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Hey, everyone, welcome to another episode of legendary leaders. This is episode number
three in a series of five, talking about the phases of a business. Right? What phase of
business? Are you in? We have to be able to answer that question. If we don't know the
business phase we are in, we could very much be focusing in on the wrong actions and
activities. And if we focus on taking the wrong steps, let's say we're doing a phase four
activity and we're actually in a phase one startup, right, then we will not be able to move
our business forward, we're going to be spending time taking the wrong actions that aren't
going to move our business forward. Nobody wants to do that. We all want our businesses
to be successful. We also want to wake up each morning feeling like we know what we
need to do. And that because we know what we need to do, it's going to be productive.
Right. Also knowing what we need to do is going to help us confidently take the action.
We need to take It's going to allow us to give ourselves permission to live a little bit of a
life. And it's going to alleviate some of the stress. So there's so many positives that we
gain, my understanding where our business is and what phase it's in. And then what we
should be doing in that phase, because there's so many ramifications that come from that
knowledge. Right? Awesome. So if you haven't already, go and take the quiz, legend
leaders comm backslash quiz, okay, go check out the quiz. It's, you know, you're gonna put
in your name, your email address, and your answer about eight questions. The reason why
I need your email address is because I'm going to send you the results, you get the results
on the screen, but you know, I don't know you're, if you're like me, I want to see the
immediate results. That's important to me. But I also want to have the email so I can refer
to it later. Right? I want to look back on it. I want to think about it a little bit. So you're
going to be able to do that. That's what happens if you could take the quiz, so go check it
out. Today, we're focusing in on phase two. Phase Two is the growth phase. Right. So if
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you have been in a startup and you moved out of the startup phase and you're in the
growth phase, what does that look like? Well, there's a couple of things that happen in the
growth phase. The first thing is that you have a small, but consistent group of clients,
okay? You have a client base, you figured out your niche, you figured out your customer,
you figured out your offer, right? Because all of that was validated in the startup phase.
And now you are focused on continuing to create a presence in the marketplace, right?
You are focusing in on creating a presence in the industry and in the market that you
specialize it. People are starting to recognize your brand a little bit. You know, you're
getting some traction through word of mouth, which is really nice. And you know, you're
starting to do what the phases called you're starting to grow. Right? So that's overarching
Lee, what's happening in the business. The other thing that's happening is Remember, in
startup, we talked about how you may have no more than about two people working for
you. Probably just you and maybe a virtual assistant. Right? That's what happens in
startup, depending upon what you sell and in your business overarching Lee, in the growth
phase, you start to add a handful of employees. And the reason why you can do that is
because, again, everything's already been validated from an offer perspective. In Phase
One, you validated your offer, you started generating revenue, you've been putting that
money in the bank, and now you have some money in the bank and you can start focusing
in on profit, okay, saving money making your company worth something, right. So what is
profit profit is at the end of the day after I have sold my soul, my product or my service,
after I have paid for all of my overhead expenses, okay, controllable, and non controllable
expenses, all expenses.

 04:01

There's money leftover writing expenses include your salary, you have to pay yourself and
anyone else is working for you. So after you pay all of the expenses, if there's money left
over, that's profit. And that's what you get to focus on in the growth phase, you get to
focus on extra dollars in the bank, which is profit. Which means again, you can start to
add some headcount, you can add some people to work for your company, because you
can afford it, you have extra money now that you can count on. Okay? But you're not
going to go break the bank, you're not going to go hire 20 people when number one, you
don't need 20 people but number two, you can't afford 20 people because ultimately
what you are doing with this profit overarching Li is you are reinvesting in your business.
