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Growth problems are often treated as sales or marketing problems. If revenue needs to increase, the instinct is to generate
more leads, pursue more opportunities, or push harder on sales.

Sometimes that is exactly what is needed. Other times, the business is not fully prepared to support additional growth.
Technology is increasingly part of that equation.

A company can have strong people and a healthy pipeline while still being held back by outdated or disconnected systems.
Warning signs may include slow invoicing, inventory discrepancies, duplicate data entry, reporting delays, or inconsistent
customer communication.

Those are business problems. Technology may simply be where the weakness is exposed.

Many mid-sized companies build systems over time. Accounting has one platform. Sales uses another. Service or production
may rely on separate software, spreadsheets, paper forms, email, or verbal communication. Each may work well enough on their
own, but gaps between them create risk.

Processes that depend on employees remembering what happened and who needs to know can work when an organization is
smaller. As transaction volume, headcount, customers, and complexity increase, those informal methods become harder 1o
manage.

At some point, human memory becomes the integration system.

Consider a field service organization. Equipment information may be written on a paper ticket. Photos may remain on
someone’s phone. Parts and notes may be reported later, and billing may not receive information for days. If another technician
returns, they may have limited visibility into the account's history.

Now consider a connected system.

Using an iPad or iPhone, the technician can pull up service history, record model and serial numbers, document the problem,
and completed work with photos, enter parts used, and dictate notes directly into the account. Another technician can quickly
see what happened.

The value is not that the company eliminated paper. The value is that information captured in the field can move through the
business.

That matters because communication gaps eventually reach the customer.

Suppose a project cannot be completed because an order or scope has changed. The salesperson knows there is an issue, but
accounting does not. An invoice is generated anyway. The customer disputes it. Past-due reminders follow, employees spend
time determining what happened, and the customer becomes increasingly irritated.

The process depended on someone remembering 1o communicate information 10 someone else.

As a company grows, that dependence becomes expensive. Disconnected information can affect billing accuracy, cash flow,
inventory, scheduling, customer confidence, employee productivity, and management visibility.

This does not mean every company needs the newest software or an expensive enterprise-wide technology overhaul. The
question is whether the systems in place support the way the company operates today and the business it intends to become.

Leadership should ask: Where does critical information depend on someone remembering to pass it along? Where is the same
information entered more than once? Where are employees routinely working around a system rather than through it? Can
management get reliable information without someone assembling it?

And perhaps the most important question:
If the business grew 30 percent next year, which systems or processes would struggle first?
That is not simply a technology question. It is a growth-readiness question.

This is where an outside-in perspective can be valuable. Inside an organization, it is easy 1o see a billing issue as an accounting
problem, a service delay as an operations problem, or inconsistent customer communication as a sales problem. Each
department sees the issue through its own lens.

An outside perspective looks across those boundaries and asks a different question: What is getting in the way of growth?

Sometimes the answer is marketing. Sometimes it is sales. Sometimes it is capacity, technology, leadership structure, or the
way information moves through the organization. An outside growth strategist does not need 1o be an expert in every discipline
but must recognize when an issue outside traditional marketing affects the company’s ability 10 grow.

A strong growth strategy must account for the organization’s ability to support the growth it is trying 10 create. Generating more
demand without understanding what happens after the sale can put more pressure on existing weaknesses and create
additional gaps.

Technology is one piece of that picture. The objective is not to have the newest systems. It is 1o recognize when the systems
that helped build the company are no longer adequate for the company it is becoming.

Before asking how 1o generate more growth, leadership may need 10 ask a more fundamental question:
Are we ready 1o manage it?

If growth is exposing gaps that are difficult 1o pinpoint—or leadership is unsure whether the issue is technology, process,
communication, or something else—an outside perspective can bring the larger picture into focus. A conversation with
Buckaroo can help identify where those gaps may be affecting growth and where it makes sense 1o look next.

Mext in the series: How Al Is Changing the B2B Buying Process

Deborah Daily is the co-founder and president of Buckaroo Marketing | New Media, a Fishers-based strategic multimedia, marketing,
communications, and advertising agency established in 1999. She can be reached at DLDaily{@gobuckaroo.com. To learn more, visit
www.gobuckaroo.com.
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