
STARTING IS 
EASIER THAN 
YOU THINK



We’ve been backing our ideas for a few years
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We’ve fallen victim to thinking we needed a fancy business plan or an 

investment before we can even start talking to other people about our 

idea.  How wrong we were! In fact, we’ve learnt that starting to talk to 

people is the only way to get your idea going. In this toolkit, we want 

to share the exercises we continue to use to flesh out our ideas.

We also share with you a case study that gives you a sense of how 

some of our tips play out practically.

The most important thing for you to keep in mind as you make your 

way through this kit is that, you already have a lot of what you need to 

move beyond just having an idea.  



The Purpose Framework

We used the Purpose Framework to conceptualise AMAZI and we 

continue to review it, re-work it every time we add to our organisation. 

It’s also a framework each of us uses personally to think about our 

alignment to what we are building.

The framework, created by the Japanese, suggests that you uncover 

your PURPOSE (or your Ikigai) when:

You create/contribute something the world needs, which you are good 

at and can be paid for, and that you love to do. 

What a mouthful! And how could you possibly figure out what that is?
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Uncovering you purpose is not something you can do quickly, in 1 day 

at 1 time. It’s a slow process that you will probably keep coming back 

to. We suggest, creating the table that follows in a notebook or on a 

board that you can put somewhere you can keep working on. 

Divide the page (or board) in 4 and lay out each question at the top of 

the board. 

Have a look at the next 2 slides. The first is a blank example of the 

table and the second is Leila’s Purpose Framework: a fictious young 

women that we are using as a case study to talk through the 

exercises we’re putting forward to you. 

While Leila is a fictious character, she’s inspired by the real stories of 

many young women we have mentored to get their ideas off the 

ground.
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WHAT DO I LOVE? WHAT DOES THE WORLD 

NEED?

WHAT AM I GOOD AT? WHAT CAN I BE PAID FOR?

The important questions you need to ask



You’ll notice we’ve colour coded the questions. The 2 on the left are 

yellow. The 2 on the right Blue. The reason we think about these 

questions differently is because the questions in yellow are self-

reflective. Answering these will take having conversations with 

yourself. These also tend to be questions we can answer fairly easily.

The questions in blue are questions you may need to do a little 

research on and have conversations with others. Particularly “what 

does the world need”, is a question that may need you to have a 

series of conversations with people in your circle to figure out what 

their most immediate priorities & needs are and whether what you are 

passionate about (and good at) could meet those needs.

Before you go on to look at Leila’s Purpose Framework here’s a little 

information about Leila to put her story in perspective
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Leila is a 28 year old, qualified beauty therapist who spent the past 7 

years working in a various spas and salons. She really enjoys doing 

treatments (especially facials) but she’s also at a stage where she 

feels her growth is limited. She loves working with clients but she’s 

also really interested in learning how to set up and run her own 

business. She’s also got dreams of creating her own product range in 

the next 10 years and she doesn’t think staying a therapist in a salon 

is going to help her achieve those goals. She took a very short admin 

course when she studied but it really didn’t teach her much about how 

to build her own income. Her mother recently stopped working and 

Leila is taking on more financial responsibility at home. She’s stressed 

about whether now is the right time for her to try and build her own 

business so she’d like to do some planning, some research and feel a 

bit more confident about her decision. 

She started with her Purpose Framework:
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WHAT DO I LOVE?

Making other women feel 

beautiful

WHAT DOES THE WORLD 

NEED?

More confident women who 

feel good about themselves 

WHAT AM I GOOD AT?

• Organising/co-ordinating

• Connecting with new 

people

• Making people feel 

comfortable

• Make-up/skincare

• Social Media

WHAT CAN I BE PAID FOR?

• Doing Makeup

• Advising on Skincare

• Endorsing skin products 

& providing reviews on 

products

Leila’s purpose framework



Creating a solution for a problem 

A viable business is built on solving a problem.

Let’s look at a few questions to help flesh this out? 

1. Is there a problem that you believe you can (and want to) solve?

2. Do you have a sense of how many people are affected by this 

problem & would benefit from your solution? 

3. How many people would you need to reach in order for you to earn 

enough money to cover your costs?

