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Growth phases 

Size 
 

Large 
 
 
 
 
 
 
 
 

Small 

Age of the  
organisation 

Young Grown 

Phase 1 
 
Startup 

Phase 2 
 
Survival 

Phase 3 
 
Success 

Phase 4 
 
Expansion 

Phase 5 
 
Optimal 

From: Churchill, N.C. en V.L. Lewis (1983), The five stages of small 
business growth, Harvard Business review, May-June, pp 30-50. 



Characteristics of phases 

  Startup: first release, first 
customers, arranging 
company 

  Survival: second release, 
getting more customers, 
hiring first employee, create 
cashflow 

  Success: more customers, 
exposure in market 

  Expansion: redefining the 
company, hiring personnel, 
internationalization, 
company exit strategy 

  Optimal: customer 
satisfaction 

  Most Netherware companies 

  VivaCadena, Quinity, Eitri, 
Cordys 

  GX, Twinfield, Stabiplan, 
Yunoo 

  Planon, TomTom 

  Exact, Unit4Agresso, 
Polderland 
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Towards product organization 



Productization process 
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Custom features 
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Customer Project 2 
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Custom features 
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Delivery 
Delivery 
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Intermezzo 

Professor: Did you 
know that Bill Gates 
sold MS-DOS before 

it was finished? 

Student: He 
still does! 



Contents 

  Organization growth 
  Productization 
  Organizational Structures 
  Organizational Variability 
  Legal Forms 



Organisational structures 

Organisational structures because of 
–  Growing organisations need functional specialists 
–  Management has limits in numbers 

Categories: 
F: Functional 

HRM, Development, Sales, Marketing, … 
P: Product 

ERP, Middleware, BIS, Localizations, … 
M: Market 

Large accounts, SME, Public, Banking and Insurers, … 
G: Geografic 

Benelux, Nordic, UK, France, …  



Structuring a company 



Baan Development (1998)  

Product 
Management 

Release 
Management 

Processes 

Finance/Legal 

HRM 

Common 
Architecture 

Research 

BaanTech 

Workflow 

Common  
Technologies 

ERP 

Service& 
Project 

E-ERP 

BackOffice 
Applications 

Financials 

CRM 

Supply Chain 

Application 
Integration 

Emerging 
Applications 

Configuration 
Management 

Product Testing 

Multi-Byte 

Product 
Assembly 

Documentation 
and Training 

Business 
Intelligence 

Localizations 

Product 
Delivery 

Chief Technology 
Officer 

The organizational structure of Baan Development in 1998; 1500 employees 

Acquisitions 



Standard F-structure 

Board 

R&D Marketing Sales Services Support 



Investment and profits 

Board 

R&D Marketing Sales Services Support 

- - + + + 

S
- S
+ Profit: 



Substructures 

Board 

R&D Marketing Sales Services Support 

P-structure Generic, P-structure P-structure P-structure 
P-structure G-structure 

M-structure 



P-type for R&D 
R&D 
mgr 

Product 1 Product 2 Product 3 Quality 
& Delivery 

Architecture 
Board 

Product 
Management 

•  R&D departments are responsible for a product line 
•  Product Management:  

•  Functional responsibility 
•  Liaison with Marketing 

•  Architecture Board 
•  Technical responsibility 
•  Interfacing of products 

•  Quality and Delivery:  
•  Generic configuration management 
•  Testing and quality management 
•  Documentation and translation 



Ownership R&D 
Development 

mgr 

Team1 Team2 Team3 … 

Architect Product 
Mgr 

•  Team has all roles for development of a product: 
•  Design 
•  Realisation 
•  Testing 
•  Configuration Management 
•  Documentation 

•  Architecture ~ Organisational structure (Conway’s law) 



M-type for Sales 
Sales 
mgr 

Large  
Accounts SME Banking & 

Insurance … 

Contracts CRM 

•  Centralized customer relationship management 
•  Relationship with Support 

•  Contracts require legal support 
•  Large international companies have first a G-type for Sales 



Other departments 
  Marketing 

–  Always for the whole company 
–  Uniform market presentation 
–  Market launches 
–  Customer reference stories 

  Services 
–  Implementation, Technical installation, Training, 

Customizations, Organizational improvement 
–  Pool of consultants 
–  P-, G-, M-type 

  Support 
–  1st  line (questions): Generic for all products 
–  2nd line (simpel defects): P-type 
–  3rd line (complex defects): performed by R&D on standard 

product; or by Services on customizations 
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Product Management 

Accountability: Who is responsible for what? 

