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CONTINUING EDUCATION

CRE

DITS AVAILABLE

Please answer at least three polling questions.

RECERTIFICATION

O
CPE  FRovioes

SPONSORS




RECORDING & SLIDES
WILL BE AVAILABLE




FOR BEST AUDIO QUALITY,
CALL IN BY PHONE




QUESTIONSe ASK AWAY!




V|
LL]
>
04
D
%
04
D
O
_l
LLJ
O
04
O
LL_
—
Z
O
A




DANIEL WHITE

DANIEL HELPS ORGANIZATIONS WITH THEIR STRATEGIC
AND OPERATIONAL PLANNING, LEADERSHIP
DEVELOPMENT, AND EMPLOYEE ENGAGEMENT EFFORTS.

WORKS WITH COMPANIES IN CONSTRUCTION,
HEALTHCARE, MANUFACTURING, BANKING, NOT-FOR-
PROFIT, AND GOVERNMENT INDUSTRIES.

PUBLISHED IN FAST COMPANY AND SEVERAL ACADEMIC
JOURNALS. PRESENTED AT A NUMBER OF NATIONAL
CONFERENCES.




TO

OBJECTIVES

Learn to think
differently
about your
business

Practice
applying tools
to real-life
situations

DAY'S LEARNING

Understand
proven
techniques for
creative
iInnovation in
business




POLLING QUESTION #1



CONTEXT




Blockbuster CEO

Jim Keyes,

LIX ARE

IN TERMS O
COMPETITION.

RADAR SCREEN
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Be in tune with changing customer demand
COMPANIES =
Maximize their current products & services

Be able to adjust quickly (“pivot”)

Develop new products & services




POLLING QUESTION #2



HOW TO
INNOVATE




1

CREATIVITY INVOLVES

OF

ESTABLISHED PATTERNS IN
ORDER TO LOOK AT THINGS

IN A

-Edward de Bono \ /i
| S :

S




O

EXPLOIT
VERSUS
EXPLORE

EXPLOIT




THE
PORTFOLIO
MAP

Source: strategyzer.com

The Portfolio Map

|

b Return

N
1

@ Strategyzer
strategyzer.com



POLLING QUESTION #3
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Ve possible
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it " PSRk 1y o
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How can you your
products & servicese

How can you
products & servicese



THE
PROCESS




Customer Segment

KNOW
YOUR

CUSTOMER

Source: strategyzer.com

@ Strategyzer

strategyzer.com




WAYS TO KNOW YOUR
CUSTOMER BETTER

Customer interviews Customer surveys Data mining Shadow your customer



KNOW
YOUR VALUE

PROPOSITION

Source: strategyzer.com

The Value Proposition Canvas R—

mmmmmmmmmm

Products
& Services

Pain Relievers

®

coFrmmert Srabegyrer AL
TR MERET O LAV 0 TR S R e



GENERATE IDEAS

. Improve existing products & services
- New products & services

' Changes to business model




Mexigmed by

The Business Model Canvas """ —

p—

Key Partners ;’g: Key Activities i Value Propositions '-,""'"" Customer Rriﬂric:nshii”\ 2 Customer Segments
2= "'-&

BUSINESS
MODEL o —

"

£
.

CANVAS

Source:
businessmodelgeneration.com , : =
Cost Structure Q Revenue Streams G

wwwbusinessmodelgeneration.com denotes current flems, Ol denotes future items, Pink denotes sub-points ———mrr T @B O® ®




IDENTIFY YOUR RHYPOTHESES

In order for this o be What is the fastest, cheapest
successful, what must be fruee way we can test this
hypothesise




MINIMUM VIABLE PRODUCT (MVP)

ALY VRTY =

A product with just enough featfures to satisty early customers

and to provide feedback for future product development.



TESTING THE
HYPOTHESIS

Source: strategyzer.com

Test Card

STEP 1. HYPOTHESIS

We believe that

STEP 2! TEST

To verify that, we will

STEP 3. METRIC
And measure

STEF 4: CRITERIA

We are right if

Copyright Buginess Madal Foundry AG

@ Strategyzer

Critical:

A A A

Test Cost: Data Reliability:
= & & &

"y
Wiy

Time Required:

o 0 0O

The makers of Business Mode! Generation and Strategyzer
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MINDSET

FAILURE IS OKAY.

SHIFT YOUR ATTITUDE AND CULTURE
TO ENCOURAGE EXPERIMENTATION.



