
Step 2: Think, Create, Mind Map                   

 Discuss how their “mindset” can inspire a new idea to 
address your challenge. Use their mindset as inspiration.

Go Natural & Green

Buyer Ratings & Recommendations drives 
cross selling. Universal access, fast delivery.

87,000 Different 
Coffee Options

Use hops that cost 
20X more to get 

more flavor 
Anticipate the Future - MPG

1 2

5 6

9 10

Idiot Proof + 
Cool Design 

Used I-Pod to 
Drive Computer Sales Passion for People & Process 

means WOW difference in Price

Peace of Mind 
SAFETY

Idealistic & Easy to Love

Authentic Gear That Really Wins

Head to Head 
Taste Tests

3 4

7 8

11 12

Take Over Time Need Ideas for... 

Step 1:  

Roll a die or randomly select a 
prompt from the list

Step 3: 

Individually, capture 
ideas on Yellow Cards

Concept Card
Fill in all that you can - start from front side or back side

Meaningfully Unique PRODUCT / SERVICE & Promise PROOF
 1) What is your product/service/process innovation? 
 2) How does it make the promise possible?

_______________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

PASSION This project is important to me and to my organization because...

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Customer Cost - if available (cost/time/hassle)  ________________________________

________________________________________________________________________

This is a great value when you consider... ________________________________________

________________________________________________________________________

Inventor’s Autograph:   ___________________________________________________
v.2 © 2011, Eureka! Institute, Inc. All Rights Reserved.

Project / Product / Service Name: ____________________________________
                                   Suggestive of the Benefit

NEWS HEADLINE: Explain your News in 1 sentence.  The first...

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

The Customer & their PROBLEM 
WHO is the Customer & WHAT is their Problem (complaint, frustration, wish)

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________ 

_________________________________________________________________

Meaningfully Unique BENEFIT PROMISE 

Make a clear, specific and if possible numeric promise to address the problem. 

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

More details on the BACK of CARD...

Strategic Purpose: It addresses a... check one
___ Very Important Problem (Weaknesses/Threats) 
___ Very Important Opportunity (Strengths/Opportunities)

Strategic Purpose: It addresses a... check one
___ Very Important Problem (Weaknesses/Threats) 
___ Very Important Opportunity (Strengths/Opportunities)

Focus Area check the one primary area...
___ Established Customers, Markets, or Systems
___ New Customers, Markets or Systems

Standardized SPF Levels    


