FROM STARTUP TO CORPORATION

T0 CORPORATION

ECONO\IES OF SCALE, POLITICAL CLOUT, SPECIALIZATION OF ROLES, SET POLICIES AND PROCEDURES, MORE

OPPORTUNITIES

FOR

ADVANCEMENT,

MORE

DIVERSIFIED

REVENUE

STREAMS/RISK

PROFILE, PERCEIVED

EMPLOYMENT STABILITY AND/OR PRESTIGE, SPECIALIZED CAPABILITIES/KNOWLEDGE THAT ARE BARRIERS TO ENTRY

HOW DO SMALL COMPANY

GROW INTO A BIG COMPANY?
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u A LARGE COMPANY OR GROUP OF COMPANIES AUTHORIZED TO ACT AS A SINGLE ENTITY AND RECOGNIZED AS SUCH IN LAW.

" BROADENING TO
GLOBAL MARKETS CAN
PROVIDE A
SIGNIFICANT LIFT TO

To grow your business successfully you
need to have a clear goal. Aside from
the fact that you wanted to be a
successful entrepreneur, give your time
to think what is the purpose of your
business. What do you hope to bring to
the market? When you do find the
answer, incorporate it into your vision
and mission. Build a business system that
will help you achieve that goal. Business
systems are the science behind every
successful enterprise. It is your roadmap
to success that will get you to your
infended success.

8.
__ MODERNIZE
=2 THE GOODS

AND
SERVICES

9.

IF YOU WANT TO
CONCENTRATE ON
YOUR WELL-DEFINED
MARKET'S RELEVANT
REQUIREMENTS OR
MARKET SEGMENTS
WITH SIMILAR
REQUIREMENTS AND
FUNCTIONALITY YOU
NEED TO
CONCENTRATE MORE
ON THE DIVERSITY
THAT BRINGS THAT
URGE IN YOUR CLIENTS
TO TRY OUT AND
REFLECT THEIR
OPINIONS ON YOUR
PRODUCTS.

7. GONTAIN
YOUR
EXPENSES &

EXPORTING

THE PROFIT MARGIN
FOR YOUR

COMPANY. THIS IS A
WAY TO GROW THE
BUSINESS THAT NEEDS
CONSIDERABLE TIME
AND MONEY
INVESTMENT BUT CAN
BE HIGHLY
REWARDING.

THERE ARE TWO KEY
COST-CUTTING
METHODS; TRYING TO
OFFLOAD THE “LOSER”
GOODS AND
INCREASING YOUR

1. REACH
YOUR
CURRENT
MARKET
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4. WIDEN THE
CONSUMER
REACH

THE FIRST FACTOR THAT
USUALLY COMES TO MIND
WHEN YOU HEAR ABOUT
HOW TO EXPAND YOUR
INDUSTRY IS GETTING
CUSTOMERS, BUT THE
CONSUMERS THAT YOU HAVE
ALREADY HAD ARE YOUR
SAFEST BET TO BOOST THE
PROFITS. GETTING MORE
PEOPLE WHO HAVE ALREADY
PURCHASE FROM YOU TO
BUY MORE IS FASTER AND
MORE COST-EFFECTIVE THAN
FINDING NEW BUYERS.

FROM STARTUP TO CORPORATION

FROM STARTUP

6. BEING PART
OF TRADE
EVENTS

OPENING STORES IN

NEW LOCATIONS. NEW

LOCATIONS CAN BE

INTERACTIVE, TOO, AS

AN ONLINE
STORE PLATFORM.

2. REQUEST
FOR
REFERRALS

TRADE SHOWS CAN ALSO BE A
WONDERFUL WAY TO DEVELOP.
AS TRADE SHOWS ATTRACT
CUSTOMERS WHO ARE ALREADY
INVOLVED IN A PARTICULAR
PRODUCT OR SERVICE THAT YOU
ARE PROVIDING, THEY WILL
BOOST THE BOTTOM LINE
DRAMATICALLY.

9. WIDEN THE
MEDIA REACH

THE LURE OF NEW CLIENTS TO
YOUR COMPANY IS OF COURSE
NEVER A BAD TACTIC. SOME OF
THE EASIEST WAYS TO DO THAT
ARE TO CALL FOR FEEDBACK
FROM YOUR EXISTING
CUSTOMERS. TELL THE
SATISFIED CUSTOMER DURING
OR AFTER EACH WORK OR
TRANSACTION WHETHER

THEY MEET ANYONE ELSE WHO
WOULD BE INVOLVED IN YOUR
SERVICES OR PRODUCTS.

TRY OUT
ONLINE LEAD
GENERATION

3. ENTER THE
MARKET BY
INNOVATING

YOUR PRODUCT
OR SERVIGE

EFFICIENCY OF
PRODUCTION. ALSO, IT’S
THE PEAK TIME TO
INVEST YOUR
MARKETING EXPENSES
INTO SOMETHING WHICH
IS REALLY GOOD,
EFFECTIVE AND VERY
MUCH ECONOMICAL.

EXPAND YOUR SCOPE BY PUBLICITY.
ONCE YOU HAVE ESTABLISHED A NEW
MARKET, YOU MAY BE ABLE TO
ADVERTISE AND REACH THE SECTOR
THROUGH SELECT MEDIA. IF YOU HAVE A
YOUNGER CROWD IN YOUR NEW
INDUSTRY, YOU MIGHT WANT TO USE
SOCIAL NETWORKS FOR ADS.

DISCOVERING

AND PROMOTING
NEW APPLICATIONS
FOR YOUR PRODUCTS
OR SERVICES IS A
PERFECT WAY

TO ATTRACT EXISTING
CUSTOMERS TO
PURCHASE MORE
AND ATTRACT NEW
CUSTOMER%M

AUTHORITY, SYSTEMS, PASSION, INNOVATION, RESOURCES, EXPERTISE
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A STARTUP OR START-UP IS A COMPANY OR PROJECT INITIATED BY AN ENTREPRENEUR TO SEEK, EFFECTIVELY DEVELOP, AND
VALIDATE A SCALABLE BUSINESS MODEL. WHILE ENTREPRENEURSHIP REFERS TO ALL NEW BUSINESSES, INCLUDING SELF-
EMPLOYMENT AND BUSINESSES THAT NEVER INTEND TO BECOME REGISTERED, STARTUPS REFER TO THE NEW BUSINESSES
THAT INTEND TO GROW LARGE BEYOND THE SOLO FOUNDER.
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