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The 10X Business Growth Map is based on the following resources:

Scaling Up Growth Tools™ OPSP and 7 Strata by Verne Harnish, The Business Model Canvas and the Value Proposition Canvas by Alex Osterwalder et al., The 3HAG Way by Shannon Susko, The Great Game of Business by Jack Stack et al., B.E. 2.0 by Jim Collins
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