P roduc t management
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Product management 

  Responsible for 
–  Requirements Management 
–  Release Plan 
–  Roadmap 
–  Portfolio Management 

  Positioning Product Management 
–  Within Marketing 
–  Within R&D 

•  As overall function 
•  Inside product development teams 

  The positioning of Product Management determines 
–  Responsibilities 
–  Activities 
–  External and internal communications 



Organizational Variability 

Board 

R&D Marketing Sales Services Support 

Product 1 Product 2 Product 3 Quality 
& Delivery 

Product 
Management 
Product 

Management 
Marketing 

Communication 

Product 
Management 

Product 
Management 

Product 
Management 



Accountability of Internal 
Stakeholders 
Company Board 
  Definition and communication of strategy, vision and 

mission 
  Managerial supervision 
  Some influence in product functionality, especially from 

founding board members 
 
Research and Innovation 
  Opportunities for functional product innovations 
  Architecture modifications or new features  
 
Services 
  Implementing at customer  
  Realizing customizations 
  Awareness of new releases and roadmap 



Accountability of Internal 
Stakeholders 
Development 
  Governance of product architecture 
  Estimations on timing and complexity 
  Executing release plan 
  Assisting in scope change procedure 
 
Support 
  Helpdesk questions 
  Filtering customizations, defects and enhancement 

requests 
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Legal forms 

  Eenmanszaak (Sole proprietorship) 
  Vennootschap Onder Firma (Partnership) 
  Commanditaire Vennootschap (Sleeping company) 
  Besloten Vennootschap (Corporation) 
  Naamloze Vennootschap (Limited liability corporation) 
  Vereniging (Association) 
  Stichting (Foundation) 

Differences in ownership, taxation and liability 

Chamber of Commerce has all information needed: 
www.kvk.nl 



Legal Forms 

Legal form Legal entity / 
Liability 

Taxes 

Sole proprietorship 
One owner 
 

  No legal entity 
  Owner is liable 

  Income tax 
  VAT 

Partnership 
A company with two or 
more persons 
(partners) 

  No legal entity 
  Partners are liable 

  Income tax on 
partner share of 
profit 

  VAT 

Sleeping company 
Two kinds of parthers: 
Managing partners: 
active entrepreneurs 
Sleeping partners: 
invest money 

  No legal entity 
  Managing partners 

are liable for debts 
  Sleeping partners are 

liable for the invested 
amount of money 

  Managing partners: 
Income tax on share 
of profit 

  Sleeping partners: 
Income tax on fee 

  VAT 

Based on Netherlands Law. For other countries there are deviations. 



Legal Forms (2) 

Legal form Legal entity / 
Liability 

Taxes 

Corporation 
Capital of 18.000 € 
 

  Legal entity 
  Corporation is liable 

for debts 

  Corporation tax on 
profit 

  Wealth tax on capital 
  VAT 

Limited liability 
corporation 
Listed on stock market 

  Legal entity 
  Corporation is liable 

for debts 

  Corporation tax on 
profit 

  VAT 

Association or 
Foundation 
An association or 
foundation runs a 
company 

  Legal entity 
  Association or 

foundation is liable 
for debts 

  Corporation tax on 
profit 

  VAT 

Based on Netherlands Law. For other countries there are deviations. 



Sharing company ownership 

The number of shares per shareholder is based 
upon the explicit and implicit assets that are 
brought together in the startup: 

  Knowledge 
  Finances 
  Resources 
  Products 
  Network 
  Etc. 
 
All have to be capitalized at a rate acceptable for 

all shareholders  
 



Shareholder arrangements 
  Summation of shareholder amounts is the nominal value of the company 

–  Round it into a nice amount of money 
–  Price per share is then determined on 5, 8, 10, or 16 eurocent 
–  The number of shares for each shareholder  

  At the start this division of ownership has to be established, and recorded in 
the company charter documents.  
It can change in the course of the company life-time 

  Membership of the Board of the company 
–  Supervisory Board 
–  Meetings of the Board and the Supervisory Board 
–  Reporting 

  Arrangements for the shares and concrete assets in case of: 
–  Company is terminated by the shareholders 
–  Company goes bankrupt 
–  A shareholder wants to withdraw, or wants to sell (part of) the shares 
–  A new shareholder wants to join the company 
–  The company is taken over by another company 

These issues are usually simpler to arrange that many people think 
  Standard arrangements are available. 



Value of a company 

The value of a company is based on the value of: 
  Products and services 
  Customers and quality of customers 
  Financial situation: cash and liabilities 
  Resources 
  Employees 
  Etc. 

Company values are usually determined through 
a comparison with other similar company 



Legal forms of phases 

  Startup: Sole proprietor, partnership 

  Survival: Corporation 

  Success: Corporation, Holding structure, Joint 
ventures 

  Expansion: Public company, Multi-national 

  Optimal: Restructuring for financial 
optimization (tax, offices) 


