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Semantics?
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Can	we	all	
be	

creative?
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1. Use all the ingredients here;
2. Plus unlimited supply of
other ingredients
3. Name your dish: E.g. Boeuf 
Bourguignon



Top 5: Most Valuable by Market 
Capitalisation

2006 2011 2017



If you invested USD 1000 in the following stocks, in January 2010, how would you rank their performance in 2017?

But do we understand business value?
Let us perform a test…
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1. Introduction



From:

üDesigner jeans to jean masks – doubling down on core 
competence: Same resources – new product

üHigh-end limited edition hand-bags to facemasks: Research 
from Asia, speaking to Doctors – created from existing 
resources left-overs from bags to facemasks

üArt gallery only to affordable art – getting the brand out more, 
ensuring income, then how to do artists view the world of color 
– offline to online

ü Private chef to virtual cooking classes – healthy food with 
ingredients in the house

üOnline business with food processing to delivering fruit and Veg 
boxes – get supplies from small local farmers – helps local 
farmers leveraging online business and know-how on food 
processing to be suppliers and then deliver: Co-operation

üMy Flexgym.com to restaurant findatable.co.za

Pivoting
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Acknowledge: Operating environment has changed fundamentally for both 
businesses and consumers. B2B and B2C

Buzz-phrase: The new normal – what is the new normal? Misconception 
that it takes 21 days to form a new habit or change behavior, its anywhere 
between 18 to 254 days1. Deal with the facts not the myth… What we can be 
relatively certain about is businesses and consumers under current economic 
conditions will not simply return to pre-COVID-19 “ways” immediately if 
ever…

Uncertainty: During and post. We only know what we know now – the 
future is extremely uncertain: Can only deal with the now and MAYBE a 
horizon of 2-3 months – the decisions you make now will have an 
impact on the future of your business

1. Lally, P., van Jaarsveld, C.M.H., Potts, H.W.W., & Wardle, J (2009). How habits are formed: Modelling habit formation in the real world. European 
Journal of Social Psychology, 40(6), 998 – 1009.

Introduction:	
Market	&	

Environment	
shift
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Businesses you serve: Demand for products and services, if not core and 
central to their core products/service – demand will be muted. Businesses 
you are and may have been serving, are “doubling-down” and with good 
reason…

Similarly

Consumers you serve: Their circumstances have changed for the most 
part...

Regardless: The environment and market within which you operate 
has changed (temporarily or permanently)

Introduction:	
Market	&	

Environment	
shift
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2.	Back	to	basics



The basics for any business are the financials – before we even 
get into innovation, design-thinking, pivoting and business-models

Diagnostic assessment before any decision/s can be taken

DON’T be optimistic, DON’T be pessimistic, DO BE REALISTIC

In	a	changing	
environment	
and	market:	

Get	the	basics	
right!
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Four critical “financial metrics”

1. Expenses: Fixed (for example: rent, insurance, salaries, loan 
repayments) Variable (for example: lights and water, office 
supplies), Seasonal (for example: domain registration costs)

2. Revenue: You should know this (right price for the 
product/service) – but what will this look like moving forward?

3. Profitability: Revenue – costs. How has this changed? How 
might this change? If you are still operating is it at a 
sustainable margin for the demand and your costs?

4. Cash flow management: The above is about expenses and 
profit – but what about the future: 

1. Where can I cut costs? 
2. Have I spoken to key stakeholders?
3. Funding opportunities?

Don’t be optimistic, Don’t be pessimistic, DO BE REALISTIC

In	a	changing	
environment	
and	market:	

Get	the	basics	
right!
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3.		Innovation
&
Design	
Thinking:	a	
process



Innovation:

Innovation can be defined in different ways – however I argue in a changed 
market and environment – innovation is using what you have 
differently to solve the problems faced by your business as well as 
by your consumers…

Innovating means you need to use your ingredients (resources) in new and 
different ways…

We solve problems when we are faced by them – we are all innovative – but 
more so when our existence is threatened.

Design thinking:

Design thinking has always been central to the development of products and 
services – but now its even more pivotal to innovating and re-inventing your 
business.

