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TITAN Business Development 

Group, LLC is a results-driven, 

professional, innovative and 

energetic business development 

firm located in Flanders, New 

Jersey, specializing in business 

coaching, advisory services and 

exit planning.  From formation and 

startup, through all stages of the 

Business Growth and Maturity 

Cycles, Titan’s business coaches 

and advisors work with sole-

proprietors, partners, corporations, 

management, staff and teams to 

successfully create definitive, 

measurable and sustainable results.   

Working together  to improve 

operations, develop strong 

business systems, design robust 

strategies, increase profits, 

enhance knowledge and create 

plans in areas such as financial 

management, sales, marketing, 

leadership, productivity and more,  

Titan BDG’s goal is to help its 

clients become titans in their 

industries.  

The TITAN BDG way is much 

more than the right steps at the 

right times, it is also a highly 

collaborative, professional, 

respectful and effective approach 

to impacting our clients in a 

fashion that empowers them to 

turn ideas into clear visions and 

transform those visions into 

reality. The TITAN BDG way is 

about expanding one’s definition 

of achievement and success – and 

surpassing the rest of the pack. 

As Certified Exit Planning 

Advisors, we are also keenly 

skilled in helping you identify, 

protect, build, harvest, and manage 

the value in/from your Company. 

Our exit planning services apply 

the Value Acceleration 

Methodology of the Exit Planning 

Institute – the global authority on 

exit planning. 

Growing A Business Is Like Raising a Child 

Growing a business often feels like embarking on one of life’s most demanding and 

rewarding journeys. In many ways, it mirrors the process of raising a child. Both require 

vision, patience, structure, and the ability to adapt through unpredictable stages. Both 

demand commitment long before the results are visible. Most important, both call for 

consistent nurturing, balanced guidance, and a long-term perspective. 

Business owners who embrace this mindset often build stronger, healthier companies that 

are better prepared for growth, change, and eventual independence. The comparison 

brings clarity to the responsibilities leaders carry and the opportunities available at each 

stage of development. 

The Early Stage: Conception, Birth, and Foundational Care 

A business begins with an idea. This conceptual stage is similar to expecting a child. 

There is excitement, anticipation, and the recognition that although the vision is clear, the 

journey has barely begun. 

Once the business launches, the early days resemble the first months of a newborn’s life. 

The business is fragile and entirely dependent on the owner. Cash flow is tight, processes 

are limited, and priorities center on survival and stability. Long hours, hands-on 

involvement, and consistent care are the norm. 

Just as infants need routines and reliable care to thrive, young businesses need systems, 

structure, and clear priorities. This is the period where owners define the business identity, 

set standards, and begin establishing the values and culture that will influence all future 

decisions. Small habits formed early have an enormous impact over time. 
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The Toddler Stage: Exploration, Boundaries, and Rapid Learning 

As a child grows into a toddler, exploration begins. Curiosity expands, movement 

increases, and so does the risk of missteps. Businesses encounter a similar stage, often 

during the first two to four years of operation. Opportunities seem abundant. Ideas, 

markets, and potential partnerships emerge quickly. At the same time, challenges appear 

just as fast. 

Setting boundaries is essential. Owners must clarify which opportunities fit the vision 

and which distract from it. Toddlers need guidance to avoid danger. Businesses need 

processes and decision frameworks to avoid unnecessary risks. 

This stage is also where businesses begin to develop their personality. Team members 

join. Client relationships take shape. Service quality and product consistency become 

more important. Leaders must remain patient, present, and intentional. Every milestone 

achieved builds the foundation for future capability and resilience. 

Middle Childhood: Capability Building and Independence 

Much like school-aged children, growing businesses enter a period where capability 

development becomes the core goal. Stronger finances, more stable revenue, and a 

defined customer base begin to fuel growth. With the right guidance, the business 

becomes more confident and capable on its own. 

This is where leadership must shift from doing to managing. Owners who fail to 

transition often stall the company’s growth. Instead of being involved in every task, 

leaders must begin empowering others. Training becomes essential. Delegation 

becomes a strategic requirement. Structures formalize. Standard operating procedures, 

performance expectations, and workflow management take center stage. 

At this stage, the business gains more independence. It can operate for periods without 

constant supervision. That does not mean the owner steps away. Instead, the owner must 

move into a stewardship role, ensuring the business is guided by clear principles that 

support long-term health. 

The Adolescent Stage: Identity, Expansion, and Growing Pains 

Most business owners recognize the adolescent stage immediately. The company grows 

rapidly, takes on more responsibility, tests its limits, and occasionally learns hard 

lessons. Revenue may increase faster than infrastructure. The business may attempt to 

expand into new markets or take on larger clients. Mistakes happen, inefficiencies 

appear, and growing pains are common. 

