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Building Business: Strategies for Growth

Lessons Learned
WEDI Anniversary Celebration     May 16, 2006
Moderated by: Manjari Raman, Senior VP Initiative for a Competitive Inner City 
Manjari opened the discussion with these questions…..Does size matter? Do you plan growth, or do you just grow? Each entrepreneur should have a strategy & goal for growth. Growth is NOT ALWAYS INTUITIVE.  Put growth into your plan in a structured way … it is time to find a better way to grow & have a better lifestyle.

Growth can mean many things.

· employees

· revenue

· clients

· client penetration

The panel included:

Marianne Lancaster, CEO, Lancaster Packaging, Tushara Canekeratne, Executive VP of Technical Operations, Virtusa, and Katy Flammia, CEO, THERE design Architecture & Interior Design.

Growth ideas to think about and utilize:
· Base your business on collaboration! A beneficial way for a sole proprietor to get scalability is to collaborate with other businesses
· You can trick yourself into thinking you’re the most important person, imagine not being able to run your business.  Could it survive and thrive without you.

· What about a business is totally dependent on “you” alone? 
· You need to scale out of it with knowledge sharing. 
· Have people shadow you to see how it is done first hand.
· Develop and promote your process or model … NOT your personality. 
· Build in succession plans. Grow the business outside of yourself.  Are you holding yourself back with your self-perceptions? 

· Revenues vs. profitability = sometimes you have to give up margins to grow

· “Creative growth” as it pertains to services.  The  profitability is always an outcome of the creative growth in this model
· Figure out who you are and what you do that’s most profitable

· Get proper systems to understand where to put energy

· Get real facts to make good decisions

· Tell everyone – marketing

Growth ideas to think about and utilize (cont.):

· Hired consultants at each phase, and a temporary board like the Commonwealth Institute’s Forum for CEOs 

· It is important to be consistent in the service/product you provide 

· Cash Flow – negotiating extended terms with vendors, partner with much larger companies, manage the relationship leveraging their money

· People – attract and retain them; create a culture of excellence with process and 

performance measurement as the foundation

How to do it differently!

· Start your growth planning as soon as possible

· Learn from your mistakes

· Be more selective with your client choices

· Capitalize on the fact that growth feeds other growth 

· Be conscious of your vision and articulate it as early as possible

· Be careful of what you ask for, you may get it….so be prepared

· Break out of the dependence on a small group of clients

· Recognize your own successes and tell the world

· Retaining control & trust with investors

· Think about partnerships for financing – grow on other people’s money

What are the potential challenges for women business owners?

· Determining the right size for you and your company. It is not about growth, it’s about being the right size 

·  The potential lack of respect in the male dominated industries 

· Women’s personal needs and how they may effect decision making in / for the businesses 

· Client acquisition – differentiation is key and you need to know your market

· Infrastructure – create a competency and make a mark in the first five years, not     

      everyone wants/ needs to be a $100 M – you have to have a vision to be there …. 

