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 Don’t know

 / Non-existent

2
 Poor

3
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4
 Good

5
 Scale Ready
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Decide w

here you are currently placed and then decide on w
here you need to be to achieve your scale goal, i.e., w

here you need to be w
ithin 

the next 12–36 m
onths. Score them

 1–5 to indicate the level for each area. W
e have provided a space for any areas that w

e have not covered in this 
chapter that you think is a gap that needs to be plugged for your solution.

D
ow

nload
Pencil

1
 W

e are now
here on this

2
 W

e have thought about it 

3
 W

e have a plan 

4
 W

e have an approach 

5
 W

e have the scalable approach
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Proven 
A clear value 
proposition

1 —
 How

 clear is your value proposition?

Proven 
Evidence of value

2 —
 How

 w
ell tested is your innovation?

Proven 
Adoptable

3 —
  Relative advantage: Is your innovation better 
than its com

petition on the factors m
ost 

im
portant to consum

ers?

Proven 
Adoptable

4 —
  Com

patibility: Does your innovation interact 
w

ith the other elem
ents around it seam

-
lessly?

Proven 
Adoptable

5 —
  Com

plexity: How
 hard is it to understand 

and use your innovation?

Gap

Score Now

Score at Scale Goal
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In this chapter w
e have outlined how

 there are three 
critical areas w

here you need to stress test your inno-
vation solution to see if it is ready to scale. These are 
to assess:

  Is it proven? 
D

oes it have a clear and com
pelling value proposi-

tion, is it easily adoptable and do you have the right 
evidence to convince others in your Value N

etw
ork 

that it adds value for them
?

  Is it replicable?
H

ave the com
ponents of the innovation been 

codified, sorted into w
hat is core, w

hat is m
odular 

and w
hat is hackable, and have you m

apped out the 
solution lifecycle? 

  Is it defensible?
Is your treatm

ent of IP going to enable scale? W
ill it 

enable you to capture enough value?

Su
m
m
er
y

Proven 
Adoptable

6 —
  Trialability: Can the buyer try before they 
buy?

Proven 
Adoptable

7 —
  O

bservability: How
 easy is it to see the 

innovation and its value?

Replicable 
Codification

8 —
 How

 replicable is your solution?

Replicable 
Core, m

odular and 
hackable

9 —
  Does your innovation have the right level of 
custom

isability?

Replicable 
Solution lifecycle

10 —
 Is your solution lifecycle developed?

Defensible 
Rights ready

11 —
 Is your treatm

ent of IP agreed and secure?

Other
12 —

 O
ther outstanding gaps?

Totals
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Decide w

here you are currently placed and then decide on w
here you need to be to achieve your scale goal, i.e., w

here you need to be w
ithin  

the next 12–36 m
onths. Score them

 1–5 to indicate the level for each area. W
e have provided a space for any areas that w

e have not covered in this  
chapter that you think is a gap that needs to be plugged for your solution.  


