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The following pages will provide some basic instructions on how best to make use of the accompanying 

Strategic Growth Plan Template. 

There are simple instructions on how to make use of each of the various sections in the template. The 

intent is not to instruct and educate or inform on the theories and practice that influenced the various 

sections. Rather, we will assist the user in working through the template as a means of answering key 

questions to build their strategic growth plan, guided by thought leadership and best practice. 

 

SECTION 1 - Company Overview   

While this is the first section of the template, we recommend going through the other sections first and 

then returning here as your final step. The two pages that make up this section of the template can 

serve as a summary of you will do in the other sections. This includes formulating your thinking and 

decisions on Primary Products, Primary Markets, Primary Customers and Key Drivers of Growth. 

The approach we have taken is to provide you with a Company Overview and Summary to your Growth 

Plan which you can easily share with potential funders, partners, financiers, or investors. This section is a 

place for the most common questions asked and the information required in such circumstances. 

In this section you will include the various information requested such as your corporate number, your 

Workers Compensation Board number, the names of partners, your corporate/business structure and so 

on.  

Ownership Structure Check the appropriate box for your specific structure.  

Business Type  Check the appropriate box for your specific business type. 

Primary Products & Services We recommend going through the Marketing Plan section 

before completing this field, so you can pull the information 

from that section and enter it in the space provided here. 

Secondary products & Services Similar to the above. 

Primary Markets the same as the above for Secondary markets, as well as for 

Primary Customers and Secondary Customers. 

Revenue In this section your previous year information can come from 

your financial statements and your budget should provide the 

current year’s information. We suggest you go through the 

Financial Section and prepare your financial budget for the  
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upcoming two years and then include the summary revenue 

numbers here. 

Employees We recommend you work through the Human Resource Plan 

section and use that information to provide the summary here.  

Profit In this section your previous year information can come from 

your financial statements and your budget should provide the 

current year’s information. We suggest you go through the 

Financial Section and prepare your financial budget for the  

upcoming two years and then include the summary profit 

numbers here.  

Primary Growth Driver Work through the Marketing plan section as well as the Finance 

section first. From the key markets, products, sales, and other 

information you can better identify what your key drivers of 

growth will be. This section has a check box list, so simply 

choose the appropriate one for your circumstance.  

Summary of Competencies You will often hear investors and partners say that they are 

choosing to invest as much or more in the entrepreneur as in 

the business and opportunity. It is important to identify your 

competencies, skills and personal assets that are an indication 

of your strength, capacity, and capability to successfully carry 

out the plan. 

 

SECTION 2 – Marketing Plan   

Key Growth Opportunities This section includes a matrix for you to organize your thinking. 

You can also refer to the resources section where we have 

materials such as on the BGC matrix concept to assist you with 

this aspect of your growth plan. 

 We suggest you assess your offerings and determine if there is 

potential for market growth and increased profit. Think long 

and hard about the future of the offerings that fall into the 

lower left quadrant of the matrix.  

Offerings and Markets Take a similar approach as above with this matrix. It is an 

opportunity to look at whether your growth opportunities will  
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be new markets, new offerings, or new uses for your current 

offerings. 

Primary Customer Characteristics 

 This is a good opportunity for you to clarify key information 

about your primary customers. Going through these sections 

will help you gather as much information as is useful about your  

key customer and customer segments and begin to paint a 

picture of who your customer is. 

Stage of Life Characteristics In the far-right column section we have provided a drop-down 

menu for you to choose from. We find that the stage of life a 

customer is in often influences and controls how they make 

choices and decisions. Even if you are doing B2B, you still must 

sell to a buyer, so it is important to identify their characteristics. 

Emotional Connection There is some good research on this concept, and we have 

included some in the resources list. We recommend you identify 

the emotional connection of your top three customer segments. 

We have also provided what the research suggests as options 

for action based on each emotional connection category. For 

each Customer Segment shown you can select from a dropdown 

box the appropriate emotional connection choice.  

Marketing Mix We have provided a table here for ease of organizing your 

choices regarding each customer and offering. Each offering you 

have (product or service) should solve a problem or perform a 

job for your customer segment. Once you have clarity on this 

you can decide on your pitch to that customer segment and 

what vehicles or tactics you will use to make the customer 

segment aware of your offering and its benefits to them.  

Advertising and Promotion Budget  

 We have organized this element into a chart so you can begin to 

use the earlier information from your Marketing Plan to decide 

what methods of advertising and promotion you will utilize and 

how much you will spend monthly. The chart provided is 

simplified - it may be beneficial for you to create an Excel or 

similar spreadsheet document to chart and track this 

information.   
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Key Messages and Hooks Think through what key messages and hooks you might use in 

your advertising and promotions. These should be influenced by 

the offering and customer characteristics you determine earlier 

on. 

 

SECTION 3 – Human Resources Plan 

A Note for Solopreneurs: Some solopreneurs may not yet be ready to add staff. We recommend you 
still complete this Human Resource Plan section as it is important for you to identify who will carry out 
those important functions for you. Whether you will do it:  yourself, outsource/contract, or hire 
employees. 

 

Staffing Needs Chart In this chart we provide an opportunity for you to think about 

who will do what in your business. For each type of work 

typically found in an enterprise we have provided a dropdown 

in the second column for you to determine who will do that 

function (yourself, an employee, or an outsourced provider). 