This period requires steady leadership, thoughtful investment, and a renewed focus on 

communication. Just as teenagers need structure combined with opportunities to grow, 

businesses need accountability paired with room to innovate. Leaders must strike a 

balance between oversight and empowerment. 

Resources such as stronger financial controls, strategic planning, and advanced 

technology often become essential. Strategic decisions made during this period 

influence the long-term trajectory of the company. 

Adulthood: Maturity, Self-Sufficiency, and Strategic Direction 

A mature business resembles a thriving adult. It has developed its capabilities, built a 

clear identity, and understands its strengths and weaknesses. It no longer relies on the 
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Masterful 
Quotes 

 

 
“Speed is useful only if 

you are running in the 

right direction.” 

                       - Joel Barker  

  

“Growth is never by mere 

chance; it is the result of 

forces working together. ”  
 

         - James Cash Penney                                                  

  

“The great thing in the 

world is not so much 

where we stand, as in what 

direction we are moving.” 

   - Oliver Wendell Holmes 

  

“The secret of change is to 

focus all your energy                                        

not on fighting the old but 

on building the new.” 

    - Socrates 
 

 

http://www.titanbdg.com/
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Adulthood: Maturity, Self-Sufficiency, and Strategic Direction 

A mature business resembles a thriving adult. It has developed its capabilities, built a clear identity, 

and understands its strengths and weaknesses. It no longer relies on the founder’s constant 

involvement in daily activity. Instead, leadership becomes more strategic. 

This is the stage where owners begin thinking about succession, scaling, or new opportunities for 

expansion. The company now has the ability to stand on its own. With the right direction, it can 

pursue new markets, launch new offerings, or position itself for transition. 

Much like raising a child, the owner’s role evolves from hands-on support to high-level vision and 

purposeful guidance. A mature business requires stewardship rather than constant management. 

The Long-Term View: Preparing for Independence 

One of the most meaningful lessons from raising a child is that the ultimate goal is independence. 

Businesses that reach maturity are ready for similar freedom. Whether a company is being 

positioned for sale, succession, or long-term growth, the owner’s leadership must prepare it to 

operate successfully without the founder. 

Planning, documentation, team development, risk management, and strategic clarity all support this 

transition. 

Wrapping it up: 

Growing a business is one of the most personal and challenging endeavors a leader can take on. 

Like raising a child, it involves commitment, resilience, flexibility, and unconditional belief in the 

future. Owners who understand these parallels often navigate the journey with greater confidence 

and make decisions that strengthen both the business and the people behind it. 

*** 

 

Ten Rules for Successful Risk Taking in Business 

1. Start With a Defined Objective 

Every calculated risk begins with clarity. Know exactly what you want to achieve, why it matters, 

and how success will be measured. A vague goal leads to vague outcomes. A defined objective 

anchors the decision and guides the level of acceptable risk. 

2. Assess the Downside First 

Smart risk takers evaluate the worst-case scenario before imagining the upside. Understand what 

can go wrong, the potential financial and operational impact, and whether your business can absorb 
it. A risk is only strategic if the downside is survivable. 
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can go wrong, the potential financial and operational impact, and whether your business can absorb it. 

A risk is only strategic if the downside is survivable. 

3. Calculate Return Relative to Effort and Exposure 

Not all opportunities are equal. Evaluate potential return compared to the resources required and the 

level of exposure created. High return with minimal disruption is the ideal combination. Avoid risks 

that stretch your team, cash flow, or infrastructure beyond capacity. 

4. Validate Assumptions With Data 

A risk based only on instinct is a gamble. A risk supported by data becomes a strategic decision. Use 

market research, customer feedback, financial modeling, and historical trends to validate your core 

assumptions. The stronger your data, the better your decision. 

5. Break Large Risks Into Smaller Tests 

Pilot programs and phased rollouts reduce exposure and help refine ideas before full deployment. Small 

experiments provide insights that shape a more informed investment. This reduces the chance of 

expensive missteps and accelerates learning. 

6. Balance Speed With Preparedness 

Successful risk takers move quickly, but not recklessly. Too much hesitation creates missed 

opportunities. Too little preparation creates unnecessary failure. The goal is to act decisively once 

preparedness, resources, and timing align. 

7. Use a Structured Decision Framework 

Frameworks such as SWOT analysis, scenario planning, and pre-mortems introduce discipline into the 

risk evaluation process. Structured tools improve clarity, reduce emotional bias, and help leadership 

teams make more objective decisions. 

