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GROW YOUR BUSINESS

It’s true - raising capital to launch your 
business may be one of the toughest 
battles you will face. But let’s not forget 
the uphill climb that still remains - the 
threat of debt. While it is unlikely you will 
be able to avoid it (and always remember 
that like cholesterol there is good debt and 
bad debt), you can certainly manage it.

You may have raised your initial capital, 
gotten things off the ground and are 
comfortable with your cautious coast 
toward success. But along the way you will 
often find that you need even more capital. 
So what do you do? Borrow.

There are two basic options when 
attempting to raise capital; debt or equity. 
Both create forms of cash in hand, shaking 
the money tree and loosening the dollars 
that will keep you going. But at what cost? 
Consider the pros and cons:

DEBT

Most commonly employed by startups 
and business focused on growth, debt 
is often secured by the assets of the 
company including the possible personal 
guarantee of the owners. As time goes 

by, the company repays the principal with 
interest from the cash flow generated by 
the business activity. 

This type of lender is not usually willing 
to take big risks, but the major pro here 
is that debt does not impact on your 
ownership.  You own as much of your 
business as you did beforehand.

“Prioritize your debt and 
try to negotiate with 
suppliers.”

EQUITY

Equity means investors take pieces of 
the pie, owning portions or percentages 
of your business, usually bot not always 
determined by the value of the business 
and the lending amount. The challenge 
here is that valuing a business is subjective 
- investors will seek the lowest buy in for 
the most ownership while owners will 
push for the opposite. 

The major pro here is more of a 
partnership is formed, with the investor 
being, well, more invested in the business 
enterprise and its success. 

When raising capital, ask these questions:

1. How much do I need? Be realistic, create 
a comprehensive plan and overshoot for 
the sake of not having to ask twice. 

2. How will I raise the money? Insert the 
debt/equity argument here. 

3. What is the valuation of my company? 
(What is it worth today, what is it worth in 
the future, how long will it take, how likely 
to succeed?)

4. Who are my target/potential investors?  
What else can they bring to the table 
besides money?

If you feel the threat of debt looming, 
or feel like you are sinking, start simple. 
Revise your budget, trim the fat, prioritize 
your debt, negotiate with suppliers and 
invest additional time and energy into 
collecting outstanding debts.
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GROW YOUR BUSINESS

out ownership stakes to those with long-
term dedication and proven track records. 

Keep this list of warning signs accessible 
- check yourself before your wreck your 
business! 

Micromanaging has many downsides and 
can negatively impact on your bottom line 
and stall productivity. 

“Break the cycle by 

delegating. If you can’t 

trust your employees for 

the jobs, find new ones.”

Are You a Micromanager?
As an entrepreneur, chances are you 
have either been micromanaged, or are 
micromanaging. It could be the very thing 
that drove you to finally strike out on your 
own and be your own boss. 

But tread carefully.  More common than 
not, small business owners do not even 
realize they are committing this egregious 
workplace sin!

Top ten signs you may be a micromanager:

1. Assigning tasks and then taking them 
back. Do you not trust your employees’ 
work?

2. Consistently falling behind and feeling 
overwhelmed by workload (DUH. This is 
why you hired a team!)

3. You are always the manager or 
project lead, though there are plenty of 
alternatives.

4. Creativity and initiative seem to be 
stalled because you are leaving no room 
for suggestion. 

5. Missing deadlines? Lapsing on timelines 
by getting bogged down with the details?

6. Are team members seemingly avoiding 
face time with you?

7. Your calendar is full with the 
appointments and timelines of everyone 
on your staff - you have to know where 
they are at all times. 

8. High staff turnover? 

9. Possess the “If you want something 
done right, do it yourself” attitude?

10. You do all the talking during meetings, 
your staff sit noticeably quiet. 

Uh oh… doing some of these?  Relax. 
It’s easy to fall into this trap - after all 
this business is your livelihood and your 
passion is what drives it. Turn that deep-
seated drive in the right direction.

