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Background



My objectives

 To enthuse you even more about the subject of DI

 More importantly, to provide some provoking questions and useful takeaways.

> For you to go back to your businesses tomorrow and ask:

“Are we doing „X‟?

If so, we might need to take action (perhaps action „Y‟) to stop this.”

Feel free to let me know if you do... I love to hear post seminar news



Caveats

 I love what I do... 

 I know this is probably on only a small part of your day job

 Horses for courses...  a very diverse group with different needs

 We‟re likely to have different ways of looking at this subject

> Indeed, it‟s worth me sharing a little bit about how I see DI...



How I see innovation process and innovation capability
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Types of Discontinuous Innovation

... location is key



Types of Discontinuous Innovation

... location is key Adapted from Veryzer (1997)
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Diffusion of Discontinuous Innovation

... location is key
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Diffusion of Discontinuous Innovation
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Q: Project-by-project or Holistic Decision-Making?
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Case Study: Impact of Project-by-project Decision-Making



Case Study: Impact of Project-by-project Decision-Making
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Project-by-project decision-making allowed dominant incremental 

„legacy‟ innovations to absorb resources from DI

Does your business have the visibility in its “ideas management” and 

“development” systems to deliver holistic decision-making?



Q: Do we find “DELIGHTERS” with our Market Research?
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Most managers ignore or 

overlook delighters because:

Customers often can‟t 

articulate what delights them, 

nor can they imagine what 

they don‟t know is feasible.

Market research mostly asks 

about existing features.

> Empathic design 

> Prototyping 

time

What delights today will 

be expected tomorrow Do you know what are the 

„delighter‟ features in your 

products and services?

How useful is your market 

research?

“Discontinuous Innovations” based on DELIGHTERS: 



Develop in-house 

exploit in spin-out 

organisation

Lightweight team within 

the existing organisation

Separate heavyweight 

spin-out operation

Or 

Give idea to the market

Heavyweight team within the 

existing organisation 

Or

Develop: buy-in / outsource

Exploit: in-house

Fit with Competence

low
Fit with 

Strategy

high

high

low

Q: Do we demand DI to fit with strategy and competence?

In the absence of a stated 
and supported strategy, 

ƛƴŘƛǾƛŘǳŀƭΩǎ ǾŀƭǳŜǎ ǿƛƭƭ Ŧƛƭƭ ǘƘŜ 
vacuum.

Do you have a strategy for open innovation?



Project-by-project decision-making kills DI
need: systems that support holistic decision-making;

ŎƭŜŀǊ ŎƻƳƳƛǘƳŜƴǘ ǘƻ 5L ŦǊƻƳ ΨǘƘŜ ǘƻǇΩΤ
strategic buckets.

Reliance upon traditional market research kills DI
need: empathic/enthnographic ŀǇǇǊƻŀŎƘŜǎ ǘƻ ǎǇƻǘ άŘŜƭƛƎƘǘŜǊǎέΤ

ŀōƛƭƛǘȅ ǘƻ άǇƭŀȅέ ǿƛǘƘ ǇǊƻǘƻǘȅǇƛƴƎΤ
ŀōƛƭƛǘȅ ǘƻ άǇƭŀȅέ ǿƛǘƘ ŎƻƭƭŀōƻǊŀǘƛƻƴ ǎȅǎǘŜƳǎΦ

Reliance upon traditional go-it-alone structure kills DI 
need: ŎƭŜŀǊ ŎƻƳƳƛǘƳŜƴǘ ŦǊƻƳ ΨǘƘŜ ǘƻǇΩ ǘƻ ŀƭǘŜǊ ǎǘǊǳŎǘǳǊŀƭ ŀǊǊŀƴƎŜƳŜƴǘǎ ǘƻ ǎǳƛǘΤ

ǎȅǎǘŜƳǎ ǘƻ ōŜ ŀōƭŜ ǘƻ ǎŜƭŜŎǘ ŀƴ ΨƻǇŜƴ ƛƴƴƻǾŀǘƛƻƴΩ ǎǘǊŀǘŜƎȅΤ
ŀōƛƭƛǘȅ ǘƻ ƛŘŜƴǘƛŦȅ ŀƴŘ άǇƭŀȅέ ǿƛǘƘ ƴŜǿ ǇŀǊǘƴŜǊǎ ƛƴ ƴŜǿ ǿŀȅǎΦ

Takeaways

Be patient for growth but impatient for profit... 
This encourages niche market entry, reduces the burden of 
massive revenue targets and allows for experimentation at the 
periphery without losing as much money.



My Innovation Toolkit
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