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The lack of sources of self-financing and limited access to external financial resources is generally considered as the biggest barrier to the growth of start-ups in Russia. However, the role of these obstacles may be overemphasized – they don’t seem to be appropriate under the results of the GEM APS Russia 2006-2007: a considerable part of individuals starting a business can rely on the resources of entrepreneurial networks and family. About 60 % of nascent firms were financed from informal capital sources both in 2006 and 2007. 
The financial structure is invariably characterized by the dominance of external capital sources during 2 years: one third of the start-up sum is self-financed; although more than a half of the nascent entrepreneurs had sufficient funds in the form of a stable income to launch the business by their own.  Statistical analysis confirms the hypothesis that a consistent source of income positively affects readiness to seek external financing in both years.
In 2006 according to the GEM APS data for Russia borrowings from any formal sources (credit institutions and government programs) were 19% higher than the amount of informal investment (money from the relatives, neighbors, friends and business angles). In 2007 the situation has changed: the formal investment doubled its size, but informal capital exceeded funding from formal sources by 39.3%. The structure of formal financial resources was as follows in 2006 and 2007 respectively: 38% (47%) of the nascent entrepreneurs applied to official support, 74% (63.6%) out of them made use of banking and other financial institutions services, and the rest 26% (36.4%) took part in government programs. 
Almost a half of informal funds came in 2006 and 2007 from relatives, a third up to 40% - from friends, while less than 10% ends up going from strangers’ businesses. The statistically asserted result comes for the permanent phenomenon: the informal investor’s return expectations mainly defined by the relationship with the borrower - more than 80% of the informal investment stands for the “love capital”. Among the informal investors who granted their relatives’ business in 2006 (2007), only 22% (17,9%) expected for the return, the friends’ activity – 28% (11%), 5.6% of business angles anticipated any feedback in 2006 and nobody in 2007. 
On the ‘supply’ side, 1% to 1.4% of respondents in 2006-2007 were informal investors. Estimations about the amount of possible informal financing of early entrepreneurship based on the GEM APS data gave the total sum of informal investment of 133.3 billion rubles in 2006, and 113.4 billion rubles in 2007. To compare, the Russian Federal Budget allocated 2.5 billion rubles for all measures of SME support in 2006, and 3.5 billion rubles in 2007.
