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Abstract 
A well-defined business strategy is essential for success in Melbourne’s dynamic and competitive 

market. With its diverse economy and fast-paced growth, businesses must adapt quickly to changing 

consumer demands and industry trends. A strong strategy provides clear direction, aligns team efforts, 

and helps identify opportunities for innovation and expansion. It also supports informed decision-

making and efficient resource allocation. In a city like Melbourne, where industries from tech to 

tourism thrive, having a tailored strategy enables businesses to stand out, stay resilient, and achieve 

long-term goals. Ultimately, strategic planning is the foundation for sustainable growth and 

competitive advantage. 

1. Introduction 
Welcome to the Business Strategy Guide to Drive Growth and Success, your essential resource for 

building a strong foundation and achieving sustainable growth in Melbourne. In this vibrant and 

competitive city, having a clear and effective strategy is more important than ever. This guide is 

designed to help Melbourne-based startups and established businesses identify opportunities, set 

clear goals, and make informed decisions that align with their vision. With practical strategies tailored 

to Melbourne’s unique business landscape, you’ll discover how to innovate, improve efficiency, and 

gain a competitive edge. Let’s position your business for long-term success and growth in Melbourne. 

2. The Importance Of Strategic Planning For 

Business Success 
In today's fast-paced business world, strategic planning emerges as an essential tool for the success 

and survival of companies in Melbourne. The ability to anticipate, adapt and direct resources toward 

specific goals is crucial in a competitive environment where changes are exponentially rapid. 

In this article, we will explore the significance of strategic planning for businesses, presenting key tools 

for its implementation and highlighting the numerous advantages it brings, all supported by an online 

survey made by me in which 576 entrepreneurs and executives from companies of various sizes and 

sectors throughout Spain participated during the first quarter of 2025. 

1. Do you believe a strategic plan is necessary to carry out your business activities? 

Of the respondents, 90% said it was necessary, 6% thought it was not necessary and the remaining 4% 

stated that intuition and experience were better. 

An overwhelming majority of respondents thought that strategic planning is necessary because they 

know of the need for order in business management. However, as we will see in the following 

questions, the percentage of executives and businesspeople who carry out this exercise is lower. This 

shows that companies are run without using basic efficient business management tools. 

Many of these entrepreneurs in Melbourne have high academic qualifications. They do not apply a 

strategic plan because their daily lives make them lose track of what is important and strategic, and 

instead, they just work on what is urgent. The presence of a business coach can be a very important 



option to get them to focus on what is really important to make their businesses more efficient, 

modern and competitive. 

 

2. Did you create a defined and thoughtful strategic plan for your business activities last year, 2023? 

Only 46% answered affirmatively, despite 90% seeing the need for a strategic plan. Almost 40% 

admitted they hadn't done it, and 16% responded that they did it "their way." This highlights the 

difficulty for executives and entrepreneurs in allocating time to execute strategic tasks. The day-to-day 

demands of business prevent moments of reflection and analysis of the situation to focus the business 

in the right direction. 

3. If you made a strategic plan for 2023, what percentage has been fulfilled? 

Only 14% indicated they had fulfilled their strategic plan from the prior year below 50% of what was 

planned. About a third (28%) of respondents fulfilled between 50% and 75% of their plan, and 21% of 

respondents fulfilled between 75% and 100%. Another 38% exceeded what was planned. From this, 

we can conclude that slightly more than half are close to what was intended, and the rest are 

significantly off target. 

Experience tells me that strategic planning is often done with little reflection and insufficient 

competitor data, environmental analysis or consideration of the threats and opportunities offered by 

market globalization, digitalization and artificial intelligence (AI). They are often done using linear 

growth percentages and intuition, but in most cases, without a rigorous market analysis, which is highly 

changeable. 

4. If you see it necessary to create a strategic plan, which members of the company should 

participate in its development? 

