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Innovation & Prototyping 
Where the sidewalk ends 
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Mission 
The Innovation & Prototyping Group keeps its finger on the pulse of 

emerging technologies.  We look for technologies or approaches that 

will lead to a new product or service.  Once such a technology is 

identified, we must be able to explain the costs, benefits, and risks in 

adopting the technology so that business managers  can decide if 

and when to move forward. 
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Innovation & Prototyping 
What we do and don’t do 

• We don’t work in an isolated 
environment 

• We keep BU’s, internal IT and all 
stakeholders informed and aligned 

on prototypes progress 

• We don’t run an alternative go to 
market process to the Concept to 

Market or the Bespoke processes 

• We bring the most promising ideas 

back to the Concept to Market 

process through the Investment 

Board 

• We don’t run a technology lab nor 
type approve technology equipment 

• We build business prototypes of 

products / services to assess user 

experience, market potential and 

implementation & operations costs 

Introduction 
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Engageme

nt 

Toolbox Structure 
In this stage ideas for new 

product / services are 

collected from a number 

of sources. No judgment, 

ranking or rating is 

applied at this stage. 

In this stage ideas are 

ranked and selected for 

the next stage. “No 

Brainers” are immediately 

transitioned to the 

Business, with no need 

for further assessment. 

In this stage the idea is 

taken to the business in 

order to deliver a tangible 

bottom-line impact. 

Throughout the whole 

idea lifecycle customers 

are engaged to generate, 

assess, and eventually 

commercialize ideas. 

1 

2 4 

3 
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Idea Collection Methodologies 

What Description 

Idea Form on 

Intranet 

A form for anyone within Colt to submit ideas for new 

products / services. Ensures ideas are described in 

a consistent way. 

Innovation Radar 

Population 

workshops 

A way for the “movers & shakers” within Colt to 

make sure their ideas are captured in the Colt 

Innovation Radar. 

Innovation Eco-

System 

A way for Colt to engage with the more innovative 

and smaller technology companies. 

Technology 

Partners Meetings 

Meetings with Colt Technology Partners to explore 

and influence the partners’ roadmaps and R&D 

projects. 

Exceptions & 

Variations Process 

A way for the team to listen to upcoming and 

currently not served customer requirements, in order 

to identify trends and potential candidates for new 

prototypes. 

Idea 

Collection 
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Idea Form on Intranet 

Click here to open the online form 

Idea 

Collection 

A form for anyone within Colt to submit ideas 

for new products / services. Once ideas are 

received, they are dispatched to the relevant 

I&P team member for follow-up with the idea 

generator. The outcome might be to: 

• The idea matches an existing idea, and 

information should be merged. 

• The idea is not for a new product / service 

and should be discussed with others. 

• The idea is unique and should be added to 

the Innovation Radar. 

http://info.colt.net/forms/ISU_11Q2_Innovation_Programme
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Innovation Radar 

• Used to record and map the progress of 

innovative product ideas that are beyond the 

current Colt product roadmap. 

• Focused on ideas that have potential to 

generate new revenue as opposed to 

operational, marketing or sales efficiency 

innovations. 

• Ideas go through 3 stages: Unqualified, 

Being Assessed, Assessed 

• The product innovation radar is maintained 

by the Innovation & Prototyping team. 

Idea 

Collection 

Click here for the latest version of the 

Innovation Radar 

http://intranets/Intranet/BusinessUnits/ISU/Departments/StrategyArchitecture/ColtProductInnovation/index.htm
http://intranets/Intranet/BusinessUnits/ISU/Departments/StrategyArchitecture/ColtProductInnovation/index.htm
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Innovation Radar Population workshops 

A. Short ideas workshop 2-3 People 

Invite 
Meeting                 

(1 hour) 

Record 

and 

document 

idea 

Invite participants 

stating the purpose 

is to get their ideas 

Observation 

Questioning  

Structured 

brainstor

m 

Idea 

directions 
Improve 

ideas 

Document 

Mini 

concepts 

List ideas ensuring 

they are understood 

Record ideas on 

Radar as 

unqualified 

including index.  

