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A credible business plan can clarify direction, test assumptions, and demonstrate that an idea may be 
viable. It cannot prove that a new venture, a growing business, or the people responsible for it are 
prepared to turn that potential into sustainable performance.

When Growth Changes the Business

The excitement surrounding a new business often begins before the enterprise exists. Someone 
identifies a problem, develops a product, imagines a service, or sees an opportunity to create 
income, independence, or social value. That conviction matters because few ventures begin without 
confidence. Yet confidence is not evidence. A person may sincerely believe they can produce the 
work, attract customers, manage the finances, lead employees, satisfy regulatory requirements, and 
sustain the operation. Belief can initiate action, but it does not establish that the proposition, the 
operating model, or the founder’s capabilities have been tested under real conditions. For a new 
venture, this distinction is especially important because the plan may be the most developed part of 
the enterprise. The projections can be coherent, the opportunity persuasive, and the purpose 
compelling while the organization expected to deliver them remains largely unproven.

Established businesses face a related tension. Early success can create its own form of confidence. 
When demand rises, orders exceed capacity, or customers begin asking for more, expansion can 
appear to be the natural next step. A home-based business may consider commercial premises. A 
sole operator may begin hiring. A small enterprise may add locations, equipment, products, or 
financing. In The Bahamas, where micro, small, and medium-sized enterprises are central to 
economic activity, these decisions carry both private and national significance. The Government’s 
2022 Fiscal Strategy Report recorded an increase in licensed MSMEs from 38,227 in 2020 to 47,550 
in 2021. The figure demonstrates the scale of formal business activity at that time, but it does not 
tell us how many enterprises were ready to grow, how many survived, or what capabilities 
distinguished sustainable expansion from increased exposure.
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Growth is often treated as evidence that a business is becoming stronger. It may be, but growth 
changes the business itself. A larger operation can require different purchasing arrangements, 
equipment, staffing, supervision, records, controls, licences, cash reserves, customer processes, and 
management routines. Costs that were previously absorbed, deferred, or informally managed 
become visible obligations. More revenue may enter the enterprise while more cash is committed 
to inventory, payroll, rent, utilities, debt, receivables, and compliance. The business may become 
busier without becoming more profitable, and larger without becoming more resilient. Research on 
working capital consistently reinforces the importance of managing the timing and use of cash, 
inventory, and receivables rather than relying on revenue as a sufficient indicator of financial 
strength (Enqvist, Graham, & Nikkinen, 2014; Kiymaz, Haque, & Choudhury, 2024).

The question, therefore, is not whether planning or growth is good. Formal planning has been 
associated with positive small-firm performance, even though the effects vary and are moderated 
by other conditions (Schwenk & Shrader, 1993). Planning can help leaders examine assumptions, 
allocate resources, anticipate risks, and communicate direction. At the same time, longitudinal 
research on nascent entrepreneurs cautions against treating the production of a plan as proof of 
subsequent performance (Honig & Samuelsson, 2012). More recent research suggests that early 
planning becomes particularly valuable when it is paired with experimentation, allowing teams to 
use diverse knowledge while learning from actual conditions (Tryba, Patzelt, & Breugst, 2023). A 
plan is strongest when it disciplines judgment without creating false certainty.

Every plan is also a model of a future that has not yet occurred. Its conclusions depend on 
assumptions about customer behaviour, pricing, sales volume, supplier reliability, staffing, 
productivity, financing, regulation, and the time required to reach stable operations. The figures 
may calculate correctly while the assumptions beneath them remain weak. This is why projections 
should be read as conditional statements rather than promises. If demand develops at the expected 
pace, if costs remain within the tested range, if the enterprise can deliver consistently, and if 
working capital remains sufficient, a particular result may be possible. Sound planning makes 
those conditions visible. Responsible leadership then establishes how they will be validated, 
monitored, and revised.