8 HOW TO
= SHIFT YOUR
MINDSET

CHANGE YOUR LANGUAGE.

LOOK AT YOUR REWARD SYSTEM.

GO FIRST.



METERED FUNDING

Source: openthebooks.com

560B

$53B

5408

18B
$70B $ $18B

- - -
Week 1 Week 2 Week 3

Federal agency spend:

Use-it-or-lose-it spending by week in Sepft. FY2018



METERED FUNDING

Clear goals and milestones
Given specified amount
Little to no day-to-day oversight

No more funding unless goals are met




LEARN
& MAKE

DECISIONS

Source: strategyzer.com

Learning Card © Strategyzer

STEP 1: HYPOTHESIS

We believed that

STEP 2: OBSERVATION
We observed

t I.illi‘

STEP 3: LEARNINGS AND INSIGHTS
From that we learned that
w &
STEP 4 DECISIONS AND ACTIONS
Therefore, we will
Copyright Stratogyzer AG Thie ke s of Busness Model Generation and Strategyzer

Produced by stattys.com | Artno,; 301-BMGSIS



LEARN & MAKE DECISIONS

Re-test the Shelve the
hypothesis proposed

change

Persevere with Pivot to
the change something

different




REPEAT & TRACK

4
MEASURE



REPEAT &
TRACK

(continued)

Contact me for the template!

1)

2)

3)

4)

5)

6)

Hypothesis

We believe people will buy shoes
online

Experiment

Experiment:

Measure:
Success:
Cost:

Experiment:

Measure:
[Success:
[Cost:

Experiment:

Measure:
Success:
Cost:

Experiment:

Measure:
[Success:
Cost:

Experiment:

Measure:
Success:
Cost:

Experiment:

Measure:
[Success:
[Cost:

Hypothesis Testing Log

Landing page

% of clicks on "Buy Shoes" button

% of clicks on "Buy Shoes" button >
10% of visitors

5200

Evidence:

Evidence Strength:

INumber of data points:

Resulting evaluation guailty:

Evidence:

Evidence Strength:
Number of data points:

Resulting evaluation quailty:

Evidence:

Evidence Strength:

INumber of data points:

Resulting evaluation quailty:

Evidence:

Evidence Strength:
INumber of data points:

Resulting evaluation quailty:

Evidence:

Evidence Strength:

INumber of data points:

Resulting evaluation gquailty:

Evidence:

Evidence Strength:
INumber of data points:

Resulting evaluation quailty:

High
10,000+

Strong

15%;

Support /
Unclear / Refute

Support

Confidence
Level (1-10)

1.5

Action

Pivot / Shelve / Perservere
/ Test Again

Perservere




PROCESS OVERVIEW

Know your customer K@ Youlr velue Generate ideas Identity your
proposition hypotheses
Test your -earm é}.moke Repeat & frack
hypotheses decisions




POLLING QUESTION #4



CASE STUDY



ACME MANUFACTURING




KNOW YOUR

CUSTOMER

® Year: 2021

® Context:

« Continuing world-wide pandemic

 Mask use will continue to be a
need for the foreseeable future




KNOW YOUR a5

CUSTOMER

® Jolbs
* Not getting COVID

Customer
Job(s)

* Gains . ' e
=

« Safe
 Comfortable
 Cheap

® PAins

« Glasses fogging up
« Can't see others’ faces
* Must wear it all day




The Value Proposition Canvas

KNOW YOUR (CURRENT)

Value Proposition

VALUE PROPOSTION

® Product
« Masks

Products
& Services

® Gain creagtor

 Cheap
* Relatively safe

Pain Relievers

®

® Pain reliever
« [Don’t have any...]

carremsT Hrategyrer AG
T MBS L S D BT S BT e



GENERATE IDEAS

COMFORT MASKS
(SUPER COMFORTABLE MASKS)



IDENTIFY YOUR HYPOTHESES

"IN ORDER FOR THIS TO BE SUCCESSFUL,
WHAT MUST BE TRUE?”

B The new masks are People will pay more for a
comfortable very comfortable mask

The material is safe The mask will look good



TEST YOUR
HYPOTHESES.

"WHAT IS THE FASTEST,
CHEAPEST WAY THAT WE
CAN TEST THIS HYPOTHESIS 2"




MINIMUM VIABLE PRODUCT

HYPOTHESIS: THE NEW MAGSKS
ARE COMFORTABLE.