Group 

B. Structure 1 day Idea raising 

Ranking  

In preparation, 

decide technology 

area and record 

customer problems 

8-10 people 

including 

externals, 

raise 100+ 

ideas 

Team map 

ideas in 10 

idea 

directions  

Improve idea 

directions with 

What, Who, 

How, 

mindmaps 

Rank ideas analytically 

and emotionally using 

ranking spreadsheet 

choose best 5 for radar 

as in assessment 

Min-concept, 

what is it, how is 

it for, what 

problem does it 

solve 

Idea 

Collection 
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Innovation Eco-System 
Structure and actions 

Goal: Stretch I&P minds to stretch our vision and give us a platform for experimentation. 

• Tap into universities  
• Start with Imperial College – Stuart for contacts 

• Identify relevant events 

• Attend start up events (meet ups, tech hubs, check for boot camps) 
• Stuart to provide a list – including Angel Investors 

• Identify future trends events and feed to Jen 
• Stuart to ask the team what they attend (like Wired, Re-Work, Smart Cities) and investigate other similar events. 

• Speak to futurologists, blue sky thinkers, analysts, experts, etc. 
• Create a database of individuals and expertise, engage, invite to events (lunch, dinner, drinks, etc.) 

• People like the Guardian tech writer, or City AM or Gartner analysts in certain areas. 

• Stuart to speak with the team and create the list 

• Find out how other companies practice open innovation 
• Add as a question to the benchmarking exercise – Audra/Ale/Peter to ask in meetings 

• Reading/sharing blue sky ideas and trends 
• Ale to set up the lunch and learn sessions (2 x team; 2 x subjects 30min each and 1hr for lunch) 

• Stuart create a database of tagged information for the team to share 

 

Idea 

Collection 
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Innovation Eco-System 
Output 

• One page reports of: 
• University events and engagements 

• Start up events 

• Future trends events 

• Discussions with futurologists 

• Database of content, tagged and searchable. 

• Blogs and articles to be shared with the business and externally 

Idea 

Collection 
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Technology Partners Meetings 

The I&P team will hold periodic meetings with the various Colt 

technology partners with two main objectives: 

• Explore the partner’s evolution of product features & functionalities 

that are in the pipeline, and understand how we can benefit early 

from them to enhance our service offering. 

• Influence the partners’ roadmaps and R&D projects to ensure the 

features and capabilities we need are prioritised. 

This activity will be executed through the partner management team 

with the support of the corresponding partner manager. 

Current information on the current technology partners and partner 

managers can be found on the team’s intranet site 

Idea 

Collection 

http://intranets/Intranet/BusinessUnits/ISU/Departments/StrategyArchitecture/PartnerManagement/index.htm
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Exceptions & Variations? 

• A way for the team to listen to upcoming and currently not served 

customer requirements, in order to identify trends and potential 

candidates for new prototypes. 

Idea 

Collection 
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Idea Assessment Methodologies 

What Description 

30k feet 

Ideas Assessment 

Workshop (Pre-

Prototype) 

Until this stage all ideas are at the same level. This 

is the stage where ideas get ranked1 for the first 

time. 

20k feet 

Prototype 

shortlisting 

Once ideas are ranked a decision shall be taken on 

which will become prototypes and which ones won’t. 

10k feet 

Prototyping Process 

How ideas are assessed through prototypes. 

1 = It is important to notice that ideas are ranked, not necessarily rated. A ranking (i.e. Idea A is better than 

Idea B) is easier, quicker, and more intuitive to perform than an absolute rating (Idea A is worth X, Idea B is 

worth Y). 

Idea 

Assessment 
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Idea Assessment Overview 

Idea 

Assessment 

30k feet 20k feet 10k feet 

Prototype Gate Ranking Prototyping Transition 

This stage is about 

ranking ideas according 

to specific criteria. 

Ranking is preferred to 

Rating or Scoring, as 

the objective of this 

stage is not to assess, 

but to simply define a 

priority order. 

 

At the end of this stage, 

some ideas will be 

qualified as needing a 

deeper assessment. 

These are transitioned 

to the next stage. 

All uncertain ideas 

(prototype candidates) 

go through a rough and 

quick revenue potential 

assessment. The goal 

is to further refine the 

ranking and agree 

priorities with the right 

stakeholders. 

 

The second part of this 

step is to decide, based 

on team capacity, how 

many ideas shall be 

moved to prototyping 

stage. 

