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Are you a leader of a growing mid-market firm? 
LOCATION: 

Virtual Via Zoom 

Join Verne Harnish and his experienced team for 2 days    

of virtual executive education. 

The Scaling Up Performance Platform has helped the leadership 

teams of over 70,000 scaleups through a set of tools/techniques 

that address the 4 decisions in scaling a business: People, Strategy, 

Execution, and Cash – based on the book Scaling Up: How a Few 

Companies Make It…and Why the Rest Don’t with almost a half- 

million copies in print across 17 languages. 

This multi award-winning global master class originally offered to 

YPO exclusively has been honed over two-decades and offers scaleups a complete 

solution – a combination of assessments, learning, coaching, and software to help 

you manage the chaos that comes with scale. It’s an interactive virtual workshop 

with breakout rooms meant to facilitate discussions and decision-making. 

DATES: (Singapore Time) 

April 6 - CEOs-Only Pre-Session: 

9am-10:30am SGT 

April 7 - People & Strategy: 

9am-12:30pm SGT 

April 8 - Execution & Cash: 

9am-12:30pm SGT 

 
AUDIENCE: 

Executive leadership 

(teams & individuals) 

 
COST: 

What we’ll cover: 

PEOPLE – Recruitment, onboarding, 

coaching & culture: Designing the 

employee journey. 

STRATEGY – Purpose, core 

customer, brand promise & 

Identifying the company culture. 

 

EXECUTION –Systems, processes & 

accountability through current 

technologies. 
 

CASH –Cash flow, margins, key 
performance indicators, efficiencies 

Who this workshop is for: 
 

• Leadership teams new to Scaling Up who 
want to get a significant jump-start in 
implementing the tools and techniques. 

• Experienced leadership teams desiring to 
review, fine-tune, and advance their 
implementation of Scaling Up. 

• CEOs with new team members they want 

to get up-to-speed and spend quality time 

integrating onto the team. 

• CEOs looking to strengthen relationships 

with the leadership of customers/key 

suppliers. 

• CEOs who want to run their companies like 

a professional sports team, not a family. 

1-2 Execs: $395/seat 

Team of 3: $995 ($332/additional seat) 

Team of 8: $1995 ($250/additional seat) 
   

INCLUDED: 

- 2 online team assessment tools to 

be completed prior to arrival 

 
 
 
 

 

Ready to Scale Up? 
To register visit http://bit.ly/ 

MasterclassSG 

Voted the “Best Business Educational Event” in YPO 
 

For any additional inquiries, email 

grow@growthcatalyst.com.sg 

 
 

 
... and hosted in over 40 other cities worldwide 

http://bit.ly/MasterclassSG
http://bit.ly/MasterclassSG
mailto:grow@growthcatalyst.com.sg
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Incorporated into the 4 decisions a leader must make are powerful growth tools and worksheets to help you scale 

more seamlessly. During our time together, we will cover: 

 

  
• Best-Practice Hiring Techniques: 

How to spot, attract and keep top talent 

• How to connect with every single person in your organization 

• The hottest senior position in today’s growth companies 

(create it, ll it, and watch everyone get smarter) 

• Business Units vs. Functional Heads: 

Find the perfect balance and keep customer satisfaction soaring 

 
People Tools: 

• One-Page Personal Plan (OPPP) 

• Function Accountability Chart (FACe) 

• Process Accountability Chart (PACe) 

 

• The weakness in most growth environments that poses the 

biggest threat 

• Accountability – Get the right people doing the right things 

• Every person in your organization must be on the same page 

• KPIs: Track short-term, focused, measurable outcomes 
 

Strategy Tools: 

• SWT 

• 7 Strata 

• One-Page Strategic Plan 

• Vision Summary 

• 3 Daily Huddle must-haves 

(invest 15 minutes to free up a full hour) 

• Weekly Meeting Checklist: 

6 crucial items you can cover in 60 minutes 

• Quarterly Meetings: 5 non-negotiable agenda items to align 

everyone with the organization’s goals and priorities 

• The single most powerful question to ask in Quarterly Meetings 

to guarantee scalable gains 

• How meetings eliminate the perception of micromanagement 
 

Execution Tools: 