Instigate methods of accountability, 
articulate goals and expectations clearly 
and down the line you may consider giving 
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Yes - it’s confusing. At first we are all 
for pushing Facebook into everyone’s 
business (literally) and now we want to 
change our minds? Not really….

Understanding and knowing the truth 
behind the elusive ‘likes’ is an important 
way to know how and when to spend your 
money, and if it’s really worth it. 

It is a fact - likes are no longer an organic 
representation of your followers’ interest, 
or a reflection of content well received. 
Likes can be bought, farmed even, and that 
makes them more of an advertising entity 
than ever. 

This brings up a question of ethics, and has 
caused quite the global stir amongst social 
media specialists and marketing firms, as 
it has changed the game, creating an issue 
for those considering Facebook’s pay-per-
click options and promotional strategies.

These days, quantity is no indication of 
quality as Facebook likes are more akin 
to winning a popularity contest then an 
election. 

How are small business owners supposed 
to know what is worth their time and 
precious funds?  As investigations into 
these world wide “like-farms’’ deepens, it 
shines a light on the lessening importance 
of the ‘like’ itself. 

We suggest continuing to host a 
Facebook page that provides genuine 
and interesting content, content that 
is engaging to the user, promotes, to 
a certain extent, your services and 
products and stands as a viable means of 
connectivity between potential or existing 
client, and you. 

“Engage your clients to a 

conversation, not just a 

one-time click.”  

Don’t focus so much on ‘likes’. Focus on 
engaging in client interaction. Focus on 
pushing for commentary and conversation, 
exciting your followers to return daily, 
perhaps more than once, to see what is 
happening on your page. 

Facebook ads are a little different - these 
continue to prove useful at targeting 
specific markets and users and would be a 
much wiser use of your advertising dollar, 
especially when paired with an appealing 
page.

THE BUSINESS WE ARE IN

Before making any big decisions 
or commitments - whether they 
be financial or strategic, ask 
yourself, “Is this the business 
we are in?”  The general idea 
behind this is to always ensure 
your choices are aligned with the 
original goals and methodologies 
behind your brand. This will 
help shape the growth of your 
business, and cultivate a strong 
brand identity.

What You Need To Know About “Likes”
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As your business grows, it generates 
more and more data.  More data means a 
constant demand for a bigger and better 
storage option - one with inherent safety 
and security to protect all that important 
info!

With the abundance of technological 
options out there, let’s narrow it down to 
brass tacks. When choosing a storage and 
organizational strategy, consider these 
options:

1. Direct Attached Storage - Think USB 
type devices, requiring manual batch back-
up, meaning files are not always current.

2. Network Attached Storage - Similar, 
yet connecting directly to your network. 

3. Disaster Protected Storage - Either 
of the above, with protection from fires, 
floods and other such disasters.

4. Online Storage - For example, Amazon 
offers a cloud storage system.

5. Private Cloud Storage - Hosted by you 
and therefore removing the third-party.

Each option may have its advantages 
or disadvantages to each business, and 
it simply may come down to personal 
preference. For example, if you live in 
an earthquake, tornado or flood-prone 
area, disaster protection may be your top 
priority.

“Moving to the cloud for 

back up and security of 

your business.”   

    
No matter your choice, general instruction 
is to have two versions of back up, and 
then a third, in a different format.  Three 
total back up’s is standard if you want to 
feel secure. 

“Moving to the cloud” is the trend these 
days, though the security threats that 
become apparent make many small 
business owners nervous.  Understandably 
so - storing the lifeblood of your business 
into the virtual realm takes some trust.  
Time to call in the specialists.

Before taking the plunge, invest in 
consulting with a specialist to ensure 
you make the best decision for your 
circumstances in order to manage the 
storage, back up and security of your 
information.  This is not an area in which to 
be stingy.

One of the best tips by an expert in the 
field is to always start this process by 
speaking with a human being - no matter 
the service you are considering. It is 
important you know and trust those who 
will be ultimately handling your critical 
data.

Behind every computer sits a person! Talk 
through your needs.  It will ultimately 
make you feel more comfortable and 
trusting.  
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