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Growth Plan

Business Name: ________________________________________          Date: _______________________ 
A growth plan is essential for business owners seeking to achieve significant expansion. This guide delivers actionable insights and strategies aimed at specific growth objectives. Use it to enter new markets, expand from e-commerce to retail, launch innovative products and services, and more. Take your time and complete this plan one step at a time.



Section 0: SWOT Analysis Summary
____________________________________________________________________________________
Before you determine where you would like to go and how you plan to get there, you first need to know where you are. A SWOT analysis helps you identify just that: the current strengths and weaknesses of your business, as well as the opportunities and threats it faces. You have already completed your detailed SWOT analysis. Copy and paste the SWOT Analysis Summary from the last page of your SWOT Analysis here to get started on your growth plan. 

If you haven’t completed your SWOT Analysis, do that now!


	SWOT Analysis Summary

	Your Top 2:
	Impact on Business Decisions and Growth Goals

	Strengths
	1. 
2.  
	

	Weaknesses
	1.  
2. 
	

	Opportunities
	1.  
2. 
	

	Threats
	1.  
2. 
	


Section 1: Growth Goals and Strategy
____________________________________________________________________________________
With your SWOT analysis complete, you can think about where you want your business to go. What is your vision for your business? What are your growth goals? Complete the following guided questions to begin planning for growth:
	1. What are the top three specific growth goals you want to achieve in the next year? 

Consider revenue streams, customer base, market presence, or product and service offerings.
	Top three growth goals:
1.  
2.  
3. 

	2. How will you measure progress toward each growth goal?
	Metrics:
1. 
2.  
3. 

	3. What potential challenges might you face in pursuing these growth goals? How will you address these risks? 

Review your SWOT Analysis Summary.
	The challenges I face are:
1.  
2.  
3.  
	I will address these challenges by:
1.  
2.   
3. 

	4. How can your strengths and opportunities help you to reach these goals? 

Review your SWOT Analysis Summary.
	I can take advantage of strengths and opportunities by:
1. 
2.   
3. 

	5. What key strategies will you implement to achieve your growth goals? 

Break your goals down into small steps here.
	Key strategies:
1. 
2.   
3. 





Section 2: Brand Analysis
____________________________________________________________________________________
Your brand is what communicates your value and identity to customers. Understanding and refining your brand is crucial to achieving your business growth goals. Complete the following guided questions to analyze your current brand and identify areas for improvement to support your growth strategy:
	1. What is your brand currently communicating to customers? 

How do customers perceive your brand in terms of values, quality, and trustworthiness?
	My brand identity is:
·  
·  
· 
	 Customers believe (value, quality, trust, etc.):
·  
·  
· 

	2. How well does your current brand identity align with your vision and growth goals?

	Brand alignment with goals:
·  
·  
	Changes required to reach goals:
·  
·  

	3. What specific brand attributes or messages need to be emphasized or adjusted to support your growth goals and reach your target customer? 

Consider value, customer service, uniqueness, etc.
	Brand attributes to emphasize or adjust
·  
·  
·  

	4. What feedback have you received from customers about your brand? 

How can this feedback inform changes to your brand strategy to meet your growth objectives?
	Customer feedback (include metrics):
·  
·  
· 
	Changes or updates:
·  
·  
· 

	5. What are the key actions you will take to update your brand to reach your growth goals?
	Key actions:
·  
· 




Section 3: Target Customer Analysis
____________________________________________________________________________________
Understanding your target customers is essential for achieving your business growth goals. You can tailor your product, service, and marketing strategies when you know who your target customers are, what they need, and how they behave. Complete the following guided questions to analyze your target customers and identify opportunities to better meet their needs:
	1. Who are your current target customers? 

What are their key demographics (age, gender, income, location) and psychographics (lifestyle, values, interests)?
	Key demographics:
·   
·  
· 
	Key psychographics:
·   
·  
· 

	2. What are their needs and preferences?

What problems are they trying to solve that your product or service can address?
	Customer needs & preferences:
·  
·  
· 
	Customer problems that your business can solve:
·  
·  

	3. How do your current products or services align with their needs and desires?

Are there gaps or opportunities for new offerings to support your business goals?
	Current alignment:
·  
·  
·  
	Gaps and opportunities: 
·  
·  
·  

	4. What channels do your target customers prefer for discovering and purchasing products? 

How can you optimize your marketing and sales strategies to better reach and engage them?
	Preferred channels:
·  
·  
· 
	Marketing optimizations (include metrics):
·  
·  
· 

	5. How can these insights inform adjustments to your target customer strategy to support your growth goals?
	Key adjustments:
·  
· 


Section 4: Team and Tools Roadmap 
____________________________________________________________________________________
Building the right team and equipping your business with the necessary tools are crucial for achieving your growth goals. Consider the following questions to determine the human resources and tools needed to support your growth strategy:
	1. What key roles and skills are currently missing from your team that would allow you can achieve your growth goals? 

Are these roles and skills best filled by a new team member, contractor, consultant, or tool?
	Key roles or skills:
·  
·  
· 
	 Best filled by (type):
·  
·  
· 

	2. Are there specific professional services (bookkeeper, lawyer, marketing consultant) that you could engage to support your growth plans?
	Professional services required:
·  
·  

	3. What tools and technologies (CRM systems, POS, bookkeeping software, email marketing, social media scheduler) do you currently use? 

