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Objectives (Learning Outcomes)
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The 8 week business program
has been designed to support
Kangaroo Island businesses
identify, analyse and
implement opportunities to
drive sustainable growth.
Participants will attend

Interactive WorkShOPS and V  Identify market and industry growth
receive one on one mentoring opportunities
. - . . Wi how to | disrupti
to build their individual o ROMER - e S
innovation within the industry for
Strategic Growth Plans. growth opportunities

Analyse growth opportunities through

strategic decision making processes
The program can facilitate up Conduct internal and external

‘ situation analysis

@ Develop strategic project plan to
participants. deliver to key stakeholders
Complete a Growth Strategy to
position business for sustainable
growth

to 10 businesses and 20

Deliverables

V 2 xhalfday workshops

V 2 xonsite meetings with all
businesses for individual
meetings
On-going mentoring as required
for each business
Individual industry analysis
provided to each business
8 weeks of access to facilitator to
support with questions
Complete manual with
templates and learning tools for
future use




Positioning Kl Businesses
for Strategic Growth

Growth comes in many forms for businesses, but not all growth opportunities
are worthy of investment. This Business Program will support SME’s to
identify growth opportunities and undertake strategic decision-making
processes to determine opportunity feasibility. This will include assessing
both market and industry opportunities for Kangaroo Island. Once an
opportunity has been identified and analysed, participants will learn how to
build this opportunity into a Strategic Growth Plan. As we will utilise real
business opportunities, companies leave with a functional plan which can be
used for implementation and to gain investment.

The Strategic Growth Plan is a combined opportunity analysis, business case
report and project plan. The Growth Plan is designed for three key purposes:
firstly, to ensure opportunities identified by the company are feasible and will
benefit the company’s future and sustainable growth. Secondly, the project
plan element will be a vital tool in successfully delivering the opportunityy.
And finally, these plans can be utilised to seek key stakeholder approval and
investment.

The outcome of this business program is for participants to have a complete
plan and template for assessing future growth opportunities.

The final Strategic Growth
Plan will encompass five
key elements:

1.

Business internal situation
analysis: for SME’s to self-
assess skills and needs
Market and future trends
profile: to assess growth
opportunities

Strategic decision-making
parameters: template for
companies to develop decision
parameters to determine a
‘good opportunity.

Economic feasibility
assessment: for companies to
utilise to understand the
opportunity investment
required and seek external
investment if required. This will
further include templates for
break-even analysis and
projections

Project plan: to ensure
planning success




The proposed methodology is a combination of workshops and one on one mentoring. It is proposed to be undertaken
as an eight-week program with core outcomes each fortnight. The program is essentially divided into analysing the
opportunity and developing a project plan for the opportunity. The below highlights the proposed schedule:

Week 1

Introduction to 4-hour interactive workshop + optional lunch / networking post Participants to gain understanding o

Strategic Growth session different growth options including

Planning and Participants to attend a workshop at a set location on Kangaroo Isla market, industry and innovative

identifying the Prior to the workshop, participants would be asked to think about a disruption opportunities. During this

opportunity. potentialgrowth2 LILJ2 Nlidzy A & (2 Wo NR y 3 QP session, participants will learn how t
The workshop will be run interactively with participants completing undertake strategic decision making
templates during the 4our period. (see workshops for detailed to assess opportunities. Participants
breakdown) will also undertake an internal

business analysis.
Opportunity Analysis One on one mentoring session Participants to have completed the

Week 34

Week 78

/ Decision Making

Building a Business
Case & Project Plan

Finalising the
Growth Strategy

This core session will involve @&aur one on one mentoring session o opportunity analysis and have a clee
site with each company. During this session, the participant will hav: understanding of the opportunity
alreadyan initialanalysis and the facilitator will work with the companybenefits.

to ensure calculations are correct and the opportunity presented has

strong and sustainable growth potential.

4-hour interactive workshop + optional lunch / networking post Participants to have the complete
session tool set and understanding to
CKAA @2N] aK2LJ Ad RSaA3IAYySR (2 W developtheirideainto an actionable
to articulate their opportunity to gain buy in from key stakeholders. T strategic growth plan.

will be an interactive workshop for participants to complete template

during the session(see workshops for detailed breakdown)

One on one review session Participants to have a final draft of
In this final session, participants will be expected to have completed Growth Strategy.
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the draft to the facilitator and gain feedback to finalise and complete

their plans.



Introduction to Strategic Growth Planning

and identifying the opportunity.

Purpose and
Outcomes

This workshop is designed
to give participants tools
to identify a ‘good’
opportunity or idea via
undertaking strategic
decision making.
Participants will learn the
fundamentals of economic
feasibility and assessing
markets; ultimately,
enabling them to assess a
good or bad opportunity
for their own businesses.

Session 1

Understanding
the opportunity

Understanding what is ‘strategic
growth’ and why it is important.
Idea vs Opportunity: discussion on
how to identify opportunities (what
makes a ‘good idea’).
Individual Opportunities:
businesses to brainstorm current
opportunities.

Session 2

Anal;gngthe
opportunity

Analysing an opportunity -
introduction and overview.
Developing strategic decision
making parameters.

Economic analysis: revenue vs.

profit vs cash flow, investment
breakeven - what is a good
scenario, cost - benefit
discussion

Session 3

Analysingthe
situation

Workshop internal situation
analysis.
Workshop external analysis.

Discussion: Focusing on
Kangaroo Island, let’s consider
the biggest barriers of growth -

group.



Building a Business Case & Project Plan for
sustainable growth.

Purpose and
Outcomes

The final stage of
developing the Growth
Strategy is to turn the
opportunity into an
actionable project plan.
This includes developing
solid business case to
deliver to any key
stakeholders required.
This workshop will further
support participants to
identify stakeholders and
build the business case to
suit audience needs.

Session 1

Build_ing a
Successful
Business Case

Identifying the audience
(workshop).
Creating the core opportunity.
Developing a win - win winning
plan.

Activity: build a one page pitch.

Session 2

Project
Planning for
Success

Undertaking the fundamentals
of project planning:
Timeframes
Budgets
Resources
Risks analysis
Kangaroo Island specific
barriers (group discussion)

Session 3

Bringing it all
together

Review of all sessions.
Growth Strategy planning flow.
Spanners in the works -
considerations to keep in mind
and how to continue to move
projects forward.



Consultant Profile

Ms. Mann is a highly experienced marketing
and economic consultant with 15 years in
supporting SME’s, local government and not-
for-profit organisations drive sustainable
growth and leverage future trends. She has
held management positions in both local and
international organisations which enabled her
to work with a diverse spectrum of businesses
and industries in Australia, Asia and the Pacific.
Her role was highly focused on international
growth and strategy, and required high level
reporting to state and federal government
departments.

With the unique combination of marketing
communication, economic analysis and
strategic planning, Julia turns intense research
into engaging reports. This skill has enabled
her to directly support South Australian
organisations gain more than $200M through
the development of government tenders, new
business pitches, preparation of government
submissions (grants and incentives) and
obtaining private equity investments.

Ms. Mann holds a Bachelor of Media, Masters in
Marketing, with a specialisation in International
Marketing and is currently completing Masters
in Economics.

Full Profile:
www.au.linkedin.com/in/julialmann
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