BUSINESS SIZE DETERMINES
REVENUE GROWTH
CHALLENGES

SALES REVENUE
GROWTH STARTS WITH
THE INTERNAL BATTLE
Business size tends to breed business process
complexity, and complexity is one of the main inhibitors
to profitable growth. Simplicity and standardisation are
therefore key to achieving sustainable growth.

Businesses rarely survive in
the long-term if they are not
growing, and the larger the
business the more important
it is to focus on bringing
about revenue growth in
proven ways.
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Research by Bain & Co. found that 85% of business
leaders mention that the greatest barriers to achieving
their growth objectives are internal to the business not
external factors or competition.
Typical challenges that are brought about by the size of
the business include:
⊲ The demands of a growing workforce.
⊲ More diverse customer needs.
⊲ Business intelligence requirements.
⊲ Inventory management.
⊲ Keeping the supply chain running.
⊲	New competitors, or competitors who adapt to meet
the market more effectively.
⊲	Your sales team’s abilities to sell on value and not on
discounted price.
⊲ New compliance responsibilities.
⊲ Keeping your culture intact.

THE INTERNAL BATTLE IS
NOT ENOUGH
In addition to the internal battle, it is important
to identify new areas of potential revenue
growth for the business. The McKinsey
Three Horizons of Growth model provides a
useful practical guide to identify new growth
opportunities in the short, medium, and longterm.

THE THREE HORIZONS
OF SALES REVENUE
GROWTH
The three sales revenue growth planning
timeframes are:
⊲ Horizon 1: 3 months - 1 year
⊲ Horizon 2: 2 – 3 years
⊲ Horizon 3: 5 – 7 years
Three Horizons of Growth

The model helps to align the three different
timeframes and it provides the organisation
with a framework to identify obstacles that
prevent growth and innovation.

ABOUT US
Executive Consulting Group is a
strategic consultancy, that assists B2B
businesses to reliably grow in a balanced
and planned way; by improving sales
revenue and cash flow, enhancing
operational strategy, optimising sales
team performance, and maximising sales
capture and conversions. Optimising
sales results can give your business
the ongoing cashflow needed to invest
in growth, efficiency, and quality
improvements, powering the growth
and long-term sustainability of your
business. We are a strategic consultancy
firm that deeply understands the
inhibitors to revenue growth and
provide customised solutions to small
and medium businesses and enterprises
that have the desire to capture more
market share.
Whatever the size and stage of your
business, Executive Consulting Group
can help you to navigate your way to
success.

