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1 How CEOs are turning corporate venture building into outsize growth, October 22,
2024, www.mckinsey.com, Link.
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CEOs’ prioritization of new-venture building remains in line with the period
before the COVID-19 pandemic, despite the rising cost of capital.

Share of CEOs who say new-venture building Secured Overnight Financing Rate
is a top 3 strategic priority, %' (SOFR), %2
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'Figures were calculated after removing respondents who said “don’t know.”
2SOFR was taken as an average for each period, with 2017—-2019 starting in April 2018 (when SOFR was first published).
3Data are from 2020 survey, which asked, “From 2017 to 2019, how important was building new businesses compared with other strategic priorities at
your organization?”
Source: FRED, Federal Reserve Bank of St. Louis, accessed Sept 2024; McKinsey Global Surveys on new-venture building, 2020, 2021, 2022, 2023, and 2024
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Limited capital is the predominant reason why some companies are
decreasing venture building; others are prioritizing it to pursue growth.

Factors that motivated respondents’ organizations to decrease prioritization of new-venture
building in past 12 months, % of respondents reporting a decrease in prioritization (n = 128)'
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Limited availability Limited availability of Lack of disruptive tech Reduced prioritization Increase in customer
of capital for new- capital for new- advancements or of growth demand for current
business building due business building due capabilities to support products or services
to a worsening to reduced margins in new business models
funding environment core business

Factors that motivated respondents’ organizations to increase prioritization of new-venture
building in past 12 months, % of respondents reporting an increase in prioritization (n = 616)'
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43
0000000000 000 29 25
0000000000 0000000000 21
0000000000 00000 o0 000000000 00000 [
0000000000 00000 o0 0000000000 0000000000 0000000000
0000000000 0000000000 0000000000 0000000000 0000000000
Increased prioritization Shift in customer Emergence of Freed-up capital for Recovery from
of growth demand disruptive tech new areas due to downturn or challenges
improved margins in specific to core
core business organization’s industry

'Figures were calculated after removing respondents who said “don’t know.” Respondents who said “other” or “none of the above” are not shown. Respondents
were asked to select all answers that applied.
Source: McKinsey Global Survey on new-venture building, 1,176 senior managers and C-suite executives, May 21-July 2, 2024
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New-venture building is the strategic move expected most often by CEOs,
though there’s variance among CEOs and other business leaders.

Share of respondents who expect their organization to ® ceos @ Other business leaders
make given strategic move in next 12 months, %'

Venture building? b [

Organizational transformation () ()
Strategic diversification ¢
Joint venture or strategic alliance ’ .
M&A <«
Enterprise-wide digital transformation or
transformation of core tech stack . .
Significantly accelerated investment in green tech, renewable- . ‘
energy sources, or other carbon-reduction initiatives
Rebranding of entire organization or core businesses (.
Significantly reallocated resources across organization ' ‘
Divestitures or carve-outs (]

Corporate venture capital activities () P

0 10 20 30 40 50 60 70

'Respondents who answered “none of the above” are not shown. For CEOs, n = 177. For other business leaders, n = 991.
?Survey asked about “business building (ie, creation of new revenues through new products, services, or businesses that require new capabilities).”
Source: McKinsey Global Survey on new-venture building, 1,176 senior managers and C-suite executives, May 21-July 2, 2024
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Survey findings suggest that investing at least 20 percent of growth capital in
new-venture building yields meaningful rewards.

Share of growth capital invested Organic revenue growth in companies investing in new-venture
in new-venture building,' % building over those not investing, percentage-point difference

-
- :

"For respondents reporting 10% of growth capital invested in new-business building, n = 183; for 20%, n = 160; for 30%, n = 63; and for 240%, n = 60.
Source: McKinsey Global Survey on new-venture building, 1,176 senior managers and C-suite executives, May 21-July 2, 2024
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Across industries, most respondents indicate that their organizations have
at least one asset with underrealized potential.

Share of respondents who say their organization possesses given asset with unrealized commercial
potential, %

Consumer  Energy Pharma Tech, Travel,
Advanced goods and and Financial and medical media, and logistics, and
industries retail materials  services Healthcare products telecom infrastructure Total

Data assets
that could be @ 28
monetized
Intellectual property
or novel tech around
which new businesses
could be built

28
Subscale new
businesses that could
be commercially 27
accelerated
Products developed
for internal uses
that could be sold 27
externally
Internal capabilities
that could be sold 03
externally
87 93 80 84 85 78 94 84 86

Share of respondents
reporting 21 asset
with unrealized
potential,? %

Note: Figures were calculated after removing respondents who said “don’t know.”

For respondents in advanced industries (advanced electronics, aerospace and defense, automotive and assembly, and semiconductors), n = 108; consumer
goods and retail, n = 90; energy and materials, n = 129; financial services, n = 160; healthcare, n = 113; pharma and medical products, n = 102; tech, media, and
telecom, n = 175; and travel, logistics, and infrastructure, n = 145.

2Calculated based on inverse of respondents who selected “none of the above.”

