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INTRODUCTION…

The speed and pace of change has never

been higher. Many of us will remember

when a notebook was just something

akin to a pad of paper, when credit

cards were processed using a manual

imprinter rather than pay pass, and

when a ‘smart’ phone was a telephone

with buttons rather than a dial.

In fact, today over 1 billion smart

phones have been sold, twice as many

as the number of personal computers.

Moreover, within one smartphone there

is more processing capability than all of

the computers used to land man on the

moon!

This velocity of change provides us with

great opportunity. In the history of the

human race, never have we had so much

access to information, knowledge,

customers and new markets as we do

today. It is easier than ever to create a

multi billion dollar business purely

because we can reach millions of

customers instantly.

But to achieve this level of success we

need to be able to predict the future,

capture it and make it work for us. To

do this, we must first immerse ourselves

in the consumers world, both present

and future, and then use the information

to either create a radical improvement

on what we already deliver, or to create

something completely new that will

deliver significant, disruptive change.

On the following pages, we’ve outlined

6 key steps along with some simple

actionable tips that will help you to start

predicting the future and get

innovating…
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In order to stimulate new and
potentially ground-breaking ideas,
you need to know what new
technologies are available, what is
being researched academically
and commercially, and what your
customers are doing and thinking.

A useful, and often under valued
tool for keeping abreast of what
is and isn’t happening is to be on
Twitter. Not only will tweet
monitoring provide you with the
latest tech releases and updates,
it’ll also give you an idea of what
your followers and consumers are
interested in. A sample of the
best tech tweeters are @Gizmag,
@techupdate6 @bbcTechUK
@industrynews, but be sure to
also follow a variety of
universities, your local trade

associations and their
international counterparts.

Google Alerts and RSS feeds are
also useful resources for trend
analysis. With Google Alerts, you
can set your preferences so that
you receive updates on any topic
you desire. Google will send you
a regular feed containing all the
latest news on your topic of
choice.

Likewise, using an app like
Mention will help you stay
abreast with what is and isn’t
being said about your business on
social media.

1. FOLLOW
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Investing resources in market
research is essential in your quest
to predict the future and leap
frog the competition.

Whether you have an in-house
team of researchers, or hire an
external company to conduct
future forecasting, make sure you
allow enough time and budget to
not only measure every aspect of
your competitors’ products; from
price, to size, to market claims, to
ingredients and materials etc., but
also investigate what
complementary industries are
doing as well.

Look for macro and micro-
societal and industry trends, and
not just those specific to your
business. More often than not
disruption results from businesses

using the knowledge they’ve
gained from future forecasting to
branch into unexpected areas and
new markets. Knowing what your
competitors are not doing can
also be key to your success.

Once you’ve obtained a
reasonable amount of data, you
need to look out for the white
space, which your business can
fill. It’s here that businesses often
reap the greatest returns.

2. INVEST
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‘User-centric Innovation’ is all
about keeping the consumer in
mind at all times. When
examining a trend, think how it is
impacting on those consumers?
What behaviours are changing?
What existing needs are being
satisfied and what new needs are
being created? What needs are
not being satisfied, and are they
relevant? Understanding and
empathising with the consumer
intimately is essential in
predicting what their next
movements will be.

A brilliant example of this is Lego.
After a period of limited growth,
Lego invested in a kind of
research the company had never
done before—deep ethnographic
studies of how kids around the
world really play. Lego’s CEO
Jørgen Vig Knudstorp said,

"There’s the famous quote that if
we want to understand how
animals live, we don’t go to the
zoo, we go to the jungle” and
that’s in effect, what they did.

From this research, it was noted
that girls tend to role-play
differently, and so with this
specific target audience in mind,
the brand ‘Lego Friends’ was
developed and introduced.

If you’re a parent, this sort of
knowledge might seem startlingly
obvious. However, the fact
remains that by really putting the
user first, Lego spotted a specific
gap in their market that have not
only increased their profits but
multiplied their female users. It
goes to show that predicting the
future and benefitting from it,
doesn’t have to be complex.

