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With over 30 years of experience coaching business owners on strategy, raising capital, and scaling, Tom Luttrell is an authority in helping entrepreneurs turn ambition into achievement.

A former corporate financial adviser, global property developer, and sought-after public speaker, Tom has built an impressive track record of success across multiple industries, establishing himself as a leading authority in business growth and investment.

Tom’s journey began in the world of corporate advisory, where he advised business owners on wealth creation and protection strategies. His strategic acumen led him to become a stakeholder and director in what became the UK’s largest independent financial advisory firm. The firm grew from a team of just 4 into a powerhouse with 81 offices around the world, 2,300 employees, and a peak valuation of over £225 million (approximately £500 million today). What started as a bold idea evolved into a global enterprise through strategic planning, teamwork, innovation, and an unwavering commitment to excellence.

In his second career, Tom co-founded an overseas property development company that achieved remarkable success on four continents. With land holdings exceeding $400 million and projects boasting a Gross Development Value of more than $1.6 billion, Tom’s expertise in strategic partnerships, high-impact marketing, and assembling world-class teams positioned the company at the forefront of the industry. His ability to create compelling investment opportunities consistently attracted investors, media attention, and premium real estate ventures.

Beyond his corporate achievements, Tom has taken the stage at some of the most prestigious business and financial events worldwide. He shared the platform with Tony Robbins at Tony’s Financial Mastery event in Hawaii, part of a team helping translate US financial products into their UK equivalent. He was also invited to present his property development investment strategies at the legendary Waldorf Astoria in New York, addressing the largest US pension funds, which collectively represented $3 trillion in investments.

Now, in his third career, Tom is dedicated to helping entrepreneurs bring their visions to life. His proven strategies have enabled businesses to raise millions in funding while optimising operations, leadership, marketing, sales, and team development. Whether guiding start-ups or established enterprises, Tom empowers entrepreneurs to build businesses that thrive in any economic climate.

Recognising the critical need for a structured approach to securing investment, he created Capital Catalyst: Mastering the Art of Fundraising for Founders, the only online course that provides a step-by-step roadmap to help entrepreneurs successfully prepare for and attract investors with confidence.

Tom’s journey is a testament to the power of vision, resilience, and strategic thinking. Whether you're an experienced entrepreneur or just starting out, his insights and expertise will inspire you to think bigger, work smarter, and achieve extraordinary success.

My Story So Far

In 2008, I thought I had the world at my feet. I was in Bangkok, dining at an amazing restaurant with my business partner. Joining us were two of our English partners who lived in Thailand and the Vice Chairman of Lehman Brothers (Asia).

For those unfamiliar, Lehman Brothers was, at that time, one of the oldest and most successful private investment banks in the world (founded in the US in 1850).

We had just concluded a deal to acquire a large tract of land—about 110 acres. The plan was ambitious: to build a six-star resort. Everything was falling into place—financing, a world-renowned hotel chain, Thailand’s most famous tennis coach and his celebrity TV star wife, sports ambassadors, political backing, and more. It was a dream project.

As CEO, I instructed our Thai lawyer, Nettipong, to transfer a non-refundable deposit of over $2 million to finalise the deal. Lehman Brothers was providing the remaining funds through a land loan that would later convert into a construction loan. The deposit was paid, the deal was signed, and all that remained was for Lehman to transfer the funds.

At the time, we had other resort-focused projects on four continents. Our land assets were valued at around $400 million, with a combined Gross Development Value exceeding $1.6bn.

My partner and I had built the business from scratch. We started in 2002 with very little. He brought solid construction experience. He was in the throes of getting planning approval for a $22 million beachfront development of 12 apartments on the west coast of Barbados. Planning was not yet granted and the project could fail. 

Together, we made a formidable team—he handled construction, while I managed investment, land negotiations, legalities, sales, marketing, and more.

Before this, I had spent 13 years advising business owners on creating and protecting their wealth as a regulated corporate financial adviser. I loved my work and helping people, something that still drives me today.

In a previous chapter of my career, I had the privilege of helping build the UK’s largest independent financial advisory business. Working alongside two visionaries, David Garofalo and Stuart McGreevy, they had anticipated changes in the UK financial services industry and stayed ahead of the curve. Six years later, our company had 2,300 people, 81 offices worldwide, and a valuation of £225 m (circa £500m today) when we went public on the London AIM. 

It was an amazing ride and I learnt so much about growing a business from scratch, scaling, leadership, sales and marketing, branding, firefighting, raising money, building distribution and ultimately listing. The journey taught me so many invaluable lessons.

