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5 KEYS TO AN EFFECTIVE
GROWTH STRATEGY  
IMPROVE YOUR RESULTS AND EXCEED YOUR GROWTH TARGETS

Know Your 

Playing Field

Identify Growth

Opportunities

Focus 

Your Strategy

Make It An 

Ongoing Process

Define Your 

Core
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Engaging with employees to identify ideas and opportunities,

having a process for evaluating and making a decision on which of

these ideas to focus.

A management focus on growth.

Expansion into new markets and customer segments.

Agility in decision making.

Research by the National Center for the Middle Market identified the

key capabilities that separated the <2% of companies who doubled

their revenue coming out of the Great Recession in 2008, from those

who did not grow. These include:

 

 

These capabilities are central to having an Effective Growth Strategy™.

 

IF YOU ANSWERED YES TO EITHER, PERHAPS IT'S TIME

FOR A PRACTICAL APPROACH TO GROWTH STRATEGY.

Are you not satisfied with your growth rate?

Do you want to get and stay ahead during
these disruptive times?

DO YOU HAVE THESE
CAPABILITIES? DO YOU HAVE

AN EFFECTIVE GROWTH
STRATEGY?



McKinsey, Bain, and BCG (among others) charge their

Fortune 1000 and Private Equity clients multiple

hundreds of thousands of dollars to develop growth

strategies.

 

Effective Growth Strategy does not need to be hard or

expensive or involve high powered consultants.

 

Every company can be practical about growth, have an

Effective Growth Strategy, and grow successfully. Most

companies can do it themselves with knowledge that

already exists within their organization.

Growth Strategy doesn’t
have to be complex and
expensive.



Effective  Growth  Strategy  is
three  things.

An iterative process to make it sustainable.

A process to establish foundational

elements, review progress, and evolve your

plan based on results and new learning.

An approach to decision making that

encourages your business to think

rationally about all growth opportunities

and objectively decide where to focus.

A focused plan for the two or three growth

opportunities you choose to pursue. A plan to

focus your organization's commercial efforts—

with key assumptions and expectations—and

the definition of how you’ll measure success.
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Focus for your organization on two or three opportunities that have

proper resources and action plans to drive execution.

FOCUS FOR YOUR ORGANIZATION

Defined expectations of how these opportunities will drive growth

and specifically what growth you expect. What you will create, market,

and sell to which customers? What actions and results are expected

and from whom?  How will you measure the resulting efforts to

implement the initiative?

DEFINED EXPECTATIONS

A methodology to engage with the market, know your playing field,

and identify specific growth opportunities. A process with the ability

to evaluate opportunities based on alignment with your business and

current market dynamics and focus on the best opportunities.

A METHODOLOGY TO ENGAGE WITH THE MARKET

Effective  Growth  Strategy
provides value in three key areas.



YOU CAN DO IT.

Many business leaders consider growth strategy out of their
reach and something they’re not capable of doing.

 

The reality is 80% of the knowledge and ideas
needed for an Effective Growth Strategy are already in your
business.

 

With a systematic, straightforward, practical approach to it all,
you can attain sustainable profitable growth.

Throughout this ebook you will see call-outs

like this. They take you to more information and

examples of Effective Growth Strategy and the

Growth Strategy Playbook.

https://www.growthstrategylabs.com/growth-strategy-playbook


LETS GET STARTED.

Effective Growth Strategy builds on a strong foundation of

self- and market-awareness, aligned with a decision-making

system that optimizes growth, and made even more

valuable as an ongoing process.

FOUNDATION FOR GROWTH

DECISION MAKING SYSTEM FOR GROWTH

An Effective Growth Strategy is built on the interconnected

foundation of a well-defined core strategy (self-awareness)

and strong knowledge of the playing fields where you

choose to compete (market-awareness).

Building from your foundational awareness, an Effective

Growth Strategy must have a robust decision-making system

that evaluates as many growth options as possible, scores them

objectively, and focuses intently on the options with the best

chance of success.



Build the foundation for an 
Effective Growth Strategy.

"DEFINE YOUR CORE"

Who you are and what you do?

