how to grow a business. If you are reading this book, I assume that you have started 

or would like to start and grow a successful wig business. We all dream of growing big when we 

are setting out, but we always fail to ask ourselves if we are really prepared and equipped to run 

a business that is capable of achieving the kind of success we want. 

If you have already started a wig business and the business is not growing as much as you want, 

you need to ask yourself these questions: 

Am I wondering where my next customer is going to come from? 

Am I overwhelmed and overworked with trivial activities? 

Am I trading time with money and not earning my true worth? 

Am I focusing on low- yielding revenue producing activities? 

Am I stuck in the state of feast or famine? 

If you answered ‘yes’ to any of the questions above, then you are likely so busy working in your 

business in a reactive state that you never get time to work on your business. As a founder of the 

business you are seeking to grow, your focus needs to move from doing the everyday work to 

producing revenue for your business and steering the ship (leadership). 

However, if you don’t aspire to scale or grow your business and you are content with simply 

practicing your craft, that’s fine; but this book is likely not for you. 

The principles outlined in this book are for those who are serious about growing a successful wig 

brand. 

The hard truth is that the money in this business is not in just making good wigs or having great 

wigs on display. It is in the SELLING of your product. 

So, once you have a few team members and you are looking forward to scale or grow your 

business, you are no longer a wig maker. You are a marketer. The rest of the job is for your 

team while you oversee and lead your team to achieve your business vision. 



This book will help anyone who is serious about turning wig making or wigs into a very 

profitable business that functions even in the absence of the owner. 

No matter where you are on your journey, I hope this book dramatically helps you grow your 

wig brand. 

Sincerely, 

Chinenye Ibekwe - Obiozor (Mrs.) 

 

P.S.  You will benefit more from this book if you read straight through from cover to 

cover instead of ‘hopping around ’from one section to another. 

Ready? Let’s get started. 

  



Chapter 1 - Getting Started 
 

Starting a business entails understanding and dealing with many issues—legal, financing, sales, 

marketing, intellectual property protection, liability protection, human resources, and so on. 

 Why do you want to start a wig business? 

Starting a wig business just like any other business is a big commitment. The reason you want to 

start a wig business is a determining factor as to whether you succeed or not. If you are starting a 

wig business because you have the passion for it and you want to help people solve a problem, 

you would be successful. On the other hand, if your reason for starting a wig business is just 

monetary, you are very likely to fail.  

So, first check your reason. Don’t start a business because your friend did it and is succeeding in 

it. This is one of the reasons a lot of people start and fail in business. 

Running a business is tough. If you must succeed, you must have a big heart and be ready to 

commit and roll up your sleeve and stick with it even when things are not going your way. I am 

not trying to scare you, but that’s the hard truth. 

You need to understand the commitment and challenges involved in starting a wig business. 

New entrepreneurs often fail to appreciate the significant amount of time, resources, and energy 

needed to start and grow a wig business or any business for that matter. 

Here are some of the biggest challenges to starting and growing a wig business: 

• Coming up with a great and unique product 

• Having a strong plan and vision for the business 

• Having sufficient capital and cashflow even if you are starting small 

• Finding great employees 

• Firing bad employees quickly in a way that doesn’t result in legal liability 

• Working more than you expected 

• Not getting discouraged by rejections from customers 

• Managing your time efficiently 

• Maintaining a reasonable work/life balance 

• Knowing when to pivot or change your strategy 

• Maintaining the stamina to keep going even when it’s tough 

 

Is a wig business right for you? 



Anyone who is passionate about helping people to look their best and enjoys interacting with 

people maybe well suited to start a wig business. The work requires a good knowledge of current 

hairstyles, knowledge of different types of hair extensions and most times you would be working 

closely with customers who want wigs. 

You can start a wig business while working another job full time. Most of my wig resale 

customers have 9-5 jobs and are selling wigs both online and to their friends and associates at the 

office.  

So, retailing wigs could be another source of income for you if you have a 9-5 career. However, 

if you want to go into wig production, you would need to do it full time. You cannot combine it 

with another full time job as it takes a lot of time if you are making them yourself. Even if you 

want to employ wig makers, you would need to be present to supervise and run your business. 

If you want to combine wig retailing and another job, you can purchase your wigs from wig 

producers, create an online store to sell them or sell them using social media platforms or online 

marketplaces like Amazon.com, Etsy.com, and Jumia.com and so on. 

How do you ensure you get quality wigs for resale? 

To start and run a wig brand successfully, first you need to know how to make good wigs or at 

least know where to buy quality wigs at wholesale prices and sell for profit. You don’t need to 

wait until you learn how to make wigs before starting your own wig brand. You can buy from 

good wig producers, brand it and boom you are in business.  

All you need to do is to ensure you buy quality wigs at cheap prices because your profit is made 

when you buy and not when you sell. If you buy low, you would be able to have a good profit 

margin and still offer quality wigs to your customers.  

Also, be sure of what the market price is for the wig when negotiating price with your suppliers. 

Some wig suppliers have the tendency to overprice their products even when you tell them you 

are reselling. 

A lot of people claim to be wig makers these days. In fact, almost every salon you enter claims to 

make wigs. Virtually everyone that can make hair claims they can make wigs too. The truth of 

the matter is that wig making is an art. Knowing how to make hair does not automatically make 

you a wig maker. Knowing how to make hair is a step towards learning wig making. 

So, what am I saying in essence? If you plan to buy and resell wigs, you need to be sure of your 

source.  

To start a wig resale business, you should at least have an eye for fashionable things. What I 

mean is, for you to be able to sell beauty items you must have an eye for picking out beautiful 

things or you must be trendy at least.  



People buy from you most of the time because of the way you look. They will not buy from you 

if you look different from what they would like to look like when they eventually buy your wigs. 

Look like what you sell! 

You must be abreast of current fashion trends in the hair industry. You can subscribe to fashion 

magazines that are targeted at your business’ main demographic. You can get these both online 

and offline. Follow top wig brands and other top beauty brands on social media and read all you 

can about the wig and the beauty industry. This is a good and an affordable way to remain 

current on trends. 

Other ways to remain current on trends in the wig and beauty industry is to get involved in the 

industry by joining wig making or wig sellers associations in your state or country. In Nigeria, 

it’s the Nigerian Association of hair stylists (NASHCO). 

Before you venture into the wig business, you need to know different wig types and wig niches 

you can start with. There are two common types of wigs. We have the African braided wigs and 

hair wigs.  

African braided wigs are made up of cornrow wigs (popularly known as Ghana weaving), box 

braids wigs, Senegalese twist wigs, faux locs wigs and so on. You can virtually turn any braided 

hair style into a wig. All these wigs when made with lace frontal closure, closure or full lace wig 

look very realistic and natural. 

Hair wigs are either made of human hair or synthetic hair. Most realistic and natural looking hair 

wigs are, monofilament wigs, 100% hand-tied wigs, lace front wigs, and full lace wigs. Either 

human hair wigs or synthetic wigs can be lace front wigs, or closure wigs or full lace wigs.  

 Types of wigs you can sell are: 

Monofilament wigs 

Monofilament refers to a type of wig cap. Out of all the wig options available, it offers 

the most realistic and natural appearance of scalp and hair movement. They are made by 

tying the hair in sections into the top portions of the cap which is made from very fine 

and sheer material known as monofilament.  

 

The hairs are then hand-tied and knotted individually into a sheer material. This allows 

each of the tied hairs to be parted and brushed in any direction. Paired with a lace front, 

this gives the wig an impressive natural look. 

 

Non-slip wigs or suction wigs 

They work best for people who are completely bald or those suffering from alopecia or 

hair loss. They consist of a base made out of transparent polyurethane and  monofilament 

that gently grips your scalp and needs no elastic adjusters. Some anti-slip wigs are even 



made with lace front and they come in various sizes and types including synthetic and 

human hair. 

By incorporating a very special material called ‘artificial hair’, non slip enhanced wigs 

use the heat of your body instead of glue or band to naturally adhere to your scalp. 

You can choose the kind of wigs you want to sell based on the taste of your customers 

and the size of their pocket. Some people sell synthetic lace front wigs and, others sell 

Remi hair lace front wigs.  

 

Non-slip wigs can be worn by everyone, but they adhere best when the hairs are less than 

2 inches long. 

This kind of wig helps people suffering from alopecia wear  their wigs with confidence 

and without the fear that the wig will fall off their heads. 

 

100% hand knotted wigs 

These wigs are great for women suffering from hair loss because they offer the softest 

and most comfortable cap. Each hair on the entire cap is hand-tied onto the base, creating 

a smoother surface. This kind of wig is ideal for a sensitive scalp and total hair loss. 

 

Basic cap wigs 

These wigs have cap like structure that are made of rows of hair wefts constructed by a 

sewing machine. It normally has a top or crown that is closed with hair or fibers that are 

put there in other to hide the cap so the wig looks natural. Since these wigs are made with 

machines, they tend to be very affordable. 

 

Lace front wigs 

Lace front wigs are wigs that give the appearance of a natural hairline with a sheer lace 

material along the forehead. 

 

Full lace wigs 

Full lace are wigs that have lace all around the entire head unlike lace front wigs that 

have lace only around the front of the hair line. Full lace wigs give a more realistic look 

than lace front wigs. 

 The entire wig types can either be made with human hair or synthetic hair. 

 

Human hair wigs are more expensive than synthetic wigs. People, who cannot afford human hair 

wigs, go for synthetic lace front wigs. Synthetic lace front wigs also look good and can help 

people make fashion statements at affordable prices.  



One major downside of synthetic wigs is that they don’t last as long as their human hair 

counterparts. They may start tangling with time, but can last for like 6 months with proper care. 

Good human hair wigs on the other hand, can last up to 3 years with proper care. 

Note that there are people who don’t wear anything synthetic on their head because it’s too cheap 

and unrealistic for their status while there are people who don’t mind as long as it looks good on 

them. So, the first thing to do before choosing the kind of wigs to focus on is the kind of 

customers you plan to sell to. 

 

What to look out for when choosing a wig for resale: 

• Make sure the wig looks natural when worn. This is very important. Most people 

like to wear wigs that give them the exact look of having their hair made. People 

should find it hard to guess it’s a wig.  

• You don’t want to sell wigs that look ‘wiggy’ (wigs that tell you it’s a wig at first 

glance). The wig should look as much as possible as if it’s growing from the scalp 

when worn or at least should look like the person just had her hair made. 

• The wig must not be too bulky or too full especially if it’s braided wigs. Much is 

not always better when it’s braided wigs because it will definitely look unnatural 

plus no one wants unnecessary load on their head. On the other hand, if its hair 

wig, the fuller it is, the better. 

• The wigs must be well cleaned or trimmed if its braided wigs. I always 

recommend scissors trimming as it’s neater and retains the natural texture of the 

braids. Most people use fire trimming and some use other methods which they 

believe is faster. You should insist on scissors trimmed finishing.  

• If you are selling your wigs with a picture, you must make sure that the style in 

the picture is exactly as the wig sent to your customer. Any little variation in 

style, length and so on can lead to a return which would lead to loss of customer. 

You don’t want to annoy your customers with bad products.  

 

One customer lost means loss of referrals and bad publicity for your business. 

Send EXACTLY what your customer asked for. Don’t hope that they would 

understand and overlook it. Most people won’t; trust me. Women place a lot of 

importance on how they look. Women are easy to turn into loyal customers when 

it comes to their beauty and personal grooming as long as you can consistently 

deliver what they want. 

• Your source or wig supplier should be able to work within your deadline. Check 

if he/she is the type that keeps to deadline. Wig making is not easy and takes time 

but you need someone who will always tell you the truth. You can try the person 

with one or two wigs to find out if you can work together. You can also ask some 

of her customers if you have access to them. 



• If you are selling human hair wigs, make sure you get good hair. There are 

different grades of human hair. Human hair wigs are made with human hair 

extensions. You can decide to buy the hair extensions and sew them into wigs or 

buy already made wigs and resell. 

 

Human hair wigs have different grades. Vendors use a grading system to 

differentiate between different hair qualities. This hair grading system will help 

you quickly find wigs or human hair extensions that would work best for your 

customers even if you are just starting. For example, the grading system used by 

hair companies are 3A, 4A, 5A, 6A, 7A, 8A, 9A, 10A, 11A and 12A. This means 

that 4A is of higher quality than 3A and 5A is of higher quality than 4A and so 

on. 

Another important thing to note is that one company’s version of 7A may not be 

the same as another hair company’s Grade7A. Different hair companies have 

different grading systems, as there is no organization that for example ensures 5A 

is 5A everywhere. There is no universal standard to define the grading system.  

 

So, you would still need to know how to test for real hair. You should not judge 

hair quality by hair grade number only especially if you are buying from different 

hair companies. However, 12A in the same company is definitely of a higher 

grade than 10A in the same company. When you want to compare hair quality 

between two different companies, you should use other means to detect quality 

hair. 

Hair companies use the grading system because of the need to give people 

different options at different price points. 

 

Here are examples of how companies grade hair: 

Grade 6A hair is graded as 100% human hair without any animal and synthetic hair mixed, but 

its non-Remy hair. 

Grade 7A hair is completely human hair and it’s Remy hair. 

Grade 8A hair is the same hair as 7A, but has less short hair mixed in the hair bundles. 

Grade 10A and 12A hair are 100% raw human hair. The hair has no short hair mixed in the hair 

bundles. This means that all hair strands are the same length. 

So, when shopping hair extensions or wigs from a company, it makes sense to use their hair 

grades to differentiate the more quality hair. 

If one company has higher quality hair like 6A, 7A, 8A, 10A, you can relatively say 10A is the 

best hair. 

The higher the grade of hair, the less percentage of short hairs it will have in the bundle. In other 

words, the higher the grade number, the higher the quality of hair, but if you want to compare 



two companies with the same hair grade, you should look for other quality variables to determine 

which one is better. 

 

Here are some other factors you should consider while shopping for human hair 

wigs for resale: 

100% human hair: it should be guaranteed not to be mixed with synthetic or animal hair 

Weight: The standard weight for hair bundle is 100 grams 

Weft: Look for double stitch wefts as they do not easily shed while single stitch wefts 

will shed. 

Remy or non-Remy hair: Remy hair is hair with the cuticles facing the same direction 

which reduces hair tangling vice versa. 

Chemically treated hair: You don’t want to buy hair that is chemically treated. These 

are cheap hair and they don’t last. 

Single drawn or double drawn: If you want to sell only hair that includes only long 

hairs all the way to the tips, then you should go for double drawn hair. 

Another sure way of differentiating between synthetic hair and human hair is by using flame or 

burn test. This is one fool proof way of knowing for sure whether the hair is synthetic or real 

human hair.  

To find out, pull out a couple of long strands of hair and hold them above a flame. You should 

use a lighter or unscented candle. If the hair sings and burns upwards while smelling like burnt 

hair – its real hair. If it melts into a ball and smells like burning plastic – its fake or synthetic 

hair. 

To be able to do this, when considering a vendor to use, you can first order one wig or hair 

extension to test the quality of hair. You can then test the hair to know if you would continue 

with the vendor. 

Another way to check for the quality of the hair is to use the feel test. All you need to do is to let 

the vendor allow you to feel the hair you want to purchase. Feel the hair by rubbing the hair in 

between your thumb and fore finger. After feeling the hair, try rubbing your thumb and your fore 

finger together. Your fingers should feel like you have powder on them if it’s real hair. 

How much does it cost to start a wig business? 

Starting a wig business may cost you from almost zero to thousands of dollars depending on how 

big or small you want to start. There are different ways to go into a wig business. You may 

decide to start with dropshipping wigs (you don’t need much to start this. All you need is your 

phone, some data in your phone, a good picture of the wig you want to sell and a wig supplier 

that has stock of the wigs you want to sell).  



You can use social media platforms to market your wigs and when you get a customer who pays 

you, you buy from your supplier and send to your customer.  

What do you do to be able to gain the trust of your customers to pay you money even when they 

don’t know you? Create a dedicated Facebook page or Facebook group where you share a lot of 

valuable information about wigs including wig styles, wig care secrets for free.  

Facebook page and Facebook group which should you start with? I recommend starting a 

Facebook group first. Facebook group has so much potential to grow your members. You can 

add a Facebook page if you already have a brand and want to grow your brand image and 

interact with your customers. 

Facebook group gives you the opportunity to build a community of people where you can share 

and interact with a lot of people with the same interest unlike a Facebook page. You can create a 

page later as your group is growing in membership to promote your brand. 

People who like to wear wigs will become members of your group and when they see the kind of 

value you give them for free, they will pay you back by trusting you with their money when you 

upload pictures of the wigs you have on offer. What I am trying to say is that you don’t just 

throw up a Facebook page or group and then upload pictures of your wigs with their prices and 

expect people to throw their money at you. 

First, provide them with valuable information before asking them to bring out their money or 

they would not trust you. People don’t like to be sold or pushed to buy something. They always 

want to make that decision themselves. They don’t want to buy because someone told them to 

buy. 

When they start buying, make sure that people who successfully bought come back to your page 

or group to give their testimonials. You can give them a little discount to make them give their 

testimonials in exchange.  

If you can get a few genuine and verifiable testimonials on your page or group, people who also 

need wigs or people who have the same problem you have just solved for others will trust you to 

take care of theirs too. 

Once you have your Facebook group, you have to do all you can to grow the group. You can ask 

members to bring their friends to join; but you have to make the group very valuable to worth 

recommending to friends. The more people you have in your group that love wigs, the more 

money you would make. 

One downside of dropshipping is that most times customers ask that you offer them pay on 

delivery option which means that they order the wigs and you supply before they pay you. This 

also means that you would have to buy the product with your money, ship it and receive your 

money when the customer receives the order.  



The reason for this is lack of trust. Customers want to be sure that the product would actually be 

delivered and is as described before they pay. But if you first build trust, especially using social 

media or customer testimonials (video testimonials are better), you would cross this huddle 

without stress. 

Wig business can be started with minimal cost except you want to rent a retail shop or 

production house and a showroom. Try as much as you can while starting to keep your cost as 

low as possible. Renting a place to start your wig business may cost $200 and above depending 

on your country and the size of the space you plan to lease. 

If you want to open a physical store, you can choose a location in a low rent area. There are a 

few dedicated wig stores and customers who want wigs will usually seek out actual stores. So, 

for this reason, it is not necessary to find a high rent area. Look for a place that has some leg 

traffic and a place for cars to park.  

Ensure you do a lot of online marketing and make sure you list your business on Google my 

business. Just search for it on Google and register your business. This will bring a lot of people 

who live nearby and who are searching for wigs online to your store. 

You can also produce your wigs yourself and sell online or buy from wig makers as a retailer and 

sell online.  

You may create an e-commerce website on Wordpress platform to sell your wigs. There are a lot 

of free themes on Wordpress you can use to create your own e-commerce site.  

All you need to do is to buy a domain name (a name or address for your website usually costs 

around $8-14 for a dot com domain per annum) and pay for hosting (this is a home for your 

website. This usually costs from $20 for a year).  

If you are not tech inclined, you can have a freelancer develop a simple e-commerce website for 

you. You can use Fiverr.com. Most freelancers on Fiverr.com are very affordable and pocket 

friendly in case you are tight on budget. 

Please make sure that the website developer you contracted has knowledge of internal or onsite 

search engine optimization (SEO). This will help your website rank well and come up higher 

when people search for the kind of wigs you are selling on Google or other search engines. For 

example, if you are selling wigs to women suffering from hair loss, you can optimize your site 

with keywords like hair loss wigs, alopecia wigs and so on. 

If you can’t find a developer with knowledge of SEO, then you can pay another person on 

Fiverr.com from $5 to help you do that after your website is fully developed. 



When your website is ready, you should upload high quality images of your products and start 

marketing your website. If you want quick results, you can pay for Google adverts or Facebook 

adverts to drive customers to your site.  

If you don’t know how to run paid adverts yourself, get digital marketers to help you. You can 

still use Fiverr.com to find affordable digital marketers. The reason I recommend Fiverr is 

because I use it and it is more affordable than using portfolio digital marketing firms. 

Also, you need to ensure that you have a very secure payment portal on your website and 

communicate how secure your payment portal is to your customers. Many people are afraid of 

entering their credit/debit card information on websites they are not sure of.  

You can use PayPal, Paystack, Skrill, 2checkout and so on to collect payments on your website. 

How much inventory of wigs do you need to start? 

Your business’ inventory cost depends directly on how many wigs you want to carry or start 

with. If you plan to run your wig retail business only online, you can limit how many wigs you 

stock by finding a supplier who offers quick shipping and who is willing to sell only a few items 

per order. With such a supplier, you keep your inventory low and order more as you sell. 

If on the other hand, you own a physical store, you can also limit the number of wigs you have in 

store by offering custom wigs (wigs made based on customer’s head measurements and 

specifications). When offering custom made wigs, you just need to show customers the different 

options available and then the final product can be ordered once the customer has made her 

selection as to type, colour, size and length. 

Also, if you prefer to have lots of wigs on display, you can buy one or two of each style and re-

stock as soon as you are almost sold out so you don’t keep so much stock of wigs customers 

don’t want to buy. You can start with 10-20 wigs. 

 

What happens during a typical day in a wig store? 

As a wig business owner, you would spend much of your time directly assisting customers who 

are looking for wigs, if you have a physical store. Some of the things you would expect on a 

typical business day selling wigs are: 

• Answering different questions about different types of wigs. 

• Recommending styles that would fit different types of faces and body sizes. 

• Showing customers wigs that are available. 

• Making sure wigs fit properly on your clients. 

• Demonstrating how to properly care for wigs. 



• When not serving customers directly, you would display your wigs (if you have 

physical store), take product photos, order additional inventory, market your 

business, fulfill customers online orders (if you sell online and you should), send 

out orders, interact with customers online to get feedback, and perform other 

administrative tasks. 

What is the growth potential of a wig business? 

 Most wig businesses are small; some operate only from one shop. However, a wig business just 

like any other business can grow to become a billion dollar business. A wig business must not be 

small and must not die with you. You can decide to build a wig business that passes from 

generation to generation. You can turn your wig business into a franchise like McDonalds with 

locations throughout your country or the world. 

In fact, now you can very easily turn your wig business into a global brand by simply going 

online. Start from your country, use localized domain names for different countries and offer 

different types of wig styles depending on the taste of customers in each country. This means 

that you offer different wig designs in different countries depending on their taste through your 

website that is localized for each country.  

Using localized domains for different countries means for example, your Nigerian domain name 

may be yourwebsite.com.ng; a localized UK domain would be yourwebsite.co.uk and so on.  So, 

when someone in that country searches for the type of wig you are selling, your localized site for 

that country (where your potential customer is searching from) will be among the first to come 

up because it would be seen by search engine as a local business in that country. 

This will help people see your business faster, plus you would be able to serve them your 

products and content the way they want it and in their own local language. 

You can partner with local wig stylists in different countries to design exactly the kind of wigs 

their people wear. So, you are giving your customers what they want and you are making money 

in return. 

This means you get to operate from one physical location and have stores all over the world. You 

can partner with local salons to handle your returns and if you ship exactly what is shown in your 

product pictures, you will have fewer returns. 

So, the opportunities in the wig industry are endless. It’s only your mind that can limit you. 

What do you do to have fewer products return rates? 

One of the major issues with e-commerce businesses is the high rate of returns. Why is this so? 

The reason sometimes is that the buyer may see a colour on a product image online and think it’s 

something else or may see an image and have a different version of the image in her mind or 

may buy a wig size that is bigger than her head. The list goes on and on. 



Another reason for high returns rate may also be the fault of the vendor who ships something 

entirely different or slightly different from what is in the picture. 

So, if you want to go into e-commerce (I recommend you do because that is where the bulk of 

your sales would come from), you need to pay special attention to what you ship out to 

customers. Make sure you give them exactly what they paid you for and give it to them within 

the time you said you would. If for any reason you won’t be able to meet deadline, reach out to 

them and don’t assume they would understand. You have to be professional in the way you 

conduct your business. 

Make sure you describe your products exactly as they are. Its better your customer knows exactly 

what she is getting before she orders. When you describe your products exactly, you would have 

fewer questions which will cut down on your customer support time spent. 

Also add care instructions on each product page and every likely question your customer may 

want to ask that would help them in making purchase decisions. Make sure that you or your 

customer care team can be reached easily from your site at the click of a button. You can use 

whatsApp button, phone call button or other chat button on your website. Make it very easy for 

them to make their decision and buy. 

You should also add measurement guide for different wig sizes, if the wigs on offer are in 

different sizes. If the wigs you sell can fit all head sizes, just like my wigs which have adjustable 

band, state that in your product description. So the customer knows she does not need to worry 

about the wig not sizing her or the wig falling off her head. 

Please ensure you show different image angles of your wigs. Don’t show only one angle. If I am 

making a purchase decision, I would want to see how the wig looks in front, side, back and so 

on.  

While photographing your wigs, use either a display mannequin or a realistic mannequin. 

Realistic mannequin is better because it looks as if a human being is wearing the wig. If you 

don’t have a realistic mannequin, use a display mannequin. Choose a clutter free background or a 

wall paper that is clutter free and has a contrasting colour like white to give you a very clear 

image. 

How much can you make selling wigs? 

From my experience, the wig production and retailing business is very lucrative. You can 

become a millionaire in one year selling wigs if you have some business skills especially 

marketing skills. 

Producing and selling wigs will give you an advantage over someone who just retails because 

you get to make more profit especially if you sell to both retailers (they give you volume sales) 

and to the end users (they pay you more for each unit.) 



Retailing wigs alone can make you very rich if you are good with marketing and able to sell off 

your inventory fast. Your turnover will pay you well on the long run. Also, as a retailer, you can 

decide to focus only on high end clients and make lots of money per unit. You can make as much 

as $2,000 per unit depending on who your client is. So, by the time you sell 100 units, you make 

$200,000. 

 

Find Your Niche  

If you want to start a wig business, you will grow faster if you focus on a particular niche. If you 

become a generalist, you may not attract a lot of patronage as a new entrant. However, if you 

focus on a niche (a small part of the wig industry), a particular group of people would become 

your customers instead of going to the competition because they would see you as an expert in 

that area. 

So, don’t be a generalist, focus on a niche and your voice would be heard loud and clear from a 

crowd of other wig sellers. 

To go into wig resale business, you must know the type of wig you are interested in retailing 

based on the kind of customers you plan to serve. So before you choose the kind of wigs to resell 

or before you start producing your wigs for resale, you must first decide on who your customer 

is. Without knowing who your ideal customer is, you won’t go far in the wigs resale or 

production business. We would discuss this in detail later. 

To build a successful wig business, you should first find a niche within the industry. Typically, 

wig businesses sell either fashion or medical wigs. Fashion wigs are used to make fashion 

statements (every woman wants to look her best), while medical wigs are usually purchased by 

people undergoing chemotherapy (to replace lost hair) and people suffering from alopecia (to 

cover the bald spot). 

You should decide if you want to sell to women who want to buy wigs because they want to 

make fashion statements. These women want to look good and are looking for more convenient 

ways to look their best for occasions or for everyday wear. These days, there is so much demand 

for fashion wigs.  

A lot of women are too busy to go to salons to have their hair made, so they resort to wigs. It’s 

even more pocket friendly when they have wigs so they don’t keep paying hair stylists every 

week or 2 weeks to have their hair done. A quality wig can last up to 3 years or more depending 

on how often it’s used. 

One thing about the wig business that I noticed is that women keep buying wigs. They want their 

wigs in different colours, different lengths, different styles and they don’t like wearing one look 

for a long time even if the wig still looks good.  



Most times, they wear a wig for 6 months and give them out to loved ones and buy new set of 

wigs. For you as a wig business owner, this is good. So, you capitalize on the need for women to 

always look trendy and wear the latest style. Your job is to keep showing them the latest trends 

and styles and you are off for a great start. 

You may also decide to focus on selling wigs to women or men suffering from hair loss or 

alopecia. A lot of men and women are bald; you won’t believe it because they cover it up with 

wigs. You can become their go to brand for quality wigs.  

I have a lot of customers who suffer from hair loss. If you want to go into this niche, you must be 

able to understand their needs. They like privacy and they prefer their secrets sealed. They 

should be able to trust you to open up to you. You should be able to provide wigs that are less 

sensitive or irritating to the scalp.  

Another thing you should note is that their head sizes seem to be a little smaller than the normal 

size because of no hair. So, you should make sure your wigs fit them well without falling off. 

If you can give them exactly what they want, you would be well rewarded for it. 

When starting a wig business, focusing on a niche helps your business stand out in the already 

flooded wig market and marketing would be easier for you. You may also decide to further 

narrow down your niche by focusing on selling:  

Ready to wear wigs: you can start by selling for example, hand-made braided wigs or 

human hair wigs or only trendy cheap synthetic hair wigs as ready to wear wigs. This 

means that you would have them ready made in different designs. This also means that 

you would have some inventory of different designs of wigs. When a customer needs any 

design, you just ship them to the customer quickly.  

 

So, the customer does not need to wait a long time to get the product delivered because 

you have them readily available. When you offer ready to ship wigs, you get to sell a lot 

of wigs as long as you have the designs customers like to buy. Customers most times 

don’t like to wait to have their orders delivered. Some of them may purchase more than 

one at once if you have them readily available. 

Also, your customers get to see what they want to buy and pay for it, so the issue of 

return is reduced. 

 

The downside of going the ready to wear route is that you have most of your business 

money tied down in stock, some of which may take time to sell. 

Made to order wigs: You may also choose to start selling made to order wigs (this means 

you only make the wig when a customer requests for it and at least pays you in part or 

full before you commence).  



You can do this even if you don’t know how to make wigs. When you get your order, you 

give it to a good wig stylist to make it for you and once done, you deliver to your 

customer. 

Costume made wigs: you can focus on selling only costume made wigs. Costume made 

wigs are wigs made with a person’s head measurement. They are made to fit the person 

like her own hair. You can make a lot of money serving high end clients who like wigs 

that are second nature to them.  

The difference between made to order wigs and costume made wigs is that you do not 

need to measure the customer to deliver a made to order wig. Made to order wigs are just 

made with a customer’s description of wig style or by using the picture of the wig the 

customer wants or by telling you to make another colour of a wig you already have. 

 

Men’s wigs: you may also choose to sell men’s wigs. Men wear wigs too. Some men are 

bald and would like to hide that under a wig. You may focus on this niche and become 

these men’s go to brand for wigs. I have had men calling asking if I sell men’s wigs. So, 

that is a market waiting for you right there. 

 

Theatre wigs: you may choose to design or buy and sell theatre wigs to the movie 

industry. 

You can choose to go further down in your niche like selling only Ghana weaving 

braided wigs, or only high quality curly human hair wigs, or only affordable nice looking 

wigs made with synthetic hair and closure (a lot of people are looking for cheap wigs that 

look good too).  

 

Where do you find quality hair or wig suppliers? 

Where you find your wig suppliers depends on the kind of wigs you want to sell. If you plan to 

sell hand-made braided wigs, then you should be looking for wig producers in Nigeria. Nigeria is 

very good in producing handmade braided wigs and you also get them at great prices. How do 

you get great handmade wig suppliers? You can check here. 

Another way to locate good wig producers in Nigeria is to check online. Search for braided wigs 

Nigeria on Google. You will see a lot of businesses who produce wigs. Some have websites 

while some don’t; so be sure to check businesses listed on Google my business places. Then start 

noting down their contact details. 

Contact each of them on whatsApp and ask for images of their wigs. When they send you their 

images, ask if they made the wigs themselves. Tell them you want to see the ones they made 

themselves. So, from the picture you know if you would add that supplier to another list you will 

call ‘suppliers’ for example. 

https://braidedwigs.com.ng/wholesale


Then next is to negotiate your price to get a good price. 

So, when you are done with all the contacts on your list, look at your suppliers list again and 

choose one supplier based on how fast they answered you and the quality of the wig pictures 

they sent you. 

Ask that one supplier to send you a sample of the wig. When you see the wig, and you are okay 

with the quality, you can continue with that supplier. 

If you want to sell human hair wigs or synthetic hair wigs, you should consider buying from 

Asian or Chinese hair companies. Most of the human hair and synthetic wigs used in different 

countries are made in China and other Asian countries like India. 

So, how do you find Chinese hair factories or suppliers? 

Why China? You can import wigs or hair from Chinese factories at very cheap prices because 

labour is much cheaper in China than in US for example and most other countries. If you buy 

low, you make more profit. Your profit margins are increased by how low you can drive your 

sourcing cost down. For every dollar it costs you to source an item, you should charge $4. So, if 

you can shave $1 off your cost, then you can mark down your product price by $4 or pocket the 

extra profit. 

The best way to get Chinese suppliers is to attend the Canton import and export fair that holds in 

Quanzou, China. It is usually held twice a year around April to May (spring session) and the 

beginning of October to November (autumn session) of every year. This is one of the biggest 

sourcing shows in Asia; if not the biggest in the world. 

Each session is split up into 3 phases. The first phase covers electronics, building materials and 

so on; the second phase covers household items, consumer goods, hair, home décor and so on 

while the 3rd phase covers textiles, garments, shoes and office supplies. 

The best part of the Canton fair is that it’s a place where lots of suppliers and factory owners all 

over Asia congregate every year. The reason I recommend the canton fair is because some 

factories don’t have a website, so you may not be able to locate them online. 

At Canton fair, you can easily find a vendor that carries the kind of hair or wigs you want to sell 

or that can produce the kind of wigs you want to sell. 

Also, all the vendors bring samples of what they make, so you can touch and feel it before you 

make a purchase. 

A good number of these vendors speak English, not very good English as you may want, but 

enough to communicate at a basic level. Also, you can easily hire an interpreter there if there is 

any need for it which goes for like $15 a day. 



The canton fair sounds intimidating, but it’s not that bad. The canton fair is free to attend and the 

cost of living in China is much lower than what you can find in the US. 

Another place you can source your wigs from is the Global sources trade show. This is also a fair 

where factory owners all over the world congregate twice a year. It takes place just before the 

Canton fair but the location is in Hong Kong. So, you can easily hit both fairs during one trip. 

The Global sources trade show is not as large as the canton fair, but there are key differences that 

makes the Global sources fair a must attend show. 

Many of the vendors that attend the Global sources show are unique. Global sources also has a 

gigantic search engine like Alibaba at globalsources.com. You can search for suppliers on their 

platform online and establish contact with suppliers before you meet them at the fair. Global 

sources has a lot of suppliers in the fashion and beauty category.  

At the Global sources fair, there is a low language barrier. Unlike China, everyone speaks 

English in Hong Kong. So, it would be much easier for you to get around. 

You can travel to Asia to attend the two events at a go. The Canton fair is just a 2 hours train ride 

away from Hong Kong and it would cost you $30 to get to Quanzou from Hong Kong. 

What to expect when communicating with Chinese suppliers 

Working with Asians is a lot different from working with Americans, Europeans or Africans. 

The first thing to expect is language barrier. Most Chinese suppliers may not speak or understand 

English that well. They can read it better than they can listen. When you are visiting your 

suppliers or vendors, you have to write down everything all typed in English or Chinese. Don’t 

just go there and start blabbing away.  

Chances are that they may not understand all the things you are saying as they may only be able 

to pick up the bits and pieces of your conversation. They may be nodding and saying ‘yes’ but in 

reality, they have no clue about what you are talking about. 

The same goes for the taxi drivers and their directions. So, you may have to write everything 

down in Chinese if possible. 

Speak very slowly and enunciate every word when speaking to a Chinese supplier. 

You should also expect cultural differences. Chinese people tend to be non-confrontational 

unlike the Americans for example. For instance, Chinese vendors will rarely correct you or let 

you know they don’t understand what you are saying. It’s just part of their culture to be polite 

and accepting, but if you are not careful, these simple cultural differences can cost you a lot of 

headache and loss of money when placing orders or manufacturing your product. 

The biggest obstacle to overcome is to think you are communicating when in fact you are not. 

For example, you could be discussing something with your vendor and they may be nodding and 

https://globalsources.com/


acknowledging everything you are saying but they turn around and do the complete opposite 

once the conversation is done. 

The key is to ask direct questions and make sure that there is no misunderstanding. Ask, clarify 

and reiterate any point as many times as possible and make sure you write everything down as 

well.  

It is important to understand that your vendor is just trying to be polite. So never assume 

anything is clear unless it’s thoroughly discussed. 

Another thing you have to understand when dealing with Chinese vendors is that contracts are 

not final unlike what you have in US, Africa and Europe. In US for example contracts are 

considered final after a series of negotiations and the contract is supposed to represent terms of 

agreement between the parties and is seen as final, but in Asia contract is almost meaningless 

and often seen as a waste of time.  

For example, sometime ago, I placed an order with a Chinese supplier and the contract was 

drafted and signed with all the terms of sales and the pricing in the contract, only for the supplier 

to call a week later saying that they would not be able to supply the order. They even tried 

raising the price even though we had agreed on price and signed an agreement. 

You can spend a day negotiating on terms and pricing only to have everything changed the next 

day. The key takeaway here is that their definition of contract is different from what it is in the 

US, Africa and Europe. 

So, don’t expect a written document to be the end of all your negotiations. In fact, I will argue 

that drafting an agreement is just the beginning. The most important thing is that you should not 

make assumptions. Be specific about what you want.  

Here is a great rule of the thumb you should ingrain in your mind when importing from China. 

Never assume that the vendor knows what you want. If it’s not spelt out in a document, then your 

vendor will get it wrong or cut corners. 

You can negotiate hair with lower prices and if you don’t specify the exact quality of hair you 

want, the vendor can send you hair mixed with synthetic hair or even outright synthetic hair. I 

see this happening almost every time and people call Chinese cheats, but this is what the problem 

really is. The vendor can decide to meet your price point by cutting corners. 

So, be specific. If you want double drawn , 16 inches, double weft, Grade 10 hair, specifically 

state it as so or send them a sample of exactly what you want and ask them to give you exactly 

that. 



Go through your samples and specify every last detail of what you want on paper and still 

communicate to make sure they understood exactly what you want. Assume that any aspect of 

your order that is not explicitly spelt out would be made incorrectly. 

Cultural barriers apart, the key benefit of going to trade shows like canton fairs is that it enables 

you to meet face to face with a lot of vendors and allows you to establish real relationships with 

these vendors. This is invaluable. By going to a fair, you can easily meet hundreds of factory 

owners in just a couple of days. Relationship with your vendors is one of the key components to 

success in finding the right supplier. Face to face contact is very essential when looking for a 

vendor though not compulsory. 

Speaking to your vendors only through emails may not get you that special attention you want 

from your vendor because they receive a lot of emails every day from a lot of people who don’t 

eventually buy. When you meet in person, they know you are very serious about dealing with 

them and they will give you a special attention. Your product quality will improve and they 

would be eager to help you even with special requests and designs. 

You also need to understand that most of the vendors that attend a trade show do not have a web 

presence. So, it’s next to impossible to find them otherwise. 

Well, it can be intimidating to attend a trade show, but it would be worth your time. You only 

need to attend the show once and make all the contacts you need to make. 

Another place to find wholesale vendors is to check the China wholesale directories on Alibaba 

and Global sources. Alibaba and Global sources have search engines for Chinese suppliers. You 

can instantly have access to tens of thousands of wholesale vendors at your finger tips. 

To find suppliers on Alibaba.com, just type in what you are looking for in the search bar and 

Alibaba will turn out a lot of suppliers with their prices and minimum order quantity (MOQ). 

Click on any of the supplier information that you are interested in to open their store page. If you 

are satisfied with what you see, click on contact vendor button and send the vendor a message 

and establish contact with the vendor. 

