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DESIGN + INNOVATION LEADERSHIP 
FOSTERING 21st CENTURY SKILLS

ENTERPRISE FOCUS OPERATIONAL FOCUS

As organizations compete in an increasingly 
fluid environment, they need better tools to 
understand and empathize with customer 
needs as well as create bold effective 
solutions of all kinds. Complex problem 
solving, design thinking, and technological 
literacy are now essential for today’s business.

Design thinking excellence involves 
building a physical and digital home to 
embody customer led innovation. This 
centre featured design rooms, 
technology showcases, and a gallery of 
customer led innovations.

Operational engagements involve 
supporting the implementation and 
management of customer centric 
design innovation and optimization 
initiatives. On-going, daily interactions 
or scrums would be part of the offering.

A B
• IMMERSION  Engage leaders in deep dive 

workshops, presentations, and curated 
documentation. These sessions expose leaders to 
a broad range of experiences relevant to their 
business and equip them to identify opportunities 
for innovation systematically. 

• EXPLORATION  Visit technology clusters, 
hotspots and centres of excellence, including 
corporate, academic, government, and start ups, 
nationally and potentially internationally. 

• STRATEGY  Develop a clear modern design and 
innovation strategy to help grow. Identify, 
manage, and track project progress. 

• TRAIN  Design and deliver comprehensive 
training systems, appropriate to leaders, 
managers, and workers. The systems would reflect 
the nature of the industry and organizational 
culture.

• VALUE MAPPING  Lead senior operational 
leaders in deep dive sessions to assess how value 
can be improved in each part of their organization. 
Participants will assess operational efficiency, new 
product viability, and new business models across 
the entire value chain, especially through the 
context of customer experiences. 

• PILOT PROJECTS  Select and guide projects from 
concept to prototype to implementation, 
incorporating modern agile approaches. 

• SCALE GROWTH  Develop an operating model 
of three time horizons, H1. H2 and H3. Cultivate a 
culture of innovation and growth in the context of 
ABG technology investment and operational 
philosophy.

• GROW KNOWLEDGE 
The speed of business is 
accelerating. The Wujec Group 
deepens the understanding of 
technological, social, business, 
and other forces with 
workshops, events, curated 
materials, and systems.

• FOSTER MINDSET  
Attitude frames possibilities, 
options, and choices. The Wujec 
Group provide organizations 
with tools and systems to 
advance the customer 
innovation and optimization 
centre as an engine for growth.

• DEVELOP STRATEGY 
Setting a clear direction 
involves engaging and aligning  
leaders to build out clear and 
comprehensive frameworks. 
The Wujec Group applies 
Wicked Problem Solving tools 
to speed up planning and 
implementation.

• EXPAND NETWORK   
Growing business is about 
connecting with the right 
people. The Wujec Group helps 
identify, introduce, and engage 
executives with a community of 
design and technology thought-
leaders, developers, and 
investors.



The primary goal of the Design Thinking Leadership is to transform 
organizations to become more agile, empathic, customer-focused, and 
technologically skilled.

ASSESS 
The diagnostic 
evaluates an 
organization’s current 
knowledge of and 
mindset towards design 
thinking, emerging 
technology and 
innovation. The 
diagnostic will establish a 
baseline across an entire 
organization.

ORIENT  
One or more deep dive 
workshops establish a 
shared platform for 
understanding of design 
thinking needs and 
opportunities. Expert 
speakers, as available, 
provide detail and colour 
for each technology.

FRAME 
Framing sessions provide 
participants with 
opportunities to 
contextualize the 
relevance of 
technologies to an 
enterprise and 
operations. Participants 
will connect technology 
with business outcomes.

ENGAGE 
Networking meetings 
within and external 
leaders to create new 
relationships and 
potential partnerships. 
These meetings will 
range from formal to 
informal and may include 
international travel.

STRATEGY 
Facilitate the 
development of a design 
thinking strategy. The 
combination of business, 
innovation, technology, 
and cultural goals must 
integrate with the 
organization’s overall 
corporate strategy.

IMPLEMENT 
Execute on the strategy, 
carrying out the 
training, design, delivery, 
and assessment. Build up 
and scale the team, 
externally and internally 
as needed. 

Meetings 
• leadership meetings. 
• Design thinking sessions. 
• Silicon Valley Experience. 
• Singularity University. 
• Academic Events. 
• Industry Conferences. 
• Private Events. 

