Tools For Working With Shapers

A quick reminder: Shapers control the level of value in your network.
There are three core roles — Competitors, Cartographers and Complementors.

Once you have mapped them you can think about how you might work with them and identify
strategic moves to align them with your scaling strategy.

4}

CONsUmEeR

CaPTOR

iy
|
W
{

; 24
,!s’\? A
Ayl
i A/ Ll
COORDyy, IATOR

l“l‘ég] a )

Rey |
C'ARTDGRAPHE? CDH_FL _l‘ .
EME) NTor

SHAPER ROLES

Taken from The Scaling Value Playbook ISBN:9783110789478



1.Create a list of all your existing Value Complementors
2.Create a list of potential new Value Complementors as you scale.

Potential New Value
Complementors

Existing Value Complementors
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COMPLEMENTORS
Entities that influence the value of your innovation

Look again at your Value Complementors and think about how you might strategically develop their role to help strengthen your Value Network.

COMPLEMENTORS STRATEGIC MOVES HOW WILL WE ENABLE THIS?
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1.Create a list of all your existing Value Cartographers
2.Create a list of potential new Value Cartographers as you scale.

Existing Value Cartographers Potential New Value Cartographers

CARTOGRAPHERS

Entities that determine the boundaries and amount of value that is
possible within a market

Look again at your Value Cartographers and think about how you might strategically develop their role to help strengthen your Value Network.

CARTOGRAPHERS STRATEGIC MOVES HOW WILL WE ENABLE THIS?
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1.Create a list of all your existing Value Competitors
2.Create a list of potential new Value Competitors as you scale.

Existing Value Competitors Potential New Value Competitors
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COMPETITORS

Entities with similar value offerings to you for the same groups,
or rivals for resources

Look again at your Value Competitors and think about how you might strategically develop their role to help strengthen your Value Network.

COMPETITORS STRATEGIC MOVES HOW WILL WE ENABLE THIS?
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For Shapers, rank where you think your innovation is now. Decide where you are currently placed, and then decide on where you need to be to
achieve your scale goal, i.e., where you need to be within the next 12-36 months. Score them 1-5 to indicate the level for each area. The important thing is to have
a strategy for how you will scale through your Shapers.

We have provided a space for any areas that we have not covered in this chapter that you think is a gap that needs to be plugged for the Shapers
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(2] We have thought about it

(3] We have aplan

(£) We have a tested approach Value 1 We have a strong understanding of each of our D
(&) We have a scalable approach Competitors competitors and their offerings?
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Competitors

Value
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Competitors itors
Value 7 — We know who the cartographers are as we
Cartographers move to scale
Value 8 — The cartographers are supportive of our
Cartographers innovation scaling
Value 9 — We have good access to inform and influence
Cartographers our key cartographers
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10 — We know who our complementors are
Complementors
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Complementors kets we are seeking to scale in

Value 12 — We have the right combination of comple-
Complementors mentors for scale

Other 13 — Any other gaps?
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