Design thinking is really a process that focuses on solving a problem/s (that 
is, solution-based approach to problem-solving)… 

Innovation	
and	Design	
thinking
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A changed environment means your prior products/services may not serve 
those needs now or possibly in the medium-term – this has implications 
on the sustainability of your business

The changed environment coupled with tighter “regulations” means that 
your consumers (business and individuals) needs will have changed… To 
design products and solutions around this new and constrained environment 
means you need to solve problems that matter to your consumer. 

1. Empathize
2. Define the problem
3. Explore all possible solutions 
4. Iterate through testing
5. Implement a solution

Using Design thinking, the process allows for the identification of new 
opportunities and development of new business models

Remember: Innovation requires you use your EXISTING 
RESOURCES DIFFERENTLY

Design	
thinking
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Re-inventing	your	
business

1. [New]	
opportunities

2. New	business	
models



[New] opportunities starts with your strengths/assets – its about 
you, your business and what you have…

1. What are YOUR strengths – strengths come in different 
shapes and forms and can be thought of as assets:

At a personal level: What knowledge and skills do you have?

At a business level: What spaces and things do you have, e.g. 
office space, vehicles…

At an ‘abstract’ level: E.g. Brand

At any level: What is not captured at the personal, business and 
abstract level that you know are your strengths/assets that you 
have 

[New]	
opportunities
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Framework	
A
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1. What you 
enjoy 

doing?

2. Anything you 
have access to 

that may be 
useful for 
building 

something new

3. Family, 
friends, 

community etc 
what do they 
have that you 
may be able to 

use

4. Knowledge 
and skills that 
you have, and 
have access to

5. Spaces (office 
etc) and other 
tangibles that 
you have or 

access to

6. 
Brand/Mar

keting 

7. 
Anything 

else

This gives you a list of available assets…



ü You have acknowledged the environment and market has changed! 

üNow acknowledge that your consumers (individuals and business) has 
experienced the same…

üAcknowledge that some of these have changed by force
üAcknowledge some have had new experiences
üAcknowledge that individuals have reflected on what is important 

to them 
üAcknowledge that businesses have focused (and so should you for 

your business) on their core competencies – what is their core 
focus – not fleeting projects…

üAcknowledge that individuals and businesses don’t have the 
spending power like before…

üEmpathize means dropping your assumptions and getting into the 
mind of the consumer…

ü How? – Ask!

[New]	
opportunities:	

Empathize
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c
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Changes: What 
has changed? 

I work from home 
now

Change 2

Change 3

Behaviour: 
How have you 

changed?

I now exercise in 
the morning

My dress code is 
more casual

....

Support for 
behaviour: 
What are your 

needs?

Did you have what 
you needed to 

exercise?

….

....

Customer (?): 
New or current 

capability

Need currently 
being served?

Create a new offer 
for this customer?

....

....

....

....

Speak to as many individuals you can – use Social Media to gain insights and responses…
This gives you a list of the new behaviors and needs

Framework	
B



Framework A and B give you an understanding of the assets you have 
and the needs of individuals and businesses… YOUR CONSUMERS…

1. Cluster the similar needs into groups

Define the “problem/s” for each of the changes, behaviors, support for 
the behavior for each cluster

The “problem/s” must be specific: 

üWhat EXACT or PRECISE need are you solving for?
üWhat EXACT or PRECISE change are you solving for?
üWhat EXCAT or PRECISE behavior are you solving for?
üWhat EXACT of PRECISE support for behavior are you solving for?

