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CELEBRATING 10 YEARS

HOW TO GROW YOUR SMALL BUSINESS IN 2019

As we wave goodbye to 2018 and welcome in the new year, it’s looking unlikely that we’ll be 

able to shake the uncertainty that’s been casting a shadow over the UK economy for what 

feels like an age.  

The effect of BREXIT is still to be decided with many economists, analysists, scholars and 

government aids struggling to gauge the potential impact it will have in the years to come. 

It’s also a time of great political ambiguity and for the early part of 2019, the UK will very 

much be blindly feeling its way as we try to navigate our changeable position in the Europe-

an market, as we get ready to officially leave the European Union on March 29.

For many SMEs, the combination of uncertainty and low consumer confidence is unnerving. 

Big questions around imports, exports, trade agreements and working legislation still 

remain unanswered. There is no guidebook for advice. 

That’s why we’ve chosen to pick up with some of the UK’s leading entrepreneurs, social 

psychologists and HR experts for their thoughts and advice on how SMEs can thrive in 2019. 

They’ve given recommendations for working towards success and some insights into the 

upcoming year and its potential challenges – both economical and political. 

We hope the contents of this within this document offers you some useful tips and advice 

and please feel free to share your thoughts and feedback with us through the following 

channels:

INTRODUCTION 

instagram.com/capify_uk

linkedin.com/company/capify-uk

facebook.com/capifyuk

twitter.com/Capify_UK



LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."

Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

CELEBRATING 10 YEARS

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019



LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."
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Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019



LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

CELEBRATING 10 YEARS

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."

Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019

“SMEs need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on the job 

or off the job.“



LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

CELEBRATING 10 YEARS

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."

Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019



LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

CELEBRATING 10 YEARS

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."

Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019



LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

CELEBRATING 10 YEARS

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."

Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019

“For a small business with a smaller workforce and fewer rules, it’s much 

easier to identify and nurture those who demonstrate a particular skill or 

show huge potential.” 



LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

CELEBRATING 10 YEARS

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."

Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019

ALTERNATIVE 
BUSINESS FINANCE

Business finance from £3,500 to over £150,000

Available for businesses trading over 6 months

Pay back terms from 6 – 12 months

Funding within days of applying

CELEBRATING 10 YEARS



LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

CELEBRATING 10 YEARS

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."

Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019
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LOOKING TO THE FUTURE

The importance of entrepreneurship to the UK’s economy is beyond doubt and whilst 

many SMEs remain unclear of what the future holds for them, it’s important to remember 

there is always help available. 

Reach out to friends, funding providers, your local government, Human Resource 

Solutions for free HR resources and HMRC for tax and other financial queries. 

The flag of entrepreneurship should continue to fly high in 2019 and if you follow the 

suggestions of those who’ve come before you, it should be an incredibly successful year. 

Learn from their mistakes, take on their advice and remember that you’re contributing to 

not only your local community, but the UK as a whole. 

You might feel like a small business, but you’re the driving force of the UK economy and 

that’s something to celebrate in the year ahead. 

 

Free tools are key in not just forecasting, 

but also marketing. A social presence is 

essential to maximise interest in your 

business in the current online landscape. 

There’s a need for authentic credibility to 

win customers and the best way to 

establish that is through content across 

relevant social media channels. 

Although not the usual advertising that 

many people consider, paid social 

campaigns are simple to set up, and easy 

to manage. As a business you can target people relevant to your services or products, as 

well as being able to designate budget, time-scales and the exact way your advert will 

appear. Depending on your audience, you can select a couple of platforms to really put a 

small budget to good use.

Ian Blackburn, 

MD and founder of Hidepark Leather offered his thoughts for online businesses, 

commenting: "Focusing on the customer journey, whether your business is service-based 

or an online retailer can pay dividends. You effectively become the customer and highlight 

any weaknesses or obstacles across your own website. This is something that SMEs can 

do at any stage of their growth, but if done correctly right at the start, it provides a 

roadmap for you to improve your business and develop it off the back of genuine 

customer interaction. 

“Heat mapping tools can be placed on to your website to understand what is turning 

customers off, you can then change this instantly to improve future customers’ 

engagement on your site. This can be simple things like broken links, or your checkout not 

working properly, whatever it is, doing it regularly will help you ensure your business is 

running effectively and smoothly.

“Crucially, at a point when you are so focused on growing your business, it can often be 

easy to ignore any shortcomings as you focus on your goals. Reviewing the customer 

journey allows you to reflect and set new goals to help drive growth and success from the 

early days."

“For SME’s to grow in this hyper competitive environment it’s as important as ever to have 

a unique selling point, don’t just copy competitors, identify their weakness and 

differentiate yourself and do key areas better. Identify and focus on your target audience 

and embrace social media in everything you do as this can be a cheaper way to engage 

with your customers.”

