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of innovation projects, and has industry expertise in
the fields of mechanical engineering, construction
industry, energy management, information
technology and medical devices.
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EDIZON
Edizon is your partner for growth through
customer-centric innovation.
We uncover true customer needs, quantify
potential for value creation, and create growth
strategies that deliver predictable success.
We put Jobs-to-be-Done (JTBD) theory into
practice with the Outcome-Driven Innovation®
(ODI) process in close partnership with
Strategyn, Inc.
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HOW CAN WE IMPROVE INNOVATION PERFORMANCE?
Structured Approach: Innovation Excellence Model
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CUSTOMER-CENTRICITY DRIVES INNOVATION PERFORMANCE
Structured Approach: Innovation Excellence Model

Customer-Centricity

Innovation Excellence
Model

© Innovation Excellence Model, PFI - Platform for Innovation, Sören Salomo, 2014

JTBD + ODI INCREASE THE INNOVATION PERFORMANCE 5-FOLD
JTBD theory and ODI process pull the Innovation Management System to the next level

JTBD Theory + ODI Process

Innovation Excellence
Model

STRATEGY

Define a customer-centric and data-driven
innovation strategy

CULTURE

Create a common language for innovation

ORGANIZATION

Make the innovation process predictable

FRONT END

Uncover what customers really want and
where opportunities in the market exist

DEVELOPMENT

Supply a measurable guideline for concepting,
testing and development

LAUNCH

Define the opportunity-based language for
communication and promotion

INNOVATION
PERFORMANCE

Increase the innovation performance 5-fold
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"People don’t want
a quarter inch drill,
they want
a quarter inch hole."
Theodore Levitt

OUR APPROACH
Strategyn has spent 28 years inventing and
refining Outcome-Driven Innovation® (ODI), a
strategy and innovation process that is based on
Jobs-to-be-Done, a theory Strategyn have
pioneered and put into practice.
ODI is effective because it:
• Focuses on the "job-to-be-done"
• Reveals "needs" at a granular level

• Is grounded in statistically valid data
• Results in a predictive data model that informs
growth decisions

FIRST SUCCESS
In 1991, Strategyn led the effort to help Cordis
Corporation break down and analyze the process
cardiologists went through to "restore blood flow
in a blocked artery." Opportunities were revealed,
prioritized and addressed.
By mid-1993, Cordis launched 19 new angioplasty
balloon products, all of which became number 1 or
2 in the market. Its market share increased from
1 percent to more than 20 percent.
This work also led to the development of the stent the fastest growing device in medical history.
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DELIVERY IS A WINNING GROWTH STRATEGY

1. What opportunities exist for value creation in the market?
2. How should you position your existing products?

GROWTH
STRATEGY

3. How should you improve your existing products?
4. What new offerings are needed to fill gaps in the product/service portfolio?
5. What long-term strategy should be pursued to get the entire job done?

OUTCOME-DRIVEN INNOVATION® (ODI)
ODI is a customer-centric, data-driven strategy and innovation process that ties customerdefined metrics to the customer’s "job-to-be-done".

01.

02.

03.

04.

05.

Define the market:
job executor and
"job-to-be-done"

Uncover the
customer’s
"needs"—tied to the
job-to-be-done

Quantify the degree
to which each need
is under/overserved

Discover hidden
segments of
opportunity

Use the data model
to formulate a
winning growth
strategy

01. MARKET SELECTION

02. CUSTOMER INSIGHT

03. & 04. OPPORTUNITY DISCOVERY

05. GROWTH STRATEGY DEFINITION

1

Define the customer’s
"job-to-be-done"

Use the Job Map to break down
the core functional job into
discreet steps, describing in
detail exactly what the customer
is trying to get done. This
defines the future vision.

3

2
Uncover the
customer’s
outcomes

Use the Jobs-to-be-Done Needs Framework to
categorize, define, capture and organize all your
customers’ needs. The framework introduces the
types of customer needs that must be considered to
gain a deep understanding of the market.
Define a need in the form of a desired outcome
statement: the fundamental measure of performance
customers use to measure success when getting a job
done. An outcome statement defines what must be
measured and controlled to ensure the job is executed
with the speed, predictability, and effectiveness
customers desire.

Survey a statistically valid sample of job executors and have them
rate the importance of each desired outcome and the degree to
which each outcome is satisfied, given the solution they use today.
Underserved outcomes are the customer’s unmet needs.

Outcome-Driven

Innovation®

Use the JTBD
Growth
Strategy Matrix
to determine
which growth
strategy to
employ and
when.

Align existing products

5a with market opportunities
In 2013, Arm & Hammer’s Animal Nutrition Division used this approach to
develop a new value proposition and align its offerings, messaging, and
sales efforts around the hidden underserved segments and outcomes it
discovered. The Division achieved 30% year-to-year revenue growth from
2013 to 2014 without changing its product or pricing.

Jobs-to-be-Done Theory in Practice

4

Discover hidden segments
of opportunity

A)

Select outcomes to serve
as the bases for
segmentation.

B)

Statistically cluster the
respondents.

C)

D)

© Strategyn, LLC. 2017. All rights reserved.

Quantify the degree to which
each outcome is underserved

Profile the segments to
determine what is
causing some customers
to struggle more than
others.
Create statistically valid
"personas" or segment
descriptions.

Outcome-Based Segmentation

5b

Conceptualize new products
to address unmet needs
Focus ideation efforts on specific
performance metrics and evaluate
ideas against the same metrics to
determine which ideas will get the job
done best.
Knowing that a product will help the
customer get the job done
significantly better, in advance of
development, brings predictability to
innovation.

MANY DEPARTMENTS CONTRIBUTE
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CORE JOB
INNOVATION

CONSUMPTION
JOB
INNOVATION

RELATED JOB
INNOVATION

BUYING JOB
INNOVATION

EMOTIONAL
JOB
INNOVATION

New Business
Development
Team

Finance Team

Product
Development
Team

Life Cycle
Services Team

Communications
Team

SERVICE DESCRIPTION

ODI® Market Strategy Pilot
Project

ODI® Growth Strategy Full
Service Project

ODI process steps
01. Market Selection
02. Customer Insight
03.+04. Opportunity Discovery
5. Growth Strategy Definition
Deliverables

Timing

Market definition & project framing
Get to know all steps of the ODI®
methodology in theory applied to a
Qualitative research & job mapping
real challenge in YOUR company
Quantitative research &
segmentation
Market Strategy and
Product Strategy definition
ODI methodology presentation and
Full job map, opportunity
application to a real innovation
landscape & segmentation, growth
challenge in your organisation
strategy
within one day (plus preparation)
2 weeks of preparation + 1-day
workshop
4-6 month

ADVANCED THEORY IN PRACTICE

Order from Amazon

"Ulwick’s outcome-driven
programs bring discipline
and predictability to the
often random process of
innovation."
– Clayton Christensen

Free download

"I call him the Deming of
Innovation because, more
than anyone else, Tony
has turned innovation into
a science."
– Philip Kotler

ODI IS PHENOMENALLY
SUCCESSFUL

INCREASE
CHANCES FOR
SUCCESS 5-FOLD

In 2010, Strategyn engaged an independent
researcher to study the success rates of
traditional innovation methods and ODI. The
results show that while traditional methods
yield a 17 percent success rate on average,
the success rate of ODI is 86 percent.
The chances of success increase 5-fold when
using the Outcome-Driven Innovation process.
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