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How do we finish the client’s power point presentation and the government RFP by tomorrow when we’re so short staffed? Who’s going to 
train the new guy and what if he doesn’t work out?  Do I buy a building or continue paying a blood-thirsty landlord who does not have enough 
parking for my employees? How do we get bigger accounts?  How do we keep from getting too big too fast? How do we generate more profit on 
existing business?  Should we hire a new employee or upgrade our equipment?  Do we get a loan, lay people off, or close our doors?  How do 
we market our product in a bad economy when we’re being overspent?  Should we keep our internal sales force or work with independent 
distributors?  The client wants his order by 4 p.m. next Friday and we can’t get anyone on the phone to confirm shipment.  It’s 4:30, the printer 
is stuck in traffic with 5,000 catalogs and they need to ship by 5 today. Why does the receptionist always call in sick on Fridays and Mondays 
How d   o we finish the client’s power point presentation and the government RFP by tomorrow when we’re so short staffed? Who’s going to

10 Tips for Bootstrapping Your Business 

Can your business be bootstrapped? Bootstrapping means starting on a shoe-
string, then putting all your revenues back into the business to grow the company. 
In today’s economy, bootstrapping makes more sense than ever. Try these 10 tips 
to make it work for you:      

1.	 Choose a low-investment business. Bricks-and-mortar startups are expensive to launch. 
E-commerce or service businesses, on the other hand, have much lower startup costs.   

2.	 Stay home. Technology has made it easier than ever to operate most businesses from home. 
You’ll save on office space and overhead, and cut commuting time so you have more hours 
to dedicate to your business.       

3.	 Finance it yourself. Assess your financial resources, such as savings, certificates of deposit 
or even retirement accounts. Do you have cars, collectibles or other items of value you could 
sell to raise startup capital?      

4.	 Spend wisely. When you’re buying equipment, consider the return on investment. If you 
travel frequently and a state-of-the-art smartphone will help you be more responsive to cli-
ents, then it’s worth the expense. But if you rarely leave the office, it’s just an expensive toy.    

5.	 Start part-time. Until your business is making a profit, you won’t be paying yourself a salary. 
Consider keeping your job and starting your business part time, or taking a part-time job to 
support yourself while launching your business.       

6.	 Manage cash flow. Keep track of income and outflows on an ongoing basis. Using a simple 
accounting program and online business banking, you can get daily reports of your receiv-
ables and payables.     

7.	 Find low-cost employees. In today’s economy, many skilled employees are seeking part-
time or freelance work. You can build a “virtual network” of freelancers, outsource work to 
them, and save on salaries and benefits.   

8.	 Use free marketing methods. You don’t need a big budget — or any budget at all — 
to market your startup with social media sites such as Facebook and Twitter. By putting in 
time and effort, you can get a huge return.     

9.	 Barter. By trading your products and services for someone else’s, you save cash and still get 
what you need. If you own a marketing firm, for instance, you could offer to do public rela-
tions for an IT company in exchange for their handling your computer needs.  You can join a 
barter exchange, or set up arrangements with individual companies.      

10.	 Start smart. To build your bank account, focus first on the projects that will pay you the 
fastest and are easiest to do. This way, you’ll collect quick cash you can use to finance longer-
term projects.       

By Rieva Lesonsky

Rieva Lesonsky is CEO of GrowBiz Media, a content and consulting company that helps entrepreneurs 
start and grow their businesses. Before launching her business, she was Editorial Director of 
Entrepreneur Magazine. Follow Rieva at Twitter.com/Rieva and read more of her insights on 
SmallBizDaily.com. 
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