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The Risks and Opportunities

• Risk

– Commoditized and saturated market 

– Lack of adaptability to changing customer needs

• Opportunity

– Specialized and specific utilization of technology

– Innovate with customer depth



Where is there opportunity?

• Customers

– Current customers –identify opportunity

• Lifetime profitability?

• Recent and frequent purchases?

• Characteristics?  Locations? Business processes?
– Who are their customers and how have they adapted?

– What are their risks and opportunities?  

• Where are their opportunities and risks?
– How can you help them to understand and take action?

– How can you help them to utilize technology and processes?



Where is there opportunity?

• Abandoned customers

– Aligned with your specialties or geographical 
coverage

• New start ups or recently purchased 
companies

• Customers previously lost



Where is there opportunity?

• Team Members

– Engage them in what customers and their friends 
and neighbors are thinking and doing

– Encourage referrals for both talent and potential 
customers

• Business advisors

–Bankers, CPA’s, trade associations, other 
networking opportunities aligned with customers



How to gather insights for innovation

• Face to face dialogues

• Voice to voice dialogues

• Crowd sourcing on the web



Blend innovation into planning

Innovative Planning Traditional Planning

1. Seek patterns amongst the market 1.  Make historical based financial 
projections

2. Develop scenarios about the patterns 
and assumptions

2. Develop assumptions based on 
financial trends

3. Define a strategy based upon a 
scenario; determine resource needs; 
financial projections and time frame for 
market response

3. Define a strategy based upon 
assumptions; determine resources needs 
and financial projections and time frame 
for achievement

4. Continually review and update on 
assumptions and their results

4.  Continually review and update on 
assumptions and projections and their 
results



Think strategically ς
act opportunistically

• What is the most profitable and stable part of 
your business?  How can you preserve it? How 
long will it last?

• What is most needed from current and 
potential customers? How can you provide it?  
How does it become profitable?

• How are you different from the rest of the 
world?  



Innovation based upon our own 

thinking can be interesting; 

Innovation based upon the 

patterns of need of specific 

customers has true value.
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