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			HOW TO SCALE & GROW YOUR BUSINESS: THE SALES PERSPECTIVE 

			This is your time and opportunity. 

			Tools like AI assist in leveling the playing field by lowering the barriers to entry in scaling your business. While more prominent corporations struggle to stay relevant, small businesses are agile enough to leverage new technologies to personalize offerings, build relationships, and gain clientele.

			Have you ever watched a three-legged race? It’s a fun game that tests coordination, teamwork, and mutual understanding between partners. While amusing at picnics, it offers profound lessons for business. Scaling a company requires alignment, collaboration, and synergy across departments—just like runners racing with their legs tied.1

			Let’s talk about your three-legged scenario in growing and scaling your business and sales. 

			
					Innovation (product engineering/operations/execution) is vision and building solutions. But alone, without sales and financial prudence, even the best ideas remain just that.

					Sales gives innovations market value. Salespeople need excellent products, positioning, and systems to succeed. They spend time building relationships, positioning solutions, and creating customers. But without operational support and profitable finances, the impact diminishes. It’s critical that all systems and personnel, regardless of title or role, are aligned and focused on enabling the sales transactions of products from inception to delivery.

					Financial Management Strategy ensures profitability and sustainable growth. With competing pressures of risk mitigation and enabling investments, financial leaders balance short- and long-term views. This requires coordination across departments to enable sales and sustain the business cycle.

			

			Traditionally, in business, two foundational “legs” are innovation and financial management strategy. Innovation entails innovating products and managing operations to execution. Financial Strategy involves financial planning to ensure profitability and sustainability. But without the third leg—Sales—even the best innovations amount to just a hobby. Sales is the lifeblood of any organization, monetizing innovations to customers.

			For companies to scale, these legs must move in unison, like championship racers. If innovation outpaces demand, companies trip on unchecked growth. If sales race ahead of product readiness and support systems, reputation suffers. And without profitability, companies collapse before taking flight. Successful businesses understand this delicate balance; their teams respect each aspect’s importance while working diligently toward synchronization. Their reward isn’t only success in their endeavor, but also knowing that their balanced method is key to their competitive standing.

			 When aligned, these three legs enable businesses to thrive. But without communication and a shared vision, growth is painful. Like runners stumbling over mismatched steps, misaligned teams trip up progress. Still, these struggles can be overcome with resilience and commitment to collaboration.

			The following case studies are stories of clients whose names were changed to protect their privacy. Perhaps you can learn from their challenges in creating your big dream—a bountiful, rewarding, scalable business that feeds your passion—so you can leave a legacy you can be proud of.

			Business Case #1 – ABC Corporation

			Stewart had a big dream to be a successful business owner. Like many entrepreneurs, he was tired of working his nine-to-five grind and dreamed of using his top-notch technical skills to own his own business.

			After an important client said they’d hire him if he went independent, Stewart quit his job, set up a SaaS revenue model, and hired Neal to succeed him so he could spend time with family. He also hired some local techies to serve clients. 

			Simultaneously, Stewart initiated a Hong Kong branch.

			Despite a promising start, several hurdles emerged:

			
					No marketing Plan: Stewart’s passion was evident, but he had no formal business training or mentor. He crafted a business plan but not a marketing plan that defined his niche and competition. Lacking a clear vision and strategy, his venture diverged from his dreams.

					Overexpansion: Stewart simultaneously  juggled the start-up, grooming Neal, and initiating the Hong Kong branch, overextending himself. His frequent travels abroad strained things at home and work.

					The trap of Indispensability: Stewart’s absence paralyzed operations, hurting family time. He felt indispensable, priding himself on being needed, delaying breaks until things smoothed out. His business was running him, not vice versa. 

					Inefficient systems and processes: 	A CRM was acquired to keep track of sales, but no processes were put in place to support sales and order fulfillment.
	There were no defined sales processes, avatars, client journey maps, presentations, tracking, or reporting to support the sales effort.
	The unclear pricing model left clients perplexed. Every lead necessitated a customized and tailored proposal. Costs weren’t itemized, complicating alterations and dragging negotiations.



					No pricing strategy:	Stewart’s initial promotion grandfathered pricing for early adopters because he wanted testimonials, which lacked foresight for profitability.
	Subsequent clients faced a complex pricing questionnaire. Lengthy negotiations often followed, which prompted losing clients to competitive bids.