Forty percent believe that the entrepreneur and their management team should participate, and 60% 

believe that an external expert should also be included. Undoubtedly, an external, unbiased view can 

bring great value to this reflective process, which undoubtedly contributes to ensuring that the plan is 

as closely aligned with a reality where internal changes will be more than necessary to successfully 

face the business challenge. There is a majority that perceives it this way, but experience tells me that 

entrepreneurs rarely actually do so. 



5. For what period of time should a strategic plan be made? 

• 1 year: 12% 

• 2 years: 11% 

• 3 years: 44% 

• 5 years: 33% 

These results show that respondents know the theory but not the practice. For small and medium-

sized enterprises, making a strategic plan for three or more years, in the current situation, is an 

enjoyable exercise but generally not very useful because today's market circumstances are very 

changeable. It is the new paradigm of business management: flexibility to adapt to the market. 

In conclusion, the data reveals a high perception of the need for a strategic plan, although there is a 

significant gap between this perception and its effective implementation. Lack of time, difficulty in 

allocating resources to strategic tasks and lack of deep reflection are common challenges. 

Furthermore, the importance of the participation of external experts in the strategic planning process 

is emphasized, as is the need for flexibility in the timeframe of strategic plans. Ultimately, these 

findings underscore the importance of approaching strategic planning with seriousness and dedication 

to navigate successfully in a constantly changing business environment. 

3. Write A Business Plan 
A written business plan is essential to help you start and grow your business in Melbourne. 

Benefits of a business plan 

Your business plan outlines: 

 your vision for the business 

 the actions that will help you achieve it 

When you are starting out, your business plan can help you to secure financing and investment. But 

your business plan does more than tell others what your plans are. A good business plan can help you 

test the feasibility of your new business idea, set operational and financial objectives, and make sure 

your business is manageable and effective. 

You will need to revisit your business plan regularly as your business evolves and the business 

environment changes. These changes could include increased competition, advances in technology or 

the expectations of your customers. 

What to include in your business plan 

A clearly written business plan should include: 

 the vision and direction of your business – where are you now and where do you want to be? 

 a SWOT (strengths, weaknesses, opportunities, threats) analysis – a good business plan won't 

only identify ways to make your business idea work, it can also help you identify reasons why 

your idea might not work so you can address them before you invest time and money 

 a force field analysis – for each issue identified in your SWOT analysis, identify the positives 

and negatives of each issue and the actions you will take to address the issue 



 

Write your business plan 

Whether your business is just starting out, you're looking to sustain or you're looking to grow, our 

guide to writing a business plan can help you clarify your goals, figure out your barriers and come up 

with a plan of action. 

Create your one-page action plan 

A one-page action plan is an overview of the current situation, where you want to be and what you 

need to do to get there. It's also a practical way to record the outcomes of the planning process. 

A one-page action plan has the following elements: 

 'Now' analysis – Summarise your current situation and issues in 4 or 5 points. 

 'Where' analysis – What is your vision? What is your competitive advantage? What are your 

key objectives? 

 Strategies – What are the 3 or 4 key strategies you need to work on over the next 12 months? 

You can draw these from the SWOT analysis in your business plan. 

 Action plans – List about 3 or 4 of the most important actions to complete to help achieve your 

strategies. You can draw these from the analysis of your key issues and strategies in your 

business plan. 

 Timing – State when you aim to achieve the result and who is responsible for each task. These 

should be in priority order and are critical for accountability. 

 

 



4. Pricing Strategies for Small Business 
Pricing strategy for your small business in Melbourne will set the standard for your product or service 

in the marketplace, and is an important dimension to both your bottom line and your competitive 

edge. Early in the life of your small business, research your intended market as deeply as possible, and 

pay close attention to past fluctuations in competition and demand. 

Don't Compete on Price Alone 

When developing a business plan in Melbourne, owners often make the mistake of setting their pricing 

strategy to match the lowest-price provider in the market. This approach comes from a cursory 

understanding of direct competitors, and the assumption that the only way to win business is by having 

the lowest price. 