Here is an example script that I use when contacting suppliers for the first time: 

“Hi vendor, my name is Chinenye. I am a buyer of human hair extensions. I own a store in 

Nigeria that sells human hair wigs. We actually carry many items you have on offer. Explicitly, 

we would like to get pricing and availability for the following items: 

1..……………. 

2..…………….. 



 

If you can send us more information, your catalogue and minimum order quantity requirements, 

we would greatly appreciate it. Thank you.  

Chinenye. 

Once you have established contact, you can ask for samples and make your order. In addition, 

Alibaba offers trade assurance and escrow service so you do not get scammed.  

This sounds easy right? So, what’s the catch? The biggest catch here is that this process can take 

you a while. You would be going back and forth with suppliers. The communication requires a 

lot of patience. 

For example, it takes time from the initial contact to obtaining samples and that can easily take 

weeks. In addition, the language barrier can make it more challenging because you must describe 

exactly what you want to manufacture via email and live chat. 

The other key difference between using a directory and going for trade shows is that platforms 

like Alibaba tend to contain a lot of middle men and because there is a low signal to noise ratio 

for vendors on Alibaba, higher quality suppliers do not list themselves in the directory. For 

example, none of our primary vendors advertise themselves in Alibaba or Global sources. 

That being said, as long as you can make a profit with your supplier that is all that matters. 

What is the difference between Alibaba and Global Sources? 

 Alibaba has much more suppliers listed on their platform than Global sources has on its platform 

but this comes at a cost of quality. In my own experience, there is a lot more noise on Alibaba. 

Global sources has a more involved vetting process which allows them to attract higher quality 

vendors. 

Also the minimum order quantities in Global sources tend to be much higher than that of Alibaba 

vendors.  

The platform to use depends on the kind of hair you want to sell and the quantity you would like 

to start with. So, try the two and see which works best for you. 

Avoid scams when you buy wholesale from Alibaba 

Here are some of the scams that you may experience on Alibaba in the process of product 

production process:  

• The produced product does not have a quality that matches the sample that they 

sent to you earlier. 

• The supplier may substitute the superior material that they promised you earlier 

with bad or lower quality material to save cost and make extra money. 



• The supplier may miss the lead times they promised you. For instance, it may 

take 120 days instead of 30 days. 

• You may find the quality of the product deteriorate over time. 

• You may also experience product copyright issues, the factory may give your 

product information to other competitors or they may use your design to produce 

for others and make money. 

• The factory may ask for higher prices using different reasons and threaten you 

with not delivering your goods. This is not uncommon. For example, the supplier 

may say the price of raw material has increased a lot and needs to change the 

price in order for them to start the production.  

  

Well, this might not be true, but sometimes the reality may be that they cannot 

bear the loss of the profit due to increased price of raw materials. They may even 

want to delay the production to wait for the price of raw material to go 

down again. This may affect your selling plan and you may miss out the best 

selling seasons. 

 

So, how do you avoid these Alibaba scams?   

How to buy safely on Alibaba and Aliexpress- What you need to know: 

Gold Suppliers 

In Alibaba’s business platform, a supplier with the title gold supplier can be trusted. The title 

means that the supplier has a premium paid account status; hence they are genuine. Some 

scammers on Alibaba cannot afford these payments; therefore, you can quickly know they are 

not real and can’t be trusted. 

Verified Suppliers 

When you find a supplier with the title “Verified Supplier,” it means that the recommended 

bureau has conducted an inspection on the manufacturer’s firm and verified that they are 

genuinely carrying out the business. You can check if a supplier has been verified by checking 

their profile logo and analyzing why they got their verification. 

Trade Assurances 

You can check whether a supplier has been accepting all trade assurances before getting into 

business with them. The Alibaba Trade Assurances is used by Alibaba to place and manage 

orders and payments. You can use this as a sign to predict if a supplier is trustworthy or not. 

Check the supplier’s transaction History/Level 



You can always check the supplier’s transaction history on Alibaba. It’s indicated by an orange 

diamond symbol next to the vendor’s name. It’s an easy way to see the performance or financial 

capacity of the vendor before doing business with them. You can also use the information to find 

out if the supplier is genuine or not. 

Check out the reviews and Ratings 

It is normal to have your doubts when you are doing business with an Alibaba vendor. One of the 

safest ways to check if the supplier conducts quality services is through the reviews clients leave 

on the supplier’s profile. Through the ratings and feedback nowadays, you can access the 

performance of a supplier.  

Work only with vendors with overall 4.5 ratings. This means more positive feedback from 

buyers. It’s also a great way of determining how genuine a vendor is. Through other customers’ 

experiences, you can predict how satisfied you would be after getting the same supplier’s 

services. 

Factory Inspections 

One of the safest ways to conduct a perfect background check on a manufacturer is by going 

through their factory inspection reports on Alibaba. It’s among the easiest ways of telling 

whether the supplier is genuine or not. You can check whether the company does the services 

stated on their Alibaba profile and how efficient these services are depending on customers’ 

feedback. 

Certificates 

You can use certificates to verify a supplier; however, you need to be very careful because 

people use fake certificates nowadays. Whenever you are checking a supplier’s certificate, you 

should look for details like their ISO certification codes and so on. Be sure that you are dealing 

with an ISO certified manufacturer before getting into business with them. 

Live Factory Videos of a supplier 

You can quickly know if a supplier is genuine by checking out their live videos on Alibaba 

profiles. Alibaba usually produces the videos when they go for factory inspection of vendors, so 

checking this, can tell if the supplier is real. These are some of the common signs that can tell 

you if a supplier is genuine or not. Do not let scammers on Alibaba take advantage of you as a 

customer. Conduct these background checks before getting into business with them. 

Website 

Companies with an official website written in English with all the data about the company 

described in detail can be trusted. Once you check a company’s reputation through the website, 

you can quickly know if you are dealing with the right or wrong supplier. Check out their 

domain registration date to access how genuine a company is; the older, the better. 



Check Trade Shows data 

Among all the safety strategies of analyzing a vendor’s genuineness on Alibaba, it’s advisable to 

check their trade shows information. Alibaba is an open platform, but people conducting 

businesses there cannot be trusted easily; hence it is your duty as a customer to do these 

background checks for your safety. When you check trade shows data, you can know whether 

the supplier is genuine because scammers don’t attend trade shows.   

Use Google Search engines and Global Sources Profiles 

Before getting into business with anyone on Alibaba, please conduct your research to see how 

proficient the company is and their level of expertise. This is how you can tell if the company is 

legit. Click on the links on their website to analyze their previous work. Go through their 

portfolio keenly using the internet. Nowadays, technology has made it easier for everyone. 

Details of the Invoice or preferred Bank 

Throughout the negotiation process, you will receive several things like a pro- forma invoice. 

These are the basic things to look out for in Alibaba. Whenever you notice their details and 

personal data vary from the profile, don’t dare transfer funds to their accounts.   

Payment methods 

Another way to tell if a supplier is a scammer is by considering his preferred payment method. 

Whenever a supplier says they prefer Money Gram or Western Union, know that you are about 

to get scammed. Customer safety is essential, and you need to be cautious when it comes to 

payment methods. That’s how many vendors scam customers. 

Choosing products 

As a customer, you need protection when choosing products on online wholesale marketplaces 

because that’s when most scams occur. What scammers do is to list every unpopular and 

unrelated product within a short time to lure customers.  

Alibaba has stringent measures of noticing such scams and blocking them out, but scammers 

know they can get tracked through filters after faking a brand name. They upload images of 

branded products, which make it hard for Alibaba to spot unscrupulous suppliers.  

You need to be very careful as a customer, or else you will be a victim of mischievous activities 

on Alibaba. Choose your products wisely and take time during your product selection processes. 

 

So, in a nutshell, be sure to check how long the vendor has been on Alibaba. Check if the vendor 

is a gold supplier and if the vendor accepts PayPal as one of its means of payment. PayPal is 

considered one of the safest ways to pay on Alibaba, because it offers a level of buyer protection. 



Look out for things like Gold supplier status for at least 5 years or more. Try to deal with larger 

factories. You can normally get a pretty good feel for a company’s size by browsing their 

Alibaba page. A large staff (especially sales staff) is a good sign. 

To avoid money scams on Alibaba, make payment for your order only through Alibaba trade 

assurance. Paying by PayPal (specifically by credit or debit card and not bank transfer) offers 

you very strong protection. If you are paying via wire transfer, make sure the payment is to a 

company in China and not to a personal account. 

If you want to produce your wigs in China, make sure you do a pre-shipment inspection of your 

products before they ship your whole order. This way, you are able to check if the product was 

designed exactly as you described as regards to style, quality and to ensure that the label, 

packaging and product information are correct. 

There are two ways of doing pre-shipment inspection: 

• You can hire a third party inspection agency in China to go to the factory of your 

supplier and do a random inspection to verify the product information. If you are 

to choose this way, you have to agree with the company (supplier) in a contract 

that your defective rate must not be higher than for example, 3%.  

 

• Another way to do this is to send all your products to a third party in China, like a 

professional product sourcing company who also does inspection service. They 

will conduct a one by one inspection. This way, the pass rate of the product 

basically reaches 99%. 

Another online directory you need to know about is 1688.com. I688.com is a Chinese wholesale 

supply online directory owned by Alibaba. 1688.com is almost exactly as Alibaba except that 

1688.com primarily caters for Chinese businesses only. The entire website is in Chinese 

language and you have to use Google translate or find someone who can read Chinese to help 

you read and find suppliers on the website. 

Why am I showing you a website that is completely written in Chinese? The reason is because 

sometimes Chinese vendors have inherent biases towards Americans, Africans or Europeans and 

other foreigners when they provide their price quotes on Alibaba. When they provide their price 

quotes, sometimes it usually differs from what they have on other directories for the same 

product. 

For example, you will find a vendor that listed identical product both on Alibaba and 1688.com 

offer higher prices for the same product on Alibaba and offer a lower price for the same product 

on 1688.com. 

So, they would usually offer higher prices to foreign businesses. You have to make sure that you 

are getting the lowest price. Whenever you are done negotiating on price with a vendor on 



Alibaba, contact that same vendor on 1688.com (if they are listed there) with a different email 

address to see if the quote is different. 

 If the prices are similar, then it’s all good. If the pricing is dramatically different, then you 

should find out exactly why there is discrepancy. So, overall you can use a site like 1688.com in 

conjunction with Alibaba to help you get the lowest price. Some people also shop directly from 

1688.com using Chinese agents to help ship their goods. 

If you plan to buy lower product quantity or you plan to start with dropshipping wigs or hair 

instead, you can start with Aliexpress.com or DH Gate.com. Aliexpress and DH Gate are 

marketplaces for Chinese wholesalers and they are great for dropshipping. 

Basically when you purchase a product from Aliexpress or DH Gate, they handle all the 

transactions and the seller ships the item. 

DH Gate and Aliexpress offer a refund guaranty on all purchases. In terms of product sourcing, 

the prices you find on DH Gate and Aliexpress will tend to be higher than what you will find 

sourcing direct from a manufacturer, Alibaba and Global sources. The major difference is that 

the minimum order quantity in Aliexpress is much lower than what you get on Alibaba or Global 

sources which is direct from manufacturers. 

In Aliexpress or DH Gate, you can buy products in single unit quantities. So, they are ideal for 

testing out new markets before committing to a bulk purchase. It’s also great if you plan to start 

with dropshipping.  

Dropshipping with Aliexpress is very easy. There is no upfront cost or fee. So, you can test out 

products without financial commitments. 

How to start dropshipping from Aliexpress 

Aliexpress makes it easy to find products to sell in your e-commerce store without having to 

worry about inventory or shipping.  

Here’s how it works: 

You add the products you would like to sell from Aliexpress to your online store or 

whatsApp catalogue. 

You set a price with a markup. 

When you receive an order, you pay for that product at wholesale prices. 

The AliExpress seller ships the order directly to your customer. 

 

While AliExpress may position itself as an online retailer, most sellers on AliExpress understand 

that a large number of their customers are resellers and are much more interested in 

dropshipping. 



Many sellers on AliExpress have existing product photos you can use in your store, and basic 

product descriptions are provided as well. However, it’s usually worth your time to invest in 

better photos and handwritten product descriptions to stand out from the crowd. 

Dropshipping using AliExpress is as simple as buying a product from the site and inputting your 

customer’s address after receiving an order from your customer. 

Why would someone buy from your store if they can buy the same products on 

AliExpress? 

With an AliExpress dropshipping business, your competitive advantage won’t be your price or 

unique proprietary products. Your competitive advantage will be reaching and serving your 

customers faster and better than your current competition—in other words, marketing, 

operations, and support are how you win. 

Good marketing alone is a competitive advantage. Marketing is how you help customers find, 

evaluate, and buy your product. It’s meant to improve a customer’s experience with your store in 

addition to driving revenue.  

Marketing is also the umbrella of activities you do in pursuit of building a brand, like selecting 

the right domain name and creating content that’s helpful and entertaining. 

Your customer support is a key differentiator, especially if your current competition provides bad 

service or provides a frustrating shopping experience. You can significantly improve your level 

of service by quickly answering customer questions and making it a priority to help them fully 

solve any issue they run into when buying from your store. 

Setting up your AliExpress dropshipping store 

Now that we understand how AliExpress can help you source products as a dropshipper, let’s 

move on to getting your online store set up. 

The first part of setting up your store is selecting a niche market, or the selection of dropshipping 

products you are going to sell. In this instance, your product is wig. 

Once you have a distinct dropshipping niche in mind (wigs for hair loss patients for example), 

it’s time to start choosing a few products you want to resell on your store. You can choose to sell 

only curly human hair wigs. 

Here is a list of the criteria for choosing a product. There’s no science to it, but so far it has 

helped me select reliable sellers. Here are a few things I look for when selecting hair suppliers on 

AliExpress for dropshipping: 

E-Packet delivery with free shipping: Wherever possible, focus on reselling products 

that offer free e-Packet shipping.  



Majority of products on AliExpress come from China or Hong Kong and they offer e-

packet delivery. E-Packet delivery is not only the most economical but also one of the 

quickest options to ship small and light weight goods to the United States and 45 other 

countries unlike the China EMS which is also affordable and reasonable option to ship 

consumer products overseas.  

 

However, China EMS would often take a month or longer for customers to receive their 

purchases. 

E-packet tracking gives customers end-to-end tracking at no additional cost, letting them 

easily monitor and locate their package on official websites such as EMS, USPS, or 

China Post. Any undeliverable mail or package is returned for free as well. This means, 

you will not have issues refunding your customers who never receive their purchase. 

 

If you are using Oberlo dropshipping App on your e-commerce store, you can find a 

delivered package tracking code by going to My Orders page on your website. Oberlo 

provides full integration with Shopify (e-commerce platform) and Aliexpress for 

dropshipping. The tracking code will show up next to your fulfilled orders. 

 

Order and e-Packet tracking is beneficial because customers can self-serve and find out 

where exactly their package is and when to expect it. 

In turn, this reduces support inquiries about pending deliveries and improves the 

customer experience. 

 

Which countries have e-packet delivery available? 

As of August 2021, 46 countries that support e-Packet deliveries are: 

Australia,  Austria, Belgium, Brazil, Canada, Croatia, Denmark, Estonia, Finland, France, 

Germany, Gibraltar, Great Britain, Greece, Hong Kong, Indonesia, Hungary, Ireland, 

Israel, Italy, Japan, Kazakhstan, Latvia, Lithuania, Luxembourg, Malaysia, Malta, 

Mexico, Netherlands, New Zealand, Norway, Poland, Portugal, Russia, Saudi Arabia, 

Singapore, Spain, South Korea, Sweden, Switzerland, Thailand, Turkey, Ukraine, United 

Kingdom, United States and Vietnam. 

 

It’s important to mention that even if a seller offers e-Packet shipping that is not free, you 

should rather choose a seller that offers it over a seller that doesn’t. It is simply the most 

cost effective and reliable shipping option currently available to get products from China 

to America and Europe. If you are shipping to other countries not covered by e-packet 

delivery, use EMS or DHL. 

On the average, e-Packet shipping times to the US can take up to 10 to 20 days to arrive 

from the date of shipment. 



Other countries may see similar or slightly longer shipping times. Around half the time is 

spent reaching the destination, while the other half, is spent being routed to the proper 

facilities before taking it to the customer in the destination country. 

E-Packet generally offers a free or inexpensive shipping option on Aliexpress. This 

allows you as a store owner dropshipping with Aliexpress, to offer free shipping. 

 

Over 300 orders: A product with a lot of orders on Alibaba or Aliexpress tells you a few 

things. First, that there is demand for the product. Second, it tells you the supplier is more 

reliable than average, as that volume of orders means it is likely that at least a few are 

repeat purchases. Order only from suppliers with above 300 recorded orders from other 

buyers. 

 

Over 4.5 star ratings: Ensure the products you plan to resell have high product ratings 

(over 4.5 star), and that the seller has mostly positive feedback.  

 

Lots of great product photos. Do your due diligence to ensure the photos are actually 

from the manufacturer and not taken from another retailer online. Doing a quick Google 

image search will help you see if the product photos are of a real brand and retailer or 

from the manufacturer themselves. 

 

Communicative, helpful seller. Don’t be afraid to ask the seller questions before placing 

an order with them. A good reliable seller will answer all of your questions quickly. If a 

seller doesn’t respond to messages, that is a big red flag. 

Adding products to your online store 

To start selling your products online, you need an e-commerce store or an online catalogue like 

whatsApp catalogue. You can also sell your products using social media or online marketplaces 

like Amazon. You need to have a place where you can send your customers to buy your 

products. 

 An e-commerce store is an online store front where you can showcase your products for the 

world to see and buy. 

Unlike a brick and mortar store (physical store), an e-commerce store allows you to sell your 

products to anybody anywhere in the world. Your physical store is limited to only the people 

living close your store or people who can come to your store. 

Having an e-commerce store helps you reach a wider audience and it has low startup risk unlike 

a brick and mortar store.  

A brick and mortar store has its own advantages too as some customers prefer to see the wig or 

hair and feel it before they buy which is not possible with an online store. 



So, if you want to run your business solely online, you should address this need for your 

customers to see the product before buying by doing the following: 

• Use high quality product images and display the product from different side 

views. Let the buyers have a full view of the product. Show them all the sides and 

even the inside for them to see the kind of cap used to make the wig. Show them 

every little detail in the picture. This will help them make their decision faster. 

• Describe your product exactly as it is. Add every tiny detail in your description. 

• Add frequently asked questions to your website. Frequently asked questions are 

the questions your customers keep asking you. Write those questions, answer 

them on your online store and put it where your customers can easily see it. 

• Add hair length and cap measurement guide to your site. So they know how to 

select the exact length and size of cap they want. 

• Offer cash on delivery services so your prospective customers can feel free and 

buy without wondering if you are a scam. 

• Answer customer’s questions promptly to boost their confidence to buy from you. 

• Deliver exactly what your customers ordered. Don’t cut corners when producing 

the wigs. Deliver exactly what your product description says. Be truthful to your 

customers; put yourself in their shoes. Will you buy from you if you were to be 

your own customer? Treat them exactly how you would want to be treated. 

• Have a return and exchange policy visible on your site. Your customers should be 

able to know that they can return the products if they don’t like the purchase. Or 

that their purchase can be exchanged for a better one if there was a mistake in the 

order. 

• You should have a shipping policy on your website. This tells your buyer exactly 

when they are to expect their purchase. If for any reason you are not going to 

meet up with the timing, let your customer know. 

• Have an about us page on your website. This seems obvious, but a lot of people 

don’t do that. People want to know who is behind the store they are purchasing 

from. In your about us page, you can let them know what inspired you to start the 

business and so on. Put a good picture of you and your team in the about us page. 

• You can also have a brick and mortar store in addition to your online store so 

people who insist on seeing the products before buying can still patronize you. 

So, how do you setup your online store? 

You can use either Wordpress and Woocommerce or Shopify.com e-commerce platform to setup 

your online store. To setup your store with the Wordpress platform, you must first buy a domain 

name and hosting plan and then install Wordpress from the Cpanel of your host provider. 



After installing Wordpress, you can choose a free ecommerce theme from Wordpress theme 

library like Astra or you buy a premium Wordpress e-commerce theme from Themeforest.com. 

If you want to use Shopify, all you need to buy is a domain name as Shopify will take care of the 

hosting for you. However, you would need to be paying monthly subscription for the services. 

Shopify provides you with everything you need to run a seamless ecommerce business. 

All you need is to connect your domain name, add your products and start selling. 

Once you set up your Wordpress or Shopify store and have a supplier in mind, it is time to start 

adding products to your online store. This step is important to cover in detail because it is not as 

simple as taking the images and the description of your products or AliExpress or Alibaba 

product listing and placing it on your website. 

 If you want to position your store for success, there are a few things you should consider: 

 

Write your own product descriptions: The product descriptions for many of the 

products on AliExpress or Alibaba were not written by copywriters or with the intention 

of fully explaining the benefits of the products.  Don’t just copy and paste the product 

description you see on these platforms into your website.  

 

Write your own product description with the keywords your customers use to search for 

the kind of wigs you are selling. For example if you are selling braided wigs, you can 

describe your product as short black Senegalese twist braided lace wig with blunt tips. 

Having your own unique content will serve your business better in the long run and will 

help you better convert visitors to customers on your product pages.  

 

Also, writing your product description yourself will help you avoid any duplicate 

content risks; if you write original copy across all of your store’s pages. 

 

Let customers know about delivery times: It is a good idea to include on the product 

page (or elsewhere on your store) that your customers may need to wait up to 20 days, 

depending on the supplier, for their order to arrive. Since most suppliers on AliExpress or 

Alibaba are located in China, shipping times can be longer than average.  

 

If you produce the wigs yourself, indicate how long it would take before the product is 

shipped and how long it would take for the product to get to the buyer. This will help the 

buyer a lot in making purchase decisions and also in choosing the right delivery address. 

 

Use an order tracking app: With longer shipping times than most people are used to, 

you may receive emails from customers asking where their purchase is. Use an order 

tracking app from the Shopify platform (if you are using it) or add an order tracking 



plugin to your ecommerce store (if you are using Wordpress) to keep your customers up 

to date on the status of their purchase. 

 

Offer free shipping: Competitive shipping prices can become one of your competitive 

advantages. Offer free shipping to your customers by taking advantage of the free/low-

cost shipping offered by many AliExpress sellers. 

 

Price products appropriately: Consider pricing your products at about twice the cost. 

Shooting for a 50% margin will make running the business worthwhile, as well as cover 

necessary expenses like marketing and support. 

 

Add products to your store faster with the Oberlo App: Instead of manually adding 

products from AliExpress to your website through copy and paste, you can use Oberlo 

App to add them more quickly if you are using Shopify. 

You can also download the Oberlo Chrome plugin to add products you see on AliExpress 

to your store. This helps automate importing new products as you look for items your 

customers will love. The Oberlo app does the work for you, you just need to browse and 

click. 

 

Find your first product with Oberlo 

Oberlo helps thousands of people find products to sell on Shopify. With Oberlo, you will 

never worry about shipping, packaging, or holding inventory and you can get started for 

free (trial period). 

Note: Oberlo works only with Shopify. 

How to use AliExpress to dropship 

Now that you have your store filled with products ready to sell or dropship, what do you do once 

you get your first order? 

 When you receive an order, purchase the item on AliExpress and enter your customer’s name 

and shipping address. The AliExpress seller handles the rest. 

If you want to do this manually, it might be a good idea to have a spreadsheet handy with a list of 

all the products on your site, the amount you are selling them, the amount they cost on 

AliExpress, and a link to the AliExpress listing. This way, whenever you get an order, it will be 

easier for you to find the supplier on AliExpress as well as keep track of price changes. 

Alternatively, you can use Oberlo, which can handle all of this for you, making it easier for you 

to purchase orders on AliExpress and watch for price changes. This approach is not only easier; 

it saves you a lot of time. It lets you grow without worrying about having to manually order 

dozens (or more) of products on AliExpress. 



How does Oberlo work? It’s as simple as having the Oberlo app installed in your Shopify store, 

checking your orders in Oberlo, and clicking order product next to each pending order. From 

there, Oberlo does the rest. It will buy the product from AliExpress for you and insert your 

customer’s details. 

Oberlo will even let you know when a supplier on AliExpress has changed their price or run out 

of stock and suggest other dropshipping suppliers. 

Also, Oberlo can be a dashboard for your AliExpress dropshipping business, allowing you to 

track all your orders and monitor the status of deliveries. 

When ordering on AliExpress, it’s a good idea to let the seller know you are dropshipping. This 

way, the supplier won’t include any invoices or promotions in the package being sent to your 

customer. On checkout, you can leave a message for the seller. You can leave a simple message 

such as: “We are dropshipping; no promotions or invoices, please!” Oberlo can do this for you 

when you are making a purchase on AliExpress. 

Try to select e-Packet shipping if the supplier is in China and they offer it as an option. Many 

suppliers will offer it for free. Oberlo allows you to automatically choose e-Packet shipping on 

checkout for all orders on AliExpress. 

Depending on your seller’s processing time, you will receive an email shortly letting you know 

that your order has been shipped. 

Click on the link in the email to view the order, which will allow you to see the tracking number 

for the order. 

Head over to your Shopify admin and fulfill that order. Be sure to enter the tracking number, too. 

If you are using Oberlo, the order will be fulfilled for you automatically, including the tracking 

number, and your customer will know her order has been shipped. Feel free to skip the above 

step if you are using Oberlo. 

If you choose not to use Shopify and Oberlo, you can use Wordpress plugin Alidropship Woo (if 

you are using Wordpress and Woocommerce instead for dropshipping) this allows you to import 

products easily from Aliexpress into your ecommerce or online store. Oberlo only works with 

Shopify. 

That’s it! Now it’s just a matter of waiting for your customers to receive their order. When the 

order arrives, AliExpress will send you an email asking for confirmation that the order was 

received. Allow for some time so the customer can contact you if there were any issues with the 

product or with delivery. This way, you can bring up the issue with the supplier through 

AliExpress, encouraging them to correct it and hopefully solving the problem for any future 

orders. 



What about refunds and returns? 

Many AliExpress or Alibaba dropshipping suppliers don’t offer returns. This means you will 

have to handle returns and refunds in one of a few ways. When there is an issue with an order a 

customer placed on your store, it’s usually because the order never arrived or your customer is 

not happy with their purchase. 

For the first case, an order never arriving, you will need to bring up the issue with your 

AliExpress supplier. In this situation, contact the supplier to resolve the issue or use AliExpress’ 

buyer protection. 

If your customer is simply not happy with the product, it’s usually a matter of expectations—

what they received wasn’t what they expected. I suggest providing a refund and seeing if there 

are any changes you should make to your marketing to address their feedback (in many cases, 

the customer simply may not have fully understood what they were ordering). If the product is 

damaged, ask your customer to take photos. Send those photos to the AliExpress seller and go 

from there. 

Growing your AliExpress dropshipping business 

Once you have made your first few sales, it’s time to start looking at how you can grow your 

dropshipping business and make more money. 

Eventually, you will begin to figure out who are your reliable and quality suppliers and who is 

not. One of the best dropshipping tips you need to know is to build relationships with the reliable 

suppliers. This will allow you to get better prices and priority order processing. 

Most of the suppliers on AliExpress use WeChat or WhatsApp. If you see yourself frequently 

ordering from the same seller, it’s a good idea to ask them for their Skype username to develop a 

business relationship. Once you have demonstrated you can bring in recurring sales, some sellers 

will allow you to place your logo on products or include custom invoices and branded inserts 

into the shipping packages for your customers. 

How do you price your wigs? 

How much you charge for your wigs depends on who your customers are. To be able to charge 

for your wigs, you must have analyzed who your ideal customer is and know exactly what she 

needs and how much she can afford to pay for your wigs. 

If you price your wigs too high, you will lose potential customers who love your wigs. If you 

price your wigs too low, they might doubt the quality of your wigs. 

The prices of your wigs are indirectly set by your customers. People will not pay you beyond 

their perceived value for your product. If they ever do, they will see it as a rip off or 

unnecessarily expensive. Have you ever bought something and felt cheated? It’s because your 

perceived value for that product was lower than the money you parted with. 



Have you ever wondered why established brands like Nike for example sells a sneaker for let’s 

say $200 and people can’t wait to get their hands on it, but another unbranded vendor sells the 

same quality of shoe for $100 and the same buyer calls it expensive. The reason is, the customer 

perceives the Nike product as more valuable and should be more expensive than the other one 

even though they are of the same quality. 

Customers form a perception in their mind of the value of brands based on what they see, feel 

and hear about the brand which may or may not be true. 

So, when setting your price, have your customer in mind. Set your prices in a way that would 

reasonably cover your expenses and make you some profit. Look at other brands selling the same 

thing and find out how they price their products. Set your price and observe your customers 

reactions. 

If most or all your customers are complaining about your pricing, you may be targeting the 

wrong audience. If you are targeting the right audience, then you should look for ways to add 

more value to your products. You may try offering free shipping to certain buyers who buy up to 

a certain amount. You may also add complimentary products like a wig brush for free to any 

purchase and so on. 

Your business should be able to inspire or motivate people to buy your products. If you keep 

your customers motivated, they will buy from you not just because they were swayed, but 

because they were inspired. For them the motivation to buy is deeply personal. They would not 

mind walking a long distance to buy from you.  

Those who are inspired are willing to pay a premium price or endure inconvenience, or even 

personal suffering. If you are able to inspire or motivate people to buy from you, you will create 

a following of loyal customers and you will make money. 

As long as you are targeting the right customers, you should be okay. If you intend to sell luxury 

wigs, target customers with higher income level who can afford your wigs. 

What is the size of the wig market? 

According to Statista.com, the global wig and hair extensions market is valued at USD 5.8 

billion and is expected to have a value of 13.28 billion U.S. dollars by 2026 growing at the rate 

of 13% each year. 

An increasing number of customers demanding for wigs for beauty and functional purposes have 

been driving the market over the last few years. 

Native Africans and people of African descent are the largest consumers of braided wigs, hair 

wigs and hair extensions. Black women who have turned to wigs and hair extensions are trying 

to limit the use of harsh chemical products to straighten their hair. An increasing number of 

black women now prefer wearing their natural afro textured hair. 



 Although most consumers are not ready to embrace their natural hair, they are increasingly 

buying wigs of human hair (especially kinky curly hair) and braided wigs as they feel more 

natural. The availability of high quality wigs and toupees is encouraging a higher number of men 

from across the world to opt for these alternatives than for surgical procedures or hair 

transplants. 

Europe is also witnessing high adoption of hair wigs especially human hair wigs, on the account 

of high per capita income. 

The growth in per capita disposable income has increased discretionary spending on wigs. The 

increase in hair fall rates across the world and the popularity of personal grooming and beauty 

products are other major factors likely to influence the market growth. 

North America is expected to contribute approximately USD 2billion by 2026 to the global hair 

wigs and extensions market. 

In terms of supply, China leads the human hair wigs and hair extensions market. Several 

companies in China manufacture hair wigs and extensions sourced from domestic suppliers.  

However, counterfeiting remains a major challenge for the growth of the market as several 

processing centers in China often mix synthetic, animal hair, and weft leftovers to make hair 

extensions and wigs.  

Hair cuticles are chemically stripped off and silicone is applied to offer a natural shine and 

texture. The demand for Peruvian hair has also increased in recent years. Peruvian hair is sourced 

mainly from Peruvian women and is considered to blend well with the African-American hair 

texture. The retail market for human hair products is relatively inelastic, while the demand for 

wigs and extensions made of high-quality human hair remains high. Cost efficiency of synthetic 

hair is a major factor responsible for market growth. The average price of synthetic wigs and 

extensions is lower than a human hair. 

 

The film industry constitutes the largest end-users for wigs and hair extensions. The growing 

popularity of wearing hair wigs among celebrities, models, and social media influencers has a 

ripple effect among individual consumers. New and evolving fashion trends in the industry have 

also always influenced the market growth among individual consumers and entertainers. 

 

Online platforms, physical stores, including intermediaries - hair salons and hair stylists are the 

major distribution channels for hair wigs and extensions across the world. Vendors in countries 

such as Nigeria, the US, and the UK primarily sell their products in dedicated and beauty stores, 

hypermarkets, and online general marketplace platforms like Amazon, Etsy and so on.  



 Retail stores such as hair clinics, beauty stores, specialty stores, and fashion stores have been the 

major sales partners for hair wigs and extensions. Vendors harness specialty stores and salons 

due to personalized customer services, which often translate into higher sales prices.  

In 2020, the online sale of braided wigs, hair wigs and extensions accounted for a share of 63% 

of the global hair market. Online stores offer a variety of options from manufacturers and 

resellers. Several consumers are seeking online retail stores to buy wigs or extensions because of 

the ease of accessibility and convenience.  

Also, online channels promote their products via social media, which serves as a major impetus 

for the market growth. 

Hair products contributing to the growth of the wig industry growth are human hair wigs, 

synthetic wigs, braided wigs and Toupee sold in different lengths, volumes, colours and styles.  

Wigs and hair extensions are also sold according to their fitting types like clip –in, micro link, 

tape-in, and glue –in. They are also offered by wig cap type like monofilament or lace.  

These wigs are sold to women, men or children and to the entertainment or fashion industry both 

online and offline. 

 

 

Insights by geography 

In 2020, North America dominated the global hair wigs and extensions market with a share of 

over 40%. The African and Caucasian descent populations in North America are the major 

contributors to the sale of braided wigs, human hair wigs and synthetic hair wigs.  

The US market is highly influenced by age groups. Consumers less than 25 years old use hair 

wigs and extensions mainly for functional purposes. Consumers in the age group of 35 to 44 

years account for the largest wig market share in the US.  

In 2020, consumers in the age group of between 45 and 54 years constituted 22% of the market 

share. However, consumers in the age group of over 54 years of age were the second-highest 

contributor in North America, accounting for the market share of 23% in 2020. This age group 

has the potential to become the leading target segment for hair wigs. 

 

Top Wig Buyers by Country 

North America Europe APAC Latin America Middle East & 

Africa 

US UK China Brazil South Africa 

Canada Germany Japan Mexico UAE 



 France South Korea  Nigeria 

 Spain Australia   

 Italy India   

     

 

 

Insights by vendors 

The global hair wigs and extension market is highly competitive and with increased competition, 

there is rapid advances in synthetic hair manufacturing technology, and evolving consumer 

preferences.  

The competition has been intensified with innumerable vendors selling products with limited 

product differentiation. The market is dominated by global vendors with players expecting to 

expand their presence worldwide during the forecast period (2020-2026), especially in fast-

developing countries of APAC and Latin America, to gain more market share. 

 So, where does this leave you as a new entrant? You may be wondering whether there is still 

money to be made in the wig industry considering all the competition. 

My answer is ‘yes’. Look around you. Are there human beings around you? If there are, then you 

can make money selling wigs. All you need to do is make sure you choose a niche. Specialize 

and don’t sell to everybody that wears wigs. Build a community of your kind of wig lovers, take 

care of their needs and you will be well rewarded. 

  



 

 

Chapter 2 - Passion and Productivity (You need a WHY) 
 

Why do you want to start a wig or hair business? 

If you do not have a strong reason or what I call a strong WHY for starting and growing a wig 

brand, then you may need to stop reading because it would sound like too much work at the end 

of the day.  

Starting and growing a business that lasts needs passion, love for what you do and lots of gut 

because sometimes you would feel like abandoning everything and run away. I wanted to run 

several times but what kept me was my love for the business and my customers. I just could not 

think of letting them down just because I was facing business challenges. 

Let your main focus be on keeping your dream alive. Don’t let your worry over your personal 

survival stop you from keeping your dream alive. Fear of the future or of the unknown can push 

aside your passion and consume your soul.  

The best way to keep going is to keep the flame in your heart burning. Always remember the 

reason you are doing what you are doing in the first place and the ride would be easier. Passion 

builds businesses; not fear. 

Your main reason for starting a wig brand should not be money even though you would make 

money while doing it. So, take your passion and make it happen. 

When work is fun, it becomes easier. Starting and running a startup is a lot of work. 

So, what type of wig brand do you want to create? 

Will you like to create a job (self employed) for yourself or would you prefer to create a wig 

business that employs others and has locations in different countries and selling globally? The 

rule of the game is different depending on the one you want. The difference is not in the wigs; 

it’s in the marketing and selling of the wigs. 

Your most valued asset is time 

Think like a billionaire! You can become a billionaire wig seller! I am not yet one, but I believe I 

will be one. If you want to become a billionaire, you need to think like a billionaire. To think like 

a billionaire, you must first understand their choices in life and business. Where do they get their 



income from? What do they spend their time on? What tasks do they focus on, on a daily basis? 

What do they invest themselves in and so on? 

I have taken some time to study this unique group of great achievers and have discovered they 

invest only in assets that provide the most positive return. Billionaires see their time as their most 

valuable asset.  

How do you think billionaires spend their most valued asset- time? Do they spend their time 

checking their emails every 20 minutes? Do they spend their time scrolling through Facebook 

endlessly for the next update?  Are they spending their time performing other low level activities 

that they could outsource or delegate to a team member so they could focus on revenue 

generating activities? 

Billionaires look for how they can take more off their plates and invest their time more on 

activities that make the difference in creating more revenue for the business.  

I am not saying you should not have some time to play but if you really want to grow, you have 

to roll up your sleeves, work, focusing only on the things that move the needle. 

One of the biggest reasons some businesses never lift off the ground is because they obsess with 

what I call the ‘little chores’. Little chores are things that keep you busy but never make you any 

money or even worse, make you to lose money. 

As a business owner, you should focus your attention only on things that produce the bulk of the 

revenue in your business like generating new leads, or activities that puts you in front of the 

customer like creating sales pages, creating promotions, creating advert content and so on. 

A successful business is a business where the customers chase you and not the other way round. 

Predictability and consistency creates new leads, customers and revenue. 

Here is what I mean; being busy is not the same thing as being productive. Our lives are full of 

distractions and it’s hard to be focused when the world is filled with millions of voices 

consistently seeking our attention. You have to find a way to focus on what that matters. 

Your market or your customers don’t pay you for having the best products or services. In fact, no 

one cares about your product. Your market only rewards you for solving the problems of real 

people. 

A transaction takes place where in the mind of the consumer, the value of the solution is higher 

than the price of the product. Meaning that you will be compensated on the basis of how you 

market and build value around your solution to the pains and problems of your customers. 

The bigger the problems you solve for your customers, the more you would be compensated. 

Your major focus should be on intimately understanding your prospects’ deepest desires, pains, 

hopes and dreams. Know them better than any of your competitors and craft a marketing 



message that would communicate effectively how you would solve their problems. This is the 

most important activity you can do in your business. 

According to Vilfredo Pareto’s 80/20 rule called the Pareto principle, 20% of input creates 80% 

of the result, 80% of a nation’s wealth is controlled by 20% of the nation’s population and so on. 

This 80/20 rule has been found to hold true in all areas of business including: the reasons 

customers buy, sources of leads, customer services problems. 

In business, the little things kill the big things or like the bible says, ‘the little foxes spoil the vine 

yard’ 

What I mean is that there are lots of little things in your business that keep screaming for 

attention and these are not the tasks that produce the revenue. 

When I started focusing more on the activities that matter most to my business, my revenue 

grew. 

Let me give you an example of what my typical activities used to be until I decided to make the 

shift to focusing only on what matters. 