					Sales was an afterthought: Neither Stewart nor Neal had sales knowledge. Neal winged it initially alongside operations. They eventually hired Julie, but lacked pricing clarity to train her team on proposals. While Julie was onboarding, she simultaneously trained Neal and the sales team (a free, borrowed resource from Stewart’s client) on cold calling to set appointments. After three months of training a team that produced lackluster results, that client recalled his team for other projects, leaving Stewart with no resources for Julie to work with.

					No financial oversight: Stewart managed finances alone to save costs. But this overlooked revenue optimization, impacting profits and team workload.

			

			Stewart prioritized technology and clients, not sales and finances. Neal was operations focused, not leadership material. Stewart hired engineers with familiar proficiencies, not those with diverse skills. Moreover, roles were mismatched. Neal, an operational stalwart, wasn’t leadership material but a mere yes-man.

			As a result, Stewart’s wife paid the bills amidst revenue shortfalls. Stewart ran a hobby, not a viable business. Absent were a clear vision, a sequentially structured plan, and a defined strategy with measurable milestones. Sales were an afterthought, complicating profitability and preventing him from taking the business to the next level.

			Key Takeaways:

			
					Financial management strategy	Hire those with diverse expertise, not people just like yourself. Stewart’s technical acumen, while a strength, needed complementing with diversified talent in other divisions. Relying solely on his expertise without integrating a broader range of skills held back growth.
	Take time off. Are you working on your business or in it? Be able to take time off for your well-being. Focus on productivity and results, not just being busy.
	Financial oversight: Overlooking the necessity of adequate financial governance can lead to a lopsided pricing strategy and revenue losses.



					Sales	Lead with sales as a priority, not an afterthought. Don’t bottleneck sales, the lifeblood of your business. Equip your salespeople with the tools to succeed because their success is your success. A profitable organization needs robust sales processes and trained personnel. ABC’s ad-hoc approach led to inefficiencies, complicating client conversions. 



					Innovation	Scale by establishing protocols (standard operating procedures) for decision-making while you are away. Empower your team to follow your vision. 



			

			The key to scaling a business is your ability to translate your passion into delivering value and driving results—with sales being the bridge between you and your customers. How do you navigate that bridge? Start with a business plan and a marketing plan that includes your SWOT (strengths, weaknesses, opportunities, and threats) analysis to identify who your niche audience is, any pain points or challenges they’re undergoing, and which needs or gaps your business can fulfill. This allows you to ground your passion in real market opportunities.

			 

			Stewart’s venture underscores the need for a balanced tripod of Sales, Innovation, and Financial Management Strategy. Absence or weakness in all three legs has destabilized his organization, stunting its potential and growth.

			Business Case #2 – Old School Corporation (OSC)

			Meet Tom, a business owner who’s been running OSC, a SaaS services company, for over a decade. Tom has an engineering and technical mind, and he hired CFO (Phil) and COO (George), trusted cronies he previously worked with. OSC had an advisory board and established marketing and sales systems. Sales were mainly derived from word of mouth. because they had a reputation for providing quality at a fraction of the cost. Once a year, the Head of Marketing and the CEO attended the Computer and Electronics Conference in Las Vegas, where they were sure to get a few more customers to buy their services.

			Some challenges in Tom’s business:

			
					Stagnant growth mindset: Tom engaged with a business coach early on, only to disengage six months later, choosing to focus on increasing sales over building his foundational mindset. His half-hearted engagement and eventual reluctance to continue showcased a complacency and overconfidence that hampered the evolution of his leadership.

					A patriarchal culture that failed to encourage open communication: His CFO (Phil) and COO (George) were both yes-men whose skills were limited to primarily following orders. Furthermore, Tom ran a tight ship, and everything—even the slightest decisions—had to pass through him. He had a hard time letting go of the reins.

