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by Roderick Cavin
We all know the figures:
Only 25% of new businesses are successful after three years. The reasons for
failure are commonly identified as financial (capital and planning), market
awareness (customer knowledge, demand generation, and sales), and sound
business planning (leadership, plan, and vision). While these post-mortem
reviews are interesting, solving them for a company in the midst of day-to-day
operations creates a unique challenge. Balancing the challenges of product or
service delivery with the need to build and sustain business processes and
tools is a challenge for entrepreneurs. These challenges can be defined and
addressed by breaking down business growth and scaling into simple stages
and identifying the solutions to each stage.

By RODerick cavin

stages of growth
As companies grow, they pass through predictable stages of growth. Each of
these stages require different leadership approaches and unique solutions to
avoid overspending (and subsequent cash crunch) and the vision to lay the
foundation that supports the next stage of growth.

As firms proceed though these stages, the leadership must address the issues in each
stage while ensuring that the foundation is established for future growth phases.
Successful businesses focus on five key areas and achieve growth as they move
through these stages of growth: financial, sales/marketing, product/service, people,
and operational process. Not every area requires the same attention in each stage. For
example, product/service definition and sales occupy more effort in early stages while
people and processes require more effort in scaling operations. Understanding where
a firm is in these growth phases is critical to define the growth strategy
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