











THE TIPPING POINT

THE TELL-TALE SIGNS YOU'RE
SCALE YOUR BUSINESS

BY TONY CROSSIN

It's the million dollar question - when is the best time to start scaling my
business? It's what every business owner aspires to reach - THAT point in
their business where it all seems to be going well and now it's time to move
to the next level. So | thought | would share with you what the tell-tale
indicators are, if you are wanting to take that leap of faith, to the next
chapter of your journey in business.

I’m going to begin by turning back to basics and reminding you of where
you started. Generally speaking, if you have the right business model when
you start out, then it’s much easier to replicate in the future. So let's start
with this...

Let’s talk Business Planning
Breaking out of the small to medium business owner mindset is not that

easy and getting the balance right between working on the business and
working in the business is a real challenge for many business owners.
Establishing a business plan for profitable growth is the first step and
hopefully, you are at that point already, as we simply cannot scale a model
that isn't scalable or is broken.

For example, if you sell a service, how easy is it to scale that service in the
future? Yes, this will involve hiring people, and a great deal of time spent on
systemisation, but our first observation is to see whether our service is
scalable or not. The business planning process enables you to consider all of
the factors for growing your business and more importantly, creating a
business plan roadmap that puts the plan into actions along with timelines
and key milestones.

Put simply, a business plan roadmap is like a list of objectives you want to
achieve in the future, and what steps are required to achieve those targets?
Make sure you include areas such as your sales process, hiring people,
operations, systemisation and the investment needed to scale. As the saying
goes, failure to plan is planning to fail. If you're about to grow, you want a
clear roadmap you can refer to.
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Is there the market for your product or service?

We like to think that thousands of customers are queuing up daily for our
product or service, but often the primary barrier to scaling a business is the
lack of customer demand. Building customer demand therefore is essential to
becoming a bigger business. To do this, try immersing yourself in the right
networks as this will prove to you the true demand for what you sell.

Let’s say you own a lawncare and garden maintenance business in Sydney.
No doubt there ARE thousands of customers for you, however, the demand
would be greater out in the Western suburbs than in the City. So in this
instance, you will need to build your networks in the right areas, as client
relationships are critical in growing your customer demand. Growing your
network has become increasingly more important as companies begin to
scale, as they are seen as a major source of customers, suppliers, partners,
employees and investors.

Do your systems and processes allow your business to run without you?
Every business that is ready to scale must have the right systems and
processes in place to help support the growth. Tried and tested systems help
any business become more efficient, lower operating costs and improve
productivity. This is why it’s so important to have these in motion before you
start dealing with ten times the numbers of customers and employees.

An easy way to test this is to see how your business operates without YOU.
Does it have the infrastructure that allows your customers to be served,
consistently, and still remain profitable while doing so? Do you have software
programs that allow you to oversee business operations by way of reports or
dashboards? Are there replicable and failsafe processes that your team can
follow to ensure your standards maintain your reputation? Answering YES to
these questions, will help you determine the autonomy of your business.

It is also important to note that your systems & processes be flexible and
evolve over time, as the structure that supports a $100,000 business will
become ineffective for a $5 million dollar business. You simply cannot scale
successfully if your systems are inadequate.

Is your team ready to grow?

When it comes to scaling your business, you need the right team, filled with
the right people with the right capabilities. In practice, this often means that
you have to hire well ahead of when you actually need them.

In addition to Chris’s article on How to Scale your Team when Growing your
Business (in this edition) a simple organisational chart works best for
planning how many employees you’ll need and when you’ll need them. As
your sales grow, you will need to onboard and train a team to help stabilise
your businesses growth.
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If you already have a team around you, an org chart will also benefit you with
knowing where your current team is positioned right now and what sort of
positions will be required in the future.

Another important element to consider is whether your current team
members have the necessary skills and abilities right now, to help your
business move into the future. Be aware that as your business scales, it is
likely that it will outgrow some of the founding team and early employees.
Using an org chart to help identify the skills shortages will help you realise
these sooner and allow you to prepare or train the team as needed.

Are you still working in your business, or on it?

The final step is to establish a professional structure to the business that
allows for you to work on it, not in it. The business now needs to be
recognised as an autonomous vehicle, driven by a motivated, well-informed
pool of talented people, with clear plans and KPIs to monitor performance.
Setting up an advisory board also contributes significantly to the scaling up
of the business by providing sound, objective, independent advice.

As mentioned previously, the implementation of effective systems &
procedures will help to remove you from the business. | must also mention
that this does TAKE TIME. Ensure you build the right foundation with tried
and tested systems, then follow by training your employees to manage the
systems for you.

Successfully scaling up your business can provide long-term sustainability
and financial reward. As | mentioned, failing to plan can sometimes lead to
failing to grow, so it's really important you assess your businesses current

position and decide what growth levers require the most attention.

Working with a business coach to help
understand how to scale your business can
smooth the process, save you time and save
you money. If you are thinking of growing or
scaling your business in the near future, it is
highly recommended you discuss this with an
expert that has done so many times before.

Tony is one of the Business Growth Experts at
Upcoach. Specialising in business finance,
Tony is a regular contributor to the Upcoach
Magazine and personally coaches clients to
grow and scale their businesses.



GROW YOUR BUSINESS FASTER
THAN EVER BEFORE!

Our Business Growth Programs are designed to
help take your business to the next level UP!

Today, 50% of all small businesses fail in their fifth year. The
reality is, that it takes years (and countless mistakes) to learn
how to grow a business - and that’s where we come in.

Our highly experienced business growth experts work with you,
using our proven business growth programs, to help increase
your profits and scale your business fast.

Discover work-life balance and the freedom that a successful
business can provide for you and your family today.

Book your FREE 30-minute “Find my Hidden Profits”
Coaching Session with a qualified Business Growth Expert,
by calling us on 1300 459 302.



