
I want to take a few minutes to share with you some of my innovation philoso-
phies. Although these go against what a lot of other experts may suggest, I’ve 
demonstrated that this approach will radically improve your innovation e�orts. 

My mantra - my belief - is that in order to accelerate innovation you need to (1) ask 
the right challenges, (2) the right way, (3) to the right people. 

Ask the Right Challenges
The first part of this equation, asking the right challenges, means you focus on 
what di�erentiates you; what makes you distinctive. 

Why do people come to you as opposed to someone else? How do you create 
raving fans? This is really the key of your di�erentiation. And what you as an orga-
nization want to do is, instead of focusing on everything that you could possibly 
improve, focus only on the activities that will truly set you apart. Innovate where 
you di�erentiate. This is how you attract customers. 

Ask Challenges the Right Way
When we know what’s most important, the second part of this equation is about 
framing challenges properly. A lot of people ask their customers, their employees, 
or their suppliers for ideas. Here’s the reality: everybody has an opinion, sugges-
tion, or idea. But it does not mean that these ideas are good. As a result, asking for 
ideas is o�en a bad idea. 

Instead, you want to get focused on asking better questions.

In the world of innovation we have an expression: ‘think outside the box’. This is 
terrible advice! You don’t want to think outside the box. Instead, you want to find 
a better box. The issue isn’t expanding your thinking, the issue is that you are 
looking in the wrong place. Therefore, a�er we know what’s important and di�er-
entiates, we then need to focus on challenges that will enable that di�erentia-
tion, and be sure to frame them the right way. 

It’s natural for us to frame things very broadly: How do we increase productivity? 
How do we increase sales? How do we increase revenues? These are great ques-
tions, but it’s sort of like solving world hunger. We’re not going to solve it in our 
lifetime.
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On the other hand, sometimes we ask questions that are really just solutions 
masquerading as questions. We have a solution that we want to implement and 
therefore they ask a question that is very focused around that. But this means 
there’s no other type of solution that we can work on. So you don’t want to be too 
broad or too specific, you want to have your questions framed just right. When 
you define the box properly you have a much better chance of finding valuable 
solutions, quickly. 

Ask the Right People for Solutions
At this point we’ve asked the right challenges, and we’ve asked them the right 
way. The next step is to ask them to the right people. This is where we get to my 
philosophy, which is that “expertise is the enemy of innovation.” 

If we look at an organization, 70 to 80 percent of innovation will be done by 
experts. This is expected. This is normal. This is valuable. But these innovations 
tend to be incremental changes. If you need the breakthroughs - game-changers 
- you have to think di�erently. And your expert will not be able to deliver that in 
most cases. 

There was a study done by Harvard Business School where they looked at 17,000 
patents and found most of them were derivative/adaptive in nature. That is they 
were incremental improvements. The breakthroughs however, in every single 
situation, were solved by someone who was not an expert in the problem itself, 
but an expert in a fundamentally di�erent area. 

Therefore, we need to consider who to access for solutions. And this is where we 
get to approaches such as open innovation and crowdsourcing. I love these 
when they are done correctly. They can be quite valuable. 

Or, if we want a breakthrough, we can reframe the question and ask: who else has 
solved a problem like this? This enables us to find experts in di�erent domains. 

The Result
This three-step process: asking the right challenges, the right way, to the right 
people, will give you massive results. 

In fact, studies we’ve done have shown that it will produce at least a tenfold 
improvement in your innovation ROI. 

This is my philosophy on innovation; I would love to continue the conversation 
with you. If you are interested, you can read more information on this website, or 
certainly feel free to contact me and we’ll set up a call to have a conversation.
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