
 

For Brighton Access to Capital Day 
Thursday, May 4 
 

Potholes in Your Path:  Detect and Avoid 
Business Acceleration Workshop 
For Entrepreneurs, Startups 
 

Attendees will hear a presentation on: 

• Most common problems (“potholes”) threatening the success of start-up and 
ramp-up businesses 

• Symptoms of those problems 
• Ways to recognize what the symptoms are trying to say, before problems 

become too bad 
• Standard best practices to address the problems. 
 

There will need to be handouts for the session.  Alisa Zimmerman at CEF will assist 
me.  We will naturally use the handouts as an opportunity to extend our CEF 
brand, but the primary purpose will be a take-away to help attendees retain 
and apply information, and ideally to guide attendees to SBDC session on the 
next day. 

 

 

 

 



 
 

Symptoms Problems (Potholes) Business Practices Needed 

I believe this business could solve its financial 
problems if we could just sell more, but I’m frustrated 
about making that happen. 
 
My company has a great story to tell, but I don’t 
know how to get the word out. 
 

In other words:  Not enough sales 

1. What makes the business unique not 
understood by the owner or 
communicated effectively 

2. Potential customers’ needs not 
understood 

3. Prices signal a value too low below 
the value perceived by customers 

• Business plan 
• Unique selling proposition 
• Social Media to make customers 

the “marketing department” 
• Promotional strategy 

I have trouble paying myself enough. 

I struggle to make payroll each week. 

Everything would be OK if my vendors would take 
me off of COD. 
 
My P&L shows I make a profit, but where is it? 
 
In other words:  Where’s the money? 

1. Costs for delivering services or 
products out of control 

2. Customers not paying on time 
3. Vendors not giving terms or good 

enough terms 
 

• Discreet cost planning 
• Understanding, controlling 

overhead 
• Pricing strategy that predicts 

profits 
• Negotiation skills 
• Cash projection 

Because I’m so busy with the day-to-day challenges, 
knowing where my business stands financially is 
continually getting pushed to the edge of the desk. 
 
I think I know what products and services are making 
money, but I have no numbers to prove it 
 

1. Accounting system doesn’t identify 
cost of sales correctly 

2. System doesn’t segment income and 
costs by similar products or services 

3. Owner doesn’t understand how to 
use Profit & Loss, Balance Sheet for 
strategic decision making 

• Set up Quickbooks according to 
simple generally accepted 
principals 

• Management accounting 
training 



I can look at my financial statements and know 
where the company has gone, but I don’t have the 
numbers to indicate where we are going.  
 
In other words:  No numbers that mean 
anything 

My employees and I have different ideas about what 
they are supposed to be doing.  As much as I 
complain, things still don’t get done my way. 
 
I myself know how my company’s projects should 
run to make money and make customers happy, but 
I don’t have time to oversee every project. 
 
I have to do everything that’s important myself. 
 
Life is passing me by.  My family is growing, and I’m 
not there to see it.  The business takes all of my 
time.  That’s not how I planned it when I started. 
 

In other words:  People problems 

Lack of supportive culture and worker 
accountability  

Comprehensive system of employer 
/ employee accountability: 

• Business functions definitions, 
with measurable outcomes 
expected 

• Delegation and coaching 
practices 

• Weekly/monthly public reports 
flowing two ways 

• System of appraisals and public 
recognition 

• System of rewards tailored to 
the people and intended culture. 
 

Kick common excuses to the curb:  

1. There’s nobody to sell to anymore! 
2. You just can’t make money in this business! 
3. I can’t quit working on my accounting system until it is perfect! 
4. You just can’t find good people anymore! 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