4. What do you think you’re going to need to make this solution 

available, in its simplest form to a group of people willing to pay for 

it?
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How do I assess if my idea is viable?
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1. Do people need the product/service 

I want to offer?

2. How much would they be willing to 

pay (if at all) for this 

product/service?

3. What do I need to put this 

product/service together (costs)?

4. How long can I afford to run this test 

before I know whether I can make it 

work?

What do I want to learn from a pilot?

PRICING

BREAKEVEN

The Viability of an idea is: Enough people need what I am offering & are 

willing to pay for it for me to earn income that covers my costs. 

How can I get a sense of whether my idea is viable: test it or run a 

“pilot”.
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The reality is an idea can only be successful if people 

are willing to pay for it. 



PRESENTS:

A SEAT ATOUR TABLE

Reflective Question

Take a moment to think about whether you’ve engaged 

with your potential customers:

1. Have you spoken to people about your idea?

2. Have you tried talking to close family & friends?

3. Do you have a list of easy questions you can send 

around to your circle to start getting a sense of 

whether there’s a market for your idea?

4. If you do have some initial feedback, did you follow up 

with anyone who said they wouldn’t pay for your idea?



Pricing isn’t about fancy finance

e
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How much are people 

willing to pay for what 

you want to offer? 

(Demand)

How much does it 

cost you to get your 

offering out there to 

people?

(Cost of meeting 

demand)

Is there anything currently out 

there that meets a similar need to 

what you want to offer that 

people are already paying for?

(Market research) 

PRICE



Pricing isn’t about fancy finance

e
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How do we get a sense of 

whether people are interested in 

our product/service & what they 

would be willing to pay?

OR how to get a sense of what 

the demand for our 

product/service is?

SURVEY people in your circle & ask them. There are 

free survey tools just as jotform that you can use to 

compile a questionnaire OR just send a few questions 

around/call people. It does not need to be formal. 

Keep it simple:

I want to launch XXXX

1. Is it something you think you 

need? (Yes/No)

2. Would you pay for it (Yes/No)

How much would you pay? (giving 

price ranges is less work for 

people to choose from)

3. Would you purchase regularly? 

(Yes/No)

4. Is there currently a similar 

product/service you use? Please 

list.
Follow up on people who answer “No” to find out 

why. Research the names of products/services 

that people list as “similar”

1.

2.

3.



Don’t stop talking to people as you create

You do not speak for your market. You may be a part of that market but what you 

need and what you are willing to pay for isn’t representative of the entire market. So, 

when you want to create a product or service, talk to people you are creating this for 

as you create. 

So where can you start?

Use the people you already have access to: family, friends, colleagues. Ask them 

questions about whether your idea serves a need they may have. Ask them whether 

they would be willing to pay for it. Ask them what they would expect from that product 

or service. 

How? Keep it simple – send out a whatsapp/email/call people. No need to construct 

fancy surveys for now. Just start conversations to get a better sense of whether 

people would pay for your idea and what they would expect.
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PRESENTS:

A SEAT ATOUR TABLE

Reflective Question

How much research have you done into your costs?

1. Do you have potential suppliers you can get costings 

from?

2. Did you think about how much you need to earn from 

this idea and include this in your costing exercise?



Getting to know your costs

e
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Let’s start by assuming its ALL 

YOU. You’re not yet hiring a team 

so you are the “hands”, the 

“brain”, the “resource”.

What is your CAPACITY? 

If you want to make a product: how many can you 

make in a day if it’s just you?

If you want to provide a service, how many clients can 

you assist in 1 day?

What then is your MONTHLY capacity?

Leila’s story

▪ I’m thinking of starting a mobile beauty 

service to go to clients homes & workplaces

▪ I can do max. 4 clients a day (taking into 

account time to travel & extra set up & clean 

up time for COVID protocols)

▪ I can work 5 days a week & I don’t mind that 

it could be Saturdays & Sundays

▪ 4 per day x 5 days a week x 4 weeks = 80

▪ My CAPACITY is 80 bookings a month



Getting to know your costs

e
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If I know how many 

products/clients = my capacity. 

What do I need in order to meet 

my capacity?

