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BINA NUSANTARA 20/20 Vision

A World-class Knowledge
... in continuous pursuit of and

MISSION

Commiits to deliver excellence in education and
research for the global community by:

e Providing a that encourages and
rewards innovation
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LEARNING OBJECT

At the end of the workshop, participant are able to:
1. Apply methods for thinking more creatively (out of the box) to
generate better ideas and faster solutions. [5-9]

2. Define organizational innovation problems and room for
Improvement. [10-19]

3. ldentify innovation not just as a new product or service, but as a way
of working to find opportunities in every job in their organization. [20 —
32]

4. Define concept and techniques for managing, controlling and
improving quality at the workplace. [20 — 32]



WHY INNOVATION

“We operate in a mature industry with a mature product portfolio and our
margins are beginning to disappear.”

“Our new ideas are stuck in the mud of internal planning and review
cycles.”

“New competitors are moving into our space and we need to do
something to defend our market position.”

“We see opportunities in adjacent markets (new segments, geographies,
etc.) but we don't know where and how to start.”

“We have so much IP but we cannot convert it into products that resonate
with consumers.”

“Our linear product development process doesn't allow for nimbleness and
trial and error.”

“Our product ideas are dnven by science and engineering but fail to
recognize latent or unarticulated customer needs.”

“We got lucky once or twice. How do we repeat our market success year
after year?”
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Innovation means behavioral change.
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LEFT & RIGHT BRAIN

The Way Your Brain Is Organized
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LEARNING OBJECT

At the end of the workshop, participant are able to:
1. Apply methods for thinking more creatively (out of the box) to
generate better ideas and faster solutions. [5-9]

2. Define organizational innovation problems and room for
Improvement. [10-19]

3. ldentify innovation not just as a new product or service, but as a way
of working to find opportunities in every job in their organization. [20 —
32]

4. Define concept and techniques for managing, controlling and
improving quality at the workplace. [20 — 32]
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