BE UNAMBIGIOUS – NOTE IT SIMPLISTICALLY

[New]	
opportunities/	

Design	
Thinking:	
Define	the	
problem
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For each of the NEEDS of “problem/s” you have identified:

ü Write-down an idea to solve EACH need

ü The aim is to generate as many ideas and not be constrained by 
anything…

ü Be creative – don’t get to concerned with the resources you 
may need – cars to ducks

ü Involve as many individuals as possible – think crowd-sourcing 
ideas as well…

ü Group similar ideas together and map them back to the cluster 
problems from the previous step

DON’T BE CONSTRAINED

[New]	
opportunities	

through	Design	
Thinking:	
Explore	
possible	
solutions
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Looking back on all your ideas:

Choose 5—10% of the ideas that you have generated to focus on…

These ideas must be based on:

ü Assets you have access to FRAMEWORK A

[New]	
opportunities:	
Be	selective
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1. Describe what ”job” a specific cluster problem (recall define problem 
stage) is trying to get done…

2. Define the pain points – What are the negative experiences (support 
for behavior – framework B)

3. Define all the positive experiences you could bring with your new idea

4. Describe how each new solution (selected ideas) in the form of a 
product or service that you have can reduce the pain 

Mapping
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From the mapping (previous steps) – choose 2-3 that have the most 
potential

1. Criteria for choosing:

1. Real needs NOT luxuries
2. More potential customers (market size)
3. Those that you can put together QUICKLY based on the 

resources you have

Choose a revenue model – most individuals and businesses are being 
spend conscious. 

1. Can you leverage a subscription based model?
2. Can you use a consumption-based model?

THINK OF DIFFERENT WAYS TO CHARGE FOR YOUR PRODUCT OR 
SERVICE

Final	
selection
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4.	Conclusion



From:

üDesigner jeans to jean masks – doubling down on core 
competence: Same resources – new product

üHigh-end limited edition hand-bags to facemasks: Research 
from Asia, speaking to Doctors – created from existing 
resources: left-overs from bags to facemasks

üArt gallery only to affordable art – getting the brand out more, 
ensuring income, then how to do artists view the world of color 
– offline to online

ü Private chef to virtual cooking classes – healthy food with 
ingredients in the house

üOnline business with food processing to delivering fruit and Veg 
boxes – get supplies from small local farmers – helps local 
farmers leveraging online business and know-how on food 
processing to be suppliers and then deliver

ü My Flexgym.com to restaurant findatable.co.za

Recall:	
Pivoting
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For each of the small businesses that are thriving in changed 
market and environment conditions:

1. They all solve a need!

2. They are all based on data (evidence) – surveys, seeing 
trends in other markets!

3. All leverage current skills and assets: Double-down on core 
competencies- just differently now! 

4. They are all focused on one or two aspects only!

5. They all leverage their existing ecosystem – each individual 
business is a critical input into the final product/service -
Support each other!

6. They all pivoted! 

What	we	
know:	

Common	
trends	for	
success
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1. I have a set of skills – how might I use them?

2. There are needs – what are they?

3. I have assets – how might I use my existing assets 
differently?

4. I have a network and am part of an ecosystem – how might 
I leverage this for what I may need and add value to 
this ecosystem and network?

Ask	
yourself	

these	four	
questions…
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It takes a village to raise a child.Finally	for	a	
competitive	

advantage,	how	
do	you	view	
competition?
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10	Types	of	innovation:	Where	
are	you	going	to	play	and	how	

are	you	going	to	win?
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@GIBSAcademy  
facebook.com/GIBSEDA/



About	
GIBS

Founded in 2000, the University of Pretoria’s Gordon Institute of Business Science (GIBS) is an  
internationally accredited business school, based in Johannesburg, South Africa’s economic hub.

As the business school for business, we focus on general management to significantly  
improve responsible individual and organisational performance, primarily in South  
Africa and increasingly in our broader African environment, through the provision of high-quality  
business and management education.

In May 2018, the annual UK Financial Times Executive Education rankings, a global benchmark for  
providers of executive education, once again ranked GIBS in the top 50 business schools globally.  
GIBS also excelled in the annual Financial Mail rankings which were published in October 2018,  
and achieved the following:
§ MBA and Executive Education Programmes were ranked first in the country across a number 

of measures;
§ South African business school with the best overall reputation;
§ Business school with the best Executive Education Programmes, as ranked by employers;
§ SA MBA/MBL Programme with the best overall reputation, as ranked by graduates.

At GIBS we value integrity, commitment, customer centricity, accountability, 
innovation and people centricity.
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