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and so we have to make choices and do 
things differently”. I had to conclude the 
meeting for I realised that I was not go-
ing to get substantive questions.

Goose is cooked
 So I went to my office and buried my-
self in New Year reports. Even without 
being a rocket scientist, I can tell that 
my team is not ‘feeling’ me. They must 
see me like an imposter despite having 
been here for six months.

 I could not help wondering if I was 

paying for my past especially when I 
was mean to Mr Tumbo. Perhaps they 
do not take me seriously because I ap-
pear to be so young, or may be also be-
cause I am from the head office.

 I must find a way of re-connecting 
with my staff and find a way of mak-
ing this work. 

The first thing to do is to write a 
business case justification for the ad-
vance to staff-because if do not get 
that for my people my goose is very 
very cooked.
I spent most of the day working 
and re-working my PowerPoint 

presentation to HR in head of-
fice. I have realised that those 
guys have an obsession with 
PowerPoints - even when you 

send comprehensive word docu-
ments; they turn around and say they 
want it changed.

I consulted good old Google for 
tips and quotes on how to deal with 
demotivated staff members. Some of 
the suggestions sounded bizarre and 
downright inapplicable-but I incorpo-
rated them anyway. 

Finally at 10pm, I had a concrete 
document. Just as I was shutting down 
on my computer, a message came flash-
ing through my mobile phone. 

The message was from Lydia, “ 
Happy New Year! How’s you? I got 
engaged over Xmas.”  What a way to 
end the day!

Can you believe it that it is 10 
p.m and I am still in the of-
fice? I wonder if this is a sign 

of how things are going to be like this 
year. Today morning, I called for a staff 
meeting to discuss the 
business plan for 2010. 
I have received some ‘in-
telligence’ that most of my 
staff think that I am pass-
ing cloud and there are a 
few managers who claim 
that they are the bosses-in-
waiting and I am just an 
errand boy from Nairobi. 
What they do not know 
is that I have resolved to 
make Mombasa my home. 
In fact for 2010, I will be 
seeking opportunities to get into busi-
ness or to own some property here.

Therefore, I called a meeting at 
10am today morning. To show you 
how I have settled in, I did not require 
a translator to help me through the 
sessions. 

All I had done is taken the Power-
Point presentations from the head of-
fice and customised them for my use. 
I spent quite a bit of time telling the 
staff that times are very hard and they 
would have to pull up their socks and 
get the business back on track. I even 
went ahead and showed them what 
strategies and hard plans that have 

been put in place.
 I went to great lengths 

to sound smart and enter-
taining and was looking 
forward to some great 
questions at the end of the 
session. Imagine my shock 
at the calibre of the ques-
tions from my audience. 

Most of them wanted 
to know whether they 
would get advances since 
they had over-spent during 
the holidays. 

Another bunch wanted to know if 
they would get laid off and how much 
money I would pay them.

 I hadn’t anticipated this line of 
questioning so I had to come up with 
crafty answers to deal with that. It 
didn’t help that I had to think in Eng-

lish, then translate into Swahili with 
my mother tongue getting in the way. 
I told them that I would contact the 
head office and revert to them regard-
ing the pay issues. 

This did not satisfy them because 
one of the folks told me, “ but the guy 
who was here used to give us money 
without complaining.”  My initial reac-
tion was to retort, “ but do I look like 
that guy?”  

Somehow wisdom prevailed and so 
I said that, “ it is a new and tough year 
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have worked for the same companies 
for over twenty years. Worse still, some 
top executives have never actually used 
the product they purport to sell. Take a 
sample of insurance executives and ask 
them what policy covers they have for 
themselves and their kin and you may 
get some interesting answers. The case 
of bankers is even more interesting. It 
is not uncommon to find most employ-
ees of banks running their 
main bank accounts out of 
competitor banks!

The entrepreneur 
needs to know that lack-
ing PowerPoint skills is not 
necessarily a liability. His 
world is more pragmatic 
as the opportunity of strat-
egising via PowerPoint is a 
lost business opportunity 
or sale. He needs to know that 
most of the presentations made in con-
ference rooms in most corporates are 
filled with buzz words such as “lever-
aging assets”, “first-mover advantage”, 
“multipoint competition”, “value chain 
analysis” and other similar jargon that 
is picked up and processed in business 
schools. A casual conversation with 
many top executives will reveal that a 
lot of time is spent sitting around think-
ing and planning instead of going out 

and trying some stuff, seeing that it 
works, and learning by doing.

In this day and age, we have mar-
keting managers who have never set 
foot in their customer environments, 
leave alone even talked to them. They 
are glued to the seats in their offices and 
more preoccupied with either theoris-
ing on what their customers may need, 
or simply hiring research companies 

to conduct studies that re-
sult in endless hours of hy-
pothesising and analysing. 
Entrepreneurs on the other 
hand immerse themselves 
in their customer environ-
ments and strive to create 
meaningful connections 
with them. 

In this regard, it may 
be of interest for corporate 
business leaders to note 

that some leading CEOs of Fortune 
500 companies have opted to ban the 
use PowerPoint presentations in the 
organisations that they lead.

 They have realised that most over 
ambitious employees focus more on 
dazzling their colleagues with their per-
ceived intellect and sophistication and 
less on substantive issues that require 
to be addressed to drive their organi-
sations ahead. 

At an ICT conference recently, an 
entrepreneur in attendance was 
lamenting at his inability to use 

software applications such as Power-
Point to communicate. This comment 
followed a particularly spectacularly 
presented PowerPoint presentation 
made by one of the younger present-
ers. The entrepreneur confided in us 
that he had actually never used Pow-
erPoint and felt that his business was 
handicapped as a result. For some of us 
who had invested sometime in the cor-
porate world, his fears could not have 
been further from the truth.

In the business world today, there 
is far too much hype about strategy. 
This is especially augmented by the fact 
that many corporate men and women 
have become accustomed to the use 
of flexible presentation software ap-
plications such as PowerPoint to com-
pose seemingly highly intellectually 
presentations to make sales pitches.  

Unfortunately, more often than not, 
there is often much too much empha-
sis on the quality of the presentation 
and the pitch rather than the quality of 
business acumen and ideas. Most of the 
time, the presenters spend numerous 
hours worrying about what presenta-
tion templates, fonts and colours to use 
rather than dealing with substantive 
business issues.

The entrepreneur in question has 
figured out that strategy is irrelevant 
for strategy’s sake and the magic word 
is actually execution. His focus is on 
listening to his customers and em-

ployees and executing what they tell 
him to do. The notion of strategising 
and hypothesising scenarios is simply 
not in his vocabulary. In the corporate 
game, typical PowerPoint presentations 
elevate format over content and unfor-
tunately from the observation of some 
top CEOs in the country, they have real-
ised that the fancier the presentation, 
the less the content.

Most corporate employees have 
never talked directly to customers 
about their organisations’  products. 
Chances are that they have not used the 
products themselves, even though some 
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