
SMART Business Goals For 2014
 

Congratulations to all small business CEOs. You’ve achieved one big dream— starting 
your own business. At the close of 2013 I want to ask you a question. As you look 
toward a new year is it time to move on to the next goal: growing your small business to 
even greater success?

 

Growing a small business can be an even bigger challenge than starting it in the first 
place. But whether your vision of success means making your business a household 
name, expanding nationally or internationally or simply doing more of what you’re 
already doing, now is the time to set the stage for that to happen.

 

The growth process involves three distinct steps: assessing your current business; 
developing a plan for growth; and then executing that plan, modifying it as necessary 
based on what you learn as you go. 

 

As a business grows, it becomes increasingly necessary to better organize, systematize 
and delegate, and to have a solid and knowledgeable management team in place. Your 
role as owner must change as well. To be successful, you may need to spend less time 
performing day-to-day business tasks, and take on more of a “manager” role. This can 
be a difficult transition, but now may be just the right time to develop a road map for 
growth.

 

Over the past several columns I have shared many topics about growing your business 
that SCORE mentors discuss with business clients.  You can find all of them on
http://score-mn.org/ by going to the tab of “Helpful Articles” and select “Post Bulletin 
Articles by SCORE-Minnesota”.

 

As you review these articles, ask yourself:

1.    Have you completed the Business Needs Assessment? 

2.    Do you know where your business needs improvement? 

3.    Do you know where your business is positioned in the industry life cycle? 

4.    Do you have a current business plan? 

5.    Do you have a clear vision of what business growth means to you? 

 

http://score-mn.org/


Your SCORE mentor can help you determine SMART goals for your business. That is, 
goals that are Specific, Measurable, Attainable, Relevant and Timely. 

ü    A specific goal answers questions such as what, who, why, where and when. 
For instance, “improving sales” is not a specific goal, but “increasing sales of Product X 
by 10 percent in six months” is. 

ü    A measurable goal answers questions such as “how much?” or “how 
many?” In the example above, you can measure whether your sales have increased by 10 
percent or fallen short. 

ü    An attainable goal is realistic given constraints such as time, resources and 
budget. Set goals high enough that they force you to stretch but not so high that they’re 
out of reach. 

ü    A relevant goal is clearly aligned with your overall business goals. Referring 
to your business plan will help you determine if a goal is relevant. 

ü    A timely goal has a time frame for completion, creating a sense of urgency. 

 

An attainable goal is realistic given constraints such as time, resources and budget. Set 
goals high enough that they force you to stretch but not so high that they’re out of reach.
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