Frames 
• Relevance: to the 

organization’s investment 
philosophy. 

• Position: Identify 
potential returns on 
investments for various 
businesses. 

• Risk factors: rate of 
change, disruption, etc.

Diagnostic  
• Business: goals, 

philosophy, performance. 
• Innovation: culture, 

metrics, performance. 
• Technology: literacy, 

applications, attitudes. 
• Culture: values, learning 

styles, attitudes. 
• Logistics: timeline, 

locations, support.

Strategy 
• Clarify business goals. 
• Training goals. 
• Training system. 
• Investment scope. 
• Physical space. 
• Digital space. 
• Scaling method. 
• Train the trainer.

IMPLEMENT 
• Design design thinking 

program. 
• Development of the Blue 

Book. 
• Production of tools. 
• Training delivery. 
• Training assessment. 
• Integration with 

operational focus.

Design Thinking   
• Aspects of Customer 

Focused Design Thinking: 
empathy, research, 
prototyping,  

• Technology classes: 
sensing, computation, AI, 
robotics, synthbio, 
material science, energy, 
financial, among others.

ENTERPRISE FOCUS

1 2 3 4 5 6



DEEP DIVE  
Participants use a 
panoramic environment 
to display their entire 
business through variety 
of frameworks, 
including business 
structure, value creation, 
customer journey to 
identify areas for 
advancement.

BOLD STEPS 
Participants will produce 
and assess low-fidelity 
prototypes of customer 
augmented solutions.  
Each bold step will be 
assigned an 
implementation profile, 
identifying cost, 
resources, time, risk, and 
impact.

IMPLEMENT 
Several prototypes will 
be converted into fully 
implemented projects. 
The plans will be rolled 
out with appropriate 
methods such as lean or 
agile.

MANAGE 
The on-going projects 
will be developed into a 
implementation 
scorecard, which will be 
incorporated into the 
organizational scorecard.

The goal of the operation engagement is to identify and 
implement customer centric initiatives within a business, 
addressing top and bottom line growth.

OPERATION FOCUS

1 2 3 4 5 6
CONTEXT 
Participants engage in a 
business and technology 
diagnostic to clarify the 
business context, 
industry and market 
trends, current 
technologies, customer 
centricity, attitudes, and 
broad innovation 
objectives.

VALUE OPTIONS 
Participants identify 
opportunities to add new 
value by focusing on 
improving customer 
experiences. These 
include addressing 
decreasing customer 
pains, increasing 
customer gains, and 
helping customers get 
their real jobs done.



Training Systems
ENTERPRISE FOCUS

Design Thinking System 
‘Blue Book’



Training Systems
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Design Thinking System 
‘Card Decks’

wicked
problem
solvingtm

Business success depends on organizational 
agility, a team’s ability to quickly clarify 
problems that really matter, systematically 
explore alternatives, decide bold steps, and 
implement ideas that make a big difference.

Wicked Problem Solving™ is a powerful and 
flexible system that uses large-scale 
visualization, expert facilitation, and rapid 
prototyping to tackle complex challenges 
and guide teams to clarity, engagement, 
and alignment.
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ALIGN
Create a shared vision, 
strategy, set of key goals, 
and series of next steps.

ENGAGE
Ensure every key team 
member is fully 
involved. 

CLARIFY
Identify the challenges 
and opportunities worth 
pursuing.

Wicked Problem Solving Principles

Lead with Key Questions Make Ideas Visible Shift Forward
Questions are invitations to explore, 
understand, and take action. The true 
art of facilitation begins with 
identifying the right questions and 
asking them in the best sequence. All 
problem solving is the resolution of 
questions. 

Diagrams, drawings, and prototypes 
transform ideas from invisible 
concepts to tangible, persistent, and 
workable building blocks. This 
powerful process helps groups grasp 
complex interconnected ideas and 
build clear pictures.

Problem solving requires movement. 
Physically manipulating visible ideas 
changes mental models. This leads 
groups to discover powerful, effective 
solutions.
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INTERNAL 
CONTEXT

ASSESS 
POSITION

CONVERGENT 
PRIORITIZATION

CONCRETE 
FOCUS

SUCCESS 
STORY

E
FRAME CONTEXT

DCBA
ANALYZE FORCES EXPLORE OPTIONS ENVISION FUTURE DECIDE BOLD STEPS

What’s changing 
your business?

