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1. Definition

o Scaling means growing revenue and reach significantly faster than the growth in costs,
typically after a business model has been validated.

2. Preconditions for Scaling

o Product-market fit (strong, validated demand), repeatable sales processes, and
sufficient capital/operational capacity.

3. Growth Strategies

o Market penetration: selling more to existing markets.

o Market development: entering new geographic or customer markets.
o Product development: expanding the product/service line.

o Diversification: new products for new markets (highest risk).

4. Operational Challenges When Scaling

o Maintaining quality and culture, building systems/processes that don't rely on the
founder, and managing cash flow during rapid growth.

5. Financing Growth

o Reinvested profits, additional equity rounds, or debt financing, depending on growth
speed and capital intensity required.

6. Common Scaling Mistakes

o Scaling before achieving product-market fit, growing faster than operational capacity,
and neglecting company culture as the team expands rapidly.
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