Because again, startup phase was let me validate that actually have a viable offer to put
out into the world that people are interested in and are going to buy. Oh, they started
buying it perfect. Okay, then the next iteration Have this is the growth phase and it's the
reinvestment of the extra dollars that are coming in from your revenue. Okay, you're
reinvesting it. So reinvesting it, part of the reinvestment is hiring headcount. You reinvest
that by adding additional talent to your team, okay? Or maybe it's additional advertising
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or whatever, there's a multitude of pathways that you can go down to invest the dollars
and I'm gonna take that back not most to there's a, there's a very specific handful and
they're buckets, that that tons of ideas can fall under, okay? But overall, in the growth
phase, you are reinvesting your profit into scaling your business, because now is the time
to grow. You know, it works, new people want it. You need to figure out how to get them
what they want as fast as possible. Okay, you want to get their money as fast as they can
give it to you. And that's what growth is all about. So you're focusing in on taking that
profit and reinvesting it, now, there's something else that could happen in the growth
phase. And some people decide to do this, this is actually seeking investors. And instead
of spending your profit on your own, or you could actually do both. Some people will not
take the profit that they've made. They'll leave it alone, but they'll go seek more investors
and they'll take the investor money and dump that into their business and grow rapidly
because of that investment. The other thing, though, is that people will do both, they'll
take both their profit and the investment money, and they will reinvest all of that. Because
the point here is that if you know it works, and you know that people want what you have
to offer, you want to grow as quickly as possible to make as much revenue as fast as you
can, right? It's about speed.
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It's about meeting the need. It's about generating the revenue that you want to generate
from your business without giving a chance for competitors to come in and take pieces of
that market. Right. And if they have pieces of the market, then you will Maintain your
peace as well as take over even more. So it could be one of those two reasons, right? The
key thing here for you as a leader, is the fact that you're starting to have a little bit of fun
here, right? The anks of oh my gosh, I have this idea and is it gonna work is gone to a
degree, right? Because you're thinking, I finally made this, like, this is gonna work. Okay.
But at the same time, you're still cautious about it. And you're cautious about it, because
instead of having to make it happen, you're now looking around every corner wondering if
what you have just created is going to be rapidly taken away. Okay, and so now the stress
and worry comes into play of Can someone come and quickly take away what I've built? Is
there a risk that I haven't thought of, could I lose this line of business? Could could this
happen could that happen? What if I'm not Prepare for this, we need to add on additional
headcount for that we need, we need we need, right. That's why this is the growth phase.
That's why profit is reinvested. That's why people seek out investors, because there's going
to be a lot of needs to run very fast. And you are optimistic that it's going to happen, but
you're so fearful that it can be taken away, like that instant that you don't want that to
happen. And so there's a little bit of panic and fear and a little paranoia. I mean, we gotta
be honest about that. Because you need this business to be successful, you see that it can
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be now you've got to continue to make it happen. So in order to be successful in this
phase, right, we talked about what you needed in the startup phase, you needed to
validate your offer, feel really comfortable that you could do that and not work yourself to
death and take some mental breaks. What you need to do here is you need to have a
very clear roadmap. So what do you need to do first, second, third, fourth, fifth, etc, right?
In your business from a productivity perspective, from a marketing and sales perspective,
from a business financial analysis perspective, there are a lot of things that you have to
do as a business leader in phase two. And you got to do all of them, like we've always
talked about every single one of these has to get done. Some of you are going to be
stronger in certain areas than others. But at the end of the day, every bit has to be done in
order to successfully navigate through the growth phase. So I'm gonna leave you with
these slots. I want you to ask yourself, are you sitting in the growth phase? Have you
validated your idea and your offer, you've got some base clientele that's been with you for
a period of time. Usually, the financial transition from startup to phase one, you know,
phase two growth is making a little over a million dollars. Okay. That's sort of the general
guide. Do you want to look at revenue? But you know, it's also the fact that you're
generating a profit, and you're going to be able to reinvest. Okay. So it's more stability
with your ability to transition and focus in on growth. Right? So if you're not sure where
you're sitting again, go take the quiz legend leaders comm backslash quiz. Check it out,
get your results and see if you think maybe you're sitting in the growth phase, go take the
question, go take the quiz, answer the questions and see if you really are sitting in the
growth phase. Tomorrow we're going to talk about phase three. Phase Three is the mature
business phase. We're going to talk about how that's different than growth. And some of
the key things that you feel in the key priorities that you're going to have. I will connect
with you tomorrow. I can't wait to bring it to you. Go and be legendary.
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