					Hierarchical culture undermines loyalty: Phil and George, reflecting Tom’s patriarchal leadership, mirrored a similar hierarchical and non-diverse organizational setup. Hiring people within their comfort zone created an echo chamber that lacked creativity. This unspoken mandate of hiring “controllable” talent led to a cascade of trust issues, further constricting the free flow of ideas. This led to:	Underutilization of talent: Having Phil in a nominal CFO role was a disservice. Tom failed to leverage Phil’s potential strategic insights by reducing him to a glorified bookkeeper.
	Gender bias: The women at OSC faced a double jeopardy. With limited decision-making powers, they were relegated to secondary roles, even though their titles didn’t reflect such. This hurt the company’s diversity and created a gendered inefficiency that stifled creativity and innovation.
	Rampant nepotism: Tom hired his son, Johnny, who had just graduated with a liberal arts degree, to work for and be trained by Arlene, the head of marketing. The assurance of job security for one was a costly trade-off that compromised morale for many. Johnny visibly fell asleep on camera during Zoom calls with the team, yet no one called him out. As witnessed by Arlene’s resignation after three months of training Johnny, employee morale deteriorated.
	Innovation drought: Employees operated out of fear rather than passion. This environment, though it ensured obedience, suffocated innovation. Loyal yet unempowered employees hindered rather than helped the company’s growth trajectory.



					Financial conservatism: Tom’s reluctance to spend in the business, albeit commendable in his personal life, stunted business growth. His fiscal conservancy meant that the company lacked agility and proactiveness.	Competitive disadvantage: The lack of benefits at OSC, although culturally acceptable, meant that OSC constantly bled talent, unable to compete.
	High turnover: A revolving door of employees resulted in operational inefficiencies and the loss of intellectual capital. This cycle of hire-train-lose-rehire meant Tom was fighting fires versus steering the ship forward.



					Sales struggles:	Misaligned talent acquisition: While initially making strides with sales expert Katrina, Tom’s attempt to save on sales compensation led him to hire Joe, a novice salesperson with undeveloped sales skills, a mismatch for the complex sales role that required building relationships and negotiating with the C-suite. Joe’s inefficiencies and hesitations diluted the company’s ability to close business.
	Customer attrition: High turnover and inconsistent support upset OSC’s longtime customers. Disjointed handover processes and prolonged training times for internal support replacements eroded client trust and confidence, rendering client retention difficult.



			

			Key Takeaways:

			
					Sales	Prioritize sales, customer acquisition, and retention: A successful business must have a competent sales force and prioritize customer acquisition and retention. OSC’s missteps in sales hires and inconsistent customer support exemplified this.



					Financial Management	HR Problems: High turnover, nepotism, gender bias, and outdated culture/hiring/onboarding practices led to attrition and compromised employee morale. Without proper onboarding, employee success was a guessing game. Not only was it costly to rehire and train new employees, but customer retention became an issue as their brand reputation was tarnished.
	Overly conservative financial management: Conservative spending can be an asset, but not when it blinds a business to market realities. With no real CFO influence and an aversion to offering competitive employee benefits, OSC missed opportunities for sustainable growth.



					Innovation

			

			With its patriarchal hierarchy, OSC missed the opportunity to fully blossom and innovate. A lack of diversification in thought and talent, combined with  financial rigidity, left the company continually catching up rather than leading the way.

			The lesson: While individual strengths are essential, a business thrives on collaboration, adaptability, and a harmonized approach across sales, innovation, and financial management.

			For all its missteps, OSC could be turned around. Give the executive team autonomy to make decisions. Encourage communications across departments. Clear communication between Sales and Support could nip a customer problem in the bud. Proper benefits and compensation could boost morale, foster loyalty, and retain employees’ knowledge, cutting training costs.

			Business Case #3 – Zenith Corporation 

			At the helm of Zenith, Rachel, a seasoned CEO, fostered an environment characterized by collaboration, agility, and vision. Adeptly leading a competent management team comprising Jim (CFO), Edgar (CTO), and Francis (Head of Sales), Zenith’s triumphs were no accident.

			Zenith, specializing in tax advisory services, was a paragon of operational excellence. They had robust systems to manage and support sales, and their sales team also showcased versatility and insight. This synergy between tools and talent, bolstered by strategic compensation and incentives, created a high-performance cycle.

			When a unique, time-sensitive sales opportunity emerged, Zenith didn’t buckle under pressure. They assessed, strategized, and executed a quick pivot to create a new product. This steadfast entrepreneurial mindset of product innovation differentiates them from the competition. They introduced the Channel Partner Program to sell this solution, adding agility to its already impressive speed. By offering partners compensation incentives and even unprecedented access to Zenith’s internal sales support team, Zenith expanded its reach and strengthened its network. This strategic move and underlying trust ethos culminated in record-breaking sales for Zenith.

