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Small Business Guide To  
Growing Your Business 
 

 
 

How To Gain Focus Without Losing Control 
 

It’s common for small business owners and leaders to get buried working in the 

business instead of on it. For some, the idea of controlled growth seems out of 

reach when there’s already so much to do. For others, the sheer number of tasks 

and responsibilities with too few hours in the day makes it feel impossible to plan 

for success. Small businesses can also struggle to scale, especially once the 

business gets going and owners begin to earn a solid income. The growth 

suddenly plateaus.  

 

What separates those who grow from those who don’t is following this three-step 

process to make the process of growing manageable and actionable.  

 

By understanding and implementing these steps, you’ll gain more focus, the 

confidence to take calculated risks, and increase the likelihood of success. 

What’s more, you’ll be closer to fulfilling your potential as a small business owner 

and leader and avoid succumbing to the tyranny of the urgent.  

 

Here’s how to gain focus without losing control.  
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Step 1: Assess Your Options  
 
 

 
Answer two questions that clarify your growth goal 
	
Igor Ansoff was an applied mathematician and business manager who consulted 

and taught at many distinguished universities. He’s known for developing 

strategic management and corporate strategies—one that suggests growth 

occurs through one of four product-market strategies called the Ansoff Matrix. 

This happens when existing or new offerings (i.e., products or services) are 

introduced to existing or new markets. The result creates different go-to-market 

strategies that support each growth goal. 

 
Here are the questions.  
 

1. Do you plan to grow through an existing offering (i.e., product or service) 

or a new one? 

 

2. Do you plan to grow through an existing market (i.e., with current 

customers) or a new one?  

 

Then, check the corresponding box for each answer.  

 

 Offering* Market 

Existing  
 

 

New  
 

 

 *Includes product or service 
 
 
Your answers make four different growth goals clear, each of which has different 

strategies and levels of risk. The next step is to find a goal that’s most suitable for 

your small business. Please review the list coinciding options based on your 

previous answer. 

https://en.wikipedia.org/wiki/Igor_Ansoff
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Existing Market + Existing Offer =  

Goal #1: Market Share  

 

Existing Market + New Offering =  

Goal #2: New Offering 

 

New Market + Existing Offering =  

Goal #3: New Market 

 

New Market + New Offering =  

Goal #4: Diversification  

 
  
 

 

 

 

Please select one goal and note how risk increases with each option. 

 

Goal Number: Selection Goal Number: Selection 
1 Market Share  3 New Market  

2 New Product  4 Diversification  

 

Now, check out Step 2: Position Your Growth Goal to position your path by 

validating and focusing your answer from this step. 

 

Step 2: Position Your Growth Goal  

 
 

 
Select the option that suits your needs, resources, 

and comfort level 
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Now that you’ve completed Step 1: Assess Your Growth Goal, the following 

attributes describe each growth path. Validate your Step 1 answer by selecting  

the attributes that most accurately represent your business.  

 

  
Select The Attributes That Accurately 

Represent Your Small Business Yes 

GOAL #1: 
Market 
Share 

Your customers, products, and distribution channel(s) 
already exist   
Your market is growing   
Additional marketing tools (e.g., discounting, 
promotions, etc.) are available   
You want to increase market share by taking it from 
competitors or getting new customers   
You have a low risk tolerance    
You want a smaller, more immediate return    
Decreasing pricing options may work   
Increasing promotions, marketing, or distribution 
support is feasible   
Acquiring a rival is possible   
Refining current offering(s) is an option   

Sub-total   

GOAL #2: 
New Offering 

Your customers, products, and distribution channel(s) 
already exist   
Your customers or market want a new offering   
You can take something from being a fuzzy idea to a 
minimum viable product   
You can sustain product development and marketing 
investments   
You have moderate risk tolerance   
You want a return sooner than later    
You have high confidence investing in new offerings 
based on customer need   
Acquiring rights to produce another product may exist    
Private labeling options exist   
It's possible to have a strategic partnership with another 
firm that benefits from your brand or distribution 
channel(s)   

Sub-total   
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Select The Attributes That Accurately 