All my business activities: 

Creating wigs and supervising wig makers 

Branding and packaging the products 

Taking orders and making sure they were shipped on time 

Talking to customers 

Checking and replying to emails 

Having meetings with suppliers 

Purchasing raw materials 

Creating systems and processes 

Writing sales copy 

Creating social media adverts 

Creating social media posts 

Shooting product pictures and videos 

Uploading products to website 

Recruiting 

Coming up with offers and promotions 

Creating sales funnels 

Training and on-boarding new staff 

Running errands 

Public relations 

Looking at analytics and statistics  

Documenting and analyzing financial statements 

Meeting with suppliers 



Customer support 

I reduced my activities to overseeing the wig production (while I let others do the job), creating 

social media adverts, coming up with offers and promotions, creating sales funnels, looking at 

analytics and statistics, recruiting new staff, forming strategic partnerships and public relations 

management. 

Focusing on the above core activities helped me to refocus the business and generated more 

revenue for the business. The rest of the activities, I delegated to my team members. 

When you have the right skills in the right places, you would find delegating very easy even if 

you are a perfectionist like me. 

  



CHAPTER 3 - Mission, Vision and Focus 
 

The vision of a business is the purpose of a business and a dedication to a higher calling. It’s like 

a spiritual bond among team members dedicated to one goal. When it comes to achieving the 

company’s vision, nothing else matters. A vision is what that gives the team members of a 

business a reason to fight harder, tougher and have more tenacity to win. 

The vision and the mission are the vital parts of an organization’s infrastructure. They give 

everyone involved in the company a shared purpose and direction. 

The mission statement paints a picture of what the organization currently is and will be doing in 

the next one to three years. The mission statement describes what you do, who you do it for, and 

the benefits it provides. The mission sets the direction for the company goals and involves the 

business objectives and how they would be achieved. It’s usually a short statement; something 

that all employees can easily recite and be proud to wear on a t-shirt. 

A vision statement on the other hand, states where a company hopes they would be going in the 

future if they can fulfill their mission. The vision should be written in a way that it provides 

guidance and inspiration. It is a forward thinking statement that should be fulfilled in 5-10 years 

time frame. 

When the vision statement and the mission statement are well developed, they become part of the 

business culture. 

Look at Toyota’s vision and mission statements. 

Mission statement:” To attract and retain customers with high-valued products and services and 

the most satisfying ownership experience in America” 

Vision Statement: To be the most successful and respected car company in America”. 

Here is Google’s Mission statement and vision statement. 

Mission statement:  “To organize the world’s information and make it universally accessible and 

useful” 

Vision Statement: “To provide access to the world’s information in one click” 

So, can you see how the two were framed? The vision is the driving force of the businesses 

(though Toyota’s vision statement is somewhat self serving) and without the mission, you cannot 

achieve the vision. So, in a business, people come together to achieve the vision by ensuring that 

the mission is consistently achieved. 



A vision gives your team a reason and motivation to win. The more inspiring the vision is, the 

stronger your team will be willing to fight to win.  

A vision gives members of your team a sense of purpose and makes it very easy for your 

employees to remain loyal to the company and stay for the long haul. Every person wants to be a 

part of something higher than themselves that will achieve a greater good and change the world. 

A business’s vision is everything; it’s not just words written on paper, hanging on your office 

wall. A stronger vision gives you an edge even over huge brands with weaker visions. Today, we 

have seen smaller entrepreneurial companies, such as Google, Facebook, Amazon and so on 

blast past big blue-chip companies, making the young entrepreneurs far richer than the older 

corporate executives climbing the corporate ladder. 

While blue-chip companies are becoming millionaires, youthful entrepreneurs are becoming 

billionaires. It’s not a matter of the size of the business; it’s a matter of the size of the vision. 

A strong vision is derived not from looking for a business that generates a lot of money to start, 

but from looking for a problem that affects human beings and solving it. It’s about doing a job 

not just because you want to do it, but because it must be done and deep down in your soul you 

know you are the one supposed to do it because it disturbs you that no one else is doing it.  

A business that has a strong vision has a strong driving force that is not first about making 

money, but about solving a problem. Usually, the money follows thereafter and the bigger the 

problem your business is solving, the more money will come looking for you. The more people 

you serve, the more money you would make at the end of the day. 

Your vision starts at your core, in your soul, felt in your heart and spoken through your actions 

and not just your words.  

Let’s look at Facebook. Facebook’s vision is all about connecting people. If you observe closely, 

it’s interesting to note that most of the world’s biggest companies also have a clearly defined 

higher purpose. Google organizes the information of the world, instead of having it all scattered 

across the internet. 

This does not however mean that you must have a vision as big as Facebook’s or Google to be 

successful. Your vision can be as simple as providing quality and natural looking braided wigs to 

busy women. 

Your vision should not be ‘to make money first’ or to be the ‘biggest and the best provider of 

wigs for example’ as it will not have the fundamental strength to build a lasting business. 

Instead, it should be about solving a problem or filling a need. Being the biggest and the best 

provider of wigs, is self serving or self centered if I am to put it that way. 



In other words, maximizing profit should not be your dominant driving force or primary 

objective. 

You should pursue various objectives of which making money is only one and not necessarily 

the primary one. 

Yes, you should seek profits, but you should be equally guided by core values and a sense of 

purpose beyond just making money. 

There is nothing wrong with wanting to make money, or wanting to be the ‘biggest and the best’. 

However, that type of vision does not provide direction or focus for the company nor does it 

provide the proper mindset for building a great business. That kind of vision is not people 

minded and not serving the many people the business is to be solving their needs. 

Having a vision that relates to solving a problem or filling a need combined with a desire to serve 

as many people as possible, are fundamental building blocks of very successful businesses.  

According to Elon Musk (when he wanted to start another business after leaving PayPal), “Going 

from PayPal, I thought: well, what are some of other problems that are likely to most affect the 

future of humanity? Not from the perspective, “what’s the best way to make money?” 

When you run your business with a sense of purpose, you will end up making more profits than 

profit driven businesses. 

Pursue something that is really worth living for. Money is important, but it will never satisfy 

your deepest cravings. For example, your vision could be to provide quality wigs faster with the 

best available technologies at the lowest price. Here your first focus is to provide quality wigs 

faster, and then making money comes second. Who does not want quality wigs shipped faster at 

low price? 

So, when your focus is on providing quality wigs, your actions as a business would be focused 

mainly on surrounding your business with the kind of resources and tools needed to achieve that 

and the end result will be more profits. 

It is worthy to note that as your business is growing, you would be offered opportunities that do 

not align with your vision. My advice is you should not take them as they will divert your focus 

from what is important. Stay true to your vision and the money will flow. 

You should ensure that your whole team including your advisors aligns with your business vision 

and core values. They should all know and promote your business vision. When you have 

partners and advisors who are not aligned with your vision, discord and misunderstandings will 

appear in the relationship. 

You and your team must deeply believe in your vision and consistently live it, breathe it and 

express it in all that you do. 



All company leaders, no matter how charismatic eventually die, but companies with strong 

visions do not die as they usually have the organizational strength to transcend individual leaders 

and remain true to their vision and are vibrant decade after decade through multiple generations. 

So, as you plan your business, start from your vision. What goal do you intend to achieve? What 

problem will your business solve? What need would your business fill? Once you have your 

vision, write down your set objectives (mission) which will help you achieve your vision. Start 

building your team and get them to focus on achieving the set objectives. 

Your objectives could be: 

To provide high quality braided wigs, we would use the best materials available in 

producing the wigs. 

We would provide top notch customer service to all our customers. 

We would deliver every purchase within 24 hours using the best available technology and 

strategic partners. 

  



CHAPTER 4 - Sourcing: Design, Create or Buy 
 

Sourcing your wig products is one of the major things you need to do to start a wig business. 

How you source your products is your choice. You can decide to produce your wigs in house or 

source from another wig producer. 

Before we go into how to source your wig, the first thing we need to decide is the kind of wigs 

you would like to sell. As we said above, there are different kinds of wigs for different kinds of 

people. 

To choose the kind of wigs to focus on, you must first decide who your ideal customer is. We 

will discuss this in detail in chapter 8. Your ideal customer will determine the kind of wigs you 

focus on. Your business is about solving problems for a particular kind of customers. You want 

to sell something your customers are willing to buy. 

If you are good with making wig, or you believe you are very creative and great with your hands, 

you can learn the craft from a good wig maker and produce the kind of wigs your customers 

want to buy. 

However, if you feel the craft of wig making is not your thing, but you are good in helping 

people find the right wigs or hair pieces that will suit them, you can still go into a wig business 

and be able to grow it. 

Another skill that would be great to acquire is being able to help your customers choose the wig 

design that suit their facial and body features. For instance some people have round shaped faces, 

pear shaped faces etcetera and the kind of wig that fits a round shaped face person may not fit a 

pear shaped face.  

So, having this skill added to your brand can help your brand stand out from other wig brands 

easily. Apart from selling wigs, you can also help people build their wig wardrobe. 

There is hardly any woman that wears wigs that does not have more than one wig. If you ask 

them, they are also planning to buy more wigs in the future, maybe in the next 3 or 6 months 

time.  So, you can become the help they need in choosing the next one. 

You can also help brides choose the right wigs for their wedding. You may even start what I call 

‘wig asebi’. One of my customers talked me into doing this for her relative’s wedding ceremony. 

All the bridesmaids and friends of the bride that come to the wedding would be wearing same 

hair courtesy of your brand. In this world, anything is possible.  

You may even be helping celebrities and famous people to build a yearly or quarterly wig 

wardrobe with different styles that match their faces, height and body sizes and different 

occasions. You can plan along with them.  



Have you ever seen a celebrity or famous person that you think the hair style is a little off? 

That’s what I am talking about. Most of them need expert help. You can choose to be that help 

and be paid handsomely for it. 

You can also decide to focus on wig wholesalers or retailers. You produce in mass and they retail 

for your brand. You may also decide to sell both wholesale and also to the final consumer. 

Selling to resellers will give you volume sales while selling to end users will give you insights as 

to what they want and how to improve your products to better serve them and also make you 

more money per unit. So, I will recommend finding a way to also sell to end users if you want to 

focus on retailers and wholesalers. 

From my research and experience, there are a lot of people who want to sell wigs without having 

to go through the whole process of producing their own wigs. You can be their go to brand. You 

produce the wigs partly with their money and the balance you can collect on delivery. From my 

experience, a lot of people are looking for wig factories for braided wigs. 

You can either sell your branded wigs to them or you can go into private label business by 

making wigs without your labels and adding their own label instead or shipping the wigs without 

labels so they do the labeling themselves. 

You can also start producing your wigs for dropshippers who will market your wigs to their 

friends and then use the money they get paid to buy wigs from you and send to their customers. 

Or you can send the wigs direct to their customers on their behalf with their brand name on the 

product. 

A lot of people are looking for ways to start businesses with little or nothing. You can tap into 

this area and help a lot of people have something they are doing while they are helping you sell 

your wigs. A lot of people have access to the internet and are looking for ways to use their 

phones to make money. 

All you have to do is put up an advert on Facebook (now Meta) or any social platform you know 

these people are active in and show them how to make money. 

For example, you can say something like, “do you know you can start a business with nothing 

but the phone you have in your hands? Become a dropshipper of our wigs and make money on 

each wig you sell. All you need to do is show your friends and relatives a picture of our wigs and 

when they pay you, you get the wig from us and give to your customers or we can help and ship 

it to your customer’. Then provide them with a link to your whatsApp or website page to contact 

you. Boom you have marketers all over selling your brand. 

Women these days change wigs the way they change clothes. So, the opportunity is huge. All 

you need is to find your niche, your customers and focus on them. 



If you decide to produce your wigs in house, you must not produce all the wigs by yourself. You 

can employ people who are already good in wig making and pay them commission for each wig 

produced. Your job would then be to supervise their activities and ensure they do the amount of 

work they are supposed to do on time and according to your wig production specification.  

I will not advise you pay them salary because they would not be as productive as you may need. 

Most of them would always have an excuse to give for performing below expectation. Even if 

you want to pay salary, pay salary and also add a commission based structure to it so they would 

be motivated to work. For example, if you are paying $50 to each worker per month, you can 

also pay $1 extra per wig produced. So, if the person produces 100 wigs per month, the person 

would be entitled to a total of $150 as salary. This way, they would be motivated to work 

whether you are there to supervise them or not. 

Your wig production specification should be easy to read and readily accessible. Its better pasted 

on the wall of your production room where it would be easily seen.  

What should your wig production specification or production manual contain? It should contain 

the following: 

• How to make each wig (the whole process from the beginning to the end, 

including every tiny detail). 

• How much material goes into each wig? 

• What and what goes into each wig, when, how and quantity. 

Why you need a production specification manual?  

You want your staff to know exactly what to do even when you are not available to give 

instructions as to how to go about producing your wigs. You don’t want to have a situation 

where you cannot go out when your goods are being produced or  go out and come back only to 

find out that there are so many mistakes in your products which you have to sit down to start 

fixing. You don’t want that to happen to you. Think of time wasted, unnecessary stress on you 

and waste of materials.  

We will delve more into putting processes and systems into your business in chapter 6 so that 

even if you need to travel or leave your business at anytime, you know that your business is in 

great hands and would be just fine. 

Also, ensure your production site is safe and a place people like to come to work. It should not 

be unnecessarily hot. You should have a seat for them to sit down when necessary. It should also 

have a place where they can conveniently ease themselves when necessary. These are the basic 

things to put in your production room. Make it look like a place you would like to work in. Don’t 

cram so many workers inside a small space. 



If you would rather not produce your wigs in house and you have some knowledge about wig 

production, you can look for wig makers who would be producing your wigs from their own 

homes or facilities. 

At a point in my business, I had to use this strategy. I went on Facebook (mainly wig making 

Facebook groups) to search for wig makers and also combed some good wig makers around my 

location and grouped them in a whatsApp group.  

I used the whatsApp platform to educate them on how I like my wigs made (braided wigs). 

Every week I brought out the styles I wanted to be made, with the colours and quantity. The 

people who were interested in making those styles indicated their interest and I gave them the 

time to finish and deliver the wigs to me.  

I introduced rewards for people who met deadlines. I give them more business and bonuses. So, 

they are indirectly under my employ even though not under the same roof. They always compete 

for work and I ensure I pay them as soon as they deliver the wigs and the wigs meet my 

specification. That way, everyone is happy. I have my wigs made on time, they have their money 

on time and they also get consistent work from me. 

However, I made sure all of them know that I never joke with quality. If you want your money, 

you give me exactly what I want. Period! 

It’s also worthy of note that I don’t give them money to produce, but there is an understanding 

between us that once product is up to specification, they are sure of their money. No games. 

So, to make sure that your business does not suffer, you must learn how to take care of your 

partners. In this case, my partners are these women who are producing my braided wigs mostly 

from their homes. 

My human hair wigs are made in house. I choose to make the braided wigs outside because of 

the amount of time it takes to produce. Braided wigs take between 2-6 days for one person 

working consistently on one wig to finish it. So to produce more wigs, I needed more hands and 

my roof could not contain as much people as required.  

However, one person can make up to 6 different human hair wigs a day as they are sewn with 

machines. 

If you can’t supervise the creation of your own wigs for lack of time, buy from other wig 

producers or get a good wig stylist as a supervisor to ensure you have control over the quality of 

your products. 

  



Chapter 5 – Planning (from idea to business) 
 

To start your wig business, you need to have a clear plan to be successful. 

“Who is he that wants to build a house that does not first sit down and count the cost”, says the 

Holy Bible. 

Starting any business no matter how small needs some level of planning. You need to consider 

first and foremost, how much it will cost you to start, what your target market is, who your 

customer is, how much you will charge for your products, what your business name would be 

and so on. 

The cost of starting a wig brand can be either minimal or much depending on how big or small 

you intend to start. 

My advice is that you start small and dream big if you have never done wig business before. 

When you start small, you tend to make small mistakes that will not cost you so much. When 

you make mistakes as a small business, you will not attract so much publicity as would a large 

business. 

So many people want to start very big. They want to become like Nike, coca cola or any of the 

huge brands over night or on day one. The funny part is that the huge brands you see today all 

started somehow small. They were not always big as you see them today. 

So, start small. Make your mistakes, learn and scale your business. 

You may decide to go into wig dropshipping first to test the waters before investing money on 

inventory. 

You may also decide to invest small money then watch as it grows and then invest more. So, 

there is no hard and fast rule about how to start a wig business. It all depends on you.  

So, to start a wig production business (if you plan to produce your own wigs), you will need a 

space that can accommodate at least 2 people. You must not rent your location. If you have a 

space in your house like one room you are not using, you can use it for your wig production and 

inventory space.  

You may also build a small shed inside your yard (if you are allowed to do that) or carve out a 

space in your basement if you have space there. If you are a tenant where you live, be sure to ask 

for permission first before putting up any kind of structure. 

You may also decide to rent a space and display your wigs while you produce in the house. 

However, I will not advice that you keep your wig makers in the same place you display your 

wigs or in the same place you meet and interact with your customers.  



Please don’t make that mistake. Always separate your wig production site from your display 

room and don’t let your wig producers interact with your customers in any way. They should not 

even know who your customers are if you want to survive in the wig industry. 

Get someone else like a customer care person to interact with your customers or do it yourself. 

 When it comes to your work space, whatever works for you is ok. All you need is a place where 

your wig makers can stay and work, a space for taking videos and photo shots of your wigs, a 

space for your sewing machines (if you intend to go into making hair wigs), a space to place 

your wig stands for your wig producers to work, a space for keeping your finished products and 

space for your raw materials. 

After getting the space, the next cost to consider would be your raw materials like closures, 

frontals, attachments (if you would be making braided wigs), hair extensions (if you are making 

hair wigs or would be creating closures for your wigs), wig caps and other wig making 

essentials. You can start with 5-10 wigs and then grow from there. 

Other costs to consider would be the following: 

1. Sewing machines (you can start with one or two); this is the normal sewing 

machines for making clothes. Cost of one starts from $70.  

2. Wall paper for your wall for photo and video shots of your wigs. You can get this 

for less than $10. You would need at least 2 yards of wall paper. 

3. Display mannequins (This you would need to display your wigs in your physical 

store. To take a snap shot of your wigs, you should use realistic display 

mannequins as they look more real and will bring out the beauty of your wigs 

better than the regular display mannequin. However, if you are low on budget, 

you can use the normal display mannequins. Your product images will still look 

great, but realistic mannequins are better for this purpose.)  

If you intend to display your wigs in store, you would need at least 5 units of 

normal display mannequins. One of the display mannequins costs from $7 for 

one. 

4. Good lighting for your small photo studio and camera or phone camera, phone 

stand and a lavalier microphone for making videos. These would cost you about 

$40 

5. Wig making tripod stands (you can have a carpenter or wood worker produce a 

wooden stand or you ask a wielder to produce an iron stand for you. You may 

also choose to buy an already made one.  

Please ensure the hole in your wig making block can fit the stand. The stand is not 

expensive. You can get a wielder to produce your iron wig stand for as low as $3 

each). You can also get an already made wig stand from $15 each. You can start 

with one or two units. 



6. Display Stand: if you plan to run a physical store, you would need wig display 

stands to put your wigs on display. You can build a wooden stand or buy a glass 

stand and place your display mannequins on it. A wooden stand costs less than a 

glass stand. You can get a wooden stand for $20 while a glass stand will cost from 

$70. However, glass stands look trendier than the wooden ones. 

7. Cost of marketing the business. Budget 30% of your startup cost for marketing. 

8. Cost of branding and packaging materials. How you package and brand your wigs 

depends on who you sell to. If you sell luxury wigs, you cannot use cheap 

packaging materials.  

Whatever, packaging material you plan to use, ensure you pack your wigs first 

with water proof materials to avoid water entering it during shipping so it does not 

get to its destination smelling. Package the wig in a way that it will remain in the 

same condition by the time it gets to your customer. 

9. Cost of setting up an ecommerce website (not compulsory when you are just 

starting. You can sell your products with whatsApp catalogue or with Facebook 

or Instagram pages, groups and marketplaces)  

10. Cost of purchasing insurance cover for your business. 

11. Cost of business registration and trademark registration (the need to register your 

business cannot be over emphasized. You need to separate your business from 

yourself and also your business money from your personal finances. More on this 

later) 

12. Advisor fee – lawyer and accountant services fee. 

13. Wig making materials. If you would be producing braided wig, you would need 

closure, kanekalon, frontal, wig cap, needle, thread, crotchet pin, ventilating pin 

(if you would be creating your own closures and frontals) and so on. If you would 

be producing human hair or synthetic hair wig, you would need the hair, closure, 

frontal etcetera. You may start with a quantity that can produce 5-10 wigs of 

different styles.  

If cost is an issue to starting, you can start producing your wigs yourself from home and market 

them yourself, but you should save as much as you can so you can grow. There is a tendency that 

we get very unaccountable especially with business finance when we run a business as sole 

proprietors (one man squad). So, you will need a lot of discipline if you are working alone.  

Separate business money from your personal money; try as much as possible to have a separate 

bank account for your business. Make it hard for you to always go to withdraw money from that 

account. For example, you can stop the use of ATM card on that account.  

Pay yourself salary every month by percentage. For example, you can decide to be paying 

yourself 10% of your gross profit (total money made in a month minus cost of producing the 

wigs) every month. So, the more sales you make, the more your money (salary) increases. Make 

sure you stick with it no matter what happens.  



See the rest of the money as not your own so you would not be tempted to dip your hands in 

business money when you have a challenge. After all, if you have a partner, you would not do 

that, would you? 

If you want to produce your own wigs, the most important thing you should do for yourself and 

your business is to know the wig making craft at the back of your hand. You must know your 

craft so well even if you intend to employ others to produce your wigs. This cannot be over 

emphasized. 

Why is it so important to know your craft? 

You should not let the success of your business depend on your wig makers. Wig makers come 

and go at any time. Your wig makers are also craft people and may decide to go open their own 

business at any time with or without notice. What happens to your business when that happens?  

Depending on wig makers without knowing the craft for your self will cost you a lot especially if 

your workers know that you don’t have the skill. Your business will be at their mercy. They can 

all gang up and decide to punish you by not coming to work. It happened to me even though I am 

good with the craft.  

When that happened, I started using my own skill. So it was not that hard for me. Imagine what 

would have happened if I did not know the craft for myself. That would have led to the end of 

the business until another set of workers are employed. 

If you don’t have interest in learning the craft, the best option for you would be to look for a wig 

supplier or go for dropshipping. 

When you know the craft for yourself, you would be able to provide leadership and better 

supervision for your wig makers. You will know how to easily detect faults in the product and 

show them how to get it fixed. They will respect you and follow your leadership when they know 

you know what you are doing. 

Come up with a great name for your business 

Selecting the right name for your business can have a significant impact on your business 

success. The wrong name could result in insurmountable legal and business hurdles. Here are 

some basic tips on how to name your wig startup: 

Avoid hard-to-spell names. 

Don’t pick a name that could be limiting as your business grows. For example don’t use a name 

like Angie wigs LTD. This name is limiting in the sense that it would not allow you to expand 

into other areas like hair treatment or eye cream production without making you look funny or 

stupid. 

Conduct a thorough Internet search on a proposed name. 



Get a “.com” domain name (as opposed to “.net” or another variant). You can get this if you 

want to create an online store. 

Conduct a thorough trademark search to be sure you are not infringing on the rights of any 

existing business.  

Make sure you and your employees would be happy saying the name. You have to like the name. 

Decide on a name for your business. The name of your business is part of the major things that 

distinguish your brand from others. You need a name that people including children can easily 

pronounce. 

While looking for a name for my business, I look for something that has a meaning connected to 

what I do even if the word is not an English word. I make sure that the name is short and easy to 

remember. You don’t want your customers to be biting their tongues when they want to 

pronounce your business name.  

 Your name can be an acronym or a short word like Nike. You can also use two words like 

Facebook but don’t let it be longer than 9 letters. 

If you look at Nike, Google, Uber and so on, you will notice they are easy to remember and 

pronounce.  

If you can’t find the name you want in English words, search for that same word in other 

languages. You might get something unique and short. 

Also, while looking for a business name, ensure you don’t use a name that is already in use by 

another business to avoid being sued for violating their intellectual property rights. 

When you get a name, you can do a Google search of that name to know if any business is 

already using it. Most businesses are online these days one way or the other; so you would be 

able to know. 

The next step you need to take after finding a business name is to register your business as a 

company. Registering that business name gives you a right to use that name exclusively to build 

your brand. We would go into more details on this later. 

After registering your business, the next thing you need to do is to register your brand name as a 

trademark. 

After registering your trademark, secure a domain name for your business. Also, you should 

quickly open a page for your business on social media so another business does not use the name 

before you do. 



Another reason you need a short name is so when you create your business website, your 

customers can easily type your business name without looking for where to copy it from. There 

are so many wig businesses online looking for this same customer, so you don’t want to make 

things so hard for them.  

Focus on building a great product—but don’t take forever to launch 

When starting out, your wig has to be at least good if not great. Your services must be 

differentiated in some meaningful and important way from the offerings of your competition. 

Everything else follows from this key principle. Don’t drag your feet on getting your product out 

to market, since early customer feedback is one of the best ways to help improve your product.  

Build a website or an online store for your business 

You should devote time and effort to building a great website for your business. Prospective 

investors, customers, and partners are going to check out your site, and you want to impress them 

with a professional looking website. Here are some tips for building a great company website: 

1. Check out competitor sites. 

2. Come up with five or six sites you can share with your website developer to 

convey what you like. 

3. Be sure the site is search engine optimized (and thus more likely to show up early 

on Google search results). 

4. Upload high-quality product images. 

5. Make sure your site is optimized for mobile devices. 

6. Make sure the site loads quickly. 

7. Keep it clean and simple; visual clutter will drive visitors away. 

8. Make sure you have a Terms of Use Agreement and Privacy Policy (and comply 

with the European GDPR rules if you have European customers). 

9. Make the navigation bars prominent. 

10. Obtain and use a memorable “.com” domain name. 

11. Make the site visually interesting. 

12. Make sure it’s easy for site visitors to contact you or buy your product 

Focus on offering exceptional customer service 

Companies such as Zappos and Virgin America became hugely successful because they focused 

on providing excellent customer service and support. You want your early customers to give 

referrals and sing your praises to their friends and colleagues. Thank your customers personally 

by email. Go the extra mile to show your appreciation. 



Get comfortable with public speaking 

The ability to communicate effectively can be critical to landing customers, inspiring employees, 

and pitching to investors to raise capital. Most people are not very good at public speaking and 

many are even afraid of it. You must strive to overcome this fear.  

Consider working with a public speaking or business coach to improve your public speaking 

skills. Some of the most recognized entrepreneurs, such as Apple founder Steve Jobs, were 

known for being great public speakers. 

Perfect your elevator pitch 

An “elevator” pitch is intended to be a concise, compelling introduction of your business. You 

should be able to slightly modify your elevator pitch depending on whether you are pitching to 

prospective investors, customers, employees, or partners. Here are a few tips for developing and 

delivering a great elevator pitch: 

1. Start out strong. 

2. Be positive and enthusiastic in your delivery. 

3. Remember that practice makes perfect. 

4. Keep it to 60 seconds in length. 

5. Avoid using industry jargons. 

Convey why your business is unique. 

Pitch the problem you are solving. 

Use a story to pitch the problem and conclude with the solution. 

Invite participation or interruption by the listener—this shows they are interested and 

engaged. 

Have a great investor pitch deck 

When you plan to grow your business, you would need more capital. If you plan to get funding 

from outside your business, you will need a good pitch deck to present your company to 

prospective angel or venture capital investors. The pitch deck typically consists of 15-20 slides in 

a PowerPoint presentation and is intended to showcase your company’s products, technology, 

and team to the investors. 

Raising capital from investors is difficult and time consuming. Therefore, it’s crucial that you 

nail your investor pitch deck and articulate a compelling and interesting story. 

Too many startups make a number of avoidable mistakes when creating their investor pitch 

decks. Here is a list of general do’s and don’ts to keep in mind: 



Pitch deck do’s 

• Do include this wording at the bottom left of the pitch deck cover page: 

“Confidential and proprietary. Copyright by [Name of Company]. [Year]. All 

Rights Reserved.” 

• Do convince the viewer of why the market opportunity is large. 

• Do include visually interesting graphics and images. 

• Do send the pitch deck in a PDF format to prospective investors in advance of a 

meeting. Don’t force the investor to get it from Google Docs, Dropbox, or some 

other online service, as you are just putting up a barrier to the investor actually 

reading it. 

• Do plan to have a demo of your product as part of the in-person presentation. 

Show them you are a demonstration of your wigs in action. Go with some of your 

wigs to show them too. 

• Do tell a compelling, memorable, and interesting story that shows your passion 

for the business. 

• Do show that you have more than just an idea, and that you have gotten early 

traction on developing the product, getting customers, or signing up partners. 

• Do have a sound bite for investors to remember you by. 

• Do use a consistent font size, color, and header title style throughout the slides. 

Pitch deck don’ts 

• Don’t make the pitch deck more than 15-20 slides long (investors have limited 

attention spans). If you feel you need to add more information, include it as an 

appendix. 

• Don’t have too many wordy slides, add images too. 

• Don’t provide excessive financial details, as that can be provided in a follow-up 

message. 

• Don’t try to cover everything in the pitch deck slides. Your in-person presentation 

will give you an opportunity to add and highlight key information. 

• Don’t use a lot of jargon or acronyms that the investor may not immediately 

understand. 

• Don’t underestimate or belittle the competition (and never say “we don’t have any 

competition”). 

• Don’t have your pitch deck look out of date. You don’t want a date on the cover 

page that is several months old (that is why I avoid putting a date on the cover 

page at all). And you don’t want information or metrics in the deck about your 

business that looks stale or outdated. 

• Don’t have a poor layout, bad graphics, or a low-quality “look and feel.” Think 

about hiring a graphic designer to give your pitch desk a more professional look. 



 

How would your wig business make money? 

Every business should have a revenue model or how it intends to make money or it will die. 

Cash flow is the life of every business. How much will you charge your customers for your 

wigs? 

Before we go on, let’s look at what business model and revenue model are. Every business must 

have a business model and a revenue model. A business model is how a business generates and 

delivers value to its customers while a revenue model is how a business makes money from the 

value it has generated for its customers. 

For example, your business model could be subscription based. You could be delivering 3 wigs 

every quarter to members of your wig club who pay you $250 every quarter for membership fee. 

You provide them value by sending them quality wigs they need so they don’t spend time again 

looking for them before they buy. Your revenue model is the $250 you receive from club 

members every quarter. 

Your business value is your promise to your customers. It’s what your customers come to buy 

from your business. It is your solution to your customers’ problems. 

Hence, the revenue model is an important part of the business model. The revenue model is and 

should always be the subordinate of the business model. Value comes first before revenue. You 

must be very good at providing value to be entitled to revenue. Any business that places revenue 

above value should be ready to hit the rocks. You must be able to combine your business` model 

and revenue model very well to have a great business. 

 Your business can operate more than one business models at the same time. Examples of 

business models are subscription models, one on one model (business to end user or B2C), and 

business to business (B2B) and so on. A wig business can run a subscription model and still sell 

to other businesses at the same time. This means that you can run all two models and even more 

at the same time. 

The components of a business model can be categorized into 4 factors namely: 

• WHO are your target customers? Which customer segments are you targeting in 

your market and how do you relate with them, which media do you use to relate 

with them?  (this will be discussed in details latter) 

• WHAT are the benefits your business is providing to your customers and most 

important partners in the value chain? What are your customers buying from you?  

What problem is your business solving? This is your value/promise or value 

proposition. 



• HOW does your business deliver this benefit? Is it through strategic partnerships 

like courier companies or through some other activities or by utilizing some 

resources? 

• HOW does your business earn money? (revenue model) 

To understand the business model very well, let’s look at what a business model canvas looks 

like and what it usually contains. 

BUSINESS MODEL CANVAS 

 

 

Business model canvas Diagram 

A business model canvas is simply a plan describing how a business intends to make money. It 

explains who your customer base is and how you deliver value to them and the related details of 

financing. The business model canvas lets you define these different components on a single 

page.   

The Business Model Canvas is a framework to help plan business innovation models that address 

the needs of all of your customer segments. 

The traditional approach to planning for the next financial year is to develop a business plan. 

However, smart companies around the world use Business Model Canvas Strategy instead. 



The business model canvas lets you visualize and assess your business idea or concept. It’s a 

one-page document containing nine boxes that represent different fundamental elements of a 

business.   

 You should use a business model canvas to plan each financial year of your business. 

Here are the reasons why the Business Model Canvas is a better fit for your business rather than 

a business plan: 

• It’s more visual – Most business owners I know think visually. Planning business 

strategy works better moving sticky notes around a wall than writing out a ten 

page document. 

• It’s more dynamic – The business plan is a static document, but the business 

model canvas evolves as the business owner experiences the world around them. 

• It’s more visual: The visual nature of the business model canvas makes it easier 

to be referred to and understood by anyone. 

• It’s easier to edit: A business model canvas is easier to edit and can be easily 

shared with employees and stakeholders.  

• It can be used by different sizes of businesses: The business model canvas can 

be used by large corporations as well as startups with just a few employees 

• Its gives you more clarity: It clarifies how different aspects of the business are 

related to each other.  

• It’s about key activities more than results: A business plan usually includes a 

projected income statement.  Income Statements report the results after the 

activity of business takes place.  As a business owner, you need to focus on 

activities in order to get better results. 

Business model canvas being a more visual, more dynamic, action focused and activity driven 

tool would be more valuable to your business. 

However, I am not in any way saying that having a business plan is useless. In fact, you should 

have the two especially if you intend to go looking for business financing. 

 

The 9 Business Model Canvas Components explained 

There are nine building blocks in the business model canvas and they are customer value 

proposition, customer segments, channels, customer relationships, revenue streams, key 

resources, key partners, key activities, and cost structure.  

Customer segments 

These are the groups of people that you are trying to target and sell your product to.  



Segmenting your customers based on similarities such as geographical area, gender, age, 

behaviors, interests, and so on gives you the opportunity to better serve their needs specifically 

by customizing the solution you are providing them.  

After a thorough analysis of your customer segments, you can determine who you should serve 

and who to ignore. Then create customer personas for each of the selected customer segments. 

How to create a customer persona would be described in detail later. 

You can segment your customers in the following ways: 

• Demographic & psychographic segmentation 

• Geographic segmentation 

• Behavioural segmentation 

Let’s take a closer look at each. 

Demographic & psychographic segmentation:  demographic segmentation looks at age and 

gender, and also socioeconomic factors such as household income, marital status, occupation or 

industry and education (example, are they educated to degree level). 

 

Psychographic segmentation on the other hand helps you to know what makes your audience 

tick. This type of consumer segmentation is similar to behavioural segmentation because it seeks 

to understand an audience at a deeper level than demographics. It focuses more on your 

audience’s personality, beliefs and interests, rather than a measure of their past actions. 



A combination of behavioural, demographic and psychographics segmentation helps you to build 

a complete picture of your target audience, so you know exactly who you are targeting, why and 

how. 

Geographic Segmentation: geographic segmentation clusters audiences by location, usually at 

country and city level. 

The needs and desires of consumers can vary wildly from city to city, especially in larger 

countries with particularly topographically or economically diverse regions, for example, the US.  

 

Geographic segmentation will help you define consumer demands in different regions and 

identify any cultural characteristics which can form part of your targeting strategy. 

You can use geographic segmentation especially when you want to start selling your wigs or hair 

in other countries. This kind of segmentation will help you know the kind of wigs to offer in a 

particular country and also help you understand the culture of your prospective buyers. 

Behavioural Segmentation: here audiences are segmented by behaviours, interests and habits. 

This includes buying habits and online behaviour, including platform and technology usage and 

most active hours online. 

 

This type of consumer segmentation can help your business to tailor your marketing efforts for 

most positive results. For example, this will help you in scheduling organic social posts or email 

campaigns for when your audience is most active online. 



You can have different customer segments for your wigs, but you must market to them 

differently. Let’s look at some examples of how you can segment your wig or hair customers. 

You can say: 

The target audience of the Zeni human hair wigs is black women, between the ages of 25 to 50. 

These women work 9-5 pm and prefer to keep a professional look or style for their hair. Women 

in this age group have completed some type of degree and make up to $50,000 a year.  

They are mostly married women who have very hectic lives. These women tend to like wigs that 

are easy to maintain and low in cost. Most of these women usually work up to 10 hours a day 

and have little time to style their own hair. The majority of their time is devoted to family and 

work.  

Saving salon time to spend more time with family and friends is something they look forward to 

and would enjoy. They prefer to have their hair already made and handy. 

Your second customer segment that needs to be targeted could be young girls between the age 

ranges of 14-25. This age group tends to depend on parents and have very small amounts of 

disposable money. Their generation likes to keep up with the latest trends on a budget.  

They either work part-time or go to school full-time. Their income can vary depending on their 

lifestyle. This age group can be captured through fashion and beauty magazines since they read 

them on a regular basis. They are also very active on social media like Tik Tok, Instagram, and 

Twitter. 

Another target group could be black ladies who are 70 years of age and above. At this time this 

age group is usually on a fixed income. Woman in this age group usually live in a nursing home 

or with a supporting child. The access to hair extension products is limited along with access to a 

hair salon. They like easy and ready to wear hair especially wigs. They don’t want to sit for 

hours to get their hair done. 

So, after writing down your different customer segments or customers your business is likely to 

serve, you then choose one or two of them that would pay your business more dividend based on 

how many they are and their purchasing power. 

Customer relationships 

In this section of business model canvas, you need to establish the type of relationship you will 

have with each of your customer segments or how you will interact with them throughout their 

journey with your company.  

There are several types of customer relationships: 

Personal assistance: will you interact with the customer in person or by email, through 

phone call or other means? 



Dedicated personal assistance: will you assign a dedicated customer representative to 

an individual customer?   

Self-service: will you maintain no relationship with the customer, but provide what the 

customer needs to help themselves with? 

Automated services:  will you include automated processes or machinery that helps 

customers perform services themselves? 

Communities: will you include online communities where customers can help each other 

solve their own problems with regard to the product or service?  

Co-creation: will you allow the customer to get involved in the designing or 

development of the product? For example, YouTube has given its users the opportunity to 

create content for its audience.  

You can understand the kind of relationship your customer has with your company through 

a customer journey map. It will help you identify the different stages your customers go through 

when interacting with your company. And it will help you make sense of how to acquire, retain 

and grow your customers. 

 

 

 



Distribution Channels 

This block is to describe how your company will communicate with and reach out to your 

customers. Channels are the touch points that let your customers connect with your company.  

Channels play a role in raising awareness of your product or service among customers and 

delivering your value propositions to them. Channels can also be used to allow customers the 

avenue to buy products or services and offer post-purchase support.  

There are two types of channels:  

Owned channels: company website, social media sites, in- store sales, and so on. 

Partner channels: partner-owned websites, wholesale distribution, retail, and so on. 

 

Revenue streams 

Revenues streams are the sources from which a company generates money by selling their 

product or service to the customers. And in this block, you should describe how you will earn 

revenue from your value propositions.   

A revenue stream can belong to one of the following revenue models: 

Transaction-based revenue: made from customers who make a one-time payment  

Recurring revenue: made from ongoing payments for continuing services or post-sale 

services 

These are several ways you can generate revenue: 

Asset sales: by selling the rights of ownership for a product (wigs) to a buyer 

Usage fee: by charging the customer for the use of your product. A good example is a 

wig training course. 