Runway 

For each prototype we 

identify what 

uncertainties / 

assumptions we need 

to assess / test and 

which experiments will 

do the job. 

 

The objective is to 

reduce the uncertainty 

and risk up to a level 

where a clear decision 

on whether the 

prototype is a product 

candidate or not can be 

reached. 

Once uncertainty has 

been reduced, 

conclusions are 

presented to the 

relevant stakeholders 

(typically product 

management). Together 

with them we decide 

whether the prototype 

should transition into a 

full product or be 

shelved. 
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30k ft Assessment - Ideas Hot Board Workshop  
Initial ranking of ideas 

Idea 

Assessment 

Clearly does a relevant 

job for a customer 

Doesn’t do anything 

for a customer 

Group 

(2-5 People) 

Ideas Hot Board  

The objective is to provide an initial ranking of all ideas. These are grouped and 

recorded on cards and given in random order to a group of LOB leaders who will rank 

them from hottest to coldest: 

Idea 

card 

Idea 

card 

Idea 

card 
Idea 

card 

Idea 

card 

Idea 

card 

3 

1 

2 

… 

5 

4 

Idea cards 

What? For who? How? 
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20k ft Assessment - Prototype shortlisting (1/2) 
Overview 

All ideas will be assessed in order based on their 30k ft. ranking starting with the hottest. 

The 20k ft. assessment will consist on a rapid back-of-the-envelope evaluation to refine 

ranking and identify if they are fit for prototyping. This evaluation will be based on both 

Potential and Uncertainty: 

P
o

te
n

ti
a
l 

Uncertainty - + 

- 

+ 

Not 

interesting 

Not 

interesting 

Concept 

(hand over) 
Lead 

• Concept / Roadmap 

Ideas with high potential and low 

uncertainty, don’t require prototyping and will 

therefore be handed over to the business 

units for concept build. 

• Prototype 

Ideas with high potential and high 

uncertainty, are suitable for prototyping and 

will proceed to the prototyping stage in order 

based on their ranking. 

• Shelve 

Ideas with low potential, regardless of 

uncertainty, are not considered relevant and 

will be shelved. 

Idea 

Assessment 
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20k ft Assessment - Prototype shortlisting (2/2) 
Back-of-the-envelope evaluation 

Potential Uncertainty 

Idea potential will be defined by their estimated 

Revenue opportunity.  

 

It is essential that this exercise states any 

assumptions on which the revenue opportunity is 

defined and any assumption that needs testing 

should be marked in the uncertainty section. 

 

Revenue is calculated as follows: 

Idea uncertainty will be based on two questions, 

each evaluated in a 1-4 scale with the support of 

the LOB Product team: 

Revenue 
+ Price point (inc. price erosion) 

+ 3 year uptake  

+ Target market (# of users) 

= 3 year total revenue 

1. How close is it to what Colt does today? 
 People, Process, Tools and Infrastructure 

 Leverage of existing assets / infrastructure 

 

2. How close is it to what customers expect 

from us today? 

Evaluation through customer’s insight via: 
 Customer engagement on co-development 

workshops 

 Bid support exposure “win / no win” 

 Surveys 

The addition of both evaluations will provide a 

total uncertainty value (2-8) for each idea. 

It is critical that this exercise also defines the 

assumptions that need testing (if any). 

A template for the prototype shortlisting model is available here. 

Idea 

Assessment 

http://ciw/ISU/SA/IP/team/Methodology/Prototype Shortlisting - Idea Evaluation v1.xlsx
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Prototyping Process 
Overview 

Investigation Delivery 
Review & 

Closure 

Idea 

Assessment 

• As we go though the lifecycle, costs increase and uncertainty decreases. 

• If at any Stage, we realise that the idea is assessed as non commercially viable, 

we must be ready to stop and cut future losses. 

• To achieve this we need to set our minds on what assumptions we’re testing 

through the experiment / prototype, stay focuses on the assumption, and be 

ready to stop at any stage when the assumption is proven right / wrong. 

• On many occasions we may need to adjust our position (Pivot or Re-invention). 

This is absolutely acceptable, but we should make sure we do so in a controlled 

way. 

Our mantra is 

FAIL FAST, FAIL CHEAP 

Problem Statement 
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Once an idea has been 

selected for prototyping the 

prototype manager has 

initial meetings with 

stakeholders to understand 

what the problem is and 

what are the expectations. 

