
Back-End (Growth Strategies) 

There is a commonality amongst the various growth strategies that enables each strategy to 

succeed. It is basic and essential but yet often over looked. It is what the consumers do not see but 

compels them to buy; it is what makes a good product, in fact it is what makes a great company. It is 

what they call in theatre ‘behind the scenes’ or in Information Technology, ‘the back-end’.  

Last week I spoke of Market Penetration as one of the methods you could use to grow your business 

and some of you might have been wondering how to implement it. Well the ‘how’ to market 

penetration is also the ‘how’ to the other three growth strategies; market expansion, product 

expansion and diversification. 

How do you implement a growth strategy? You focus on the back-end.  

Entrepreneurs often forget that a business or a product rather, is a product of what happens behind 

the scenes. It is the not so glossy and glamorous processes that bring out the glossy and glamorous 

products that consumers pick off the shelves. And the more you focus on perfecting your back-end 

processes, the easier and faster your business will grow. 

No matter what growth strategy you choose to use, you have got to make sure you are prepared for 

the growth. Because growing your business implies increasing your customers and when customers 

increase there is a need for more product to satisfy the demand. Therefore how much more product 

are you going to need to produce in anticipation of greater demand? 

Does your machinery have capacity to produce more products? If not, you might have to invest in 

more machinery. That then requires a huge capital injection and on that note; all growth strategies 

require a substantial amount of capital. Have you thought of how you are going to finance the 

growth? Will you use debt, investment or profits? Finance is the biggest reason entrepreneurs do 

not embark on an expansion plan. They fear they might lose a huge chunk of their profits to an 

expansion plan that might not work. 

You are also going to require more raw materials to satisfy more production; can your suppliers 

meet your demand? If not, you might need to find more suppliers. What about personal, surely you 

will need more people to work the added machinery. And don’t forget delivery, all that product is 

useless if you don’t find faster and more reliable means to get it to your customers. 

All these and more ‘back-end’ functions are how you implement a growth strategy; focus on them 

and growing your business will be easier than when you started it.  
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