Represent Your Small Business Yes 

GOAL #3: 
New Market 

Your products or services already exist    
You understand the complexities of a new market (e.g., 
customer segment, buyer, industry, domestic or foreign 
areas, etc.)   
Additional marketing tools (e.g., promotions, 
advertising, etc.) are available and sustainable over 
year or more   
You can tolerate risk   
You're game for building over the long haul   
You want more upside that comes with developing a 
new market   
Your unique offering can be leveraged in new a market   
Economies of scale increase your output   
A new market is similar to your existing one(s)    
New buyers are intrinsically profitable    

Sub-total   

GOAL #4: 
Diversification 

You want or need to diversify your small business    
You know customers seek a new or complementary 
offering   
You can sustain product development and marketing 
investments for 3-5 years   
You're game for building over the long haul   
You have enough confidence in understanding new 
customer needs to provide a new solution   
You understand the complexities of a new market and 
how to build it   
You can tolerate lots of risk   
You have the resources and ability to withstand risk 
over years instead of months    
You want the greatest return and reward on developing 
something new   
You have the ability to build an offering and market 
from scratch    

Sub-total   
 
Now add the total number of selections for each goal and select the goal with the 

largest sub-total.  
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Goal Number: Sub-total Goal Number: Sub-total 
1 Market Share  3 New Market  

2 New Product  4 Diversification  

 
 
How do your answers compare between Steps 1 and 2? 
 

Step 1 Answer:  

Step 2 Answer:  

 

Are your answers consistent? If so, then your thoughts are aligned and focused 

enough for Step 3: Activate Your Growth Goal. If not, then you should really think 

about your priorities in Step 1 or answers in Step 2. Inconsistency here simply 

means you need more focused alignment before activating your growth goal. 

Please repeat Steps 1 and 2 as much as you need to find consistent answers.   

 
Also, please remember your strategy should be customized to your specific firm, 

team, goals, and measures of success. The point of Step 2: Assess Your Growth 

Goal is to explore how each option feels and whether it aligns with your needs, 

resources, and comfort level.  

 
 

Step 3: Activate Your Growth Goal  
 
 

 
Take the leap that suits your needs, resources, and 

comfort level  
 

By this point, you should know which goal is best for your small business. You’ve 

thought through different directions, strategies, and risks. This process should 

clarify your firm’s objectives and make you a little more risk-informed. 
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STRE.ME knows this is where the rubber meets the road. As a small business 

owner and leader, you undoubtedly know the problem is finding the energy, time, 

and focus to get it done. This is where STRE.ME comes in. We walk with you, 

step by step, to ask the tough questions, bring a fresh perspective, act as a 

sounding board, and provide a proven process that incrementally builds success 

without overwhelming you or your team.  

 

You already know where your potential exists. Let STRE.ME take you there.  

 

Send an email to info@stre.me if you want to gain focus, increase your 

confidence to take calculated risks, and to get closer to fulfilling your potential as 

a small business owner and leader. 

 

Or, take this Five-Minute Growth Assessment and receive a complimentary 

custom report to see how prepared you are to grow.  

 

 
 

 

Best of luck from STRE.ME!  
 

  

https://stre.me/?utm_source=stre.me&utm_medium=premiumcontent&utm_campaign=growthguide&utm_content=v01
mailto:info@stre.me
http://bit.ly/STREME-growth-guide-assessment
http://bit.ly/STREME-growth-guide-assessment
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About STRE.ME 
 
 

 
Accelerating growth for small business owners 
 

The idea of controlled growth for your small business may seem out of reach 

when you are already overwhelmed with too many tasks, too many 

responsibilities, and too few hours in the day.  

 
STRE.ME follows a three-step process that makes controlled growth 

manageable and actionable. In the end, you’ll gain more focus, the confidence to 

take calculated risks, and be closer to fulfilling your potential as a business owner 

and organizational leader. There is no need to succumb to the tyranny of the 

urgent. 

 

Contact STRE.ME at info@stre.me to start.   

https://stre.me/?utm_source=stre.me&utm_medium=premiumcontent&utm_campaign=growthguide&utm_content=v01
mailto:info@stre.me
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