Subscription fee: by charging the customer for using your product regularly and 

consistently 

Lending/ leasing/ renting: the customer pays to get exclusive rights to use an asset for a 

fixed period of time 

Licensing: customer pays to get permission to use your company’s intellectual property 

like a patent. 

Brokerage fees: revenue generated by acting as an intermediary between two or more 

parties 

Advertising: by charging the customer to advertise a product, service or brand using 

your company platforms 

Key Activities 



What are the activities/ tasks that need to be completed to fulfill your business purpose or 

objectives? In this section, you should list down all the key activities you need to do to make 

your business model work.  

These key activities should focus on fulfilling your business’ value proposition, reaching 

customer segments, maintaining customer relationships, and generating revenue.  

There are 3 categories of key activities: 

Production: designing, manufacturing and delivering a product in significant quantities 

and superior quality.  

Problem-solving: finding new solutions to individual problems faced by customers. 

Platform/ network: Creating and maintaining platforms. For example, Amazon provides 

online retail platform readily providing on demand goods and services for users across 

the world over the internet.  

Key Resources 

This is where you list down which key resources or the main inputs you need to carry out your 

key activities in order to create your value proposition.  

There are several types of key resources and they are:  

Human (employees) 

Financial (cash, lines of credit, etc.) 

Intellectual (brand, patents, IP, copyright)  

Physical (equipment, inventory, buildings)  

Key Partners 

Key partners are the external companies or suppliers that will help you carry out your key 

activities. These partnerships are formed in order to reduce risks and acquire resources.  

Types of partnerships are: 

Strategic alliance: partnership between non-competitors 

Competition: strategic partnership between competitors  

Joint ventures: partners developing a new business 

Buyer-supplier relationships: ensures reliable supplies 

Cost structure 

In this block, you identify all the costs associated with operating your business model. 



You would need to focus on evaluating the cost of creating and delivering your value 

propositions, creating revenue streams, and maintaining customer relationships. This will be 

easier to do once you have defined your key resources, activities, and partners.   

A Business can either be cost-driven (focuses on minimizing costs whenever possible) or value-

driven (focuses on providing maximum value to the customer).  

Value propositions 

This is the building block that is at the heart of the business model canvas. It represents your 

unique solution (product or service) for a problem faced by a customer segment. 

A value proposition should be unique and different from that of your competitors. If you are 

offering a new product, it should be innovative and disruptive. And if you are offering a product 

that already exists in the market, it should stand out with new features and attributes.  

Value propositions can be either quantitative (price and speed of service) or qualitative 

(customer experience or design). 

Let’s look at some companies’ business model canvas. Our first example is the Uber’s business 

model canvas. 

Uber’s business model is based on arranging carpooling opportunities without running a fleet of 

cars. 

 

Photo credit: juggernaut 



 

 

Look at Amazon’s business model canvas below. Amazon is an online retailer or an e-commerce 

business. 

 

How to create a business model canvas for your wig business 

Download a free blank business model canvas here. Complete the canvas with your 

business model as it is today. Then populate another copy in line with your vision for 3 

years from now, including your key activities. Use the guidance points on the business 

model canvas above to create yours. To create your business canvas, do the following: 

• Print the blank canvas 

• Get together with your team 

• Start with the Value Proposition box. Define your value proposition for each of 

your customer segments and how it addresses and meets their pains (frustrations, 

risks) and gains (positive outcomes and benefits) 

• Fill in the remaining boxes on the right-side (Customer Relationships, Customer 

Segments and Channels) these sections give you the elements that assess the 

desirability of your offering. Do your customers want it? 

https://evunn.com/blank-business-model-canvas/


• Fill in the boxes on the left-side (Key Partners, Activities, Resources and Value 

Proposition) to work out if your model is feasible. Is it feasible? 

• Fill in the bottom two boxes – Cost Structure and Revenue Streams – these will 

ensure the viability of your offerings – a sanity check. Is it viable? 

• Finally, consider how you could validate or invalidate your assumptions using 

experiments. You could test interests online using landing pages. 

How does a wig business primarily make money?  

A wig business makes money by adding a margin upon the cost of producing or purchasing the 

wig and the margin becomes your profit. 

 You should add a good but not an unreasonable margin on your products to stay profitable. You 

should be able to incorporate all your costs into your wigs especially production cost in each wig 

to remain profitable. 

Your production cost is what it cost you to produce the wig. So when you remove your cost of 

production from the price of your wig, you get the gross profit. Apart from your production cost, 

there is something called operational cost.  

Operational cost has to do with how much it cost you to run the business monthly. This includes 

cost of adverts, salary, utility, insurance etcetera. You should also ensure that after deducting this 

cost from your gross profit that you still have profit on each wig. To get your operational cost 

each month, list all your operational cost per month and get the sum total.  So, to know your 

operational income, you minus your operation cost from your gross profit. Operational income = 

Gross profit – Operational cost. 

 To arrive at your net profit, minus monthly interest on loan (if you have borrowed money and 

paying interest monthly) and your tax for the month from your operational income. To get your 

net income for the month, deduct the sum total of interest on loans plus taxes from your 

operational income for that month. Net income = Operational income – interest + taxes 

Why do you need to do all these? For you to be able to grow any business, you need to know 

your numbers at the tip of your fingers. You don’t have a business if you don’t know your 

numbers because you won’t know whether you are moving forward or backwards. 

So, if you hate mathematics, it would be nice to have a change of mind if you want to run a 

successful wig business or any business at all. I used to run away from anything that involves 

numbers because I believed it was hard to understand. When I discovered that understanding 

numbers is something I can’t do without in business, I had to start developing likeness for it. 

This has paid off over the years. 

All you need to do is to keep an open mind. The first day I went for a business accounting 

course, I thought it would be so boring, but guess what; I enjoyed every bit of it and wanted 



more. I don’t know if it’s because of the instructor or that the course was very interesting. 

Sometimes, the fears we have are not real at all. 

So, why do you need to know what your gross profit is? Remember, your gross profit is your 

product unit price minus your unit cost of production (unit cost of production is the total amount 

it cost you to produce the wigs divided by how many wigs produced per month). What does your 

gross profit tell you about your business? 

What is your financial statement telling you? 

Your business financial statement tells a story about the health of your business. Your financial 

statement should be able to tell you the areas to of your business to work on. When you look at 

your gross profit, you should be able to know whether you need to reduce your cost of 

production or whether you need to look for cheaper suppliers of your raw material to help bring 

down the cost, so you can make more profit. 

Your operational income should be able to tell you whether you need to reduce operational cost 

like cut down on staff, reduce staff salary or to put more money into things like advertising or to 

employ more staff to help increase your output and make more money so you can remain 

profitable.  

To know whether your business is going forward or not and to direct it properly you should be 

able to read and interpret your financial statement. You can go through this free course on udemy 

to learn more about business accounting. This course is well detailed and it’s free. 

Why do you need to learn business accounting when you can outsource that services or employ 

an in house accountant? 

You need at least a working knowledge of business accounting to be able to provide leadership 

and to ask useful questions and direct your business where it ought to go. Don’t leave everything 

in the hands of the experts. 

How do I make my wig business more profitable? 

There are many ways a wig business can make money aside from selling wigs to customers. You 

may decide to provide other services as supplement to your wig sales like wig washing and 

treatment, wig/hair colouring, wig setting, revamping of old wigs, selling hair accessories, 

selling hair extensions and so on.  

Other ways you can make money from the wig business is to offer training services to people 

who want to learn the craft of wig making. You can also decide to teach people how to run a wig 

making business profitably from your experience in the beauty business. 

Every day, lots of people are looking to learn one craft or the other. As long as we keep having 

children and the population of the world keeps growing, there will always be people who have 

interest in learning your craft and to tap from your wealth of experience in the wig business. 

https://www.udemy.com/course/introduction-to-financial-accounting-course/learn/lecture/11041434#content


How do you package your training courses?  

You can map out a space in your business location where you train people. Make it look like a 

real class with a writing board for the theory part of the course. Design a curriculum and then set 

up wig sewing machines, wig stands and all that is needed to learn the practical side of wig 

making.  

A lot of people prefer hands on (real life) training to virtual (online) training because they 

believe they will learn better and faster if they are in the same location with the trainer. The next 

thing you need to do after packaging the course is to market your training classes both online and 

offline. This will help you to keep making money both from wig sales and the wig making 

training services.  

Another way you can package your training classes is to create an online course for wig learners. 

You can break up your classes into the beginner’s course and the advanced course (wig making 

master class).  

How do you create your online course so a lot of people would buy? 

 Make the course to have as much videos as possible explaining all the intricate parts of wig 

making. Make your videos understandable even to a child. Zoom in all the little details. A 

training video is great if all the lessons are very visible to the learner at a slow pace. Don’t try to 

rush through the whole lessons. 

Try to carry the person watching from the other end along all the time and maintain eye contact 

by looking at the lens of the camera when making your training videos. Your course should be 

able to take your learners from point A to point B at the end of the day. 

 Remember, a child of 10 years should be able to understand your course and teach it to someone 

else. If you are able to achieve this in your course creation, you would be able to sell it faster by 

word of mouth. 

The reason so many people prefer to learn wig making offline (at the  location of the trainer) is 

so they would have someone do it in front of them, then have them practice it in the presence of 

the trainer who is there to correct them where necessary.  

You have to try as much as possible to replicate the same thing and give your trainees the same 

or close to the same experience they can get from physical training as much as possible. You can 

achieve this by going further to provide a forum or group where your wig making trainees can 

post what they have accomplished from following your training, be able to ask questions and 

have you follow them up answering their questions.  

You can create a Facebook private group for that purpose so only the people who bought your 

course would have access to it. It’s not hard to create. You can Google how to do it if you are 

finding it difficult. 



If you are able to do this, you would have removed your prospective customer’s fear of paying 

for a course and not really gaining much from it. Provide an opportunity for corrections, follow 

up, encouragement and feedbacks and let them know about it in your advertisement. 

Where do you sell your online course?  

You can sell your online course on your website (as a digital product), on social media using a 

landing page or on Udemy, Coursera and lots of other course selling platforms. Search for more 

platforms on Google. 

Creating an online course saves you time, makes you more money as you get to produce the 

course only once and sell it for years on end. All you need to do is to update it every once in a 

while and all is good. 

An online course can also be repurposed into different other contents that could still be sold 

online as different products. You can decide to turn your course into an e-book and sell it on 

different platforms like Amazon.  

You can also use part of it in your blog as part of your blog content if you have a website. This 

will attract people to your website’s blog who are likely to turn to customers. You can also give 

part of it away for free as a bait to get your potential customers to submit their contact details 

which you can use to market to them later. So, there are endless possibilities with what you can 

do with your course content. 

What do you need to create an online course? 

 To create an online course, you would need: 

• A tripod stand to hold up your phone or camera 

• A laptop or computer to write the theory part –you can use Microsoft PowerPoint.  

• A lavalier microphone for quality audio sound 

• Your phone or camera for recording the video  

• Cover for your course- you can design your course cover for free using Canva, 

but if you want something that looks more professional, you can use Fiverr. There 

are a lot of great designers on Fiverr that can give you a good course cover for as 

low as $5. 

 

Your Mindset is fundamental to your success 

“By far the best investment you can make is in yourself” Warren Buffet. 

 If you invest in yourself, nobody can take it away from you. You have only one mind and one 

body to get through life with. You cannot wait until you are 50 years to start investing in your 

mind or to start taking care of your body. 



Your greatest asset in life is not your bank account or your real estate. Your greatest asset in life 

is your mind. A wrong mindset will cost you everything you ever dreamed of in life.  

The most important thing you need to know about developing a success mindset is who you 

associate with. You want to associate with people who are better than you are. Basically, you are 

going in the direction of the people you associate with. If you want to emulate people, you 

should pick carefully who you emulate and partner with in business. 

Your close associates and partners should be people who are better than you. 

Another important thing to note about maintaining a positive mindset is to be aware of your 

internal dialogue or the conversation with yourself. No matter what someone else may be telling 

you, the most important conversation is the one you are having with yourself.  

What you tell yourself is what that determines if you achieve success or not. We talk to ourselves 

a million times in a day. You have to be constantly vigilant about your silent thoughts, your 

internal dialogue going on in your mind. When you sense a negative thought, change it and 

replace it immediately with a positive one.  

When you start listening to your thoughts, you will see that most of the thoughts stopping you 

from achieving your dreams are all based on emotions. 

Humans are emotional beings. All of us have the same emotions. We all feel fear, sadness, anger, 

love, hate, disappointment, joy, happiness and so on. When it comes to risk taking for example, 

the difference between the one that goes ahead and makes money and the one who does not is 

being able to handle the fear of losing. Most people let the fear stop them, others who go ahead, 

learn how to play it smart and how to manage risk instead of telling themselves out of fear to 

play it safe and avoid taking risks. 

Everybody, both rich and poor experience the emotion of fear, but how you handle it depends on 

whether you move forward or backwards; it’s the same thing with the other forms of emotions. 

At every point in time, you have to ask yourself before you take actions whether your reason for 

taking the action is based on emotion or logic. When you act based on emotions, you are bound 

to make mistakes. 

Example, what happens when you act without thinking when you are very angry? You always 

regret the action later right? Yes. The reason is because you acted based on your emotions. If you 

calmed down, and had the opportunity to think it through, your actions would be different. 

This same thing applies in the world of business. You have to train your mind to create a world 

of success around you. You are what you think and your actions are a product of what you think. 



How do you train your mind to achieve success? 

Meditation- Read and think deeply only about things that lift your spirit and help you to 

grow mentally. Don’t always dwell on negative events or things that are not going the 

way you want them to. 

Focus your mind only on what you want to achieve – your goal. This is the only way you 

can maintain a state of joy or happiness.  You attract what you focus majorly on to 

yourself. 

If you focus only on the current negative circumstances around you, you will never be 

happy. The more you are focusing on the wrong things, the more far away from your 

dream you will be. Without happiness within, you may never achieve your dream no 

matter how skilled you are. Success begins from within.     

  

Affirm it- ‘And the word became flesh…,’ says the Holy Bible. If you intend to be 

successful in life and business, you have to watch what comes out of your mouth. Words 

like I can’t afford it, I can’t do it’ play it safe, don’t lose money, what if I fail and never 

recover, should be forbidden. 

 

Words are the most powerful creative tool available to humans. You can’t be saying 

negative things over your life or business and expect to have success. Your mouth is your 

manufacturing tool while your mind is your production room. ‘For out of the abundance 

of the heart the mouth speaks,’ says the Holy Bible. 

 

You should guard your mind with everything you have. This is the same reason you don’t 

want negative people around you. If you stay with a negative person consistently for 

three weeks, you become a negative person. The reason is that words are very magnetic.  

When the person keeps saying negative things, at first, you would revolt, but if you keep 

staying with that person and keep hearing, your mind begins to be programmed with 

negative things. It takes hearing and hearing for faith to develop. The same thing works 

for a negative or fearful mindset. Consistently hearing fearful words will turn you into a 

fearful person. 

 

You have to watch and be very selective who you spend your time with. This does not 

mean you should throw away your friends and relatives. It just means that you relate with 

them from afar if they are negative people. You should still love them, but don’t let the 

poison they carry affect you. 

Show me 2 or 3 people you spend the most part of your day with and I will tell you what 

your future would be. It’s that serious! 

 



Instead of spending time with a negative person, find a very good book and read. When 

you read a book written by someone better than you, it means you are spending time with 

that person and you get to learn what it took the person years to learn in one day. 

Apart from choosing the right associations, you should have a set of affirmations or 

words you say everyday like I make $1000 everyday. With your mouth you can create the 

kind of business you dream of. 

Visualize it – Create a mental picture of where you want your business to be or what you 

want to achieve and picture it in your mind as real or as if it has already happened. Enjoy 

the feeling as if its real now and you will have it.  

What do you see about your business? What kind of business do you want to build? What 

kind of impact do you want your business to have? ` Write it down and keep picturing it 

as if it already exists and keep enjoying the moment. Life will show you how to create 

strategies that will help you achieve it.  

 

Only think about what you want to happen and not all the negative things you don’t want 

that is happening around you. Whatever you focus your mind on enlarges and becomes 

your reality. Your imagination is your biggest creative tool you have. Don’t use it against 

yourself. 

As a man thinks, so is he. If you think you can succeed, you will. If you think you cannot 

make it, you can’t. Either way, you are right. To find out more about how to train your 

mind to work in your favour, read the book: Think and Grow Rich by Napoleon Hill. 

  



Chapter 6 - Build a structure and systems around your product (people, 

process and product) 
 

Build a system around your passion. Learn how to create your own systems as a way of 

acquiring money. If you have been acquiring money in a certain way, the tendency for you to 

keep acquiring money in that same way is high.  

See what I mean, if you have been working as a self employed person in your business, the 

tendency for you to keep acquiring money that way is high because that’s what you are used to 

and it is hard to break out of that habit. 

So, you have to be intentional to be able to break away from being self employed to someone 

who earns money even when she is asleep instead of working for money. Don’t get me wrong. 

Being self employed is not bad, but if you want to build a business that will outlive you, you 

need to learn how to create systems around your business.  

When you are self employed, which almost every wig producer is, learn the art of building a 

business or a system that pays you money whether you are there or not. 

When you are self employed, you trade your time for money. You produce wigs with your time 

(your most expensive asset) and sell, and then produce another. So, what you are selling is your 

time or a piece of your life.  

Imagine how long it takes to produce one braided wig. 2-6 days of your life! How much do you 

think your precious hours are worth? How much do you sell those wigs? And yet, your price 

needs to be competitive for you to still be in business. Can you see what I am trying to say? 

But you can do this in another way by creating a marketing system, a sales system, an accounting 

and financial system, a production system and so on. These will work together to produce, sell 

your products and take care of your customers even when you are not there. 

When you have a system in place, you make more money without so much stress. 

One bad thing about not having systems in your business is that you won’t be able to travel and 

leave your business and meet it better than you left it because you are the business system. If you 

are not around, things don’t work the way they should. In fact, things get worse. Your employees 

depend on you before they take any action. 

It’s so risky to be self employed because if you get sick, your business gets sick. If you get 

injured, your business gets injured. If the person dies, the business dies automatically. That 

means no more cash flow and the eventual death of the business. 



Your business will not grow if you don’t have systems in place. A lot of people open a new 

branch when they see the business they are working on start doing well; only to close the new 

branch down again in loses within one year. 

The only reason for this failure to replicate the success of branch A in branch B is lack of system 

and the right team to work with the system in place. You have to first document the way things 

ought to run in branch A, train the people who will implement the system or processes in branch 

A and see it work well before replicating the same thing in branch B. 

Before you think of opening a branch for your business, you must have a tested documented 

process that you know has worked well in branch A before you can open branch B. Also note 

that the people who would implement the process or systems in branch B must be trained on how 

to work it and there must be a way to measure that it’s working. 

You can start your business as self employed but don’t stop there. 

When you build a system in your business, you enable your business to grow. If you want to 

make more money from your business after creating a working system, you simply expand the 

system and employ more people. 

“I have concentrated all along on building the finest retailing company that we possibly could. 

Period! Creating a huge personal fortune was never particularly a goal of mine”  

      Sam Walter, Founder,Wal-Mart 

 

Being an entrepreneur is nothing special. Just the same way your neighbourhood bean cake seller 

is an entrepreneur; so is Bezos the founder of Amazon (top online retailer). Anyone with a little 

initiative can be an entrepreneur. So, being able to start your own wig brand does not make you 

any special or better than anybody. 

What really makes you stand out is the kind of entrepreneur you want to become. Your 

neighbourhood bean cake seller type that has been selling only in your street for the past 10years 

or the Jeff Bezos type that grew an online book store into a multibillion dollar business. They 

both provide valuable products and are both important to their customers. Yet they operate in 

very different spectrums and bandwidths of entrepreneurship. They are playing the same game 

but with different rules. 

Most people, who want to start their own wig brand, get too excited about their new products 

which they think would make them rich. Unfortunately, many of them focus only on the product 

rather than investing time in really designing a business around that product. 

What does it mean to design a business? Every business that would last must be built with some 

building blocks to help the structure last and not collapse. These building blocks cut across all 



types of businesses including wig businesses. Just like any house that will last needs first, a solid 

foundation, beams, pillars and so on; a business needs certain ingredients added to the mix to 

last. And the longer you want the business to last, the better you should be at adding the mix. 

Any business that is worth its onion is built on systems or something I like to call THE 

PROCESS. 

When you see successful businesses including not for profit organizations, don’t just look at 

them with the eyes of a consumer. Look at them with the eyes of an entrepreneur. There is 

something very common among them. It is called process or the standard procedure for doing 

things in that business which is always in line with the culture of that organization. I also call it 

the way of life of that organization. 

The culture of an organization is all about how an organization treats its customers, employees 

and its environment. 

Any business that will succeed always has the process, people with the right skills in the right 

positions, legal protection of assets, consistent cash flow, marketing, great leadership, vision, and 

the product or service the business is using to solve the problems of its customers. 

Without these big eight pillars of a business in place working together in the right proportion, 

there is no business really. It’s just a matter of time before it collapses. 

A business process or business system (one of the 8 pillars of a business) is an activity or a set of 

activities that can accomplish a specific organizational goal. A business system is also a 

documented procedure that outlines how to do something in your organization to achieve 

business goals. Think of it as standard operating procedures you give to your employees as 

checklists so they can implement it even without training. 

For example, if a business has a goal to acquire 100 more customers each month as part of its 

marketing objective, it could create a marketing system like we must run 5 promotions each 

month stating who would be in charge of the promotion, how much would be spent, how long it 

would last, and everything needed to achieve the goal in every little detail including how to 

measure success. 

When this kind of activity is documented as a checklist, whoever that is in charge knows exactly 

what to do, when, how and with what to do the job. You would not need to go telling that person 

to do that because the person already knows all that needs to be done. All you need to do is to 

measure success from feedback and re-adjust the process wherever necessary to make it better. 

You cannot scale a business without the right processes. All the 8 pillars of a business are turned 

into processes or systems that make up the business structure. 



You should be able to quickly make the transition from producing and designing products as a 

wig maker to designing an organization, creating an environment conducive to creating great 

products and the best experience for your customers.  

Your ultimate creation should not be your products, but the company itself. For example Sam 

Walton’s ultimate creation was not the Wal-Mart concept but the Wal-Mart Corporation an 

organization that that could implement retailing concepts on a large scale better than any other 

company in the world.  

So, your ultimate creation should not be the wig products you sell but for example a company 

that has the ability to produce thousands of quality wigs at once; that has the capacity to serve 

more customers at top quality service and faster than other wig brands. 

As the one leading the team, this has significant implications on how you use your time. It means 

spending less of your time thinking about specific product lines and market strategies and 

spending more of your time thinking about organization design and building a system around 

your business. 

Your wig production team is a creative team, so before you hire a wig producer, you should 

make sure they would be operating in a stable and secure environment. You should also ensure 

they have a long range opportunity with the company, opportunity for promotions and suitable 

projects on which to work.  

Also ensure you have adequate supervision so they would be happy and be productive to the 

maximum extent. 

How to know if your business does not have processes in place? 

You need a system in your business: 

• If your employees are always making mistakes whenever you are not around to 

guide them. These mistakes will cost you far more than creating a process. It can 

even cost you customers, money and time you will use to fix the error. 

• If your employees always depend on your input in every task before they can do it 

well. 

• If you are always complaining about how your employees do their jobs. 

• If you feel you cannot leave your business in the hands of your employees and 

travel for two weeks without them calling you to find out how things should be 

done. 

Not putting systems around your business will cost you the following: 

• Lost revenue 



• Lost customers – is your customer service consistently excellent? Have you lost 

any customer as a result of something getting missed? Especially if you have lot 

of competition, customers will go elsewhere if they are not getting the service 

they expect. 

• Lost opportunity for up selling – if you are delighting your customers, you are in a 

position to charge a premium, or encourage customers to move up to a more 

premium offering. 

• Lost opportunity for referrals and great reviews: Delighted customers are very 

likely to refer you and give you great reviews and testimonials, bringing new 

customers and further revenue. 

• Unnecessary costs 

• Cost of high staff turnover (rehiring and training new staff from scratch every 

time): How many employees are you losing due to frustration around the same 

problems coming up time and time again, preventing them from getting great 

results? The employees you want to keep are the ones that are most likely to move 

on if they can’t do their job well, learn and grow. 

• Time wasted on staff complaints and grievances: How much time is wasted 

arguing over who should have done which task? This is the number one cause of 

frustration and friction in a team. 

• Cost of fixing errors and fire-fighting: How many employees make the same 

mistakes over and over, which cost money, time and effort to fix? Short-notice 

fixes can be very expensive (example, shipping in person instead of using courier 

in order to meet a deadline) 

• Wrong decisions due to incorrect data – Are you confident that the information 

and data you use to make decisions about your business is accurate? For example, 

do you know exactly how much money is owed by your customers? Or how much 

you owe your suppliers? 

• Cost of current software that doesn’t work as it should – Have you installed 

software in your business that isn’t really working the way you hoped? Is it giving 

you the results you want? 

• Time wasted on unnecessary or unclear tasks – How many tasks are your 

employees doing that aren’t needed, like sending out reports that no one is 

reading? Alternatively, are they wasting time trying to work out the best way to 

do a task, potentially every time they do it? 

• Missed opportunities 

• Lost opportunity to beat the competition and attract their customers – having a 

business that works like a lean machine gives you a competitive advantage.  The 

majority of your competitors won’t be putting processes in place, so you will be 

able to dominate your niche and grow. 



• Lost opportunity to automate tasks and install software – there could be some 

automation opportunities you are missing out on, using software systems or even 

something simple like Excel can make work faster and save you time on repeating 

the same task. 

• Lost opportunity to quickly react to new opportunities – if you and your team are 

constantly fighting fires, you won’t have much space left to react to unexpected 

opportunities. 

• Lost opportunity for you as the business owner to delegate tasks and grow the 

business – 

What’s the most high-value activity that you could be doing in your business? 

Following up on sales leads? Calling customers and confirming a business with 

them? Let’s say that if you can do lots of sales calls, your time is worth $200 per 

hour. 

Does it make sense for you to be checking supplier invoices when that could be 

delegated to someone for $20 per hour? 

This could save you 1 hour and $180 per week, or 50 hours and $9000 per year! 

• Risky business- A key staff member leaves taking all job knowledge – do you 

have an employee who keeps a critical part of the business going, but all the 

knowledge is in their head? What if they won the lottery tomorrow and resigned?  

How big an impact would that have on your business? If you are the one with all 

the knowledge in your head – what happens if an emergency comes up? 

• Downturn in your market – as mentioned above – do you have a plan to reduce 

the risk of a slow-down in demand? 

• Staying stuck and not achieving the vision you have to grow your business or sell 

it. Do you have a vision of doubling your business in the next 3 or 5 years? Do 

you know how you are going to get there? It will take much longer without 

processes in place, if it happens at all – during which time, you’ll be missing out 

on a lot of revenue. If you want to sell your business someday, but the business 

can’t be run without you there, how valuable do you think it will be to someone 

else? 

• There’s one more important cost to consider: if you are not happy with your 

current lifestyle – your relationships, stress levels, income, health, and leisure 

time are not where you want them to be – the way you run your business has an 

impact here too. What would you like for your life?  

 

To work a normal 40-hour week while having a decent income, so you can spend 

more time with your family? To have less stress running your business, so you 

can sleep better at night? To be able to take a 2-weeks holiday without worrying 

that the business will crumble in your absence? Or would you like to build a 

valuable business that you can sell one day? Putting processes in place in your 



business will allow you to work less, make more money and give you the freedom 

to choose what you do with the time and income you get back. 

 

How do I add processes in my wig business? 

 Systematizing a business starts by naming departments. 

The first thing to do is to categorize your business into departments. However, don’t make the 

mistake of categorizing your company based on your current size or present operations. Envision 

your company five years, ten years, and even twenty years from now. Also, visualize your 

company with five, ten, twenty-five employees, and so on. 

With that in mind, systematize a business for the future! As a result, you won’t have to back-

track when growth comes suddenly. 

 

You can systematize or add processes to any part of your business from major business issues 

such as bookkeeping to smaller issues such as stocking your snack room. Here is how to find 

issues that need systems: 

Identify issues that happen regularly in your business. Example: invoicing 

Identify issues that take a lot of time. Example: wig production 

Identify issues that frustrate you. Example: daily shipping out of orders 

Identify issues that are outside of your core competency. Example: cleaning 

Once the system is in place, the stress is gone, the hurdle is removed, and the distraction 

dissolves. 

To create a process, you should: 

• Identify and pick a task to systematize. Which task do you start with? Look for 

tasks that happen regularly, require a lot of time to complete, or task that 

frustrates you, and systematize it. 



• Plan your process. Creating a system is basically a time consuming process. You 

must plan exactly what this process is going to look like or contain. A well 

documented process solves your issue in a sequential way or step by step. 

 I recommend that you write down the process by enumerating each of the steps you need to 

complete the task, who would be in charge of implementing each step, what machine or software 

would be used to accomplish each task?, when is the task to be started and when is it to be 

accomplished? In some cases, you will want to outsource some or all of the task implementation. 

When stating the ‘who’ that would accomplish the task, use the name of the position involved 

and not individual name. For example, use customer care personnel as against Angela. So, if for 

any reason a person leaves your business or changes department another person can easily step 

in. 

Execute your processes. Having a process isn’t the same as acting on them. Now, it’s time to 

execute. You may need to hire help. If you have systematized office cleaning, you may need to 

hire a cleaning service company or employ an in house cleaner to execute the process.  

If you are systematizing workplace safety, you may need to hire an occupational health and 

safety consultant to help with documenting the process. 

With other systems, you might need to simply write down a step by step checklist of how you 

currently carry out those activities in your business.  

When your employees want to start implementing the process, initially, they may have to read 

from your numbered list as they follow the plan. Eventually, the system becomes a routine, 

allowing them to effortlessly overcome what used to be time consuming problems. 

Setting up a system on the front end takes quite a bit of time. In the long run, however, you are 

saving yourself hundreds of hours of frustration and stress. It is well worth it. 

What are some examples of systems? 

The types of systems you can create are endless. Here are some examples. 

Email systems: Use a schedule to check email, write emails, and file emails. 

Production systems: Put down a step by step checklist of how to produce your wigs 

from start to finish. 

Hiring systems: Follow a consistent process for finding, screening, hiring, and on 

boarding new hires. 

Cleaning systems: Develop a routine that allows you or a third-party service to clean 

your work space. 



Scheduling systems: Create a system by which people can find available times on your 

calendar and schedule a meeting with you. 

Meeting systems: Come up with a plan for taking notes during meetings, creating 

actionable steps in that meeting, and following up on the execution of those steps. 

Accounting systems: Work with a bookkeeper or accountant to efficiently process 

receivables and payables. 

Travel systems: Streamline the process of scheduling, finding airline tickets, arranging 

airport pickup, and reserving accommodations. 

Map How Production Flows 

Now, take the time to map the step-by-step process of how the service you provide to customers 

flow, from start to finish. Example, from the time the client contacts you and makes a purchase, 

until you complete it. This map will become a Master Control Checklist for your operations. 

Develop Quality Assurance Checklists 

The only way to guarantee quality products is to have a system in place that ensures quality 

performance at each stage of production, or each step in the service provided.  Quality 

management is critical to your business success. 

With a checklist, your business will save thousands of dollars by eliminating stupid errors. A 

checkbox with a prompt is a call to action! This ensures humans don’t forget any crucial step in 

the production or service process. Think of an airline pilot’s “takeoff & landing checklist,” and 

note the importance of not missing a step. 

Procedures to avoid constant employee re-training 

Training and re-training personnel can be time consuming and costly. It is particularly frustrating 

in businesses that experience high rates of employee turnover like wig production businesses.  

For this reason, written procedures, policies and other standard operating procedures (SOP) 

documents is a money-saving investment to avoid re-training. To be clear, procedures are NOT 

checklists; they are simply a step-by-step map of how to complete a task. However, if a 

procedure is critical to production or service, to avoid errors, then turning a procedure into a 

quality assurance checklist is the best practice. 

To avoid constant employee re-training: 

• Develop daily routine checklists for all employees. A daily routine checklist is 

similar to a job description, developed into a checklist of call-to-action prompts. 

These step-by-step prompts are a list of daily responsibilities given to an 

employee when hired.  

 



As a result, this checklist ensures completion of every important daily 

responsibility. When daily tasks are NOT completed, important work piles up. 

Consequently, task pile up causes stress for others affected by the uncompleted 

work like unfinished filing, sales not invoiced, inventory not ordered, and so on. 

 

Checklists are great tools for you as a business owner to see-at-a-glance what 

employees do from the time they arrive, until leaving at the end of day. In 

addition, a daily routine checklist is a wonderful training tool for new employees 

who assume the current employee’s position to easily continue from where the old 

employee stopped. 

 

With this in mind, consider an employee’s position as a “SYSTEM”, for 

example, Production Manager System or Bookkeeper System and so on. 

 

• Create policies for responding to various circumstances. Without written policies, 

people may take any decision they like, which can lead the company into loses. 

Consequently, clients, vendors, and employees don’t know how to react to various 

situations without proper policies. Therefore, for everyone to respond in the same 

manner to common situations, policies are critical. 

 

The only person(s) that should have authority to over-ride a policy should be 

management. 

In a systematized company, there should be a system to over-ride any part of the 

system, if necessary. 

 

Systems are the ultimate method of turning a struggling business into a well-oiled 

machine. You can systematize virtually anything in your business. Every single 

system has the potential to reduce your mental load, free up time, overcome 

hurdles, and enhance your progress. 

  



Chapter 7 - Build a team 
 

To start a company, you need to gather skilled people as a team. All a company is, is a group of 

people that come together to solve a problem by creating a product or service. So, depending on 

how skilled and talented the members of that team are and how they are all working in the same 

direction toward the goal, will determine either the success or the failure of that company. 

As an entrepreneur, in order to build a successful business, you have to be able to attract, build 

and motivate a great team. 

No one can build a great business alone.  

Every day, in some way, you are part of a team. The question is not will you participate in 

something that involves others? The question is will your involvement with others be successful? 

Most people know that team work is essential, but how does it really work? What makes a 

winning team? Why do some teams go straight to the top seeing their vision become a reality 

while others seem to go nowhere? 

As much as we admire solo achievement, the truth is that no lone individual has done anything of 

significant value. The belief that one person working alone can do something of significant value 

is a myth. 

‘’ For the person trying to do everything alone, the game is over. If you want to do something 

big, you must link up with others. One is too small a number to achieve greatness. That’s the law 

of significance. If you want to do something big… you must partner with others” John C. 

Maxwell 

A business is not just about the initiator of the idea, but about people who believe in the same 

vision coming together to build a business. You cannot scale a business without the right team. 

The goal you intend to achieve as a business is more important than the role and all players have 

a place where they add the most value. 

If you could get all the people in an organization rowing in the same direction, you could 

dominate any industry, in any market, against any competition, at any time. 

A Chinese proverb says, ‘behind an able man, there are other able men’. The truth is that team 

work is at the heart of all great achievements. 

What is a team? Team involves more people, giving you access to more resources, ideas and 

energy than would an individual. 

Why do you need a team? 



Team maximizes a leader’s full potential and minimizes her weaknesses. Strengths and 

weaknesses are more exposed in individuals. 

Team provides different or various perspectives on how to meet a need or reach a goal thus 

giving you access to alternatives for each problem faced. 

Individuals in a team share credit for wins and blame for loses together. This fosters genuine 

humility and authentic community while an individual takes both the blame and the credit alone 

and most times takes failure personal. 

Having a team will keep you accountable for the goal, but if you work alone, when you sense 

that you won’t be able to achieve a goal, you change the goal without accountability because 

there is no one to answer to. 

With a team, you achieve more and if you want to keep your business alive running from 

generations to generations after you are gone, you need a team. 

Why do we stand alone? 

Most people know the potential and the benefits of having a team, but why do people especially 

people in the craft business prefer to be solo players instead of team players? 

One of the major reasons we do things alone is because of our ego. We are not yet willing to 

admit to ourselves that we cannot do everything. The truth is that no one person can do so much. 

We are not super humans. The question is not whether you can do everything yourself. The 

question is how soon you are going to realize that you simply can’t. 

According to Andrew Carnegie, ‘it marks a big step in your development when you come to 

realize that other people can help you do a better job than you could do alone’.  

If you want to do something really big, let go of your ego and get ready to be part of a team. 

Other reasons we choose to work alone are: 

Insecurity: another major reason people don’t like team work is that they feel threatened 

by other people. 

“The first method to estimate the intelligence of a ruler is to look at the men he has 

around him” Florentine Statesman NiccoIO Machiavelli.  

Insecurity, rather than poor judgment or lack of intelligence, most often causes leaders to 

surround themselves with weak or unintelligent people. Only secure leaders give power 

to others. Insecure leaders hate to build teams of smart people because they are afraid that 

someone more capable will replace them.  So, they do all they can to maintain control 

over everything they are responsible for. 

Leaders who don’t promote team work undermine their own potential and erode the best 

efforts of people who work with them. 

We should not use only all the brains we have, but all that we can borrow. 



Ignorance: Some people who fail to build teams ignorantly underestimate the difficulty 

of achieving big things alone. So, they try to go alone and most of them who have big 

dreams never achieve them. When you face a challenge, the first thing that should come 

to your mind is who do I bring as a team to solve this problem? Why take a journey alone 

if you can invite others along? 

 

Actually, I must acknowledge that everyone is not naturally inclined as a team person. 

That notwithstanding, if you do everything alone and not partner with anyone, you will 

create barriers for yourself and achieve below your potential. 

It takes a team to do anything that will last. Even the most introverted person can learn 

and enjoy the huge benefits of building a team. 

 

Your business vision is more important than the role. The team was built for the vision and not 

the vision for the team. So, the only reason your team exists is to achieve the vision. If you want 

to build a winning team, everyone on your team including you must master the art of putting the 

good of the team ahead of themselves.  

They should be able to play in their areas of strength and still be willing to do what it takes to 

take care of the team. They must be willing to sacrifice their personal goals for the greater goal 

which is the business vision. 

To build a successful team, you must never forget that everyone on the team has a role to play 

and every role no matter how little plays its part in contributing to the bigger picture (your 

business vision). If your team does not have this perspective, it will hardly achieve its goal. 

Always keep your business vision visible to you and your team. Sometimes, achieving the vision 

may mean sacrificing professional satisfaction or personal glory. For example in a football team, 

everyone on the championship team does not get publicity, but everyone can say he is a 

champion. It’s all about achieving the goal only! 

So, how do individuals move from independent to becoming unified team players who are only 

after achieving the vision? 

This is not something you can achieve over night, but if you follow the following principles you 

will gradually build a team that is strong. 

Start with a vision: You must have a goal. Without a vision, you cannot have a real 

team. People especially great talents will only accept to work with you if they believe in 

your vision. You must be able to communicate your vision effectively and consistently to 

your team and help them to see it the way you do.  

The people on your team will be able to sacrifice and work together if they can see what 

they are working towards. 



So, paint the picture of your vision for your people well. Without the vision, they will not 

find the desire to achieve the goal.  

In a football match, every team member including those working in the background put 

all their arsenals and skills together just to get the goals. The only thing that matters to 

them as a team is to get the goal. This is so clear in their minds. 

 

Look at the size of your vision: when you know the size of your vision, you will know 

how long or how far away you are at achieving it. This will help you to put together your 

team quickly and set out plans on how to accomplish it. 

