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GLOBALSCALEX
BUILD YOUR PATHWAY TO INTERNATIONAL SUCCESS
The two leading business schools in the Nordics have
combined their knowledge and experiences to help
companies to scale. Aalto University Developing
Entrepreneurship and BI Norwegian Business School have
a long history of working globally, providing a researchbased and highest-quality level of entrepreneurial
education, leadership and strategy development using
innovative, agile and practical methods.

With the Nordic Scalers GlobalScaleX program we are
creating a Nordic collaboration that brings unique
benefits for scaleups offering broader networking
possibilities for peer learning and ensuring that
companies have the skills and knowledge to reach their
full potential.

WHO IS IT FOR?
• Businesses with demonstrated product-market fit and annual revenue
at minimum of 2M€
• Annual growth at least 20% in the past 3 years
• Global potential and scalable technology
• Core team to join the program being responsible for the main
functions in the company (2-3 persons)
+ Advantage from being aligned with United Nation´s sustainable development goals
+ Diversity in team composition considered as advantage
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GOALS FOR THE PROGRAM

1

Meet other growth companies from
Nordic and learn from piers

2

Connect with Nordic and UK ecosystem,
innovation hubs and investors

3

Work hands on with the scaling strategy
using research-based tools and help of
dedicated business experts and mentors

SCALE-UP PROCESS
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Current state
analysis

Setting future
targets

• Maturity level and
vector profile
described with 12
indicators

• Target maturity and
desired vector
profile

Gap analysis
• Which things
contribute to or
hinder the
achievement of
future targets?

© Aalto University Developing Entrepreneurship & BI Norwegian Business School

Action plan and
tools
• What we need to do
to achieve our future
targets?

PROGRAM FLOW
Program
Kick-off
Date: 20.10.2021

•
•

•

Welcome to
the program
Introduction of
the program
team,
objectives,
schedule etc.
Meet the other
participants &
company
presentations

Module 1 (online):
Scale-up analysis
Date: 27.-28.10.2021

• Introduction to
Scaling up
• Current State
Analysis
• Target-Setting
• GAP Analysis

Module 2 (Oslo):
Growth Strategy
Date: 17.-18.11.2021

•
•
•
•

Module 4
(Helsinki):
Leading Growth

Module 5 (UK):
Financial Management,
Venturing & Fundraising

Demo
Day

Date: 15.-16.12.2021

Date: 19.-20.1.2022

Date: February 2022

Date: TBA

•
•
•
•

Business Model
Market research
Who is your
customer?
Customer
acquisition

•
•

•

•

Preparations
Company-specific
Mentoring Process

International
Scaling models
Expansion
strategy
Partnership and
Alliance
Managing Risk
in International
Growth

Module 3 (online):
Customer & Market
focus

Leading a
Scale-up
Creating
Successful
Culture &
Teams
Identifying and
Recruiting the
best talent and
potential for your
company
Motivation and
communication

•
•
•

Risk
management
Financing and
business scaling
plan
Types of
investors
Valuation and the
fundraising
process

Program (4 months)
Mentoring session

Mentoring session

Mentoring session
1.6.2021

•
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Mentoring session

Pitches
for
Investors

Module 1

METHODS

SCALE-UP ANALYSIS –
IDENTIFY THE BARRIERS FOR GROWTH
Day 1
INTRODUCTION &
CURRENT STATE ANALYSIS

Day 2
TARGET-SETTING &
GAP ANALYSIS

Introduction to Scaling up

Target-setting

Growth Entrepreneurship
Target maturity
Morning

Entrepreneurial Strategies for Growing
Businesses

Desired vector profile

The Triple Chasm Model Platform
Unique online collaboration platform which
brings to life all the tools and insights set out
in the Scale-up Manual. The Triple Chasm
Model Platform provides a data-driven
decision support environment based on the
new tools and frameworks described in the
Scale-up Manual. Overall navigation around
this comprehensive toolset is provided via
the Commercialization Monitor

Stages of taking a new technology / project /
business from innovation to business
the future

Lunch

Current State Analysis

Afternoon

Vector profile using 12 different indicators:
1. Market Spaces,
2. Proposition framing, competition &
Regulation,
3. Customer Definition,
4. Distribution Marketing & Sales,
5. Commercialization strategy,
6. Business model,
7. Tech Dev & Contingent Deployment,
8. IP Management,
9. Product & Service Synthesis,
10. Manufacturing & Deployment,
11. Talent Leadership & Culture,
12. Funding & Investment

GAP Analysis
Identifying company´s strengths and competitive
advantages
Recognizing the weaknesses and development
areas
Detect and select the strategic target based on the
allocation of resources
Identify company´s growth and scaling barriers
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Module 2

FACULTY

GROWTH STRATEGY

Morning

Day 1

Day 2

Value creation models, business
models and scaling models for IT
companies

Alignment of interests
Why is alignment of interests important?

