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Innovation: What CEOs & Investors See 
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Where Failures Happen: MNC/Corporations 
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How was the 

meal? 

Fine, thanks. 

we’re   never 

coming back 

here again 
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2000 

“How do we understand what 

consumers want without directly 

asking them?” 

2004 

“Is it possible to predict consumer 

trends before they start?” 

/
http://www.allenovery.com/index.asp
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Physical
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Interactions

Outcomes

Meaning

IMPORTANCE

VISIBILITY EASE OF

MEASUREMENT
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*   FUNCTION = ‘JOB’ = ‘OUTCOME’ 

 

*  ‘Solutions Change; Functions stay the Same’ 

     (we will all continue to want to achieve the function 

     ‘communication’ but we will not necessarily want a 

     mobile phone to achieve it) 

 

*  TANGIBLE & INTANGIBLE 
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Customers Buy ‘Outcomes’ 

Tangible Intangible 

Me 

We 

TANGIBILITY 

FOCUS 
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“a person does things 

for two reasons:  

a good reason  

and a real reason”  

 

http://www.google.co.uk/url?sa=i&rct=j&q=j+p+morgan&source=images&cd=&cad=rja&docid=iuH88LD4_Vc6vM&tbnid=U90l95YfSfOoxM:&ved=0CAUQjRw&url=http://www.streamfoundations.com/93/to-view-or-not-to-view-why-is-the-question&ei=ZHY8UZG9DJGemQXCqIGQDA&bvm=bv.43287494,d.dGI&psig=AFQjCNER2PDg9c-CbQltnETNpgPSzaxvwg&ust=1363003354783823
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November 2009 

Initial opportunity statement: 

“create an ‘eco-badge’ 

 – a visible symbol that people care about the environment” 
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Initial Outcome Map: 

‘eco-badge’ 

Tangible Intangible 

Me 

We 

TANGIBILITY 

FOCUS 
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Initial Outcome Map: 

Visible sign 

of ‘care for 

environment’ 

 

Apple ‘cool’ 

Save energy 

‘making a 

difference’ 

 

guilt removal 

Tangible Intangible 

Me 

We 

TANGIBILITY 

FOCUS 
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Intelligent Feedback – ‘learning’ thermostat control 

Apple ‘cool’ design; sold direct to consumer; double the cost of typical 

thermostat (Apple Effect!); claims to save 15% of energy bills 

Massively successful initial launch November 2011 



©2013, DLMann, all rights reserved 

The

Road

To True

Professionalism

Edward 

Matchett

The World’s Biggest Piece of Psychology 

Research… 

• 50+ years of research 

• 500,000+ people 

analysed across every 

part of the world 

• National thinking style 

profiles 

• Established Industry 

Profiles 

• ‘Social System DNA’ 
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Foresighting is…. 

…more like this…                 …than this. 
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Who Am I Selling To? 
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US/UK Generational Cycles 
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Chinese Generation 

Map 

Gen 

Map 
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trenDNA
Understanding Populations Better
Than They Understand Themselves

Darrell Mann

Yekta Özözer

US/UK 

Germany 

 

Australia 

Brazil 

Japan 

China 

India 

 

B2B/B2C 

trenDNA
Trends von morgen –

für Innovationen von heute

Darrell Mann

Viktoria Zinner
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Consumer/Market Trends 
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Trend Network 

Mann and Zinner, 

2010 
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Linear Trend 1 

Linear Trend 2 

How Linear Trend Patterns Create Conflicts 

CONFLICT 

EMERGES 

CONFLICT 

RESOLVED 
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Two Ways To Innovate: 

1) Add a new FUNCTION/ATTRIBUTE 

2) Solve a CONTRADICTION 

http://www.google.co.uk/url?sa=i&rct=j&q=combination+safe&source=images&cd=&cad=rja&docid=hwxNypgYJPl3JM&tbnid=TjyLOvmLNRQImM:&ved=0CAUQjRw&url=http://www.firesafetysupplier.com/fire-safes/combination-fire-safe-sfw123csb.html&ei=cJA9UeCJPMjakAXDmIEo&bvm=bv.43287494,d.dGI&psig=AFQjCNHyG2aTTcUOaYhHwnJhv22EQtZr-g&ust=1363075533147454
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Solutions Somewhere…   

25 15 

10     2 

I want to reduce ENERGY 

consumption…. 

…but customers are sometimes too 

LAZY to change their behaviour 

strategies 

used by 

others who 

already 

solved this 

problem 
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MILLIONS of systems 

 

 

 

HUNDREDS of different problems 

 

 

 

TENS of successful solutions 
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www.systematic-innovation.com 

darrell.mann@systematic-innovation.com 

for Business

& Management

Darrell Mann

Customer 

Need 

Defendable 

Solution 

Organisation  

Ability 

Innovation Capability 
Maturity Model:
An Introduction

Darrell Mann

trenDNA
Understanding Populations Better
Than They Understand Themselves

Darrell Mann

Yekta Özözer

Matrix 2010 

Darrell Mann 


