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Spring.
The business that is beginning to move again.

A business in spring is not necessarily young.

It may be ten years old. It may have just come through a difficult winter. It may have made a significant

strategic shift after years of doing the same thing. Spring is not the season of beginnings. It is the

season of renewed movement — of energy returning after a period of withdrawal, reset, or stillness.

And that is what makes spring both the most hopeful and the most risky season for a business.

When a business begins to move again, something pulls strongly. The relief after winter. The sense of

possibility. The desire to prove that the stillness was worth it. And precisely that desire — understandable

as it is — causes most businesses in spring to move too fast across too many fronts at once.

They launch a new proposition before the previous one is fully resolved. They open a new market while

the existing one is still underserved. They build a new team before the structure exists to support it. They

communicate outward what is not yet sharp enough inward. Not because they are careless — but

because spring says: move. And spring is right. But movement without focus scatters what needed to be

concentrated.

A business in spring has one assignment: discover what works in this new season, and do that one thing

completely well before going broader. Not everything that is possible. The one thing that can be proven.

Apple in 1997 was not a young company. It had survived a near-fatal winter. Its spring began not with

expansion but with reduction — dozens of product lines cut, four remaining. That focus, painful as it

was, became the foundation for everything that followed.

Spring does not ask for more. It asks for precision.
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W H A T  T O  D O

Choose one thing. Do it completely well. Prove it before you expand.

R E F L E C T I O N

What has this winter clarified about what the business most needs to do next?

Of all the directions available right now, which one has the most genuine momentum behind it — not

urgency, not pressure, but real readiness?

What does the business need to stop doing, or pause, in order to concentrate fully on what matters

most this season?

What would it look like to do one thing completely well — and what would have to be true for that to

happen?
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Summer.
The business that is proving what it is worth.

A business in summer is recognisable by its volume.

There is demand. There are clients. There is revenue that no longer has to be fought for — it arrives.

The model works. The market has spoken. And now the only question is whether the business can grow

alongside what it has built.

This is the season in which most businesses stumble. Not because they are selling too little. But because

they have not built enough to carry what they are selling.

A business in summer is under pressure from its own success. The processes that were sufficient in

spring crack under the volume. The team that was small and flexible must now scale, but the roles are not

clear enough to delegate well. The client promise that could once be delivered manually now requires

systems that do not yet exist. And the leader who could once be everywhere finds she has become the

bottleneck in her own business.

Summer does not ask for more experimentation. It asks for execution. Not discovering what works, but

scaling what works. Not keeping all doors open, but opening the right doors wide and closing the rest.

Netflix in its early streaming years did not try to be everywhere at once. They chose which markets to

enter, in which sequence, with which content. Growth was deliberately sequenced, not indiscriminately

scaled. That is what summer demands: the discipline to choose how you scale, not only whether you

scale.

The business that carries too much into autumn arrives at the harvest season already depleted.

The hardest question of summer is not how to grow. It is what to stop — even while everything is still

producing.
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W H A T  T O  D O

Scale what works. Build the structure that can carry the volume. Stop what no longer fits — even while it

still produces something.

R E F L E C T I O N

What is the bottleneck that is limiting growth right now — and what needs to be built or changed before

it becomes a crisis?

Which processes, roles, or systems need to exist so that the business can function without everything

running through one person?

Where is the business still operating with a spring mindset — experimenting, keeping options open —

when what is needed now is focus and execution?

What would the business stop doing right now, if it was willing to be honest about what no longer

belongs to this season?
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Autumn.
The business that sees its own truth.

A business in autumn harvests what it has sown.

No more, no less. Autumn is the most honest season. It does not flatter. It does not compensate for what

was not planted in spring or not built in summer. It returns what is there. And that is sometimes more

than expected. And sometimes less.

What distinguishes autumn from every other season is its clarity. The fullness of summer is gone. The

energy of spring was spent long ago. What remains is the actual structure of the business. What is

strong, stands. What was always fragile becomes visible.

