
Actual Case Studies



Operating two outlets, this chain was looking to expand.

To enable the expansion to happen the business needed to 
consolidate it's existing debt and free up cash flow.

The company's bankers had declined to increase existing 
loans, and a lack of personal security further limited options.

We worked with this client to review all costs, put proper 
structures in place, and build a compelling business 
proposition.

This work resulted in us obtaining a two stage lending offer, 
with £50k advanced up front and a further £50k once 6 
repayments had been made.

The loan was provided at competitive rates, with only a 
personal guarantee being given as security. 

SANDWICH CHAIN
Based in Hampshire



We worked with a Sussex based office IT provider to help them 
bring personal loans, which were used to put cash into the 
business, back into the company's name.

The personal loans were secured on the directors home and they 
wanted to mitigate this risk.

High street banks were approached but the purpose of the loan 
did not fit their criteria.

We arranged for an offer of £100k over 5 years, secured by 
director guarantee only, all within the company name. 

The impressive part here was that we completed this deal within 
14 days, with Lime dealing with the whole process. One meeting 
was all it took, freeing the directors to get on with running their 
business. 

 OFFICE IT PROVIDER



We worked with a bridal boutique who were struggling with 
cash flow following a change in credit terms offered by their 
main supplier.

With no ability to influence terms, the next reaction would be 
to look at how cash could be injected to solve the issue.

However, given we had looked at the business in depth and 
not taken things at face value allowed us to see other 
solutions, rather than simply try and raise finance.

The boutique took many bookings and enquiries at fairs, 
exhibitions and fashion shows. They also sold some small 
items.

Our proposal included providing their staff with mobile card 
readers, at no fixed cost. This allowed the boutique to move 
their cash income forward several weeks. Instead of simply 
taking bookings they were now completing sales off-site.

This was all about looking at things in depth and having an 
open mind.

BRIDAL BOUTIQUE



We were introduced to this 
restaurant by their 
accountant as the client 
wanted to purchase a 
competitors outlet.

The challenge here was that 
the restaurant operated 
from leased premises, their 
accounts were not fantastic 
and the directors had no 
assets.

We managed to secure 
finance through an industry 
specialist and by using the 
restaurant lease as security 
we overcome the directors 
lack of assets.

Our good relationship with 
the lender helped secure 
the deal and we obtained 
£75k of finance to complete 
the second outlet purchase.

INDIAN RESTAURANT



We were introduced to an experienced dentist by his 
personal tax advisor who was aware of our ability to 
secure finance.

We looked at various routes of raising investment capital 
for a new Harley Street practice.

We built the business plan, proposal and first offer 
document. We then took this to investors, placed on a 
bespoke platform, followed up and got the client in front 
of investors.

In this case we reviewed where the investment funds 
were going. Being unconvinced we insisted on the client 
taking specialist legal advice, our concerns were echoed 
by the lawyer and our client pulled out of the deal.

In this case our approach led to the client not borrowing 
or raising finance, however real value was added through 
being honest and raising concerns.

It is this type of thing our client appreciate and which 
differentiates Lime from it's peers.

HARLEY STREET DENTIST
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