Source: McKinsey Global Survey on new-venture building, 1,176 senior managers and C-suite executives, May 21-July 2, 2024
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Expert builders see more new ventures meeting or exceeding expectations for
scale and growth than others do.

Outcome and maturity of new ventures built between 2 and 5 years ago,' % of respondents

B New venture has ceased to operate 29

71 New venture continues to operate; performing
below expectations for scale and growth

New venture (or essential parts of it) has
been sold; might or might not be operational

B
B New venture continues to operate; performing
in line with or exceeding expectations for scale
and growth
Novice Intermediate Expert Overall

Note: Figures were calculated after removing respondents who said “don’t know” or “other.” Figures may not sum to 100%, because of rounding.

'Respondents were asked about new businesses built by their organization in past 2—5 years and to categorize their organizations’ maturity level with
new-business building. “Novice” refers to companies reported by respondents to be focused almost exclusively on core businesses, with limited capabilities or
structures to support new-business building. “Expert” refers to companies reported by respondents to have strong foundational capabilities in place to support
new-business building, yielding meaningful new revenues, and those reported to be industry leaders for new-business building, with proven and continually
improving capabilities and structures and abilities to launch and scale new businesses, resulting in significant shares of company revenues coming from them.
Source: McKinsey Global Survey on new-venture building, 1,176 senior managers and C-suite executives, May 21-July 2, 2024

McKinsey & Company
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Expert builders see outsize ROI from their new ventures.
Revenue of and investment in new ventures,' by new-venture-building maturity,2 $ million

Average investment
before breaking even

Revenue from new
venture in year 5

12.0x 1.9x

Novice Expert Novice Expert
(n=58) (n=139) (n=81) (n=212)

Note: Figures were calculated after removing respondents who said “don’t know.”

'Respondents were asked about new businesses launched in past b years that they were most familiar with and about revenues and investment, using ranges.
Revenues and investments were calculated using midpoints of those ranges. For top range, “>$2 billion,” $2.5 billion was used. For each maturity category,
weighted average was used to calculate revenue values.

Respondents were asked to categorize their organizations’ maturity level with new-business building. “Novice” refers to companies reported by respondents to
be focused almost exclusively on core businesses, with limited capabilities or structures to support new-business building. “Expert” refers to companies reported
by respondents to have strong foundational capabilities in place to support new-business building, yielding meaningful new revenues, and those reported to be
industry leaders for new-business building, with proven and continually improving capabilities and structures and abilities to launch and scale new businesses,
resulting in significant shares of company revenues coming from them.

Source: McKinsey Global Survey on new-venture building, 1,176 senior managers and C-suite executives, May 21-July 2, 2024

McKinsey & Company
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Novices stay near their core businesses while building new ventures; expert
builders look beyond the core.

Aspects present in new ventures, by new-venture-building maturity,? % of respondents

Novice Expert
(n=95) (n=263)

1.1x

1.8x

2.0x

High degree of decision-making In a different industry from Access to core
independence from core business core business business’s customer base

Note: Figures were calculated after removing respondents who said “don’t know.”

'Respondents were asked which statements were true about new businesses launched that they were most familiar with, from launch through early scaling (ie,
point at which market traction was achieved and business model proved).

2Respondents were asked to categorize their organizations’ maturity level with new-business building. “Novice” refers to companies reported by respondents to
be focused almost exclusively on core businesses, with limited capabilities or structures to support new-business building. “Expert” refers to companies reported
by respondents to have strong foundational capabilities in place to support new-business building, yielding meaningful new revenues, and those reported to be
industry leaders for new-business building, with proven and continually improving capabilities and structures and abilities to launch and scale new businesses,
resulting in significant shares of company revenues coming from them.

Source: McKinsey Global Survey on new-venture building, 1,176 senior managers and C-suite executives, May 21-July 2, 2024

McKinsey & Company

ot il Joelead) 28T asTy — bl Cool dsT JMan Y sty Ly 8 dulY)

www.kantakji.com VWY e Al dadiall https://giem.kantakji.com



https://giem.kantakji.com
http://www.kantakji.com

GIEM- Volume No. 153, February 2025 - Chabaan 1446

ol ij_&.a ;Lb—;\s-' QJTUL:-Q) ARWS ;\,gi-\ aiaS) ol LE-’-Y&S.J-}? BJ_{A\ AJQ-‘JJL“;%CJJ_&.A

Rl A6 e Bl b)) Anlldl TS Lt aessy b JSCan B0 I aig e ST AR

e

.

s G zlix 0 1S gune e Jsuamll obuidl e dpe ), 8 lades Ay S58T ||
sagudl cgayylie e pals
Bagaad!| gLl el Loline 10515 columiadl e ST 30 ¥, ¥ 2yl 0580 of ey (ya