The Readiness Behind the Plan

A good business idea, strong technical skill, well-written plan, viable financial model, capable 
owner, and implementation-ready organization are related, but they are not the same. Excellence 
at the work does not automatically create excellence in managing the enterprise that surrounds the 
work. A talented craftsperson, consultant, baker, technician, educator, designer, or professional 
may create exceptional value for customers while lacking experience in cash-flow management, 
procurement, staffing, compliance, delegation, administration, or operational control. Research on 
founders’ human capital supports the importance of knowledge and experience, but it also shows 
that different forms of capability contribute differently to venture growth (Colombo & Grilli, 2005). 
Credentials, confidence, and technical mastery should therefore be treated as evidence of 
particular capabilities, not as proof of universal readiness.
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Ownership, technical expertise, leadership, and operational management are distinct 
organizational roles. One person may perform several of them, especially during the earliest stage 
of a business, but every essential role must still be performed competently. Entrepreneurship does 
not require founders to do everything personally. It requires them to understand what the 
enterprise needs, recognize where their own capabilities end, and ensure that the right people, 
arrangements, and systems are in place. Sometimes the appropriate response is development: the 
founder acquires the missing knowledge or establishes stronger routines. Sometimes it is 
delegation, professional advice, a capable employee, or an operational manager. The objective is 
not to displace the founder from the business they created. It is to protect the value they create by 
building an organization capable of supporting it.

Hiring more people does not automatically resolve a capability gap. Additional staff increase 
capacity only when their competence, authority, responsibilities, and coordination match the work 
the organization needs performed. An enterprise can add employees and remain weak in 
bookkeeping, inventory control, customer service, production planning, or compliance because no 
one has been made clearly responsible or equipped to manage those functions. The same is true of 
external advisers. An accountant, consultant, attorney, or technical specialist can strengthen a 
decision, but cannot replace the owner’s responsibility to understand the implications, provide 
accurate information, and act on sound advice. Capacity is not measured by the number of people 
surrounding the business. It is measured by whether essential work is understood, assigned, 
performed, reviewed, and improved.

This distinction becomes more consequential as complexity increases. Research on small growing 
firms shows that management controls and formal human-resource systems tend to emerge as 
organizations become larger and more difficult to coordinate informally (Davila, 2005). The OECD’s 
analysis of SME scale-up similarly emphasizes that businesses follow different growth pathways 
and face interacting constraints involving finance, skills, technology, networks, and institutional 
conditions (OECD, 2025). Growth is not a single event or an automatic reward for demand. It is an 
organizational transition. The systems that supported one stage may be insufficient for the next, 
and the mindset that created early success may not be enough to manage a more complex 
enterprise.

FIELD INSIGHT™

When Growth Outpaces Readiness

A successful home-based enterprise developed a strong product and growing customer demand. As 
orders increased and the operation began to outgrow its original setting, moving into dedicated 
commercial premises appeared to be the logical next step. The plan supported the opportunity, and 
existing demand seemed to confirm that expansion was justified. The move, however, changed 
more than the address. Costs previously absorbed within household life became separate 
commercial obligations. Production volumes increased, but purchasing practices remained 
oriented toward small quantities. Equipment suitable for a home-based operation became 
inadequate for greater demand. Staffing increased, but not sufficiently to cover production, 
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customer service, administration, bookkeeping, inventory, compliance, and operational 
management.

The product remained strong. The difficulty was that the organization supporting it had not 
developed at the same pace. The founder had demonstrated creativity, technical competence, 
initiative, and the ability to build customer demand. What had not yet been established was the full 
capability required to manage a more complex commercial enterprise. The business expanded 
physically, but its operating capacity did not expand with it. Growth did not create the underlying 
weaknesses. It increased their consequences and made them more difficult to absorb.

Several strategic pathways had been available. The enterprise might have remained home-based 
while controlling demand through pricing, scheduling, order limits, or a narrower product range. It 
might have expanded gradually by strengthening equipment, procurement, staffing, systems, 
working capital, and administrative readiness before assuming commercial overhead. It might also 
have moved into commercial premises with a properly costed operating model, adequate financing, 
suitable equipment, documented processes, sufficient staffing, and dedicated operational 
management. The central issue was not whether growth should have been rejected. It was whether 
the form and pace of growth matched the enterprise’s readiness.

The case reveals three gaps that leaders should distinguish. The plan-to-reality gap arises when 
assumptions, projections, and the proposed model do not reflect actual market conditions, local 
costs, regulatory obligations, or operating constraints. The plan-to-capacity gap appears when the 
opportunity may be viable but the owner, team, equipment, systems, working capital, or 
administrative arrangements are not prepared to execute it. The plan-to-performance gap emerges 
after implementation begins, when the enterprise lacks the accountability, financial discipline, 
coordination, monitoring, learning, or adaptation required to sustain results. Rewriting the plan 
will not correct every implementation problem. Leaders must first determine which gap they are 
confronting.