 The next columns are about volume. The amount of work you 

anticipate can be used to determine how many people you will 

need, and market conditions will help you decide what the rate 

of pay will be. This information will be extremely helpful when 

you get to budget preparation. 

Key Recruitment Tactics This is a space where you can decide in advance how and where 

you will grab the attention of potential employees and/or 

suppliers and contractors. 

Onboarding and Orientation This step is often missed by entrepreneurs, particularly those in 

growth mode. Make sure not to skip this in your planning, as it 

is vital in getting new hires up to speed and ties directly to 

retention. 

Performance Management This section allows you to plan for how you will provide ongoing 

feedback to employees, contractors, and suppliers. 

Compensation Plan This is an opportunity for you to work through how you will pay 

people and reward high performance and success. You can list 

any benefits and features of your compensation plan including 

perks, special incentives, pay, and health and other benefits. 
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SECTION 4 – Operations Plan  

Operational Focus We suggest you start your operational planning by choosing a 

strategic focus for your operations. Experience suggests that 

you can only have one of these as your primary focus and the 

other two can act as supports. Choose wisely as it impacts the 

other choices you will make for your operations. The template 

section is set up with dropdown menu choices for you to select 

the appropriate ranking for each. 

Hours of Operation This is an opportunity for you to plan out any production 

timings, front-end work that needs be done, packaging, 

assembly work, etc. We also suggest you think about things 

from your clients and customers perspective (when they will 

want to have access to you, your people, and your offerings) 

and plan appropriately.  

Systems and Processes Businesses have many operational areas they can expect to 

manage, and we have chosen the most common areas. In this 

section we suggest you think about and make note of what 

systems and processes you will need to deploy to adequately 

manage the areas noted and create the efficiencies and 

effectiveness you desire. This includes your business standards 

and customer expectations that need to be met as well as the 

extent of control you need to have to manage consistently and 

predictably for your business to successfully operate.  

 

SECTION 5 – Leadership Plan 

For this section we have taken a different approach from the standard WESK Business Plan. In that 

situation you identify your board of advisors and experts, or whom you will rely on for advice and 

guidance. In your growth stage, while those advisors all remain important, we want to shift the focus to 

how your business will be led and how that will affect culture, performance results and impacts. 

Gate of Focus In this section, you want to determine the gate of focus. Think 

of it as the gateway for every decision made in the company. 

Similarly, the other two operate in support of that key driver or 

main gate. We have provided a dropdown menu of ranking 

choices to identify which of the gates will serve as your primary  
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followed by the other two in support (this will defer on the 

operational context and maturity of your business). 

Operational Modality Here, we are suggesting you decide how the CEO, managers and 

staff presence will be felt and experienced in the organization. 

We are also working on the presumption that you have added 

(or will be adding) staff and will need some organizational 

structure. You will need to figure out how the presence of each 

of these three pivotal groups (CEO, Managers, Staff) will be felt 

and experienced.  

Leaders Focus Blend In this section you will focus on how the leader of the enterprise 

will operate within the business. We reflect upon it as a Leaders 

Focus Blend because it is the extent to which the leader exhibits 

and relies on each of the traits. In this case: 1) Visionary – 

painting the picture of the future vision and possibilities for the 

organization and its people, 2) Manager – stewarding resources 

and making effective and efficient use of those resources, 3) 

Specialist – the technician, the person who knows and ensures 

things are done well. Figure out to what extent each of these 

traits will need to be displayed and lived in your enterprise.  

Leadership Style Focus In this section, we recommend thinking about what your people 

will need most from its leaders and to what extent. Look at each 

leadership style and determine which will be your primary, 

secondary and auxiliary style. Daniel Goleman has done some 

great work on this, and we recommend reading Primal 

Leadership if you need some clarification.  

Company Culture Today more than ever we hear of the impact of company 

culture and employee engagement. This is an opportunity to 

reflect and be proactive in determining how leadership will 

affect company culture and employee engagement in a positive 

way.  

Company Communications As your company grows you will need to keep people informed. 

People tend to want to know what the big picture plan is and 

that what they are a part of is larger than themselves. They also 

want to know what they have responsibility for and dominion 

over. You need to determine in advance how you will keep 

people updated and apprised of developments on an ongoing  
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basis and what the frequency and manner of those will be, 

along with who will champion it. 

Training and Development Think about how you will ensure that you and your people are 

adequately trained and prepared to address the opportunities 

and challenges likely to come your way and that you are ready 

to successfully carry out your strategies and tactics for success, 

growth, and profitability.  

 

SECTION 6 – Finance Plan 

Funding Growth We have taken a two-pronged approach to this section. In the 

first section we recommend you think about how you plan to 

fund each aspect of your growth.  

Finance Budget The second prong of this section is your budget. We have 

provided a sample template of how this might look and work. 

We also recommend you use an Excel spreadsheet or similar 

mechanism for capturing and regularly reviewing this 

information. 

 We suggest you be clear about your revenue goals for each 

product, service or offering you provide to clients and 

customers, as well as think about the profit goals you have for 

each offering. Be mindful of your fixed and variable costs. 

 Lastly, we want to remind you of the importance of addressing 

and planning for cash flow management. 

 All the work you have done in the previous categories of this 

Strategic Growth Plan template should now be demonstrated in 

your budget document and this should become a key 

management tool for the success of your business. 


