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MAIN IDEA

While breakthrough technologies and new business models get all the good press, many times the combined effect of a number of

smaller growth initiatives can be far

greater. In other words, a business can

grow revenues substantially not by

doing something dramatically different

but by stringing together a series of

small day-to-day wins and adaptations

to changes in the marketplace. The key

to making these small changes happen

is to engage everyone in the

organization in the quest rather than

just the senior management. Or put

another way, everyone should be

engaged in the growth agenda of the

business.

To make this happen, there are ten

tools which can and should be used:

Tool #1 – Make revenue growth a part of everyone’s daily routine . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 2

If only the senior managers of the organization attempt to generate growth, many opportunities will be

overlooked. Instead, employees at every level should be actively attempting to grow revenues in their own

individual areas. The search for growth needs to be woven into every conversation, every meeting and

every presentation if the organization is to excel.

Tool #2 – Try and hit many doubles and singles, not just home runs . . . . . . . . . . . . . . . . . . . . . . . Pages 2 - 3

Breakthroughs are unpredictable. Therefore, you’re much better off trying to make marginal

improvements in your activities and social processes day-in and day-out. Over time, a long run of steady

incremental increases can result in impressive and profitable revenue growth.

Tool #3 – Understand the differences between good growth and bad growth . . . . . . . . . . . . . . . . . . . . Page 3

Good growth is organic or internally generated – it is sustainable, profitable and efficient from a resource

perspective. Bad growth is the anticipated result of one-off transactions like acquisitions. It usually fails to

deliver any long-lasting growth.

Tool #4 – Dispel the myths that may be holding you back . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 4

When people accept myths like: “We’re in a no-growth industry” or “Customers buy only on price”, they

stop trying to find ways to grow. Leaders need to create urgency around the need to increase revenues and

grow the business.

Tool #5 – Increase productivity with the resources you have. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 4

When asked to “Do more with less”, most people focus on the less resources aspect. A better approach is

to look at how to achieve more with the resources already available. This will require that you analyze

everything that’s done creatively.

Tool #6 – Develop and implement a growth budget . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 5

You have to set up a growth budget – resources which are earmarked for growth initiatives. Unless you

have that, people will just talk about generating growth to keep the boss happy, but nothing of substance

will be done.

Tool #7 – Build your upstream marketing capabilities . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 5 - 6

Upstream marketing means to identify which customer segments to focus on and what will be needed to

win the customer at various price points. Very few companies ever engage in upstream marketing which is

a great way to grow.

Tool #8 – Become better at cross-selling and solutions selling . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 6

Instead of saying: “What else can we sell our customers?”, you should work backwards. Create a unique

value proposition (mix of products and services) and then present that to the right decision maker. This is a

great foundation for more growth.

Tool #9 – Embed a growth engine within your corporate culture . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 7

When organizations make growth the main priority, it becomes the topic of all formal and informal

conversations. People then start accepting personal responsibility to generate growth, rather than leaving

it to someone else. This is helpful.

Tool #10 – Convert innovative new ideas into revenue growth . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 8

Growth and innovation is not the realm of lone geniuses working in isolation. Instead, it will require

collaboration, communication and teamwork as ideas are selected and then shaped. Innovation should be

a social rather than technical process.
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