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In the upcoming ‘All Systems Grow!’ series we’re going to examine in depth the process of growing a 
company from minuscule to massive.   
 
Now, you might say ‘I don’t want to be MASSIVE, just medium!’  Well, that’s fine too.  But the bottom line is 
that you follow the same steps and apply the same principles when you go from a sole proprietorship to a 
staff of five, as when you make the leap from a staff of 100 to a staff of 1000.  The scale and complexity are 
certainly different, but several simple keys will open the doors. 
 
Let’s examine briefly the 10 keys that will take your systems from ‘slow’ to ‘grow’: 
 

1. Have clarity of vision.  Why are you in business?  What is so great about what you do or make?  
Why will people want to give you money?  If you can’t answer these simple questions, you have a 
huge problem.  Clarity = power.  If you don’t have a vision and a sense of destiny about your 
company, you won’t grow. 

2. Think BIGGER than you are.  This is a tough one for small business owners. It’s very difficult to 
hold an imaginary image of your company as a thriving conglomerate in your head everyday, but 
that is what it takes to design processes that accommodate other people and make long view 
decisions that will take you to the top. 

3. Remember that your business is sales.  Your business is not the product you manufacture.  
Your business is not the service you provide.  Your real business is marketing and creating the 
internal capacity to successfully sell and deliver your products and services to a multitude of 
consumers. 

4. Build a strong brand image.  Branding is everything.  Your products, services, ads, promotional 
materials, facility and staff all have to project a uniform image that speaks to your target audience.  
Align your entire business behind a strong brand that resonates with potential customers, and 
sales will naturally rise. 

5. Determine key metrics.  You can’t move your company forward if you don’t know what criteria 
really matter.  Figure out what activities and metrics drive your business and track them with a 
vengeance.  For some it might be weekly client meetings, for others it might be unit sales, for you it 
might be inventory turn… whatever matters, pay attention to that. 

6. Study your finances.  All businesses exist to make money.  That means that you have to become 
a financial guru: researching, tracking, studying, sharing and using financial data to guide every 
decision.  Every financial activity (borrowing, investor offerings, budgets, sales targets, ratios, etc.) 
should be in your head every second of the day. 

7. Know your customers.  Customers are king.  If you don’t have any, you won’t have a business for 
long – much less grow.  Know who the people are that you are trying to reach and why they will 
want to invest their hard-earned dollars with you.  Design your entire company to meet their needs 
and please them.  Gather their feedback and make customer service a top priority. 

8. Become the threat.  Many business advisors will tell you to study your competitors, play off their 
every strategic move and mimic their successes.  I disagree.  And my advice to you is BECOME 
THE THREAT.  While every smart business owner knows understands his differentiators and 
keeps an eye on the market, the most successful organizations step away from the pack and make 
their competition worry about them! 
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9. Create a culture of leadership and accountability.  Eventually a growing company will expand 
beyond your ability to reach into every corner and crevice.  In order to grow a business you have to 
build systems and mentor leaders, so that you can maintain focus on the bigger picture.  Create an 
organizational culture that raises up great leaders, rewards results, and makes it easy for people to 
do their jobs. 

10. WOW people!  ‘Customer satisfaction’ is not my favorite term.  It implies that your goal is for 
people to walk away feeling ‘OK’, but not amazed…  Satisfied, but not so excited they want to tell 
all their friends.  If you really want to take a leap to the next level I urge you to go for the ‘wow 
factor’ and look beyond simple satisfaction. 

 
Other articles will explore each of these ten principles in depth and explain how to integrate them in your 
company.  Every article will build on the last, and if you put one principle into practice every month, I 
guarantee that you will begin to experience ‘all systems grow’. 
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