UNDERSTAND THE FUTURE IS ALREADY HERE

"To grow your business in 2019, you need to start predicting the 

future," says Hannah Dawson, CEO and founder of Futrli. 

"Unrealistic? Not so… get smart with your forecasting and start 

using the clever tools out there that can do just that: predict your 

business's future. 

“Your past financial data and figures can offer real insight into how 

your business is doing and what the outcome would be in various 

situations. Based on this you can make clever strategic decisions that will accelerate 

growth, using past insight for future business success."

Susy Roberts, 

executive coach and founder of people development consultancy 

Hunter Roberts, said: “Contributory pensions, health insurance and 

gym memberships are simply not feasible perks for many SMEs. 

But there are other ways of attracting and retaining top talent, and 

small firms can often provide a personal touch that the corporates 

would find hard to match.

The entrepreneurial duo behind custom-made suit start up The Drop, Jonathan Kruger 

and Stephen Stroud, furthered this sentiment, adding: “Aim to give value to your 

customers at multiple points across the journey - this will give you multiple points of 

difference against your competitors. 

“Also, be humble enough to ask for help from as many people as possible, especially those 

who have been through it before. Learning from your own mistakes is great but learning 

from someone else’s is much cheaper.” 

FOCUS ON PROFIT NOT REVENUE

Adam Gore, 

Owner and Director of online retail company Find Me A Gift, has 

over 18 years’ experience in navigating unsettled economic and 

political climates, but believes regardless of the changes around 

you, keeping an eye on profit not revenue, is what drives success. 

Adam said: “Findmeagift.co.uk started from a spare bedroom with 

a £6k loan. We achieved scale up success by focusing on profit not revenue and ensuring 

there was enough profit to generate the cash the business needed to operate and employ 

team members and invest in technology to enable efficient scale up.

USPs are key to a thriving business, offer your customers something they can’t get 

elsewhere – and you won’t go wrong. 

Craig Pannozzo, 

Founder and General Manager of Gazeboshop said: “As we see 

many bricks and mortar shops on the high street stagnate or fail 

under the pressure from Amazon and other e-commerce sites, the 

top tip that I could give an SME to grow in 2019 is to increase their 

exposure through experiential retailing.

“Whilst e-commerce sites can use major discounting tactics, what they cannot do is offer 

an immersive experience for customers and a friendly face to remember. Heading into the 

new year, I would advise SMEs to create a calendar of any markets, conferences or trade 

events that they can get involved in. If you sell products, look into setting up a pop-up 

shop in cities with high footfall or Christmas markets.

“No matter what event you go to, use great brand materials that will make you stand out, 

music (if you're allowed!), offer free samples and ensure that your employees working 

them are engaging in meaningful conversations with everyone. So many SMEs solely focus 

all their efforts into their online presence, so much so, that remembering to network 

face-to-face with your customers can give you a competitive edge.”

PERSONALISE YOUR APPROACH

Make sure to keep an eye on current issues in your industry or sector. That includes but is 

obviously not restricted to GDPR (make sure you’re compliant!), the 2019 budget and of 

course, Brexit.

Brexit will impact the support SMEs receive from European funding, so thinking outside 

the box and developing ways in which you can retain your top employees as part of your 

workforce is key.

Combatting online competition is something that many businesses will also continue to 

battle in 2019. But online shops cannot compete with face-to-face interaction and helpful 

staff. Aim to encourage staff to focus on customer eservice in 2019 and create an 

unrivalled in-store experience. 

GET RID OF THE RED TAPE 

Keeping yourself on track for a successful 2019 is essentially achieved through knowing 

where you want to be this time in 365 days. And most importantly understanding how 

you’re going to get there. Maintain focus and keep yourself accountable. 

James Dunworth 

co-founded E-Cigarette Direct, a company with 20 retail stores, a 

wholesale division and a popular e-commerce store and has 

provided some guidance into remaining connected to your 

growing business:  “As companies develop and founders get 

further removed from the day-to-day operations, it's all too easy 

for companies to get mired by creeping bureaucracy. 

“Sometimes you can find processes creeping in that you didn't even know about, bogging 

teams down in paperwork and practices that eat up time and stop your company from 

being fast and nimble. For 2019, we advocate the minimum amount of bureaucracy 

needed to avoid chaos.”

Creating minimum viable bureaucracy will allow you to develop faster and reach your 

goals for success in 2019. 