However, having the lowest price is not a strong pricing strategy for small business, as it invites 

customers to see your product or service as a commodity, and obscures the value of your offering. If 

you're operating within a niche market, larger competitors with the ability to lower operating costs 

may eventually enter your segment, and can destroy any small business attempting to compete on 

price alone—including yours. 

Avoid the low price strategy through research on the market you intend to enter, and by repeatedly 

analyzing the following variables: 

Ceiling Price 

The ceiling price is the highest price the market will bear, which can be explored by surveying both 

experts and consumers, and by asking questions regarding pricing limits. Keep in mind that the highest 

price available on the market may not necessarily be the ceiling price.1 

Competitive Analysis 

Don't exclusively look at your competitor's pricing; look at the whole value of what they're offering. 

Are they serving price-conscious consumers or an affluent niche? What are the value-added services, 

if any? How do you compare? 

Price Elasticity 

Price elasticity tells you about the responsiveness, or elasticity, of the demand of a product or service 

when nothing changes but the price. Jill Avery, a senior lecturer at Harvard Business School told the 

Harvard Business Review that "marketers need to understand how elastic, sensitive to fluctuations in 

price, or inelastic, largely ambivalent about price changes, their products are when contemplating how 

to set or change a price. Some products have a much more immediate and dramatic response to price 

changes, usually because they’re considered nice-to-have or non-essential, or because there are many 

substitutes available."2 

Choosing a Price Strategy for Your Business 

Once you understand consumer demand within your market, review your own costs, supply chain, and 

profit goals as a way to inform your choice on pricing strategy. Below are a few pricing models to 

consider:1 

 Premium or Value-Based Pricing: The price is based on the perceived or estimated value of a 

product or service. There are few or no competitors for the product or service. 



 Cost-Plus Pricing: The selling price is determined by adding a markup to the unit cost. The goal 

is to cover costs and generate profit without exceeding customer expectations for price. 

 Competitive Pricing: Setting a price based on the price of the competition. This is commonly 

seen with commodity products. 

 Price Skimming: Setting the price high initially and then lowering as additional competitors 

enter the market. 

 Penetration Pricing: The price is set low to rapidly enter a competitive market and provoke 

word-of-mouth recommendations, only to be raised later. 

 

Avoiding a Price War 

A price war is when competitors continually lower their prices to undercut one another and gain 

market share. This almost never works out in a small business's favor, especially when competing 

against globalized pricing. According to Wharton School marketing professor, Z. John Zhang, the 

outbreak of a price war is considered a legitimate and effective business strategy in China. “In a 

growing market, there are all different companies competing—some good, some bad—and the 

industry finds a way to consolidate. The only way to do that is a price war, where you bring down the 

prices and squeeze out the inefficient [companies].”3 

But in Melbourne Zhang said, the markets are more mature and they offer, “oligopolistic competition 

among mostly equals and [therefore] encourages more finesse in devising marketing strategies.” 

Below are tips to avoid a price war with your competitors: 

 Develop your brand name to build recognition of your small business and to build resilience if 

a price war ensues. 

 Find unique values which your business can add to stand out in the marketplace. 



 Provide products or services that are exclusive to your business to ensure further protection 

from falling prices. 

 Conduct diligent market research to understand customer needs and price sensitivity. 

If you create sound market research habits early in your journey as a small business owner in 

Melbourne, you will have greater foresight when setting prices for your products or services, and an 

ability to adjust when necessary. Research will help you avoid taking a problematically low price-

position in the market, and will provide valuable insights into how your future customers will spend 

money. 

5. Ways to Scale Your Marketing for Business 

Growth 
Here’s how to subtly signal to and attract international audiences. 

Whether you’re expanding your product line, entering new markets, or experiencing an influx of 

customers, growth is a thrilling phase for any business. Digital marketing efforts should not only 

celebrate your growth but also accelerate it. Let’s consider a few strategies to expand your 

international customer base and fuel your business’s continued success. 