8. Ensure You Have the Right Team in Place 

People determine whether a risk succeeds or fails. Assess whether your team has the skills, capacity, 

and leadership support required. Strengthen training, define responsibilities clearly, and ensure 

everyone understands the objective and expected outcomes. 

9. Set Contingencies and Exit Points 

Every meaningful risk should include a plan for when results differ from expectations. Contingencies, 

trigger points, and exit strategies prevent decisions from spiraling into prolonged losses. Knowing 

when to pivot or pull back is a defining skill of successful leaders. 

10. Review, Learn, and Improve 

Risk taking is not a one-time act. It is a disciplined cycle of planning, acting, measuring, and adjusting. 

Conduct post-action reviews to evaluate what worked, what failed, and how future decisions can 

improve. Continuous learning compounds over time and builds a stronger, more resilient business. 

*** 
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  Why Exit Planning Is Good Business Planning 

 

In the bustling life cycle of a business, from its humble beginnings to its peak of success, many 

entrepreneurs may overlook one critical aspect: exit planning. Yet, in the realm of business strategy, exit 

planning is not just about selling your business or passing it down; it’s a cornerstone of comprehensive 

business planning. Here's why: 

 

It Provides Clarity on Objectives and Goals 

 

From the outset, understanding what you ultimately want from your business can shape your decisions 

and strategies. Are you hoping to sell the business in the future? Do you want to leave it as a legacy for 

your family? Or perhaps you wish to merge it with another entity? By setting a clear exit goal, you can 

reverse-engineer your business strategy to achieve it. This clarity ensures that every decision made 

propels the business closer to that objective. 

 

It Enhances Business Value 

 

A business prepared for an exit is a business that’s running at its peak. Exit planning pushes you to 

optimize operations, strengthen customer relationships, and ensure financial documentation is in order. 

These initiatives not only make the business more attractive to potential buyers but also boost its overall 

value, which is beneficial even if an exit is years away. 

 

It Reduces Risk 

 

Unforeseen circumstances such as economic downturns, personal emergencies, or changes in market 

dynamics can hit any business. Having an exit plan ensures that you're prepared to transition the 

business under both planned and unplanned circumstances. This preparedness reduces vulnerabilities, 

providing a safety net for the owner and the enterprise. 

 

It Facilitates a Smooth Transition 

 

Exit planning isn’t just about the entrepreneur; it's about employees, stakeholders, and sometimes even 

the community. A well-structured exit plan ensures that the business continues to run smoothly, even in 

the absence of the owner. Whether it's a succession plan that grooms future leaders or a sale strategy 

that ensures continuity, exit planning takes into account the wellbeing and concerns of all involved 

parties. 

 

It Helps Maximize Profits 

 

For many entrepreneurs, the business represents a significant portion of their personal wealth. Proper 

exit planning ensures that when it's time to move on, you can liquidate your investment in the most 

profitable manner. This could be through a well-timed sale, a merger, or another exit avenue. By 

planning ahead, you can capitalize on market conditions and buyer trends, ensuring you get the best 

deal possible. 
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It Provides Peace of Mind 

 

There’s an intangible yet invaluable aspect of exit planning – peace of mind. Knowing that there’s a 

plan in place, that the future of the business and its employees is secured, and that one’s own financial 

future is settled, can alleviate a lot of stress for business owners. This peace allows for clearer decision-

making in other areas of the business and in one’s personal life. 

 

It's a Catalyst for Growth 

 

It may sound counterintuitive, but preparing for an exit can spur business growth. By identifying gaps, 

optimizing processes, and strengthening the core value proposition, the business becomes more 

competitive and poised for expansion. Prospective buyers or inheritors are not just looking for a stable 

business; they're looking for one with potential. 

 

Exit planning isn’t only about the end. It’s about envisioning a future that ensures the sustainability and 

growth of a business beyond its current leadership. It's a holistic approach that embeds foresight into 

every business decision, ensuring that when the time comes, the transition is not just successful but also 

adds value to all stakeholders involved. 

 

In essence, exit planning transcends its immediate purpose. It transforms into an overarching business 

strategy, urging entrepreneurs to think long-term, act proactively, and prioritize holistic growth. And in 

that transformation, it becomes clear: good exit planning is simply good business planning. 

 

*** 

 

 

 

 
 

 

Did you know we have a Document Library of free downloads available at 

https://www.titanbdg.com/librarytools/documents-newsletters/ ? 

https://www.titanbdg.com/librarytools/documents-newsletters/