			Key Takeaways:

			
					Sales	Sales excellence: Zenith had a well-oiled sales machine that was versatile, competent, and empowered. Their seamless CRM process, communication with Marketing, and strategic incentives showcased a robust sales structure. By valuing their extended team of Channel Partners, they quickly developed a stronghold in market share before competitors arrived.



					Financial Management	Sound financial spending focused on ROI: Jim’s financial acumen ensured Zenith’s stability. Zenith demonstrated the importance of strategic financial planning in growth and scalability by incentivizing internal salespeople and external partners.
	Streamlined operations support innovation: With Edgar as CTO, Zenith had integrated robust systems like CRM and ERP, critical for scalable business operations. Such infrastructure allows for agility, primarily when the need for rapid pivots arises.



					Innovation

			

			The executive team actively stays ahead of the curve, developing innovative products to diversify their portfolio.

			Zenith exemplified synchronized success. Due to their collaborative spirit, agility, and robust systems, Zenith is poised for a desirable exit strategy, should they choose—be it a prosperous retirement for Rachel or selling the business for a lucrative profit.

			Recap and Summary

			The first case, ABC Corporation, depicted an organization struggling with sales strategies that didn’t equate to productivity. Despite the efforts and activities, the core components of the business were out of alignment: no visionary leadership, standardized pricing structure, developed sales flow, or financial management.

			The second case, Tom’s Old School Corporation (OSC), had inefficiencies rooted in a patriarchal, centralized leadership that stifled innovation, creating bottlenecks across sales, customer support, and financial management. High turnover cost them valuable IP. Twenty-first-century business leadership calls for unwavering diversity of people, perspectives, and ideas—without which companies are left to flounder.

			ABC and OSC are different manifestations of the old management styles of the twentieth century. This traditional egoic approach impedes business growth. However, both cases can be turned around—if they shift their mindsets and begin instituting the fundamentals described in this chapter.

			In contrast to ABC and OSC, Zenith stood apart. We saw a well-oiled machine with integrated processes, a collaborative leadership approach, and a readiness to adapt. Trust and transparency were built into their relationships and partnerships across the board, leaving no room for failure. Zenith had solidified all three legs of the business (innovations, sales, and finance), resulting in a model of sustainable success. 

			Call to Action

			Costly mistakes are preventable at the early stage. Set up your business on a solid structure to avoid unnecessary risks that could stump your organization and derail your growth. If you initially missed some of these steps, you can always correct course by assessing, reviewing, and restructuring to fortify your foundation. Restoring your scalability restores your saleability.

			To all twenty-first-century business leaders aspiring to scale, the path is clear: Embrace all three legs of your business by ensuring sales, innovation, and financial management are synchronized, robust, and ready to adapt.

			Use all the technology tools (i.e., AI) available to build strong relationships internally with your team and channel partners and externally with your customers. 

			To build strong relationships with customers, seek first to understand their needs. In the 1920s, while Ford’s Model-T only came in one color (black), GM asked their customers what kind of car they wanted and then listened. While Model-Ts remained unchanged, GM added different colors and features yearly—more horsepower, brakes, sleeker designs, and shock absorption. GM offered installment plans and trade-in options to combat Model-T’s affordable price. By 1927, GM’s responsiveness gained them over one million new buyers, compared to Ford’s 481,000. GM had “run Goliath off the road.”2

			Good relationships strengthen trust, which enables sales to happen, thus securing your company’s ongoing success. Put differently, building relationships is the only way businesses can move forward. We need each other to thrive. Your zenith awaits!

			Guidelines for Scaling Your Business Sustainably:

			
					As you scale your business, you can’t do it alone. Surround yourself with trusted advisors across operations, sales, and finance. Operations keeps the engine running smoothly. Sales, including marketing, is the lifeblood bringing in new business. Finance ensures profitability. With diverse insights from these three pillars, no challenge is insurmountable.

					Building strong relationships and trusting your team is essential. Hire people smarter than yourself and empower them to excel in their roles without micromanagement. Value diversity of thought and background. Avoid nepotism which breeds resentment. Discrimination has no place when building an equitable, engaged workforce. With a team united behind shared goals, there is no limit to what you can achieve together.