1. Invest in market research 

Successful growth strategies hinge on a deep understanding of your target markets. Start by identifying 

key demographics, cultural nuances, and local competitors in the regions you’re expanding into. From 

there, you can leverage market-specific data to refine your online product offerings, pricing strategies, 

and messaging. Market research enables your team to continuously tailor campaigns to resonate with 

your international customer base. It’s a foundational step in the journey of scaling your strategies for 

global growth. 

2. Adapt your online presence 

As your business grows, adjusting your digital marketing methods to reach global audiences becomes 

paramount. One effective way to do this is by offering different versions of your website for various 

countries. Websites like designs.ai are available in dozens of languages to appeal to an international 

audience. Providing onsite translations in languages like French, German, and Japanese not only 

facilitates communication but also demonstrates a commitment to understanding and serving diverse 

audiences. Additionally, search engines reward multilingual websites with higher rankings in local 

search results, enhancing your discoverability in new markets. 

This strategy also involves adapting your content, product descriptions, and messaging to connect with 

the cultural nuances and preferences of your target markets. One company that achieves this on an 

impressively large scale is McDonald’s. The megacorporation significantly adjusts its menu and 

marketing campaigns for each of the 118 countries and territories that it serves. 

3. Take up multilingual domain space 

Another way to build a borderless digital presence is by investing in multilingual domain extensions, 

like .haus, .maison, and .villas. These new domain extensions are tailored to specific languages or 

regions, and they can be a game changer when you’re looking to expand your reach beyond your native 

market. 



 

For instance, if your online commerce business targets Spanish-speaking customers, securing a .tienda 

domain can significantly enhance your online presence in Spanish-speaking regions. By redirecting this 

domain to your primary website, you create a seamless experience for Spanish-speaking visitors, who 

are more likely to engage with content in their native language. 

4. Embrace global domains 

Beyond its cultural adaptiveness, your website domain is your digital address, and it can convey a 

powerful message to your audience. When your business is expanding its horizons internationally, a 

.global or .world domain not only communicates your global presence but also reinforces your 

commitment to serving a worldwide audience. 

Websites like data.world and betterme.world use the domain to showcase their international reach 

and accessibility. Your domain name is an effective tool to align your online identity with your 

business’s growth ambitions and help your website rank higher in global search engine results. As an 

added bonus, using keywords on both sides of the dot can make your business more memorable, 

keeping you top of mind for your audience. 

Business growth is a journey, and your digital marketing campaigns should come along for the ride. 

This means going beyond simply translating content and instead finding new, creative ways to welcome 

global customers and clients into your community. In an increasingly interconnected world, scaling 

your marketing efforts in tandem with your business’s growth enables you to reach new markets and 

sustain a lasting impact. 

 



6. Growth Strategies Every Business Owner 

Should Know 
In today's competitive business landscape, achieving growth and success requires strategic planning 

and implementing effective growth strategies. Whether you're an entrepreneur launching a small 

startup or overseeing the operations of an established business, having a clear growth strategy is 

essential. This article will explore ten growth strategies that every business owner should know. These 

strategies encompass various aspects of business operations and can help drive sustainable growth 

and long-term success in Melbourne. 

1. Market penetration 

Market penetration entails expanding your market share by maximizing sales of your current products 

or services within your existing customer base. This strategy focuses on capturing more of the market 

through aggressive marketing and sales tactics. It may include offering special promotions, expanding 

distribution channels or improving customer service to encourage repeat purchases. 

2. Product development 

Product development focuses on creating new and innovative products or enhancing existing offerings 

to meet your target audience's changing needs and preferences. By investing in research and 

development, you can stay ahead of your competitors and bring in new customers. This strategy 

requires understanding market trends, conducting market research and leveraging customer feedback 

to develop products that provide unique value propositions. 

3. Market expansion 

Market expansion involves entering new markets or targeting new customer segments. This growth 

strategy allows you to tap into untapped markets, diversify your customer base, and reduce 

dependency on a single market. It requires market analysis, identifying new opportunities and 

adapting your services or products to meet the specific needs of the new market. 