 

An internal kick-off meeting 

between the prototype 

manager, the project 

manager and the Director of 

I&P is held to define the 

problem statement and the 

scope of the prototype 

 

The prototype problem 

statement and scope are 

presented to key 

stakeholders for review. The 

objectives are:  

 

(i) Secure their buy-in and 

support to the 

prototype 

(ii) Understanding 

expectations in terms 

of output 

(iii) Identify suitable 

sponsor 

 

A second internal meeting is 

held to list the tasks/actions 

required to reach to the 

desired outcome and agree 

on the timelines. 

 

At the end of this stage the 

‘prototype one pager’ should 

be completely filled in. 

The one pager is presented 

to the rest of the I&P team in 

order to: 

(i) Share and keep the 

team updated on the 

new prototype we will 

be running 

(ii) The BA is engaged 

early in the process 

and we identify what 

support is required 

from him for the 

purpose of the 

prototype under 

consideration 

(iii) A communication plan 

is drafted to support 

the prototyping activity 

Prototyping Process 
Problem Statement 

Idea 

Assessment 

Problem Statement Investigation Delivery 
Review & 

Closure 

Internal Kick-

Off 
Stakeholder 

Engagement 

High Level 

Plan 

Comms & BA 

support 
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Prototyping Process 
Investigation, Delivery and Review & Closure 

Idea 

Assessment 

Problem Statement Investigation Delivery 
Review & 

Closure 

If it looks feasible, a 

detailed investigation 

needs to take place. At 

this stage we draw an 

action plan which lists 

that tasks that need to be 

carried out to deliver 

based on the agreed 

scope. This is when we 

start talking to internal 

and external stakeholders 

and collect all the 

information required. Any 

previous assumptions are 

challenged! 

At this stage we turn our 

attention to deliver the 

agreed scope. This 

include technology 

delivery (in case we have 

agreed that the scope is 

to deliver a prototype) or 

a market research (if we 

have agreed that this was 

the right way forward) 

and so on. This stage 

costs us money and has 

a great opportunity cost 

attached to it. 

This is when we review 

the work carried out and 

come up with conclusions 

and recommendations on 

(i) what should COLT do 

next and equally 

important (ii) how we can 

make ourselves and our 

processes better. 
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Prototyping Process 
The prototype one page slide - available here 

Prototype Name 

Prototype Scope: 

What are we trying to achieve 

through this prototype 

Problem Statement: 

A sentence capturing 

the essence of what the 

problem we are trying 

to address is 

Uncertainty Chart: 

What is the uncertainty 

for COLT vs the 

uncertainty for 

customer initial position 

and where would we 

like it to be once we 

complete the prototype 

and assesment 

Task List 

Captures the key tasks for each stage of the process, the 

target completion date, status (RAG) and commentary 

Problem Statement: 

A flow chart showing 

the main stages 

required to complete 

the prototype 

Idea 

Assessment 

http://ciw/ISU/SA/IP/team/Prototype Status Updates/Forms/AllItems.aspx
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Prototyping Process 
Governance 

• New Prototypes: 

• Internal Kick-Off Meeting: 

• An initial kick-off meeting between the Prototype Manager, the Director of Innovation and Prototyping and the 

Project Manager is scheduled once the Prototype Manager has had initial discussions with the key stakeholders 

and/of future ‘adopter’ of the prototype. 

• The outcome of this meeting is the 1-pager 

• Presentation of the New Prototype to the I&P Team  

• The prototype presents the 1-pager to the rest of the team during the next scheduled team meeting. 

• A communications plan is drafted  

• Similarly, the Business Analysts can identify ways to support the prototyping activity (if required) 

• Engagement of External Stakeholders: 

• The 1-pager is presented to the key stakeholders (BUs). The aim is to make them aware of what the scope, 

objective and timeframes are.  

• Through this we aim to make stakeholders aware and seek buy-in. 

