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Overview of The AIM Institute

Institute

= Focused on B2B Organic Growth since 2005
= 3 Free growth tools

= B2B Growth Diagnostic Top Recommendation
= B2B MarketView (with B2B Index)

www.b2bgrowth.video
50 Free 2-minute videos

= 16 FutureScenes® trends sheets

= Free learning resources Al Dan Adam

ROt Chapter "1

= Research reports |
= White papers - h W..'" Lo
« E-books Y r 52 QI!"M 11C

= Video series

& Wwww.theaiminstitute.com &~ &
Receive one daily or weekly



http://www.theaiminstitute.com/
http://www.b2bgrowth.video/
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Overview of New Product Blueprinting

Institute

= New Product Blueprinting
= Complete B2B front-end-of-innovation
= Also LaunchStar® & Minesweeper® De-risking

= /0% of business with Fortune 500
= Workshops on 5 continents (9 languages)

= Blended learning approach:
= AIM trains users on real projects

= All tools at Blueprinting Center...
= Blueprinter® software

= BlueHelp® knowledge center
= BlueTools® support aids
= 31 e-Learning modules

2/3'% rate our
workshops In
“Top 10%”
ever taken

= In-team coached web-conferences
= Practitioner & Blue Belt certification

= Satisfaction guaranteed




arch...

Source: Cooper, Winning at New Products-3 Ed, p. 11.

© The AIM Institute
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1. Does your company have bright R&D people? 4
2. Do your competitors have bright R&D people?
3. Then how will your company win?

What if your R&D
worked only on
7. B problems that
Your ] N Customers
Company Y il truly cared about

Competitor > & . .
P Q. €Te while competitors
' Kept guessing

Competitor [ SRR what to work on?
C % v <

: ~ O
Comgetltor i‘\ 4{,!\

™ he AIM Institute




Two Innovation Problems to Solve...

Most underinvest here.

But it gets worse...

Cause of most failures 90% of project costs

Problem 1 Problem 2

What'’s the
Right Question?

What's the
Right Answer?

(Market Needs)

(Your Solutions)

1. Which Problem consumes most of your innovation investment??!
2. Which Problem leads to most new product failures??

1 Improving New Product Development Performance and Practices, American Productivity & Quality Center, 2003
2 The Conference Board, Adapted by Robert S. Cooper, Winning at New Products, from D. S. Hopkins & E. L. Bailey, “New Product Pressures” 1971



Typical New Product Development Process

Whose Idea?

- Idea ) 9 Validate; : Dvelp/ 4 Sell )

4

Yours ... or Your Customer’s?

© The AIM Institute



When do most companies check market needs?

See if product sells

|
Supplier
Solution

Validate Develop

Assumed customer need

© The AIM Institute



1 AwWkward Realities

One way to o Fresh insights on barriers to B2B Innovation ‘ |
test market T
needs:

Launching

products at

customers

R Eeg af
=) \"‘!

BESE
AN

ove our next product!”

“You'll |

© The AIM Institute


http://www.awkwardrealities.com/

o " can usually offer
P more insight than

3

B2C Custdmers
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/7B2B Custoffers

So What? B2B Customers...

1. Knowledge are able to help a supplier design better products.
2. Interest are willing to help suppliers design better products.
3. Objectivity make rational, stable & understandable decisions.
4. Foresight can discuss their needs before seeing a prototype.

5. Concentration can be directly engaged... and primed to buy later.

Visit to see “how B2B” your market segment is.


http://www.b2bmarketview.com/

New Product Blueprinting

_ Product
Then look for our Solutions Launch
: : :
First, uncover customers’ desired Ou.tcomes . Product
s Development
.0
.0
o** ‘---......'t. 0:
Market o* ™.

L/
Research ™ Discovery T "
. - . .
It‘:e"tt'fy : LELE Preference -
atiractive Interviews :
market s, c%';:g;'neerr ~° % Market
segment * Prioritize,» [Case

<
L 4
..nseds custoper
"teeaaasnteds

© The AIM Institute
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| customer end-results
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Increased abrasion resistance :
y & ~ Reduced maintenance costs |.
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1. Customer value is only created when an important, unmet{outcomelis improved.