4. Strategic partnerships 

Strategic partnerships can be a powerful growth strategy for startups and small businesses. You can 

leverage each other's strengths, resources, and customer bases by partnering with complementary 

businesses. Collaborations can range from co-marketing initiatives and cross-promotions to joint 

ventures and strategic alliances. The key is to find partners that align with your brand values and have 

a mutually beneficial relationship. 

5. Customer retention 

Protecting your current customer base is as vital as gaining new ones for sustained growth. Customer 

retention strategies focus on building long-term relationships and creating loyal customers. Customer 

retention can be achieved through personalized communication, exceptional customer service, loyalty 

programs, and continuous value delivery. Happy and loyal customers become repeat buyers and brand 

advocates, promoting your business to others. 



 

6. Competitive pricing 

Pricing plays a vital role in attracting customers and staying competitive. Implementing a competitive 

pricing strategy involves finding the right balance between profitability and affordability. Conduct 

market research to understand your competitors' pricing, analyze your cost structure, and consider 

factors such as product differentiation, perceived value and customer willingness to pay. Adjusting your 

pricing strategy accordingly can help you capture market share and stimulate demand. 

7. Digital marketing 

A solid online presence is vital for any business in today's digital age. Digital marketing strategies 

include leveraging social media marketing, search engine optimization (SEO), email marketing, content 

marketing and paid advertising to achieve optimal visibility and effectively connect with your targeted 

audience. By utilizing digital channels, businesses can increase brand visibility, generate leads and 

engage with customers globally. 

8. Employee development 

Investing in employee development is essential for both individual and organizational growth. Access 

to training, mentorship programs, and career advancement opportunities can significantly impact 

one's professional growth and development. Enhance employee skills, boost productivity, and foster a 

positive work culture. In addition, engaged and empowered employees contribute to business growth 

by driving innovation, improving customer satisfaction and achieving operational excellence. 

9. Customer feedback and insights 

Listening to customer and gaining insights into their preferences and pain points is invaluable for 

business growth. Implementing mechanisms for collecting and analyzing customer feedback allows 

you to identify areas for improvement, make informed decisions, and tailor your products or services 



to meet customer expectations. For example, utilize surveys, feedback forms, social media listening, 

and customer satisfaction metrics to gather valuable insights and enhance the customer experience. 

10. Continuous innovation 

In order to stay competitive, it is crucial to take proactive steps toward success and drive. Prioritizing 

continuous innovation is vital to ensuring growth for businesses. This involves fostering a culture of 

creativity, encouraging new ideas and embracing change. Innovation can take various forms, including 

product innovation, process innovation and business model innovation. As a result, businesses can 

differentiate themselves and maintain a competitive edge by continuously exploring new 

opportunities, adapting to market dynamics and leveraging emerging technologies. 

Effective growth strategies are vital for businesses aiming to achieve sustainable growth and long-term 

success. With the right growth strategies in place, your business can thrive and reach new heights of 

success. 

7. How Do Latest Australian Tax Law Changes 

Impact Your Business 
The corporate tax rate is comparatively higher in Australia than in other developed countries. The 

country relies significantly on individual and corporate taxes, which substantially contribute to the 

economy. The tax system can be troublesome for small businesses, which is why they have been 

offered concessions and reduced tax rates to reduce the financial burden. The tax levied on businesses 

depends on their taxable income, which is the assessable income after deductions.   

Every year, businesses must lodge an income tax return to the Australian Taxation Office (ATO) between 

July 1 and October 31. The financial year begins on July 1 and ends on June 30 of the next year. The 

period is used to calculate the taxes owed by the business. 

Entrepreneurs must take professional help to lodge the returns and comply with the regulations. They 

must be aware of the changes in the laws that can alter the tax amount and lead to penalties from the 

ATO. So, here is everything you need to know about the latest Australian tax law changes that can 

impact businesses. It will help you calculate income tax correctly and prevent losses. 