This was all built on the foundation of my extensive training as a corporate financial adviser.

Now, back to Bangkok. That night, the wine flowed, the Vice Chairman of Lehman was as drunk as a skunk, and everyone was buzzing with excitement. After the meeting, my partner and I sat quietly, smiling at what we had achieved. What I haven’t mentioned was that Lehman Brothers had also agreed to be our investment partner for all our global sites. It felt like we had truly arrived.

At that point, we were constantly on the move, flying long-haul nearly every week. It was exhausting. That evening, my partner suggested leasing a private jet. At the time, it didn’t seem outrageous—our company was thriving. What could possibly go wrong?

A few days later, I couldn’t reach the Vice Chairman. I assumed he was still partying—it wasn’t unusual for him. Then I received a call from my London team: Lehman Brothers had collapsed. I was stunned. Like most of the world, I couldn’t fully grasp the magnitude of what was happening. The global financial system was crumbling, and with it, so was our business. It was a disaster on a scale never seen since the great depression in the 1920s. 

By 2011, I was bankrupt. Thirty years of hard work and investment—gone. It was devastating, not just for me, also for our team who were incredible and our investors, who also lost money.

I didn’t see the storm coming. I thought we were unstoppable, bombproof. I learnt the hard way that no one is immune to a financial storm.

You see, storms come in many shapes, and levels of destructive power. Some are nancial and out of your control, like the 2008 crash, some are nancial and in your control, some are personal, some are economic. All of these can come at any time, and some will. As I say, many shapes and sizes, and some can be devastating.

My goal with this book is to share lessons that you can adapt to your own journey. Why now? Two reasons: First, I believe my experiences—good, bad, and everything in between—can truly make a difference. Second, if even one idea in this book sparks a breakthrough for you, my mission is accomplished. And if you take away two or more, I consider that a bonus!

This book is the culmination of over 30 years of business experience across three remarkable careers—each filled with incredible highs, tough challenges, and invaluable lessons. Inside, you’ll find 60 real-world, practical strategies that I’ve learnt first-hand. Many of these strategies come with real-life stories that bring them to life, showing you what works, what doesn’t, and how to navigate the unpredictable world of business with confidence.

But this isn’t just a book—it’s a blueprint for action. Throughout these pages, I’ve set you challenges designed to push you beyond your comfort zone and into the realm of real progress. I encourage you to take them on. Commit, apply what you learn, and watch the transformation begin.

Also, I am launching three new ventures that perfectly align with the strategies and ideas in this book:

	Capital Catalyst: Mastering the Art of Fundraising for Founders


An online course designed to empower entrepreneurs to master the art of fundraising. Twelve (12) Modules packed with insider knowledge, guidance and strategies. My guarantee is to get founders ready to start approaching investors in just 30 days. It's a roadmap to investors and money.

More than just a course about fundraising.

Capital Catalyst is supported by a community of like-minded founders, industry professionals, investors, and successful entrepreneurs. Together, we address real-world growth challenges, offering guidance, insights, and support to help business owners navigate the complexities of scaling their businesses.

	Your deckDNA


This is a specialised service dedicated to helping business owners craft investment decks that captivate and compel. With Your deckDNA, business owners develop presentations that stand out, telling their business story in a way that grabs investors’ attention and inspires confidence.

	Tom-Coaching


This is my personalised coaching service tailored specifically for business owners. Through Tom-Coaching, I share decades of experience to help entrepreneurs overcome challenges, seize opportunities, and achieve their business goals with clarity and confidence.

For more information about any of these services please visit tom-capital.co.uk
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​Introduction
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Becoming Stormproof

The title of this book says it all: Get Ready, There Will be a Storm.

And I can guarantee it.

If you’ve been in business long enough, you’ll know that success isn’t about smooth sailing—it’s about how well you navigate the inevitable storms. Some storms will shake you; others will push you to your limits. But the true test? It’s whether you stand firm, adapt, and come out stronger.

Looking back on my own journey, I always felt in control. Sure, there were challenges—setbacks, tough decisions, moments of doubt—but they were manageable, more like passing bad weather than true crises.

Then came 2008. The global financial crisis didn’t just test my resilience—it shattered the foundation I had spent decades building. Overnight, deals vanished, businesses crumbled, investors lost money and once-reliable institutions collapsed. My sturdy, well-built oak table of success suddenly had its legs kicked out from under it. 

But here’s what I learned: the storm doesn’t destroy those who are prepared. Most, including my organisation were not.

