
Emerging companies are companies in transition from being a startup to an emerging player in their market 
and are in the middle phases of their business plan. They have strategies in place but now need to execute at 
a different pace and higher volume. Even in a scenario when the leadership, business strategy, product and 
market are validated and revenue or funding is there, often these companies still struggle. What are the typical 
operational obstacles that cause the “growing pains” most companies at this stage experience? When looking 
at emerging technology companies, I believe there are three main areas that consistently stand out as reasons 
why these emerging companies have a difficult time scaling.

1. Customer Implementation and Project Delivery Execution

2. Development and Execution of an IT Strategy that aligns to Business Strategy

3. Sales and Professional Services Operations

Customer Implementation and Project Delivery Execution

Most startup and emerging companies are led by the technology and market visionaries who either bootstrap 
or get funding to bring their product to life and to the market. They are experts on their technology and how to 
implement it. But what about the ability to plan, lead and successfully execute multiple customer 
implementation projects?
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About Us

Kenny & Company is a management 
consulting firm offering Strategy, 
Operations and Technology services to 
our clients.

We exist because we love to do the work. After 
management consulting for 20+ years at some of the 
largest consulting companies globally, our partners 
realized that when it comes to consulting, bigger 
doesn’t always mean better. 

Instead, we’ve created a place where our ideas and 
opinions are grounded in experience, analysis and 
facts, leading to real problem solving and real 
solutions – a truly collaborative experience with our 
clients making their business our business.

We focus on getting the work done and prefer to let 
our work speak for itself. When we do speak, we 
don’t talk about ourselves, but rather about what we 
do for our clients. We’re proud of the strong 
character our entire team brings, the high intensity in 
which we thrive, and above all, doing great work. 
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For a complete list of Kenny & Company publications and information about us, please visit our website www.michaelskenny.com or 
email us at info@michaelskenny.com.
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Having led a startup software company myself, I recall that in the early days we relied on our engineers who knew 
the product to also lead implementations. While we were ultimately successful it was not without challenges. Most 
young companies fall into the mode of doing everything they can to please their early adopters, and their 
customers know this. In this stage of doing whatever it takes to make the customer happy, emerging companies 
are reluctant to lock scope and drive projects to the initial plan. They react to customer requests for additional 
functionality and customizations that were not part of the product release or project scope. This typically results in 
an increase in scope, timeline and additional cost that is either passed onto the customer or more typically the 
company absorbs it.

Companies at this stage likely do not have but desperately need, the project management leadership or expertise 
to effectively set and meet customer expectations, manage and drive the project plan, communicate issues, risks 
and methods for resolutions. They have experts in their technology and perhaps in a certain functional area, but 
may lack the ability to work cross-functionally and collaborate with the customer’s business and IT organizations.

Development and Execution of an IT Strategy that aligns with Business Needs

This challenge is seen in almost every company of every size. However, the decisions made during this time as an 
emerging company ventures into implementing or subscribing to Enterprise Business Applications at a significant 
cost can impact the business in several ways. The transition from a startup using Google Apps and Excel or 
QuickBooks to more comprehensive Cloud Based or on-premise Enterprise Business Application is more than 
most companies expect. When companies achieve a certain revenue threshold, they feel compelled to invest 
heavily in business applications to help scale. However, many of these implementations like an ERP system for an 
emerging or small company can paralyze it while draining funds and resources.

It’s usually a result of IT reacting to the demands of the business and getting some level of budget to make it 
happen. This sets off the chain of events where IT looks at Gartner’s Magic Quadrant for the particular technology 
area to identify the top three to five vendors to present their solutions, then have them respond to an RFP, narrow it 
down to two vendors who then battle it out over cost. Having been on the technology vendor side of this, I know 
the process all too well.

What’s consistently missing in this process with emerging companies is the collaboration that should happen 
between the business and IT communities before a vendor is even contacted. A clear definition of what the 
business users need today and in the future, an understanding of the user communities business processes and 
their level of technical acumen and an understanding of the overall business value, impact and measure for 
success. Most of these projects are approached from the technology functionality perspective, and less from the 
business perspective.

Sales, Channels and Professional Services Operations

As an emerging company scales, the will mostly rely on sales to get them to the next level. Whether its product 
sales or advertising sales for an online solution, one of the key decisions companies makes when scaling is 
determining the optimal go to market strategy. Some emerging companies will invest heavily in an all-star sales 
leader and ramp up a large sales team in a short amount of time. Others will invest in their channel operations and 
align with partners that can sell and support the product to their customers. For some, it’s a combination of the 
two. The key success factor here is for a company to understand whom the right people are from both an 
experience and culture fit and what’s the best way to ramp up so that they can be supported.
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Who We Are

To see additional publications and learn 
more about us, please visit our website 
at: www.michaelskenny.com.

Also, follow us on:

Kenny & Company is a management consulting firm offering Strategy, Operations, and 
Technology services to our clients.

Partner Led
Our Partners are personally committed to our clients and lead every 
engagement.

Experience, Perspective and Passion
We average over 20 years in professional services and bring tailored 
approaches to every client engagement.

Focused, Collaborative, High-Impact
We work side-by-side with our clients in highly focused teams to solve 
complex business problems.

Client First
Our highest priority is our client’s professional and personal success. 
We believe clients should expect more.

Guarantee Our Work
We guarantee our clients complete satisfaction every engagement every 
time.

Contact Information

Firm Headquarters
Serving San Francisco, Silicon Valley & Los Angeles
1710 South Amphlett Blvd.
Suite 302
San Mateo, CA 94402

Northwest Office
Serving Portland & Seattle
707 SW Washington St.
Suite 925
Portland, OR 97205

For inquiries: info@michaelskenny.com