What’s the impact 
on your business?

What might you 
do differently?

What will you  
do differently?

EXTERNAL 
CONTEXT

KEY 
NARRATIVES

DIVERGENT 
EXPLORATION

ABSTRACT 
FOCUS

ACTION 
PLAN

What should you 
do differently?

Context 
Summary

Forces 
Summary

Options 
Summary

Future 
Summary

Decision 
Summary

What external 
dynamics  

are shaping  
your business?

What do these 
dynamics mean? 

How do you make  
sense of them?

Where might  
you create  

more value? 
What are some 

viable alternatives?

What specific 
actions  

will you take to 
realize your vision?

What is your 
noble vision? 

How will you deliver 
customer value?

What internal 
dynamics 

are affecting  
your business?

How well positioned 
is your business 
in the context of 

external and internal 
forces?

Which alternatives 
seem most 
promising? 

What is the intent 
of your goals?

How can you 
describe success in  
a clear, engaging 

story?

What would your 
ideal vision look like 
through a series of 
realized projects?

Wicked Problem Solving Workshops consist of five phases. The sequence 
builds a shared understanding of challenges and opportunities, identifies 
creative options, and determines bold steps that will make a difference.

Workshop Phases
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Duration: 15-45 minutes

Frame Internal Context What does success look like?A

Participant Map

Source: Wujec

PORTRAIT

Draw a face to express 
how you feel  

about your challenges.

Name

Arrange the sticky notes to  
correspond with participant 

seating arrangement. 

Role

Success

Name

Role

Success

Name

Role

Success

Name

Role

Success

Name

Role

Success

Name

Role

Success

Name

Role

Success

Name

Role

Success

Name

Role

Success

Name

Role

Success

GOAL SUMMARY

Name: 

Role: 

What success looks like:

DESCRIPTION

How do you feel?

FACES

wujec.com
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Duration: 30-60 minutes

Analyze Internal Forces Who is involved and how?B

Stakeholder Flow Map

Source: Wujec Group

NAME
Identify each stakeholder by name or role.
MOTIVATION OR INCENTIVES
Identify what each stakeholder wants to 
achieve and avoid.
CONNECTIONS
Identify the relationships between 
stakeholders.

wujec.com
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Duration: 45-90 minutes

Analyze Forces What do your customers experience?

Customer Journey Map

Source: Lean Methods

CUSTOMER NEEDS
What does your customer 
need at each touch point?

CUSTOMER 
SATISFACTION

KEY MOMENTS
Visualize and draw the essential  
interaction at each touch point.

MOMENTS OF TRUTH
What do your customers experience at 

each touch point? 
What is the impact of these truths?

Touch Point 1 Touch Point 2 Touch Point 3 Touch Point 4 Touch Point 5

CUSTOMER PROFILE
Who is your customer? 

Describe their pains, gains,  
and jobs to be done.

How satisfied is your 
customer at each touch point?

B

wujec.com
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Duration: 15-30 minutes

Analyze Collective Forces What is your position?B

Readiness Map

Source: Lean Methods

IMPACT
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Duration: 45-90 minutes

Explore Options What are some compelling alternatives?C

LUMIAMI Technique

Source: Innovation Genome

LOOK 
How could you 
investigate your 
challenge from new 
points of view?

USE 
How could you use 
the product in new 
ways?

MOVE 
How could you 
manipulate 
elements to produce 
new solutions?

INTERCONNECT 
How could you connect 
parts with each other 
in new ways?

ALTER 
How could you 
change parts to 
make up new 
things?

MAKE 
How could you 
fabricate new 
things to create new 
solutions?

IMAGINE 
What could you 
envision to create 
new opportunities?

Select a handful of questions.

• What could you 
import from another 
field?  

• What could you 
rearrange or 
reconfigure? 

• What could you 
remove altogether to 
streamline?  

• What could you 
speed up or slow 
down? 

• What could make 
your customer more 
or less happy?

• What could you look 
at from a higher 
level?  

• What could you 
reverse or look at 
inversely?  

• What values could 
you switch? (Bad, 
Good?)  

• How could you look 
at this like a child?  

• How could you look 
at this in a more 
holistic way?

• What could you 
leverage better or 
for the first time? 

• What could you use 
as a foundation for 
something else? 

• What could you 
substitute for 
something else? 

• What could you 
apply in a new way 
or context? 

• What could you 
change and then use 
differently?