2. Suppliers’ only path to profitable, sustainable|growthlis customer value creation.

© The AIM Institute



The Science of B2B Customer Insight (New Product Blueprinting)

4 Uncover all outcomes
2 Understand relevance

3 Define & set direction

4 Prioritize outcomes

5 Learn how to measure | Preference »"eg
- QQ?'OOe .

6 Identify satisfaction points
i —‘“

7 Measure next best alternative
h— e

8 Quantity value created o Later Steps

9 Quantify value captured

© The AIM Institute



1. No Consumer Research

>

e

2. Digital Projection

3. Customer Outcomes 1st

4. Entire Value Chain — —

./'/-S \&:‘r
v \‘

& 5. Competitive Testing

-3

=W

= N 6. Market-Driven Data

7. Customer-Led Interviews

Who would you rather have
a long conversation with?

© The AIM Institute



5 parts of Discovery Interviews (with Blueprinter® 5.0 Software)

1. Current State |2. Problems | | 3. Ideal State | | 4. Triggered Ideas| | 5. Top Picks

fscovery Meeting
AIM Institute
Premium Paint Company

Homeowners can't always r-mj
clean food stain... Voo

Homeowners can't always clean food

stains like mustard or BBQ sauce off
with typical household cleaners. We
get alotof complaints because these
stains are very cominon... especially

Customers want paints that Qb{
cover anything
Customers want paints that cover
anything 1n one coat! If we could
provide this, it would be huge win.

Hide anything... regardless of color of

the underlying paint.

People are getting busy & me _
People are getting busy & hiring
maore contractors... e anything we
can do to make our paints more
attracrive to confracrors is a good
thing. Really fast application I one

Some paints pick up dirt Qm‘?
easily & that's... :
Some palnts pick up dirt easily &
that's a problem. The dirt is mostly
airborne. A really bad paintisa
magnet for this type of dirt. We've
{earned that's a real problem,

We'd like to see a paint that Qﬂw
has really... S
We'd like 10 see a paint that has
really good scratch resistance. It
shouldn't show scratch marks from
any sharp object  things ke that.
We hear this complaint fairly often

As populations age, we will @\19 .

See more peo...

As populations age, we will see more
people afraid to climb up on ladders.
So it will be important for future
paints to be applied with long rollers
and other devices

Sometimes newly-painted QW.J
windows stick ev... %
Somerimes newly-painted windows
stick even though they seem dry. The
accepted industry standard s 24
hours, but only about half the palnts
consistently meet this. It varies

If the paint does settle with (7,7
\l

time, you'... -

If the paint does settle with time,
you've got to be able Lo remix it hy
hand in a couple of minutes. Ideally,
we'd like a paint that never needs to
be stirred or mixed. Throw all those




Click below to play...e-Module 15, Slides 9, 12, 14, 16, 18, 20, 22 (14:03)

Watch for these points:

The moderator leads the opening
of a Discovery Interview.

1. Purpose

2. Projector
DISCOVERY

NOTEBOARD
EOrR 3. Agenda



Linked Files, Blueprinting Workshop/Module 10, Slide 6.pdf

SCOPE: Your needs in producing & selling semi-gloss paint

How Satisfied are you today with your capability to...
MINIMIZE TIME REQUIRED TO REMOVE FOOD STAINS
FROM PAINTED SURFACE

EY outcome Rating Totally Unsatisfied Barely Good Totally satisfied
e aEET unsatisfied Acceptable

AMase . Nt ornm o
n Measuring dutcomes
oa
a Must-Haves
Toar N mnac
n 10p Uutcomes
B Other Information

QOutcome Name

\

S




Market Satisfaction Gap

Scrub Resistance

Crayon Removal

Hiding Power
24-Hr Window Stick
Brushmark Leveling
Fading Resistance 12% :
. High
Sprayability 16% Market
Stain Resistance 13% Eagerness
Brushability 11% MSG = IMP x (10 — SAT)

o Ex: Avg. IMP=9; SAT=6
o H
Fractony bix Thiaa MISG =9 X (10-6) = 36%

0% 10% 20% 30% 40%

© The AIM Institute



Eliminating innovation errors...

to all potential customer outcomes to important, unsatisfied outcomes

Scrub Resistance
Crayon Removal
Hiding Power

24-Hr Window Stick
Brushmark Leveling
Fading Resistance

Satisfaction
Gaps

Qualitative Discovery Interviews | | Quantitative Preference Interviews

© The AIM Institute



Q: When do you resolve your technical risk?

b

Technical
Certainty

You become certain
of your solution here.

Front-End | | Launch



Q1: When do you resolve your commercial risk?
Q2: What if you built a Certainty Time Machine?

VN

In most B2B, it’s

_ knowable before
Commercial development.

Certainty

This machine is fueled by...