Knowledge of your ideal target customers and differentiation

Well-defined goals

provides direction to your organization and help you make

decisions, represents your self-awareness:

 

An Effective Growth Strategy starts with a strong foundation, two key elements that help you

evaluate and prioritize your growth opportunities:

"KNOW YOUR PLAYING FIELDS"

Clearly define market segments and product categories

Identify new growth opportunities

Make better decisions on what opportunities to pursue

and being purposeful about where you choose to compete,

represents your market awareness:
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The process of defining your core strategy is valuable.

 

Interacting with your entire company to define it has an added bonus:

You ensure everyone is rowing in the same direction. When you

evaluate all growth options by measuring their alignment with your

core, you strengthen both the initiatives and your core.

 

There are many great tools to help do this, like the “Vision/Traction

Organizer” of EOS and the “One Page Strategic Plan” of Scaling Up.

 

If you have one of these or something similar, you can use that. If not,

the “Core Strategy Canvas” in the Growth Strategy Playbook™ was

created exclusively for this purpose.

DEFINE YOUR CORE

https://www.growthstrategylabs.com/define-your-core
https://www.growthstrategylabs.com/growth-strategy-playbook


Just like with our bodies, a strong and well-defined core is

essential. Most growth strategies fail to deliver value—or even

destroy it—because they inadvertently turn away from the

core.

 

Building your market power in a well-defined core provides

the key source of competitive advantage and the most viable

platform for successful expansion.

 

Companies who grow from their  core  grow  profits and

revenues faster and more reliably than those that stray from

their core.

The importance of a well-defined
core.

Learn more about “Define

your core” and see examples

here.
HOW WELL-DEFINED IS YOUR CORE?

DO YOU USE IT TO HELP EVALUATE
GROWTH OPPORTUNITIES?

https://www.growthstrategylabs.com/define-your-core
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DEFINE your playing field means putting boundaries around your

market segments and product categories. Define what products you

sell to what customers. It’s likely you have multiple playing fields.

 

Next, LEARN about and deeply understand the dynamics that live

inside and affect your playing field(s).

 

FOCUS on the forces and changes occurring within each playing field.

IDENTIFY how the dynamics and changes impact your current and

potential growth opportunities. Then—and only then—can you develop

an Effective Growth Strategy.

KNOW YOUR PLAYING FIELD

To start, you must define your playing field(s).



The more distinct your market segments and product categories are, the better you can

build up knowledge of your playing field(s). From this knowledge, you’ll uncover more

growth opportunities, make better decisions, and have a more Effective Growth Strategy.

Be aware of your playing field’s continually changing dynamics

Understand the external forces that impact your growth

Factor these dynamics and forces into your planning

One of the most common mistakes business leaders make is not

understanding how forces outside their control impact their

performance.

 

Your slow growth rate may be due to a maturing market, the fact

you are not the leader, or some different factor…that is, it’s possible

it’s not your poor execution.

 

 

The power of knowing and

understanding your playing fields.



HOW TO DEFINE YOUR
PLAYING FIELD

Define your market segments based on your ideal target

markets. Include current segments and adjacent segments

where you could grow. Be precise on breaking segments

down to customers who share a similar need.

MARKET SEGMENTS

Product categories can be thematic. Define them around

the value provided for specific segments. Again, be precise

when breaking down categories. If you have similar

product categories, group them into a portfolio or suite.

PRODUCT CATEGORIES

Playing fields are two-dimensional. They represent the

products you sell and market segments you sell into.

P
R
O
D
U
C
T
S

MARKETS



“Market segmentation is a natural result of the vast differences

among people,” according   to Donald Norman. Identify those

differences as you define your market segments.

 

Market segmentation is not about the traditional approach of

demographics. Segments can be about customers who have a

similar need, regardless of demographics. Once you identify a

segment with a similar need, use characteristics like geography,

size, and channel to understand and identify any differences.

Those will define your sub-segments.

 

Use your knowledge of these sub-segments to focus and prioritize

your strategy and go-to-market efforts.

 

Your market segments should
represent the differences among
your customers.

