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“Can I afford to buy that house?”

“How can I improve lead conversion?”

“How much fertiliser do I need for that field?”

“Would I be better off in stocks or bonds?”



Innovation Diffusion
households with access to innovations





https://betfy.co.uk/internet-realtime/










Red Ocean - Blue Ocean

• Organisations will find greatest 
success where there is no competition

cf. Porter generic strategies

• Not only about diversification 
but maybe about re-invention, 
or doing everything a bit better
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New Business Models

23andMe
DNA profiling

$99 tests encourage 
mass market 
adoption…

…providing a valuable 
DNA database for use 
by pharma and 
insurance companies
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Audio Amplifier Module

£0.60
including post and packing!

all the way from China

new
economics



Data Generation Boom The average vehicle houses over 200 
sensors, measuring everything from 
engine performance to tyre pressure
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UK Online Sales

ONS, 2024

Mar 2020

25.8%



Future of Retail?
Retail shops need to become:

showrooms?
brand advertisements?

meeting places?

training facilities?

click and collect stores?



personalisation

https://www.youtube.com/watch?v=5ipkGr1Hn4Q


Mass Customisation

Levi’s customised made-to-measure jeans technology
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Feb 2024

Virtual Influencers



The lesson is clear: 
If your industry has not yet 
been disrupted, don’t worry 

– it soon will be.








Strategies for the Future

• Understand memes
• See the direction
• Be agile
• Prepare to fail fast
• Think the unthinkable
• Be the disruptor
• Tell the market what it wants

• Change the organisation
• Listen to customers
• Understand the 

customer’s issues
• Environment scanning
• Sub-teams



Gartner Hype Cycle



Join the CIM!

Use the Content Hub
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