• Following Up Progress and Updating the Team and our Stakeholders 

• Weekly ‘Prototype Review’ meetings between the Prototype Manager, the Director of I&P and the 

Project Manager 

• We will be using the team meeting to discuss (high level view) progress of all prototypes 

• Use of comms to keep stakeholders updates  

  
 

 

Idea 

Assessment 
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Prototyping Process 
Internal Communications Best Practices 

• Deliver two-way, open and transparent  internal comms to support  the 

execution of the I&P mission and working model  

• Build profile of the I&P team and our initiatives 

• Increase collaboration and communication within the LOBs with special 

focus on identified stakeholders (see Stakeholder Matrix) 

• Promote a culture of high performance and foster a corporate 

entrepreneurial spirit  

• Build and maintain the ‘friends of Innovation’ network of internal contributors 

/supporters 

• Develop new and existing communications channels  

• Track and measure the effectiveness of internal communication 

 

Idea 

Assessment 
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Prototyping Process 
Internal Communications Best Practices 

Idea 

Assessment 

Feature Story (Intranet Homepage)

  

I&P Intranet

  

I&P SharePoint

  

DropBox 

  

Company Newsletter

  

S&A MBR 

Monthly deep dive 

Monthly Report 
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Prototyping Process 
External Communications Best Practices 

Idea 

Assessment 

Blog on colt.net

  

Media

  Social Media: Twitter, 

LinkedIn, SlideShare

  

Industry events  Key messages

  
Innovation Radar
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Business Impact Methodologies 

What Description 

Open Innovation – Business 

& Customers 

Innovative Companies 

Engagement 

Prototype Transition – 

Format 

Prototype Transition – 

Delivery Mechanisms 

Stakeholder Management 

Business 

Impact 
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Open Innovation 
Stretch Business and Customer Minds 

• Showcase of start-ups/futurologists with customers 
• Identify relevant post A-Round start-ups 

• Presentation Day 

• Start-up Fair (demos) 

• Expose to ‘friendly’ customers (previously involved in co-developments,                                                                 

via CAB/PAB etc.)  

• Create a ‘future forecast’ forum 
• Blogs 

• LinkedIn 

• Identify key stakeholders and ensure they are on board: 

 

• Stretch our vision/minds 

• Platform to experiment 

• Get new ideas for radar 

• Educate business on art of 

the possible 

• Bring new ideas to 

Colt/market/world 

• Position Colt as a thought 

leader 

 

 

Stretch business 

and customer 

minds 

Business 

Impact 
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Product Build Integrate & Bundle Try & Test Empower 

Description Demand is clear and the 

company can be a supplier 

to build the solution. 

Demand is clear but for time to 

market or brand awareness 

integrating a 3rd party is preferred. 

There’s a clear interest from 

customers but doesn’t justify 

investment in tech/skills. 

The service is not yet 

interesting for Colt as demand 

is too low. 

What we do 

about it 

Build Colt product using 

supplier in NPD process. 

 

Integrate w/ Colt’s network and IT 

services. 

Re-sell on Colt Marketplace. 

Provide customer leads. 

Provide infrastructure on Free 

tier for limited time & PAYG 

model. 

Co-branding “Powered by Colt” 

What’s in for 

Colt 

Increased revenue. Increased revenue 

Adopt brand expertise 

Low-risk engagement for 

new potential revenues. 

Credibility on innovation. 

Positioning on growth areas. 

What’s in for 

Partner 

Involves license / usage / 

support costs. 

Involves license / usage / support 

costs. 

Revenue share model. 

Increased market presence. 

Enterprise positioning 

start-up on reliability. 

Free-tier infrastructure 

Examples ThinkGrid Webex Soonr, Workshare 

Stability Critical Important EBITDA positive Not important 

Equity option Potential Potential Potential Not interesting 

Innovative Companies Engagement 
New Commercial Models / Go To Market 

Business 

Impact 

# of customers 

Objectives 
Extend service offering 

 Leverage skills / 

capabilities 

Reduce development costs 

for niche services 

 Leverage market leader 

Faster go-to-market 

Extend our reach with 

limited risk 

Test new markets 

Expand our portfolio 

 Identify acquisition targets 

Position Colt as innovative 
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Prototype Conclusion & Transition – Format 

Business 

Impact 

One Page Only What was the idea 
This should be the idea summary (exactly the one that we have on 

the radar, etc.). 

Conclusions 
What did we learn that we can reapply to other initiatives. 

Be as quantitative as possible, and as graphical as possible. 

Recommendations 
Bullet points on what we recommend to do next. 