Working example continued

What would I need to service those potential 80 

bookings?

Equipment R3000

Stock R2000

Airtime/data R500

Booking & payment system R1000

Petrol/transport R1000

COVID PPE & Sterilisers R1000

Total R10 000

*This has not been realistically costed. It is to show the 

flow of the exercise. 



Getting to know your costs

e
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What do I need to earn to cover 

my monthly living costs?

What is my minimum viable 

income?

Working example continued

What would I need to service those potential 80 

bookings?

Equipment R3000

Stock R2000

Airtime/data R500

Booking & payment system R1000

Petrol/transport R1000

COVID PPE & Sterilisers R1000

Total R10 000

Monthly living expenses R15 000

Total costs need to cover: R25 000

Minimum Income need to make R25 000

*This has not been realistically costed. It is to show the 

flow of the exercise. 



Getting to know your costs

e
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Knowing the minimum income I 

need to make & learning from 

friends/family how much they are 

willing to pay for my 

product/service – Could this be 

viable?

Working example continued..

Minimum income I need to make R25 000

What I’ve learnt from my survey

Price people are willing to pay R250 

My capacity 80 bookings

Potential income (80 x 250) R20 000

What I could make at full capacity is less than 

what I need. Where to from here?

Should I look at how to think about different 

scenarios to help me think about how I can 

change my offering/my costs to get closer to 

something that I feel is viable?

*This has not been realistically costed. It is to show the 

flow of the exercise. 



Thinking through SCENARIOS 

e
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Scenarios allow you to pull the “levers” that make up the viability of your idea. Price, 

costs, capacity – if we start changing how they combine and we create different 

situations – we can start seeing what combination of these levers takes us closer to our 

idea being viable.

Scenario: Made it 

(My best case)

It works

(Middle of the road)

Need re-thinking

(my worst case)

Number of bookings 80 50 30

My required income R25 000

Price I need to charge 

to meet my income

R25 000/80 = 

R312.50

R25 000/50 = R500 R25 000/30 = R833.3

Price people are willing 

to pay 

R250

Even in a “best case” scenario, the price Leila needs to charge is higher than the 

price people seem willing to pay. To close that gap, she needs to think about how to 

add onto what she can offer to increase what she charges and/or decrease costs
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There’s no “right” answer to the question “what next”



The story of our Virtual Hub 

e
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As a team, we tend to over-think. There’s 

nothing wrong with that, we cover our 

bases, thoroughly. It also means the move 

from THINKING to ACTION is something 

we need to be deliberate about. 

We know that we like having a certain 

amount of time to research, form our idea, 

think through a few scenarios and then put 

the idea out to test. 

We chose to launch our pilot with a fair 

amount of the idea fleshed out and we 

kept the pilot group small so that we could 

have deeper feedback discussions. Those 

were all choices made knowing how we 

like to work and what we are comfortable 

with.



PRESENTS:

A SEAT ATOUR TABLE

Reflective Question

Why have you been hesitant to try?

1. Perhaps you didn’t know where to start?

2. Maybe you didn’t feel confident you could earn enough?

3. Or you didn’t know where to get the information and 

support you need?



We created our Platform for YOU

We’ve taken our learnings, the tools we use to bring our ideas to life 

and we’ve put these together in easy-to-use learning modules that are 

filled with reflective questions, practical exercises and our personal 

experiences to help you build yourself and your idea. 

It’s important to us that these learnings are easy to access, easy to 

work through and affordable to you. 

When you purchase a course, you are part of our Virtual Knowledge 

Hub and in addition to the course you’ve purchased, you can interact 

with us via our discussion boards and online events. 

Your dreams are valid and we have created the toolkit that allows you 

to uncover your purpose and invest in your potential.
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Our Entrepreneurial learning path contains 2 modules in 1 and is 

the perfect learning package to get your idea off the ground



You’re not alone. There’s 

a virtual community that 

you can access to learn, 

to interact, to grow, to 

try, to make mistakes & 

get feedback. 



PRESENTS:

A SEAT ATOUR TABLE

Back yourself now and head to our online 
course catalogue to continue building 

yourself and your idea. 