I wrote this book not just to help you weather financial storms, but to emerge stronger, more resilient, and ready to thrive. Inside, you’ll find battle-tested strategies designed to fortify your business, sharpen your decision-making, create wealth and ensure you’re always prepared—no matter what the economy throws your way.

But this book is about more than just business. It’s about impact. For the next month, I’m offering it for free in support of Smile Train, a charity that’s deeply personal to me. As a father of two, I understand the life-changing power of a single act of generosity. Smile Train provides cleft lip and palate surgeries for children in some of the world’s poorest regions—kids who, without this help, would face a lifetime of hardship and ridicule. Your donation, no matter the amount, has the power to transform a child’s future. (More details at the back of the book or visit www.smiletrain.org).

All I ask is this: if this book helps or inspires you, take action. Implement what you learn in your business—and pay it forward whenever you can.

Finally, I’d love to hear from you. If these strategies make a difference, let me know. Email me, reach out, and share your story. My contact details are at the back of the book.

Stay strong. Stay ready. The storm is coming—let’s make sure you’re built to thrive.

Enjoy,

Tom.
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​Strategy 1: Never Overleverage
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“If you’re smart, you don’t need leverage. If you’re dumb, you shouldn’t be using it.” - Warren Buffett

[image: image]

Overleveraging is the most dangerous financial mistake you can make in my opinion. The problem is simple yet catastrophic; you can’t see the storm around the corner. Never borrow so much that a single unexpected event could wipe you out. Never.

I learnt this lesson the hard way. When things are going well, it’s easy to get caught up in the excitement and take on more debt than you should. But bad times have a way of showing up, often out of your control, and they can hit you hard.

I’ve experienced four recessions and the COVID-19 pandemic. Each one was different, but the lessons they taught me were the same. 

Let’s take a closer look at 3 of these:


• The 1989/90 Recession



I had just entered the financial services industry—talk about bad timing. Mortgage interest rates were at a staggering 15%, and anyone who had borrowed too much was in serious trouble. Repossessions hit an all-time high, investments plummeted, and the average homeowner struggled to make ends meet. It was a brutal time for many.


• The 2008 Global Financial Crisis



Now this was a perfect storm of financial devastation. We all know the reasons it happened, but the consequences were staggering. Some of the world’s largest property developers collapsed because they were overleveraged. UK bank Barclays avoided a UK government bailout by raising emergency capital from Middle Eastern investors, including significant contributions from Qatar Holding and the Abu Dhabi royal family. Most countries teetered on the brink of bankruptcy and had to be bailed out. 

Businesses in all sectors that had been thriving for decades went under almost overnight. It was a monster recession that only a handful of people predicted.

While exact figures vary, here are some of the key estimated costs:

1. Overall Global Economic Impact

• $10 trillion – Estimated loss in global GDP from 2008 to 2010 due to the recession.

• $19.2 trillion – Estimated loss of global wealth during the financial crisis, including stock market declines, property devaluation, and lost business revenue.

• 30 million+ jobs lost worldwide due to business closures, layoffs, and slowed economic activity.

2. Direct Cost to Governments (Bailouts & Stimulus)

Governments worldwide spent massive amounts bailing out financial institutions and stabilising markets:

• USA: $700 billion (TARP – Troubled Asset Relief Program) plus trillions more in Federal Reserve interventions.

• UK: £137 billion (government bailouts for banks like RBS and Lloyds).

• Eurozone: €1.6 trillion in bank rescue funds across Europe.

• China: $586 billion stimulus to counteract the economic downturn.

3. Business & Stock Market Losses

• $34 trillion – Estimated stock market losses worldwide during the height of the crisis.

• 50%+ market drop – The S&P 500, FTSE 100, and other major indexes lost over half their value at their lowest points.

• Corporate bankruptcies – Major firms collapsed, including Lehman Brothers ($600B in debt), Washington Mutual ($300B), and AIG ($182B bailout).

• Housing market collapse – More than 10 million homes were foreclosed in the U.S. alone.

The total estimated global cost of the 2008 crisis, including bailouts, GDP loss, and wealth destruction, is often cited between $10 trillion and $50 trillion.  

COVID-19

Who saw this coming in time to prepare? The pandemic didn’t just hurt businesses—it decimated them. Take my barber, for instance, a hardworking Italian man who owned seven shops and employed 28 people. After 37 years of running a successful business, he was left with one shop, £250,000 in debt, and no choice but to return to cutting hair himself. Somehow, he’s still smiling, but his story is a stark reminder of how quickly fortunes can change.

