Introduction to the Business Scaling Capability Index (Pt. 1) (@NOTE 17)
When we launched the Business Scaling Capability Model, we discussed the challenge faced by many organisations whether just born, juvenile, adult, midlife or mature in that scaling can be difficult. Many organisations just throw money and resources at the challenge, however we understand that it’s not just
an assets that can limit the ability to scale, but also structural elements of the business. We know it’s difficult to start a business or make significant changes
, but it’s often insufficiently recognised that scaling a business is an equal challenge that needs to be analysed, planned and managed. There are four key
elements to successful scaling of a business:


Growth (The ultimate goal, but how will we measure success for our business and stakeholders, Users, Customers, Revenues, Profits, Market Share
etc.)



Growth Rates (Can we grow at what rate, are the markets and customers ready, is it too slow or too fast, at what cost, does the rate make sense,
does it create risks)



Efficiency (This is about performance, we can grow at a cost ,but is it the lowest cost, what ROI and Resource utilisation and return are we getting)



Effectivity ( Are we doing it in the right way, is it a quality approach, are all consequences direct and indirect positive)
Profits
Products/Services

Customers
Technology

Markets
Access/Reach

Revenues

Start-up, Scaling, Turnaround and Strategic Growth.
Product & Market Development , Market Entry
Strategy Development & Change Management
ICT & Technology, eBusiness & Transformation

Knowledge/Skills

Processes

Advantages

For more information: www.intelligentorg.com
“Advantage” Book by Declan Kavanagh available on
Amazon, Kindle, Smashwords, advantage-book.com
info@intelligentorg.com

Introduction to the Business Scaling Capability Index (Pt. 1) (@NOTE 17)

Start-up, Scaling, Turnaround and Strategic Growth.
Product & Market Development , Market Entry
Strategy Development & Change Management
ICT & Technology, eBusiness & Transformation

For more information: www.intelligentorg.com
“Advantage” Book by Declan Kavanagh available on
Amazon, Kindle, Smashwords, advantage-book.com
info@intelligentorg.com

Introduction to the Business Scaling Capability Index (Pt. 1) (@NOTE 17)

Customers

Markets

Processes

Product/Service

At one end of the scale we have
homogeneous customers, in that they are
the same or very similar in both their
behaviour and their needs. At the other
end of the spectrum we have
Heterogeneous or quite different
customers who perceive , or actually are
unique. A homogeneous customer base
has the advantage of enabling efficiencies
in standardised approaches.

At one end of the scale we have
homogeneous markets, in that they are the
same or very similar (e.g. language, culture,
business etc.) in both their behaviour and
their needs. At the other end of the
spectrum we have Heterogeneous or quite
different markets who perceive , or
actually are unique, e.g. regulated versus,
unregulated. Standard approaches may not
work where different.

Processes of all types are important as they
can determine both the efficiency and
effectiveness within any aspect of the
business. They assure consistency,
predictability and quality. Efficient formal
processes are defined as value adding in
that they are agile and adaptive within the
control boundaries and not creating waste.
At the other end of the spectrum the
absence of process creates risks.

The Design, provisioning, supply and
support of a product is a central axis point
for any organisation scaling. If the
customer and market need and accept a
standard product greater efficiencies exits
also flexibility and choice of what? Where?
And whom? Uniqueness in the customer
need and our product and service and
related model change and create
limitations on ability to service.
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Advantages

Knowledge

Technology

Advantages enable value in the eyes of the
customer. Compelling advantage triggers the
purchase. Advantage is where you stand out over
the options available. They range in strength from
Strategic, through, Competitive, Market,
Customer, Internal, tactical. The customer and
market need to be aware of and experience the
advantage. Brand can be built to support the
advantage.

Knowledge, Skills and Experience are CSF’s also. The
more required to market, sell, design, deliver and
support a customer solution (product/service) the
more inelastic the scaling potential can become.
There can be a trade off when the customers are
heterogeneous and advantage can be gained
through knowledge. Often the lower the knowledge
intensity required the easier it is to scale

Technology and automation can significantly enable
scaling, not just in cost, but volume, quality, time
and many other ways. When considering scaling
management need to consider did they design their
business and processes in a way that automation
can be leveraged and also be clear on the ROI and
benefits to create the right automation. Low touch
eBusiness is now commonplace.
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Financial/Profit

Financial/Revenue

Access/Reach

Profitability enables profit and can be both an
indicator of value and efficiency. Without profit
growth we reduce the financial capacity to enable
scaling and further growth both organic and
inorganic. Financial performance is central
because it also influences stakeholder attitudes to
supporting and funding scaling as well as enabling
resources. The scaling actions must also
demonstrate profit and profitability impact.

Revenue is also an important axis in scaling , it is
often one of the goals but can also be a limitation
The BCG Growth share matrix can complement
this analysis. Understanding what our revenue is
doing in the context of the market dynamics can
indicate and point to areas of change to enable
scaling potential. Revenue and profit are not
unrelated so there need to be revenue capacity to
enable the cash for investment..

Different markets and segmentation (industry,
size, geography etc.) but have we relationships, do
we have to build, are they convenient, do we
understand them. What reach have we and how
can we access the most in the shortest realistic
time frame to the advantage can be experienced
and the value proposition realised. The nature of
the customers in these markets and our
products/services impacts scalability
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We are building to a position where you can understand the model, the measurement and the capability indices. Not only will this allow you to be able to
assess your organisation or business but also there are guides depending on your assessment as to where you can prioritise action to optimise your scaling
capability potential.
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