Are there additional or different tools that could improve efficiency as you grow?
	Current tools:
·  
·  
·  
	Additions and improvements:
·  
·  
·  

	4. How will you ensure that you and your team have the necessary training and support to effectively use new resources, tools, and technologies?
	Training plans:
·  
·   

	5. How will you measure improvement in the business based on new team members or tools?
	Metrics:
·  
·  
· 




Section 5: Mission and Values
____________________________________________________________________________________
Aligning your mission and values with your growth goals is essential to create a cohesive, purpose-driven strategy for you, your team, your brand, and your customers. Consider the following to ensure your mission and values support your growth objectives:
	1. What is the core mission of your business? 

How does your product or service relate to the business’ mission?
	Business mission:
·  
	Relationship to product/service:
·  

	2. What are the key values that guide your business decisions and operations? 

How do these values contribute to your brand identity and reputation?
	Key values:
·  
·  
·  
	Values reflected in brand identity:
·  
·  
· 

	3. How do your mission and values align with your growth goals? 

In what ways can they serve as guiding principles for achieving sustainable and meaningful growth?
	Alignment with growth goals:
·  
·  
·   

	4. Are there any adjustments or refinements needed to your mission or values to better support your growth strategy? 
	Mission and value adjustments:
·  
·   

	5. How can you ensure alignment between your mission, values, and growth objectives?
	Balancing mission, values, and growth:
·  
· 

	6. How do you communicate your mission and values to your customers?
	Communication of mission and values:
·  
·  


Section 6: Financial Plan 
____________________________________________________________________________________
Creating a robust financial plan is essential for supporting your growth goals and ensuring sustainable business success. Consider the following questions to develop a financial strategy that aligns with your growth objectives.
	1. Brainstorm what costs you will need to incur to meet your growth goals? Think about new equipment, staff, and tools; marketing costs; contractors; leases, etc.

How much do you need to meet your goals? Want? Can afford?
	Growth Goal Costs:
·  
·  
·  
· 
	Budget for growth:
· Need:
· Want:
· Can afford:


	2. How will you prioritize funds to spend on key growth initiatives, such as marketing campaigns, product expansion, or technology upgrades?
	Priority of funds:
·  
·  
· 

	3. Do you need additional external capital to support your growth plan?

How much do you need and how will you spend it to support your growth goals?

How will you choose the right capital option for your business?
	External capital use plan:
·  
·  
·  
	Right capital for your business:
·  
·  
· 

	4. How will you know you are on the right track? What metrics will you use to monitor your finances as you implement your growth plan?
	Metrics:
·  
· 




Section 7: Action Plan
____________________________________________________________________________________
To achieve your growth goals, it is vital to turn your strategic vision into actionable steps. In this section, outline the roadmap for executing your plan effectively, ensuring tangible progress toward your objectives:
	
	Goal 1
	Goal 2
	Goal 3

	1. What specific tasks or actions need to be completed to achieve each of your growth goals?
	Actions:
·  
·  
· 
	Actions:
·  
·   
· 
	Actions:
·  
·   
· 

	2. How will you allocate resources, including budget, time, and personnel, to support the implementation of your growth plan?
	Resource allocations:
·   
·  
· 
	Resource allocations:
·   
·   
· 
	Resource allocations:
·   
·  
· 

	3. What are the deadlines or milestones for completing each task or action item within your growth plan?
	Timeline and due dates:
1.    
2.  
3. 
	Timeline and due dates:
1.    
2.  
3.  
	Timeline and due dates:
1.    
2.  
3. 

	4. Who will be responsible for overseeing and executing each aspect of the action plan?

How will you and your team stay accountable for delivering on your plan?
	Responsible Person & Accountability:
·   
· 
	Responsible Person & Accountability:
·    
· 
	Responsible Person & Accountability:
·    
· 

	5. How will you monitor progress and adjust the action plan as needed to stay on track toward achieving your growth objectives?
	Monitoring and adjustment:
·  
· 
	Monitoring and adjustment:
·  
· 
	Monitoring and adjustment:
·  
· 

	6. What are the key metrics you will track for each aspect of your business plan?
	Key metrics:
·   
·  
· 
	Key metrics:
·   
·   
· 
	Key metrics:
·   
·  
· 


Section 8: Monthly Check-In
____________________________________________________________________________________
Regular check-ins are essential for monitoring progress and making adjustments to ensure your growth plan stays on track. Use the following guided questions to assess your progress each month and identify any necessary course corrections:
	1. What progress have you made toward your growth goals since your last check-in? 

Identify any achievements or milestones reached.
	Progress and milestones:
·  
·  
· 

	2. Have you encountered any unexpected challenges or obstacles during the past month that have impacted your progress? How have you addressed or overcome these challenges?
	Challenges:
·   
·  
	Solutions:
·  
· 

	3. Are you on track to meet your established timelines for each aspect of the growth plan? 

What adjustments need to be made?
	Timeline and due dates:
·   
·   

	4. What, if any, resources (people, tools, funds, etc.) could be better utilized? If so, how?
	Resource allocations:
·  
·  

	5. Update your key metrics. How have they changed? What do they tell you about your next steps?
	Key metrics:
·  
· 

	6. What are the priorities and action items for the upcoming month to continue progressing toward your growth goals? Assign responsibilities and establish clear next steps for each task.
	Priorities
1.  
2.   
3. 
	Action Items:
1.  
2.   
3. 



Copy this page as many times as you need in order to keep tracking progress for the months to come.
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