
To help your readers understand how OPM works in the "real world," it’s helpful to look at two 

distinct scenarios. The first demonstrates how OPM can solve a classic scaling problem, while 

the second highlights a situation where OPM often fails because the underlying business model 

is the actual issue. 

 

Case Study 1: The "Cash-Gap" Crisis (Problem Solved) 

The Problem: The Success Trap 

Imagine a boutique furniture manufacturer that just landed a massive contract with a national 

hotel chain. The order is worth $1 million. However, the manufacturer needs $400,000 upfront 

to buy raw materials and hire extra labor. They only have $50,000 in the bank. They are "too 

successful" for their own pockets; if they can't find the money, they lose the contract. 

The OPM Solution: Purchase Order (PO) Financing 

Instead of giving up equity or taking a high-interest personal loan, the owner uses PO Financing. 

A lender looks at the creditworthiness of the hotel chain (the buyer) rather than just the 

manufacturer. 

• The Outcome: The lender pays the suppliers directly. The manufacturer fulfills the order, 

the hotel pays the invoice, and the lender takes their fee (usually 3–5%). 

• Why it worked: The OPM solved a liquidity timing issue. The business was profitable; it 

just lacked the immediate cash to bridge the gap between production and payment. 

 

Case Study 2: The "Leaky Bucket" (Problem Unsolved) 

The Problem: Negative Unit Economics 

Consider a food delivery startup that spends $15 on marketing and logistics to fulfill a single 

order, but only makes $12 in revenue. Every time they sell a meal, they lose $3. The founder 

believes that if they just "get bigger," they will eventually become profitable. They seek OPM to 

fund a massive national expansion. 

The OPM Failure: The Debt Spiral 

The founder secures a large venture debt loan to fund the expansion. However, because the 

fundamental business model loses money on every transaction, scaling up simply means losing 

money faster. 

• The Outcome: As the OPM is spent on customer acquisition, the losses grow from 

$3,000 a month to $300,000 a month. Eventually, the cash runs out, but the debt 



remains. Because there was no "path to profit," the OPM acted as a weight that pulled 

the company underwater faster. 

• Why it failed: OPM is an accelerant. If you pour it on a fire, the fire grows. If you pour it 

on a swamp, you just get a bigger, more expensive swamp. OPM cannot solve a broken 

business model. 

 

Key Takeaways for Your Readers 

Feature When OPM is a Solution When OPM is a Problem 

Focus Bridging a gap or seizing an opportunity. Covering up operational losses. 

Metric High Return on Investment (ROI). High "Burn Rate." 

Exit The project pays for itself. The business needs more OPM just to survive. 

 

 