DO YOU KNOW YOUR
CUSTOMERS AND MARKETS
WELL ENOUGH TO DEFINE

CLEAR MARKET SEGMENTS
AND SUB-SEGMENTS?
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Peter Drucker called these ‘wants and needs’ and said a product should address an

un-met or under-met need that customers have. Other similar concept terms

include Market Problems (a product solves a problem for a customer) and Jobs to

Be Done (a customer hires a product to do a job).

 

Theodore Levitt famously said, "People don’t want a quarter-inch drill.

They want a quarter-inch hole.” Keep this crucial concept in mind

when you define your product categories.

 

DEFINE product categories not by what you sell (a product name or

SKU), but by the outcome the customer is seeking. This is the value

you deliver.

 

REMEMBER- your product is the
value you deliver.

HOW WELL DO YOU UNDERSTAND THE VALUE YOUR CUSTOMERS GET
FROM YOUR PRODUCTS?

DO YOU COMMUNICATE ON THIS VALUE WITH YOUR CUSTOMERS?



(Total Addressable Market, Actual Market, etc.)

MARKET SIZE

Reveal growth opportunities by understanding
playing field dynamics.

(Maturity, Market Position, Competitive Landscape)

MARKET DYNAMICS

(Regulation, Technology, Demographics, etc.)

EXTERNAL FORCES

(Potential New Playing Fields)

ADJACENT MARKET SEGMENTS AND PRODUCTS

(Acquisitions, Partners)

INORGANIC OPPORTUNITIES

Where your market segments and product categories intersect are

your playing fields. Growth opportunities lie within these playing

fields. You must understand the dynamics of each playing field to

identify and exploit these growth opportunities. These dynamics

include:

 

Learn more about “Know

your playing field” and see

examples here.

HOW WELL DO YOU KNOW YOUR
PLAYING FIELD DYNAMICS?

WHAT MORE DO YOU NEED
TO LEARN?

https://www.growthstrategylabs.com/know-your-playing-field


The number one innovation capability that separates sustaining growers from non-growers was having

a process for evaluating ideas and making a decision on which opportunities to focus on.

 

An Effective Growth Strategy has a decision-making system that optimizes growth in two key elements.

 

A process for identifying and evaluating ideas.

"IDENTIFY GROWTH OPPORTUNITIES"

“Identify growth opportunities” is the fuel that makes a decision-

making system run. The more you identify, the better your chance

of success. Identify them, define them at a high-level, and score

them objectively. That’s how you get a scored pipeline of growth

opportunities you can manage.

"FOCUS YOUR STRATEGY"

“Focus your strategy” on only the best two or three growth

opportunities given the current situation and dynamics. Then

develop an action plan that tests your assumptions, grows your

knowledge, and turns the opportunity into a reality.



Decide which ideas provide the
best growth opportunities.

Kick this off with a brainstorming or idea-generating session where

everyone shares their growth ideas and create your initial list. Revisit

and supplement that list quarterly. Make it everyone’s responsibility to

submit growth ideas, from the newest hire to the Chairman of the

Board.

COLLECT GROWTH OPPORTUNITIES ON AN ONGOING BASIS

For each opportunity, define it at the high-level and score it on its

alignment with your Core.

DEFINE AND SCORE EACH OPPORTUNITY

With each growth opportunity defined and scored, manage a ranked

pipeline from the scores. As you learn new things update the alignment

scores. As you identify new opportunities, add them to the list. Each

time you update or add, re-rank the list.

RANK AND RE-RANK YOUR PIPELINE

Learn more about

“Identify

growth opportunities”

and see examples

here.

Identify as many growth opportunities as possible. Define each at a high level and score them on
alignment with your core. Manage all of them in a prioritized pipeline.

https://www.growthstrategylabs.com/evaluate-growth-opportunities


Review your ranked list of growth opportunities. Think about

additional factors that can help you determine where to invest

your time, energy, and dollars.

 

If you have clear reasons to include a lower-ranked opportunity

like a critical customer, ability to execute, market timing, size of

the opportunity, etc., include it.

 

Focus on the two or three opportunities with the best chance of

success and build a full 90-day action plan for each. Start with

what is the next thing you need to do to execute on the

opportunity (something to learn, an assumption to validate,

something to build, etc.). Determine who will do it and assign a

due date.