From Expansion to Sustainable Performance

This analysis applies as much to a proposed business as it does to an established one. A new 
entrepreneur may not yet have customer history, operating data, supplier experience, proven 
production capacity, or evidence that the proposed price will support the actual cost of delivery. 
Their perception of what is possible can become a powerful personal reality, but it does not become 
an organizational reality until assumptions are tested. The responsible question is not simply, “Do I 
believe I can do this?” It is, “What evidence demonstrates that the market, model, resources, roles, 
and capabilities can work together under real conditions?” The absence of experience does not 
disqualify a new entrepreneur. It increases the importance of staged testing, credible advice, 
honest self-assessment, and the willingness to learn before commitments become difficult to 
reverse.

The motive behind the enterprise does not change this requirement. Some people establish 
businesses to create wealth or independence. Others seek to solve a problem, serve a community, 
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preserve a craft, create employment, or make a difference. Purpose can strengthen persistence and 
clarify value, but purpose does not eliminate payroll, cash-flow timing, quality standards, 
compliance, customer expectations, or the need for competent management. Financial viability is 
not a betrayal of purpose. It is one of the conditions that allows purpose to continue. A mission-led 
enterprise that cannot sustain its operation will eventually lose the capacity to create the impact for 
which it was established.

For existing enterprises, demonstrated demand should be interpreted carefully. Demand confirms 
that customers want something under the conditions in which it has been offered. It does not 
automatically confirm that demand will remain equally profitable when rent, staffing, equipment, 
financing, production time, wastage, delivery, administration, and compliance are recalculated at a 
different scale. Small-firm growth in developing economies is shaped by both enterprise 
characteristics and the wider business environment, including access to finance, infrastructure, 
markets, institutions, and managerial capability (Nichter & Goldmark, 2009). The Inter-American 
Development Bank’s review of The Bahamas similarly identifies structural constraints affecting 
private-sector development and productivity (Inter-American Development Bank, 2023). Local 
realities must therefore be built into the decision, not added after the commitment has been made.

Readiness is not a demand for perfection. No founder or leadership team can eliminate 
uncertainty, anticipate every disruption, or possess every capability before acting. Readiness 
means that assumptions have been examined honestly; essential roles are covered; the cost 
structure and working-capital needs are understood; systems are proportionate to the operation; 
compliance obligations are known; and leaders have established how performance will be 
monitored and decisions adjusted. It also means that there is enough resilience to learn without 
allowing every unexpected cost or operational failure to threaten the enterprise’s survival.

Monitoring should begin before performance becomes a crisis. Sales, gross margin, cash position, 
inventory movement, receivables, production capacity, customer experience, staffing pressure, 
compliance deadlines, and debt obligations each reveal a different part of the operating reality. No 
single indicator is sufficient. Rising sales can conceal falling margins; a full order book can conceal 
delayed production; increased staffing can conceal weak role design; and short-term cash can 
conceal obligations that will become due before the next revenue cycle. Leaders need a small, 
usable set of measures that allows them to compare the plan with actual performance, investigate 
meaningful differences, and respond while options remain available. This turns the plan from a 
static document into a continuing management instrument.

The decision to grow should therefore be treated as a governance and management decision, not 
simply a response to excitement or demand. Leaders should be prepared to ask whether the 
proposed scale strengthens the enterprise’s ability to create value, whether the people responsible 
have the authority and competence to manage it, whether cash and resources are available at the 
times they will be needed, and whether the organization can absorb greater complexity without 
losing quality, accountability, or purpose. Research on growth attitudes reminds us that the 
perceived desirability and realism of growth shape managerial intention, but intention remains 
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different from capacity (McKelvie, Brattström, & Dennis, 2021). Responsible ambition combines 
aspiration with evidence.

A business plan is therefore neither a guarantee nor a ceremonial document completed for a 
lender, investor, agency, or board. It is a disciplined starting point for decisions that must continue 
after approval. It should evolve as evidence improves, conditions change, and implementation 
reveals what the original assumptions could not. The strongest leaders do not defend the plan at 
the expense of reality. They use it to compare intention with performance, identify where readiness 
is weak, and decide whether to proceed, pause, adapt, delegate, redesign, or deliberately remain at 
a sustainable scale.

A larger operation is not necessarily a stronger business. Expansion increases size; readiness 
determines whether expansion becomes sustainable growth. The plan may establish that an idea 
could work, but lasting results depend on whether the enterprise and the people responsible for it 
can make it work, learn from what happens, and build the capacity required for what comes next.
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