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1. Telic / Paratelic - where we left off
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5. DeepDive - Outcome of one Example
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INTRISTIC OWNERSHIP

From telic to paratelic again and again and again
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HOUSTON, WE HAVE A PROBLEM

Challenges that companies have to face

Lengthy processes, lack of customer focus,

motivation & confidence - the list islong and the

challenges are tough. Are you ready to tackle

them?
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CHANGE THE STATUS QUO

Evidence with more than 200 Innovation Cells since 1995 9
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WELL DESERVED

Uber 200 Innovation Cells geben die Evidenz
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INNOVATION CELL

3 DAYS - 1 GOAL - 1 TEAM
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INNOVATION CELL

Lines of Action
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Strategic® ® o .
Directions

Roadmap

Key customers

Favourite
Feature

Risk Arfal.ysis

from goal setting to final recommendation
on the practical level (Telic)
verifying within the value framework of the

market and the company

on the mental/emotional

creative boost ,
level (Paratelic)

to understand and
implement in the practical

world of the company
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problems and solution concepts are
reflecting constantly immersed in a rollercoaster
of emotions(Telic / Paratelic)

expanded perspective for new
possibilities and challenges



THAT'SIT.



