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Abstract - The following study has been conducted for the ISER-645th International Conference on the Advances in 

Business Management and Information Science (ICABMIS). Research has shown that when a business becomes a subject to 

tried and tested methodology for growth in a systematic manner, it results in profitability. We’ve used a combination of 

models that include needs assessments, business model canvases and financial projections to prepare a business growth plan. 

The same has been detailed as below. 
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I. INTRODUCTION 

 

The need for growth, globally has been in the cursor 

more than ever today than before, with globalization, 

international trade and domestic demand, pushing 

boundaries more than ever. This has brought forward 

the need for substantiated growth and in quantity and 

quality keeping the three E’s Economy, Efficiency 

and Effectiveness in account. 

Business growth plans are used by growing start-ups, 

to convey their vision to different stakeholders and 

investors. They may also be used by firms that are 

trying to attract key employees, prospect for new 

business, deal with suppliers or simply to understand 

how to manage their companies better. A 

comprehensive Business Plan captures an overall 

understanding of the business, its operation, client 

base and activities that drive the business to achieve 

growth. For this purpose, it includes certain 

qualitative attributes that are referred to as the 

Business Model Canvas and the financial attributes. 

Creating a model for such transitions has been one of 

the most sought after needs in the modern era of 

commercialization (Biederman, 2015). Research in 

the past has demonstrated many matrixes and models 

in theory with little practical application in real terms. 

(Simcoe, 2011) 

 

II. DETAILS EXPERIMENTAL 

 

After examining the organizational details, records 

and financials of around 19 businesses of Pakistan the 

following methods have been devised especially for 

the SME’s, entrepreneurs and large sized 

organizations for furthering their plans of growth. 

(Multiple businesses across Pakistan, 2019) 

 

These cannot be carried out by business themselves 

but would require technical expertise of consultants. 

a) Needs assessment of businesses: Holding 

preliminary and ongoing meetings with 

businesses to understand their goals, mission and 

values. 

b) Conducting a needs assessment by taking a 

systematic and collaborative approach with each 

business (National Library Publications, 2018). 

Activities may include: 

 Performing a gap analysis by assessing 

organizational records, including financials, 

growth metrics, customer database and 

policies. 

 Conducting individual interviews with 

senior management, employees, and clients. 

 Doing an industry/market survey to 

understand the context in which the 

business(es) operate. 

 Using focus groups to gain insight into the 

training and business development needs of 

the businesses. 

 Carrying out surveys, questionnaires and 

self-assessment tools with employees and 

clients. 

c) Business model canvases, financial projections 

and growth plans for businesses: Drafting 

Business Growth Plans for businesses based on 

needs assessment exercise. This should include a 

financial planning exercise that helps the 

business understand its short term and medium 

terms funding requirements and possible options 

to raise funds as well as a business model canvas. 

A comprehensive Business Plan captures an 

overall understanding of the business, its 

operation, client base and activities that drive the 

business to achieve growth. For this purpose, it 

includes certain qualitative attributes that are 

referred to as the Business Model Canvas. 

 

A brief insight into each element is as follows for the 

Business Growth plan: 

 

1. Value proposition 

This caters to a segmentation between each product / 

service line alongside the customer needs that are 

being satisfied i.e. customized product, low price, 

high quality, niche market, you are catering to with 

your product / service. The unique features are being 

detailed here as well. A discussion of the existing 
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marketing strategy and its prospects is also a vital 

portion of the value proposition. 

2. Customer 

The market a company is trying to capture has been 

segmented in terms of interest, needs, demography, 

geography, age, income levels, lifestyle etc. Also the 

product, price, place, promotion through which you 

are capturing your target market is the focus here. 

3. Channels 

Description of the type of distribution channels you 

use to reach out to your customer. This may include 

online selling, social media selling, walk-in 

customers, home delivery etc. Also the description of 

the most cost effective channel in terms of 

profitability and customer preference you use for 

distribution of your product / service is being seen to. 

4. Customer relationship 

The steps you have taken to effectively strengthen 

your customer relationships i.e. sending greeting 

cards, live chat to respond to customer queries, 

seeking customer opinions etc. Also the ways have 

you adopted to gain customer loyalty and customer 

retention alongside the type of complaints do you 

receive and how are they channeled through are the 

focus of attention in this area. 

5. Key activities 

In this area the overall strategy the business is 

considering to use to achieve business growth is 

being considered. The actions / precautionary 

measures A company has adopted to deal with 

adverse unforeseeable events is a part of this. 

6. Key resources 

This portion takes into account the reliance on 

resources into account i.e an individual for instance. 

It will also examine if the list of key resources of A 

company and consider if a work plan at planning 

phase of every project to get maximum and effective 

utilization of resources is seen to. 

7. Key partners 

This imperative area would list down the key partners 

A company has collaborated with and the resources / 

services you acquire from them. Also the key 

suppliers from which your acquire products / services 

and also the name of the products / services will be 

taken into account. 

 

8. Revenue streams 

This area will describe the main source through 

which the business earns money and how much do it 

expects the business to grow in the coming years in 

terms of revenue and also provide the argumentation 

that makes it achievable. Also the pricing strategy for 

each of the product / service line. the average value / 

price that the customer are currently paying for the 

product / service and what are your plans in 

redesigning your revenue model will be considered 

here. 

9. Cost structure 

The most important costs inherent to your business 

model alongside which key resources and activities 

are most expensive will be seen to. 

 

III. CONCLUSION 

 

Based on the findings as above, this model if 

implemented wisely in the organizations that seek 

growth planning would entail benefits based on the 

qualitative and quantitative benefits foreseen as 

above. 
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