A business in autumn knows which clients genuinely sustain it and which cost more energy than they

return. It knows which products or services generate margin and which generate volume without profit. It

knows which parts of the team have grown and which have reached their ceiling. And it knows, if it

looks honestly, which decisions have been deferred for too long.

The mistake most businesses make in autumn is to keep running on the momentum of summer. Results

are good enough not to look. The pipeline is still filling. Revenue is still moving. And so the honest

accounting is postponed. But autumn does not wait. It passes while you are still looking back at summer.

Kodak saw the digital camera coming. They had even developed the technology themselves. But their

autumn asked them to stop being what had made them great. They could not. Blockbuster had the

chance to buy Netflix for fifty million dollars at the height of their autumn. They chose to stay what they

were. Not every winter leads to a new spring. Nokia, by contrast, used its autumn — they let go of the

mobile phone market, invested deeply in network infrastructure, and are now one of the backbones of

the global 5G network.

Stopping is the hardest skill in business. Not starting — stopping. Starting feels like growth. Stopping

feels like loss. But the businesses that consciously release what has had its time enter winter with a

lightness that is scalable.

Autumn is not the end of something. It is the choice: what do you carry forward, and what do you return

to the ground?
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W H A T  T O  D O

Harvest consciously. Look honestly at what works and what does not. Release what has had its time —

before winter takes it from you.

R E F L E C T I O N

Which clients, products, or initiatives are genuinely sustaining the business — and which are consuming

more than they contribute?

What has this year revealed about the actual health of the business, beneath the surface of the results?

What does the business already know it needs to stop — and what has been making that hard to act on?

What needs to be released this season, so that what enters winter is lighter, sharper, and genuinely

ready for what comes next?
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Winter.
The business that determines its own foundation.

A business in winter does not grow.

That is not the purpose of the season. Winter is not the season of harvest, not the season of planting,

not the season of proof. Winter is the season in which a business determines what it actually is —

separate from the momentum of the seasons before it.

And that is precisely why it is so difficult.

A business in winter looks, from the outside, like standstill. Revenue is flat or declining. The pipeline fills

more slowly. The market is quieter. Clients are more cautious. The team feels the uncertainty. And in that

stillness, a voice begins to whisper that it may not come back. That voice has a name. It is called fear.

And fear making the decisions makes winter longer than it needs to be.

Because what most businesses do when fear takes over makes winter colder. They stop marketing —

precisely when visibility matters most. They freeze team development — just when people need direction

and space. They cut investment in leadership and capacity — at the moment when clarity is most

determining for what comes next. They reduce sales efforts — while the market is empty of competitors

doing the same. They withdraw from their network — just as relationships are most worth maintaining.

They call this caution. But there is a difference between caution and contraction from fear. Caution

consciously chooses what it releases. Fear discards what threatens it most. And that is always the future.

More than half of today's Fortune 500 companies were founded in recession or downturn. Disney

opened his studio in 1929. WhatsApp launched in 2009 when the world was still shaking. Netflix

reinvented itself during the 2007–2008 crisis — from DVDs to streaming — not despite the winter, but

in the winter.

Winter forces clarity. The noise falls away. What remains is the foundation. And only when a business

can see its foundation clearly can it build consciously toward what wants to come after winter.

Winter is not the problem. The response to winter is the problem.
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W H A T  T O  D O

Invest against the fear. Stay visible. Strengthen the foundation. Use the stillness to build what the next

cycle truly needs.

R E F L E C T I O N

What is the core of what this business is building — and is that foundation strong enough to carry the

next cycle?

Which clients remain when the momentum is gone — and what does that say about who the business is

truly serving?

Where is the business contracting from fear rather than choosing from clarity — and what would the

difference look like in practice?

What is the one thing that, if built or strengthened now, would make the spring that follows

fundamentally different?
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W I L D W I T H I N

Leadership beyond strategy.
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