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Time to impact
iy Sari Kola, Ecosystem handbook 2020



Networks

”Not all wisdom lives in us”

In network activities there is often an
economical interest

Flock/Swarm
Tribe
Herd/Pack
Group
Community
Stakeholder
Partner

Economic interest



Networks Open networks exist, they are not
created, but they are maintained

Requires activity
Reciprocity / Two-way thing
Exhange

Seller — buyer relationship or co-
creation



Mediators and Development organizations
collaboration
platforms as
network enablers Clusters

Seminars

Joint ventures

Research projects
Export organizations

Digital platforms



How are networks Working together
born?

Knowing each other

Trust

Commitment

Learning together

Cirque du Soleil, photo from Wikipedia

Blue ocean strategy?




The challenges of
Ope rati ng i Nna The engine/leading party has defined the goals

 Big organization/company

* Project
n etWO rk * Public sector agent

« Subcontract relationship

Not knowing each other
Lack of trust

Weak commitment

Different goals

L ack of communication

Vague contracts



Ecosystems

Innovation Startup
Ecosystem Ecosystem

Innovation via
Innovation via Big

Big Companies & Companies &
Public Sector. Public Sector. Customers
Closed process &
Research  |nternal resources

Support
Organizations

. Sources JNEE Customers

Funding
Solutions

Kuva: https://www.startupcommons.org



Ecosystems do not
necessarily require
money to work

Value chains are needed

Commercializing is done
through networks or platforms

There Is no clear business
model In ecosystems

Often supported by public
agents




Co-creation Fasilitated activities

Public-Private-People-Partnership
Openness

Environment

Multidisciplinary

Clear need and commone pain points
Common vision and values

Clear roles for each goals

Conflict management

Reflection



Open
Mind

Open
Heart

Open
Will ,
s
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Who 15 mv Self?
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== VWhen you scale ventures, you will face these ,,areas of tensions“ between

the core company and the venture business systems

Areas of tension

Core company business system set on PREDICTABILITY

Top down

Established  Qualified ; / s High Business Brand O rilatiak Functional Management /
and proven partners COMiSRE [  QUANUEEYE '9 metrics protection miswakes I-shaped traditional
processes
| | | | | | | | | |
Business Eco- Gover- Org. Reward Leader-/
Model system nance DILICE Complexity || Systems Sl il Lol Ownership
| | | | | | | | | |
Validated but  Unusual o Venture RIE Agile Intrapreneurs Raundery
Lean Qualitative Low . leverage : entre-
not proven suspects metrics learning T-shaped .
(?) preneurial

To-be-scaled-up venture / venture busines system set on AGILITY

Source: Ralph-Christian Ohr / Book: Scaling-up Corporate Startups EBS = Universitat




Figure 1. Expanding capital for competitive advantage

Positive
psychological
capital

Traditional
economic Human Social
capital capital capital

What you have What you know Who you know Who you are

e Confidence
e Hope

e Optimism
e Resilience

e Finances e Experience e Relationships
e Tangible assets ¢ Education e Network of
(plant, equip- e Skills contacts
ment, patents, ¢ Knowledge e [riends
data) ¢ [deas

Published in Business Horizons, Volume 47, Issue 1 (January—February 2004), pp 45-50.
Luthans, Luthans, & Luthans in Business Horizons 47 (2004)
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Workshop

Network/ecosystem/stakeholder analysis

Conduct a network/ecosystem/stakeholder
analysis for your company

Do you see your stakeholders as a
network or as an ecosystem?

What type of capital do you exchange with
your stakeholders?

Are there any opportunities for co-
creation?

You can also add stakeholders that you
wish to have in the future with into the
picture.



Figure 1. Expanding capital for competitive advantage

Positive
psychological
capital

Traditional
economic Human Social
capital capital capital

What you have What you know Who you know Who you are

e Confidence
e Hope

e Optimism
e Resilience

e Finances e Experience e Relationships
e Tangible assets ¢ Education e Network of
(plant, equip- e Skills contacts
ment, patents, ¢ Knowledge e [riends
data) ¢ [deas

Published in Business Horizons, Volume 47, Issue 1 (January—February 2004), pp 45-50.
Luthans, Luthans, & Luthans in Business Horizons 47 (2004)



Stakeholder 1 Stakeholder 3

What kind of capital are you What kind of capital are you
receiving”? What is it? receiving”? What is it?
What kind of capital are you giving? What kind of capital are you giving?

What is it? What is it?

Your What kind of capital are you

receiving”? What is it?

What kind of capital are you
receiving? What is it?

company
What kind of capital are you giving? What kind of capital are you giving?

What is it? What is it?

Stakeholder 2 \ Stakeholder 4

Oulu Startup Incubator 2022, Ailinpieti, Ruottinen