Put together all the resources you need. You cannot make headway as a team if you don’t 

have the right equipments, funds, facilities and so on. The more resources you have 

available as a team, the fewer distractions you will have. 

 

Get the right players into the team: when it comes to team building, the players are 

everything. You must bring the right people on board or you won’t get anywhere. Put 

people with the right skills in the right places. Don’t put a square peg in a round hole. For 

example, don’t put someone with sales skills who loves sales in the administration 

department. You will only have confusion. 

 

Throw away personal agendas: teams that win consistently ask themselves ‘what is the 

best for the rest?’ They always set aside their personal agenda for the good of the team. 

Everyone goes for the goal. As a team, the only important thing is the goal. Pursue only 

the goal and you are sure to win. 

Ensure that every member of your team knows exactly what the goal or your business 

vision is. So, communicate your vision as frequently as possible. You cannot seek to 

achieve what you do not know. Make your goal or vision clear and always in their minds 

and they will run with it. 

Write the vision; make it plain on paper and visible for all to see and everyone would be 

committed to run with it. We are all wired to want to be a part of achieving a higher 

calling; to be a part of something bigger than us. Show them a reason they need to fight 

to win. 

All the members of your team must have a place where they add the most value. 

How do I build a team? 

This is one of the most often asked questions by new wig startups. Most times, wig makers work 

alone. Sometimes, they work from home and sell online and do most of the job of wig 

production, marketing, accounting, sales, order management, customer care alone.  

They are still able to make some money doing all these things themselves, but if you really have 

it in mind to grow your business big, then you need people. When I say you need people, I don’t 

mean getting a family member to run different errands or to be doing some of the work for you.  



What I mean is getting the right people with the right skills and putting them in the right 

positions where they would be able to take the business to the height it needs to get to. 

You cannot go far in the wig business or any business at all without the right team. You need 

people who believe in your vision and are willing to go to lengths to help you achieve it. Don’t 

put square pegs in round holes. The people on your team must fit extremely well with your 

business core values and standards.  

Be quick to expunge anyone that does not fit as you would remove a virus. You have to be very 

clear about what you stand for and stick to it. 

As a team leader and the owner of the business, it’s your job to teach your team members how to 

sell, how to be great team players and how to succeed. 

Most new entrepreneurs have been conditioned to believe in some myth like if you want things 

done right; you should better do them yourself. 

This is a myth and not true. 

When you start building your team, one of the very first things you should do is to establish a 

code of conduct for your team members. This code is just a simple set of rules that has the 

capability of turning ordinary team members into champions which equals to a successful team 

that is ready to sell, hungry to learn and has a great level of accountability for personal conduct, 

performance. 

This code of conduct should articulate all the behaviours that are critical to the success of your 

business and it needs the agreement of all your team members to play out well. 

 

So, you may be saying ‘I don’t have the money to pay staff, how do I start employing people? 

How do I pay them? How do I know who would be a right fit for my business? I am just starting, 

how do I know I am ready for my first employee? 

The first thing you have to do before you start building your team is to know your strengths and 

weaknesses. Give yourself the job you have strength in and delegate the rest to others who have 

strengths or specialized knowledge in those areas. 

Doing a personal audit of your areas of strength and weaknesses, will show you where you need 

help most. The best way to build your team is to look at the big five areas of your business- the 

cash flow, marketing, process, legal and  product and find out the one you are very good at, then 

look for people with specialized skills to handle the rest.  

For example, if the only strength you have is in wig production (product development), you can 

supervise your wig making team and pay them for each job done instead of doing it yourself and 



use the remaining time to focus on marketing your products (learn if you don’t know how).  

Then you should delegate the cash flow management, legal and business process control and 

management to other skilled people. 

This does not mean that you cannot delegate marketing to a member of your team. When it 

comes to marketing your brand, you are the chief marketer. I don’t advice that you outsource 

your entire marketing to an agency outside especially at the early stage of your business.  

If you must outsource marketing, the agency should work as part of your team. What I mean is 

that the agency just like all your business advisors (lawyers and accountants) must work with 

your business as a team and should know the needs of your business inside out. You should 

always have a time you meet and brainstorm with all your advisors even if it’s online. 

 So, you can have an outside lawyer to cover for protecting your business and brand assets 

legally while your accountant covers for cash flow and tax. 

The people on your team must not necessarily be on your team full time if you are low on 

budget. You can contract some of the jobs out. You can use fiverr.com or freelancers.com to get 

cheap labour. You can also organize a team of wig makers who work for you from their homes 

and you pay them for each wig produced just like I explained above. 

Over the years I have learnt a lot about the importance of people in building a business. Let me 

tell you something that seems so obvious but not many people do it. After you have put together 

a team, allow your team or people to do their jobs! This can be very hard because most 

entrepreneurs are ‘control freaks’.  

They want to do everything themselves and find it difficult to let go. Don’t let that be you. I used 

to be like that. In fact I was worse than that. I will assign a job to someone and if I see the job 

was not done to my satisfaction, I take it and do it myself. I was a perfectionist to the core and 

delegating was not easy for me. The worst part was that I could not leave my business in the 

hands of my workers and travel. I was stuck. I had an issue with trust and it never helped me. 

In fact, if you cannot go away for several weeks from your business and leave someone who is 

not related to you in charge, then you don’t yet know how to allow others do their jobs. 

It all begins with trust. You have to trust the skills of the people and the processes you have put 

in place. It is maintained in respect. 

A friend of mine came to me once and asked if I could give her daughter a job in my company. 

This is what I said, “I don’t do that. If your daughter needs a job, she should apply. If there is a 

need for her skill and she passes the interview organized by my team she would be recruited” 

“But it’s your company, you just need to issue an instruction” she argued.  

“Out of respect for people I have put in charge, I can never issue such an instruction”, I replied. 



She left upset. 

These things are very difficult to understand for ordinary people who do not understand how 

businesses operate. If you appoint someone CEO, he is really CEO and you should not issue him 

or her instructions like a kid. 

When you let people do their jobs, trust them and give them some respect, you would have 

mastered how businesses grow big. This is how to scale a business. 

 

Be the Leader in your Business 

As a leader in your business, your job is to lead the company to allow it to grow, and serve more 

people. As an entrepreneur, you should have high people’s skills. If you cannot hire and fire 

people including yourself, then you should not be an entrepreneur.  

You should be able to replace yourself with a CEO with better skills than yourself if you know 

you don’t have the skills. Put yourself in the department you are skilled in and allow your 

business to grow. You must not be the CEO of your business! 

Your success or failure as an entrepreneur depends a lot on your people’s skills. If you have 

strong peoples skills, your business will grow vice versa. If you hire people simply because you 

like them, or because they are relatives and you cannot fire them when they need to go, then you 

have poor people skills. 

People are different, and as an entrepreneur and team leader, you need to be flexible enough to 

be able to work with different types of people with different skills, ambitions, behaviours, 

dreams and life experiences. If you can’t work well with different kinds of people and get them 

to work together as a team, your business will suffer. 

As a leader, your job is to bring the right people together to work as a team. Every business 

including yours attracts different kinds of people into different departments. For example, sales 

people are different from administration people. They are usually opposites. Treat them like 

opposites.  

For instance, you cannot ask an admin person to hire a sales person. Instead of hiring a diehard 

sales person that does not take a no for an answer, the administrative staff would rather employ a 

lovely and calm looking person who enjoys filling out forms, doing paper work and whose only 

sales experience is working as a waitress in a restaurant. 

An administrative staff thinks that paper work is more important part of sales while a sales 

person cannot stand paper work. 



Perform a comprehensive reference check before you hire an employee 

Many employers conduct a limited and incomplete reference check when interviewing job 

candidates, which can result in hiring people who are unable to perform their required duties or 

who don’t work well with others.  

A lot of people tell a lot of lies in their CV. They go to look for jobs with fake certificates and 

not really skilled in the areas they seek to get job. A comprehensive reference check you should 

conduct includes: 

• Verification of previous job titles and dates of employment. 

• Verification of educational degrees and dates of attendance at schools. 

• Verification of starting and ending salary in previous place of employment. 

• Verification of prior job role and responsibilities. 

• Inquiry as to why the applicant left the prior employer. 

• Conversations with prior supervisors as to the applicant’s strengths and 

weaknesses. 

• Inquiry as to the applicant’s ability to get along well with other employees and 

customers. 

• Inquiry as to the applicant’s ability to take on the new role. 

• Inquiry as to punctuality or absenteeism issues. 

• Reference checks with other people not listed by the applicant as a reference. 

If you find it difficult to access data for most of your enquiries and you think the person will fit 

in well, ask the person to work with your team for one month on trial to find out if you would 

employ him or her. 

The purpose of these checks is to make sure that the applicant will fit into the company’s culture 

and to ensure that they have been truthful and accurate in their resume and employment 

application.  

Use a good form of employee offer letter or employment agreement 

Oral agreements often lead to misunderstandings. If you plan to hire a prospective employee, use 

a carefully drafted offer letter, which the employee should be encouraged to review carefully 

before signing. For senior executives, a more detailed employment agreement often makes sense. 

A good offer letter or employment agreement will address the following key items: 

• The job title and role of the employee 

• Whether the job is full time or part time 

• When the job will commence  

• The salary, benefits, and any potential bonuses 

• Whether the position is “at will” employment, meaning either party is free to 

terminate the relationship at any time without penalty (although employers may 
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not terminate employees for legally prohibited reasons, such as for age 

discrimination or retaliation from sexual harassment allegations, and so on.) 

• Confirmation that the “at will” agreement may not be changed unless signed by 

an authorized officer of the company 

• Confirmation that the employee will need to sign a separate Confidentiality and 

Invention Assignment Agreement. This is necessary as it ensures the employee 

keeps everything about your business confidential. 

• If the company chooses, a statement that any disputes between the parties will be 

resolved solely and exclusively by confidential binding arbitration 

• Any stock options to be granted to the employee and the terms of any vesting 

(details usually laid out in a separate Stock Option Agreement) 

• The supervisor to whom the employee will report to. 

• Protective language stating that the offer letter constitutes the entire agreement 

and understanding of the parties with respect to the employment relationship, and 

that there are no other agreements or benefits expected (unless additional 

provisions are laid out in a handbook, which should be referenced if applicable) 

Ensure that the employee and your company sign the letter of employment, the confidentiality 

agreement and invention assignment agreement, any stock option agreement, and any first-day 

paperwork. 

Make sure all employees sign a confidentiality and invention assignment agreement 

Your business pays employees to come up with ideas, work on products, and inventions that may 

be useful to the business. Employees have access to a good deal of your company’s confidential 

information including your business’s trade secrets. 

One basic way to protect proprietary company information is through the use of a confidentiality 

and invention assignment agreement. This type of agreement deals with confidentiality issues, 

but can also ensure that the ideas, product, and inventions the employee creates that are related to 

company business belong to the company—not the employee. 

A good employee confidentiality and invention assignment agreement will cover the following 

key points: 

• The employee may not use or disclose any of the company’s confidential 

information for their own benefit or use, or for the benefit of others, without 

authorization. 

• The employee must promptly disclose to the company any inventions, ideas, 

discoveries, and work product related to the company’s business that they make 

during the period of employment. 

• The company is the owner of such inventions, ideas, discoveries, and work 

product, which the employee must assign to the company. 



• The employee’s employment with the company does not and will not breach any 

agreement or duty that the employee has with anyone else, nor may the employee 

disclose to the company or use on its behalf any confidential information 

belonging to others. 

• Upon termination of employment, the employee must return any and all 

confidential information and company’s property. 

• While employed, the employee will not compete with the company or perform 

any services for any competitor of the company. 

• The employee’s confidentiality and invention assignment obligations under the 

agreement will continue after termination of employment. 

• The agreement does not by itself represent any guarantee of continued 

employment. 

Venture capitalists and other investors in startups expect to see that all employees of the 

company have signed these kinds of agreements. In a merger and acquisition transaction in 

which the company is sold, the buyer’s due diligence team will also be looking for these 

agreements signed by all employees.  

Similarly, it will be appropriate that all consultants of the company also sign a confidentiality 

and invention assignment agreement. 

 

Make the deal clear to co-founders 

A founder is a person who has the initial idea and establishes a business while a co-founder is the 

one who goes along with that founder’s initial thoughts and helps make the new company 

flourish. Co-founders usually partly own the company with the founder as they own a percentage 

of the company’s shares as a compensation for their inputs. 

If you start your company with co-founders, you should agree early on about the details of your 

business relationship. Let each co-founder sign a founder’s agreement. Not doing so, can 

potentially cause significant legal problems down the road (a good example of this is the 

infamous Zuckerberg/Winklevoss Facebook litigation).  

In a way, think of the founder agreement as a form of “pre-nuptial agreement.” Here are the key 

terms your written founder agreement needs to address: 

• How is the equity to be split among the founders? 

• Is the percentage of ownership subject to vesting based on continued participation 

in the business? Vesting is a way of protecting your company shares against co-

founders who do not contribute much to the growth of the company but want to 

have the shares of the company.  



Your agreement should have a vesting clause that says a co-founder’s shares 

would not vest or belong to the co-founder until he/she has worked for the 

business for a certain number of years mostly 4 years. 

• What are the roles and responsibilities of the founders? 

• If one founder leaves, does the company or the other founder have the right to buy 

back that founder’s shares? At what price? Add the right of first refusal clause to 

the agreement. 

• How much time commitment to the business is expected of each founder? Each 

co-founder’s responsibilities should be clearly stated in detail especially in the 

employment agreement. Each co-founder is also an employee of the company and 

should also sign an employment agreement alongside the founder’s agreement. 

• What salaries (if any) are the founders entitled to? How can that be changed? You 

should pay a particular percentage of the company’s profit. 

• How are key decisions and day-to-day decisions of the business to be made? (By 

majority vote, unanimous vote, or are certain decisions solely in the hands of the 

CEO?) 

• Under what circumstances can a founder be removed as an employee of the 

business? (usually, this would be a Board decision) 

• What assets or cash does each founder contribute or invest into the business? 

• How will a sale of the business be decided? 

• What happens if one founder isn’t living up to expectations under the founder 

agreement? How will it be resolved? 

• What is the overall goal and vision for the business? 

Determine how to divide equity among the startup’s co-founders 

There is no one right answer to the question of how equity should be divided among a 

company’s co-founders. Everyone involved should discuss this issue and come to an agreement 

up front to avoid misunderstandings later on. If you are the original founder and brains behind 

the idea, a good argument can be made for more than 50% ownership. The split should take into 

account the following: 

• The relative value of the contributions of the co-founders 

• Vesting dependent upon continued participation in the business (you don’t want 

to give away 25% of the company to someone who leaves after a few months). 

• The amount of time to be committed to the business in a day. 

• The cash compensation to be paid as an employee. 

• Whether the co-founders will be contributing cash as an investment in the 

business. 

• Whether one person wants to maintain control over decision-making. 

 



Use consultants and freelancers to supplement your team 

At the early stages of your startup, you would likely want to have a small employee team to 

minimize expenses. A good way to fill in for specialized expertise is to use freelancers or 

consultants. That way, you avoid taking on employee costs and benefits payments. There are a 

variety of sites that can help you access freelancers, such as fiverr.com, freelancer.com, 

 guru.com, and upwork.com. 

Consider adopting a stock option plan to attract and motivate employees 

Stock option plans are an extremely popular method of attracting, motivating, and retaining the 

best employees, especially when the company is unable to pay high salaries. A stock option plan 

gives the company the flexibility to award stock options to employees, officers, directors, 

advisors, and consultants, allowing these people to buy stock in the company when they exercise 

the option. 

Stock option plans permit employees to share in the company’s success without requiring a 

startup business to spend precious cash. In fact, stock option plans can actually contribute capital 

to your company as employees pay the exercise price for their options. 

The primary disadvantage of stock option plans for the company is the possible dilution of other 

shareholders’ equity when employees exercise their stock options. For employees, the main 

disadvantage of stock options in a private company—compared to cash bonuses or greater 

compensation—is the lack of liquidity. Until the company creates a public market for its stock or 

is acquired, the options will not be the equivalent of cash benefits. And, if the company does not 

grow bigger and its stock does not become more valuable, the options may ultimately prove 

worthless. 

Thousands of people have become millionaires through their stock options (Facebook being one 

famous example), making this form of benefit very appealing to prospective employees. The 

spectacular success of some Silicon Valley companies and the resulting economic riches of those 

employees who held stock options have made stock option plans a powerful motivational tool for 

employees to work toward the company’s long-term success. 

Here’s a general explanation of how stock options are granted and exercised: 

XYZ, Inc. hires employee John Smith. 

As part of his employment package, XYZ grants John the option to acquire 80,000 shares of 

XYZ’s common stock at 25 cents per share (the fair market value of a share of XYZ common 

stock at the time of grant). 

The options are subject to a four-year vesting period with one-year cliff vesting, which means 

that John has to stay employed with XYZ for one year before he gets the right to exercise 20,000 



of the options. The remaining 60,000 options then vest at the rate of 1/36 a month over the next 

36 months of his employment. 

If John leaves the company or is fired before the end of his first year, he doesn’t get any of the 

options. 

After his options are “vested” (become exercisable), he has the option to buy the stock at 25 

cents per share, even if the share value has gone up dramatically. 

After four years of continued employment, all 80,000 of his option shares are vested. 

XYZ becomes successful and goes public, and its stock trades at $20 per share. 

John exercises his options and buys 80,000 shares for $20,000 (80,000 x 25 cents). 

John turns around and sells all 80,000 of his shares for $1.6 million (80,000 x the $20 per share 

publicly traded price), making a huge profit of $1,580,000. 

 

Have a business succession plan in place 

Who takes over your business when you get old? What if nature calls earlier than expected? 

What happens to your business? Who would take over to ensure that business keeps moving and 

growing?  

You should have a succession plan in place. You can pass ownership interest of your business to 

a family member, you can sell your business to a key employee, and you can also sell your 

ownership interest in the business to the company if the company has multiple owners. 

Whichever way you want to handle your business succession, it must be planned before hand. 

You should ensure that whoever you are handing the business to would be able to continue and 

grow the business. 

 

  



 

Chapter 8 - Sell your products and automate your sales process 
 

Everyone on your team has to be willing to sell regardless of their position in the company.  

Poor definition of who your customer is will kill your business! 

Innovation + Marketing – Cost = Profit 

There are a lot of people who know how to identify or even create a great product through 

innovation or innovative thinking and they really should make a lot of money, but they fail! 

One of the reasons is because they never knew who their customer is from the beginning. Since 

they did not know who their customer is, they never work out how to reach the right customers 

for their product. 

You have a great product or service, yet business is slow. Why? 

You are doing it all wrong. 

An entrepreneur does not just set up a store and wait for people to come and buy. An 

entrepreneur brings customers to the store. 

To be successful at selling, you need to learn how to overcome your fear of being rejected and to 

stop worrying about what other people would say about you. So many times, I have come across 

people who limit themselves simply because they are worried about what their friends would say 

if they did things differently.  

I have been there before. In fact I was shy to the point that I could not look people in the face. I 

cared so much about what my peers thought of me because in my neighborhood, everyone made 

your business their business.  

It’s not a nice feeling if you ask me. I got my freedom the day a lady friend walked up to me and 

told me I could be myself and forget about others and be who I am meant to be. That was the 

beginning of my deliverance. Now I feel so liberated. 

One of the best phrases I say to myself over and over again is, “what you think of me is your 

business and does not concern or affect me. What is most important is what I think about 

myself.” 



So, if you want to be very good in sales, you must conquer your shyness and fear of rejection. In 

fact your fear should propel you to talk to more people about your business. The more people 

you approach, the more you overcome shyness. 

When you learn how to handle rejection, how not to be affected by what other people think of 

you and learn to lead people, you will find success. 

One of my mentors would say, ‘find something and block your ears; sometimes you need to block 

your ears even from close relatives’. 

The first thing you need to do before you even create your product is to decide who your dream 

buyer is. 

What kind of customer do you want to sell to? 

You must first understand and identify your dream buyer. Your customer is not anybody that 

wants to buy wig. You should target only the people who are most likely to buy your products 

and at the price you are selling. Know your customer intimately! When it comes to acquiring 

new customers, the most basic starting point is the understanding of who they are, what their 

interests and values are and so on.  

When you understand this, you can tailor your marketing message directly for your audience 

because you will know exactly how to communicate with them to turn them into loyal customers. 

Just knowing your customer’s location, age, and gender is not enough as your competition is 

already doing that. For your message to really standout from the crowd, you must go much 

deeper. 

You need to uncover your costumer’s deepest and most primal desires, fears, hopes, wishes and 

dreams. These are the things they are thinking but don’t tell anyone. You need to move beyond 

the obvious and find out how your audience thinks, feels and acts. 

How do you identify your dream buyer? 

You can identify your dream buyer with the 80/20 rule. How? 

20% of your customers represent 80% of your revenue. Within the initial 20% of your 

customers, the 80/20 rule still applies. This means that the top 20% of your top paying 20% 

customers or the 4% of your overall customers represent 64% of your sales (calculated as 80 

times 80 divided by 100) 

This means that you can lean in on the 4% of your customers as they have the power to make 

you very rich. Once you identify this 4%, all you need to do is to learn all you can about them. 

Look at what characteristics they have in common. Start with the obvious data including age, 

location and education level. Look at the products or services they inquired about, how they 



found you or what channel they came from. This gives you valuable information you can use 

with different marketing tools to find the same kind of customers who don’t know about your 

business yet. 

Find more customers just like your 4% best customers 

So, how do you find out your dream customer’s hopes, desires, dreams, pains and fears that keep 

them awake at night?  

The first thing you need to do is to search for major keywords or search phrases around your 

product on Google. For example, you may search for braided wigs or human hair wigs, 

wholesale braided wigs and so on. You get the idea right? 

Search for those keywords on Google, on popular niche blogs, on LinkedIn forums, YouTube 

comment sections, Amazon reviews, Reddit.com, Quora.com and social media network group 

comment sections. You need to go where your audience hangs out. 

Look at what they are saying and feeling. What are they happy or unhappy with? Look at their 

concerns and questions. Pay close attention to the language they are using when it comes to the 

existing wig brands and their products. Are they complaining over and over about one particular 

issue? 

Once you have collected all the information, organize all your findings into categories of 

comments and concerns that appear the most. Check the feelings that are most dominant.  

This would help you find the gaps in the existing wig brands. This is your winning strategy and a 

way for you to tap into the minds of your audience. 

To further read the mind of your prospects and know what exactly they are asking for while 

researching for a product to buy, look at the auto suggestion results provided by Google and 

Bing and other search engines when you search for a keyword. They will give you a lot of 

insights.  

As you type in your keyword (like braided lace front wigs) in the search bar, you will see 

questions that will give you a hint of the motivations and emotions behind each search query. 

You can also use the free tool at AnswerThePublic.com. Here they allow you to type a keyword 

of choice and it shows you all the questions people have been asking related to that keyword. 

Once you know these questions and concerns, then you can provide the solution. For example, 

your keyword may be full lace wigs. When you type it in the search bar, it brings out questions 

people are asking related to it. 

This is a free tool, but has a paid option. The free option is limited to one keyword a day, but it’s 

a great tool. 



Other places to look at are Facebook groups and pages around your niche. There are a lot of 

Facebook groups dedicated to wigs and hair. You will need to join as member to be able to read 

comments in most of them. Joining most Facebook groups is free.  

In a Facebook page, look at all posts made by the page fans and the posts of the page owner. 

Check for the most engaging posts. This will give you an insight into what the market is 

discussing. 

Also, look at Quora website, and Reddit website to listen to conversations that are taking place in 

private about your market. So, once you know their concerns, you can either create a product that 

addresses the concern or market your existing product that already addresses the issue to them. 

Now you know exactly where to reach them, so you no longer need to beat about the bush 

marketing to people who don’t need your product. 

Knowing your dream buyer is everything. You can’t sell to everyone. You cannot solve 

everybody’s problems. Even though your products are wigs, you cannot target every woman 

with the same product. You cannot please everyone. If you want to grow very fast, you have to 

zero in on your dream buyer. So, choose the kind of customers you want to serve and do 

everything you can to serve them well. 

Knowing your dream buyers tells you the kind of products to offer, how to offer them, what 

channel to advertise on, the tone of your advertising materials and at what price you sell. 

A lot of business owners simply say, ‘I am targeting whoever is interested in buying my 

products’ Some say that their target customers are women who like to wear wigs. This is a good 

start but it’s too general to go after. Being more specific is important. Defining your target 

audience may seem like you are excluding other people who may also want to buy from you.  

It may seem like that, but you have to bear in mind that having a specific dream buyer does not 

mean you have to exclude people who don’t fit the criteria. The reason you are going after a 

specific group of people or your dream buyer is to be able to focus your marketing message and 

marketing budget on whichever market that is most likely to buy your products or become your 

customers. 

Focusing on your dream buyer brings clarity to your marketing message and makes it able to 

pierce through the noise in your marketplace and reach your target audience easily and clearly as 

the message was meant for them. Your message comes exactly in the language they can relate 

with addressing the problem they are facing and comes through the channel they are familiar 

with. 

Your dream buyers can be more than one. They can be segmented into different categories of 

buyer persona. Choose the segments that would be most profitable to your business. For example 

you can have a segment of customers that like to buy only made to fit wigs (custom made wigs), 



some may want ready to wear wigs, some may only be buyers of wigs made with only wool (no 

human hair or synthetic hair like deeper life Christian folks), some may only be buyers of only 

luxury wigs and so on. 

So, your dream buyers are the right people who would benefit the most from the solution you are 

providing and would pay you most for your products. 

 How do you identify your dream buyer?  

To identify your dream buyer, ask yourself the following questions: 

Where does your dream buyer hangout and congregate? You have to specify both the 

offline and the online places they hang out. Be detailed and specific. Saying ‘they hang 

out on Facebook’ is too general but saying they hang out in Uche’s Facebook group for 

wig lovers is more specific and actionable. Here you know exactly where to go to market 

to them. 

 ‘Likes the outdoors’  is too general but likes to go to church every Sunday with her 5 

children is more specific and shows habits and values. 

‘Reads magazines’ is too general and not targeted enough. But obsessively reads Ovation, 

vogue magazine etcetera is more revealing. This shows you exactly where you can find 

them. Once you know where they usually go, it tells you where you should advertise, 

what you should advertise, the tone to use and the language to use. 

Where does your dream buyer get their information from? When your dream buyer 

is researching for information about buying your kind of products, where do they go to 

get the information? Do they go to Google? A particular blog? Magazines? YouTube? 

Write your findings like a sentence. For example, when Chika is looking for information 

about wigs, she first searches on Instagram with her android phone. 

 

What are their biggest challenges and frustrations? You have to know what it’s like to 

walk in your dream customers shoes. Identifying their deepest pain and frustrations will 

help you to create a better product that addresses their pain points and problems. 

 

Example of your dream customer’s pain point maybe ‘I wish I can get a good fitting wig 

that does not  always fall off my head’ or I wish I can just order for a wig now and get 

exactly what I want within 1 hour or  I wish I can get a wig that does not look so bulky 

and looks so natural that it can pass for my real hair and so  on. 

 

Your dream buyer’s frustrations and challenges are  integral to the products you offer. 

What you are  selling must solve their deepest problems which would make your dream 

buyer to happily part with her money for you to solve the problem. 

Also, knowing their deepest challenges and  frustrations will also determine the emotions 

you speak to them in your sales copy and advertising materials. 



There are a lot of emotions you can speak depending on what the problem they  are 

facing is. There are emotions of sadness, fear, anger, desire, and hope for  something 

better. 

 

When you speak exactly what your dream buyer is  feeling, you would be able to 

connect with them emotionally and they would be able to say yes to your  solution to 

their problem which is your products. 

 

For example, when your dream buyer sees a  testimonial from your customer who  solved 

their biggest frustrations and challenges with your products, then they are more likely to 

buy from you as they can see the transformation in someone else. 

 

What are their dreams, hopes and desires? Knowing their dreams, desires and hopes 

will help you paint a clear picture of what life could be like after using your wigs. You 

would be able to sell the dream of the Promised Land to them in your website, landing 

pages, social media copies.  

For you to be able to paint a picture they can connect with, you need to know where they 

are now and where they would like to be. Your solution or product should be able to take 

them to their dream land (how they want to look, how they want to feel and how they 

want their friends and family to see them). 

 

Here is an example of how you should write your copy to speak to the desires of your 

dream buyer. It would be your customers dream to buy a wig that looks so natural, fits 

her face so much and keeps getting her compliments from all her friends, family and 

strangers even after using it for one year. 

So, your copy could look something like this: 

“Rida’s wigs will give you a natural look, lit up your face, and get you compliments not 

just from family and friends, but also from strangers even after using it for one year”. 

How does this message make you feel? You feel like ordering that product right away 

right? Yes, it’s because you are speaking directly to their desires, hopes and dreams. Add 

a good picture of your wigs to this kind of words and you are sure to get sales. Also, 

ensure to deliver on your promises. 

 

What are their biggest fears? 

What are your dream customer’s deepest fears? What keeps them up at night tossing and 

turning and unable to sleep? What do they consistently worry about related to buying or 

using wigs? 

Deeply understanding your dream customer’s deepest fears is very important in creating 

your customer’s avatar. Addressing your customer’s fears in your sales copy and adverts 



is a very important element to get your dream buyer to take action and move away from 

what they fear most. 

 

For a customer who has had a bad experience with a wig; who bought a wig that fell off 

her head on the road and in the presence of her co-workers; what would be her desire if 

she is to want to buy a wig again? She would definitely want a tight fitting wig that will 

never fall off her head. She would be happy to buy from you if you can address that fear 

of being embarrassed in front of her friends. No one wants to look stupid in front of 

friends. We all want to look trendy, top notch and well put together.   

Your copy can look like this: 

Have you ever bought a wig that fell off your head in public? It was very embarrassing 

right? Rida’s wigs are fortified with extra and adjustable elastic band that ensures your 

wigs stay glued to your head even if you perform acrobatics wearing it. Get yours here. 

 

What is their preferred channel of communication? 

Where do your customers like communicating to your business from or where would they 

prefer your business to communicate with them from? Is it via email? Is it via text 

message or in person? Communicate with your dream buyers where they already are.  

You can also use a bait to make them subscribe to your email list, so you always reach 

them from there. But, first you must go to where they are to reach them. 

 

What phrases, exact language and vernacular do they use? 

“Enter the conversation already taking place in your customer’s mind”Robert Collier 

There is already a conversation going on in your customer’s mind and there is already a 

language and terms being used in your customer’s mind for their hopes, dreams, pain, 

fears, and desires. Your job is to listen and write down the exact phrases they use and 

store them in a spreadsheet to spark ideas for your sales copy on your website, social 

media, landing pages and adverts. 

 

People are more attracted to businesses that speak their languages, get their sense of 

humour or share the same point of view. Every time they read your copy, your goal 

should be for your dream buyer to say, “wow, it’s like they are directly talking to me”.  

 

 What does a day in your dream customer’s life look like? 

You need to know your dream customers to the tiniest details. What is their day like? 

What do they do at every hour from morning to night?  How do they spend their 

weekends? Do they have children? 

Your dream buyer’s day may look something like this: 

6 am – wakes up with the sound of an alarm from her mobile phone 

6:15am – prays and does personal meditation of favourite spiritual book. 



6:30 am - warms up her body with dancing exercise 

6:50 am – prepares her two kids for school 

7:30 am – drops her kids in school on her way to work in her Toyota Camry car 

8:00 am – Gets to work 

8:30 am - first checks all official emails and calendar  

9:00 am – responds to all the emails 

10 am – Attends a meeting to discuss the current project 

12:00 noon – Does more office work 

1:00 pm – Goes for launch to eat roasted plantain with smoked fish and palm oil stew 

1:30 pm – on her way back to the office, checks Facebook, Instagram and whatsApp 

2:00 pm – Brainstorms with team members on better marketing strategies 

4:00 pm- sends more businesses proposals to new prospects 

5:00pm – has a meeting with suppliers 

6:00pm – drives home to meet with family 

Imagining and noting down what your ideal customer’s life looks like adds an incredible 

personal element to your marketing. You will also know the ideal time to email them 

because you would know when they are likely to respond and when they would be most 

attentive. 

Your dream buyer is a completely different person at 8am on a Monday than at 6:30pm 

on a Friday. You have to know this and consider using it to your advantage while 

marketing. 

 

What makes them happy? 

Your clients are emotional beings and want to interact with brands and people that make 

them feel good about themselves. Where are the touch points in your customer’s journey 

that you can infuse with surprises? Do unexpected and remarkable things for your 

customers that would make them to smile. They would love you for it. 

 

It does not need to be expensive. Your surprise can be as simple as a handwritten thank 

you note in all wigs purchased, a personalized email sent on their birthday signed by you 

the CEO. 

Inserting happiness into your customer’s journey can create a deeper level of emotional 

connection that cultivates raving and loyal fans for the long term. 

 

The result 

After answering all these questions, write a paragraph summarizing your findings. It 

could be something like this: 

Eby the dream buyer of Rida wigs 

 Eby is a busy working class mother of 2 who loves to always look trendy and on point. 

She also wants to be able to spend more time with her family. She prefers to wear wigs 



than to have her hair made. She is always searching for latest wig styles and trending 

hair grooming tips on Ella’s wig trends Facebook group. This is her favourite past time.  

 

Her biggest frustration is finding a wig that fits her face and can stay put on her small 

head without falling off. 

When she is searching for wig to buy, she uses Google on her ipad while relaxing on her 

bed at night before sleeping. 

She obsessively watches Elle’s beauty channel on Youtube. 

Her greatest desire is to always look well put together with less effort and in less time so 

she can have more time to spend watching Jim Jam cartoon channel with her kids. 

 

The end result is a much deeper understanding of where and how to reach your dream buyer and 

how to speak to them. Defining your target audience is one of the hardest parts of starting a 

business, but once done, everything falls in place. All you need to do is find out which medium 

to use to reach them effectively and which marketing strategies they respond to. 

After finding who your dream buyer is, the next and very important step you must take is to 

create irresistible bait for your dream buyer. A bait could be a helpful information like a free e-

book, video, free report in your niche that you know your dream buyer would greatly value and 

give it out for free in exchange for their email addresses.  

Identify the prospects who are interested in the kind of wigs you are selling but who want more 

information (to be able to make purchase decisions) which you are going to give to them for free. 

This way, they will have more of what they need to make an informed decision and move up the 

pyramid from the research phase to the buying phase. 

This helps you to generate more leads while positioning yourself as a trusted authority almost 

immediately even if nobody has heard of you before! 

You can create a free short eBook about how to care for wigs properly and then run an advert 

that says something like: WARNING: Do not buy a new wig before reading this eye opening 

Free report …What you don’t ‘know about caring for wigs is costing you lots of money. 

So many people would be compelled to read your advert and get in touch with you for your free 

e-book. So, you collect their emails in exchange for the e-book and market more to them. 

Now, you are drawing your prospect to your business with a promise of value and most 

importantly, no sales pitch. This is not the place to market your wigs. Here you are helping them 

with more information. You are first giving them value to gain their trust and to make them see 

your business as the right source for their wigs. 



The goal of the bait is to offer your prospects incredible value in form of the solution to a 

problem they are currently struggling with without asking them to buy anything in return. In 

return for all the value you are providing, all you ask for is their email address and name. Please 

ensure you deliver what you promised. It must really be valuable to avoid pissing people off. 

This is the first exchange of value your prospect has with your business. So, make it something 

worthwhile. You can’t simply trick people into giving you their contact details and then send 

them a crappy ‘e-book’ that can only pass for a promotional piece about your business. The goal 

is to wow them with this experience. 

If done right, this will prompt a conversation to take place in their mind like: ‘if this is what they 

are giving out for free, imagine what their paid products would be like!’You want to put your 

best foot forward. 

However, you must set up a website or landing page before creating your bait as you would need 

a place to place your bait and that is where you would be sending your prospects to. 

Marketing is about first offering value to your customers without asking for a sale in return. 

People don’t like to be sold to. They want to be the one making buying decisions because they 

want to, and not because someone pushed them to buy. Your job is to open their eyes to the lots 

of benefits they stand to get if they deal with you and leave them to make their decisions. 

So, while every other person is screaming buy my wigs, my wigs are the best, you are busy 

building goodwill by showing people you could help them by actually helping them. When they 

want to buy wigs, who do you think they would go to? You! Why? Because you have already 

built trust and they see you as an expert that can solve their hair problems.  

You can include information in your e-book that will move them up the pyramid faster to buy 

from you. You can provide a link to a promotion you are running on your website for your wigs. 

So, while reading your free valuable information, they may decide to grab the offer through your 

promotion link.    

So, with this kind of marketing, you are speaking to people who are not yet ready to buy but who 

are curious about what you sell. 

Let’s look at the larger market formulae. 



 

The larger market formulae 

The larger market formula breaks down the entire audience of buyers in any market into four key 

categories: 

At the top of the pyramid in any market at any time, 3% of people are in the buying mode. If you 

pick up a newspaper or see adverts on Google that says something like ‘we have the best wigs on 

sale in different styles.’ These kind of adverts are actually directed at that 3%, and the 

conversation goes like this-  

Prospect: “I need a wig for a function tomorrow’ 

Seller: “will you like to have this curly human hair wig?” 

Prospect: “Yes, please” 

That’s not hard. A high percentage of the 3% will buy. You might get a few objections like I 

want it longer or I want it shorter. That’s not hard to fix. 

The problem with focusing on only the 3% or using this kind of marketing approach is that your 

competitors are going hard after that same 3% too. If you split up that 3% of easy customers 

between you and your competitors, you are never going to make much money. 

The money is in the 37% of people who are saying “I need to have my hair done. Should I make 

it in a salon or go for a new wig?” 

They are either gathering information (17%) or problem aware (20%). How about those who 

don’t even know they can have a quick hair do with a wig which would still look natural? This 

market is a whopping 60% of all the people in your market. You can decide to take care of the 



market that is being ignored and transform them into loyal customers who continually buy from 

you. 

These 97% are cold traffic and fast selling does not work with cold traffic. These people have no 

idea who you are. It’s like asking someone to marry you on a first date! 

Your goal should be to move the 97% of potential customers up the pyramid faster than the 

competition. Even disinterested prospects can turn into lucrative customers if you know how to 

approach them. The problem is that most people treat every lead like the 3% who are ready to 

buy now. They have no systems in place to capture and nurture the other 97%. 

To reach the 97% who are not ready to buy now (but could be soon), you have to educate them. 

When a prospect is not informed or knowledgeable on a subject, they are in a state of uncertainty 

and people don’t buy in this state. The more they know, the more likely they are to buy. 

The beautiful thing is that if you are the one educating them, you are also ensuring that when 

they reach the buy now stage, they are more likely to buy from you. To do this, your message 

must be powerful, insightful, inspirational, entertaining, informative, education based and not 

just a promotional piece about your business. 

With this technique, you will no longer be chasing clients; instead they would be raising their 

hands up and be requesting to speak with you. They would want you to help them and will start 

calling you to enquire about your products. This is the best way to attract customers to your 

business. 

The key is to put in place a system that attracts, educates, nurtures and gets prospects to act! 

When you have a system that takes cold traffic from Facebook, Google or any other channel and 

warm it up through your educational content, you are only talking to interested prospects and not 

time wasters. 

Educate your prospects so they know more about solving their problem and they are empowered 

to make a better buying decision. You can answer your most frequently asked questions from 

customers and put them in an e-book, video, report format and give them out for free.  

You can also use your most frequently asked questions and nurture prospects on autopilot 

(messages you would be sending to prospects who gave you their email addresses in exchange 

for your high value freebie.) 

