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Set-up & Finale 
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Leadership

Sparring
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Feedback

2.1  Abundant Markets

2.2  Multiple Business Models 

2.3  Evolving Experiences 

2.4  Da Vinci Growth CMO 

3.1  Human-Centric Transformation 

3.2  Open Culture 

3.3  Anticipative Organisation

3.4  Whole-Brained 

4.1 The shared growth opportunity

  

4.2 Cannes preparation

4.3 Cannes: community & impact 

Growth Plan

3.6 Network & Sparring

Growth Plan Feedback 

3.5  Diversity for Growth 

0.1  Personal Introductions

  

0.2  Program and business introductions 

1.1  Humanized Growth Study

1.2  Leading Humanized Growth

1.3  Decoding the World 

1.4  Humanized Growth

Growth Opportunities

1.6 Network & Sparring

1.5  Personal Passion & 

Purpose





Weekly Poll
 



Today’s Agenda 

• Intro & presentation

• Group discussion

• Humanized abundance

• Plenary discussion

• Next steps & close



Myth 
 

“Growth is about 
winning market share 
from competitors”



Focus on increasing

market share

55% 44%

More underperformers

Focus on 

their slice of the pie



8

Overperformers

take a more 

expansive view

Focus on category

growth and beyond

46% 56%



From creative 

software to total 

marketing solutions



From pet food 

to pet care 



11%27% 3%

Remember this?



to thinking abundantly

Approaches



From product 

to service and 

experience 



From functional, 

to emotional 

and social 



Extend based 

on core 

competencies 



Explore 

adjacent 

categories 



But watch out!



Building the skill



Assess and understand 

market developments 

43%
86%

Spotting and 

riding the right 

wave



Listening differently 



Watching 

differently
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Journey maps 





One version

of the truth 

for all 

Ability to link different data 

sources to distil insights

34%
67%



So what & now what



Working 

differently 

Embracing risk and 

experimentation

13% 40%



Hiring 

differently



Make human 

centricity Important



Humanized Growth 

Colleague 

Value
Customer 

Value
Community 

Value
Capital Market 

Value

X X X



Colleagues 



Customer 



Community 



Capital markets 



Exercis

e

Individually

Where are we leading and lagging 

with Abundant Markets?

Why? What is blocking success?

What can I do to enable success?



Exercis

e
In Groups:

1. Introduce yourself

2. Schedule sparring call re 
milestone 1

3. Discuss and prioritize 
best practices for 
enabling Abundant 
Markets success

35 min



Reflection 

Reflect on the Abundant Market  
opportunities & challenges: 

• What are key take-outs?

• What do you need to action?

05 min 



Rory Sutherland

10 Rules of 

Alchemy





The 

Turnaround – 

Lego

Excerpt from 

the Moment of 

Clarity
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Traditional 

business growth 

formulas are 

lacking 



Marketing perceived as 

insufficiently 

commercial



Overperformers 

play chess and 

checkers

simultaneously 

Willingness to accept new 

business models 

39%
71%



Value propositions

Customer 

segments

Customer relationshipsKey activities

Key 

resources

Key partners

Cost structure Revenue streams

Channels

Business Model 

Canvass



> 3 million copies.

> 35 translations 





Friday February 12
9 AM EDT | 2 PM BST | 10 PM CST

Alex Weller & 

Evelyn Doyle

Hosted by IRG Founder Frank van den Driest



Friday February 26
9 AM EDT | 2 PM BST | 10 PM CST

Charlotte Petri Gornitzka
Assistant Secretary General

Hosted by IRG Founder Marc de Swaan Arons

Register here



See you next week!
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