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Perks and
pitfalls of

going

alone

it

Business Challenges

Self-financing can make growth
difficult but some entrepreneurs
believe it is a healthy discipline,
writes Jonathan Moules

ecuring outside
finance as

difficult as ever for

many small busi-

nesses, even as new oppor-

tunities appear for the self-
same companies to grow.

As a result, the strategy

unproven at that stage,” he
recalls, “To be honest, I
didn't know how much it
was worth.”

For example, he has
never been distracted
the task of having to raise
finance when he could have
been working on the
b Nor has he

well, having built his
eBay trading business, Stuff
U Sell, from zero to £lm
turnover in a little under

“When we started out, it
was the next month, then it
became six months out.
You get to l:n::mt M\;ﬁhez
you are no T w
about survival, you are wor-
rying about growth.”

Brackin is not alone.
Joshua March, chief execu-
tive of iPlatform, which
helps companies engage
with customers via Face-
book and other social net-
working platforms, could
not even secure a £5000

ft without 1|

guarantees.

However, he and his co-
founders managed to pass
the £lm revenue mark in
less than a year of trading.
This success, March claims,
was down to hard work and
“being very prudent” with
the resources that the busi-
ness had.

techniques include being
tight on overheads and

-You get to a point

where you no
longer worry about
survival, you worry
about growth'

using contractors as much
as possib before hiring
anyone full-time.

Another way to grow a
business without external
funding is to get the cus-
tomers to pay for the
growth through deposits on

This is the " strategy
employed by  Matrix
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fees for the finance it did

ption,
“Some ﬂgﬁy r‘el’used and

whereas we go in with a
blank piece of paper and
say: ‘What would you
like us to develop?" Brad-
shaw says.

Although he has proved
that it is possible to grow
without the banks, Brad-
shaw admits that he has
got to a position where he

Matrix now makes about a
qu_z‘xrtero!itsseles.

even pay
terms,” he notes. “One
increased its payment time
to 120 days, which is quite

provide. ;
“Brands go to the retail-
ers with a catalogue,

is all very
well, but sometimes what a
business really needs is a
helping hand.
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