
1
 Don’t know

 / Non-existent

2
 Poor

3
 O

K

4
 Good

5
 Scale Ready
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For Shapers, 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. The im

portant 
thing is to have a strategy for how

 you w
ill scale through your Shapers.
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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. 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 Shapers.
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For Shapers, 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. The im

portant 
thing is to have a strategy for how

 you w
ill scale through your Shapers.

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 
Com

petitors
1 —

  W
e have a strong understanding of each of our 

com
petitors and their offerings?

Value 
Com

petitors
2 —

 Strength vs. direct com
petitors

Value 
Com

petitors
3 —

  Strength vs. indirect com
petitors

Value 
Com

petitors
4 —

  Strength vs. business as usual

Gap

Score Now

Score at Scale Goal

Pencil
D
ow

nload
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Value 
Com

petitors
1 —

  W
e have a strong understanding of each of our 

com
petitors and their offerings?

Value 
Com

petitors
2 —

 Strength vs. direct com
petitors

Value 
Com

petitors
3 —

  Strength vs. indirect com
petitors

Value 
Com

petitors
4 —

  Strength vs. business as usual

Value 
Com

petitors
5 —

 Strength vs. resource com
petitors

Value 
Com

petitors
6 —

  Ability to cooperate w
ith or nullify com

pet-
itors

Value 
Cartographers

7 —
  W

e know
 w

ho the cartographers are as w
e 

m
ove to scale

Value 
Cartographers

8 —
  The cartographers are supportive of our 
innovation scaling

Value 
Cartographers

9 —
 W

e have good access to inform
 and influence 

our key cartographers

Value 
Com

plem
entors

10 —
 W

e know
 w

ho our com
plem

entors are

Value 
Com

plem
entors

11 —
  O

ur com
plem

entors are present in the m
ar-

kets w
e are seeking to scale in 

Value 
Com

plem
entors

12 —
  W

e have the right com
bination of com

ple-
m

entors for scale

O
ther

13 —
 Any other gaps? 

Totals

CHAPTER XII —
 SUM
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  Shapers have significant control over how
 m

uch 
 value can be created, m

oved, consum
ed and cap-

tured by a Value N
etw

ork. 

  In this chapter w
e have seen that it is m

ore than just 
cartographers w

ho do this, but also com
petitors and 

com
plem

entors.

  A
s you scale, you w

ill need to m
onitor the entities 

playing these roles, and are likely to increasingly 
engage w

ith them
 directly, potentially bringing 

them
 into your Inner Value N

etw
ork.
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