Annexes 
Link to more details, in any format the Prototype Manager wants. 

Execution 
What experiment was carried out? 

Prototype Assignment 
What assumption did we want to test and why? 
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Prototype Transition – Delivery Mechanisms 

• Communications of assessments/conclusions: 

– @Colt feature story 

– Intranet 

– Key stakeholders – email, review meetings 

(1:2:x) 

– Transition (conclusion paper, concept paper, 

etc.) 

– Presentations 

– Video/Demo 

 

• Audience: 

– Exco 

– Investment Board 

– Sales Kick offs 

– LAW 

– Specialist Sales 

Business 

Impact 

• At an early stage in the prototype identify 

the key stakeholders who are decision 

makers, to be worked with and to be 

informed 

• Create a dashboard of prototypes and 

status 

• Transition to clearly define the: 

– Next steps and ownership 

– Audience should be Portfolio director and 

above 

• Quarterly review of the good/bad/ugly 

initiatives and their status to the ExCo, 

Investment Board, SMT, etc. 

• Provide twice yearly video/demos  of the 

most interesting initiatives to the ExCo 

• Internal audit in 2014 – agree what is to be 

audited 

 

Today Future 
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Stakeholder Management Matrix 

• Robust stakeholder management strategy is 

essential to drive success within the Innovation 

and Prototyping team. 

• Achieved by interpreting and influencing the 

rest of the organisation and by creating positive 

relationships with key stakeholders  

• Early and consistent engagement with 

stakeholders is vital to bring all viewpoints into 

the open and allows us to build consensus and 

obtain buy in throughout the innovation lifecycle 

all the way to closure and adoption of an idea 

and sharing key lessons and conclusions.    

• Our ethos:  We are the entrepreneurial arm of 

an established organisation. Our primary 

purpose is to find the next big thing for Colt. If 

we start sketching the internal environment 

within which we operate we are putting at risk 

our primary objective which is to innovate - 

Keep the list short and focus on who really 

matters! 

Business 

Impact 
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What Description 

Innovation 

Workshops 

Designed  to help customers define clear strategies 

in key areas of innovation, while assuring they are 

focused on their business requirements before 

considering developing the underlying technologies. 

Co-Development 

Workshops 

Colt Co-development workshops are held with 

customers to gain valuable insight into how viable a 

future product or prototype might be.  

Direct Customer 

Relationship 

Various tools and channels to engage with our 

customers and gain insight. 

Customer Engagement Methodologies 

Customer 

Engagement 
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When it is needed 

Innovation Workshops 
Overview 

Designed  to help customers define clear 

strategies in key areas of innovation, while 

assuring they are focused on their 

business requirements before considering 

developing the underlying technologies. 

The benefit to the customer is that we 

facilitate their  vision and objectives 

creation, while providing independent 

expert insight on key market trends . Our 

workshops are non-sales led and  help the 

customer to focus on identification of 

benefits realisation and business case 

drivers to delivery their desired 

outcome(s).  At the end of the workshop 

the customer will have takeaway tools and 

methodologies to use to deliver their 

chosen strategy. Our approach provides a 

structured but flexible platform for 

customers to explore their innovation 

needs. Workshop can be focussed on a 

particular area of interest or be more 

generic according to the customer’s 

requirements. It can be used for high-level 

discussions or as a detailed strategy 

setting session –we aim to deliver 

whatever approach is ideal for the 

customer. 

What it is Value to Colt 

• Customer insight into innovation 

• Positioning Colt as though leaders 

• Improve customer relationships and 

pipeline 

• Gain a reputation for having a focus on 

innovation 

• Professional services £/€ 

• Use cases 

Value to Customer 

• They come up with answers through 

our facilitation 

• Create vision/strategy 

• Gain tools and methodologies they can 

reuse 

• Gain insights into trends 

• Take advantage of our expertise 

• Independent (non-sales led) view 

• On request as one offs 

• On a yearly basis to help manage/assist the customer with their 3-5yr plans 

• When focus is required on a single or multiple trend areas  

• To get a picture of an unknown area  

• Customer needs independent expertise and insight 

Customer 

Engagement 
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Innovation Workshops 
Actions 

• Create methodology (1pg) 

– Explore SAPPAIN (*Denis W.) 