• Who What When (WWW) Worksheet 

• Rockefeller Habits Checklist TM 

• Scaling Up Scoreboard 

 

• Accountabilities vs. Processes: the difference and why you must 

track both 

• Drilling down: The real reason to chart work ow 

• Identify the numbers you must watch daily to maintain your 

growth trajectory 

 

Cash Tools: 

• Cash Acceleration Strategies (CASh) + Cash Conversion Cycle (CCC) 

• The Power Of One 

 

Additional Tools for Managing Growth* 
*Not included with registration  

Ready to Scale Up? 
To register visit http://bit.ly/MasterclassSG 

For any additional inquiries, email 

grow@growthcatalyst.com.sg 

EXECUTION PEOPLE 

PROGRAM TAKE-AWAYS 

http://bit.ly/MasterclassSG
mailto:grow@growthcatalyst.com.sg
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GOALS AND STRATEGY Strategy 

 
The average score for this section is 33.7. Your average score is 45. 
Therefore, on average you are doing better than your peer group. 

We have formulated a long term (non-financial) goal We work with a strategic plan
 

you 

peers 7 

10                    
you 

9 
peers 5.9 

You have formulated a long-term goal. That's great, because a long- 
term goal provides direction and context and above all motivation 

You have a well-thought-out business plan and are working with 

for all employees. Companies that do this effectively are at an   
Establishing your goals, strategy and action plan can bring about   

enormous advantage. Try keeping this "alive" and repeating it as        
of clarity and teach you to anticipate certain challenges. That's   

much as possible. right approach to growing! 

We have formulated yearly goals 
Each employee has personalized goals 

you 5 
you 5 

peers 6.7 
peers 5.3 

You do not yet formulate clear, measurable annual goals. The clearer  
You have started working on personal goals; that's good. Team goals 

and more measurably you formulate your goals (both financially and 
and personal goals are the next step in  working  efficiently. 

organizationally or with regard to product or market development),        
creates clarity, commitment, personal responsibility and motivation. the 

higher the chance that you will also achieve those goals. This will 
Good luck working out your personal goals in further detail. 

have a clarifying and motivating effect and ensure growth. Given the We have implemented a growth methodology 
size of your company, we recommend that you implement this as 
soon as possible. you 

peers 4.4 
We have formulated quarterly/monthly goals (other than financial goals) You  have  already  fully  implemented  a  growth  methodology, you 5 compliments! That will create a strong foundation for further scaling 

peers 5.9 up. Well done! 
You have started setting measurable monthly or quarterly goals. 
Given the size of your company, it's important to continue to 
implement this quickly. After all, monthly or quarterly goals give you 
guidance and ensure that you will achieve your annual goals. Think of 
them as "small sprints" that you have to win in order to achieve your 
annual goal. Fast growers are very disciplined in this process. 
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The Scaling Up Assessment will show you 

findings in comparison to your peer group. 

Your peer group being companies that are of 

a similar size and in the same organizational 

phase. Our understanding, however, is that 

almost all organizations undergo the same 

phases and challenges. It’s usually when tho- 

se challenges have been accomplished, with 

the right people in the right seats, implemen- 

ting a clear strategy and execution design, 

with sufficient funds and ideal leadership 

that the organization is ready for further 

growth and Scaling Up. In this report, you 

will receive a score based on how you are 

doing with regards to your people, strategy, 

execution and cash. We will also compare 

your scores to your peers so you can see 

where you fall. 
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The Cash Flow Story and assessment 

created for all companies in attendance of 

this workshop includes 14 pages of in-depth 

cash assessments meant to shed light on 

the financial sensitivities of your business. 

You’ll clearly be able to see profitability 

trends, revenue growth vs. COGS growth, 

revenue growth vs. overheads growth, your 

current working capital and your working 

capital trends, and more. Also included in 

this assessment is the “Power of One”, which 

shows you how simple 1% and 1-day move- 

ments across just 7 aspects of the business 

can dramatically improve cash and profit 

 
 
 
 
 
 
 

 

YPO Past Attendee Feedback: 

 

“The most intense and highest value for time 
and money training event from YPO so far. 
I wish we could have some of this in HBS.” 

