Think ‘business unusual

The marketplace today
calls for you to think
differently — here’s how
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IF THERE is a dominant theme
amongall the leaders, managers
and small business owners
that Imeet, it is this: Business-
as-usual thinking will not be

enough in these times.
You have to think
differently to create
new customers and
to constantly
add value for
your existing
cuslomers,
employees,
partners and

investors.
This begs the
question: how do
you think differ-

ently?

The starting
point is to realise that
being able to think in
an innovative way is a
skill and, like any other
ability, it can be improved
with the right tools, prac-
tice and

But what if 1 changed the
challenge to, how many unu-
sual uses can you think of for a
maobile phone? For example, it
can be used to hold open adoor.
Suddenly, you discover a new
range of possibilities.

MNow what if | asked, how
might an ant use a mobile
phone? Youmight answer, as
a dance floor or a shelter, and
S0 010

These might not be practi-
cal ideas but who would have
thought a few years ago that
you could use a mobile phone as
awatch, camera or video?

My point is this. Being able to
Uhink differently is a question of
choice. You can choose to think
in pusual or a different way. It
you choose to think in a differ-
ent way, you have two different
strategies:

1 Try and redefine
the challenge

In the ple above when I

S0 with this in mind, let
me show you how you can
think differently in minutes.
How many different uses can
you think of in the next 6o
seconds for a mobile phone?
In my workshops, most
people list from five to seven
items — text, phone, camera
ete. These are the business-as-
usual responses.

inserted the word “unusual”,
then most people's minds
opened up.

2 Look at the challenge

inanew way
In the mobile phone example, it
is when I ask the questi

tries to show that most people
are trapped into thinking in a
particular way, Our mind is like
a patterning system that organ-
ises information into existing
patterns (an Edward De Bono
insight).

This makes you quick and
efficient in processing informa-
tion but can lead to rigidity in
your thinking and you can only
create incremental ideas.

For example, let's imagine
that you are trying to improve
your customer service. Another
way of defining this challenge
might be to ask: “What can1do
s0 that my customers love deal -

new and different solution.

As mentioned, your second
creative strategy is to look at
the challenge with a new set of
eyes, S0 if you feel stuck, then
ask yourself how Virgin boss
Richard Branson might look at
this sitvation? Or a child? Or
your competitor or a supplier?

The lesson is this. The
marketplace today calls for you
tothink differently. This is askill
that you can learn and gain an
edge on your competition. You
can choose to win by learning
to think dnferpntly or be lcﬂ

lering what hap
when your t.ompehtms run

The mobile phone example

ing with me?” past you.
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