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L ike a maturing human being, your company 
progresses through predictable stages of 

growth that can be described in detail.  Each 
growth stage requires major changes at all levels 
in the way business is done. 
 

At each stage, your company develops a more 
refined way of operating with customers, based 
upon expanding employee capabilities and upon 
rising market and societal expectations.  These 
expanded capabilities are primarily built through 
the daily give and take of employees with markets 
and stakeholders, as more is learned about deliv-
ering and improving your goods and services. 
 

Every company lives in a field of continuous in-
teraction with market, social and environmental 
situations constantly in motion.  When your lead-
ers are able to sense significant shifts in the field, 
your company can respond with foresight.  Lead-
ers can then transform existing relationships, 
products  and services to meet new requirements 
for business effectiveness.  If leadership fails to 
respond to symptoms of major change, your 
company can be battered by stresses and financial 
losses that seem beyond its control. 

 

S hifting from one growth stage to the next 
means aligning strategies and culture with 

changing market and societal demands.  The 
fourth stage ushers in greater competition and 
stricter environmental and social requirements.  
Your company learns to see its business as part of 
a larger living system.  It succeeds by developing 
strategies and a culture that anchor it to ongoing 
improvements with each stakeholder - anyone  
impacted by its operations.  Strong stakeholder 

relationships depend on business and cultural 
transformations in your organization. 
 

Companies will be more successful by developing 
their culture and their diverse stakeholder rela-
tionships - from customers and suppliers to local 
and global communities, the environment, gov-
ernment and shareholders. 

 

T he primary characteristics of the four 
growth stages are outlined below and in an 

attached diagram. 
 

Start-up – The company survives by finding a 
core of ongoing customers who will buy its goods 
or services. The founder’s passion sustains the 
quest for a secure place in the market. 
 

Market-Competitive – The company develops 
professional, technical managers, able to help it 
produce an increasing volume of standard-quality 
goods or services to meet a growing customer 
demand – in a timely, cost-conscious, profitable 
manner. 
 

Customer-Focused – The company remains 
competitive by streamlining its operations, add-
ing new value to goods and services, and by see-
ing everyone it serves as a customer, i.e. anyone 
who performs essential tasks or has significant 
impact within its product or service value-
stream(s). 
 

Living System – The company builds a value 
proposition and relationship with each stake-
holder, committing itself to sustainable growth 
and to ongoing societal involvement and  
improvement. 

CHAPTERS IN THE LIFE OF A COMPANY 
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