Creating a Growth Strategy
“If you fail to plan, you plan to fail!”
Step One:  Business Model Canvas – a one-page business plan that identifies assumptions that you are making about your business model and organizes them into key areas.  It is now critical to begin validating your assumptions.  This is as important to an established business as it is to a startup.  An existing business may identify new opportunities as they either update their canvas or create a new one.  If you need to identify new customer segments, you will want to start with the Lean Model Canvas.

Step Two:  Introduction – your WHY?  Be Compelling not just Relevant.  Relevant means that it makes sense to the Mind.  Compelling appeals to the Heart. 
Tell Your Story.  Describe your product or service.  Why are you in business, who are your customers, what are their needs / problems, how you can solve their needs / problems better than anyone else and is your solution financially viable?  What growth have you experienced?  What is your future vision?
Step Three:  Financial Analysis & Projections – The purpose of the financial analysis is to reduce the natural risk in a business, especially as you begin to accelerate your growth.  This makes it easier for someone to invest or loan you money.  We use a projected balance sheet and income statement (Annual for 5 years and monthly for 24 months) and a Breakeven Analysis.  Let us know if you would like a copy of it.
It is important to get your financial statements together for the past two years by month.  You want to base your projections on your actuals from the past 24 months.  The one thing that is true about all projections is that they are wrong.  However, the most accurate projections are those based on actual performances.  Review past financial trends because you will want to base your financial projections on your actuals by month and then trend up or down a percentage based on the impact of your growth strategy.  You may want to complete the projections after you have completed your Marketing and Sales Strategy.
Step Four:  Marketing and Sales Strategies – this section shows how you are going to hit the sales numbers in your Financial Projections.  Include Market Research and Analysis, your SWOT Analysis, Competitive Analysis and your Sales and Marketing Strategies.  
SWOT Analysis Review. SWOT stands for Strengths, Weaknesses, Opportunities, and Threats.  The purpose of this analysis is to show how you will overcome the strengths of your competitors by identifying and acting on your market opportunities and use your strengths in the market to overcome your competition.  It is critical to make this analysis through the eyes of your target customers.  Some times the only way to validate this is to ask them.

1. Identify your Indirect and Direct Competitors with a focus on your Direct Competitors.  If you are new to your growth markets and you cannot identify strong Direct Competition use your Indirect Competition.

2. Strengths. Identify what your Competition does well and what your business does well. Review these Strengths and the Gaps between what you offer to your target customers and what your Competition offers.  These Gaps become your Opportunities.

3. Weaknesses. Identify what your target customers would say that your Competition’s weaknesses are.  Identify what they would say are your weaknesses.  What are their expectations?  These weaknesses should become your Opportunities.  
4. Opportunities. Review the Opportunities.  Which can you exploit to your own unique advantage?  Opportunities can be long-term or short-term.  Your Opportunities will not only fill the gaps between you and your Competition, but give you the Strategic Competitive Edge.
5. Threats. A threat is something that is generally beyond your control and that could undermine and prevent your success.  

6. Step Five:  Operations Plan – including people, processes, roles and responsibilities, logistics, etc., that will result in a well-run and profitable business.  To scale a business, you need to build on a strong operational foundation.  Generally speaking, the companies that can accelerate their growth strategies are those who have a solid team; a team that can work well together, has the necessary experience and capabilities and are driven by their mission.
Step Six:  Summary – Review the key elements that will drive your future growth and how you will accomplish them.  How will you create a successful and growing business?  If the business will need funding include the amount of cash infusion needed and what you will use it for.  Detail the different rounds of financing needed.  Remember that you are telling a Compelling Story and that it needs to make sense and flow.
Total length will be 7 1/2 – 10 pages.

Concept Statement (Approx 1 page)

Financial Analysis (4 – 4 1/2 pages)

Marketing and Sales Strategies (1 -2 pages)

Operations Plan (1 – 1 ½ pages)

Summary (1/2 - 1 page)
