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� Just do it 
� Exciting 
� Scary 
� Crazy cash flow 
� Product focussed 
� Full stop to full on 

 
 
 
� I’m a success 
� Opportunities 

galore 
� Growing fast 
� Need staff 

 
 
 
� Financially 

sound 
� Unexpected 

dramas 
� Systems in 

 
 
 
� Think big 
� ROI 
� Need a 

challenge 
� Totally strategic 
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� Full stop to full on 
� Opportunistic�
� I feel a fraud�
� No data�
�
�

Start Up 

� Need staff 
� I want more 
� Crossroads 
� Try new things 
� Overloaded 
� Successful 
� I can say no 
 

Take Off 

� Systems in 
meltdown 

� Frustrating 
� Poor staff 

morale 
� Business too 

reliant on me 
 

Consolidation 

� Totally strategic 
� Business is 

booming 
� What about me? 
� New ideas 
� New roles 
 
 

Expansion 
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Years 
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