The truth is, bad things happen—and often without warning. It doesn’t have to be a recession; it could be a sudden shift in your market, an unexpected personal setback, or a global pandemic. 

The COVID-19 pandemic had a profound impact on the UK economy, leading to the deepest recession in over three centuries. Here’s an overview of the estimated economic effects:

Gross Domestic Product (GDP):

• In 2020, the UK’s GDP contracted by 9.9%, marking the most significant decline since the Great Frost of 1709. 

Government Borrowing and Debt:

• The Office for Budget Responsibility projected a deficit of £394 billion for the 2020–2021 fiscal year, equivalent to 19% of GDP, representing the highest level of borrowing since World War II. 

Unemployment and Workforce Impact:

• By April 2020, claims for unemployment benefits surged by 856,500, bringing the total to 2.1 million. 

• The pandemic led to a significant reduction in workforce participation, with over 800,000 individuals exiting the labour market, resulting in an estimated annual loss of £16 billion in tax revenues. 

Long-Term Economic Challenges:

• The rise in long-term sickness has kept 2.8 million people out of work, contributing to decreased productivity and increased welfare costs.

So, here’s the lesson:

Don’t over-leverage yourself to the point where, if the worst happens, you can’t recover. Take a close look at your financial position today. Understand your risks and make sure you have a buffer, because when the storm hits—and it will—it’s the ones who are prepared that survive and thrive.

Action point: Review all of your lending that’s already in place. Review all of your current plans to borrow even more and ask yourself a simple question: can I recover if this goes wrong?
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​Strategy 2: Make Yourself Financially Independent from your Business
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It’s Not What You Make That Counts—It’s What You Keep (David Tuson)
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This invaluable piece of wisdom was shared with me in 1997 by David Tuson. In the 90s David was widely recognised as the father of corporate financial planning and one of my early mentors. His training courses and audio packages were legendary.

At the time, I heard it but didn’t fully absorb its significance. Looking back, had I truly understood and applied this principle, I would have sidestepped a world of financial pain in 2008.

Today, after decades of experience navigating businesses through economic cycles, I have internalised its power. 

Profitability, financial sustainability, and long-term wealth creation are the true measures of success, not just impressive turnover figures.

Let me share three essential financial principles that will help you build a business that not only generates revenue but also creates lasting wealth and security.

1. Turnover Is Vanity; Profitability Is Sanity

Many entrepreneurs get caught up in the pursuit of high turnover, believing that bigger numbers equate to business success. But turnover alone is meaningless if profitability is neglected.

Cash flow mismanagement is the number one cause of business failure. Without careful financial oversight, even businesses with strong sales can collapse under the weight of excessive costs and poor cash flow planning.

Strategic Financial Planning: Map out how you’ll manage revenue growth while ensuring expenses remain controlled. 

Robust Cash Flow Management: Secure lines of credit, establish emergency reserves, and create financial buffers to sustain operations in lean periods. 

Continuous Monitoring: Regularly review profitability metrics, track expenses meticulously, and adjust business strategies accordingly.

Remember: You never go bust by making a profit. Prioritise financial efficiency and sustainability over vanity-driven revenue targets.

“Do not save what is left after spending, but spend what is left after saving.” - Warren Buffett

2. Build Wealth Outside Your Business

A common mistake business owners make is pouring all their resources into their company while failing to secure personal financial independence. Your business should be a tool for wealth creation, not your sole financial lifeline. This is so profound I will repeat it: Your business should be a tool for wealth creation, not your sole financial lifeline.

Diversification Is Key: Invest in income-generating assets such as property/ real estate, stocks and shares, or passive income streams that supplement your business earnings. Perhaps your thing is trading currency? Whatever you prefer and understand, just diversify.

Wealth Protection Strategies: Utilise financial vehicles such as trusts, tax-efficient investment portfolios, and pension funds to build long-term security.

Exit Strategy Planning: Develop a personal financial roadmap that ensures you’re financially secure whether you stay in business or exit.

Review Strategy 20 to protect your assets if disaster strikes.

A business can be a powerful engine for wealth, but true financial freedom comes from diversified assets that work for you outside your primary enterprise.

3. Don’t Put All Your Eggs in One Basket

Many entrepreneurs assume that selling their business will be their golden retirement plan. However, banking 100% on your company’s future sales is a risky gamble, in fact, I would call it a mistake. 

Market Uncertainty: Economic downturns, industry disruptions, and unexpected crises can significantly impact your business valuation. 

Buyer Dependence: Mergers and acquisitions don’t always materialise as planned. Potential buyers back out, and deals fall apart. 
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