 

Translate your growth strategy into action to make it effective.

 

FOCUS YOUR STRATEGY.



It is what not to do as much as it is about what to do.
 
You have just taken the time to define your core, know your

playing field, and identify (define and score) growth opportunities.

The last thing left to do—the idea that truly makes this an Effective

Growth Strategy—is to focus your strategy.
 
For any business unit or product line, you should have at least two

(but no more than three) opportunities to focus on in your growth

strategy. Only one means there is no next.
 
Having more than three means you spread yourself too thin. For

the opportunities you focus on, define the results you expect and

develop an action plan to turn the opportunity into reality.

 

Strategy is about making choices,
then focusing.

HOW WELL DO YOU FOCUS YOUR STRATEGY?



CURRENT DYNAMICS: Maturity in your playing field? Growth

rate? Market position?

OPPORTUNITY SCOPE: Market opportunity size? Magnitude  of

effort? Experience? Assets to leverage?

EXTERNAL FORCES: Regulatory or Legal Changes?

Demographic Changes? Technology Changes?

EXTERNAL OPPORTUNITIES: Partnering options? Acquisition

options?

YOUR CORE: How does this align with your Core Strategy?

As you determine the focus of your growth strategy, go beyond

your objective rankings. Look at the current situation in your

playing field(s) and consider the following factors:

 

 

These are factors to help you
focus your growth strategy.

Learn more about “Focus

your strategy” and see

examples here.

https://www.growthstrategylabs.com/focus-your-strategy


GET STARTED . . . NOW.

Define your core and

communicate it clearly.

DEFINE YOUR CORE

Map your playing field and get to

know and understand each playing

field you play in, or might want to

play in. Then decide where to focus

KNOW YOUR PLAYING

FIELD

Identify, define, and score

growth opportunities and

create a ranked list.

IDENTIFY GROWTH

OPPORTUNITIES Evaluate the top opportunities, focus

on the two or three opportunities

that make the most sense, and

develop action plans

FOCUS YOUR STRATEGY

By definition, when you put things off, they cannot help you grow.

START TODAY!
Build the foundation for your Effective Growth Strategy. 

 

Only one key element of an Effective Growth Strategy remains.



The first four steps have helped you get practical about growth

and develop an Effective Growth Strategy. The next thing to do is

to make it sustainable as an ongoing process.
 
Review and update the foundational awareness components of

your core strategy and knowledge of your playing fields annually.

A significant disruption in your products, markets, or external

factors should trigger a more frequent review.
 
Review and update your action plans for your growth strategy

quarterly. Add new opportunities to your ranked pipeline when

you identify them.
 
Review and refresh your focused growth strategy each quarter and

update your action plans accordingly.
 

MAKE IT AN ONGOING PROCESS.

Learn more about “Make it

an ongoing process” and see

examples here.

https://www.growthstrategylabs.com/make-it-an-ongoing-process


Are you ready to get practical about growth with an Effective

Growth Strategy? Are you ready to roll-out a systematic and

straightforward approach for growth?

 

Growth Strategy Labs is here to help.

 

Do you want to introduce foundational awareness and a

decision-making system to optimize growth into your planning

process?
 
Would an outside voice improve and strengthen your growth

strategy discussions and decisions?

 

Schedule a call at: https://calendly.com/ grantwhunter/gsi
 

Get practical about growth with an
Effective Growth Strategy.

https://calendly.com/grantwhunter/gsi
https://calendly.com/%20grantwhunter/gsi


INTRODUCING THE GROWTH
STRATEGY PLAYBOOK™.

Learn more about the

Growth Strategy Playbook

here.

If
 
you

 
are

 
ready

 
to

 
get

 
practical

 
about

 
growth

 
and

want
 
to

 
build

 
an

 
Effective

 
Growth

 
Strategy,

 
I
 
invite

 
you

to
 
download

 
the

 
Growth

 
Strategy

 
Playbook.

 
The

 
Growth

 
Strategy

 
Playbook

 
is
 
a
 
system

 
of

 
tools

 
and

concepts
 
to

 
help

 
you

 
and

 
your

 
team

 
think

 
strategically

about
 
growth

 
build

 
an

 
Effective

 
Growth

 
Strategy.

