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Growing Pains

Teacher Instructions
This resource is designed to help students understand the constraints on growth
that businesses may face.

The resource contains 26 “constraints cards”, which should be cut out.

The resource also contains 8 short real-world case studies related to business
growth. The companies on the Case Studies Cards are Montezuma’s Chocolate,
Hewlett-Packard, Raven Tools, College Hunks Hauling Junk, The Stable, Costa 
Coffee, The White Company, and Trunki. In other words, a range of companies in 
different industries at different stages in their development.

Students should read the case studies, and then match the Constraints Cards to
each Case Study Card – which companies have faced the particular constraints
identified?

This task can be done individually, in pairs, or in small groups. 

An alternative approach would be to allocate each student or pair a different case
study, and ask them to select the appropriate Constraints Cards for each Case 
Study Card. They could then present their thoughts to the whole class, or adopt 
a speed-dating approach.



Not all great, innovative ideas can be turned 
into a long-lasting, large-scale business

Progressive corporation tax can encourage 
businesses to stay small

Access to venture capital can be limited 
in many countries

The size of the market may not be large 
enough to allow a business to grow

There may be a restricted supply of 
raw materials

The competition may be extremely strong

Cash flow may be limited There may be limited access to credit 
e.g. credit crunch

The business owners may not have the 
necessary skills to develop the business

The business owner may be unwilling to 
delegate or relinquish control to managers

A company may not develop 

There may not be enough skilled labour, either
already in the organisation or in the labour 

market

There may be a volatile supply of raw 
materials

There may not be enough physical space 
to expand

The nature of demand may have changed

Changing trends may not have been spotted The business may be hit by an 
unexpected crisis

Property prices may be too high to expand 
premises

There may not be enough specialist 
members of staff

There may be poor “legal infrastructure” 
resulting in minimal enforcement of contracts

The economy may be in recession, leading 
to a weak business climate

It may be difficult to access economies 
of scale

There may be inadequate business 
planning

The organisational culture may not be 
“cohesive”, so there are too many internal 

disagreements leading to indecision

Systems and procedures and policies need
to be developed and/or adapted

There may be legal restrictions on business 
growth, if growth would result in excessive 

monopoly power or risk of consumer exploitation



In 1999, Helen and Simon Pattinson left their city
jobs and went travelling in South America, where
they discovered fabulous cocoa beans and chocolate
creations – they decided that on their return to 
the UK they would set up their own chocolate 
company. They now have 5 retail outlets, and their
products are sold in 2000 stores, including many
branches of Waitrose and John Lewis. Helen and
Simon then spent a year researching the UK 
chocolate industry and market, resulting in a 
business plan to become the UK’s most innovative
chocolate retailer. Initially they had no plans to
manufacture their own chocolate, but with just
weeks to go until opening their first shop in
Brighton, their supplier declared bankruptcy – this
forced the pair into making their own chocolate,
which delayed the business launch but has allowed
them to have greater quality control. Finances
were really tight to start with – they sold their
house to raise some capital, and borrowed from
friends and family, because bank loans were too
expensive. As the company has grown, banks 
have been more willing to lend in order to finance
the expansion of Montezuma’s into retailing in
branches of Waitrose and John Lewis.

Montezuma’s Chocolate

In November 2015, Hewlett-Packard (an IT company,
founded in 1939) split in two. Its data infrastructure
operations (e.g. servers) will become Hewlett-
Packard Enterprise, and its PC and printer business
will become HP Inc. Over the years, HP has 
expanded by buying up other IT businesses, such
as Compaq in 2001. However, further growth and
profitability was hampered by the “disynergies” 
in the company, with too many different and 
unrelated products. Hewlett-Packard’s board is
hoping that the restructuring will lead to greater 
innovation due to having a deeper understanding 
of their core customers. Throughout 2014 and
2015, Hewlett-Packard struggled to access finance,
which in turn harmed its profitability. The company
was investigated for “accounting irregularities” 
following their takeover of a company called 
Autonomy. The UK’s Serious Fraud Office launched
an investigation, but dropped it in January 2015
after they decided that the irregularities were 
simply down to differences in accounting 
methods used in the US and UK. 

Hewlett-Packard

Raven Tools provides support to online marketing
companies by taking the stress out of managing
client relationships – they design software that
helps marketing companies assess whether 
marketing campaigns are successful or not. Raven
Tools started out as an online marketing company
in a very crowded marketplace, and realised that
they were spending too much time collecting data
and not enough time implementing marketing
campaigns – the business changed direction in
2013 to focus on providing data management 
services. Initially, this resulted in the loss of over
half their customers. The company also struggled
to raise finance – banks wouldn’t lend, and venture
capitalists were wary of a company that was
changing direction. The hands-on CEO, Patrick 
Keeble, decided to really work on rebuilding the
company and defining a strong business culture.
He hired a good HR team, who designed good
workplace policies – these had never been in 
place before, and had prevented the company 
from moving on and growing. By late 2014, 
Raven Tools had more customers on the books 
than they had ever had. 

