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The team
Design :

Pablo, Roy, Laëtitia and Catarina

Delivery:

Catarina, Ole, Pablo and Jimmy



Why do we do Executive Programmes?

Increase international visibility for ID2

➢ Clear demand from industry and business

schools for collaboration with ID2!

New 

activity

with 2 

purposes

Generate income for ID2 



What is our proposition?

Embracing ‘uncertainty’ as a key capability for future organisational and product innovation. We call it: 

‘Thinking like CERN!’

Why?

Our world has become highly non-linear and unpredictable, and small changes may have vast consequences 

(butterfly effect). 

Thinking in terms of ‘orders of magnitude’ is an essential tool in meeting high levels of uncertainty. At CERN, 

we created the LHC under exactly such conditions. 

In our Executive Training Programme, we share how uncertainty can be managed, and why big decisions 

should be taken on the basis of reasoned scientific calculation, not speculation.



Who are our customers?

C-level

management 

of 

companies

Business 

schools

(students + 

C-level)

Venture 

capital 

companies

Making curriculum 

more attractive.

Internal challenge; 

preparing for the 

future.

Broadening the 

horizon of 

investees + 

networking.



Our business proposition



Achievements & pipeline

Forthcoming visits:

➢ IMD Lausanne

➢ Austrian Chamber of Commerce

➢ EMERALD Venture (US)

➢ INSEAD

➢ Office de Promotion, des Industries et des Technologies

➢ (EHL)

Successful pilots in 2024:

✓ IMD Lausanne, with Grundfoss management

✓ Inditex (ES)



Impact

✓ Re-use of available knowledge and training programme content to create

additional revenue stream.

✓ Generate wider visibility & recognition about ID2 training activities.

➢ Activity will generate moderate contribution (30-60K annually), which pays for new 

3d-printers, replacements (mech./electr. shops), consumables, ID2 cleaning etc.



Highlights

✓ Completed thus far:

• created a business case and an offer

• ran several successful pilots to test proposition, training needs & approach, potential demand & revenue

✓ What we have learned:
• tailor-made programme is essential

• business schools over-promise but under-deliver in terms of commitment

• we are still experimenting with pricing

• executive programme will only provide very limited additional funding for ID2

➢ Next steps :
• Publish the Executive Programme website (final draft is available)

• put more effort into finding more clients

• make the experience more « professional » for C-level customers




