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The	
  10	
  DOs	
  

1.	
  Do	
  not	
  compromise	
  on	
  people.	
  

Talented	
  people	
  have	
  a	
  strong	
  gravitaAonal	
  field.	
  	
  
They	
  aEract	
  talent	
  and	
  other	
  resources.	
  

	
  
To	
  compete	
  on	
  a	
  global	
  basis	
  you	
  need	
  the	
  best	
  talent.	
  	
  
Invest	
  in	
  people	
  and	
  share	
  the	
  benefits	
  of	
  ownership.	
  	
  

Grow	
  both	
  effecAve	
  teamwork	
  and	
  strong	
  individualists.	
  
Accept	
  eccentrics	
  but	
  not	
  negaAvism.	
  



The	
  10	
  DOs	
  

2.	
  Do	
  not	
  compromise	
  on	
  investors.	
  

You	
  need	
  investors	
  for	
  much	
  more	
  than	
  their	
  money.	
  	
  
They	
  need	
  to	
  complement	
  your	
  strengths	
  and	
  weaknesses.	
  

	
  
	
  Overall,	
  the	
  team	
  must	
  have	
  a	
  strong	
  vision,	
  macro	
  and	
  micro	
  

understanding	
  of	
  the	
  market	
  and	
  the	
  product,	
  naAonal	
  and	
  
internaAonal	
  networks,	
  relevant	
  sales	
  experience,	
  supply	
  chain	
  

experience,	
  strategic	
  and	
  operaAonal	
  experience	
  from	
  small	
  and	
  
medium-­‐sized	
  growth	
  companies	
  with	
  internaAonal	
  ambiAons.	
  	
  

	
  
Use	
  your	
  investors	
  proacAvely	
  in	
  recruitment,	
  financing,	
  operaAons	
  

etc.	
  



The	
  10	
  DOs	
  

3.	
  Think	
  big	
  from	
  the	
  start.	
  

Do	
  not	
  limit	
  yourself	
  geographically	
  just	
  because	
  it	
  seems	
  safer.	
  	
  
Use	
  rigorous	
  strategic	
  focus,	
  	
  

and	
  be	
  realisAc	
  about	
  your	
  unique	
  capabiliAes.	
  	
  
	
  

Think	
  of	
  the	
  company	
  as	
  a	
  world	
  leader	
  in	
  its	
  niche,	
  	
  
even	
  when	
  it	
  is	
  small;	
  it	
  is	
  the	
  only	
  way	
  to	
  become	
  global	
  eventually.	
  

	
  
Accept	
  challenges;	
  the	
  impossible	
  has	
  the	
  highest	
  value,	
  	
  

everyone	
  can	
  get	
  the	
  easy	
  stuff.	
  	
  
Accept	
  risk	
  and	
  make	
  room	
  for	
  it.	
  

	
  



The	
  10	
  DOs	
  

4.	
  Dare	
  to	
  be	
  poor	
  in	
  the	
  beginning.	
  

It	
  makes	
  you	
  to	
  see	
  and	
  solve	
  problems	
  in	
  new	
  ways.	
  	
  
It	
  provides	
  less	
  room	
  for	
  acAviAes	
  and	
  forces	
  you	
  to	
  prioriAze.	
  	
  

You	
  must	
  find	
  business	
  models	
  that	
  work,	
  	
  
based	
  on	
  aggressive	
  sales	
  growth	
  and	
  strict	
  cost	
  control.	
  	
  

Do	
  not	
  become	
  a	
  slave	
  of	
  public	
  funding.	
  



The	
  10	
  DOs	
  

5.	
  Communicate	
  vision.	
  

Communicate	
  a	
  large	
  and	
  clear	
  vision.	
  Create	
  enthusiasm.	
  	
  
Relate	
  to	
  the	
  mega	
  trends,	
  	
  

and	
  set	
  up	
  big	
  goals	
  that	
  uAlize	
  these	
  trends.	
  	
  
Say	
  no	
  to	
  many	
  alternaAve	
  possibiliAes,	
  	
  

in	
  order	
  to	
  focus	
  on	
  the	
  best	
  and	
  biggest	
  projects.	
  	
  
PosiAoning	
  yourself	
  for	
  the	
  future,	
  not	
  the	
  present.	
  

Be	
  unique.	
  



The	
  10	
  DOs	
  

6.	
  Love	
  sales.	
  

Launch	
  the	
  product	
  or	
  idea	
  as	
  early	
  as	
  possible	
  
	
  in	
  order	
  to	
  understand	
  customer	
  needs.	
  	
  

Use	
  feedback	
  to	
  conAnuously	
  improve	
  product	
  and	
  business	
  model.	
  
Think	
  of	
  the	
  sales	
  process	
  as	
  a	
  compeAAon.	
  	
