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Business Growth & Strategy

Building aPractical Growth Plan for
a Small or Medium-Sized Business
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Growthis easierto manage whenitis translated from a broad ambition into a small number of
priorities, budgets and actions. For a Ugandan small or medium-sized business, a practical
plan shouldreflect the customersit can serve, the resources it can afford and therisks it can
manage.

Start withanhonest picture of the business

Review recent sales, gross margins, operating costs, cash balances, debts, stock levels, customer
feedback and staff capacity. Separate what the records confirm from what the team merely assumes.
Forexample, a shop in Jinja may report rising sales but still struggle to pay suppliers because too much
cashis tied up in slow-moving stock or customers who buy on credit.

Choose acleardirection

Set a specific objective for the next 6 to 12 months. Rather than saying “we want to grow,” a business
might aim to increase repeat purchases, improve the margin onits best-selling products, open one
carefully researched sales point orreduce overdue customer balances. Choose goals that fit the
business model and available working capital.

Understand the customer and the market

Identify the customers most likely to buy, what they value, how they currently solve the problem and why
they would choose your business. Speak with existing customers, review lost enquiries and compare
competitors on service, reliability, location and value, not price alone.

Turn the strategy into abudgetand actionplan

For each priority, record the action, responsible person, deadline, expected cost and indicator of
progress. Include cash-flow implications and a contingency. Before adding a branch, forinstance,
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estimate rent, utilities, staffing, stock, licensing and the time it may take to reach sustainable sales.

Review progressregularly

Hold a short monthly review. Compare actual results with targets, identify the reason for gaps and agree
on corrective actions. Avoid changing the strategy every time one week is disappointing; look for
patterns and use evidence.

Asimple example

A Kampala wholesaler wants to increase profitable sales. Its plan could include contacting 20 inactive
customers each month, tracking gross margin by product category, reducing stock purchases for slow
movers and reviewing results every month. These activities are more actionable than a general
instruction to “sellmore.”

Key takeaway

Auseful growth planis specific, affordable and reviewed consistently. Begin with three priorities,
assign ownership and track a small set of meaningful measures.

Nextstep

HBC Business Consultancy can help your business assess its current position, develop a practical growth
plan and establish areview routine. Contact HBC to discuss your needs; results depend on your
circumstances and execution.

Editorial note

This article provides general business information, not individualized financial, legal or tax advice. Validate sector-
specific assumptions and budgets before making major commitments.
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