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Want to grow your
business and cut costs by
leveraging tech.
Reader
Note

Subscribe to my newsletter
The goal of this guide book is to provide a practical “HOW-TO” guide for SME’s. It will help you take a structured approach to
(1) Identifying real opportunities in your business where tech can help (2) Help you select the most impactful tech to address these
(3) Ensure you maximise the benefits of this investment.
This guidebook is being developed iteratively based on numerous sources, inspirations and experiences. I will update and add to it
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regularly and publish it on ITdirector.ie. I welcome inputs and feedback!
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I Wonder Exercise – Set Up
• Begin, by gathering a small cross-functional team from various business
functions.
• I'd recommend always having a robust voice-of-the-customer* advocate
at any of these sessions.
• Keep the group diverse – you are more likely to uncover new ideas.
• Consider including the following:

Source: Dominic Mazzone Digital or Death

• Recent joiners to the organisation and old hands.
• Back-office staff who are often eager to highlight massive inefficiencies which flow down through
the company.
• Frontline staff who deal directly with your customers daily. They may surprise you with some of
the hidden frustrations your buyers have to overcome.
• Salespeople will often have insights into your competitors and ideas for new products or markets
you are not yet addressing.
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* = voice-of-the-customer advocates – employees who have direct experience with your customer
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I Wonder Exercise – Action Steps
Objective
Engage employees and create momentum around change – focused on Customer and Competitors.
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Part One
• The session organiser splits the group in to two or more teams ( 4~5 people per team) and poses
the questions (next page) to all teams
• Using Post IT notes, each team provides as many suggestions to each question as they can
(record the question number on the Post IT )
• When you have exhausted all suggestions then cluster the suggestions into themes
• Select two to three of the most impactful themes
• Each team presents their findings back to the other teams
Part Two
• Identify (from all teams) two to three most impactful opportunities/challenges to address
• Take 5 mins on your own to figure out how you could address these:
1. Without throwing more labour and more money at it
2. With technology/automation as an option.
• Now split back into the original teams and come up with best solutions
• Come together and present and select best over all solution.
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Questions: I wonder how our business could be better?
Other Questions you could ask

Source: Dominic Mazzone Digital or Death

KEY QUESTIONS
🧐 What would a start-up do to disrupt your business, to compete digitally with your
most successful products, or radically change the cost structure by full automating
key business processes?

1.

What are all the reasons customers don’t buy from us today?

2.

Why should customers not buy from us ever?

🧐 If this disruptor appeared – what would you have to become to better compete ?

3.

Would I buy from us?

🧐 If I were a competitor how would I destroy our business?

4.

Why would a potential customer not buy from us?

🧐 With no money

5.

Why don’t we have more customers?

🧐 With lots of money

6.

Why don’t customers buy more things from us?

7.

Do we have anything more for them to buy?

8.

What do our customers hate about us?

9.

Why would a potential customer not trust us?

10.

What is the most clunky thing about our business?

11.

What is wrong with our customer service?

12.

What is wrong with our products?

13.

Do we deliver our products in a timely manner?
Faster than our competition?

🧐 How would I compete with YourCo if I weren’t working for YourCo?

Remember …..
Customers will leave if a competitor offers:
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Nielsen q1 2013 Customer Loyalty Sentiment

Don’t worry about cannibalising the existing business (competitors won’t)
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