  

Have	
  real	
  respect	
  for	
  your	
  customers.	
  



The	
  10	
  DOs	
  

7.	
  Love	
  your	
  product.	
  

Love	
  your	
  technology	
  or	
  services.	
  	
  
Understand	
  it	
  fully,	
  so	
  you	
  can	
  talk	
  to	
  your	
  team	
  with	
  credibility.	
  

	
  Take	
  on	
  a	
  real	
  commitment	
  to	
  innovaAon.	
  	
  
Think	
  long	
  term	
  and	
  industrially.	
  	
  

Be	
  concerned	
  with	
  making	
  a	
  product	
  or	
  service	
  that	
  is	
  used	
  and	
  has	
  
a	
  social	
  value	
  to	
  the	
  world,	
  rather	
  than	
  the	
  commercial	
  aspects.	
  	
  

Invest	
  sufficiently	
  in	
  innovaAon.	
  
Communicate	
  the	
  results	
  of	
  your	
  innovaAon	
  and	
  its	
  relevance.	
  



The	
  10	
  DOs	
  

7.	
  Think	
  about	
  the	
  road,	
  not	
  just	
  the	
  goal.	
  

Love	
  the	
  hard	
  entrepreneurial	
  life	
  despite	
  all	
  the	
  challenges.	
  
	
  Love	
  the	
  compeAAon,	
  the	
  feeling	
  of	
  being	
  on	
  a	
  unique	
  mission.	
  	
  
Know	
  that	
  if	
  you	
  hold	
  out	
  long	
  enough,	
  with	
  the	
  right	
  partners,	
  	
  

you	
  can	
  succeed	
  despite	
  the	
  though	
  odds.	
  	
  
Accept	
  personal	
  risk,	
  and	
  manage	
  it	
  in	
  a	
  construcAve	
  way.	
  



The	
  10	
  DOs	
  

9.	
  Build	
  posiQve	
  long-­‐term	
  relaQonships.	
  

Be	
  a	
  credible	
  leader	
  with	
  effecAve	
  decision	
  making,	
  	
  
learning	
  and	
  problem	
  solving	
  ability.	
  	
  

Take	
  good	
  care	
  of	
  the	
  people	
  around	
  you.	
  	
  
Leave	
  liEle	
  broken	
  glass	
  and	
  creates	
  a	
  loyal	
  follower	
  base.	
  



The	
  10	
  DOs	
  

10.	
  Know	
  yourself.	
  

You	
  need	
  to	
  have	
  strong	
  self-­‐awareness	
  and	
  organizaAonal	
  
awareness.	
  Be	
  clear	
  about	
  your	
  strengths,	
  and	
  willing	
  to	
  find	
  and	
  

use	
  people	
  with	
  complementary	
  talents.	
  	
  
Use	
  your	
  delegaAon	
  skills.	
  	
  

Accept	
  diversity,	
  and	
  think	
  internaAonal	
  business	
  growth.	
  	
  
Find	
  a	
  balance	
  between	
  autonomy	
  and	
  common	
  goals.	
  



Final	
  advice	
  

There's	
  no	
  single	
  key	
  or	
  
magic	
  bullet	
  to	
  success.	
  
It	
  is	
  a	
  combinaQon	
  of	
  
hard	
  work,	
  structure,	
  

discipline,	
  talent,	
  values,	
  
and	
  persistence.	
  	
  	
  	
  	
  

“Without	
  hard	
  work,	
  
nothing	
  grows	
  but	
  weeds.”	
  	
  
―	
  Gordon	
  B.	
  Hinckley	
  



Remember	
  just	
  3	
  things:	
  

There	
  is	
  a	
  big	
  difference	
  between	
  	
  
doing	
  things	
  right	
  and	
  	
  
doing	
  the	
  right	
  things.	
  

Speed	
  is	
  no	
  replacement	
  for	
  direcQon.	
  

Dare	
  to	
  think	
  BIG	
  from	
  the	
  start,	
  always.	
  



 
 
 
          

Unique	
  product	
  filling	
  customer	
  needs	
  
	
  

Global	
  goal	
  –	
  hairy	
  goal	
  
	
  

Global	
  system	
  offering	
  and	
  service	
  
	
  

InternaQonal	
  organizaQon	
  	
  
	
  

Try	
  and	
  dare	
  
	
  

Stayer	
  ability	
  
	
  

Right	
  people	
  
	
  

Financial	
  freedom	
  –long	
  term	
  
	
  	
  

INNOVATION	
  NORWAY	
  /	
  SIVA:	
  
Funding	
  
InternaQonal	
  presence	
  
Ability	
  to	
  act	
  as	
  door	
  opener	
  
Business	
  consulQng	
  	
  
Profiling	
  
High	
  Growth	
  Program	
  

From	
  FAST	
  and	
  cXense	
  experiences	
  	
  