 
Simple.

 
Intuitive.

 
Focused.

 
The

 
Growth

 
Strategy

Playbook
 
helps

 
companies

 
get

 
practical

 
about

 
growth

and
 
build

 
an

 
Effective

 
Growth

 
Strategy.

 

https://www.growthstrategylabs.com/growth-strategy-playbook


I am always learning about new and better ways to help companies grow.
 
Just like a growth strategy a living document, I view the Effective Growth Strategy

method and the Growth Strategy Playbook both as living documents. As I learn and find

new and better ways to help people get practical about growth, I will update this eBook

and the related Growth Strategy Playbook templates.

 

I need your help. Is there something you don’t understand? Do you have a different way   

 to do something that I should learn? Is there something I am missing?
 
Please let me know and help me continue to make the Growth Strategy Playbook the

best, simplest, most straightforward approach for an Effective Growth Strategy. Of

course, I will give full attribution to any and all who contribute.
 
Simply e-mail your questions, suggestions, ideas, complaints, anything to

grant@growthstrategylabs.com. I cannot wait to hear your thoughts and ideas.
 

What do you think?



I created this eBook and the Growth Strategy Playbook to provide anyone with the context,

tools, and approach to develop and manage an Effective Growth Strategy. I hope thousands of

companies download this eBook and the Growth Strategy Playbook templates and do just that.
 
Growth Strategy Labs has a goal of helping owners and their businesses create $1B of

incremental enterprise value in aggregate by the end of 2022. Please share this eBook with

anyone you think could benefit from it and help us reach that goal.
 
For those of you  who are interested in Effective Growth Strategy, but might want some help, I’d  

be honored to   help you. Do you want to build your capabilities? Do you want a trusted advisor

to facilitate the process for you?    Do you need a comprehensive growth strategy, but don’t have

time or skills?
 
E-mail or give me a call to start a conversation. We can be in this…together.
 

Do you want help?

GROWTH STRATEGY PLAYBOOK IS A PRODUCT OF GROWTH STRATEGY LABS.

Grant W. Hunter 

grant@growthstrategylabs.com

(908) 456-3871



Throughout this eBook I have leveraged ideas and research from some of my favorite

business thought leaders, listed here:
 

Here are some of the books that have informed and
influenced me and this eBook.

Management (2008 Edition), The Five Most Important Questions (2008 Edition) and Innovation and Entrepreneurship (2006 Edition) by Peter Drucker. Published by
Harper Business.
 
Profit from the Core (2010 Edition), Beyond the Core (2004) and The Founder’s Mentality by Chris Zook and James Allen. Published by Harvard Business Review Press.
 
Mastering the Rockefeller Habits (2002 Edition) and Scaling Up (2014) by Verne Harnish. Published by Gazelles, Inc. 
 
Traction (2012) by Gino Wickman. Published by BenBella Books. 
 
Decisive: How to Make Better Choices in Life and Work (2013) by Chip and Dan Heath. Published by Currency.
 
Playing to Win (2013) by Roger Martin and A. G. Lafley. Published by Harvard Business Review Press. 
 
Strategies for Diversification (1957) by Igor Ansoff. Harvard Business Review, Vol. 35 Issue 5, Sep-Oct 1957. 
 
Grassroots Strategy (2019) by Jeff Bennett and Darrin Fleming. Published by Amphora Consulting.
 
The Innovator’s Solution (2013) by Clayton Christensen. Published by Harvard Business Review Press.
 
Competitive Strategy (1998 Edition) by Michael E. Porter. Published by Free Press.
 
The Design of Everyday Things (2013 Edition) by Don Norman. Published by Basic Books.
 
Crossing the Chasm (2014 Edition) and Inside The Tornado (2011 Edition) by Geoffrey A. Moore. Published by Harper Business.
 
Market Driven Strategy (1999) and The Market Driven Organization (2007) by George S. Day. Published by Free Press.
 
This is Marketing (2018) by Seth Godin. Published by Penguin Portfolio.

 