Raven Tools

In 2003, young American entrepreneurs Omar 
Soliman and Nick Friedman started their junk 
hauling company, and started to franchise out their
operations across the US in 2006. Their company 
is now one of America’s fastest growing companies,
and has been recently featured on programmes
such as Oprah Winfrey. Whilst the company is now 
a great success, with typical franchisee sales 
growing 30% over the last 2 years, the entrepreneurs
found the move to franchising in 2006 to be really
tough. They had no franchising experience – they
had mastered the dynamics of their local haulage
market in Washington, but knew nothing about how
to grow using a franchise model. They decided to
speak to lots of successful franchisers to learn from
their experience, but this took time. The majority of
the franchise owners are career business-people,
but most of their “movers” are college students,
looking to supplement their income through 
flexible work. The founders also recently 
expanded into providing house-moving services,
since clearing junk is often done at the same 
time as a house move.

College Hunks Hauling Junk



The Stable pizza chain was launched in Bridport in
2009, by husband and wife team Richard and Nikki
Cooper. They had bought a dilapidated hotel, which
they returned to its former glory, and then decided
to do something about the stable block at the back
of their premises – the end result was an innovative
new pizza restaurant serving pizza (topped with 
locally sourced British ingredients), pie and a huge
range of cider. Since 2009, The Stable now has 5
restaurants across the South of England, with more
in the pipeline. Richard and Nikki have taken their
time choosing new locations – they originally
wanted to choose large, cheap, unconventional
sites such as abandoned warehouses, so that they
could it in two pizza ovens to cope with high 
demand and generate high profit due to low costs.
Initially, new restaurants were opened only once
the Coopers had built up enough profit so that 
they didn’t have to borrow. They have now 
managed to secure a loan from Santander, and
have two private investors. They are now looking 
to open in more “prime” sites, but so far have
struggled to find anywhere affordable in London.
The Coopers say that they often lose bids on 
prime sites to larger, better-known chains. 

The Stable

Over 20 years ago, young entrepreneur Chrissie
Rucker went into a designer department store 
looking for good quality, white bed linen, and faced 
a snooty shop assistant who refused to help her.
That was enough to prompt Chrissie to launch her
own range of high-quality, mainly white household
items including bed linen, towels and china, selling
through mail-order catalogue. She was fortunate
that her partner, Nick Wheeler, was already running
his own successful mail-order shirts business
(Charles Tyrwhitt) so had expertise on hand. In a
stroke of good-timing luck, mail order for many
years had been associated with poor quality, but
companies such as Racing Green and Boden, had 
already changed public perception. She sold shares
that she had inherited, pooled some cash, and won 
a business plan competition run by Midland Bank –
this gave her start-up capital of £20,000. By 1999,
The White Company was the 28th fastest growing
company in the UK. TWC was an early mover in 
getting established with online sales in 2000, 
and opened its first retail store in 2001 in Sloane 
Square, London. By 2007, what had started out as 
a 12-page catalogue now had 130 pages, and the
20th store was opened in 2008. By 2014, TWC had
launched overseas, in the US. 

The White Company

In 1971, brothers Sergio and Bruno Costa created
their own coffee blend and started to sell it to small
catering firms in the UK. Their first coffee shop 
finally opened in 1978 in London. Sergio bought 
out Bruno’s shares in 1985. By 1988, demand for
Costa coffee has risen so much that they had
enough cash to be able to move to larger premises
for roasting their coffee, and more Costa coffee
shops started to open around London and elsewhere
in the UK. In 1995, the large company Whitbread
bought Costa, and injected huge amounts of capital,
earned from its other businesses (including TGI 
Fridays and David Lloyd Leisure) to enable growth.
In 1999 they opened their first international branch
in Dubai. There were 420 stores by 2005 – there
are now nearly that many Costa stores in China
alone. The company has experienced 12 consecutive
years of growth. In 2014, Costa’s annual revenue
was £1.2bn – they opened 334 new stores, and 
installed nearly 1000 Costa Express vending 
machines having taken over Coffee Nation’s 
express market. With 54% market share, Costa 
is now a coffee giant – and many residents in
areas where Costa is considering opening are 
on the attack, trying to preserve locally-owned
cafes, and fighting Costa on planning permission 
applications.

Costa Coffee

The Trunki shot to fame on the TV programme Dragons
Den in 2006, when the Dragons famously rejected the
ride-on suitcase for kids, designed by Rob Law in 1997
as part of his undergraduate course in product design.
Rob was awarded a grant from the Princes Trust in 2003
to develop the product, and signed a licensing deal with
a Saudi Arabian toy company, that went bust quickly,
forcing Rob to go it alone. Undeterred by failure in the
Den in 2006, Rob’s Trunki began to fly off the shelves,
and by 2010 he had launched an additional product, the
BoostApak (a backpack that doubled as a car seat for
kids) having been featured on The Apprentice. By October
2013, over 2m Trunkis had been sold, and production
was moved back to the UK from abroad. The company
now has 35 employees and distributes to 97 countries.
The road to success, though, has not been easy 
according to Rob. The Great Recession led to cash-
strapped customers…and led to a rethink of the 
product range, with each product now having a 
number of different purposes. Rob also bemoans 
the demise of the Regional Development Agencies 
and the extra paperwork now involved in exporting. 
He appreciates the cuts in corporation tax, but this 
is offset against rising capital gains tax. At times, 
he has also been unable to take on more employees 
because of high National Insurance costs – he is 
worried about the impact of having to pay into pension
schemes for his employees too.

Trunki


