Juggling Small Business Growth

By Bernie Meineke

Everyone in business wants to
grow, right? Except for hobby
businesses, or thosewherethe owner
doesn’t have growth as a goal, the
answer is usually “yes.” In the
beginning, most businessownersthink
only of survival, andrightly so. The
popular pressisfull of studiestouting
thelong oddsagaingt businesssurvivd,
let alone success. Butif anowneris
good enough, or lucky enough, to beat
theodds, heor shemay befacedwith
awhole new set of problems - those
caused by runaway growth.

Being at the controlsof abusiness
experiencing explosive growth isa
heady, wild ride. Andthefedlingmay
creepintotheowner’shead that, “the
hard part isover.” Maybe the hard
partisjust beginning. Oneof thegreat
contradictionsof businessownership
is that from the very beginning, an
owner must think ahead and put
proceduresand infrastructurein place
justin casethebusinessissuccessful.
But most ownerscan't beginto think
about how to handle success before
they’ reeven out of the starting gate.

How does abusiness keep from
being avictim of itsown success? All
businessesareajuggling act, but rapid
growth meanskeeping at least three
ballsintheair, including oneeach for
marketing, finances, and production.

Marketing Challenges

Rapid growth usudly occurswhen
demand for products or services
overpowersthe business. Thismay
happen dueto exceptional marketing
skill, oritmay smply beacaseof good
fortune. Either way, too many sales
too soon can put the business in
jeopardy. Failuretofill orderswith
quality productswill result in angry
customersand will hurt future sales,
S0 sometimesit’ snecessary to put the
brakeson growth until thecompany is
abletoddiver.
Financial Challenges

When salesarepouring in, it'sa
good timeto review pricing. If low
pricesare contributing to the strong
demand, it may betimeto pull back
themarketing effort (or raiseprices).
Don't be afraid to say no to sales
growthif the numbersdon’t add up.

To survive and grow, abusiness
needsto makeaprofit and havegood
cashflow. Theimportanceof knowing
costsand pricing properly iscritical,
but the issue of cash flow can bean
equaly seriousproblem. Any business
that hasto spend money up front to
producetheproduct or service, or that
sdllson credit to customers, may bein
troublewhen the orders start pouring
in. Inthissituation, abusinesswill
show aprofit, but may be unableto

pay thebills. Thebusinessneedscash,
andif itcan'tfindit, growthwill grind
toahalt.

Production I ssues

Adequate production capacity
means having the ability to make
enough of theproduct or service. Also,
doesthe company haveenough people
or enough depth in the management
team? More production capacity and
more people can often be fixed by
adding money, but beware of smply
throwing money at problems. Finding
theright people, and having adaptable,
creative management is more
important.

Togrow, theowner must transform
the businessfrom asmall operation
where chaos rules to one that is
professonaly managed. Theresulting
business infrastructure includes a
strategic plan, delegation of duties,
formal procedures, and accountability.
What to Do?

Asnoted, author Stephen Covey
says, “Beginwiththeendinmind.”
Planto be successful. Don'tjust plan
how to get sales, also plan how you
will processand fulfill the ordersand
how you will financethegrowth. Set
up systemsto handlegrowth beforeit
happens.

To create asolid plan to handle
growth, seek help from the consultants

intheGeorgiaSBDC Network. They
areready to help companiesgrow into
professionaly managed bus nessesthet
can grow in aprofitable, organized
way.
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Findly, don't beafraid of growth.
A smart planfor growthwill helpkeep
dl thebalsintheair.

Bernie Meineke is a business
consultant with the Georgia Sate
University SBDC. To find your local
SBDC, call the state office at 706-
542-2762 or locate it on the web at
www.sbdc.uga.edu.



