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Do you want to innovate? Customers can help! 
  
Who doesn't want to create "home-run" customer innovations in 2016? But how will you 
innovate to maximize business relevance and customer loyalty in the year ahead?  
  
Here's a hint...listen to your customers. 
  
A 3M study (3M is certainly a brand that lives for innovation) shows interesting results for 1,193 
successful innovations across a wide swath of industries: 

 60% of successful innovations came directly from customers 
 Customer ideas are a great launch pad for organizational innovation teams 
 Over a 5-year period, customer-lead innovation had greater ROI ($146 million) when 

compared to internally generated innovation ($18 million) 

The moral of the story is a novel idea can lead to an invention but for an invention to be 
innovation it requires a customer. Unless invention solves a customer need there is no market 
for that idea or product.  
  

 

http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxamHrHGcjeqefDlu3KqkJTkaRrliiEqR6eScW5PhVVYz-KFMVupGebZYyDwz7iJQQwzz0Zp8YSX6UarqyxYNfy-HFJEkMiJQzKZJhPCxu0LRZGepTZkO957flyO1oLqamJI2XEC6tSsfG3M_74PvHqTWHaocr86gVj5vDkDOduA_JrOdwIySSBqOM-Ij2nhns29vZaBczdLQ5SizXEUAIhD7DjttwdHt3thZyo7qIY-pQPSNjlGm0Wq8anufp2Zg9dl84VAU4cgx&c=&ch=
http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxRjxizWZ_M_DShDnVjwz155QTObhRAC1YV37rAnO_tEgRzey3NGYrfcpnh1Q-hfacaBkIIFu_5oLl320bmtuVYOkrpJ8UEfbTowCiXsCNcLYvJxCNag_Znr26ThjUT_AUfDT49IX3C68kqGcjNDT6CRDNdmvIOgs4dxWR30Gl37aNtBhj2mAzlJ8dqH3rEGh0u2TKxL36L2Nu0i6r9KybvE3c_iV_uP73EMKiSGq0c_irwyLVScwqDYZFxx5IQwGOwNME7NtOu5S_YQ0Jb2kW90vbYkrRzhNcg==&c=&ch=
http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxRjxizWZ_M_Dd63mDXXWhKyUphehut2hvIN2tFu9vz7i1CJ1dpVvg2pHyqeq755MQPnab3VCVbSSbdgQVlh_BJqqoJJz59tQVwgs0mM88IUHqK_A9xvjvJszTQn2KI9nhp0caWfM3TI2yXLwMFPRbxc76_5w0El0GdwXSvF2EDUwAP_Pp6ErvG7hpnu4e5ynG2dvSHUgjhyzJiylfMw3PbN8Wil2FbCiH5bkC87kVQDeRg8aR4btJeL7rNPftuzoMg-kHsPO3d1OHphPD45gL8q0fkVEbOWVMuA23-7xg9VgpVoLIR9RTzKkaPTlyt8eOXTbVpCbINsP-JOGJyJ1_x3C7brGhWqliw==&c=&ch=
http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxRjxizWZ_M_D6SfCjrUUvf-Tb1S9P85-ypa6u0owUXNpK8iTiccjgZA9jU4zAGWT84cnJS6NYChP0zwlubZTYH3bp4SGmjs4D0GqD6qKc50aqlp5jqpMt7QrmEcnOfGoyNASDLTzOvBTivXGhYJZCT65quA24zIo30CzyPD9ZsIgleF7L4-oO7KC8lN_eDEz2j1Dv6qmKItu--OdhYnkvQm9ltKMbnOI3tyi2_1JOWHxHunGTognxV21YnmwlOcmV6M9RRP5rb-XlxXKQnmNw9svhoEfbvxw_A==&c=&ch=
http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxRjxizWZ_M_DOXKrHeVSAuLerFbnPwHRvmIMki5jFJpiLh719rl-yHlWJjQjpLHSVEnRgMGHBGXTRt67NM0y5pYNcTRZKlFjHauYn2hluBN78YBMP7HdNhcfOtqU6auw2dyIRAEpKYNDrrdD_2p7yKLBnGaTiggfXb1atbSUpC-kRR-5Ruf0zZxec68sXCfQsQYmkDX_23cuU1yTvs-jwxCPNIaJw5z01lFRmpnn-Zi_t6d342Nf4JtZQ89pMcwG_GxaC20t-F-7dCcJjsWTkBCDZLostGMTGQ==&c=&ch=
http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxTNDLbSyG1JWL1UAmbiXEJRJdkOVBAPcYU3g0bsG-jSbNYfEPGGlVdaa7pU6kT95D5XIU5v6QJMUucYDLgb_INwENAmuyZvLmDVw3duNFkN9aud1H9iB6LncqVd3hdt5XNS5xi3F8fYtQE7idbnr-0kvCL71PopRTB0_EJ8GLWjbDCJxjT7jSJiUuJ6FgtdFTaafIWXgkWyy_aJzacCIbbTnx7Rj4zJgeVL88NDu-475-IoIkjcpjYcJklQQ5anE-A==&c=&ch=
http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxTNDLbSyG1JWL1UAmbiXEJRJdkOVBAPcYU3g0bsG-jSbNYfEPGGlVdaa7pU6kT95D5XIU5v6QJMUucYDLgb_INwENAmuyZvLmDVw3duNFkN9aud1H9iB6LncqVd3hdt5XNS5xi3F8fYtQE7idbnr-0kvCL71PopRTB0_EJ8GLWjbDCJxjT7jSJiUuJ6FgtdFTaafIWXgkWyy_aJzacCIbbTnx7Rj4zJgeVL88NDu-475-IoIkjcpjYcJklQQ5anE-A==&c=&ch=