• What could you use 
to power something 
else?  

• What could you 
combine to make a 
new thing? 

• What could you do 
to make a network? 

• What could you 
make more open to 
enable co-creation? 

• What people or 
groups could you 
form new 
partnerships with?

• How could you 
radically increase 
quality?  

• How could you 
change or improve 
the design?  

• How could you 
change or improve 
performance? 

• How could you 
improve the overall 
experience? 

• What could you 
standardize to make 
things better?

• What new processes 
could you create? 

• What new meaning 
could you create or 
infuse? 

• What could you 
harness to make 
something new? 

• What new functions 
could you create?  

• What could you 
make more 
specialized and 
focused?

• What would you 
amplify or increase? 

• What could you 
make easier or more 
fun?  

• What negatives 
could you get rid of?  

• What crazy ideas 
could you try that 
just might work? 

• What could you 
learn from science 
fiction?
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Example 3 Illustration of the third.
Example 4 Illustration of the fourth.

1 VISUAL METAPHOR

Familiar objects with many components  can unpack an idea into simple frameworks.

How this diagram could be used in a  
variety of situations.

1 VISUAL METAPHOR

Example 1 Illustration of the first.
Example 2 Illustration of the second.
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Example 3 
Illustration of the third.

Example 4 
Illustration of the fourth.

1 GROUP SUMMARY

How this diagram could be used in a  variety of situations.

1 GROUP SUMMARY

Example 1 
Illustration of the first.

Example 2 
Illustration of the second.

Wicked Problem-Solving

Wicked Problem-Solving ™

™

What is your 
Noble Purpose?

NOBLE PURPOSE

A clearly stated mission defines your deepest  

aspirations sets the direction of your business.

Why does Your 
Organization Exist?
Your vision should create a vivid picture 

of long-term aspirations and bring  

together your team’s passions and skills.

NOBLE PURPOSE

5

Customers  
Who are the people you serve? 
How specific and clear can you describe them?

Customers’ Needs 
What do they want and need?  
What problems do you help them solve?

Value Propositions 
Where do you add more of what they want 

and reduce what they don’t want?

Differentiation 
How do you clearly stand out from 

competitions and alternative solutions?

Mission 
What does your organization do better than 

others and why is it important?
Wicked Problem-Solving
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What is your 

Noble Purpose?

NOBLE PURPOSE

A clearly stated mission defines your deepest  

aspirations sets the direction of your business.

Why does Your 
Organization Exist?

Your vision should create a vivid picture 

of long-term aspirations and bring  

together your team’s passions and skills.

NOBLE PURPOSE

5

Customers  
Who are the people you serve? 

How specific and clear can you describe them?

Customers’ Needs 

What do they want and need?  

What problems do you help them solve?

Value Propositions 

Where do you add more of what they want 

and reduce what they don’t want?

Differentiation 

How do you clearly stand out from 

competitions and alternative solutions?

Mission 
What does your organization do better than 

others and why is it important?
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Questions are invitations to identify, explore, unpack and resolve important 
challenges. Choose questions to establish intent and focal setting.

LEAD WITH KEY QUESTIONS MAKE IDEAS VISIBLE TAKE FORWARD STEPS

Triangles show three way trade-offs 
markets and volume progressions.

Add

Entering information provides data and 
opinion, fact of the problem to be solved.

Subtract

Taking away information makes it simpler and 
removes the extraneous.

Zoom in

Get a Closeup of the pattern and  
\feel what is is like inside.

Zoom Out

Look tat the information from a larger view 
and see it in larger context.

Generalize

Climb up the Ladder of Abstraction and make 
broader statements, rules and detect patterns 

of information.

Specify

Identify examples of data and situations and 
create simpler that colour, life and detailed 

data.

Cluster

Find similarities beteen the actions.

Differentiate

Find differences between the date

Sort

Explanatory Text

Randomize

What can you sever.

Connect

Find the links between the actions.

Cut

Everyone has an opinion, but people are 
sometimes scared to share them. Create an 
open space where everyone can contribute 

their thoughts.

Talk

Change the modality 

Visualize

Don’t get carried away with the process 
— take a break every once in a while to check 

in with yourself and the group about goals 
and focus.

Fact

There are no stupid questions. Always take 
time to make sure the team is clear about big 
picture objectives, specific details… and the 

meanings of mysterious acronyms.

