
1
 Don’t know

 / Non-existent

2
 Poor

3
 O

K

4
 Good

5
 Scale Ready
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For M

overs, rank w
here you think your innovation is now

. 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. You m

ay use 
just one type of M

over, or use tw
o or m

ore types. The im
portant thing is to have a strategy for how

 you w
ill scale through your M

overs. 
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You can score yourself before you read this chapter and then review
 it after you have read the 

chapter, or you can read the chapter and com
e back to create your scores. Rem

em
ber, you probably 

w
on’t use all of the M

over roles to scale. Just com
plete the ones that are relevant for you. 

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 the M

overs.
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For M

overs, rank w
here you think your innovation is now

. 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. You m

ay use just one type 
of M

over, or use tw
o or m

ore types. The im
portant thing is to have a strategy for how

 you w
ill scale through your M

overs.

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 a tested approach 

5
 W

e have a scalable approach
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Value 
Channels

1 —
  Are our current channels the right ones for 
scaling?

Value 
Channels

2 —
  Should w

e take on a channel role?

Value 
Conveyors

3 —
  Are our current conveyors the right ones for 
scaling?

Gap

Score Now

Score at Scale Goal
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20
4

M
O

V
E

R
S

XI CHAP

SECTIO
N

CH
ECKLIST

Value 
Channels

1 —
  Are our current channels the right ones for 
scaling?

Value 
Channels

2 —
  Should w

e take on a channel role?

Value 
Conveyors

3 —
  Are our current conveyors the right ones for 
scaling?
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  This chapter has show
n the different M

over roles 
and w

hy they are so im
portant for scaling. It has 

also provided exam
ples of how

 M
overs can actually 

becom
e the dom

inant entities in a Value N
etw

ork.

  Strategies for M
overs are likely to change signifi-

cantly as you start to scale. D
ecisions about w

hether 
you need to take on a M

over role, either through 
vertical integration to becom

e a conveyor or by 
becom

ing a coordinator or channel. Identifying 
w

hat type of M
overs you w

ill use and w
hether they 

are able to reach your Value Consum
ers at scale is 

critical.
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Value 
Conveyors

4 —
  Should w

e take on a conveyor role upstream
?

Value 
Conveyors

5 —
  Should w

e take on a conveyor role dow
n-

stream
?

Value 
Conveyors

6 —
  Are our conveyors capturing the right 
am

ount of value?

Value 
Coordinator

7 —
 Is our coordinator the right one for scaling?

Value 
Coordinator

8 —
  Are our coordinators capturing the right 
am

ount of value?

Value 
Coordinator

9 —
 Should w

e take on a coordinator role?

O
ther

10 —
 Any other gaps? 

Totals
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