– Izi Kohen (Istanbul Chapter) 

it.  

a lot 

the 

This 

12 

 
THE SCALING UP ASSESSMENT AND CASH FLOW REPORTS 



Scaling Up 
MasterClass 

 
 
 
 
 
 
 
 

Verne Harnish – Scaling Up 

Verne Harnish is founder of the world- 

renowned Entrepreneurs Organization 

(EO) and chaired for 15 years 

EO‘s premier CEO program, the “Birthing of Giants“ held at MIT, a 

program in which he still teaches today. Founder and CEO of 

Scaling Up, a global executive education and coaching company 

with over 180 partners on six continents who have helped over 

70,000 companies, Verne has spent the past three decades help- 

ing companies scaleup. He’s the author of the bestseller 

Mastering the Rockefeller Habits, and along with the editors of 

Fortune, au-thored The Greatest Business Decisions of All Time. 

His latest book Scaling Up (Rockefeller Habits 2.0) has won 

eight major interna-tional book awards including the prestigious 

International Book Award for Best General Business book. 

 

Patrick Cheo – Execution  

Patrick Cheo established Adam Khoo 

Learning Technologies Group (AKLTG) 

with Adam Khoo in 2002. As the Chief 

Executive Officer, he oversees the 

management of the Group’s finance, 

marketing and operational activities. 

Patrick was instrumental in initiating and developing the 

Group’s overseas ventures in Malaysia, Indonesia, 

Vietnam and the Philippines. A fervent believer of 

growth, he constantly explores new markets and 

opportunities. With his strong business acumen, he has 

transformed an SGD 8,000 start-up capital into an SGD 20 

million turnover for AKLTG. Within a brisk period of 6 

years, he also grew AKLTG from a 2-men operation to 

having a staff strength of over 100. 

Alan Miltz – Cash Flow  

As founder of Cash Flow Story, Alan 

Miltz has developed financial anal- 

ysis techniques that have become 

a global standard for businesses, 

CPAs and banks. These techniques are now being used in 30 coun- 

tries by over 20,000 customers including 500 leading banks. 

The diagnostic principles he developed are now changing the way 

business leaders are reviewing their financial performance. He was 

also one of the co-authors of the bestselling book Scaling Up by 

Verne Harnish. His concentrated business savvy has also assisted 

a large number of Australian companies to successfully raise debt 

finance from the major financial institutions to over $1.4B to date. 

Alan is a previous Best Speaker in Australia for TEC, the world’s larg- 

est CEO forum. He is currently of the board over 13 well-recognized 

Australian companies. 

 
Jeremy Han – Strategy/Culture 

 
 

Jeremy is both a practitioner as well as a coach 

of the Rockefeller Habits. Besides coaching 

others, he successfully implemented Scaling Up 

as a member of the leadership team in his 

company, growing net profits 6X  

between 2015 – 2018, and increasing cash in bank more than 8X 

within the same period. He works with executive teams across Asia 

to scale their business and scale their impact. His clients have 

rated him an average of 9/10 as a coach, and have seen business 

growth between 40-400% over 3-year time frames. Some highlights 

are a Taiwanese furniture company that continues to grow 100% 

every year since 2017, a Philippines pharmaceutical company that 

grew 120% in 2018 and a Hong Kong fashion business that hit its 

highest profits in 17 years after implementing Scaling Up for 2 

years. 
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YPO Past Attendee Feedback: 

 
“Event was not only thought provoking, 
but also giving the actual tools to 
transform the organization for further 
growth.” 

– Anar V. Aligioulov (Europe One Chapter) 

 
“Absolutely fantastic event- highly 
recommended it.” 

–Sharen McCabe (Dublin Chapter) 



Scaling Up 
MasterClass 

 
 
 
 
 

ON GROWTH? 

The Master Class Workshop isn’t for everyone. 

We believe you must have one of two mindsets to fully benefit from attending: 

1. If you’re frustrated knowing that your business could be better in many ways, but you keep running into obstacles with 

every attempt to improve, then this workshop is for you. 

2. If you’re passionate about and committed to growing your business in new and unpredictable ways, then this workshop is for you. 

 
Take the quick test created by Dan Sullivan below to see where you fall!  

See the next page to find where you fall on the Scaling Up Scorecard. 