J

e e ) el sl sl ol ol Aol el ) Wty C e e el bl g
IS KURUEPUEANNIN C-suUite ile, 0 ) ol Ly dr g cie sl o) & g
ol Jadl 5 05l fos JEL Jo (Lo Y YT ple S o bnad) e s o Ledl
ASTel A ilid sl SULY S jias L s ladh sled 591 e dmly ol 35y o0 $30Y)
Y CORIPE Y OPOTIESPIE [ P FOSPUNPIN N RCREN\ DS O P
Ladu At

i e AST gl s ladl el e 58 A ISB od ms Le LW (203 e 350e
g Ll slas] s e 2 g fme Slize A6 e J pamll el

o beliB e aladlely o ol DS 0l 5 ol p Laasas iy 6 Jeny L0
oA Y1 e Ol st o Ladl cld Jaaiets 333 35 OF soid] Lol 2
R P L UREE) R IES N R IR It U NERURUILIS § U IR JOE - EN PRV CPCY
B Ll Bl mw s Bl g 3l g g Ol g Sne Bl 0 0550 L bsle

Ll S stme oy ol ) Ok £ 0¥ elas] )5 2891 bl Jog e L BLAYL
Cmi.Q\A\Mw@w,my,;m,wxo,&iuuu.sw,.bu@)ms;@;ﬁ;,.
Lo Y R 855U Bl Jlee V) e ST ST Conl gl e 55 AL el 3l
M@\ﬁ@m\w,&mﬂ\.V;\F;\duojﬁ_gaiu_ﬁc_?ﬂw.U;,u,&\d;u,_sxw

ool cg)\.ﬁw ;\.;.,:.S ZupU\ C)\JL@_\\ ﬁf‘d Q\)\.@_\\

www.kantakji.com WY e Ao dadeall https://giem.kantakji.com



http://www.kantakji.com
https://giem.kantakji.com

GIEM- Volume No. 153, February 2025 - Chabaan 1446

555 DB O gy ol 2 OF gy B adl o jlad) el e conlsll Sl 555 0 J) el
o sl egsladaie 0 Ol sy o ) Ol L by ) ol bl oy 5 5T il 5 3 (e
b DA s e e PN (B S Ol Opdphy U s e B e Yoo jldg s e ST
Vil s 01 s e Ladh el el slowil e 3 c2l3 oy L o lidl sl 5 g e S35 ol
el g il Jlaot L Oledadl Lasinis I )1ea W g1t 3 BLas ws iddim a5 dla JIs
ol o5 SULIL Ailanlly &) 1o ¥ Leels (ol sl bl e ST LS, 2831 (gl oo
U] JUTINO-ERR J PETE S RWRE @)L:M ;Lq%;‘eal_ffid\ CL; oo oyl any & L;S\@LJ\

b i 5 s ol Ll 2l 15016 L ens ploal

e

Laiasa dasg gl (33)8 OSaidl (e 38T 350 ), 0 ol bt 3Ll gt 0580 O e A (e
oyl aosladl < Lid

AV @ slae kel Jlee ¥ e 38T Cealgll (st Aigyll egoad ol pdd) oilid! oy
el (Ll (e Jada

~

J/

OF Loty iUl ool Sl pend) e e 83 5is 103 (6 e dodaidl 55 = 5 Comd T
) o) OF ) St glas S5l (3 oyl IS S0l ) Ledls 0 gy Y LUE 2871 (L)
oo e A e 18T 0 gh oS )y SVl Slles IV e A Ul Buslld) W15 0,8,
Gl el g OF 03] e rnad) e oo ladl el Al I3 5T fos e 3ot (S
SRS FIUERU P IS WRRCHEGUN [ VACPH PR IR P SR EN UM RO RC N [JC Ty
Slasl dag )b ST Ol e b g0 skl o 058 (G )F Jos o D3 ponal o 85 0]
ciplE Jlest T e SVl oy S 055k U gl e g g il sl ddl 3

sl ikos S () e s panld i) e (3 i e ST 6l A 0580 O e ) e
o Bl el

www.kantakji.com WY e Al dadeall https://giem.kantakji.com



https://giem.kantakji.com
http://www.kantakji.com

GIEM- Volume No. 153, February 2025 - Chabaan 1446

( )

ST cilalaia o lallad 5T clS] i BalBY aSaill oy bye V¢ Linye HST oyl

FQL&M}TQ\S\}&;L&J?&SM‘&Z}A V,¢ 3.44}.:.):57;\)_«:-..” qﬁLuJ‘ QTLQS
O 5228 ST edis Gl el it ple (ol aladl ey 2 Bus g LS )T clelaia
Geseilly pushatlly um | 53 Il Jgem sl Loyl (e By ST Ll eliy 2 7 Ln ]
LT s e L)
J

il g ¢ ol \rLd\u.éUq-b.—@)\.&.A el O gnd oy p—@JTCJ,\—lW.""“9L~“3) UWJ—{& OB U 5y
sl ) JLeled sl O lall 5391 3 s LI ] Sl e ) 0F ) e
umidﬂ\a}}\g‘)bw\jQM\QMJ—QMU_;.U\&U)TB.Q,JQ-J.Q.GU&JJ:L*_’U.&

&M\@V_@\}TJJMWjW—MJS;Y\@)M\ 3L¢J;J.5L)

www.kantakji.com WY e AV dadeall https://giem.kantakji.com



https://giem.kantakji.com
https://www.mckinsey.com/capabilities/mckinsey-digital/our-insights/ceos-choice-for-growth-building-new-businesses
http://www.kantakji.com

