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Entrepreneurship Discussion
The more rapidly business grows, the quicker it can fall, unless you have the right growth strategies to manage your growth, however, this can be controlled through managing your business activities at every stage (Hisrich & Peters, 2002). How and when to grow are critical decisions that every small business must face in their growth cycle. Growing too quickly in business means you face an additional set of challenges that put you at a greater risk than the slow growth, this is as a result of diving deeper to your resources so as to go hand in hand with you accelerated growth.
Having interacted with entrepreneurs over the years, I've watched them grow from small to large entities through well-managed growth strategy and at the same time I have come across some businesses downfall as a result of accelerated growth and too many sales.
This downfall is as a result of cash flow, i.e., cash in, cash out gets more complicated as your business grows and increases their sales, therefore it doesn’t take much growth before your monthly expenses exceed your revolving credit, and this may lead to the downfall of the business.
Secondly, accelerated growth can be harmful to a business in that, this is where your popularity goes to the greater heights, and the flip-side is that keeping up with that high demand from your customers is difficult, especially when facing rapid growth.
Rapid growth in business goes hand in hand with increased labor force and also improved infrastructure. Therefore this means there is increased payroll for the employees and this becomes a difficulty for the businesses to meet all these needs.
Lastly, accelerated growth in business means stepping back from the day-to-day operations into a leadership role; however, it does separate management from the fundamentals details that may affect business decision-making process, hence poor performance (Stokes, Wilson & Mador, 2010).
As a result of these downfalls of business organizations due to accelerated growth, it’s now clear that we are highly required to manage growth as the business expands. Growth plan, activity plan, sales plan, risk mitigation plan, marketing plan, expansion plan, team plan, investor plan and finance plan, are necessary as the business grow. Therefore, these plans need to be captured and need to be continually reviewed so as to address the rapid growth(changing subject) for the smooth running of the business.
Growth plan works as a subset of the business plan. It sets out growth objectives for your business and details the elements and activities requiring attention to achieve the goals.
Growth plan helps an entrepreneur to define his priorities through writing down a list of SMART long-term goals for the business entity (McKelvey, 2016). SMART goals are Specific, Measurable, Achievable, Realistic and Timed. These goals will guide you as you work through your growth plan and will help focus your efforts on doing what it takes to achieve them.
Growth plan can also accurately predict, within reason, what your business’s future performance will be, that is, worst-case, best-case and business as usual scenario. Managing your business growth also helps to track how your business growth plan is progressing, establish benchmarks against which you can measure yourself and know your done falls.
Lastly, managing your business helps you to plan for you cash, when your business is growing, geographic or product expansion can result in negative cash flow. The cost of growth can be high or relatively low, therefore always keep in mind that increasing revenues does not necessarily mean increasing profit but managing business growth at every stage is what matters for the cash flow forecasts, which will be vital in determining how you will sustain your business growth.
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