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Bootstrapping a Business
Introduction
Bootstrapping is a situation whereby the entrepreneur begins a company with very little capital. In most instances, the entrepreneur starts the business from his personal finances or from the operating revenues of the business (Jones, & Jayawarna, 2010). Bootstrapping can be advantageous to the entrepreneur since he is able to have control over the operations of the business. The main sources of bootstrap finance are personal savings, family members, and friends. The strategies that an entrepreneur uses to bootstrap his business need to sustainable and beneficial to him and his family.  
[bookmark: _GoBack]An entrepreneur can use two main types of bootstrapping which include raising finances without having to use financial institutions or equity and acquiring resources without the need of finance. For an entrepreneur to use bootstrapping successfully he needs to be imaginative and frugal to gain proper control of resources. Moreover, the technique used by the entrepreneur for raising the funds involve use of personal credit cards, funding from other personal business and employment, sharing and borrowing equipment from friends and family, hiring temporary employee, sharing of premises with other entrepreneurs and obtaining skills and knowledge from friends and family (Brush, 2008). All these strategies will help minimize costs of running the business.
Moreover, for an entrepreneur planning to use bootstrapping will require social network ties. Strong social network ties will help the entrepreneur’s business to grow especially in the early stages of the business (Jones, & Jayawarna, 2010). Strong ties offer professional related facts, skills, and information that are connected to legal necessities, sources of funds and emotional support. An entrepreneur can also use customer related techniques to bootstrap his business especially in the early stages. Some of the customer-related strategies in bootstrapping include offering discounts for payments done by the customer, accepting advance payments, negotiating the conditions of payment, selecting consumers who pay in time and speeding up of invoices (Cassar, 2004). Furthermore, the entrepreneur can also delay the payments to the suppliers and use leasing techniques instead of buying.
An entrepreneur will consider himself to have taken too much risk by bootstrapping his business when he finds that the business even if it is successful it does not satisfy his personal needs and in instances when achieving the goals set will require the owner of the business will need to take more risk and sacrifice more than is required (Bhide, 1996). When the situation is too risky and requires a lot of sacrifices, it will be necessary for the entrepreneur to rethink the strategies he is using to bootstrap his business.
Conclusion
Bootstrapping is considered by many entrepreneurs to be a useful strategy to acquire the necessary resources for growth and for the success of the business. Moreover, businesses that use bootstrapping are able to have control over the operations and the customers of the company. The entrepreneur is also able to become flexible in acquiring resources that are helpful in the operations of the business and helps the business deal with any unpredictable sales, therefore, the firm survives in the market. However, it is necessary for the owner to know the level of bootstrapping that he can handle to avoid over pressuring himself and using all the resources necessary for his personal needs. Once bootstrapping becomes too risky, it becomes important for the owner to change his strategies and techniques
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