 

 

Mindsets 1 2 3 4 5 6 7 8 9 10 11 22 Scores 

The optimum mindsets 

of those individuals 

who most maximize 

what you create in the 

marketplace. 

Failure Frustration Conventional Success Transformative Goals 

 
Feel sorry for 
themselves 

 
Don’t know how to 
help themselves 

 
Don’t know there’s 

anything better 

 
Always making 

themselves better 

 
12 

      

12 

The Optimum Maximizer ena- 

bles you to transform every 

area of your decision-making, 

communication, positioning, 

and marketing. You can bring 

the Optimum Maximizer into 

your daily activities through 

a Mindset Scorecard, which 

consists of eight mindsets 

developed through four 

columns of “scoring 

statements.” Depending on 

how individuals reading your 

Scorecard evaluate 

themselves, they will choose 

one of the four columns for 

each mindset and then 

choose one of the three 

numbers in that column 

based on where their own 

mindset falls in relation to a 

best possible score of 12. 

Individuals who feel sorry for 

themselves are failures to interact 

with because they habitually see 

themselves as victims of their 

circumstances. 

 
• Unfairness: They feel that 

other people have unfair 

advantages that enable them 

to do things faster, easier, and 

cheaper and achieve bigger 

rewards. 

 
• Reactivity: Everything in the 

world is changing in so many 

ways that life is hopelessly 

complicated and confusing. 

• Blame: They feel that outside 

factors are totally in control of 

the future and that these are to 

blame for their failures. 

Individuals in this column know 

that their lives could be better in 

many ways, but they keep running 

into obstacles with every attempt 

to improve themselves. 

• Painful: They have become 

painfully aware of an increasing 

number of areas in their lives 

where they are not growing or 

succeeding. 

 
• Deficient: They want to make 

a big jump, but they lack the 

practical vision, discipline, 

structure, and process to stick 

with anything for very long. 

 
• Anxious: They feel increasingly 

anxious that they woke up too 

late, wasted too much time, and 

will never catch up. 

These individuals played by the 

rules, got to the top of other 

people’s ladders, and see that all of 

the uncertainty and hard work of 

their careers is in the past. 

• Status: They feel that they have 

earned the right to be admired 

and to be recognized as having 

arrived at the top of their fi ld 

and specialty. 

 
• Lifestyle: At this point, their 

biggest goals and rewards, and 

most motivating activities, lie 

outside of their work, in the area 

of lifestyle. 

 
• Incremental: They still desire 

business and personal progress 

but don’t believe anything drama- 

tic is possible. 

These individuals are passionate 

about and committed to always 

growing in new and upredictable 

ways. They seek things that are 

new, better, and different. 

• Self-Improving: They are moti- 

vated increasingly by their own 

internally-generated purpose, 

standards, and goals — all 

leading to transformative growth. 

 
• Expansive: They continually 

measure their progress by 

increasing capability, creativity, 

credibility, connections, 

confidence, and cash. Everything 

gets better. 

 
• Abundance: They love helping 

others transform themselves 

and are committed to making 

every “pie” much bigger. 

 
12 

 
12 

 
12 

 
12 

 
12 

 
12 

WHO you’re looking for is actually YOU. 

WHAT‘S YOUR MINDSET 



Scaling Up 
MasterClass 

 
 
 
 
 
 

 

Are you transforming your company's responsive ability to 

continually expand itself? 

 
Further looking at our 10 Rockefeller Habits, which words and phrases resonate with you? 

Take the quick test created by Dan Sullivan below to see where you fall! If you score 4-6 or 10-12, we’ll be of great 

service to you. If you score 1-3 or 7-9, we don‘t recommend our Master Class. 

 
 
 
 

Mindsets 1 2 3 4 5 6 7 8 9 10 11 12 
Score 

A 

Score 

B 

1 

Healthy And Aligned 

You’re always disappointed with 

the attitudes and behavior of the 

majority of your employees. Where 

are the good people? 

You have key employees who 

totally “get it” and others who don’t, 

but you don’t know how to increase 

the number who do. 

Your company is staffed with 

individuals who know their jobs 

and reasonable company growth is 

guaranteed. 

You’ve developed your employees so 

that they always feel knowledgeable, 

aligned, engaged, and valuable. 