Customer Outcomes

Diverge Converge

Launch

© The AIM Institute




But does it work? Download at
Research from The AIM Institute www.aimwhitepapers.com

Institute A'M

Institute

\'3"'

Resealch Repor'

° 397 Res p O n d ents A RESEARCH REPORL::!;:::&STmI;’IlgE
« 64 Companies 50 Project teams
« >1800 Interviews * 20 Companies

« 875 Interviews

© The AIM Institute


http://www.aimwhitepapers.com/

As a result of Discovery interviews, we gained...
N

B Disagree*
Neutral

® Somewhat Agree

m Agree

B Strongly Agree

*Includes:

« Strongly Disagree

a deeper more valuable  unexpected . Disagree
understanding  information information « Somewhat Disagree

of needs than typical

© The AIM Institute



Impact of interviews on product design

5 of 6 teams don’t
understand needs

4/0
, Y 0
How much have ES N
Interviews impacted L
1 Yes 5 No’s

the design of your

new offering?
B Great Impact

m Significant Impact
Moderate Impact

m Slight Impact

m No Impact



What Stage-Gate® does—and does not—do1

Blueprinter® data can now flow into your stage-gate system

B2B Customers
' kills Team-Customer
Custoimer InSighes

(often weak)

This interface
drives
breakthroughs!

Team-Company
Interface

(often strong)

This interface
reduces mistakes.

1 Stage-Gate is a registered trademark of the Product Development Institute © The AIM Institute



New Product Blueprinting training...

‘ Weekly self-paced e-learning
Learners access

e-learning, tools @ In-team AIM webcon coaching

& software All teams report their progress

Virtual Tegrr! A.
Workshop
2 Half-days,
public or private

Market
Case

Teams conduct .
Review

Discovery Interviews

Teams conduct
Preference Interviews

' Allteams
present to

) management
|

Teams learn
& role-play
Discovery
interviews

Hu
. )
Q
I
D
)

© The AIM Institute
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Your “one-stop-shop” with
www.blueprintingcenter.com o o thing for Blueprinting

Bluepnntmg Center

%“ P sl

e-Learning ¥ BlueTools® IueH( Ip®

© New Project E“EE

My Projects Team Leader Last Edited Cloud Sync Status
DEMO: Acme Packaging Mark Allen Oct 1, 2020 & Synced
Wood Floor Coating Nathan Bell Apr 18, 2021 & Synced
Oil Pipeline Coating Dan Adams Apr 17, 2021 & Synced
Railcar Coating Jason Buckly Apr 17, 2021 & Synced
Bridge Coatings Jeff Forbes Apr 17, 2021 & Synced
Semi-gloss Home Paint Team Leader Apr 17, 2021 & Synced
Auto Dashboard Coatings Meg Wheaton Apr 17, 2021 & Synced
Guardrail Coating Tim Jones Feb 27, 2021 & Synced

Parking Deck Coatin Dan Adams Feb 17, 2021 & Synced
g g Y


http://www.blueprintingcenter.com/

BLUEPRINTING LAUNCHSTAR® MINESWEEPER® 9 v

Executive Dashboard

Workshop Groups H Rl  Executive Dashboard

< Interview Experience EXPOF
Pr ject Pipeli | None hy' Lot mae 4 .
8 ProjectPlosing All Certification Levels v TR, . IR p— " ¥
> Project Portfolio
Discovery Roles barver m Preference Roles  oonow m
¢ Certification Progress

all Interview Experience



Trial Individual Team Business Hi-Growth
See if Blueprinting is Perfect if your For 1-2 project teams | Most popular plan: Like the Business
right for your company can give from a small For the business plan... except AIM
business in two 4- you in-house company... or fora ready to apply works closely with
hour virtual sessions. Blueprinting large company Blueprintingto 3or | your executive team.
If itis, you can... coaching. This plan wishing to pilot more real projects Best when mediocre
provides... Blueprinting with 1-2 and change its growth is not an
real projects. innovation culture. option.

Public Public

(Virtual only) (Virtual only) (Virtual or in-person) (Virtual or in-person)

Private Private

Virtual workshop type

First year costs

~$10,000 for one project team. Includes...
— « 2 half-days of training at public workshop
12 hours in-team coaching for up to 1 year

_ All resources for 4 people for 1 year
Then lifetime access to Blueprinting Center
$39/mo/person for software after 15t year

Covers Blueprinting Steps 1-3 with heavy focus on

Discovery interviews

.......

www.BlueprintingTraining.com
for training plans and costs



http://www.blueprintingtraining.com/

