
BUSINESS STRATEGY &  GROWTH

Seed to Success: The Business Lifecycle
By Leyla Hussein  •  21 June 2024

On the same afternoon a while back, I spoke to two very different businesses. The first was three weeks old, run from a spare

room, all momentum and no revenue, the founder talking a mile a minute about a product he was sure would change

everything. The second was forty years old, comfortable, profitable, and quietly worried that comfortable was starting to look a

lot like stuck. Different worlds, you would think. But they were on the same road, just a long way apart on it, and the thing that

would decide each of their futures was the same: knowing which stage they were in and what it actually asked of them.

Every business moves through a lifecycle, much like a ship crossing very different seas. Each phase brings its own

challenges and its own opportunities, and the ones that last are the ones that recognise where they are and plan for where

they are going. It is worth walking through those stages honestly.

The seed
At the very start comes the seed stage, all ideas and groundwork. This is market research, a proper business plan, and the

first scraping-together of resources. The plan matters more than founders often think: it is the map, financial forecasts and all,

for how the thing will actually operate and grow. So does the initial funding, whether it comes from savings, a loan or an

investor, because that capital is what carries an idea across into reality.
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The sprout
Then comes the startup stage, where the plan meets the world. The product gets built and launched, and the founder learns

very quickly that customer feedback is worth more than any assumption. Building a first real base of customers becomes the

whole priority, won through sales and marketing aimed at the early adopters willing to take a chance on you. Resources are

tight here, and every decision has to earn its place without overextending the company.

Branching out
In the growth stage, things accelerate. Sales climb, the customer base widens, and the business starts to feel like a fixture

rather than an experiment. Now the questions are about scale: more production, more capacity, more people. Hiring well

matters enormously at this point, because the wrong additions to a small team are felt immediately. Widening the product

range or testing new markets can keep the momentum going.

New horizons
The expansion stage is about reaching further out, into new regions and new territories, sometimes through a merger or an

acquisition. It takes fresh research, an adaptable approach to different kinds of customer, and often more capital to fund the

wider operation. Done carefully, it opens genuinely new ground. Done in a hurry, it is where a lot of good businesses

overreach.

Steady as she goes
Maturity is where growth levels off and stability takes over. Market share is solid, revenue is steady, and attention turns

inward, to running efficiently and protecting margins. It is also where complacency creeps in, so the good operators keep

investing in new ideas and looking after the customers they already have, because loyalty is a great deal cheaper to keep

than to win back.

Renewal, or decline
And then the moment every long-lived business eventually meets: renew, or slide. Markets move, and a model that worked

for twenty years can quietly stop working. The businesses that earn another chapter are the ones willing to change, adopt

something new, or move into ground they have not touched before. The ones that assume their success is permanent tend to

find out, slowly and then quickly, that it never was.

The three-week-old startup and the forty-year-old firm were both, in their own way, at a turning point. Neither stage is safe

and neither is hopeless. Every phase builds on the last, and each one rewards the same thing: paying honest attention to

where you are, and being willing to do the different work the next stage demands. That, more than any single clever decision,

is what carries a business the whole way through.
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Ready to grow your sales?
Hayward Miller is your outsourced B2B sales team, generating leads, booking meetings and winning business for

you.

Contact us today on 01842 777 760 or visit haywardmiller.co.uk
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