					Make sales your number one priority. Every role should ultimately support winning new customers. Properly compensate your salespeople so they can focus on building the relationships that drive growth. Remove obstacles so deals flow faster. Automate processes to facilitate sales at scale. When a customer is dissatisfied, view it as an opportunity to improve and strengthen that relationship.

					To thrive long-term, work on the business, not in it. Codify systems and processes so things run smoothly when you’re not there. Hire leaders and groom successors to whom you can one day hand off the reins. Be dispensable in your own company and you open the door to selling at a profit when the time is right.

					While AI is a powerful tool, human relationships are still the lifeblood of business. Trust, empathy and insight can’t be automated. Use technology to augment how you service customers, not to replace the human touch.

					Innovation and ideas can turn obstacles into opportunities. When problems arise, tap into your team’s creativity to uncover solutions. Encourage out-of-the-box thinking to continually improve and adapt. The companies that thrive are those that leverage technology yet stay grounded in meaningful human connections.

					With a trusted team, focus on sales, strong systems, and an eye toward constant improvement, your business can scale new heights while staying true to your values. Though the path isn’t always smooth, embracing challenges positions you to find creative ways forward. The journey requires determination yet yields rewards beyond your wildest dreams.

			

			

			
				
					1	Bennett, B., & Bennett, M. (2004). The Complete Idiot’s Guide to Team-Building. Alpha.

				

				
					2	https://www.poconorecord.com/story/lifestyle/2006/05/21/may-25-1927-ford-s/50205874007/
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This is your time and opportunity.

Tools like AT assist in leveling the playing field by lowering the barriers to entry in scaling your business.
‘While more prominent corporations struggle to stay relevant, small businesses are agile enough to leverage new
technologies to personalize offerings, build relationships, and gain clientele.

Have you ever watched a three-legged race? It’s a fun game that tests coordination, teamwork, and mutual
understanding between partners. While amusing at picnics, it offers profound lessons for business. Scaling a
company requires alignment, collaboration, and synergy across departments—just like runners racing with their
legs tied.!

Let’s talk about your three-legged scenario in growing and scaling

your business and sales.

1. Innovation (product engineering/operations/execution) is vision and building solutions. But alone,
without sales and financial prudence, even the best ideas remain just that.

2. Sales gives innovations market value. Salespeople need excellent products, positioning, and systems
to succeed. They spend time building relationships, positioning solutions, and creating customers.
But without operational support and profitable finances, the impact diminishes. It’s critical that all
systems and personnel, regardless of title or role, are aligned and focused on enabling the sales
transactions of products from inception to delivery.

3. Financial Management Strategy ensures profitability and sustainable growth. With competing
pressures of risk mitigation and enabling investments, financial leaders balance short- and long-term
views. This requires coordination across departments to enable sales and sustain the business cycle.

Traditionally, in business, two foundational “legs” are innovation and financial management strategy.
Innovation entails innovating products and managing operations to execution. Financial Strategy involves
financial planning to ensure profitability and sustainability. But without the third leg—Sales—even the best
innovations amount to just a hobby. Sales is the lifeblood of any organization, monetizing innovations to
customers.

For companies to scale, these legs must move in unison, like championship racers. If innovation outpaces
demand, companies trip on unchecked growth. If sales race ahead of product readiness and support systems,
reputation suffers. And without profitability, companies collapse before taking flight. Successful businesses
understand this delicate balance; their teams respect each aspect’s importance while working diligently toward
synchronization. Their reward isn’t only success in their endeavor, but also knowing that their balanced method
is key to their competitive standing.

When aligned, these three legs enable businesses to thrive. But without communication and a shared vision,
growth is painful. Like runners stumbling over mismatched steps, misaligned teams trip up progress. Still, these
struggles can be overcome with resilience and commitment to collaboration.

The following case studies are stories of clients whose names were changed to protect their privacy. Perhaps

you can learn from their challenges in creating your big dream—a bountiful, rewarding, scalable business that
feeds your passion—so you can leave a legacy you can be proud of.

1 Bennett, B., & Bennett, M. (2004). The Complete Idiot’s Guide to Team-Building. Alpha.





