
Making Innovation Approachable

Apple makes incremental changes 
within its iPhone product line. 

By introducing the first iPad in 2010, 
Apple not only created a new product line 

but also a new consumer category of products.

The Apple Watch is a step-change 
replacement for how you communicate, 

listen to music, record your workouts, 
and even exchange money.

The core of innovation is about identifying and solving problems. 
When making innovation approachable it's helpful to think about 
three types of innovation: transformative, breakthrough, and disruptive.

Transformative 
Innovation within an existing product 

Breakthrough
Innovation within your company

Disruptive 
Innovation within an industry
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Surface Themes 

External Research

Conduct Interviews

Value Statement

Sketch or Show 
Your Idea Visually 

Internal Research 

DISCOVERY PHASE VALIDATION PHASE PITCH PHASE 

Build Your Team

Phases of Innovation

Catalog Pros and Cons 
of Each Choice 

Conduct Validation Interviews 

Prototype the Idea

Know the Numbers 

Pitch Your Idea 

When you desire to move an idea to a plan, follow the steps below to see real results. 

Remember these steps are iterative in nature. You may have to go through these steps several times 

until your idea is strong enough to pitch. If your innovation is struggling remember to go back to the 

problem you are trying to solve. Maybe you need to view your problem from another angle. 

Innovation is no longer about brilliant 
individuals, it's about brilliant teams. 
Choose a few innovators to take this 
journey with you. 

Now that you have all of your research, 
interviews and information, bring your 
ideas together. Are you surfacing any 
important themes? 

State the value that the customer 
will receive from this innovation. 

Armed with all the customer feedback 
and research it's time to create a 
working prototype of idea.  

You've done the research 
so let's bring it all together. 

Know your numbers. 

# of customers 
x Price 

x # of Months
= Annual Revenue Numbers 

It's  time to pitch your idea. Just be 
confident and sure of yourself because 
you've done all the hard work! Now it's 
time to shine. 

Decisions are reached 14% faster 
when visual thinking is used, 
so show your idea visually.  

Think through the objections to your idea 
before you take it to main stage but don't 
forget to surface all the pros as well. 

Conduct a second round of interviews with 5-10 
customers. You have now moved from ideation 
to validation. You want to know what they think 
of the idea. 

Customers are your best way to generate new 
ideas. Interview 5-10 customers and find out 
what they love and hate today in the area you 
are looking to innovate. 

External research of your 
competitors and the market 
should be done early in the 
innovation process. 

Internally pull on metrics (revenue 
and usage) for similar products to 
understand the potential your idea 
could have. 
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