Create 25 prototype masks Have 25 retail workers wear Interview workers for
with our proposed material a mask for their shift feedback




Tast Name

Assigned to

the masks will be
comfortable

Criticak

A A A

create 25

prototype masks

satisfaction of retail
workers




METERED FUNDING

$250 for creation of masks; 1 week of funding
$500 for gift cards

Can't take the check back, but

Funding for MVP nothing is promised.




LEARN & MAKE DECISIONS

the masks would be
comfortable

Net Promoter Score

of 65 Data Roliabiity:
d oo

he masks are
comfortable

Huction Regquired:

use this mask
material.




REPEAT & TRACK

4
MEASURE



MINIMUM VIABLE PRODUCT (MVP)

Hypothesis: The mask will look good.

i

Create three mask designs Take pictures of the three Create online survey and
and create prototypes designs on a volunteer have the targeted customer
model segment vote



TEST OUR HYPOTHESIS

Test Card @ ststegyzer

STEP 1” HYPOTHESIS

We believe that  the masks will look

good .
idd
STEP X TEET
To verify that, we will  create three
mask designs S
=l Jud

STEP I METRIC

And measure  gatisfaction of look of
retail workers

Time Raquined:

C I
STEP i CRITERIA . .
we are right if one design will have a
Net Promoter Score of 50+




METERED FUNDING

Bl $500 for design and construction
$250 for survey set up
$1,000 for incentives

2 weeks




LEARN & MAKE DECISIONS

the masks would
look good

Net Promoter Score for
Design 2 of 54 SR

d oo

Design 2
ooks good and is the best design

Action Required:

use Design 2




REPEAT & TRACK

4
MEASURE



ADDITIONAL HYPOTHESES

4 IN ORDER People will pay more for comfortable
FOR THIS ok

TO BE People want multiple colors and designs

SUCCESSFUL,
WHAT MUST People will buy more masks this far into

the pandemic

BE TRUE?”



LEARN & MAKE DECISIONS

The Business Model Canvas """ epurt

Inevation: ¢

v

= PR G A7 p 2 ;
Key Partners g Key Activities S@v Value Propositions {7 Customer Relationsh :p:Q Customer Segments %

R Comfortable
Retailers

Looks good
Hospitals

Key Resources ;ﬁy Channels @ Medical
~ | staff
Web

Stores

B2B

Cost Structure

Revenue Streams

Purchase

Monthly subscription fee?

wwwbusinessmodelgeneration.com denotes current items, Clue denotes future items, Fink denotes sub-points e e A LI OI SR O]
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O
EXPLOIT

EXPLOIT
VERSUS
EXPLORE

_ EXPLORE  ©
_ e




PROCESS OVERVIEW

Know your customer K@ YUl velue Generate ideas Identity your
proposition hypotheses
Test your -earm é}.moke Repeat & frack
hypotheses decisions




LEARN & MAKE DECISIONS

You're holding a handbook for visionaries, game changers,
and challengers striving to defy outmoded business models
and design tomorrow’s enterprises. It's a book for the...

B‘Usmeﬁ;;
Generation

ﬁfﬂllimimw How to create products and
CO-CREATED BY services customers want.
Ao sz crowel of 470 pesciiones rom 45 counties Get started with
DESIGNED BY
Alan Smith, The Mavement V l
WILEY £ J‘-oé;_ -
L L0
3
A g Proposi
Desi
You're holding a guide to the world's best business models. strategyzer.com/vpd
Use it to inspire your own portfolio of new ideas and reinventions. Writtee by
Design a culture of innovation and transformation to become... oyt
Greg Bernarda
Alan Smith
Suskgned by
Trish Papadakos

How Today's Use
Continuous Innovation to Create
Radically Successful Businesses




WHAT IS

ONE ACTION YOU
WILL TAKE TO
INNOVATE IN
YOUR
ORGANIZATIONZ®




HR credit information

HR professionals,

depending on what credit you need:

you'll visit the appropriate website

and log today’s date along with the
respective program ID or activity number
to get credit for today’s presentation.

SHRM

RECERTIFICATION

PROVIDER
20211




THANK YOU!

DANIEL WHITE

SENIOR ORG. DEVELOPMENT CONSULTANT,
ALLEN, GIBBS & HOULIK, L.C.

Daniel.White@aghlc.com
lin/danielwilliamwhite
@dw_white

316.291.4017

Visit AGHUniversity.com for upcoming
and on-demand webinars.

Questions not related to the content?
Email Mike.Ditch@aghlc.com.
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