3. EMPATHISE
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When the Kindle arrived, it was
easy to imagine how it would
impact book shops, but how many
people analysed the wider knock
on effects and thought as far
behind the scenes as paper mills?
In North America alone over 100
paper mills have closed in the last
10 years due to the phenomenal
rise of tablets and kindles. Those
that remain have had to diversify
and innovate.

The moral of the story here is:
don’t just digest information,
analyse it, compare it and get
creative with it. Asking questions is
a good place to start and will help
to draw out the impacts that might
not be so obvious. For example,
how will autonomous vehicles
impact upon car insurance
companies, or how will drones
impact upon tyre manufacturers?
But most important to the
innovator is the question, how can

I turn this into an opportunity for
my business?

Whilst it’s important to consider
how a new market entry could
negatively affect our business, the
key to success will be in seeking
out new opportunities. One of the
positive offshoots of the Kindle,
for example, is that it provided
writers with an opportunity to
disrupt the publishing industry
themselves, allowing them to
simply and cheaply self-publish
whilst also providing equally pain-
free opportunities for marketing,
promotion and distribution.

Look for the opportunities a new
trend or emerging theme could
provide. Take drones as an
example, what opportunities can
drones provide your business with?
What service can you provide
using drones? What would be
better than drones?

4. ANALYSE
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Talk to and network with both
complementary and polar
industries to ascertain what they
are working on. Think about how
your business could capitalise on
these movements, or alternatively
team up with other companies or
research institutions to enable
both teams to create greater
impact and rewards.

Attending the odd conference or
even just signing up to a webinar
in another industry can provide
you with key insight and contacts
that put you ahead of your
competitors.

In the same way, crowdfunding
websites like Kickstarter and
Indiegogo are an excellent tool for
finding new products and spotting
trends (most are ranked by

popularity which is a bonus!) but
creative business people may spot
potential collaborators and
opportunities from any number of
the projects listed.

Likewise, companies are now
turning to crowdsourcing
websites for both idea and
product development. Websites
such as Tongal, TopCoder, Kaggle,
and InnoCentive allow companies
to run contests for a range of
problems from technical to
coding, to advertising and design
challenges.

Future forecasting is an outside-in
activity. Gather as much external
information as you can before
activating it internally.

5. COLLABORATE
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Many people resist acting on a
prediction, because they fear that
by the time they’re ready to
launch, the world will have
already moved on.

In a fast paced world, it’s
undeniable that this does happen,
however, capturing a great idea
and acting upon it is much better
than standing at the starting post
and not moving at all. If someone
does beat you to it, then at least
you’re only going to need to
improve on what is already up to
date. Whilst this type of
incremental Innovation rarely
disrupts a market, it has its place
in the Innovation landscape and is
certainly much easier than having
to catch up completely!

Remember, research is great but
without action it is a waste. That’s
why it’s key to have a robust
Innovation strategy and process
in place, which will allow you to
take what you learn and act on it
quickly.

The phrase ‘paralysis by analysis’
was coined for a reason. Observe
and learn, but then most
definitely act and deliver!

Disruptors are rarely
procrastinators or fence-sitters.
They’re doers!

6. ACTION
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Whilst these 6 tips will help you kick-start the Future Forecasting
process, we at G2 Innovation understand that if you’re busy running a
business, managing a department or overseeing an organisation, finding
time to commit, action and integrate these steps can be tricky. That’s
why we developed our specialised Future Forecasting service; to take
the burden out of trend and insight analysis.

With this, you can have access to the most up to date knowledge, data
and trends, but without adding to your existing workload, which means
you can focus on turning this insight into opportunities for disruptive
innovation. For those looking for more support, we also run a range of
innovation programs that train organisations to consistently turn insight
and knowledge into action, and subsequently gain a competitive edge.

We are here to help you move ‘innovation’ from your ‘to do’ list, to your
‘doing everyday’ list, so that it becomes an integral part of your business
culture and you can continue to reap the rewards…

WE CAN HELP…
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