
FastTrac®

>  Analyze your current business situation.

>  Identify the best growth opportunities.

>  Determine a model for growth.

>  Build a budget that supports your vision and

strategic plan.

>  Find ways to strengthen your product/service.

>  Determine the best sales strategies for

your market.

>  Optimize the roles and responsibilities of your

management team.

>  Discover the operational systems needed to

support your growing business.

>  Improve your prof itability and f inancial performance.

>  Implement your business plan.

You want to grow your business. But how? 

Your business has reached a critical stage in its life. You had the 

idea, you successfully launched it, and now, it’s time for growth. 

But how do you get started? Find the answer with the FastTrac® 

GrowthVenture™ program.

The FastTrac® GrowthVenture™ program is a f lexible course 

designed to help your business reach its true potential through 

proven frameworks and processes to facilitate sustainable 

growth and eff icient operations.

For Existing ENTREPRENEURS
Who Want To Take The Next Step

Take your business to the next level with a course designed specif ically to help your business grow effectively 

and eff iciently. You’ll work to: 

The course is about 30 hours in duration taught over several weeks. Certif ied FastTrac® affiliates teach the 

course in an interactive environment where participants can build a unique network with one another to help 

bolster ideas. 

Contact us to start growing your small business today. 
Kalenna Ginyard

803.545.3960
Kaleena.Ginyard@columbiasc.gov

Register at: www.columbiasc.net/obo

Enroll now for Feb 2021 - Apr 2021 class!!!   
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Section 1 | IDEATE

Assess your entrepreneurial traits and personal priorities to 

better understand how your business goals might be affected by 

your strengths or weaknesses and your personal vision.

> What are the characteristics of a successful entrepreneur?

> What are my entrepreneurial traits?

> What is my personal vision?

> Does my idea f it with my personal vision?

> Do I need a co-founder? Who should I pick?

Section 2 | POSITION

Any good idea will remain just that — an idea — unless it f inds a 

place in the market and earns customers. In this section, you’ll 

f igure out just who your customers (and competitors) are and 

where to f ind them. You’ll design your business model and think 

about the key factors that will help you transform your idea into 

a business. You will learn about legal structures that are best 

suited to your business, and you’ll start to think about how you’ll 

exit your business when the time comes.

> Is there opportunity? Are there customers?

> Is there a path to reach them? Who are my competitors?

> How will I compete?

>   What elements make up my business? And what makes my

business special to customers?

>  What legal entity should I use for my business? How do I

want to exit my business?

> Based on what I learned, how do I move forward?

Section 3 | COMMIT

A business isn’t real unless it is reaching paying customers and 

generating revenue. In this step, you’ll focus on your brand, your 

distribution and your sales strategy. Finally, you’ll learn how to 

protect your intellectual property, your business and protect 

yourself from legal risks.

> What do I want my brand to communicate?

>  How can I best communicate that brand message? Will my

marketing reach my customers?

> How will I sell?

> How will I distribute my product?

>  How much money can I expect from my customers? What

startup costs will there be? How much money will I need?

> Do I have any intellectual property?

> How do I stay on the right side of the law?

Section 4 | REFINE

Now that you’ve sold and distributed your product/service, you 

have valuable information about the assumptions you made 

about your customer and your market. Now is the time to ref ine 

your business before you publicly launch. In this section, you’ll 

measure and analyze your f inancial results against your previous 

predictions. You’ll consider what people might be needed, and 

you’ll think about how to protect the assets of your business.

You’ll learn what advisors and boards might do to help you as 

you work to launch. You will think about how you might fund your 

business. Finally, you’ll learn how to build and communicate the 

plan for your business with potential funders and others.

>  What are your early sales numbers, and what are they

telling you?

>  Who might you need to help you in the business? How will

you identify, recruit and retain those people? How can you

protect your intellectual property as you involve others in

your business?

>  Who might you want to help you make decisions and think

about the business?

> How much money will I need?

> Where will you get any money that you need?

Section 5 | LAUNCH

You’re ready to launch your business. In this section, you’ll learn 

strategies for launching, leading and developing processes 

that will allow your business to grow. You’ll learn how to draw 

attention to your new business. You’ll think about your leadership 

style, your company’s culture and how to manage the exciting 

challenges of growing a business. You’ll learn about best 

practices in process management and identify the success 

metrics that make sense for your business. You’ll forecast the 

f inancial future for your company and think about how to set 

yourself up for success.

>   What does launching mean, and how can I let more

customers know I exist?

>  How can I lead, inspire and develop a healthy culture for my

new business?

>   How should I think about and document the critical

processes that allow my business to run smoothly? How will I

measure success?

>  What f inancial metrics can I forecast?

>  Which f inancial tools can I use to summarize and monitor

my predictions?

>  How might I exit this business?

>  What actually happened with the f inances of my business,

and why?

>  What can I do to improve my business f inances?

COURSE OVERVIEW