Who better to help identify solvable problems than your customers? In 2016, why not often 
ask, "How can we make this product or experience better for you?" Better yet why not 
attempt to make those suggested improvements and check back with your customers regarding 
the effectiveness of your innovation efforts.  
  
I suspect your cash register will happily tell the rest of the story... 
 

 

 

THANK YOU 

 

Driven to Delight is a Bestseller! 
 

   

 
Driven to Delight offers an exclusive, behind-the-scenes look at CEO Steve Cannon and his leadership 
team's ambitious, multi-pronged strategy to elevate the company's customer experience to best-in-
class across all brands and industries. This is an in-depth, all-access look at senior leadership's vision, 

strategy, and tactical steps to create and sustain the wide-sweeping actions needed to deliver a 
customer experience that lives up to the company's brand promise, "the best or nothing." 

 
www.DriventoDelight.com 

  

 

From the Blog: 
 

How to Become a Leader in Customer Experience 
 
There are leaders, followers, and...well people who just get in the way! Which are you? 
 

http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxZLNuhRpYETNpny_I2yclEaVq-c0ND3KEJPSUXT2rjNt0ad64Usnu7ucOGxxLWyFvOF5RTzelc4ricitlpipW-Ko0fj8jtcKF2IhFG0BzBeUYV1dGqBVLAlecIL12it7r0T815_JhFJsFiJbUZLw8dO8zVxuUmsQqTgReLuIK68xUk3XbOOs3qdb76qzj-090dMDOaTlinoQr-yPvYQfzbhOjxMkmMBxvsxJzUGbZGf76iMEqqNaZTbX0oBFZDZWEQ==&c=&ch=
http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxRGc3XgdigcRD-lJhcBhQjH05HR-QwgRrX3YHB6mzmdaTJPng9a9jLavmCCdmkc1BaAGiR9DQWb4kqcszIQmPnJjesxoHE-1PPbQ5s8UgKsEqHgWRcsZZ3Qzx3UAJTyAO3X9RuElqETdw5B9j5Dke-IiBJgNq2ShAd1I6J-VO0vCRQqI_fURDllFMO-Zw2nKyATwZ59ZNAjC3_hS1Kq8A2iy-TCdY4H2-pFy0snmWmB-M5I4LUo_CRU=&c=&ch=
http://r20.rs6.net/tn.jsp?f=001I-B1IpU5UOL0cVXPZGUpaaNBhIqbQqLuyWzXuG7up3bs4_dcU2hnxZLNuhRpYETNG0Cy95Ok6hILwfc7kXOSSeyPyxUJu87UgpFKNbzIQhyornTZhy7Zr4qU4Ln8Tji_a8i7tQ87UzTuCaFE2huOdPow7VPGJgq-DF7V5t7NhlMSlD6o_YQLyzYyh4ib7EttR6Aa3zmEEpFsPnFd-IW_4jFbSW2pHBTg9cFQDFImxxZ8u10ztnnJku2h8NZH0SRZW7oxOPiKpcHMbKptTRPReA8hZ3VtN4fQ2PoIcK2EEWyrzvGS99JoeWrtLe53PfCys2EAeCLs4Ssdl2FVaJ8jKNfxP7k7sYDBTekVuVJCq5q1wsTzoowAxA==&c=&ch=


In business today, it takes leadership to build a business that consistently engages customers. If 
customers aren't emotionally connected to your brand, through the experiences you provide, 
you will be vulnerable to offers and solicitations from your competitors. Such was the case for 
Mercedes-Benz! Read More  
 

 

 

 

 

 

  

 

 

    

 

The Michelli Experience 
lynn@josephmichelli.com 

http://www.josephmichelli.com 
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