
The main challenges facing

every small business

And how to overcome them

What every business owner 

needs to know to make their 

business thrive and grow



“There is no finish line. There are only mile markers.” 

Michael Ventura, founder of Sub Rosa



Running a small business is so much more than a job. In fact, I’d even go so far 

as to say it’s much more akin to raising a child. You invest time, energy, money 

and emotion into nurturing its development and feel every high and every low 

as if they were your own.

Also similar to parenthood is the absolute conviction from most small business 

owners that despite the long hours, hard work and emotional investment you 

wouldn’t have it any other way.

Despite that though, there can be times when it feels like it’s just one obstacle 

after another. The main trouble with running a small business is that you tend 

to have to be a ‘jack of all trades’ – most of which have nothing to do with your 

actual product or service. From marketing to HR and from accountant to 

lawyer, the life of a small business owner requires you to wear all of these hats.

One of the key lessons I’ve learned over the years is those small businesses 

who thrive and grow have owners who pretty quickly recognise their strengths 

and understand what the areas where they need to rope extra help.

In this guide, we take a look at the main challenges facing every small business 

and look at what the solutions are to overcome them.



#1 Cash flow

Cash flow is the curse of many a small business and has wiped out more than it’s fair share of aspiring entrepreneurs. The main 

problem is that in order to make money during a growth period, you have to spend money but this can quickly and easily spin out 

of control, leaving you in a precarious position. 

Solutions:

Become obsessive about cash flow and look carefully at your products or services that produce consistent sales and work to 

leverage these contributions to your bottom line. 

Make sure your payment terms are working for you rather than against you.

Plan for every eventuality with a range of different scenarios. 



Trying to compete with companies who have bigger marketing budgets is a major 

challenge and headache for many small business owners. Investment in marketing can 

be expensive and if you don’t get good advice, a waste of money. And yet, marketing 

is essential to getting your brand known, liked and trusted. 

Solutions:

Spend time understanding who your customers are and what they respond to. This 

will ensure you don’t waste money or ineffective marketing resources.

Learn from your competitors. If there are bigger companies with bigger marketing 

budgets in your arena, watch what they do and how they do it. Obviously, you can’t 

copy their marketing ideas but it will help you understand what is effective and what 

you might be able to do on a smaller scale.

Look after your existing customers. It’s much more cost effective to retain and sell 

more to existing customers than it is to find new ones. Make sure you engage with 

your existing client base regularly through things such as emails, social media and 

good old fashioned customer service.

#2 Marketing on a budget



Regardless of what you sell, people are at the heart of all successful businesses. Employee turnover can be a very expensive pain 

point for small businesses. You invest a lot of time and money into recruiting good team members but investment often tails off 

significantly on they’re past the initial induction period. 

Solutions:

Focus on reducing employee turnover with well-thought out employee development strategies that include career progression, 

well-being and regular reviews.

Balance the workload with a varied range of duties. A daily grind of boring and unimaginative work will reduce motivation.

People work hardest when they believe their jobs are important so look at ways you can give your team more responsibility. The 

likelihood is they’ll rise to the challenge.

#3 Employees



The problem with capital is that most businesses 

underestimate how quickly it will get spent. Forecasting 

expenses and revenues can be as much an art as a science 

but it is important to constantly look for capital to fuel the 

business. As the business owner, it’s down to you to identify 

potential financing options and keep the business solvent.

Solutions:

Think broadly and laterally about finance solutions -

shareholder investment is not the only one. Others to 

consider include; working capital finance, angel investment 

and venture capital to name a few.

Consider bootstrapping with other businesses. This is where 

you trade services with other businesses and or outsource 

work to contractors for more affordable rates.

#4 Insufficient capital



You don’t have to do it all

A small business owner’s shoulders need to be broad. You carry 

the weight of responsibility for your business, for the livelihood 

of your employees and for the security of your family. It’s a lot 

to bear and, it takes a certain kind of fighting spirit to do it.

That said, bearing the responsibility should not be confused 

with doing it all. That entrepreneurial spirit that motivated you 

to roll up your sleeves and kick start your business in the first 

place needs to adopt a more strategic, army general mindset. 

As I mentioned at the beginning of this guide, the most 

successful small businesses I have encountered over the years 

have all leveraged outside expertise and support to 

supplement their knowledge and experience. 

Whether it be bringing in a marketing agency or a HR 

consultancy, or flexible finance teams, they’ve recognised 

where the business needs additional support and gone out 

there and sought it. 



The best kept secret for a small business

One of the most useful and productive forms of external support that most small businesses automatically assume is out of their 

reach is a Non-Executive Director.

However, a Non-Executive Director can actually be an incredibly cost-effective way to bring in a wealth of commercial experience.

Non-executive Directors are effectively part-time employees, working and advising at director level but they are not involved in

the day to day management of the business. This means they bring a fresh perspective to the wider business obstacles and 

opportunities and can help a business think differently and identify ways to innovate.

Getting a Non-Executive Director gives you access to someone with a strong commercial background who can act as a ‘sounding 

board’ or ‘devil’s advocate’ to you as the business owner and your senior team.  Because they are

employed flexibly they are often a very cost effective solution to accessing knowledge, experience

and networks. For example, employing a NED for 2 days a month at £750/day equals a yearly

cost of £18,000. Compare that with an Executive Director salary of £80,000+ and the saving

speaks for itself.

The impact of bringing in a Non-Executive Director can often be felt quickly because a they

come to a business with a wealth of expertise and experience ready to put into play from the

get-go. 



The Smart Team offers a Non-Executive Director service to 

businesses looking to add commercial finance skills to their 

board. It is specifically designed for small but ambitious 

businesses & provides them with the bespoke support they need, 

when they need it. 

Get in touch to arrange a free, no obligation consultation to 

discuss how we can help.

tracy.smart@thesmartteam.co.uk

www.thesmartteam.co.uk