  

2 

Number One 

Accomplishment 

You’re so overwhelmed with cash 

flow unce tainty that the biggest 

quarterly accomplishment is just 

being in business. 

You do your best to keep everyone 

up-to-date with the most important 

objectives, but you wish it could be 

more systematic. 

You’ve built your company to work 

like a machine that only needs 

regular maintenance to be 

continually profitable. 

You ensure that everyone is confi - 

ently committed to the single biggest 

90-day accomplishment for the whole 

company. 

  

3 

Communication 

Rhythm 

You feel increasingly isolated and 

anxious because you don’t know 

how your company is operating in 

the marketplace. 

You know that everyone in your 

company wants to be more clued 

in, but you’ve always been too 

busy to figure out how. 

Your expectations for all of your 

employees is that they master 

their job descriptions and achieve 

performance standards. 

Your communication processes 

continually keep everyone up-to-date, 

energized, and focused. 

  

4 

Complete Personal 

Accountability 

You are paralyzed by the thought 

that industry breakthroughs are 

making your products and opera- 

tions obsoleted. 

You’ve definitely mad progress in 

assigning capability, but you don’t 

have a plan for making it 100% for 

crucial activities. 

You’re the one who sets goals for 

your company and for the most 

part only key managers need to 

know the goals. 

You’ve trained someone to be perso- 

nally accountable for achieving goals 

in every crucial area of organizational 

progress. 

  

5 

Strategically Crucial 

Input 

You are continually blindsided by 

employees who hide bad news and 

do the bare minimum to hold on to 

their jobs. 

You’re getting better at picking up 

what your employees are noticing, 

but you don’t know how to create a 

process for this. 

You’ve been in your business, 

marketplace, and industry for so 

long that there isn’t very much that 

employees can tell you. 

You’re continually informed about 

obstacles and opportunities by 

employees who are creatively 

transforming them. 

  

6 

Consumer Feedback 

Data 

You know there are so many un- 

happy clients and customers that 

it’s not even worth the effort to 

turn things around. 

You totally know that feedback 

from your customers is crucial for 

staying ahead, but you don’t know 

how to organize this. 

You have regular reviews with your 

best customers, and unless there 

is a major complaint you know 

everything is okay. 

You are always systematically impro- 

ving the quality and depth of consu- 

mer feedback so that it is as timely 

and useful as your financial ata. 

  

7 

Core Values And 

Purpose 

You’re aware that most of the 

people who work for you don’t even 

know what your company does for 

customers. 

You know that your best people 

support your vision for the com- 

pany, but it’s not written down for 

everyone to know. 

You have been able to build a 

very successful company without 

anything written or said about 

values or purpose. 

Your company’s culture is continually 

expanded out of core values and 

a central purpose that everyone 

supports. 

  

8 

Employee Articulation 

You’ve gone your entire career wit- 

hout having any strategy for your 

company beyond paying yourself a 

decent salary. 

You set goals for your company 

and reward people when they’re 

achieved, but you’ve never commu- 

nicated in terms of strategy. 

You find that the kind of managers 

and employees who work best for you 

don’t need to know about your 

ambitions. 

You measure your organization’s 

capability by every employee being 

able to articulate the company’s most 

ambitious strategy. 

  

9 

Employee 

Quantificatio 

You can tell just by looking at them 

that most of your employees only 

show up for work because they 

need the money. 

You do many things to keep 

everyone’s energy high, but you’ve 

never seen employee self-measu- 

rement as a way of doing this. 

You have established performance 

benchmarks to bonus all of the key 

individuals and they always know 

what they are. 

You increase the energetic 

confidence of the entire company by 

each employee being able to 

measure their good days and weeks. 

  

10 

Visible Plans And 

Performance 

You don’t know if you’ll be able to 

keep meeting payroll for the rest 

of the year -- something that 

you’re keeping secret. 

You tell the key people about 

company growth and achievement, 

but you don’t use visible measure- 

ments to do this better. 

You have regular get-togethers 

for most of the key players and, 

as a result, everybody knows that 

things are going well. 

You continually inform everyone ab- 

out the visible growth of the company 

and about the visible success of 

company plans. 

  

Scorecard 
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