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Introduction

Companies, whether small or big, always strive for change. Small companies want to be big, while big companies want to become more significant. Organizational growth has different meanings for different organizations. Companies use various parameters in measuring their rate of growth. The primary goal of starting a company is to maximize profit, and companies measure their growth rate concerning revenue, profits, and other financial data. To realize growth, companies need resources, knowledge and skills, and leadership abilities of the management. 

New markets

Small companies can secure significant growth by venturing into new markets where the demand for their products is likely to increase. This can be so if there are no stiff competitors in the new market and the company offers quality products. Proper marketing in a new market is the best way of creating awareness for the consumers on the products offered by the company. Proper marketing involves market research such as tastes and preferences of consumers and appropriate communication approach to using. In the case of Starbucks, which is a big company, it has expanded its operations globally. By the end of 2017, Starbucks had more than 27000 stores around the world (De & Meyer, 2010). The company’s brand has enabled it to experience high sales.
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Creation of New Customer Occasions


Consumer tastes and preferences change over time, hence, the need of companies to adopt new technologies to meet these demands. Starbucks is facing stiff completion from companies such as Costa Coffee, Dunkin Donuts, McDonalds, Café Coffee Day, and McDonalds McCafe (Rubinfeld, Arthur & Hemingway, 2009). These companies produce almost the same products, which creates high competition. Starbucks has been able to survive and remain competitive in the market by its ability to create new products. For example, Teavana has been the major growth drivers for the company. The popularity of the product in China has boosted the brand, and this puts the country at an advantage in case it produce another new product in terms of marketing. 
Establishing new partnerships

The company estimates that it will be generating approximately 25% of its total revenue from sale of foods. It has underway plans of fully collaborating with Italian bakery known as Princi and Macy’s despite having their presence in some of these company’s stores to test the outcome. Partnerships for the company is a way of attracting more consumers and generating new ideas of creating new products and increasing sales. 
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Extending Digital Engagement 

It is estimated that 25% of transactions in the United States comprise mobile payments for Starbucks. Initially, people used to make huge queues when they want to make payments for products purchased in the company. This increased the number of complaints from consumers, which decreased sales realized by the company. Introduction of mobile payment has reduced the time a person would spend on the queue and facilitate the timely delivery of products to the clients. The number of clients has been seen to increase since the introduction of this new technology (Rubinfeld, Arthur & Hemingway, 2009). The company has realized the importance of digital marketing and plan to move to in-app capability from one-to-one email marketing capability.

Labor Support

The company can take advantage of cheap and readily available cheap labor in the developing nations. Being a multinational company, Starbucks is a brand that is known globally and can thrive in any country with ease. Individuals can work hard and help in achieving the goals of the company because they are motivated for working in such a big company. The company should, therefore, venture into these nations and expand their operations.

Knowledge and Skills needed to assess resources for organizational growth

Knowledge and skills are vital in expansion and growth of a company. These skills and expertise vary from one company to the other depending on the products produced by the company. Some of the skills needed to assess the growth of Starbucks are discussed below;

Customer Focus

The company needs to be aware of consumer needs and focus on offering goods and services that meet their expectation. Focusing on consumers is one of the skills that help many organizations in achieving their goals because of the increased sales. It is appropriate to know what consumers want to know what to produce (De & Meyer, 2010). This also goes with technology advancements, which is another knowledge possessed by the company. The company focus on satisfying clients but do so by using the necessary technology to meet these demands. 

Planning

Starbucks knows proper planning and the skills to implement the decisions about the future of the company. Planning entails proper budgeting, achievements the company is targeting, the market it wants to penetrate, and the new products it intends to produce. Proper planning generally helps the company to achieve its objectives by minimizing the risk of making losses. 

Leadership 

Leadership is yet another skill that the company’s management possess. It entails how the company’s top management handle its employees and how the staff handles the clients. Employees play a critical role in consumer attraction and retention. A team is obliged to serve a customer is a satisfactory manner that will make that employee come back for more of the company’s products. The way the employers treat employees will determine the kind of effort they put to achieve the goals of the company. Motivating employees encourage them to work hard and finish the assigned tasks on or before time (Rubinfeld, Arthur & Hemingway, 2009). 

Innovation

Finally, the company keeps on coming with new ideas and better ways of improving its product. There are many competitors in the market and Starbucks could not have survived without the use of appropriate technology and creating new products. Innovation has enabled the company to produce many products within a short duration to meet the market demand. This has helped to reduce the problem of scarcity of the products in the market and increased brand popularity. 

Leadership abilities to advance a company as an entrepreneur

Innovation is a significant idea that can be used to develop a company. Creating new products and focusing on the needs of consumers is a way to attract and retain consumers. Attracting new clients involves venturing into new markets and using appropriate marketing strategies in those markets (Shimp, 2010). A company must produce high-quality products to attract more clients, especially where there are stiff competitors. As stated earlier, this can only be achieved by embracing new technologies for production. 

Use of Access to Tangible and Intangible Resources to Advance the Company

The partnership is one of the resources that the company has to expand its growth. Starbucks cannot just go to another company but has to go through the trends of the financial performance of the company. Starbucks then has to look into the location of the company, whether it is favorable or not. The site of a place determines the ease of transportation and the total population of the area. Starbucks has to see the kind of products that the other company is offering and check whether the combination of the products offered by both companies can be complementary (De & Meyer, 2010). 

Starbucks should also license some of its advanced technology to prevent other companies from copying what the company already has. Once the technology has been licensed, copying that technology by another company attracts huge fines, which will be a benefit to Starbucks. This is the best way that the company can use to gain from its innovation of the new technology. This is also a proven way that the company can obtain resources to finance development and research efforts. 

Conclusion

 To conclude, all business can grow and can do so by using appropriate strategies. Innovation, venturing into new markets and customer focus are some of the strategies that companies should adopt to survive in the market. Also, companies should learn from their failures and never give up; instead, use their failures to make better decisions for future performances (Shimp, 2010). Finally, knowledge and skills are essential to run any business. Some of the knowledge and skills needed are technological, innovation, and leadership. Growth is necessary for every organization to increase revenue, to motivate employees by increasing their salaries, and to meet the cost of increased expenses. 
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