1" Order Concepts

2"d Order Themes Aggregate Dimension

. Conduction of market analyses to identify business opportunities.
Derivation of market potentials by evaluating market sizing, market segments, market dynamics, etc.

. Conduction of cross-industry and competitor analysis.

Monitoring changing markets and technology

trends 3
Scanning environment and

. Conduction through customer analysis to derive customer needs.
Identification of target customer characteristics (e.g., willingness to pay).
Collecting and transforming insights from market research.

recognizing opportunities

Monitoring changing customer needs

Testing hypotheses iteratively to validate/Talsify them and derive insights.
Identification of problem-solution fit followed by a strong and validated product-market fit
Starting pilot projects to gather first feedback and to develop the product.

Testing and validating continuously developed
business hypotheses Adjusting iteratively the
business model with an

g Developing a business model allowing scaling to meet viability, feasibility, and desirability standards
Creation of a business model embracing relevant stakeholders

Generation of network effects to create traction

asset-light structure

Choosing a scalable business model with an asset-
light structure

The attraction of dedicated and highly skilled employees.
Building of complementary workforce.
Establishment of a strong entreprencurial mindset and vision within the team.

Finding diverse top talents and high-performing
individuals

+ Delegation and orchestration of strategics, tasks, and responsibilitics
Alienation from manager and integration into middle management.

L Development of managerial experience and expertise.

Realizing strong leadership via middle

management Building efficient and

entreprencurial workiorce

*  Development and decision on strategic vision and implementation plan.
Clear communication of strategy to enhance and ensure team alignment and team motivation.
Establishment and communication of growth and scaling strategy.

synthesized with leadership
Aligning people and processes along a clear vision and vision

with organization-wide communication

Creation of synergies, dedication, and coherel thin teams and units to smoothen processes.
Continuous evaluation of the workforce and provision of development programs.

. Intensification of employer branding a s to attract diverse and skilled top talents.

Building up excellent HR management by
attracting, retaining, and empowering staff

. Development of a flexible and integrative tech stack that allows scaling.
Introduction of i ble technologies that can be lemented across different i
Creation of technology i to enhance perf efficiency.

Developing a flexible and scalable technology
infrastructure

Investment in marketing and sales to enhance product visibility.

Achieving operational

m

strongly in proy ng marketing and

Identification and evaluation of marketing and sales channels to promote the product
Collaboration with testimonials, pilot customers, and partners as signalling effect into the marku

excellence enabled by

sales activities digitization

Establishment of efficient processes by automation and standardization.
Collaborating with external experts to enhance process efficiency and product performance.
Definition of relevant KPIs and then continuous tracking and monitoring of KPIs.

Establishing operational excellence based on data-
driven decision making

Integration of customer data and feedback for product development to create lock-in effects.
Constant interaction with relevant stakeholders to adjusl the cfl':mlg accordingly.

Development of rapid product development and ad 1o ensure rel

Rapid development of products and lock-in effects
for customers

Access to relevant advisors, networks, and ecosystems.
Establishment of parmerships to create synergies between stakeholders.
Collaboration with large and adopters to create signalling effects

Creating synergies through networks and
ccosystems Leveraging internal

and external resources to

Definition of stratcgies and tactics to outperform competitors.
Establishment of liquidity to acquire market participants and
The exploitation of mechan to generate additional revenue streams

hen market p

e.g., from data)

enhance positioning and
market expansion

Dominating niche quickly to expand to bigger
markets

Establishment of Customer Relationship Management mechanisms
Provision of individualized customer service to enhance customer satisfaction
s Integration of customer feedback to drive innovation.

Implementing customer centricity

. Demonstration of scalability, resilience and growth ambitions to investors
Collaboration with investors to secure additional financing rounds.

Satisfaction of investors to secure long-term support and guidance.

Ensuring investor satisfaction

. Closing investment rounds to obtain liquidity and accelerate product and venture development.
Large investments to expedite market entry and to gain market shares early on.

Closing investment rounds to d ate credibility to attract additional investors.

Attracting capital as basis
for growth realization

Attracting large sums of capital

Planning the use and integration of external financial resources
Cooperating with investors implies non-financial inputs such as expertise and guidance.
Accessing investors networks in a specific industry or business domain.

Leveraging diverse valuc-adds from investor base

Spreading entrepreneunial culture across the venture, leaving space for experimentation and change.
Crcalc an open, appreciating, and n,ccpl:vc business cnwmnmcm to constantly Laplurc new insights.
blish of formats and to di ledge and experience,

E:

Establishing and reinforcing systems to strengthen
an entrepreneurial and open culture

Cultivating organizational

Continuous reflection on the business model, processes, and offers.
Constant monitoring of market and technology dynamics and trends to secure survival.
Scrutinizing the status quo and identification of new paths forward, implying to kill your darlings

LLLLLLLM%LLLJLM

agility and transformation
culture

Reflecting continuously and critically and
demonstrating willingness for renewal
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Abstract: This study explores the concept of massive and rapid business scaling (MRBS

) in the context of digital start-ups by identifying 20 factors clustered

into seven core drivers. Through inductive qualitative research, the study builds on 53 semi-structured interviews with founders, executives, and advi-
sors, leading to the development of a framework that uncovers seven core drivers of MRBS contributing to the scaling process. These core drivers are as

follows: 1) scanning the environment and recognizing opportunities, 2) iteratively adju

sting the business model with an asset-light structure, 3) achieving

operational excellence through digitization, 4) building an efficient and entrepreneurial workforce combined with leadership and vision, 5) leveraging

internal resources to strengthen positioning and expand the market, 6) attracting capital to facilitate growth realization, and 7) cultivating organizational
agility and a transformation culture. While core drivers one to five imply a processual nature, the sixth and seventh core drivers serve as a foundation for
MRBS. Moreover, this study outlines several areas of tension within the process of MRBS. Therefore, the study provides valuable insights for scholars and

practitioners.



