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Acresis is a company of Founders, for Founders.  We have earned our way through many important life and work lessons, 
truths that stand out as “things I wish I had known before I started.”  Below are some of the most important Founder myths 
and challenges that we have had to work through in our own businesses and in partnership with our Founder clients.  Many 
may seem obvious, but we also know that when everyone is in the trenches, even when you are leading the charge, it is 
easy to lose sight of what can really make a di erence in the success or failure of your business.  

“I’m too busy with the day - to - day, and cannot focus on the future, 
let alone tomorrow…”                                                                                 
It’s counter-intu ve, but nonetheless true, that only by being deliberate can you 
accelerate your goals. Having a strategic business cadence with e set aside to plan 
is essen al.  The st step is to determine your real objectives, so you can then drive 
clarity and accountability. 

At Acresis, we work with our Founder clients  to begin with the end in mind.  This 
takes the form of helping clients answer two ques ons: “what is my target 
number/enterprise valua n?” and “what is my maximum meline to achieve it?”  
Answers to these two ques ons become the guiding stars for the business going 
forward. 
 

“Debt is never good for my business.” 
Too o n, we see companies ac ng conserva vely against their own best interest.  One Founder had clocked more than 40 
consecu ve pro able quarters, but had grown only 10% annually (less than compe tors).  Raising funds in equity markets 
takes precious me and energy, and taking on debt can actually make more sense.   

In our work with dozens of Founder-owned businesses, we’ve helped clients gain access to hundreds of millions of dollars in 
equity and debt. And, there are many crea ve ways to source debt other than standard asset-based lending.  Debt means 
you don’t give up ownership early on, and can actually prepare you for a more favorable equity raise in the future.  

 

“That’s just overhead…”  
There are mu ple fun ons and competencies in which Founders typically under-invest, such as Finance, Sales, Mar ng, 
Human Resources, and IT.  Founders some mes confuse “overhead” with key pillars of success and sustainable growth.  
Acresis helps Founders see the possibil es and measure returns on internal fun ons, o n recommending frac nal 
external resources (instead of making permanent hires) who have a proven track record of industry success.  This is a very 
e cient method to a ordably access world-class talent.  

Founders also o en struggle with issues related to corporate hygiene – all those factors and a butes that help ensure 
liquidity events are maximized and run at pace. There are absolutely minimum acceptable standards related to brand, 
commun on, account management and other key customer touch points for your business. We have developed proven 
processes and standards as well as key partnerships to give clients the right enterprise hygiene. 
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