CREATIVITY WILL SET YOU APART 

On a high-street of Wilkos, Nexts and 

Topshops, you need to set yourself apart 

from the competition. No doubt, you 

offer something unique – but make sure 

in 2019 you utilise that. Small 

independent businesses are driving 

custom and footfall and with the Ministry 

of Housing, Community and Local 

Government (MHCLG)’s initiative to 

support the Great British high street, 

now is a great time to think creatively.  

Prioritising time for training is key for a 

business to grow in 2019. Cut out 

unnecessary meetings, and delegate 

training roles instead. Every member 

of a team can teach their colleagues 

something, which could be valuable in 

making your SME stand out. Start the 

year by giving all your employees a 

clear idea of their priorities and 

strengths, which they can transfer to 

other team members. You have to 

make prioritising things a priority! This clarity will help you thrive and expand, whilst also 

making sure staff are enthusiastic about their roles and goals.  

Andy Baxter, 

MD and founder of Internet Gardener best summarised this point 

by saying: "Investing in your people is the best way to grow your 

SME in 2019. If your employees are happy and feel like they are 

making meaningful contributions, your business will grow 

alongside their own personal development. Invest in employee 

wellbeing, even in small steps like getting some office plants or 

living walls in. 

“Alternatively, look at employee perk schemes, there are various companies that offer 

plans like this where employees can get discounts on things they use in real life and it 

doesn’t have to cost a lot either. Regardless of how you invest in your employees, ensure 

you focus on their wellbeing, both physical and mental, and you will see growth from the 

inside out in 2019."

Antoine Baschiera, CEO and co-founder at Early Metrics 

commented:  “How and when to raise funds for a new venture is 

both complex and crucial in equal parts. Many set out on this 

mission too early so cannot present investors with a compelling 

business case to seal the deal. It doesn’t mean they’ve failed, it 

simply means they haven’t quite got it right yet.

 “For start-ups it’s very tricky to forecast exactly how much capital will be needed to grow 

and how high to aim when it comes to fundraising. It’s equally difficult for investors to 

balance their ambition in terms of returns versus the risks that come with investing in 

young ventures. 

“That’s why we still see a significant difference between the sums targeted by start-ups 

and the actual results of their fundraising. Despite this, the gap between goal and reality is 

not as big as you would think. This could be a sign that the fundraising process is getting 

professionalised and entrepreneurs are becoming savvier.” 

PRIORITISE YOUR STAFF 

Amanda Brooke,

Commercial Director at ExtraMile Communications Ltd was asked if 

training new staff, when finance for this type of provision could be 

limited without EU funding, was worth it. Amanda said: “SMEs 

need to invest time and money – whilst it’s still available from the 

government – in allowing people to develop their skills whether on 

the job or off the job.  

“Unfortunately for many of these businesses it is about striking a balance between 

manufacturing a product or delivering a service to customers and then developing the 

people who work there, servicing the customer becomes the primary driver - but at what 

cost. If a business invests in its team to develop them, they can ultimately develop their 

offer further to their customers. If a business fails to follow up on transferring training into 

a practical skill, then the training resource is wasted.” 

THE CURRENT STATE OF SME AFFAIRS

The definition of small and medium sized enterprises (SMEs) is any business with fewer 

than 250 employees. Currently, there are 5.7 million SMEs in the UK, which staggeringly 

accounts for over 99% of all businesses. They’re the backbone of the UK economy.

Of these businesses, 5.4 million have 0-9 employees and are classed as microbusinesses. 

However, regardless of the amount, microbusinesses and SMEs account for 33% of UK 

employment and 21% of turnover. (Data from House of Commons briefing paper 2018). 

Which is what makes the thought of 2019 such a scary prospect for many business owners 

- who are currently wearing the hat of HR advisors, recruitment specialists, heads of 

marketing and staff trainers, to name just a few.

IDENTIFY YOUR BUSINESS BLUEPRINT

At the start of a new year, it’s always a 

great time to identify the key 

components of your business and what 

your priorities are. Whether it is your 

online visibility, or your presence in the 

local community – these focuses will 

help you identify and prioritise your 

actions for the upcoming year. 

Next, think about your finances. It’s a 

sad truth, but without financial backing, 

your ideas and plans aren’t likely to take off. At Capify, we’ve helped thousands of UK 

SMEs to raise funding, delivering nearly £150 million in Business Loans and Merchant Cash 

Advances to benefit the UK economy, so we know a thing or two about how finance can 

help.

A recent study found that just one in ten businesses raised exactly the amount that they 

set out to after developing their business plan (survey of tech businesses by Early 

Metrics).  This is due to the difficulties faced by start-ups when valuing their own business.

HOW TO GROW YOUR SMALL BUSINESS IN 2019

GROW YOUR BUSINESS 
WITH ALTERNATIVE 
BUSINESS FINANCE
www.capify.co.uk
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