
Inspiration and ideation create possibility—but implementation determines adoption.
Design Thinking drives inspiration and ideation by uncovering real customer needs and shaping meaningful 
solutions. CFOSS enables implementation by aligning value, building buy-in, and guiding adoption from 
idea to impact.

	x Inspiration: Uncover real customer needs through observation and insight
	x Ideation: Translate insights into viable, value-driven solutions
	x Implementation: Drive adoption through alignment, buy-in, and execution

STAGE 1: 
EMPATHIZE____

Research Your 
Users' Needs

STAGE 2: 
DEFINE____

State Your 
Users' Needs 
and Problems

STAGE 3: 
IDEATE____

Challenge 
Assumptions 

and Create Ideas

STAGE 4: 
PROTOTYPE____

Start to Create 
Solutions

STAGE 5: 
TEST____

Try Your 
Solutions Out

Inspiration Ideation

Implementation

Success Factors
Be Childlike | Customer Centric | Problem Awareness | Diversity of Thought | 

Experiments and Prototypes | Visualization | Openness to Iteration

TOSCA VISION IN ACTION WORKSHOP

Inspiration✓✓ Ideation✓✓

	x Deep observation of 
customer needs, behaviors, 
and pain points

	x Identification of unmet or 
poorly addressed problems

	x Insights grounded in 
real-world context and 
experience

	x Generation of potential 
solutions aligned to the 
identified need

	x Evaluation of feasibility, 
value, and differentiation

	x Refinement of ideas into 
clear, compelling concepts

	x Introduction of the solution 
into real organizational and 
market environments

	x Navigation of stakeholder 
buy-in, processes, and 
constraints

	x Successful adoption driven 
by clear value, alignment, 
and trust

Implementation✓✓



THE CFOSS® ADOPTION EDGE

CORE
The essential 

need or challenge 
the innovation 

addresses.

FINANCIAL
Financial impact, 
including return 
on investment 

and cost 
considerations.

OPERATIONAL
How the 

innovation affects 
existing systems, 
workflows, and 

processes.

STRATEGIC
Advantages that 

strengthen market 
position and 

differentiation.

SOCIAL
The impact on 

communities and 
key stakeholder 

groups.

HEAR... Your Customer’s Need  Based on CFOSS Pillars

THE CFOSS ADOPTION EDGE is a structured methodology designed to accelerate innovation adoption by aligning 
value propositions with how customers actually make decisions. Rather than leading with features or solutions, CFOSS 
helps organizations hear the customer’s true need across five dimensions—Core, Financial, Operational, Strategic, 
and Social. This insight enables teams to align messaging to what matters most to each stakeholder. CFOSS® also 
emphasizes sequencing engagement by intentionally approaching customer groups in the order they are most 
likely to adopt and influence others, building credibility and proof points along the way. By addressing what matters 
most to each audience and engaging them in the proper order, CFOSS® reduces resistance, strengthens credibility, 
and increases the likelihood of sustained adoption and competitive advantage.

ALIGN... Your Value Proposition to the Customer’s Need

SEQUENCE... Who to Approach First

CORE
VALUE PROPOSITION

COMPETITIVE 
EDGE

PROBLEM FOCUS

CORE
CUSTOMER

FINANCIAL
VALUE PROPOSITION

ECONOMIC 
GAIN

COST CONSCIOUS

FINANCIAL
CUSTOMER

SOCIAL
VALUE PROPOSITION

SOCIETAL 
IMPACT

SOCIAL
CUSTOMER

COMMUNITY ORIENTED

EARLY MAJORITY
Pragmatists who adopt 

once benefits are 
proven.

3

INNOVATORS
Enthusiast/Risk-takers 
eager to try new ideas 

first.

1 EARLY ADOPTERS
Visionaries who spot 

potential and influence 
others.

2

OPPORTUNITY SEEKER

STRATEGIC
CUSTOMER

STRATEGIC
VALUE PROPOSITION

PRODUCTIVITY

OPERATIONAL
VALUE PROPOSITION

FUNDAMENTAL 
VALUE

PROCESS MINDED

OPERATIONAL
CUSTOMER
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