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With record breaking sub-zero temperatures 

this winter, you may be daydreaming about 

the blossoms that will sprout this spring. 

Perhaps you sense your business is also on 

the verge of a growth spurt.  Learning some 

of the basics of business expansion can help 

you plan more effectively. The following are 

some ideas to seed your business growth.

              Is Your BusIness 

         Blooming?

May your business 
bloom as your 
garden grows!
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adding a Business 
partner

Even if you have been a solo 

entrepreneur, you most likely have 

developed strong contacts through your 

great networking efforts.  

Someone in that network might be an 

ideal business partner, allowing you to 

add a new service line or an expertise 

in online marketing, for example. If the 

new partner would like to contribute 

capital to the business, you will need to 

negotiate the financial and other terms 

of the new relationship. In choosing a 

business partner, choose wisely, and seek 

legal assistance to create a partnership or 

shareholder agreement to formalize your 

legal relationship.

  

acquiring a Business
Perhaps you have had your eye on a competitor 

and think there may be an opportunity to buy that 

business. Before even contemplating an acquisition, 

you will want to learn as much about the other 

business as you can. Negotiating the purchase of a 

business can be a daunting task and, the more detail 

you have, the stronger your negotiating position 

will be. You must have a realistic picture of the likely 

cash flow needs and whether your projections are 

sustainable. Just as important are the intangibles, 

such as compatibility of the cultures of the two 

businesses. Guidance from your financial and legal 

advisors will be critical to structuring a viable deal.

Crowdfunding and 
Crowdsourcing

The latest in tech-based 

entrepreneurship is “crowdfunding” 

which is defined by Wikipedia as the 

pooling of funds and resources via the 

internet to support appealing projects of 

all varieties. Typically, funds are donated 

by interested fans at a very low cost.  

An example of the use of crowdfunding 

is a company called Kickstarter  

(www.kickstarter.com), which has 

received lots of attention after 

having helped fledgling projects raise 

millions of private dollars at marginal 

costs. Crowdsourcing is similar to 

Crowdfunding, but is directed toward 

finding and hiring the right talent. If 

nothing else, these developments show 

the value of keeping up with the latest  

in technology trends. 

  

Other Options
Other avenues to grow your 

business include licensing your 

product or service, franchising, 

or expanding to new locations. 

private and/
or Commercial 
financing

Growth requires capital, whether 

to hire more staff, expand 

geographically, ramp up marketing 

or add product lines. Borrowing 

may be the way to go, either 

privately from friends and family, or 

commercially. A strong profit/loss 

statement will be key to attracting 

lenders but before you take this 

route, review the pros and cons. 

A bank will require a personal 

guarantee, which means that your 

non-business assets—such as your 

house—will be on the line. On the 

other hand, with a family loan, failure 

carries the potential for all sorts of 

additional baggage. Regardless of 

whether you borrow privately or 

from a bank, the loan arrangements 

should be understood and clearly 

documented by all parties involved.