As you are giving them information, you are also moving them up the pyramid. Then position 

your solution as the obvious choice and make them an irresistible offer by offering them 

discounts, free deliveries, and so on. 

So, how do you create an auto pilot educational system to warm up prospects? You use a sales 

funnel. A sales funnel is a controlled path an online user takes to become a website visitor, then a 



prospect and finally a customer. It’s a way to convert prospects from uninterested into your best 

customers. 

A sales funnel shifts a prospect up each stage of the pyramid over a period of a few weeks. A 

sales funnel starts with you collecting the email of a person interested in your high value free 

report. (You can set up Mailchimp newsletter for collecting emails and sending newsletters to 

prospects. It has both a free and a paid version. You can start with the free version and upgrade 

later.)  

Now the person is a part of your email list. You can now set up educational, inspiring and 

entertaining emails that you can set to go out at different intervals during a period of 8 weeks. 

Each email is building your prospect to buy your product at the end of the day and they are also 

enjoying the free value you are giving to them in their inbox. 

So, at the end of 8 weeks, each prospect has received the same emails sequentially according to 

when they joined your email list. Throughout the 8 weeks you may prompt them to buy your 

products 2 or 3 times with your promotions. These people are no longer strangers to you or your 

business. They know you now and must have come to like you to remain on your list. 

So, when you reach the end of your email sequence for 8 weeks, you will see from your 

newsletter service dashboard (for example Mailchimp) the people who have been able to buy, 

and how the rest have been responding to your emails. So, you would be able to segment the 

people on your list and market to people who have already bought from you differently by 

showing them other products they may be interested in. 

The people who have not yet bought, you can keep sending them more informative and 

educational content and prompt them to buy once in a while with your promotional offers. 

 

Market Your Business Like Crazy 

To succeed in business, you need to continually be attracting, building, and educating your target 

market. Make sure your marketing strategy includes the following: 

Utilize SEO (search engine optimization) so that people searching for your products and services 

online might find you near the top of search results. Ensure you optimize your website with the 

right keywords so when prospective clients search for your kind of wigs, your website would be 

among the first to show up in Google. Optimize your product images too with the right 

keywords. 

Use social media to promote your business (LinkedIn, Facebook, Twitter, Pinterest, etc.). 

Engage in content marketing by writing guest articles for relevant niche websites. 

Issue press releases for any significant events. 



Network continually. 

Drive Traffic to Your Website and landing page 

The key ways to drive traffic to your website are as follows: 

Pay Google, Bing, Yahoo, or other search engines to send traffic to your website (an example is 

the Google Adwords program). 

Build a great site with lots of high-quality, original content that is search engine optimized. 

Have a smart social media plan to drive traffic from Facebook, Twitter, LinkedIn, and other free 

social media sites. 

How to create content for Adverts 

Now that you know how to create a sales funnel, you need to know how to create the kind of 

adverts and content that will draw people to your landing page or website. 

 Content marketing is simply writing free to view posts either on social media or blog or any 

kind of media that provides value to your target audience, helps you build trust in their eyes and 

makes you look like an expert in your niche. 

Without great consistent content, you will find it difficult to break into your niche or have people 

hand their money to you. You may be wondering what writing great content has to do with 

selling wigs. My answer to you is everything. 

Whatever it is you are selling, you need to communicate to your dream buyers to be able to sell 

it. Your written communication is what is called content marketing. 

How do you create content that will attract your dream customers? 

A great content begins with a brilliantly written headline that can make your target audience to 

stop and check your post. An example of a good headline can begin with ‘what everyone ought 

to know about…’ This kind of headline is attention grabbing because it presupposes that 

everybody wants to know that and also assumes that there are things you don’t know. 

To create the kind of content that will attract your dream buyers, you have to learn the art of 

storytelling. Human beings love stories because stories grab attention.  

The job of an advert is not to sell but to create intrigue and get the prospects to raise their hands 

and say ‘I am interested. Tell me more’. 

For instance, when you are scrolling through your Facebook feed, what is it that makes you stop 

scrolling to check a post out? Stories! That’s right. Imagine if you could use that same strategy to 

stop millions of people who are interested in buying wigs to stop scrolling and check out your 

post? 



Most times as business owners, we know a lot about our wigs. In fact, we have become subject 

matter experts on our wig’s features and all the technicalities surrounding the wig product. We 

get stuck in the cycle where we think that everyone knows what we are talking about when we 

talk about our products and what they can do as if everyone knows and understands about wigs 

and why they should buy them. 

The fact is that most of your customers may not understand what you are saying and may not 

even care about the features of the wigs. 

All they want to know about is how your wigs will help make their lives easier, better and what 

makes it the top choice at the moment from other wig sellers? 

This is where the power of a story comes in. From a young age, we were told stories and fables. 

Those fables where meant to instill morale values in us. 

Just like you still find stories appealing, so do your customers. 

When we tell a story about a product, people are more apt to feel familiar with the product and 

would be more receptive to your content that is trying to make them see themselves owning that 

product. 

So, don’t focus so much on the features of the product like glueless wigs, made with lace closure 

(which every other wig seller is already doing) and so on and focus more on the experience your 

wigs would give to your dream buyers. This does not mean you should not describe the features 

of your wigs.  

By all means you should do that but let your focus be more on the experience or benefits your 

customers would have using your products. 

When you are writing your content, focus on what makes your dream buyers want to buy wigs. 

Ask yourself “why do people buy wigs?” People have different reasons they buy wigs. For some 

it could be convenience, to have more time for other things, to save money, to save time, to be 

able to change their hair style whenever they want, to disguise thinning hair, to protect their 

natural hair from harsh treatments and so on. 

When you have discovered why people buy wigs, use it and create a story. For instance, you can 

create a funny story about how someone example a bride was so busy to the point that she forgot 

to make her hair till the wedding day and a wig came to save the day and ask people if that could 

have been them. 

You can use videos to create this kind of story and post on social media and see how engaging it 

would be. 



You can also tell stories of how your wigs helped your customers; with their permission of 

course. You can have your customers share their testimonials on your social media page wall. 

Also, don’t forget to share helpful and valuable contents that will teach your dream buyers things 

about wigs and hair grooming like how to care for wigs, how to style wigs, wigs styles and so on. 

You can use stories to alley people’s fear about wearing wigs. Some people who have never 

worn wigs believe that wigs can fall off your head, or that everyone will know they are wearing 

wig or that the wig will look unnatural. 

You can use stories to do a lot of things. 

So, while creating your story, make it very short and attention grabbing. Video is always better 

especially on social media. You can also use images, but videos are more engaging. Use Canva 

App to create your videos. It’s very easy to use. Make sure your videos can be understood even 

with the sound off. Your videos should be 15 seconds long or less as people have less attention 

life span. You want them to understand everything you want to say in 15 seconds. 

Frame your image content in ratio 1:1 or as a square or vertical image. It’s always better. 

When you are done with creating your content, ensure you add a call to action. A call to action is 

something you want people to do at the end of viewing your content. Your call to action should 

be in line with the end result you want to achieve with the content.  

Example, your call to action  could be buy now (if you want to send them to where to purchase 

your product), learn more (if you want to send them maybe to your website or Facebook page so 

you collect their contact details in exchange for a valuable free offer and market more to them 

later. This type of content is called a lead generation advert) and so on. 

For your lead generation adverts you can say ‘we can’t cover everything here as it would take 

several volumes and naturally you probably have further questions. We would be glad to send 

you a PDF copy of the full article at no charge and no obligation. Just click on learn more button 

below and send us your email address and we would send it’. 

Steps to creating your content 

Before you start creating your content, the first thing to do is to create your social media pages. 

Which social media platform should you start with? There are different social media platforms. 

The social media platform to start with depends on the age and gender of your target audience.  

According to Statista, in July 2021, it was found that 12.5% of total Facebook active users 

worldwide were women between the ages 25 and 34 years while male users between the ages of 

25 and 34 years constituted the biggest demographic group on Facebook which was 18%.   

This means that Facebook has more of male population than female population. This does not 

mean you should ignore Facebook if you plan to sell wigs only to women. Facebook currently 



has 2.89 billion monthly active users making Facebook the biggest social network worldwide. 

12.5% of 2.89 billion monthly users is a lot of traffic that should not be ignored. 

According to Statista in February 2021, there are 1.74 billion Instagram users worldwide. 32.1% 

of Instagram active users are between the 25-34 years while 29.9% are between the ages of 18-

24 years. 

There are a lot of other social media networks like LinkedIn, Twitter and so on. Choose one and 

start promoting your brand. 

The determining factor for choosing any social media platform for your business is if your target 

audience is there. You want to be where your dream buyers are. When you have discovered the 

platforms where your dream buyers are, I advise that you start with one social media platform, 

master it and move on to the next one if your target audience is there. 

Don’t try to be everywhere at the beginning. Start with one platform and when you have 

mastered one, add the next one and keep growing your followers. 

For a wig business that sells fashion wigs, I will recommend you start with Instagram. Instagram 

is great for wigs because its image and video based. Also, Instagram has more of young people 

between the ages of 18-44 years which is 78% of total Instagram active users of 1.74 Billion. 

People between the ages of 18-44 years buy wigs to make fashion statements. 

When you have mastered Instagram, you can go to Facebook. 

However, if you want to focus more on the older population, you can start with Facebook that 

has 11% of female users (above 44 years) out of its 2.89 billion active monthly users. 

When you create your social media page, if you want to grow it and have lots of followers, you 

must post something every day. Your social media page is like your store. The day you do not 

post is the same as the day you did not open your store. 

You don’t necessary need to be creating posts every day. You can create all posts you want to 

post for a week and schedule them to post at a particular time. So, when that time comes, the post 

goes out automatically. You can use the Hookie app to schedule your posts to save time. 

So, when creating your content, use images, videos or words that your target audience can relate 

with. 

Plan your social media post content 

Your content must be engaging. For example, you can share the story of how your business 

started or a story of how your business is giving back to the community, or even how your 

products are created showing your workers at work. People don’t always want to see a prim and 

proper looking business; they also want to know the other side of your business. 



These are different categories of content you can share on social media: 

• Contents that inspire 

• Contents that are entertaining and 

• Contents that are informative 

Any of your content should fall into any of the above categories. These are the kind of contents 

people like to read and share on social media.  Don’t just keep posting promotional post on social 

media.  

I have seen people who just post only their wigs on social media and ask people to buy. You may 

never make a sale if you follow this route. People don’t always like to be sold to all the time. It 

seems too pushy.  

Use your content to educate your audience about wigs, the beauty industry and the different 

benefits of wearing wigs. Marketing is about sharing knowledge. The fact that you make wigs 

and know so many things about the beauty industry does not mean everyone knows that too. So, 

educate them and they would love you for it. 

Your content must make people to trust you as the go to place for their wigs. Your content 

should position you as an expert in the wig industry. Don’t just post your products.  Educate your 

audience what makes your wigs special without sounding too pushy. Show people behind the 

scenes videos of your business. People don’t want to only see the finished products. Educate 

them about wigs. Show them different styles, how to wear, maintain wigs, trends and so on. 

Your dream buyers will only buy from you after they trust you. A customer has 3 major steps in 

its journey to purchase any product. This is called a customer’s journey and the stages are: 

• The awareness stage: They first get to know you. At this stage, your dream buyer 

is doing information gathering. This happens the first time they come in contact 

with your marketing content or post. This can occur maybe in form of a short 

video, a slideshow or image posted by your business. 

• Consideration stage: Here they get to like you and trust you. This happens after 

they have come in contact with you. At this stage, they already know about your 

business. Then, they see your other posts that helped them in some way. You earn 

their trust as an expert. It’s after they trust you that they would be willing to buy 

from you.  

 

Here they believe your wigs or services are what they need to take care of their 

hair grooming needs. This could come in form of a phone call, a chat message 

asking questions about your business or products. When they start asking 

questions, they are at the consideration stage and are likely to buy from you. 



• The conversion stage: They buy from you. Here they change from potential 

customer to customer. For someone to become your customer, they must be 

willing to buy your products and able to pay your price. Your marketing should 

be to people who are able to buy, so when they reach the conversion stage, they 

buy. You don’t want those that are willing to buy but cannot afford your product. 

This is why you should focus your marketing only on your dream buyers and not 

just anyone who wants wigs. If you plan to sell luxury wigs, you can’t target 

everyone.  

 

You should target people who like your particular type of wig, in a particular 

demography. For example you can target women aged 24-44 years who have a 

career, earn an average of $10,000 a year, live in an urban area, like to attend the 

cinema and are beauty conscious.  

 

So, when you have described your customer like this, it will help you to create the 

kind of content that resonates with them. 

 

If you do not know your dream customer, you would be like someone beating the 

air. You need to know exactly who you are communicating to in detail. So, you 

can hit your target without missing. 

 

 

  Diagram: Customer’s journey (Sales funnel) 

If you look at the funnel above, you would notice that it’s not everyone who got to know about 

your business (awareness stage) that will buy from you immediately. Some people remain at the 

awareness stage for long and never move to the next stage, while some will just ask questions 

about your product (consideration stage) and never buy. 



This does not mean that someone in the awareness stage or consideration stage would not buy 

from you eventually. It may mean that they are not yet ready to buy, but may consider your 

business whenever they are ready to buy. 

Your job at this time is to find a way and collect their contact details like names and email 

addresses so you keep reminding them about how your products can help solve their problems by 

consistently sending them valuable content. Eventually, when they decide to buy, they would 

choose your business instead of from your competitors. 

You can collect their contact details by setting up a landing page. A landing page is just a page 

on your website that offers your visitor a freebie they are interested in, in exchange for their 

contact details. Your freebie may be an e-book on how to style wigs, a short video on how to dye 

their wig at home and so on. Something you know your audience would find interesting and 

would be willing to part with their contact details to get. You get the idea, right? 

Building a sales funnel is the most effective way to promote any product on a social media 

platform. Sales funnel, as we have discussed above is a process where you implement series of 

steps to convert your traffic into loyal customers. The most essential steps to build sales funnel 

are: 

• Creating a landing/squeeze page 

• Having an email auto responder 

Creating a landing page is the starting step in creating sales funnels. The purpose of having a 

landing page is to collect people’s contact details like emails. After collecting the email 

addresses, you can redirect them to your product page and if they don’t buy at first glance, you 

can re-target them via your emails using the auto responder emails. 

To build a landing page, you need a newsletter service like Mailchimp. You can use both their 

landing page builder and auto responder service for your emails for free for the first 2000 

subscribers. This should be enough when you are just starting. As you grow, you can go for their 

paid plan or choose another newsletter service company. 

You can easily build a lead capturing landing page from Mailchimp pre-made templates so you 

don’t need to build it from the scratch. After creating a landing page, you then connect it to the 

auto responder to collect emails from your subscribers and retarget your leads with a sequence of 

pre-written emails you already set up. 

Another thing you need to consider while creating your content is that you must be able to 

describe your business and what makes it unique. How would you describe your business to a 

friend in one minute? Remember you are not in the business of making wigs. For example, you 

could say, ‘we are in the business of making women look beautiful by providing them with 



quality wigs at affordable prices’ or ‘we are in the business of helping women make fashion 

statements at all times by providing them with trendy wigs’ and so on. 

Can you see the difference between ‘I sell wigs’ and the above? 

You will describe your business in the language of your ideal buyer! What problem is your ideal 

buyer trying to solve by buying your wigs? That is what your business is. Your business is to 

solve that problem. So selling wigs is not your business. Your business is about solving the 

problem of your ideal buyer. Period! 

So, when you talk about your business, you describe your business in terms of the problem you 

are solving. Not in terms of the product you are offering. 

Create different content for different customer segments 

You can have 2 or more customer segments your business is servicing. Customer segmentation 

means grouping your customers according to different categories like interests, age, and gender 

etcetera, and marketing to them differently. When creating content, you don’t create the same 

content for all customer segments. For example if you sell wigs to busy women (your language 

would be about convenience and saving time). The reason is that, the major problem they want to 

solve when it comes to their hair, is a way to get their hair made in little or no time. So, your 

business fills that need. 

You may have another customer segment like selling high end wigs to women. The language you 

use in your content would also be different. These people want luxury wigs. So, your language, 

images, videos should speak luxury if you are to capture that customer segment. 

Use the right images that represent the age group you are marketing to 

 If you sell wigs to let’s say old women suffering from hair loss, you need to use images of old 

women like your target audience wearing great looking wigs.  

Don’t use product images that have clutters in the background except what is in the background 

is part of what you would like your audience to see. If your product images have clutters in the 

background, you can remove the background at remove.bg website. This free website allows you 

to upload your images and will remove the background for you. You download the image with 

clean background after the background is removed. 

You can use the Mojo App to create stunning videos for your social media posts. This is a free 

App. You can download it from Google play store for Android phones. If you have iphone, you 

can download RIPL App for free. 

You can also use Canva for both videos and images for your social media content. Canva also 

has a free version which maybe enough for what you want to create. You can either use 

Canva.com website or the App for android phones. 



If you are communicating to young people, use images of young people, use their language and 

slangs; otherwise, they will see it as not referring to them. 

When creating a photo of your wigs, create a colour contrast in the background. You can use a 

wall paper to make your picture stand out. White or cream coloured background without any 

clutter is always the best for product images. 

How to grow your social media fan page faster 

• Post everyday and remain consistent. Two posts a day is ideal. Tell your fans 

what to expect everyday and deliver on your promise. Growing social media fan 

page is work. This is why I said you should focus on one at a time so you have 

time for other things. 

• Make connections. The world is now a global village. You can connect with 

anyone anywhere in the world online especially on social media. Go to business 

pages or groups that are already serving people in your target market. From the 

page or group, go to individual profiles and read their comments, like and leave 

useful comments. You can also follow these individuals. Most of them will follow 

you back and they will discover you in the process. 

 

What I am saying in essence is that you should not just create social media fan 

pages and leave them like that. Use them to engage with likely prospects. 

 

• Stay top of mind: Keep posting valuable content and keep posting consistently. 

People will discover you on their own as most of your content will appear in 

searches on Google. You can grow your social media to thousands of followers 

within 6 months by just posting valuable content consistently especially when you 

post on fast and frequent channels. (more on this later) 

 

• Deliberately comment on other people’s posts that you know may be interested in 

buying from you or people who are following people in the same industry with 

you. How do you know people who may be interested in buying from you? They 

are already buying similar or something close to what you are selling or a 

complimentary product.  

 

For example, if they are already following a hair extensions business, you know 

they are likely to buy wigs too. So, you follow them, comment on their posts, and 

give an explanation of how to do something they may want to know about if that 

is the topic for discussion – just to help. Show them you are in the industry and 

this will position you as an expert in their eyes. 

 



Also, reach out to other businesses in the same beauty industry with you to 

collaborate with them. 

 

Fast and frequent channels are places on social media platforms where the content 

you post disappears within 24 hours. I will recommend you post your content on 

fast and frequent channels apart from posting them directly on your business 

page.  

 

When you post your short stories there, you gain fast visibility and visibility 

equals conversion or sales. 

 

These channels have a lot of daily views. The fast and frequent channel on 

Facebook is the Facebook stories; the fast and frequent channel on Instagram is 

the Instagram stories. You should also consider using whatsApp fast and frequent 

channel which is whatsApp status. 

A lot of people go to the whatsApp status every single second.  

What you are selling is access to knowledge. You can organize free short training 

about how to style wigs for example and post it on any of these fast and frequent 

channels. 

You can take short videos of you doing things for your business. For example you can create a 

video of your business behind the scene where you are producing the wigs, or where you are 

shopping for wig making accessories. This shows them all you do to ensure they get quality 

wigs. Then once in a while, post videos and images of your products and promotions. 

Don’t say that your content is not good enough to be posted. This is one of the reasons a lot of 

people fail to post content on social media. They believe it’s not good enough. So, they keep 

working on the content and sometimes end up not posting it. If you post on the fast and frequent 

channels, the content will disappear within 24 hours. So, you should not bother with so much 

perfection. 

Another thing you need to note as part of your content planning is that content is about exciting 

your audience. How do you excite your audience with your content? If for example, you are 

planning a birthday party, tell your audience about it. Use a countdown. Make it fun and they 

would be expectant. 

If you plan to post about caring for wigs, let them know what to expect and deliver on your 

promise. 



Evaluate your post’s photo and videos 

Does your social media profile show only your products? Tell stories unique about your business 

and don’t look bigger than you really are because people can tell how big or small your business 

is from afar. 

Also, create content in bulk. Create a quick draft and schedule of future posts. Facebook page 

manager App (Facebook Suite) can help you with scheduling content that would post itself on 

your scheduled date. This allows you to create content in bulk. 

Measure the effectiveness of your content on social media and website 

‘You can’t manage what you can’t measure”, Peter Drucker. You need to be able to measure the 

effectiveness of your posts on social media. If you don’t measure your progress, you won’t be 

able to know whether your business is going forward or backwards.  

If for an example you choose to start with Instagram, to measure your progress and how your 

followers and prospective clients are engaging with your posts, you should look at Instagram 

insights. This is also applicable to other social media platforms. 

To check insights on your Instagram business page, open the app, then go to your business page 

and at the top of your page, you would see 3 dots. Click on the dots and look for insights. 

Here you would see insights for example for the past 7 days, 30 days, total number of people 

engaging with your content and which content is performing best. So, when you know the kind 

of content that is performing best, you post more of those contents later to get more engagement. 

On your website, you should be able to know what is going on your website by checking Google 

analytics. Google analytics will show you things like who visited your website, from which 

country they visited from, which page they engaged more with, how long they stayed on your 

website, what they clicked on while there and so on. 

When you know which country most of your website visitors come from, you would be able to 

tailor your content to suit them.  

Acquiring customers using Instagram adverts 

Before you can start advertising on Instagram, be sure you know your audience well; you must 

know the kind of content they like. 

To know the kind of content your audience likes, first post different kinds of content for a month, 

then look at the insights to know the one your audience engages with most and then create that 

kind of content as advert. 

How to advertise effectively on social media 

Facebook adverts work on interest based targeting. This means that your adverts would be shown 

only to people who have interest in what you are promoting from their former browsing 



experience. This is why Facebook is considered a budget friendly and better converting traffic 

source on the internet. Facebook allows you to run adverts for a minimum of $5 a day and you 

can run multiple adverts at a time. 

So, if you are promoting a wig, you can choose wig lovers or wig care as your interest. After a 

week of running your adverts, you can look at which interest had given you the best results and 

try to use that specific interest in each of your next campaigns. 

You can also target specific demographics and understand their common habits. 

For example, since you are promoting wigs, you can target wig owners who follow a big 

business page like Mizwanenka on Instagram. By being specific with your targeting, you are 

reaching people who are more qualified to purchase your product. At the same time, targeting 

such specific audience will make your adverts a little more expensive than targeting the general 

interest audience. 

To be able to advertise effectively, you need to be able to first define your goal (what you want 

to achieve with the advert), your target audience and know your customer’s journey. 

A lot of people especially people who buy wigs, look at Instagram to make buying decisions. 

When they come to Instagram, they should be able to see you delivering valuable content about 

the wig industry.  

So, they come across your content for the first time. They get to know about your business and 

they like what they see. They go ahead to make enquiries about your wigs on whatsApp or 

follow your website link on your bio and visit your website (they are considering buying from 

you), then when they are ready to buy, they come to you because you keep posting valuable 

content they like and they see you as an expert. So, you make a sale.  

After the sale, you don’t stop there. Now you have their contact details (phone number or email 

address and they still follow you on social media). So you keep posting valuable content and 

sending them emails that will further help them. You are keeping your business in their minds. 

When their friends want to buy, they would remember you and give you referrals plus you get to 

offer them more products you have on sale. 

To create effective adverts, you have to first define your business’s goal. A business goal is 

something your business wants to achieve within a given or particular time. Your business goal 

must be specific, measurable, attainable, time bound and relevant to your business. 

A business goal or objective, when it comes to advertising is the end result you want to achieve 

from the advert. 

An example of your business goal could be to have 10,000 monthly website visits for the month 

of July 2021 or to make 100k in February 2021 from the sales of wigs. 



If you look at these goals, you would see that they are measurable, there is time you stated it 

must be done, it’s specific as to what you want to happen, it’s relevant to your business and 

attainable within the time stipulated. 

When you have this kind of goal, you know exactly what you want your advert to achieve at the 

end of the day. 

So, when you have your business goal ready, the next thing you need to do is to define your 

target audience. We have discussed this previously in detail. 

Every woman that wears wigs is not your customer. Look for people who want to buy the kind of 

wigs you want to sell at the price you want to sell it and market to them. If you market your wig 

to anyone who wears wigs, you are doing it wrong. 

You may find that you have people who like your wigs but are not buying because they cannot 

afford it. So, find your own audience. Don’t sell to everyone.  

Think about your customer’s complaints and handle the complaints or objections by adding 

value. It’s better to add more value to your offerings than to reduce price. 

 

 To find your audience, ask these questions: 

What needs does my typical customer have? 

What does a day in my typical customer’s life look like? 

What does my typical customer look like? What is their demography? Income level, age, 

and gender? 

What motivates my typical customer to buy? What will move them to buy your product? 

Is it discount, promotions or free shipping? 

After you have identified your customers, you know the objective you want to achieve and have 

discovered and created the kind of content they like to consume, you are now ready to promote 

your business on social media or any media at all. 

So, in a nutshell, to create an effective social media advert, you need the following: 

• You need to know your target audience well 

• You need to have segmented your customers into different categories example by 

age, interest, gender and so on. 

• You need an objective you want your advert to achieve. On Facebook for 

example, there are different kinds of objectives to choose from when you want to 

run an advert. For example, your objective may be to boost a post to get more eye 

balls on your post or to get more leads to your website so you are able to collect 

the contact details of your target audience. 



 

These objectives cover different parts of the customer journey. For example, if 

you choose the objective to get more people to like your page, this is an 

awareness kind of advertising for more followers. 

 

You can also choose an objective to get people to come to your offline store. If 

this is your objective, your advert will show your business and its location to 

people who live close to your store. (This is conversion stage kind of advertising). 

 

If your objective is to get more website visitors, this is a consideration stage kind 

of advert. The person that goes to your website has left the awareness stage to the 

consideration stage. 

 

If your objective is to get more leads to your website. This makes people to fill 

out a simple form that helps you to collect their contact details. This is lead 

generation and also the consideration stage. 

 

You can also choose the objective to get more people to visit your website and 

purchase things. This is the conversion stage advert. So, Facebook will show your 

advert to people that are most likely to visit your website. You choose your advert 

objective based on what you want to achieve at the end of the day. When you 

know what you want to achieve, you would be able to measure and track if the 

advert achieved your objective at the end of the day. 

• You need content that your audience engages well with and targeted on a 

particular customer segment. Always remember to use a short story in your advert 

copy. 

• You need to focus on and use the right interests. 

• Use a catchy headline. People are more likely to read the headline on your advert 

copy before deciding whether to click on your advert based on your call to action. 

The main purpose of a headline is to evoke urgency in the people or to make them 

want to click on your call to action. So your headline should either let them know 

what they may be getting or what they may be losing if they don’t click. This is 

where your motivating factor comes in. 

• Use a call to action (CTA). Your call to action is what you want people to do 

when they see your advert. Example of a call to action is buy now, learn more, 

download now etcetera. The most of the work is done by a properly crafted 

headline to generate the click on your adverts. The call to action is important to let 

people know where to click when they see an advert. 

 



Note: 80% of your adverts should be used to gain trust with your audience. Your content should 

be informative or inspiring or entertaining 80% of the time and promotional 20% of the time. 

This way, you easily gain trust and make more sales. 

So, for effective adverts, use your best performing content type, use correct picture for different 

demographics.  

In the text of the advert, refer to the need or desire of that market segment. For example, natural 

and beautiful looking wigs worn for outing with friends. Also, refer to their motivation for 

buying. Your content text should look something like this: ‘Get this natural and beautiful 

looking short wig you can wear for outing with friends. Dazzle all the way at 10% discount!’ 

Then you add a video or an image of a person looking so beautiful wearing the wig. 

Measure the effectiveness of your adverts 

How do you know if your adverts are achieving their objectives? To know if your adverts are 

productive, you must be able to measure its effectiveness. 

To do this on Facebook, tap on the adverts you are running, you would see active adverts and the 

ones that are already completed. Tap on the completed ones and check if the goal was achieved 

and if not, what can be done to make it better? Check how much you spent, the cost per click on 

the link. Here you can measure how many people visited your website. You can also check their 

location, age, gender and so on. 

You can use Facebook Ads manager App for this also. 

Marketing without paid adverts on social media 

Using free traffic sources to promote your product, won’t give you the results you need in a day 

or one week or a month but you would get results eventually if you are consistent. It will take 

some time to build your email list and convert your leads to buying customers but its achievable. 

The advantage of using free traffic is that you don’t need to spend a lot of money, but you do 

need to invest your time. 

All you need to do is to find wig related groups or pages on Facebook or Instagram depending on 

the platform you are starting with. Join those groups and follow those pages. 

Join groups with large following because the larger the following of the group, the more people 

you would reach with your posts.  

Once you have joined multiple groups, you should initially connect with the people inside these 

groups. You can start posting valuable and informational content within the groups. These posts 

should be relevant and should have something for people to engage with. You can use the 

Hookie android App to post to multiple groups at once. 



The best way to get engagement is to give free non promotional and resourceful guide for the 

people in your niche like an e-book, a cheat sheet and so on. 

You can write a short e-book that shares some useful tips, tricks and offers that would help 

people in the Facebook group. Offering an e-book or cheat sheet for free download on your 

landing pages will help you increase your lead conversions. 

Also, you don’t need to create this e-book or cheat sheet from the scratch. You can pay a 

freelancer at fiverr to do it for you or you buy e-book from Private label sites like Private Label 

Rights. 

Another great way to connect with people inside the groups is by interacting with them. Many 

people join Facebook groups to find an answer to their problems. If you spend enough time in 

your Facebook groups, you can find such people who can be potential leads to make you a sale.  

Remember, you must not be ‘salesy’ or you put them off with too many promotions of your 

products. Be helpful first. So, when you promote your product, they would buy because they 

would think they are the ones making the decision not you pushing them to buy something. 

There are two different ways to connect with people you are in the same group with: 

• Start commenting: there would be people who are leaving comments on posts and 

are asking questions in each group. You can start interacting with such people. If 

someone comments on your post, its either they are interested in your post or they 

want to ask you a question. Initially you can start replying their comments on 

your posts and later you can reply to comments on other people’s posts. Note: 

your comments must be valuable and shouldn’t sound like someone is trying to 

pitch them something. 

 

After replying to multiple comments, you can send these people a friend request 

and add them as friends on Facebook.  

• Start messaging your potential leads: Try to add as many people as possible from 

your Facebook groups as friends. These people already know you and are most 

likely to be potential leads. You can pitch them your free e-book or cheat sheet by 

sending them a message. These people will sign up on your landing page and 

become your lead. Once a person joins your email list, you can send emails to 

them with your product promotions once in a while. 

How to handle potential customer’s objections when closing a sale 

Have you ever had a prospect that says “oh, I will get back to you?” I am sure you have heard 

that several times if you have been in sales. 

What happens after they say that? Do you hear from them again? Or they go from you and 

disappear. They usually don’t get back to your right? 



This is not also so different when they say, “I want to think about it” 

So, how do you handle these objections? Are they just being merely polite or they need more 

time to make the right decision? Or are they just politely declining and rejecting you? You have 

to know exactly what is going on. 

So, when a prospect says, ‘I will get back to you’ to me, I am always very upfront. I don’t like to 

say, ‘I can send you an email with more information or when would you like me to get back to 

you?’ 

That’s not what you want to say. You do not say that because that immediately puts you at the 

lower status as a closer. So, what should you say instead? This is one of some of the things you 

could say. Example, “Get back to you? Well you know what Mrs. ……………. usually when I 

hear someone say they would get back to me, I never hear from her again. Let’s look at it this 

way. What would it take for you and me to do business today?” 

You asked the prospect a very simple but profound question. What would it take for you and me 

to do business today? 

From there, sometimes the prospect would say, “well I need this information or I need some 

references or I need a plan or I need to talk to someone” 

Whatever it’s, you want the truth. Now you can go focus on solving that particular problem and 

handling the objections instead of facing this thing up in the air that you don’t know exactly what 

it is you are solving. 

It can also go like this when your prospect says, ‘I will get back to you’. You can say, “Mrs. 

……………. I have been doing this for a long time. Usually when I hear ‘I will get back to you,’ 

they don’t usually get back. You want to reject me. You are just being polite. Is that not the case 

here? Please what exactly is going on? Is it the terms? Is it the price? Is it the money? What part 

of the deal don’t you like? You can tell me. Let’s lay everything on the table. Tell me, what don’t 

you like about the deal?” 

The prospect might say “well actually the price is a little bit too high” 

Then you say “ok let’s talk about price. What can we do? What if I can offer you a kind of 

payment plan? Would there be a difference? What if I offer you better terms? What if I lower the 

upfront price? Would that make a difference?” 

“Oh yes, that would make a difference” 

“Good, now we have got a deal” 

Now look at all these versus the initial answer ‘I will get back to you’. 



You have to understand this. Prospects lie! That’s one thing I have learnt in closing. If they are 

flipping their lips, they are lying. Why do they lie? They lie because they want to protect 

themselves. They are afraid to give you too much information because they don’t want you to 

use it against them when closing. They don’t want to be sold. 

So, you need to know how to break the resistance and cut through the smoke and get to the truth 

of what is going on. Remember, sometimes all you need to close that sale is just asking a couple 

of questions. 

 

Don’t be afraid to ask for help  

Ask for help from influencers you know. Ask them to help you announce your business to their 

audience. Look for Facebook groups that teach and show wig styles and ask the admin for a 

favour - to allow you make a promotional post of your wigs in their group. 

Before you ask for this kind of favour, first join the group and start posting valuable content. 

After a while, you can make your request. Every group has an admin. Approach the admin and 

make your request. You can either get a no or yes. Either way, you are working towards your 

goal. 

Don’t be afraid to ask even strangers to help you market your business. If you don’t ask, you will 

not receive. 

  



 

 

Chapter 8 - Mind the numbers –Cash flow, plan the financial structure of 

your business 
 

Understand financial statements and budgets 

It’s important to keep an eye on your expenses and learn how to thoroughly understand financial 

statements and budgeting. Many startups fail because the entrepreneur isn’t able to adjust their 

spending to avoid running out of cash. Establishing a detailed, month-by-month budget is 

crucial, and this budget must be reviewed regularly. 

Understanding your financial statements will also help you answer questions from prospective 

investors. Here are some financial statement questions you can expect to get from investors if 

you plan to look for funding outside: 

• What are the company’s three-year projections? 

• What are the key assumptions underlying your projections? 

• How much equity and debt has the company raised, and what is the capitalization 

structure? (a combination of equity and debt used by a company to finance its 

business operations) 

• What future equity or debt financing will be necessary? 

• How much of a stock option pool is being set aside for employees? 

• When will the company get to profitability? 

• How much “burn” (losses) will occur until the company gets to profitability? 

• What are your unit economics or cost per unit of wig produced? 

• What are the factors that limit faster growth? 

• What are the key metrics that the management team focuses on? 

The game of business is a game of numbers. I love this game! The world of business has its own 

language and if you must be a player, you must know your numbers. The bigger a player you 

want to be, the better you should be at reading and understanding numbers. There is no 

alternative route. Master your numbers, and you are a winner. 

If you want to play small or have a small business, then you don’t need to bother so much about 

knowing your numbers as long as you can do simple plus and minus. If you want to play big, you 

must be able to read, think and speak more in numbers than in words. 



When I entered the world of business, I never knew anything about how that world functions. I 

did not know the rules. I was just an ignorant player and when the fire and the heat came, all my 

fingers were burnt without mercy. 

I did not know anything about business accounting. I was just producing and selling wigs 

without knowing whether my business was going up or going down. I was not measuring my 

cash inflow against expenses. I was making sales and was taking care of personal financial issues 

from the business. I was not tracking my expenses and I was not keeping any records of 

purchases. I did it all wrong. I knew I was making profit but could not track where all the money 

went at the end of the day. The end result was loss of cash flow and ultimate disaster. I almost 

lost the business. 

Fact was I was irritated by numbers. When I discovered the problem, I started forcing myself to 

look at numbers. I knew there was no other way. So, I had to learn. I discovered that it is actually 

not as difficult as I thought it was. I keep learning every day. You can too. 

Do everything you can to acquire this skill. It will save you a lot of money and help you grow 

faster. 

Being able to read and understand numbers helps you to differentiate between facts and opinion 

of others. 

If you can’t read numbers, then you must follow someone else’s opinion blindly. In business, 

both facts and opinions of advisors are important, but you will only know where to draw the line 

and take your decision if you understand numbers. 

How do you know the difference between facts and opinion? 

It’s the actual financial numbers of a transaction that tells you the fact, not what people say it is. 

For example let’s say someone says to you that your entire inventory is an asset to your business. 

This is not entirely true. The fact depends on what you do with the inventory. What makes it an 

asset is only determined by if you sold it at a profit or you are easily selling them off. If on the 

other hand, you have so much of it sitting on your shelves tying up your capital or you sold at a 

loss; it becomes a liability. This is the reason some businesses sometimes lower the prices of 

some items that have been sitting around for some time and sell them off to put back cash into 

the business.  

Also, if you have more inventory than you can store, you have to deal with the clutter that 

interferes with efficiency and would cost you money in added payroll. 

Inventory can also be a liability because consumers’ taste change and it’s impossible to predict 

what your customers will be buying far into the future. If you buy too much or produce too much 

of what your customers need right now, and then the demand shifts, you may find yourself stuck 

with inventory that you are unable to sell. So, here your inventory becomes a liability. 



 

Your balance sheet lists inventory as an asset because you spend money on it and it has value. 

All products you buy for resale, including the raw material you bought for producing a product 

and the finished products you have not yet sold are all part of your inventory. 

Technically, inventory is not a liability in the accounting sense that it represents something you 

owe, but it can become a drawback if not well managed. 

So, keep enough inventories that you won’t run out of stock, but not more than you need. 

Develop relationships with suppliers who can get you what you need quickly whenever you need 

them. It takes practice to have the right amount on hand. Inevitably, there would be times when 

you would be caught short, but this approach will save you money on the long term by reducing 

waste and saving you time. 

So, if you see your entire inventory as asset because accountants call it assets without looking at 

facts, you will let them sit with you while your business dies. 

Let’s say you bought a stock of 100 wigs at 400k and sold them at a total price of 500k. 100k is 

automatically would be recorded in the asset column of your financial statement. An asset puts 

money into your business while a liability is something that takes money away from your 

business. 

Facts come only from numbers. If you can read financial statements, you will see facts others 

don’t see. You will know how to run your business. 

Financial blindness is when a person cannot read numbers while financial insanity is when 

opinions are used as facts. You must not confuse the two if you must succeed. 

The ability to read numbers, financial systems and business systems gives you the vision 

ordinary people do not have. It lowers your risk. 

So, if you want to play it big in the world of business, when it comes to money, you have to 

know the difference between facts and opinion. You cannot blindly accept financial advice. You 

must know your numbers. When you know your numbers, numbers tell you facts.  

You will be able see for yourself when you know the difference between financial facts and 

financial opinions and you will not rely blindly on people’s opinions simply because they bear 

the title of banker or accountant even when they are wrong. 

