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Chapter Five - Building credibility amongst investors – examples from 
the BBC’s Dragons’ Den 
 
There are a number of reasons why entrepreneurs fail to secure investments 
on the TV programme, Dragons’ Den. One of the major reasons is a lack of 
credibility: information that leads the Dragons to question whether or not they 
can actually trust what the entrepreneur is saying. So regardless of how 
profitable a venture sounds and how interesting the niche appears to be, does 
the entrepreneur come across as being credible? There are a number of 
different bases to credibility and the following examples illustrate them. 
 
One reason for doubt is where the existing track record does not appear to 
justify the projections that are being made for the business. Sam Petter 
predicted £5 million of sales by 2014, assuming that she had a television 
animation series deal. Yet up to the point of her appearance on the show she 
had only made £14,000 profit. Something else that did not inspire confidence 
was that she had not finished her business studies degree – which added to 
the impression of her not being focused. 
 
Dennis Fuller hoped to sell 400,000 units of his Golfer’s Mate at a price of less 
than £10, he also said that he had received interest in the product being 
branded by sponsors. Dampening credibility in him as an entrepreneur was 
his lack of knowledge about the potential market size for his product and the 
product itself was criticized for being far more expensive than the alternatives 
and also over-engineered. However, his credibility was bolstered by a track 
record of owning a chain of six employment agencies. He backed up his 
optimistic, long-term projections with some shorter scale ones, which also 
underlined his confidence in the product. He projected sales of 60,000 units in 
23 weeks, and said that he had deals about to be finalized in the Republic of 
Ireland and Germany. Indeed it was not a lack of capital that had driven him to 
approach the Dragons, rather the need for some specialist expertise. James 
Caan who also made his money from employment agencies decided that this 
entrepreneur was worth backing and agreed to invest. 
 
Richard Blakesley and Chris Barnardo demonstrated their universal remote 
control which looked like a magic wand and can control numerous household 
electrical items such as TV's and stereos. They had a sales track record with 
10,000 units already sold and they were hoping to reach and turnover figures 
of £18million in three years. The two have relevant industry experience and 
have already sold 2 million units of a different remote control system.  
The current product also has an attractive profit margin, wands that cost £10 
to make can be sold for £50. Their reason for needing the money also 
satisfies the Dragons. They claimed that without the investment they could 
make sales of £1.2m per year, but with the investment this could rise to £3m. 
The two entrepreneurs also have a deal with a major American wholesaler 
and they also have an advertising deal in American aeroplanes. 
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The Dragons were impressed by management who knew the industry, had an 
established sales record together with a credible level of projections.  
 
Sandy and Sarah wanted an investment for their dog crèche that allows 
professionals to leave their dogs while they are at work. They had projected 
net profits of £30,000 in the first year, going up to £500,000 in two years. 
Currently, on a monthly basis they have revenues of £3000 a week and costs 
of only £5000, which gives them a monthly net profit of £7000. At face value 
these figures seemed attractive and the fact that the ladies were speaking on 
the basis of actual trading experience seemed to add to their credibility. 
However over the course of the questions and answers it became apparent 
that they had only been trading in Edinburgh for 12 weeks, which undermined 
the believability of their track record. Also they subsequently pointed out that 
they were not VAT registered, one of the dragons told them that registration 
would affect their profit margins – because they will have to charge their 
customers VAT, which would raise prices for their customers, and may mean 
that in turn they have to reduce their own prices to compensate. 
Also flattering their current profit figures is the fact they are not paying 
themselves a salary (something else which was not mentioned upfront). Once 
they pay themselves, the profitability will again be affected, downwards. This 
led to Dragons’ questions about the profitability of another centre, which was 
the basis for their growth ambitions. 
 
Source: http://www.bbc.co.uk/dragonsden/ 
 
 
Question One 
What factors appear to bolster the credibility of the entrepreneurs? 
 
Question Two 
What factors appear to diminish their credibility? 
 
Question Three 
What are the implications for entrepreneurs? 
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