– Investigate others 

• Create trends 

– One liner of the mega trends in each area (1pg) 

– Library of analysts (Gartner, Forrester, etc) 

• Create pre-questionnaire  

– Standard/re-usable templates for topic areas 

• Benchmark against competitors and best practice 

• Work to make engagements a regular feature – timing/location 

• Output: report on customer pains, strategy/vision, insights, tools, methods to reuse, etc. 

• How to sell internally 

• Expand into management consulting? 

 

 

Customer 

Engagement 
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Co-Development Workshops 
Overview 

Customer 

Engagement 

When it is needed 

Colt Co-development workshops are held 

with customers to gain valuable insight 

into how viable a future product or 

prototype might be. By gaining customer 

feedback Colt can ensure that a proposed 

product can solve real customer problems, 

develop a positive user experience from 

the outset,  and confirms that customers 

would want to consume the service. For 

customers the benefit is that they can 

influence the product Colt develops so 

that it is  relevant to their business needs. 

The  format is usually a demonstration or 

mock-up of the customer interface 

followed by discussion and questioning on 

how relevant it is and what problems the 

product idea could solve. A Co-

development workshop usually takes 2-3 

hours of the customer’s time and there 

may be a follow up for beta testing or early 

demonstration. 

What it is Value to Colt 

• Development based on customer 

business issue 

• Less wasted developments 

• Better customer insight 

• Improved relationship with customer 

• Improved innovation credentials 

• Translate customer problems into use 

cases 

Value to Customer 

• Influence on Colt roadmap 

• Understanding of technology trends 

• Normalised report 

• Early access to beta products 

• For uncertain technologies 

• Where customer value is uncertain 

• Where we do not know what the product should be 

• For prototypes 
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Co-Development Workshops 
Details 

Customer 

Engagement 

Criteria for 

innovation 

(per prototype) 

Observe and 

Learn 

Ideas to mini 

concept 

workshop 

Test mini 

Concept 

1. Raise ideas that solve 

customer problems 

(100+) 

2. Group ideas into 

directions 

3. Improve idea directions 

through customer 

problems 

4. Document mini Concept 

5. Improve mini Concept 

6. Rate/Rank  mini Concept 

1. Research/consolidate 

trend 

2. Input and views from BU 

Product and strategy and 

ISU 

3. Customer stimulus 

material 

4. Set up meetings, hold 

meetings, minutes 

5. Script customer 

questionnaire ( What and 

Why? 

6. Problem statements 

1. Rev, RoI, Technology 

direction 

New to Colt, Market, 

World 

Time to Market, 

Investment 

2. Workshop with BUs plus 

ISU 

3. Outcome, innovation 

opportunities, select 

trend/area 

4. Brief sales on approach 

1. Standard Prototyping 

Process 

 

2. Conclude / Close 

unwanted ideas 

 

3. Transition to BU for 

Concept Paper 

1-2 weeks 2-4 weeks 2 days 
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Direct Customer Relationship 

Customer 

Engagement 

Establish a relationship with IT 

Leaders via LinkedIn 

• Colt, our team, 3rd party e.g. hype cycle 

• PR, blogs, surveys, beta users 

• Promote presence at events   

• Analysts engagements 

• Co-development  and Innovation 

workshops 

• Start-up ecosystem, hang outs / topic 

discussions (threads), meet ups 

• Other IT related LinkedIn groups 

• Establish an on-boarding process 

Align with and promote via Colt LinkedIn, 

personal LinkedIn accounts, Colt.net, 

sales 

 

Exposure and Though Leadership 

Activities 
• Customer presentation, bid boiler plate, key 

messages, innovation radar, external monthly 

update 

• Active engagement throughout bid process  

• Co-development workshops, Innovation workshops 

• Customer Advisory Board, Partner Advisory Board 

• Social Media: Colt.net,  LinkedIn presence (closed 

Colt Innovation Group), blogs, Twitter, industry 

events, Tech City, surveys, Facebook,  

• Leveraging existing relationship with sales 

specialists 

• Leverage the Colt marketing community 

• CCS engage newsletter 

• Breakout at internal sales kick offs 
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Innovation & Prototyping 
We focus on qualifying ideas 

Team focus 
10% Generation of ideas 

90% Qualification of ideas 

One KPI 

#of ideas qualified and brought 
to conclusion 