Keep your eyes on the numbers –structure your finances 

You need to take care and plan your business financial structure. Lack of proper financial 

structure is the reason most businesses fail. According to Bureau of Labour Statistics, 20 percent 

of new businesses fail in the first 2 years; 45% during the first 5 years, and 65% during the first 

10 years. Only 25% of new businesses make it to 15 years or more.  



If you want your business to succeed, you must take this very serious. 

The first thing you must do is to separate yourself from your business. You and your business 

should be different. You should not run your business the way I initially did. Have a separate 

bank account for your business. It’s preferable you open a corporate account with the name of 

your business. This helps for branding purposes too. 

To be able to open a corporate account for your business, you must have registered your business 

as a company with the Corporate Affairs commission if you are in Nigeria or with the relevant 

authority in your country. This makes the business a corporate entity and gives it a distinct 

personality that can enter into transactions and own properties in its name. It will also bear its 

own assets and liabilities. 

So, the first thing you need to do after registering your business is to open a corporate bank 

account which is separate from your personal account. Every financial business transaction with 

your business should be done with this account. 

Don’t try to use your personal bank account to run your business just for the purpose of maybe 

dodging taxes or because you don’t want to pay bank charges associated with running a 

corporate bank account. You will end up shooting yourself in the foot. I have seen many people 

who do this. I believe it’s out of ignorance. I used to be like that too. Please don’t be like that. It 

won’t let you grow. 

When opening a business bank account for your business, think about the various kinds of banks 

out there. Every bank has its own kind of customers or businesses they are looking out for. All 

banks don’t serve the same kind of customers. They have the kind of people they want to work 

with.  

If someone for example from a bank comes to sell banking products to you, don’t just sign up for 

the bank. Be intentional about the bank you join. You should find out for instance what the bank 

has to offer for startup businesses? Have a conversation with the banker. Ask them specific 

questions. For example some banks offer free banking services, some won’t charge you for some 

transactions, some have specific programs for startups, and some have programs for creative 

businesses. They train and provide them with mentors. Others go as far as helping businesses 

setup e-commerce stores for their products.  

So, find out. Ask specific questions like what does your bank have for startups that are in the 

creative space? Or what do you have for emerging businesses that are in the creative sector? 

Understand it carefully and if they are not sure, tell them that you will come back tomorrow or 

you call back in an hour. Do everything you can to find out. You can ask for a number you can 

call to find out or visit their website. 



Once you are satisfied that a particular bank will serve your business better, go ahead and open 

an account with them. Funders or investors will never pay money into your personal account plus 

they will even think that you are not serious. 

Banks use your statement from your business account to check how much they can give you as 

loan. 

The next thing you have to do as a business owner is to pay yourself a salary. Don’t dip hands in 

business money to solve your personal problems, even if you are just starting or you are thinking 

your business is small.  

“How can I pay myself salary?” you may be asking. Find a way to pay yourself just the way you 

pay your workers salary. If you don’t pay yourself a particular amount monthly, you will 

definitely dip hands into business money except you have another means of income outside your 

business. 

So, pay yourself something. You can pay yourself 5 to 10 percent of your monthly sales and add 

it as part of your expenses just as you do your workers’ salary and keep it at that. Be consistent 

with it. You may also decide to put a cap on the amount you collect monthly as salary. For 

example, you can say you would pay yourself 5% of total sales every month but not exceeding 

$100 and so on. Meaning that whatever the 5% comes to, whenever it gets to $100, you are not 

paying higher than that. 

As your business is growing, you can keep increasing salary for yourself. So, there must be a 

salary for the CEO or whatever title you bear as the business owner. 

Managing your cash flow 

Cash is the blood of every business. If you don’t put the right structures on ground to manage 

your cash, you will go bankrupt! Let’s say for example, there is no cash in your business for 30 

days, you can go bankrupt even if you have been making profit because you won’t be able to pay 

workers salary. You won’t have money to buy inventory, you can’t pay suppliers and so on. 

People will start chasing you up and down. 

Learn to manage your cash flow. 

How do you manage your cash flow? 

The first thing you should do is to check what goes out and what comes into your business. What 

do you spend money on? You will discover that you spend money on a lot of things. You spend 

money on purchases, bank charges/interest if you have a loan, utilities, internet, accounting fee, 

toiletries and so on. 

What you have to do is to know the total amount your business’ expenses comes to every month. 



You also do the same thing for money that comes in. This includes money that customers owe 

you (credits), the money paid as cash, the money at bank. Keep a daily record of them and get 

your total at the end of the week or month. 

What you have to do at every point in time is to ensure that your inflow is always greater than 

your outflow. This means that you are selling more. You are receiving more cash than you are 

giving out or spending. 

Also, note that one of the most important things in managing cash flow is the difference between 

when you pay suppliers and when you receive money from people owing you. Negotiate with the 

suppliers and make sure that from the beginning, you have a payment structure and timing. 

 If for example you give your creditors 30 days to pay up, let the terms you give your suppliers 

be less than that 30 days so that at every point in time, your money is more in than it is out. This 

means that once your suppliers are paid, the money from creditors come in to replace it. 

Also make sure you record everything that comes in and out. This is extremely important 

because if you are not recording, you won’t know exactly how your business has been 

performing. You won’t know whether you are growing or going under. You won’t know exactly 

how your business is performing or has performed. 

Let me give you a quick example of what I mean. Last year, a friend of mine came and asked if I 

could help structure her business. The first thing I told her is that she should first look at her bank 

statement to know what came in. When she checked, she was shocked that she made over 

$200,000 the previous year. She could not believe how that amount of money came in and where 

the money was.  

Of course, she was not consciously tracking the money (in flow and out flow).  She was not 

recording it. So, there was no way she could know that.  

There is another example of a bread making business who was also not keeping proper 

accounting records. His manager was stealing as much as $1,000 a month without the owner 

noticing it. The owner had someone he called an accountant who was keeping his records, but 

the person appeared to not be doing the right thing. His staff would collect money for expenses 

and those expenses were not documented and no receipt was collected as evidence of purchase. 

All the man was doing was to produce bread and sell. He did not understand what was happening 

until he could not pay his rent. So, he had to relocate the business to his home town where he had 

a building. Trust me, the same thing will keep occurring until the man goes bankrupt if he does 

not knowledge up or get the services of professional accountants. 

Most times, we just get anyone to do our business accounting because we think it’s not that 

important just to save some money, but at the end of the day, we lose more and may possibly 

loose the business. 



Most times, we just dip hands into the business money to solve personal problems. A family 

member calls and says that he/she needs money; we dip hands into the business money and give. 

You need to replace your wig, you take from the business and not pay and there is no record of it 

anywhere. This ought not to be if you intend to grow your business. This is why it’s good to have 

a co-founder running the business with you. If you have someone else to be accountable to, you 

would not just be dipping hands into business money without answering questions as to what the 

money is for. 

This is why investors would rather invest in a business that has a team than in a business that has 

only one individual, because they are afraid for their investment. 

So, you must put structures in place that shows you are financially accountable to be able to 

attract investors. Even if you don’t want people investing in your business, doing this will help 

you understand what you are doing and help you grow your business. 

If you keep proper records, any money that leaves your business, must be well receipted, 

recorded and accounted for. No penny should be spent without documentation. If you want to 

buy launch for yourself, pay from your salary. Don’t pay from the business money. If you, for 

any reason borrow money from the business, make sure it’s documented and returned. When you 

return the money, write it down that it has been returned.  

You should be able to answer these questions at every point in time: where am I right now? How 

much do I have? What did I sell today? How much was spent? What was the money spent on? 

On what did we spend more amount of money and why? Is there something we can do to reduce 

the expenses? 

You can start documenting your inflow and outflow manually on a book or accounting journal 

and categorize each documentation of your financial records as debits (expenses: every penny 

going out of your business) and credits (money that is coming in including money your 

customers owe you, cash at bank, cash at hand, stock balance). 

After writing all these financial records down, the next is to make sure you summarize them at 

the end of a specific period, maybe weekly or monthly or quarterly. This tells you the status of 

your business for that period. 

If you opt for using a book, it’s good for a start, but the book will not give you instantly 

calculated analysis of your business at a glance. You will still need to look at all the entries and 

calculate to find out exactly where you are as a business, but it’s a good place to start. 

The basic is to have an excel sheet where you put in all the data. Have a sheet for expenses and 

the other side, you have sales records. As you are running your business, just be recording your 

transactions and any time you need to know something about your business, you just add this and 

that and subtract it from your total sales. So, you know where you are at least. 



This will also help you when you are doing your reconciliations. Sometimes, you may check 

your bank statements and it’s not tallying with what you have documented. Then you know that 

there is a problem. This also helps you to identify easily when there is fraud or someone is 

stealing from your business because you are recording everything. 

If you prefer not to use excel, you can use some of the automated book keeping software like 

Zoho book keeping, Fresh books, Quick books or SME books. With any of these kind of 

automated books, it’s much easier because all you have to do is just to be recording everyday 

sales and expenses. Whenever you want to know what is going on in your business, the system 

will generate your financial statement (your balance sheet, income statement, cash flow 

statement). You don’t have to start calculating it yourself.  

Find out the one that works for you. Some of them are not really expensive. Some you can get 

for below $6 a month. This is not too much compared to what you would benefit. It would save 

you a lot of money on the long run. 

The next thing you need to do is to keep a close eye on your expenses. If you are using any of the 

automated bookkeeping platforms like I mentioned above, some of them will show you your top 

expenses and your top sales for the month. The more you can cut your expenses, the more 

profitable you would be. Here you can easily see what you have been spending your money more 

on.  

It will help you manage your expenses as you are able to ask ‘why am I spending so much 

money here and here? What can I cut down on? What can I do to save more money? Should I 

change my suppliers? Or do I need to re-negotiate with the current one? Do I need to outsource 

rather than employ someone full time and pay on a monthly basis? Or should I get someone 

outside to do the job and pay when the person delivers?’ These are different ways you can begin 

to manage your expenses. 

Plan for emergencies 

When Covid19 pandemic happened, a lot of people did not expect it. A lot of businesses went 

down and could not recover because they did not plan for it. This is the same thing that happens 

when other things like fire outbreak, other natural disasters happen. Businesses who fail to plan 

for emergencies of any type go under because most times, they don’t know they would happen. 

So, plan for emergencies. How do you plan for emergencies? First thing you need to do is to 

have an emergency savings account or you can buy real estates in the name of your business for 

that purpose. So, when there is a need, you sell and pump the money back into your business. 

So, in your emergency savings account, it’s advisable that you save up at least 3 months of your 

total monthly expenses in your emergency savings account and it should always be available so 

that if anything happens, you have something to fall back on without being under any undue 

pressure. 



So, once you are tracking your expenses, ensure your emergency account has up to a minimum 

of 3 months of your total expenses budget. This is the minimum; you may choose to save more 

than that. Some people have up to 12 months of savings in their emergency account. 

Also, when you are choosing your emergency savings account, choose an account that you 

cannot easily withdraw from that also has a high savings interest rate. Just map out the amount 

you would be saving every month and start. 

Properly insure your business 

If you go through with the effort to start a business, you need to protect it by purchasing 

appropriate insurance coverage. 

Your first important duty as a business owner should be to determine your specific insurance 

needs based on the nature of your business. Ask yourself what risks must be covered and how 

much coverage will be sufficient. Then find and evaluate insurance providers or insurance 

brokers to determine which companies handle the types of coverage that suits your needs. 

While shopping for insurance, you will want answers to these types of key questions: 

• What are the deductibles? 

• Are the coverage limits high enough? 

• What items or occurrences are excluded from the coverage? 

• Are there any gaps in the coverage? 

• Here is a list of the types of insurance that may be appropriate for your business: 

• General liability insurance 

• Product liability insurance 

• Worker’s compensation insurance 

• Health insurance for employees 

Asides having an emergency savings account, you need insurance. If you have insurance and 

anything goes wrong, the insurance company will pay for it because you have been paying 

premium. You can insure against fire or theft so if anything goes wrong, you have something to 

fall back on. 

I know we know about insurance and a lot of us don’t pay attention to them until something goes 

wrong. Let me give you an example, during a protest in Nigeria that led to destructions of a lot of 

properties, some business premises including all their goods where burnt down and looted. Two 

well known shopping malls in Lagos were burnt down. One had insurance and the other did not. 

Guess what happened? Within 3 months, the one with insurance bounced back and continued 

business and the one without insurance was still struggling 8 months after the incident because of 

the colossal loss he experienced in the business. 



So, you have to bear all of these in mind. Make sure you have insurance. It may look like you are 

just spending money, but you need this. Also, get a kind of insurance company that will give you 

something back at the end of the year if there are no claims. When you have insurance cover for 

your business, at the end of the year, if there are no claims, they have something that they give 

back to you. So, find out from the insurance company you intend to use to know what they have 

on offer and choose one you can use. 

Set financial goals for your business 

Set financial goals for your business. If you are shooting and you don’t have a target you are 

aiming at, you are as good as doing nothing. When you set goals, you are clear on what you want 

to achieve, you are able to measure if you were able to achieve your goals and if not, how to 

better strategize to achieve it next time. 

When you set a goal, you have some level of clarity as to where you are going. You are not just 

shooting in the air. You have a specific target that is measurable. Having a business goal helps 

you to stay focused and on track. 

What do you want to achieve this month, this quarter, this year? Once you have that, you know 

where you are going in your business and what it will take you to get there. You would know 

what it would cost and how to raise the money to cover the cost? 

So, how do I set financial goals for my business? 

First, a financial goal is about how much you want your business to generate within a specific 

time frame. For example, you can say ‘1 want my wig sales to generate $20,000 in sales by 31st 

of March 2022. 

Once you have your goals set, you should know what it would take you to get there. You should 

know the amount of money; time and work you need to meet your goals and commit to making it 

happen. 

Your goal should be specific, time bound, measurable, achievable and realistic. 

You should set monthly, quarterly and yearly financial goals. Then break down the monthly 

goals into weeks and start working on them. 

After setting your goals, write down the strategies you will use to achieve them. You should not 

just set a goal and just leave it. If you don’t write down the strategies you intend to implement to 

achieve your goals, you are most likely not going to achieve them. With time, you may even 

forget about them. 

So, after writing down the strategies you would use to achieve each goal, get to work and start 

applying those strategies. 



For example, your strategy to generate $20,000 in wig sales by 31st of March 2021 could be to 

run a buy two wigs take one free promotion on social media for 2 months and so on. 

You can have more than one strategy for achieving one goal, but make sure you implement your 

strategies. Don’t let them end on paper. 

So, when you know exactly the goal you want to achieve, note down what it would cost you to 

achieve it. For example, to be able to achieve $20,000 in wig sales, I need to market more (which 

means more money pumped into advertising), I need to increase production capacity to 200 more 

wigs per month. To generate 20,000 I will need 100 customers to buy 2 wigs each. So, your 

target is to get 100 customers that will buy 2 wigs each at $100. To produce 200 more wigs, I 

need to employ two more staff. 

Now that you have the cost in front of you, you would be able to know how much advertising 

you need and how much it would cost you to get two additional staff, how much material you 

need to produce extra 200 wigs. Then you check your available funds to know if you would be 

able to fund the cost of achieving your goal. If not, where and how do you raise money to be able 

to achieve your goal? 

These are the things you think of while planning your strategies and how you achieve your goals. 

When you understand the cost of funding your business goals, then you can choose the 

appropriate funding option from the numerous funding options that are available for your 

business at that moment.  

This is the reason every business should have a funding plan. A funding plan shows you exactly 

your goals and what your business needs to achieve the goals at any point in time. For example if 

you have set monthly or quarterly or yearly goals and you have written down how much it would 

cost you to achieve those goals, before that time comes, you would be able to know when next 

you go for outside funding to be able to finance your goals. 

The amount you need to fund your goal will determine whether you fund it from your business, 

or savings or bank loan, grant and so on. So, when you know your business can’t fund it, 

automatically you would be well prepared to go out on time before you need it to start looking 

for funding. 

Your financial goals will give you a clear picture of what will happen and how your business 

will grow and help you know the kind of funding you need in 3 months, 6 months, and 18 

months time and so on because you have planned for your growth. This does not mean that 

unforeseen circumstances will not happen once in a while, but at least you have a clear picture as 

to where your business will be in the next 2 years because you have planned for it and working 

towards it. 



It’s your business goal that determines the amount of funding you need for your business. You 

do not go out looking for funding just because that’s what businesses do. Sometimes, you may 

not need to go for outside funding as your business may be able to take care of the cost of 

achieving your goals. 

Audit your business 

Don’t leave your business to chance. Now you have already set your financial goals. You know 

where you are going in your business.  

You need to audit your business monthly. Don’t say at the end of the year, I will plan for another 

year. Every month, look at your business and ask questions like how did my business perform? 

What were my top expenses? What where my top sales? Who were my top customers? Who are 

my top suppliers? Look at it. Find out where your money went to. Did the money in your account 

tally with the cash at hand? Was this a good month for your business? What do you need to 

change to make it better? 

Revenue streams 

Don’t restrict your business to only one source of income. Your wig production or wig resale 

business can give you different income alternatives. This has been discussed in detail previously.  

Do your financial reporting 

Who cares about numbers? Your stakeholders care a lot about numbers. 

Financial reporting means giving stakeholders an accurate view of your business’ accounting 

position at a point in time using a pre-defined structured format. There are people who want to 

know what’s happening in your business. These people are called stakeholders and they include 

your shareholders, investors, bankers, tax authorities, employees. 

Understanding financial reporting helps you to know the areas of your business to work on so 

you can scale quickly. 

You have to show stakeholders the current situation of your company, not with words or by 

showing them products, but with numbers. Like I said before, numbers tell you facts and show 

you what other people cannot see about a business using mere words. 

The financial reports are structured in a way that you are not the author of the structure. The 

structure was handed over to you. It is predefined because it’s assumed that anybody seeing it in 

this structure should be able to interpret it. 

The things you would be sharing in numbers are things like your revenue, your expenses, capital, 

cash inflow, loans, debts you owe, customer’s credits and every other part of your business that 

can be recorded as a number. 



Financial reporting also shows the strategic roadmap for the future of the company to your 

stakeholders and also helps you to plan. 

When you have financial reports, you can basically carry all stakeholders along and it gives you 

access to resources, investments, people, new supply lines, customers and it can virtually open 

doors for your business.  

Financial reporting can help you scale your business quickly because when people look at your 

business on paper; they can trust you because it shows you are accountable and can manage 

resources. 

Your managers would be able to quickly take strategic decisions if they can have access to your 

financial reporting on a regular basis. Likewise, making your company’s financial report 

available to employees will help them decide if they should stay or leave. If they see that the 

company is progressing and there is security, they will take the low income you pay them and 

stay because they believe that the future would be better. 

So, your financial reports help your stakeholders take decisions that affect your business on the 

long run. 

For financial reporting, there are four major books your business must have. They include the 

balance sheet, the income statement, the cashflow statement and the equity change books. There 

are other books people normally add but those are not compulsory. These four are the major 

ones.  

 Your balance sheet shows an investor the total value of the company. For example, it shows 

whether your company is worth 30m or 5m and so on. This is most useful when you go for 

funding. The investors or bankers will look at it to know if your company can handle the money 

you are requesting for and make them more money without them losing their investment. 

Your income statement or profit and loss account shows business viability. It tells investors at a 

glance whether your business is worth investing in. Don’t manipulate your books to look 

profitable. Even if you are not making profit and your income statement is not profitable, any 

sound financial adviser can look through your books and see that you are actually worth 

investing in. Having a non profitable income statement does not mean you are not a viable 

business. 

Cashflow statement basically tells you your operational stretch hold. A cashflow statement 

shows how much cash pressure a business can take and still survive. This shows how much your 

business has right now to pay your bills and how long it will last till you get more money or run 

out of money. Day by day, month after month, how much comes in. Day by day, month after 

month, how much goes out? 



It shows how long your business can last without extra cash added to it before going under. You 

have to keep your eye on your cashflow. For example, if your monthly business expenses is $100 

and you have $500, your business will only be able to survive 5 months if you don’t make any 

extra single dollar in revenue. So, if within 5 months you don’t have any money enter your 

business, your business will fail because there won’t be money available to pay your bills 

including workers’ salary.  

So, with the cash flow statement, you can plan, especially when you are dealing with creditors or 

when you want to decide on the kind of offers to give to your customers. You would know the 

duration you can allow your creditors to owe you and still have enough cash to run your 

business. 

Looking at all the books together gives you or investors a 360 degrees view of your business at a 

glance. And they will see how you think as a business and know whether to finance your 

business or not. 

The Equity change document states who the shareholders of the company are. It shows who is 

benefiting and who is liable for the business at any point in time. 

To learn more about business financial reporting, I will strongly recommend you go through this 

free accounting course on Udemy.  Here, you will learn how to create your financial reports for 

free. 

So, if you have not yet started documenting your financial records, start right now! Start creating 

your journal with a book and keep recording your sales and expenses, then later you can transfer 

it to a ledger (a classification of your journals). A ledger is a categorization of your journal. 

Example, the way you spent your money could be categorized into purchase of asset for the 

company, money paid to suppliers for raw materials etcetera. From the journal, you create your 

financial statements. Your journal simply contains your inflow and outflow. 

As you grow, I will advise you to use any of the online accounting tools discussed above and get 

an accounting consultant to help with your financial books.  

Some people would say they would rather get an in-house accountant because of cost. That’s not 

bad, but from my own experience, getting an accounting consultant will pay more dividends 

added to using online accounting software because it gives your business a more reliable 

accounting than depending solely on an in-house accountant that may not have experience across 

board. 

Financial documents take time to create. You don’t just wake up one day and create them. It’s a 

record you keep over time that forms your financial records. It starts from recording bit by bit 

and you have your statements. 

https://www.udemy.com/course/introduction-to-financial-accounting-course/


Record keeping- Pay your tax & file your annual returns 

Pay your tax as quickly as you can as a business. You do not pay what you do not earn as tax. 

Most people are scared of going to the tax office because their business is not yet making money 

and they think they would be asked to pay.  

Even if you have not started earning money as a business, submit your books for tax deductions. 

When the tax authorities look at it and you tell them you have not started making money, you 

won’t need to pay anything and you would be able to have your records intact. 

For example, there have been times in my business when I went to submit my books at the tax 

office for the month; I did not have to pay anything because nothing came in as revenue.  

After deducting your cost of goods sold and operational cost, remit the percentage the tax 

authorities in your country require immediately. Do not spend those monies because it has a way 

of coming back to haunt you. 

I will share a story from a friend of mine. This happened to someone I know. He joined a startup 

company and when he joined, they had no financial books. He helped them to start keeping 

books for the business. They started paying tax and keeping the records even though the business 

was yet to start making money.  

When they approached an investor, all they had to show the investor was just the books 

(expenses and monthly unique website visitors) and the tax returns for 3 months. They were able 

to raise $25,000 because the investor said if they could keep account, then they would be able to 

manage his resources well. The same company months later also raised extra $1m based on the 

same unaudited books. 

This will show you how important it is to keep your books; you may never know when you 

would need it and you might miss opportunities just because you don’t have them handy. Take 

this serious. Having your reporting books easily available will boost confidence among your 

stakeholders. So, keep them handy. 

Apart from paying your tax, also ensure that you pay your annual returns at the company 

registration authority in your country every year and keep records of this. 

Set Up Appropriate Books and Records for Your Business 

You will need to keep multiple books and records for your business apart from the financial 

statements. These include: 

• Employee records 

• Board and stockholder minutes and consents 

• Stock and options ledger 

• Tax filings and records (federal, state & local income, sales and property taxes) 



• Annual returns records or Secretary of State filings (Certificate of Incorporation, 

annual filings, and so on) 

• Invoices & contracts 

• Bank accounts 

• Creditor records 

Obtain a Tax ID 

In most instances, you will need to get a tax ID from the IRS for your company. This is also 

known as an “Employer Identification Number” (EIN) or Tax Identification Number (TIN), and 

it’s similar to a Social Security number, but for businesses. Banks will ask for your EIN or TIN 

when you want to open a company bank account. You can get an EIN or TIN online through the 

IRS website or from their local offices. If you are in Nigeria, you can obtain your TIN number 

from any local office of the Federal Inland Revenue Service (FIRS) 

How much capital do you start with? 

When starting a wig business, you can start with little or no money if you want to go the 

dropshipping way. If on the other hand, you want to go into wig production or plan to go into 

wig retailing, you will need some capital. 

How much you need depends on how many wigs you want to stock or start with, if you need to 

employ people from the onset and if you are to rent a place for your business. 

You can start retailing wigs with 5 units of different wig styles and stock up once you start 

receiving more orders. A unit of human hair wig may cost you from $74 and above. So, starting 

with 5 units will cost $370 in inventory. 

If you need to rent a place, you may need to have a budget of from $200 depending on how big 

you want the place to be and the location. 

You need to have 3 months’ salary of the number of staff you plan to start with including 

yourself. You may not start making money immediately as a new business. So, you need to plan 

for the salaries in advance. 

To start wig production, you would need at least 2 people that would be producing your wigs. 

So, you would need to have their salary for 3 months on standby. You don’t want to run short of 

money for salary within 3 months of starting your business. 

Apart from having the salary of staff on standby, you should also have some capital available as 

running capital for operating expenses. You should have enough capital to last you for at least 3 

months of starting your business before money starts coming in from sales. 

Your running capital will go into your day to day running expenses like transportation, internet 

subscription, advertising, money for paying courier companies, money for utilities and so on. 

https://www.firs.gov.ng/


This means that after spending money on your initial inventory and paying for rent and other wig 

making equipments like sewing machines, mannequins, display mannequins, office furniture, 

and display shelf etcetera, you should still have some money left for salaries, marketing and for 

running the business on day to day basis before more cashflow starts entering your business. 

If you spend all your money on inventory and have no money to run the business, you can go out 

of business even before you start because cashflow is the life of any business. 

Secure Capital to Finance Your Business 

Here is a summary of the most effective sources of business capital: 

• Personal funds 

• Credit cards 

• Friends and family 

• Angel investors) 

• Crowd sourcing sites such as Indiegogo.com and Kickstarter.com 

• Bank loans/SBA financings/online lenders 

• Venture capitalists 

• Equipment loan financing 

One of the biggest mistakes made by startups is not raising sufficient capital to cover the cost of 

their business goals. 

If you are seeking angel investing financing, know these important points. 

In reviewing a prospective investment, angel investors especially care about: 

The quality, passion, commitment, and experience of the founders. 

The market opportunity being addressed and the potential for the company to grow to become 

very big. 

A clearly thought out business plan and early evidence of early business traction. 

Interesting intellectual property or technology. 

A reasonable valuation for the company. 

The likelihood of the company being able to raise additional financing in the future if progress is 

made. 

Angel investors will want to initially see the following from a startup: 

• Clearly articulated elevators pitch for the business. 

• An executive summary or investors pitch deck. 



• A prototype or working model of the company’s product or service. 

• Early adopters, customers, or partners. 

There are a variety of ways to find angel investors and they include: 

Angel List 

Venture capitalists 

Investment bankers 

Lawyers 

Accountants 

Other entrepreneurs 

Crowd funding sites like Kickstarter and Indiegogo 

The best way to find an angel investor is through a warm introduction from a colleague or friend 

of an angel. Using LinkedIn to ascertain mutual connections can be helpful. 

  



 

Chapter 9 - Dominate your market- Seek to dominate and not to compete 
 

In the world of business, there is always a competitor. Who is your competitor? Your competitor 

is any business within the locality where your business is located that is solving the same 

problem you intend to solve or who is filling the same need you intend to fill.  

For example if your business is a bottled water company, your competitors could be people 

selling bottle water,  beverage drink, ice cream companies, yogurt companies, and so on. So, any 

business that is selling anything that can solve the problem of quenching thirst is your 

competitor. A person may choose to have an ice cream instead of water vice versa. 

So, in the wig business, who are your competitors? Your competitors could be hair salons, barber 

shops, auto gele businesses, hat producers and so on. Any business that women can go to, to take 

care of their hair beauty needs within your locality are your competitors. These are the 

businesses you share your market with. 

So, you have to do all you can so that when they are making a decision as to which product to 

use to solve their problem, they choose yours. 

Know your Competitors well -Thoroughly Research Your Competition 

Make sure you are thoroughly researching competitive products or services, and keep an eye on 

new developments and announcements from your competitors. One way to do this is to set up a 

Google alert to notify you when any new information about those companies show up online. 

Expect that prospective investors in your company will ask questions about your competitors. 

Any entrepreneur who says “we don’t have competitors” will have credibility problems in the 

eyes of the investors. So anticipate these questions from investors: 

Who are the company’s principal competitors? 

What traction have those competitors obtained? 

What gives your company the competitive advantage? 

Compared to these other companies, how do you compete with respect to price, features, 

and performance? 

What are the barriers to entry in your market? 



 

Dominate your market 

A top leading company focuses primarily on beating itself. Success at beating the competition 

should not come to you as an end goal, but as a residual result of relentlessly asking the question: 

‘how can we improve ourselves to do better tomorrow than we did today?’ 

You should ask yourself this question day in day out as a disciplined way of life for as long as 

the business is to exist. No matter how much you achieve, no matter how far in front of the 

competitor you are, you should never be tempted to think that you have done good enough. 

Seek only to dominate and not to compete.  

You have to know the dynamics, the distinguishing and the competitive factors of the industry 

you are playing in and how to disrupt it. You must know how to create new market segments that 

never existed and start serving them. When you think of disruption, think of technology. You are 

entitled to a first mover advantage. 

How do you plan to disrupt your industry? You must be able to think and act on your idea 

quickly. Don’t wait for others to do it first. Be the first to try it and if it works, you gain the first 

mover advantage. Innovation + marketing – cost = profit. 

If you look at the wig industry, you will see a lot of loop holes you can fill. For example, in 

Nigeria before Covid  (2019) 4*4 closures were sold for $3 per unit of 8 inches while 13*4 

frontal closures were sold for $10 per unit of 8 inches. In 2020, the price of the 8 inches 4*4 

closure became $20 while the 8 inches 13*4 frontal closure is now sold for $60. 

Why the sudden surge in price? Frontals and closures are made by hand, so because of Covid, 

most factories in China could not use as much staff as they formally did in the same facility. So, 

the available staff could only produce little. Demand was much more than supply and the price 

went up. 

So, as a business what do you do? Do you go on and keep complaining the way others are 

complaining? No. You start looking for a way to innovate, help solve the problem by looking for 

a way to produce frontals and closures cheaper and sell them to your competitors (other wig 

makers). You then take the next step and patent the process of faster frontal and closure 

production that you developed and sell the license to others. This way, you dominate your 

market because you determine the price of one of the major raw material for producing wigs. 

So, you should look for ways to make the wig industry better by innovating products that your 

competitors would need or solve a pain that your fellow wig makers are facing that will make 

them buy from you. Always ensure to patent the innovation and have them pay you to get it. 

Whenever there is a new innovation, a lot of people would want to copy it and fast follow. Don’t 

let them take away the meat from your mouth. 



You should also keep inventing and developing products that makes the life of your customers 

better. This should actually be your business’s main focus.  



Chapter 10 - Legalize and protect your IP (Intellectual Property) and 

trade secrets 
 

Never start a business as a “sole proprietorship,” which can result in your personal assets being 

at risk for the debts and liabilities of the business. You should start the business as an S 

corporation (giving you favorable flow through tax treatment) or  a C corporation (which is what 

most venture capital investors expect to see), or a limited liability company (LLC or LTD).  

 None of those are particularly expensive or difficult to set up. Start the business as an S 

corporation (if your business is in the US), which can then easily be converted to a C corporation 

as you bring in investors and issue multiple classes of stock. If you are outside the US, register 

your business as a Limited Liability Company (LLC or LTD). 

To register or incorporate your business in Nigeria go here. 

Many business owners, however, are under the mistaken impression that they are completely 

protected from personal liability by registering their business as a company. This is not true. The 

mere process of incorporating a business does not completely protect the business owners. To 

lessen the likelihood of personal or shareholder liability, you should make sure to adhere to these 

procedures: 

Always use the corporate name in full. The name of the corporation should be used in full, 

including “Inc.”, LTD or “Corp.” on all contracts, invoices, or documents used by the 

corporation. This clearly indicates the existence of the corporation as a separate entity. 

Always use proper signature. This means that you will sign on behalf of the corporation, using 

the name of the corporation and your title. You should typically use the following format when 

signing contracts on behalf of the corporation: 

FOR: COMPANY NAME 

SIGNATURE: 

By:________Chuka Onwuka_____           ____Evo Aka___ 

                             Director                           Secretary 

Your name – authorized signing officer and corporate title 

Follow all corporate formalities. This includes following bylaws, issuing stock properly, 

holding meetings of the Board of Directors, recording the meeting minutes, and following other 

corporate formalities. 
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 Make sure to keep funds separate. Corporate funds and the funds of individual shareholders 

should not be in the same accounts or combined for any reason. 

Make sure to keep taxation separate. The company taxes should be paid entirely from 

corporate accounts and separate tax returns filed for the corporation. 

All transactions made by the company should be clearly separate from any individual 

transactions. Essentially, by never blurring the line between individual shareholders, owners or 

the Board of Directors, and the company (which stands as a separate entity), you run less risk of 

any personal liabilities for the debts of the business. 

Hire an experienced startup attorney or lawyer 

You need a savvy business lawyer for your company, one who has regularly formed and advised 

many other entrepreneurs and who specializes in startups. An experienced startup lawyer can 

help you: 

• Incorporate your business 

• Draw up contracts with co-founders 

• Prepare key agreements for the business 

• Set up a stock option plan for employees 

• Guide you through potential HR landmines 

• Prepare protective offer letters to prospective employees 

• Help you negotiate terms with prospective investors 

• Limit your potential legal liabilities 

• Protect your ideas and inventions (through copyrights, patents, and non-disclosure 

agreements). If you need law services for your startup in Nigeria, check  here. 

In a misguided effort to save on expenses, startup businesses often hire inexperienced lawyers. 

Rather than spending the money necessary to hire competent lawyers, founders will often hire 

lawyers who are friends, relatives, or others who offer large fee discounts. In doing so, the 

founders deny themselves the advice of experienced legal counsel who could potentially help 

them avoid many serious legal problems. 

You should get recommendations for lawyers from other entrepreneurs and venture capitalists. 

Make sure you have a good rapport with the lawyer. Meet with several potential lawyers before 

you make a final decision (those first meetings should be free).  
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Consider the steps you should take to protect your intellectual property (brand 

assets) 

Your business’ intellectual properties are the non-physical assets your business owns like logo, 

business name, customer database, innovations, and goodwill etcetera. It is important to protect 

your company’s intellectual property (IP). If you have not tried to protect your intellectual 

property before, it sounds complex and expensive. Too often, startups end up forfeiting 

intellectual property rights to competitors by neglecting to protect their ideas and inventions. 

Some simple and cost-effective techniques can minimize the anxiety, yet help protect core assets 

for your business. 

Companies sometimes think that patent protection is the only way to protect their business 

intellectual properties. Don’t ignore the value of non-patent intellectual properties. While patents 

can be incredibly valuable, it does not necessarily ensure that a company’s product is a good 

product or that it will sell well. Trade secrets, cyber security policies, trademarks, and copyrights 

are all forms of IP that can be protected. Combined together, they can make your business very 

valuable. 

Here is a summary of the types of intellectual property protections available: 

Patents: patents are the best protection you can get for a new product. A patent gives its 

inventor the right to prevent others from making, using, or selling the patented subject 

matter described in the patent’s claims. The key issues in determining whether you can 

get a patent are:  

(1) Only the concrete embodiment of an idea, formula, or product is patentable; (2) the 

invention must be new or novel;  

(3) The invention must not have been patented or described in a printed publication 

previously; and  

(4) The invention must have some useful purpose. 

 In Nigeria, you can obtain a patent from the Trademarks, Patents and Designs Registry 

in the Commercial Department of the Federal Ministry of Industry, Trade and 

Investment, Abuja.  

In the United States you can obtain a patent from the U.S. Patent and Trademark Office, 

but the process can take several years and be complicated. You would need a patent 

lawyer to draw up the patent application for you. The downside of patents is that they can 

be expensive to obtain and take several years to get. 

 

Copyrights: copyrights cover original works of authorship, such as art, advertising copy, 

books, articles, website content, music, movies, software, and so on. A copyright gives 



the owner the exclusive right to make copies of the work and to prepare derivative works 

(such as sequels or revisions) based on the work. 

 

Trademarks: a trademark right protects the symbolic value of a word, name, symbol, or 

device that the trademark owner uses to identify or distinguish its goods from those of 

others. Some well-known trademarks include the Coca-Cola trademark, American 

Express trademark, and IBM trademark. You obtain rights to a trademark by actually 

using the mark in commerce. You don’t need to register the mark to get rights to it, but 

federal registration does offer some advantages. 

 

Service Marks: service marks resemble trademarks and are used to identify services. 

 

Trade Secrets: trade secrets can be a great asset for startups. They are cost effective and 

last for as long as the trade secret maintains its confidential status and derives value 

through its secrecy. A trade secret right allows the owner of the right to take action 

against anyone who breaches an agreement or confidential relationship, or who steals or 

uses other improper means to obtain secret information. Trade secrets can range from 

computer programs to customer lists to product formula like that of Coca-Cola. To 

protect trade secrets, you will need to have a confidential agreement in place. 

 

Confidentiality Agreements: these are also referred to as Non-Disclosure Agreements 

or NDAs. The purpose of the agreement is to allow the holder of confidential information 

(such as a product or business idea) to share it with a third party. But then the third party 

is obligated to keep the information confidential and not use it whatsoever, unless 

allowed by the owner of the information. There are usually standard exceptions to the 

confidentiality obligations (such as if the information is already in the public domain). 

 

Confidentiality Agreement for Employees and Consultants: every employee and 

consultant should be required to sign such an agreement, as discussed above. 

Terms of Service and Privacy Policy: if you have an online store where you sell your 

wigs, it is important to have a terms of service agreement that limits what users can or 

cannot do on your website and with the information on your site. Closely related is your 

Privacy Policy, which sets forth what privacy protections are available to your users. The 

new European GDPR rules may also need to be addressed if your business sells to 

European customers. 

Pay Attention to Your Business Contracts 

Business contracts are legally binding written agreements between two or more parties. They are 

an important part of your business and such agreements need to be created and/or negotiated 

carefully. 
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While smaller businesses will often conduct business based on informal handshake agreements 

or unspoken understandings, the more that is at stake, the more essential it is to have a signed 

contract. A contract serves as the rules that must be followed by both parties. It presents each 

party with the opportunity to: 

Describe all obligations they are expected to fulfill. 

Describe all obligations they expect the other party (or parties) to fulfill. 

Limit any liabilities. 

Set parameters, such as a time frame, in which the terms of the contract will be met. 

Set terms of a sale, lease, or rental. 

Establish payment terms. 

Clearly establish all of the risks and responsibilities of the parties. 

A contract is, in essence, a written meeting of the minds. While it is typically drawn up by one 

party and favors the needs and requirements of that party, protecting them from most (if not all) 

liabilities, it should initially be thought of as a work in progress that changes and grows as each 

party contributes to its terms prior to signing; after which it becomes an official document. “The 

root of the contract is the promise to do work or provide a service by a specified date in 

exchange for a reward (mostly monetary). 

The term “standard contract” is more myth than reality, and too often people simply sign on the 

dotted line without reading or negotiating the terms of a contract. You have to make sure you are 

comfortable with all of the terms of the contract before signing, and depending on the deal 

dynamics, almost any term of the contract is negotiable. 

