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When Jan started working at Smith Books, an
independent, owner-managed bookstore, she
loved the flexibility of working for a small
business. She and her co-workers had a close-
knit relationship, her work hours were flexible,
and her job duties were constantly changing,
from bookseller on Monday to payroll
assistant on Tuesday. 

Within a couple of years, the business really
began to take off. To keep up, the bookstore
soon had to triple its staff size. Around the
same time, Jan noticed a number of recurring
problems: new staff were hired without being
interviewed because they knew someone
already working at the store; the floor was
continually overstaffed during slow periods or
understaffed during busy times; and a number
of employees seemed unclear about what
their exact job duties were. 

According to Rossana Buonpensiere, a senior
manager with MNP’s human resource
consulting practice, this is a common scenario
for growing companies. “As a business starts
to expand and hire new people, information
that may have been known informally, like
how to process new orders or how vacation
time is allotted, can start to become lost.” 

The results can be devastating: employees
become confused about what's expected of
them, communication starts to break down,
and the business overall begins to lose sight of
its goals for the future. Establishing formal
human resource policies and practices is
critical to addressing these challenges – and
helping the business prosper. 

“The role of HR is to help companies build
their competitive advantage. To do that
effectively, a business must link its human
resource strategy with its business strategy.” 

KEY STEPS TO ALIGN YOUR HR
AND BUSINESS STRATEGIES 

1. Identify a team to oversee developing
your human resource strategy. Ideally,
this team should include key members of
your management team.

2. Invite others – including employees – to
offer input into the strategy and confirm
what your business priorities really are.
These priorities should be tied to your
strategic plan.  

3. Identify your business needs, both current
(e.g. number and types of positions, skill
sets required) and in the future (e.g. if you
plan to expand into a new geographic area). 

4. Review your business' existing roles and
responsibilities, and identify what needs to
get done, what needs to be managed and
what's missing. This entails looking at your
business' current and future needs to give
you a good snapshot of your business. 

5. Select human resource objectives that best
meet your business needs and priorities (for
example, by creating more detailed position
profiles, defining accountabilities, defining
processes, implementing a performance
measurement system, or improving hiring
and selection practices). 

6. Create a plan to implement your objectives
and to fill the gaps, then make sure you
implement the plan. 

7. Measure the effectiveness of your strategy
regularly to ensure it is meeting your
business needs. 

Rossana stresses that the final step – proper
measurement and evaluation – is critical to
helping ensure your human resource strategy
is meeting your needs. While these tools may
vary depending on your business' goals and
objectives, some of the most common 
involve tracking performance, productivity,
staff turnover, staff retention and 
customer satisfaction. 

Regardless of which tools you choose,
remember that the stronger your human
resource strategy is from the start, the easier
it is for your company to manage its growth
successfully – and reach your business goals. 

For more information, contact
Rossana Buonpensiere, Senior
Manager at 1.877.500.0795 or your
local MNP office.

THE MISSING LINK
Sound HR strategy critical to building your competitive edge

Should you buy another business or build on
the one you already have? As the owner of
a growing company, this is one of the most
important decisions you may have to make. 

According to MNP business valuations
manager Nadine Wightman, “The
question usually comes up if you're facing
a new market opportunity or an
operational challenge, like a labour
shortage or a lack of capacity.” 

BUY VERSUS BUILD: WEIGHING
THE OPTIONS

Doug is the owner of a mid-sized printing
company that lacks the equipment, staff
and operating capacity to meet growing
customer demands. Wanting to grow his
operation, Doug began looking at whether
he could best achieve that goal by acquiring
another company (“the buy”) or by
expanding his internal capacity (“the build”).

With the help of a business valuator, Doug
found that buying a smaller competitor
would be a more financially and
strategically sound way to expand his
operations. The move would reduce his
competition, while giving him access to an
existing customer base and an immediate
increase in market share.

While buying another business may have
been the right decision for Doug, it's not
always the best option. Nadine cautions, “A
variety of factors could have a negative
impact on your company's growth, and on
its bottom line.” For example, if Doug's
human resource policies didn't accept new 

employees readily, he may have experienced
a high staff turnover – and lost profits.

Building your existing business eliminates
the need to integrate two unique
operations. It also enables you to better
manage your rate of growth. In contrast, by
building new facilities or hiring new staff,
you could experience a slower growth rate
that results in a missed opportunity in your
market. You could also incur significant
upfront costs to grow your operations –
costs that may not produce benefits for
years to come.

BUY VS. BUILD: CRITICAL
QUESTIONS TO ASK BEFORE
YOU DECIDE  

> Can I purchase an existing business?
Does it fit my needs?

> How well would the new business
integrate with my existing operations?

> How large an expansion would I need
to move my business to the next level?

> Do I have the expertise to expand
internally? What would the costs be? 

> Are there any financial constraints that
would favour buying versus building?

> Is my industry experiencing any
dominant growth trends? 

BUSINESS VALUATORS: HELPING
YOU MAKE THE RIGHT CHOICE 

Before making your final decision, you
should also consider talking to a qualified
business valuator. If you're thinking of
buying another business, says Nadine, “a
valuator can help ensure you're paying a
reasonable price, assist you with any
purchase negotiations and evaluate the
business' economic sustainability.” 

If you're planning to build your existing
business, a valuator can help calculate the
potential costs of growing internally.

In the end, your decision depends on both
the nature of your business and the industry
you're operating in. Remember, there is a
fine line between your business' ability to
expand while still remaining profitable.

For more information, contact
Nadine Wightman, Chartered Business
Valuator at 1.877.500.0778 or your local
MNP office.

BUY OR BUILD
Crunch time for your growing business 

                