How do companies create value?

How can alignment of interests be established
and maintained?

What is your company’s business model?

Partnership and alliances in networked economies

How do different kinds of IT companies scale?

Lunch

What is your scaling model?

Risk assessment and risk
management

What kind of an IT company are you?

The stepwise development model

Which activities are the most critical in your
company’s scaling model?

“Fail it”, “nail it”, “scale it”, “sail it”

Afternoon
Which kinds of resources are the most critical?
Which competencies will be the most critical?
Which factors are likely to slow down or constrain
your scaling process?

The Venture Capital model
Is your company ready to scale?

Evaluation of Module 2
Homework – mentor colalboration
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Module 3

FACULTY

CUSTOMER & MARKET FOCUS

Day 1

Day 2

Business model analysis

Reducing your market risks

What do business models do and how do they
relate to your strategy and your tactical
alternatives?

What can you do to reduce your risk of market
failure?
Lean start-up and scaling-up methods

Morning
The value creation side of your business model

Downside risks
The delivery side of your model
Upside risks
The value appropriation side of your model

Lunch

Who is your customer?
How do you create value for your
customer?

Customer acquisition and customer
retention

Analyze your company’s value creation model

Metrix that matters

User and buyer analysis
Afternoon
What are your value propositions and value
drivers ?
What will drive the sales process?

Quality and customer satisfaction
How to measure your customers’ satisfaction?
Costs of customer acquisition
Costs of customer retention

How will you organize your sales and marketing?
Text
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Module 4

METHODS

LEADING GROWTH

PRE-MODULE
Hogan Leadership
Assessment

Participants
fill
individually
Hogan
Leadership
Assessment

Morning

Individual
meeting with
coach to go
through the
results from
the Hogan
Assessment

Hogan Leadership Assessment
Day 1
LEADING A SCALEUP

Day 2
TALENT MANAGEMENT

Leading a Scale-up

Motivation and
Communication

• To be aware of your
mindset and thinking
• Psychological safety is the
foundation of creativity physiology of
psychological safety and
how to actively create it

The importance of
communication to a growing
business and how to
motivate teams and
individuals

Use the powerful science of personality
assessment to help organizations build great
leaders, impact the bottom line and develop
talented employees. Grounded in more than four
decades of validated research, Hogan
assessments were the first to scientifically measure
personality for business. These results provide a
comprehensive, valid, and in-depth summary of
leader’s strengths, values, and challenges. The
assessments are designed to help understand his
performance potential, and any barriers to
achieving it.

Lunch

Creating Successful
Culture

Afternoon

• Courage orientation in
conversation; high stakes
and tough moments, who
isn't afraid?
• High quality conversation
model (OK5) is always
effective - learn to use it

Identifying and Recruiting
the best talent and
potential for your company

Company Case
Facilitated discussion
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Module 5

METHODS

FINANCIAL MANAGEMENT,
VENTURING & FUNDRAISING

Morning

Day 1
SCALING IN THE UK

Day 2
SCALING IN THE UK

Scaling in the UK

Scaling in the UK

Working with The Department for
International Trade
UK Ecosystem
Setting up in the UK
Finding UK base

Risk management
Financing and business scaling
plan
Types of investors
Valuation and the fundraising
process

GlobalScaleX @UK
Day 3
SITE VISITS

Tailored Site Visits

GlobalScaleX Study tour to UK offers great
possibility for companies to find the right contacts
and get help for setting up in the UK. Study tour is
tailored according to companies´ needs and the
Day 2 is dedicated to these site visits that The
Department for International Trade is helping us to
organize. Companies will choose from different
options how they want to spend the day in UK;
meeting investors, partners, customers or
suppliers, get to know the ecosystem etc.

Lunch

Matchmaking

Matchmaking

One-on-one meetings

One-on-one meetings

Tailored Site Visits

Afternoon
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MENTORING PROCESS

Identifying
the Scale-up
barriers

1.6.2021

Finding the right
mentor from
partner network to
support scaleup
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4 mentoring
sessions during the
program

Project Duration

Target group

October 2021 –
February 2022

Founders & management
team members of growth
companies

Number of participants

Location

8 - 12 companies

Online, Oslo (Norway),
Helsinki (Finland), UK

(2-3 person per company)

CONTACT INFORMATION
Monika Torkki
Program Manager
Aalto University Developing Entrepreneurship
+358 10 837 3823
monika.torkki@aaltoee.fi
Hoa Le Nguyen
Head of Scaleup/ Kongsberg Innovation
BI Norwegian Business School
+4746410847
hoa@bi.no