Consideration, compensation, ownership rights, liability, and risk are all areas that need to be 

worded carefully. You should seek out help from a qualified lawyer who is experienced in 

contracts to make sure you have covered each of these areas in a clear manner. 

The contract itself should stipulate how it shall be enforced and what actions can be taken if one 

party fails to meet their obligations. It is often to the benefit of smaller businesses to have a 

confidential binding arbitration clause to resolve any disputes. 

The key contracts that a startup should have as its own form of “standard contracts” (drafted in 

your startup’s favor) include: 

• Sales or service agreement 

• License agreement 

• Offer letter to employees 

• Consulting agreement with independent contractors (you want to make sure that 

you will own the intellectual property rights for anything they develop for your 

business) 



• Confidentiality and Invention Assignment Agreement for employees and 

independent contractors 

• Non-disclosure agreement 

If you plan to lease office space for your business, focus on these key issues. 

Leasing office space is one of the largest expenses your wig startup can incur. Negotiating the 

best lease possible can save your company enough cash to hire a few more employees or launch 

a new marketing campaign. 

Keep in mind that your ability to negotiate a store lease is dependent on how much leverage you 

have. Do your homework. Are other businesses vying for the same space? Has the space been 

vacant for a long time? Factors such as these may mean the difference between you calling the 

shots, or a landlord insisting on onerous terms throughout the lease process. 

No lease is standard, so, here are some suggestions to help you become a little more lease-savvy 

and negotiate a favorable office lease for your business: 

Length of lease term: Landlords are typically willing to make concessions for longer-

term leases. However, your company’s needs may change and you could find yourself 

locked into a lease for a store space that is too small, too big, or with rent that is above-

market if demand for space subsequently declines. Try to negotiate a shorter-term lease 

with renewal options—a one-year lease with a one-year renewal option, for instance, 

rather than a four-year lease. 

 

Tenant improvements: Your new space may need some improvements or alterations (a 

new paint job, new carpeting, and a reconfiguration of the space). Which party will pay 

for these improvements depends on how tight the commercial store space market is in 

your city.  

Most lease agreements stipulate that the tenant can’t make any alterations or 

improvements without the landlord’s consent. Ask for a clause that says you can make 

alterations or improvements with the landlord’s consent, and that the consent won’t be 

unreasonably withheld, delayed, or conditioned. Often, you are able to negotiate a “tenant 

improvement allowance,” which is an agreed-upon sum of money that the landlord will 

provide for the improvements and alterations you would like to make. 

 

Rent and rent escalations: Some landlords will give free rent for the first month or two 

of a lease (not applicable in all countries). Fixed rent over longer-term leases is relatively 

rare in some countries. Sometimes landlords insist on annual increases based on the 

percentage increases in the Consumer Price Index (CPI) or just based on their discretion.  

If your landlord insists on rent escalations or increase, try to arrange for a CPI rent 

increase that does not kick in for at least the first two years of the term. Then, try to get a 

cap on the amount of each year’s increase. If you have to live with a rent escalation 



clause, try to negotiate a predetermined fixed increase; for example, a rent of $50 a 

month for the first year that would only increase to $52 a month the second year and $54 

a month the third year. 

 

Repairs, improvements, and replacements: Be aware of a clause that says that at the 

end of the lease you must restore the premises to their original condition. Try to negotiate 

a clause that states the following: “The premises will be returned to the Landlord at the 

end of the tenancy in the same condition as at the beginning of the tenancy, excluding (1) 

ordinary wear and tear, (2) damage by fire and unavoidable casualty not the fault of the 

Tenant, and (3) alterations previously approved by the Landlord.” 

 

Assignment and subletting: You should negotiate enough flexibility in the assignment 

and subletting clause to allow for mergers, reorganizations, and share ownership changes. 

Watch out for a clause that says a change in more than 50% of the company’s stock 

ownership will be deemed an assignment that is prohibited without the landlord’s prior 

approval. As your company grows and new people invest in it, this clause can be 

inadvertently triggered. 

Try to avoid one-sided lease provisions: Landlords use form lease agreements that can 

be very one-sided. Be on the lookout and negotiate on these types of provisions that are 

heavily landlord-favourable: 

The landlord is given the right to pass on to the tenant, without limit, increased operating 

costs such as property taxes, building repairs, or insurance premiums. 

The landlord tries to lease the premises “as is” or tries to disclaim responsibility for 

compliance with environmental laws (e.g., asbestos issues) 

The landlord tries to require the tenant to pay any tax increases resulting from a sale of 

the property. 

The landlord tries to reserve the right to terminate the lease at the landlord’s convenience. 

The landlord tries to prohibit the possibility of subletting or assignment. 

The landlord insists on personal guarantee of the key shareholders of the company. 

 

Consider using a tenant broker or real estate agent: A good tenant broker can be 

invaluable and will represent your company’s best interests. He or she will educate you 

on the current market; locate spaces that meet your stated parameters; arrange tours and 

accompany you to view these available spaces; and then prepare offer letters and 

negotiate with landlords for all spaces that work best for your company. 

  



Chapter 11- Branding and protecting your brand image 
 

What is branding? Let’s start with what branding is not. Branding is not a lot of things people 

say it is. Branding is not a logo. A logo is a very useful tool for a business, but it’s not the brand. 

A logo is a symbol for the brand. A brand is not a product. People talk about buying this brand 

and buying that brand. Branding is not the products. A brand is not a promise a business makes 

to its customers. A brand ends up acting as a promise, but a promise is not a brand. 

Advertising people say that a brand is the sum of all the impressions that a business makes on its 

audience. That’s not the meaning of brand either. 

A brand is a result. It’s a customer’s gut feeling about a product, service or company. It’s the 

perception they have about your business in their brain or in their hearts. They use whatever raw 

material you throw at them (in terms of promises, service delivery, products, messages) and 

make something out of it. It’s them (your customers) making or creating the brand. In a sense, 

when you create a brand, you are not creating one brand; you are creating millions of brands just 

as you have many customers in your audience. Each one of them has a different brand or 

perception of your business.  

Brand is like a reputation. It’s your business’ reputation. Everyone will be a little different about 

what perception they have about your business, but that’s okay as long as you have the crowd or 

the majority exactly where you want them to be and it’s beneficial to your company. For 

example, after 6 months of starting your business, if you have 100 customers, what is 80% of 

your customer saying about your business?  

What the majority of people are saying about your business is what your brand is. It’s your 

audience’s perception of your business that determines what your brand is. So, you should have a 

way to get feedback from customers to know what they think about your business. This helps 

you to know where to fine tune to keep heading in the right direction. 

The brand is a result of all those activities you do as a business to get customers to buy from you 

and how you take care of them after they buy. What matters is what happens in people’s heads? 

What have you achieved? What is the reputation or perception that you have created in the 

audience’s mind with the products you are putting out, the messages you are putting out, the look 

and feel of them, your culture - how does that affect people? How do our employees behave? 

How is that affecting your reputation as a business? All those things count. It’s a big world. 

Almost everyone in your company is affecting the brand either doing something for the brand or 

hurting the brand. 

You are not done with branding after getting a logo, tagline, business name and so on. 



Build your brand 

We are what and how we project ourselves. A brand takes on the personality of the founder.  

Create a brand image, protect your brand image and keep growing your brand. The life of your 

business depends on it. 

Amazon founder, Jeff Bezos, was famously quoted for saying, “your brand is what other people 

say about you when you are not in the room” 

Your branding is all tied in the experience your customers have whenever they come across any 

of your business’s touch points. Touch points are interactions that happen between a business 

and its customers that occur during the customer’s journey. These moments significantly 

influence customer’s experience as well as brand perception. Examples of touch points are your 

social media posts, online advertisement, digital marketing content, company events, 

conversations with company representatives, product catalogues, ecommerce store, product 

reviews, peer referral, point of sale (physical store), thank you letters, and customer support 

channels etcetera. 

‘It takes 20 years to build a reputation and 5 minutes to ruin it’ Warren Buffett.  

This should tell you that you have to be very careful how you build and protect your brand 

image. Anytime your costumer comes in contact with your brand, it should reinforce your 

already existing brand reputation and not ruin it. 

Let me tell you a story of my experience with what I will call a two star salon brand. One day, I 

needed to weave my hair; I decided to visit a salon nearby. When I got to the salon, they kept me 

waiting for 20 minute before they attended to me.  The stylist that was meant to attend to me 

actually apologized for keeping me waiting. It was all good and he made my hair. When he was 

done, the hair was not exactly what I wanted but not too bad.  

 It appeared to me he was more interested in the money he would collect from me than in giving 

me exactly what I wanted. 

Before I left, he said he could make a lot of other styles and I should please come next time. I 

agreed and after sometime, I needed the same service again and went straight to that same salon. 

Immediately I entered, before I could say hello, the stylist looked in my direction, muttered 

something to himself and frowned his face.  

I became confused. I came to give him money in exchange for his service. I just did not 

understand the frown. In fact, to cut the whole story short, I felt unwelcomed. I kept wondering, 

what I did wrong already. This was the second time I entered that salon and we parted on a good 

note the last time and I paid what he asked for the services. 



Well he made the hair for me after charging me what I will call a rip off. In my mind, as I was 

leaving, I was already thinking of what would happen the next time I come for my weaving. 

Unconsciously I was looking for another salon. 

 Why did I feel ripped off? The value I got was far less than what I paid for. 

Next time I needed my hair done again, I tried looking for another salon. I did not see what I 

would call a salon in the proper sense. I saw a place with a sign saying that they weave hair. I 

entered. It was not a salon. The woman weaves hair and was also renting building tools on the 

other side. 

The kind of treatment I got from this woman in her little store turned me into a loyal customer 

from day one. In fact, I didn’t only want to go back, I planned on taking my kids along with me 

the next time and I told anyone who cared to listen about the woman. She was so friendly, eager 

to please, and she made a better style for me at a price far lower than that of the other person. I 

did not mind the environment at all. The next time I went there, she increased her price a bit and 

I never bargained because I knew I would get more than what I was paying for in value. 

The perception I have about these two businesses is their brand. One was a good brand; the other 

was a poor brand. They offer the same services, but my perception of the first business was bad 

which led to a loss of business for them. I saw his business as one that rips people off their 

money.  

Your brand is more than your logo or slogan. It’s how people feel when they see your logo or 

hear your name or use your products. It’s all about the experience. 

How do you ensure you are a building the right brand image? 

Establishing your brand can be the difference between success, mediocrity and failure. Your 

brand identity is your company’s reputation. It’s not what you tell people about yourself; it’s 

what people tell each other about you that is your brand. 

Your brand identity is comprised of multiple factors like company values, communication style, 

product offerings, logo, and colour palettes. 

Your brand is the face of your business. Without a face, your business cannot stand out in the 

crowd. Companies need branding to differentiate themselves from the rest. 

Branding builds credibility and establishes trust between businesses and consumers. It’s what 

that entices people to buy from you in the first place; and keeps them coming back in the future. 

Your brand can even impact your pricing strategy. Consumers are willing to pay a premium for 

brands they trust. Have you wondered why people don’t mind paying $250 for a Nike sneakers 

and when they see the same unbranded sneakers design somewhere else, they would bargain so 

much if you tell them it goes for $50? 



The reason is that Nike is not just selling shoes; they are selling a feeling or an experience. They 

are selling a brand. This is why it’s so important to build a brand and when you build the right 

reputation for your business, protect it with all you have. 

Branding is not something that happens overnight. 

So, how do you build a brand? 

• Establish the purpose of your business and put that purpose into a well 

written mission statement that states what you do, how you do it and why 

you do it. The WHY part of your mission statement is the most important part as 

it’s the differentiating factor that separates your business from everyone else out 

there doing the same thing. 

 

Your purpose will ultimately define your brand. It sets the standard for how your 

team and employees behave and becomes what your customers expect when they 

buy from your business. 

 

• Identify your brand’s target audience. Who wants to buy what you are selling? 

Your business is not for everyone. Don’t make it appeal to everyone. This has 

been discussed in detail above. 

 

• Create a unique voice for your brand. Once you have identified your target 

audience, you must develop a brand voice that speaks to your audience. Your 

voice can be professional or funny or casual.  

 

If you want to go the informal route, you can say ‘yeah’ instead of yes. You can 

also mix informal with a sense of humour. Your entire brand’s copy should have a 

consistent voice across all your channels (your website homepage, blogs, social 

media posts and adverts) and should resonate with your target audience. 

 

A business selling wigs to young adults should not have the same brand voice as a 

law firm. A law firm’s voice should be professional. 

Tell your brand’s story in your brand voice. Treat your brand story as the 

extended version of your “why” in your vision statement. The explanation of why 

you are in business should appeal to your target market. 

• Design your brand’s visual representation. How will people identify your 

company? Here, I am referring to things like logo, fonts, colour palette and 

topography. Something as simple as the font of your company name within a logo 

tells a lot about your brand identity. 

 



• Establish your brand differentiation. What makes your brand unique within 

your industry? You need to take time to research your competition to see what 

they are doing and do yours differently. Create a unique experience for your 

audience different from what the competition is already offering. 

 

 

• Build your brand rightly. Follow this outline sequentially to build your brand. 

Design your website and create social media channels for your business. You 

can’t write a website copy until your brand voice has been decided, you won’t be 

able to use an effective colour scheme for your business until you have designed 

your logo and visual elements. You can’t write an about us page without 

establishing your brand’s purpose and story. Don’t put the cart before the horse. 

You don’t want to mess up your entire branding strategy. 

 

• Promote your brand. After setting up your brand, you need to promote it via 

different channels as much as possible. If you don’t promote your brand, who 

will? You can promote your brand with social media adverts, email marketing, 

radio adverts, content marketing (blogging) and so on.  

 

However, you must ensure that each promotional method you choose to use 

mirrors your branding strategy. Ensure you use your brand voice consistently 

from billboards to digital adverts, and everything in between. 

 

• Get others to promote your brand. Great branding spreads like wildfire. You 

should create marketing strategies that get your existing customers to become 

brand advocates for your business. 

 

• Encourage customer reviews. Run promotions to give incentives to customers 

who refer their friends and families to your business. By getting people to 

advocate and promote your brand, it’s much easier to establish your reputation. 

 

• Evolve as your brand grows. Be prepared to adapt and change with the times. 

Your branding strategy of today might not be effective tomorrow. Brands change 

based on market needs or industry trends. Even potential company mistakes can 

make you to rebrand your business.  

 

Your business should be able to pivot or change direction as the taste of your 

customers change along with new beauty trends. For example, McDonald’s had a 

reputation for  being unhealthy and making people fat, but today McDonald offers 



a wide range of healthy options, including salads and smoothies as most people 

started going away from fatty food. 

If you can’t evolve, your brand cannot stand the test of time. 

Without branding, your business will just be another nameless and faceless organization. People 

won’t be able to pick you out of the crowd, and survival would be a struggle. 

Branding allows you to increase your prices, establish trust with your customers, and keep 

people coming back for more. Your brand is your reputation. This is why you need to take the 

right steps to build a brand from the scratch.  

Nurture and develop your brand culture 

Brand culture is a system of shared values and beliefs that determine what people think, feel, say 

and do, both within an organization and externally amongst customers. It’s the summation of 

your purpose, vision, mission, values, tone-of-voice, personality and behavioural attributes.  

It also includes the promise you make to meet your customers’ expectations, the manner in 

which your people interact amongst themselves, the collection of experiences your customers 

have every time they interact with your brand through your products, your services and the 

people that represent and champion your brand. 

When you have all these factors well defined and put together, you have absolute clarity on what 

culture means in the context of your brand and organization. So from the ground up, you can 

cultivate a strong and a positive brand culture that your people and customers believe in. It also 

enables you to better manage how you are perceived internally and externally. 

This gives you the ability to command a premium, attract and retain your ideal customers, 

increase productivity, nurture innovation and creativity, establish and maintain operational 

efficiency and consistency, motivate and energize employees, drive growth and increase sales. It 

also has a significant impact on your ability to attract and retain your top talent — all of which 

have a massive impact on your bottom line. 

We all have a sense of what culture is because we have experienced it in both good and bad 

forms through organizations or products and services we have engaged with. The truth is, a 

strong positive brand culture doesn’t happen or come into being by accident. It’s developed with 

conscious and considered input at leadership level.  

 

It’s something that needs to be proactively nurtured because it’s the embodiment of how people 

work together to bring the brand alive positively for themselves and customers. Every person in 

your company from leadership to general staff has a role in creating and nurturing the culture of 

your company. 

Brand culture is best developed by creating systems to ensure nothing is left to chance.  



A documented system of brand culture enables you to identify, define and develop each element 

required to map out the desired culture of your brand or organization so you can measure impact, 

achieve your objectives and get it right.  

 

 Here are ways to develop and nurture your brand culture successfully with limited 

resource: 

Be clear about what your brand culture is 

To develop your brand culture, you first need to know what you want it to be. What’s 

your bigger purpose (vision) behind what you do, what role do you fulfill in society, the 

reasons beyond the money? Vision is the driver of brand culture and culture is the engine 

behind  organization results — it’s fundamental to business  longevity and organizational 

success. So it is critical to get it right. 

 

In the early years of a new business, there can be so much  focus on growth that brand 

culture is something put off  until later. A lot of businesses and brands emerge without 

really thinking about what their brand strategy or brand culture is. To develop and nurture 

a great brand culture,  you first need to be clear about what it is and the brand 

strategy underpinning it.  

The later you do this, the more work it can take to get it right because it is harder to 

change something as your business gets bigger, in fact, it can take years to effect 

lasting culture change. 

 

This does not necessarily mean that you need to invent a brand culture. Even if you do 

not have an articulated brand  culture already, you can look at the brand culture of other 

brands to establish an outline for your brand culture. Think about the sorts of attributes 

your employees show at work. Think about what customers say about your brand  and the 

mood of your store, social media pages, website or  other touch points and spaces. These 

will all give you some clues about how your brand culture could look and feel. 

 

Be willing to develop your brand culture over time 

Some brands have been around for ages. You may remember them from your childhood. 

When you look at old  adverts for those brands, you get a sense of the culture behind the 

brand. There are often some things which have remained unchanged – while other things 

have moved with the times, even if you had not realized it before. 

Some brands have been around for a very long time, but that does not mean that 

their brand culture has been the same throughout even if the brand name is unchanged. 

Like  human beings, brands evolve over time and even more importantly, parts of what 

they stand for – such as their brand culture can also change. 
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Re-evaluating your brand culture regularly in the form of a  brand audit health check to 

see if it is still fit for purpose is an important part of developing and managing your most 

valuable asset — your brand. A brand audit health check enables you to maintain 

relevance, be fit for purpose,  identify your strengths, weaknesses and opportunities for 

growth and helps you to future proof your business.  

 

Part of or all of your brand strategy may be reaffirmed to still be relevant and exciting. 

Other parts may be in need of some evolutionary adjustment in the form of a brand 

refresh, or perhaps a more dramatic overhaul- a rebrand. That can be not only because the 

brand has changed, but also because the world around it has changed. For example, 

consumption patterns may have changed from previous years or the competitive 

landscape may have shifted. 

 

Bring your brand culture to life – without breaking the bank 

Culture thrives on good open, clear communication, ideally appealing to multiple different 

sensory factors. 

A brand culture which lives only in a document adds little or no value to a company or the 

bottom line. In fact, an organization with no well developed brand strategy or brand culture 

rarely performs optimally or delivers financially to its full potential.  

To really take root and become the living embodiment of a  business, brand culture needs to be 

part of the very fabric of your company, engaging leaders and employees throughout. Everything 

from on boarding new employees, communications, product development, training and learning 

journeys, customer experience, customer journeys, design application, marketing campaigns, 

sales scripts, language, incentives and reward, innovation and creativity, product hierarchies or 

brand architecture – how products and services are developed and delivered is influenced by, and 

takes its direction from your brand strategy and brand culture. 

The good news is that it does not have to be a huge  investment and in some cases can be done 

effectively with lean resources.  

Bring your brand culture alive through storytelling,  rewarding everyday examples of brand 

culture in action amongst your team and customers and tracking measurable progress.  

Consider the physical environment in which you operate and shape it to reflect the personality of 

your brand, share your brand values creatively on your walls, define your optimal brand culture 

behaviours and make them part of everything you do every day. 

Promote your brand culture using your communications online and offline, be that through your 

social channels, video campaigns, website, music, brochures and packaging. With some careful 



thought and consideration, brand culture can be brought to life widely and often without 

excessive expenditure in smaller businesses.  

If you have a wig store that faces customers every day, your people are often the physical 

embodiment of your brand culture. Choosing the right people, training them well to become 

your brand champions and giving them the right tools to perform is one of your most powerful 

ways to bring your brand culture to life and enhance your customer experience. 

You could show how passionate you are about your brand  values by painting them on your 

store walls. Your employees and visitors could post a story next to a value  detailing something 

an employee had done which showed the values in action. Each month an award would be given 

to one such nominee at a company huddle. This is an inexpensive and fun way to get people 

thinking about their brand culture every day. 

 Get your brand culture out in the market 

One of the mistakes some businesses make is thinking that  brand culture is an internal 

phenomenon alone. In fact, a  great brand culture powers the organization and brand forward and 

makes it more appealing, not only internally, but also to a wide range of external stakeholders.  

To that end, your brand culture should not be hidden under  a bushel, but broadcast loud and 

clear. A strong brand  culture should help differentiate you, enable you to be highly visible, 

credible, trust worthy and loved — a  customer magnet, attracting and retaining your ideal 

audience so you consistently grow profitably.  

Sharing your brand culture with the wider world beyond your organization is important because 

it elicits feedback from different perspectives. It helps you to know what your brand culture 

actually is rather than what you might aspire or assume it to be so you can be more aligned with 

external perceptions. 

People are the key factor in developing brand culture 

Like other forms of identity, culture is something which is  shaped, reinforced, or undermined 

with even the smallest of day to day actions. So, the way a brand’s people live its  culture is 

critical to helping it develop in the right way.  

 

 No matter how small your brand may be, people are critical to helping your brand culture to 

flourish. 

Every interaction that customers, employees, suppliers and  stakeholders have with your 

organization leaves its own imprint or impression about what your entity represents — good, bad 

or indifferent. This is why people are so critical in developing and nurturing a strong brand 
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culture. Simply relying on your people to find their own way to build your culture positively is 

an approach based on hopes not strategy which rarely works.  

An interesting observation is offered by the online shopping giant Amazon. It has come, 

reportedly, under fire  for its working practices, which could cause a brand crisis. Instead of 

ignoring this, it saw it as a chance to  promote its brand culture. In the U.K, it has had a series of 

commercials with employees expressing what the brand means to them. Even if such an 

approach can risk seeming somewhat self-promoting or artificial, it does engage people in a 

useful conversation and shows that the brand takes its culture seriously. 

Encourage role modeling of your brand culture 

People are so important in developing and nurturing brand  culture. It’s important to motivate 

them to role model the brand culture in daily actions not just words. 

Even when a brand culture reflects the people who are the  living embodiment of it, that doesn’t 

mean that, they will always live up to it automatically. This is one reason why role modeling can 

be so powerful.  

The footwear retailer Zappos shows us an interesting approach to this. They offer $2,000 to 

anyone who completes their first week of training and decides that the company is not the right 

fit for them. Offering money for people to walk away when they are not a good fit with the brand 

culture is brave – but it helps model the desirable brand culture. 

Brand culture directly affects businesses both externally and internally. Developing it well 

requires a strategic approach so you should have clarity around what you want your brand 

culture to be and how you are going to execute on that brand strategy to achieve your objectives.  

Documenting your brand strategy and culture enables you  to bring your brand culture to life so 

it becomes a living embodiment of the business. It also enables you to identify the elements that 

are immovably parts of the DNA and the aspects that need to be flexible and open to change so 

the brand stays relevant and can evolve over time.  

People are the critical factor in bringing a positive brand culture to life; so don’t leave it to 

chance. Ensure the development of your brand culture is supported through brand induction, 

training and embedding strategies with your people because these are crucial to how your 

brand’s culture is communicated both internally and to the outside  world.  

 

You should also consider scheduling a brand audit every once in a while because any crisis like 

the Covid 19 pandemic, throws up a wealth of new data, insights and questions which keeps your 

brand looking for how to survive long term. Evaluating your brand’s strengths, weaknesses and 

opportunities for growth through a brand audit health check enables you to thrive long term. 



A positive brand culture only thrives with strong leadership. Nurturing a brand culture enables an 

organization’s people to thrive — all of which ensures the business prospers and consistently 

grows its bottom line. 

 

Questions to consider: 

How clear are you on what your brand culture is? 

How has your brand culture developed since you founded your business? 

 

Protect your brand image online 

Your brand reputation is your number one asset; you must protect it with all you have. 

According to research, 45% of business owners are not happy with their online reputation. 

Unfortunately, most of those who feel this way don't know how to deal with the fallout from a 

customer dispute or the actions of a disgruntled employee. 

Your brand is who you are in the eyes of consumers. Your brand is your biggest asset and the 

most intangible one when it comes to how it's viewed. If you don't protect your reputation and 

brand image, your social proof, influence and capital in the marketplace will suffer.  

As you go about the task of developing social proof as a business strategy, remember that social 

media is not without its barbs, which we will discuss in more depth below. If you are not being 

cautious, a simple phishing hack can ruin your reputation in minutes and it could take months to 

recover from it. 

 Up to 97% of businesses are located via an online search, and 90% of people surveyed say they 

are influenced by customer reviews and word of mouth, no matter if they are positive or 

negative. 

How hard is your online reputation working for you? 

Why do you need to protect your brand reputation? 

Business trends may come and go, but what gets posted online about your company could haunt 

you forever. This is why you need to follow reputation management best practices and take 

proactive steps to present the best public face possible. 

Brand reputation management involves engaging with the public in a positive manner, deleting 

false or inaccurate information, and tackling negative reviews or comments head-on in a way 

that promotes a win-win interaction. It involves transparency, authentic interactions and a certain 

amount of retroactive Public Relations (PR). 



Most of us are aware by now that anything we say or do could end up online. There are plenty of 

examples of hot mishaps, unfortunate holiday work parties captured on video and people who 

just like to sow the seed of discord for fun or payback post them online. 

Aside from never attending erratic parties, there are some practical ways that you can control 

public perceptions and make yourself and business look good. 

How to protect your brand reputation 

 Keep your employees and associates happy 

A major source of online negativity is disgruntled employees, vendors, and even 

competitors who want to rubbish your reputation. This can be avoided by conducting 

business honestly and with as much transparency and integrity as possible. 

It also helps to keep your team and business associates happy. Employee satisfaction is 

part and parcel of branding, and it should be part of your overall business strategy. Here 

are some suggestions of what you could do: 

Initiate an employee satisfaction program. 

Create a feedback culture that helps staff feel involved and engaged in the company's 

success. 

Develop a program for volunteerism, or offer matching donations for causes that are 

important to team members. 

Pick a cause to support and get the whole team involved. 

 

Google your business at least once a week 

When was the last time you searched your business on Google? The simple act of typing 

your company or professional name into a search bar once a week can uncover all kinds 

of things you didn't know. 

When you browse the internet through the eyes of a customer, you may find online 

reviews that you didn't know about, someone gossiping about your business on social 

media, and a whole host of other public commentaries that pop up whenever someone 

mentions you or your business by name.  

 

If you can see bad reviews when you search for your business on Bing, Yahoo Search, or 

Google, so can potential customers. The good news is you don't have to let a negative 

comment sit there and ruin your reputation. Make it a point to monitor and take control of 

your online reviews in an organized daily process.  

Note the location and date of any bad or inaccurate information and delete whatever you 

can. If you aren't able to remove the information yourself, talk to the site owner to see 

about having it removed or allowing a rebuttal. Those that can't be removed can be 

dropped to page two search status by generating SEO optimized, positive content to 

replace it. 

 



The only time you shouldn't delete negative mentions is when they are legitimate reviews 

or complaints from actual customers. These should be addressed publicly, quickly and 

with a satisfactory outcome as the goal. 

 

Generate your own good press 

Outside of customer reviews and comments, most of what is known about you online is 

coming directly from you. You can even control reviews and comments to some extent 

by engaging online and staying active in the forums. You can also leverage your online 

presence by using your social media accounts to post behind-the-scenes glimpses of your 

team in action, feel-good photos of your happy customers and actively soliciting positive 

reviews or testimonials. 

 

Generate evergreen content that ties your brand journey to your buyer's journey and 

address negative reviews or complaints publicly as soon as they come to your attention. 

40% of consumers report having positive feelings about a company that shows concern 

for customer satisfaction and a willingness to take responsibility to right a wrong. 

 

Monitor your digital footprint 

In order to control brand perception, keep an eye on key metrics for abrupt changes that 

could be tied back to negative publicity. Your Google and admin dashboards for hosting 

show traffic spikes and would help you analyze upward or downward trends. 

Since timeliness is an issue, there are tools like Google Alerts that you can use to get real-

time alerts whenever people are talking about your business online. Set the name of your 

business on Google Alerts and whenever someone mentions the name of your business 

online, Google will alert you by sending you an email. 

 

Protect your privacy and networks 

Nothing can sink a brand faster than negative press, especially when it involves a security 

breach that puts customer data at risk. You can prevent network infiltration by educating 

employees on security to reduce incidents of human error. While a virtual private 

network (VPN) is one of the first recommendations security experts make, this 

technology is not without its share of scams. These are some of the best ways to protect 

your business: 

Use secure hosting platforms that offer encryption and leak protection for your online 

store. 

Limit access through strong encryption and access controls. 

Keep all devices, software and networks up to date. 

Install a VPN on all networks and devices. 

 

Gather social proof 



Consumers are more likely to listen to recommendations or warnings about products and 

services from friends than they are to believe paid spokespersons or adverts. This is 

called social proof, and it is important to build social proof for your brand or company in 

order to build trust.  

 

Word-of-mouth advertising is very compelling, and it's usually free. You should be 

gathering and nurturing advocates of your brand by engaging a trusted influencer with a 

large following to endorse your brand, deliver the best service, and encourage likes, 

comments and shares on social media. 

Remember to practice social media safety when engaging with these platforms. 

Unscrupulous actors use comments and info from profiles to launch phishing exploits and 

spread misinformation. 

 

 Design with user experience in mind 

Your website is often the first interaction you have with your audience. Make sure that 

it's designed to put user experience (UX) and security first. This not only draws more 

visitors to your page, but it also keeps them there longer and makes a return trip more 

likely. Additionally, it helps elevate your ranking in the search engine results pages 

(SERPs). 

 

Your website’s layout should be clean and easy to navigate, contain useful, relevant 

content and links, and the checkout process should be secure, fast and hassle-free. Choose 

a reliable hosting service with a high uptime percentage, and use a content delivery 

network to improve speed and performance. 

 

 Get personal with your prospects 

In the age of AI and other machine-learning technologies, human-to-human (H2H) 

interaction is getting lost. Employ advanced technology to streamline core functioning to 

free up your staff’s time so they can focus on providing personalized services in 

addressing customer’s pain points. 

 

This can be as simple as writing a personal email offering special discounts, starting a 

customer loyalty program or just sending out cards for holidays or customer birthday 

greetings. 

It only takes one bad interaction to tarnish your brand image. With so much online 

competition and so many platforms available, trying to clean up misinformation or 

negative reviews could become a full-time job. 

You could make this job easier by practicing proactive interaction, protecting your 

computer network and hiring a professional reputation management firm to monitor your 

brand presence. 



  



 

 

Chapter 12 - Scale your business 

 

Scaling your business means growing your business in size and reach. 

To be able to scale or grow your business, you need to be a master at building a strong team, 

building strong partnerships, raising funds and developing business systems. Even if you are not 

a master at all these skills, you must have a member of your team who is a master at each one. 

Scaling a business also means you have the right skilled people in the right places and you are 

able to leave your business and travel and everything works as it is supposed to or even better. 

Before you can scale your business or to start opening new branches or stores, you have to check 

if your business is ready to scale. If you try scaling a business with the wrong team and no 

proven systems, you will definitely fail because you cannot build something on nothing and 

expect it to stand. 

.So, first, you need to ask yourself these questions to know if your business is ready to scale: 

Do you always find yourself putting out small fires everyday in your business? 

Are you having a hard time letting go and giving your staff the room to breathe, take 

responsibilities and grow? 

You would not be able to scale a business with the wrong team. If you want to free up your time 

and focus on the bigger picture, you need to delegate. If something is holding you back, it’s 

probably because you do not have the right team in place. This falls on you because you did not 

do a good job hiring the right people. 

To be able to hire the right people, you should look for these qualities in any candidate: how 

proactive they are, their attention to detail and problem solving ability. 

To get great talents, you will have to pay more either with cash or with your equity. Surround 

yourself with excellent employees and you would be able to delegate and remove yourself from 

the day to day activities of your business. This is the only way to make your business scalable, 

more sellable and more fun. 

The greatest people are self managed. They don’t need to be managed. Once they know what 

they ought to do, they will figure out how to do it and go ahead to get it done. They don’t need 

supervision to get the job done. 



What they need is a common vision. That is what leadership is. Leadership is having a vision and 

being able to articulate or communicate that to the people (your team) to understand and run with 

it. 

You want to employ people who are insanely great at what they do. Not necessarily the seasoned 

professionals, but those who have at the tips of their fingers and in their passion the greatest of 

what wig making is, what technology is and what you can do with that technology. 

What happens is, when you succeed in getting ten core people into your team, it becomes self 

policing as to who they let into their group. This means they would help in employing other great 

people like them. 

You are sure you have the right team when everybody on your team wants to work, not just 

because they have to work, but because there is something they believe in and that they would 

really make a difference. 

So, if you don’t have the right team, a vision and the right processes in place, don’t bother about 

scaling your business yet. Rather let your focus be on bringing the right team on board and 

putting in place a system of processes that they would work with. 

It’s after you have succeeded in achieving these, that you can start thinking of opening new 

branches. So, put processes in place, test the process, get feedback from your staff, and correct 

some places that need correction. Once you have a proven system that works, then you are ready 

to multiply, replicate or scale your business. 

One good thing about having a proven system that works is that you can decide to franchise it as 

part of your growth strategy just like McDonalds. 

 

Funding your business 

There are different ways you can fund your wig business. When you are just starting out, I 

recommend you fund your business from your personal savings or from the money you get from 

family and friends. 

The reason for this is that when you are just about to start, its only you and your close relatives 

that can believe in you enough to risk their hard earned money when they cannot even see 

anything on ground. 

So, your first approach should be people who are close to you or people who know you. 

So, when your business starts growing and you need more capital to fund your business goals for 

growth, you can go for outside funding. You can go for a loan, crowd funding, grant or equity 

funding. 



To be able to secure funding from total strangers, you must be able to show that your business 

has traction, is profitable and would be able to make the investors money in return. 

  



 

 

Chapter 13 - What Next? Start Now! 
 

Most times, I meet people who have great dreams of starting their own wig brand. They talk so 

much about how they would soon start, how their businesses would make so much money and 

employ a lot of people and years pass and they are yet to start.  

I ask them, ‘why have you not been able to start?’ They give a lot of excuses like my kids are 

still too young, I am looking for money because I will really like my product to have so much 

quality, I will start in January, I will start when I have more time, my partner wants me to keep 

my job, I will go back to school and take a few classes first and so on. The list is endless. 

Too many excuses; and you know what? The more you wait, the more you will have excuses that 

will stop you. Let me shock you. There will never be a suitable time to start! 

One day, I met a woman that later became a friend. While we were talking, she asked if I could 

train her on wig making. I said, ‘why not, but first why do you want to learn wig making?’ 

She said she just needed to start doing something with her time and I asked again, ‘do you see 

yourself in the wig business in the next 5, 10 years?’ 

 She said, ‘no’. 

I asked, ‘why not?’ 

She said she would rather be making clothes for kids. 

I said, ‘what you need to learn is cloth making and not wig making’.  

The next thing she said was, she does not have the time to start learning and that her children 

were still little and she may have to wait for them to grow a bit before going out to learn. Her last 

child was about 2 years old. She also has two older children and a girl of about 18 years old as 

nanny. 

I told her my baby was 3 months old when I started my wig production business and I did not 

have any help in the house. All house chores were done by me with a little help from my 

husband. 



 Immediately she heard that, she went out the next day and enrolled in cloth making classes. 

Now she has a kiddies clothing line. Most of the time what stops us from achieving our dream is 

only in our head. 

Work super hard 

If you are starting a company especially in the beauty industry where there is a lot of 

competition, you have to work super hard. If some other wig company is working 50 hours a 

week and you are working 100 hours a week on your business, you will get twice as much done 

than the other company within the same time. 

Also, make sure that you create or sell great wigs. Your products have to be really great. When 

you are entering a market where there are existing products already, your products and services 

must be much better than what other companies are offering people in your market already. You 

must have a competitive advantage to be able to survive in the market for long. 

You have to put yourself in the shoes of the consumer and say, why would you buy your product 

as a consumer? You must come out with a product that is a lot better than the competition and 

not just slightly better. Your product and service must have a wow factor to sway consumers 

your way. 

 

Find a mentor 

A mentor is someone who has done what you want to do and is successful at doing it. Don’t look 

for advisers. Advisers are people who tell you how to do something but have not personally done 

it. Many people want to teach you how to do business but have never owned a business in their 

lives. All they know about business is what they were taught in schools but have never 

experienced the world of business. 

You want to learn from leaders, not advisers. 

Get people who have experienced the world of business and have been successful at it to mentor 

you. 

Why do you need a mentor? 

An experienced mentor will teach you how to build systems in your business that will help you 

grow very fast. From your mentor, you will also learn how to be a leader of people and not a 

manager of people.  

A leader knows how to direct people who are often smarter than her while a manager sees people 

as inferior to her. The people I know who are successful in any business are those who are 

natural leaders. The ability to get along with and inspire people is a priceless skill that can be 

learnt. 



Other ways to learn how to build a system is to either go or get an MBA (which will teach you 

some basics of business management) or you go and work for a big company for at least 10 years 

to learn how to build a system, or you take online courses on business management. 

Choosing a mentor that has all the business experience you need is a great choice you will ever 

make in your entrepreneurial journey. 

 

Failing is part of the game 

You have to be willing to be wrong to find out if you are right. Don’t let the fear of failing stop 

you. We learn the most about ourselves when we fail. Don’t be afraid of failing. Failing is part of 

the process of success. You cannot have success without failure.  

Unsuccessful people are people who never fail. Even if you have started other businesses before 

and failed, learn from the failure and start another one. Don’t stay down and say this business 

thing does not work. 

I have personally tried starting different businesses in the past that failed including jewelry 

business, cleaning business until I came to the wig production business. Even in the wig 

business, I failed too until I found the way to turn it around. In all these failings, I always learnt 

something that has helped me greatly. 

Get started. Just start. Don’t wait until everything is perfect or you have enough money or 

enough time, enough knowledge and so on. So, what’s stopping you from starting? Start today! 

 

***************************************************************************** 

 

If you enjoyed reading this book and found value in it, please consider giving the book a 5 star 

review to help other people searching for the same knowledge find it. Thanks in advance. 

 

You should also consider joining my Newsletter where I share new sales strategies that will help 

you keep increasing your business revenue. You will also be the first to know when I release new 

books.  https://evunn.com/welcome 

New book coming soon! Watch out for it. 

At evunn.com, we also help wig businesses craft their offer to make your messages clearer to 

your audience and create product descriptions that will resonate with your ideal buyers. Want us 

https://evunn.com/welcome


to help you create product pages that are irresistible to your target audience? Visit us here 

https://evunn.com/game-plan 

 

Cheers! 
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