Opinion

 Try shuffling your posters or work-in-progress 
for a new perspective on a wicked problem.?

Go

Explanatory Text

Stop

Explanatory Text

Question

Explanatory Text

Commit

Explanatory Text

How do we 
Win?

Explanatory Text

How do we 
Prepare for 

Uncertainty?

Explanatory Text

How will We  
Make 

Smarter 
Decisions?

Explanatory Text

How will we 
Foster 

Positive 
Change?

Explanatory Text

What’s the 
Best Way to 

Do the 
Work?

Explanatory Text

How Can I 
Possibly Get 
Everything 

Done?

Explanatory Text

What 
Systems 

should we 
use to Track?

Explanatory Text

How Should 
we Organize 
Ourselves?

Explanatory Text

How Shall we 
Grow?

Explanatory Text

How do we 
Attract 

Customers?

Explanatory Text

What is the 
Best Way to 

Innovate?

Explanatory Text

What should 
we do for 

our 
Employees?

Explanatory Text

What is 
Honorable?

Explanatory Text

How do we 
Fulfill our 
Potential?

Explanatory Text

How do I 
work Hard 
and Still be 

Me?

Explanatory Text

How do we 
become 
Better 

Leaders?

Explanatory Text

What is our 
Noble 

Purpose?

Explanatory Text

What is our 
Essential 
Offeing?

Explanatory Text

How do we 
Delight our 
Customers?

Explanatory Text

What is our 
Business 
Model?

Explanatory Text

Diagrams establish spaces to organize information into easily 
understandable patterns. Choose diagrams to map information.

Forward steps are actions - physical and mental - that manipulate 
information towards achieving clarity, engagement and alignment. 

Text

Point

Entering information provides data and 
opinion, fact of the problem to be solved.

Line

Taking away information makes it simpler and 
removes the extraneous.

Triangle

Get a Closeup of the pattern and  
\feel what is is like inside.

Square

Look tat the information from a larger view 
and see it in larger context.

2x2 Matrix

Climb up the Ladder of Abstraction and make 
broader statements, rules and detect patterns 

of information.

Circle

Identify examples of data and situations and 
create simpler that colour, life and detailed 

data.

Swim lane

Find similarities beteen the actions.

Squiggle

Find differences between the date

Storyboard

Explanatory Text

Hierarchy

Explanatory Text

Person

Find the links between the actions.

Blobject

Explanatory Text

Map

Change the modality 

Systems

Explanatory Text

Visual 
Metaphor

Explanatory Text

Mindmap

Explanatory Text

Illustration

Explanatory Text

Canvas

Explanatory Text

.

Explanatory Text

Equation

Explanatory Text
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What are the dynamics within your industry? 
FRAME02
INDUSTRY STRUCTURE

COMPETITIVE
RIVALRY
What is the nature of the industry competition: Price? Quality? 
Speed? Reliability? How do they differentiate themselves?
Illustrate how the industry players battle for business.

SUPPLIERS
Who are your suppliers?
What products and services do they 
provide? Who is indispensible?

Entry barriers protect an industry from newcomers 
who would add new
capacity and seek to gain market share.

SUPPLIER
BARGAINING
POWER
Powerful suppliers can charge higher 
prices or insist on more favorable 
terms, lowering industry profits.
When suppliers serve alternative in-
dustries. they exert more force on any 
one industry.

BUYER
BARGAINING
POWER
Powerful buyers can force prices down or 
demand more value in the product, 
capturing more of the value for themselves. 
When buyers see little differentiation in the 
industry’s products, they have the power to 
pit one vendor against another.

THREAT OF
SUBSTITUTIONS
Effective substitutes can provide an attractive 
price performance trade-off relative to the
industry’s product. They put a cap on industry 
profitability.

BUYERS
Who are your buyers? 
What offerings are most important to them?

NEW
ENTRANTS

SUBSTITUTE
SOLUTIONS
Substitutes are offerings that meet the same basic needs 
as the industry’s product, but in a different way. Substi-
tutes are not direct rivals, they often come from unex-
pected places. This makes substitutes difficult to antici-
pate or even to see once they appear.THREAT OF 

NEW ENTRANTS
Entry barriers protect an industry from
newcomers who add new capacity.
What are the specific barriers to entry? How 
might these barriers be lowered or raised?

Common Operating FrameworksCommon Operating Frameworks



ENTERPRISE FOCUS
Examples of Design 
Priority Wheel