Australian Tax Law Changes and Their Impact     

Since business owners are occupied with a lot of work, expert Melbourne bookkeepers keep track of 

the changes in regulations that must be understood. The most recent changes announced by the 

government are as follows:  

1. Increased National Minimum Wage 

Starting from 1 July 2023, the minimum wage of workers in Australia has been increased to $23.23 per 

hour. It implies that employees following the 38-hour/week arrangement will be paid $882.80 weekly 

for their work in the organisation. In addition, the award worker’s pay has also been increased by 

5.75% by the Fair Work Commission. 

The minimum wage increase has significantly impacted small businesses as the payroll expenses will 

soar. It will decrease the profit margins and make entrepreneurs consider downsizing to maintain 

stability. The move will make the biggest impact on retail and hospitality businesses that employ award 

workers. These two sectors are already reeling under the upheavals created by the pandemic.     



 

2. Higher Superannuation Guarantee 

The super guarantee rate has been raised to 11% to improve the living standard of low-income 

workers. Also, it will increase by 0.5% every year from July 1 until 2025 to reach the mark of 12%. Thus, 

your bookkeepers in Melbourne must adjust the payroll system to make these changes this year and 

next year. 

If a business makes a wrong super guarantee payment, it will have to pay a penalty to the ATO in the 

form of a superannuation guarantee charge. It is vital to check the employment contract of the workers 

while adjusting the payroll for legal changes because some employees are on base salaries, and others 

are on superannuation-inclusive salaries. 

3. Remote Work Expenses Deduction Revised 

Home-based businesses can claim deductions for expenses incurred while working from home. The 

claim can be calculated using the fixed rate method and the actual cost method. According to the tax 

law changes, the fixed rate method has been revised to 67 cents per work hour instead of 52 cents per 

hour from July 2022. 

Your bookkeeper in Melbourne can help claim this deduction by maintaining the records for all the 

business expenses incurred while working remotely. These should be clearly differentiated from 

personal expenses to be provided as evidence to the ATO.       

4. Small Business Skills and Training Boost 

The Treasury Laws Amendment Act 2023 allows small businesses to get a temporary skills and training 

boost with a bonus deduction. Entities with annual turnover below $50 million can claim the bonus 

deduction in the form of an additional 20% deduction. 

It can be claimed on top of the normal deduction claimed for expenses incurred during external 

training courses provided to employees. These courses must be offered by registered training providers 

in Australia. It is valid for expenses incurred until 30 June 2024. 

5. Small Business Technology Investment Boost 



The Treasury Laws Amendment Act 2023 allows small businesses to get a temporary technology 

investment boost as a bonus deduction. Thus, entities with annual turnover below $50 million can 

claim the bonus deduction in the form of an additional 20% deduction. It can be claimed by Melbourne 

bookkeepers on top of the normal deduction for eligible business expenses incurred during digital 

operations or digitising of existing operations. 

It covers the cost of a depreciating asset if it was first used or installed for use by 30 June 2023. The 

maximum bonus deduction that can be claimed is $20,000 per financial year. It includes eligible 

expenses of up to $100,000 per financial year that were incurred from 29 March 2022 to 30 June 2023.  

Tax law changes are effective in maintaining the stability of the economy. Businesses are impacted by 

the laws that concern payroll and business expense deductions. Thus, they must be aware of the 

amendments announced by the government to maintain accuracy.   

8. Conclusion 
In conclusion, a strong business strategy is vital for achieving long-term success and sustainable 

growth, especially in a competitive market like Melbourne. By setting clear goals, embracing 

innovation, and staying adaptable to change, businesses can confidently navigate challenges and seize 

new opportunities. Melbourne's diverse economy and vibrant entrepreneurial culture offer a wealth 

of potential for those with a strategic mindset. This guide has provided the tools and insights needed 

to build a solid foundation and drive progress. With the right strategy in place, your Melbourne-based 

business is well-positioned to thrive and lead in its industry. Start planning for success today. 
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