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Business Growth Assessment
The success of a manufacturer’s business growth efforts depend on the following principles:

1. Define a clear and compelling vision for the business growth effort

2. Implement quick, inexpensive cycles of learning while simultaneously learning about the four P’s (Product, Promise, People, Profit)
3. Have an empowered leader for the business growth initiative  

4. Identify and confronting obstacles/”death threats” along the path to business growth
5. Define a  “Move Forward/Change Path/Stop” decision process
This Assessment addresses each of these principles, to help identify actions needed to maximize the success of your business growth efforts.

Principle One – Define a clear and compelling vision for the business growth effort

1-1. Why are you exploring a business growth strategy?  (select all that apply)
( Unstable or declining demand from primary customers

( High dependency on one customer / industry

( Current customer/industry margins are low and/or reaching commoditization

( Product obsolescence

( Foreign competition

( Other, please specify: __________________________________________________________________________
1-2. How important is a successful growth strategy?  (select all that apply)
( Without new revenue sources, we may not survive

( We have excess capacity

( We need to meet profit expectations

( We want to avoid layoffs 

( Other, please specify: __________________________________________________________________________

1-3. Which growth strategies are you considering? (select all that apply)
( New products/services for new markets

( New products/services developed for current markets
( Existing products/capabilities for new markets


( Existing products/capabilities for current markets 
( Other, please specify: __________________________________________________________________________

Principle Two – Implement quick, inexpensive cycles of learning about the four P’s at the same time.
Please indicate your agreement with the following statements on the following screens about your company’s readiness to supply new markets or products relative to (a) Production, (b) Promise, (c) People, and (d) Profit.   
2-1a. Production concerns whether your company has the capabilities to make and deliver products/components within many industry requirements.  Considerations include component size, materials, lead time, quality standards, and finishing requirements.  
2-1b. Promise concerns whether your company has a basis for competitive advantage and/or differentiation that would cause a customer to choose your company over another.
2-1c. People concerns the capabilities of your employees.  Examples include their experience making a variety of products, experience selling to new target customers, experience using required manufacturing equipment and their extent of available capacity.  
2-1d. Profit concerns the likelihood that you can make sufficient profit in a new market or with new products.  Considerations include: initial investment, strength of your competitive promise to justify price, sales force structure, cost structure, raw material/supply availability and costs, volumes, demand, seasonality, order size, etc.
	
	
	Strongly agree
	Agree
	Disagree
	Strongly Disagree

	
	(A) Production
	
	
	
	

	A1
	We have equipment that can be used for manufacturing a wide variety of products.
	
	
	
	

	A2
	We have a strong network market of partners to help us reach new markets.
	
	
	
	

	A3
	We have an effective process for developing and managing our supply chain. 
	
	
	
	

	A4
	We have capacity to support new markets or products.
	
	
	
	

	A5
	We have the ability to manufacture in small lots profitably.
	
	
	
	

	A6
	We can manufacture to high tolerances.
	
	
	
	

	A7
	We can produce products with a wide range of sizes – from very small to large and heavy.  
	
	
	
	

	A8
	We can bring new products/services to market quickly and efficiently.
	
	
	
	

	
	(B) Promise
	
	
	
	

	B1
	We consistently meet customer expectations for on-time delivery.
	
	
	
	

	B2
	We consistently meet customer expectations for product quality. 
	
	
	
	

	B3
	We can deliver with short lead times compared to competitors.
	
	
	
	

	B4
	We have a third-party certified quality management system (e.g. ISO/AS/TS).
	
	
	
	

	B5
	We have engineering/design capability. 
	
	
	
	

	B6
	We provide a variety of valuable support services.
	
	
	
	

	B7
	We are highly cost competitive.
	
	
	
	

	B8
	Our facility is always clean and tour-ready for potential customers.
	
	
	
	

	
	
	Strongly agree
	Agree
	Disagree
	Strongly Disagree

	
	(C) People
	
	
	
	

	C1
	We have an effective sales process and well-trained sales force.
	
	
	
	

	C2
	We have sufficient marketing resources to support business growth.
	
	
	
	

	C3
	We have an effective training process and methods in place for staff training and development.
	
	
	
	

	C4
	Our employees are capable of rapidly adapting to change. 
	
	
	
	

	C5
	We have staff with diverse capabilities.  
	
	
	
	

	C6
	We have engaged and effective leadership at all levels of the organization
	
	
	
	

	
	(D) Profit
	
	
	
	

	D1
	We have financial resources to invest in our growth.
	
	
	
	

	D2
	We have strong financial planning and analysis capabilities.
	
	
	
	

	D3
	We have lean/efficient processes.   
	
	
	
	


Principle Three - Have an empowered leader for the business growth initiative  

3-1. Does your company have a person to lead the company in your business growth initiative?
( Yes           ( Possibly           ( No

If so, which of the following attributes do they possess?  (select all that apply)

( Visible support of company leadership

( Knowledge of potential markets

( Connections to potential industries
( Understanding of industry and manufacturing technology
( Knowledge of your company’s internal capabilities

( Strong research and investigation skills

( Ability to lead cross-functional teams without formal authority

3-2. Which of the following resources can you provide to your strategy leader?  (select all that apply)

( A defined strategic plan for this initiative, including objectives and measurements

( Dedicated available time (aside from other responsibilities) 


( Funds to investigate potential market fit

( Funds for marketing and sales efforts

( Funds for workforce training if ROI justified

( Funds for external consulting assistance if required


( Funds for required equipment/facility improvements if ROI justified

Principle Four - Identify and confront obstacles/”death threats”
4-1. Which of the characteristics in section 2 above, with which you disagree or strongly disagree, could be significant obstacles in your ability to grow your business? Enter the question number in the left column, and indicate the difficulty of your company to overcome the obstacle in the right column. Also include any additional Obstacles/”Death Threats.”
	Potential Obstacles/”Death Threats”
	How easily can you overcome this obstacle?

1 = very difficult to overcome

2 = somewhat difficult

3 = easily overcome

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	Add more rows if needed
	


Principle Five – Define your “Move Forward/Change/Stop” decision process

5-1. Develop a “Move Forward/Change/Stop” decision process. Regularly scheduled meetings will help move the project forward, address threats in a timely fashion, and halt expenditure of resources if the project is determined unviable.  
Please indicate your agreement with the following statements regarding your decision making processes.
	
	Strongly agree
	Agree
	Disagree
	Strongly Disagree

	We have developed a plan for our business growth efforts.
	
	
	
	

	We have a well-defined decision making process.
	
	
	
	

	We have a team that regularly reviews our business growth process.
	
	
	
	

	We have established clear milestones for evaluation of progress. 
	
	
	
	

	We have regular team meetings with structured agendas and action items.
	
	
	
	

	We have a communications plan for sharing progress with our organization.
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