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DESIGNING AN EXPONENTIAL BUSINESS

/dɪˈzʌɪn/

a	plan	or	drawing	
produced	to	show	
the	look	and	
function	or	workings	
of	a	building,	
garment,	or	other	
object	before	it	is	
made.

/ˌɛkspəˈnɛnʃ(ə)l/

(of	an	increase)	becoming	
more	and	more	rapid.

of	or	expressed	by	a	
mathematical	exponent.


a	commercial	
operation	or	company.


/ˈbɪznəs/


/dɪˈzʌɪn/ ɛkspəˈnɛnʃ(ə)l/ bɪznəs/


A	PLAN	TO	PRODUCE	MATHEMATICALLY	RAPID	COMMERCIAL	GROWTH
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DESIGNING AN EXPONENTIAL BUSINESS 

1. MASSIVE TRANSFORMATION PURPOSE
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DESIGNING AN EXPONENTIAL BUSINESS 

2. THE OPTIMAL EXPERIENCE OF FLOW
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DESIGNING AN EXPONENTIAL BUSINESS 

3. THE MASS MINDSET

ARE	YOU	DESIGNED	FOR	EXPONENTIAL


CAPACITY?


CAN	YOUR	BUSINESS	MODEL	HANDLE	THE	MASS

BEFORE	IT	ATTEMPTS	TO	ATTRACT	IT?



DESIGNING AN EXPONENTIAL BUSINESS 

4. THE COMMUNITY EFFECT NOVELTY

UTILITY



DESIGNING AN EXPONENTIAL BUSINESS 

5. YOUR CORE UNIQUE FLOW
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DESIGNING AN EXPONENTIAL BUSINESS 

6. ITS THE PROCESS, NOT SIZE

SCALEABLE	PROCESSES:	PROCESS	SCALES.	NOT	SIZE.	NOT	SALES.	NOT	BANDWIDTH.


E.G.	UBER	I	NETFLIX	I	SOUTHWEST	



DESIGNING AN EXPONENTIAL BUSINESS 

7. LEAN THINKING

WHICH	ACTIONS	KEEPS	US	FREE	FROM	INVESTING	BANDWIDTH	IN	ANYTHING	OTHER	THAN	OUR	CORE	
UNQIUE	FLOW?



DESIGNING AN EXPONENTIAL BUSINESS 

8. HOLACRACY CULTURE

ARE	WE	TRAINING	THE	SYSTEM	TO	BE	SELFISH	OR	TRANSFORMATIVE	(FLOW)



DESIGNING AN EXPONENTIAL BUSINESS 

9. PARTNERSHIPS AND COLLABORATIONS

THE	LEVERAGE	IS	THE	ECOSYSTEM
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