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Proposition 33
The SCAMPER Technique

In a Word Ideas are not often plucked out of thin air. The SCAMPER brain-
storming technique uses a set of directed questions to resolve a problem (or meet an
opportunity). It can also turn a tired idea into something new and different.

Rationale

A problem is a situation, condition, or issue that remains unresolved and makes it
difficult to accomplish a desired objective. A problem is perceived when an indi-
vidual, group, or organization becomes aware of a significant difference between
what is desired and what actually is. Trying to find a solution to a problem is known
as problem solving.

Problem solving is the process by which a situation is analyzed, a workable
solution is determined, and corrective action is taken. The common milestones of
problem solving are to:

• Define (or clarify) the problem.
• Analyze causes.
• Generate ideas (identify alternatives).
• Weigh up ideas (assess alternatives).

© Asian Development Bank 2017
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• Make a decision (select an alternative).
• Determine next steps to implement the solution.
• Evaluate whether the problem was solved or not.

The SCAMPER Technique

Every problem invites a solution and, needless to say, there are numerous
problem-solving techniques.1 The SCAMPER technique, for one, uses a set of
directed, idea-spurring questions to suggest some addition to, or modification of,
something that already exists.2 It has also received much attention as a learning tool
that fosters awareness, drive, fluency, flexibility, and originality. The stimulus
comes from being asked to answer queries that one would not normally pose. The
changes that SCAMPER stands for are:

• S—Substitute (e.g., components, materials, people)
• C—Combine (e.g., mix, combine with other assemblies or services, integrate)
• A—Adapt (e.g., alter, change function, use part of another element)
• M—Magnify/Modify (e.g., increase or reduce in scale, change shape, modify

attributes)
• P—Put to other uses
• E—Eliminate (e.g., remove elements, simplify, reduce to core functionality)
• R—Rearrange/Reverse (e.g., turn inside out or upside down)

1They include Affinity Diagrams (organizing ideas into common themes); the Ansoff Matrix
(understanding the different risks of different options); Appreciation (extracting maximum infor-
mation from facts); Appreciative Inquiry (solving problems by looking at what is going right); the
Boston Matrix (focusing effort to give the greatest returns); Brainstorming (generating a large
number of ideas for the solution of a problem); Cause-and-Effect Diagrams (identifying the
possible causes of problems); Core Competence Analysis (get ahead, stay ahead); Critical Success
Factors (identifying the things that really matter for success); the Five Whys Technique (quickly
getting to the root of a problem); Flow Charts (understanding how a process works); The Greiner
Curve (surviving the crises that come with growth); Lateral Thinking (changing concepts and
perception); the Marketing Mix and the 4 Ps (understanding how to position a market offering); the
McKinsey 7Ss (making sure that all the parts of an organization work in harmony); PEST
(Political, Economic, Sociocultural, and Technological) Analysis (understanding the big picture);
Porter's Five Forces (understanding where power lies); the Reframing Matrix (examining problems
from distinct viewpoints); Risk Analysis; Systems Diagrams (understanding the way factors affect
one another); Root Cause Analysis (identifying the root causes of problems or events); SWOT
Analysis (analyzing strengths, weaknesses, opportunities, and threats); and USP (Unique Selling
Propositions) Analysis (crafting competitive edge).
2The principles of the SCAMPER technique were first formally suggested by Alex Osborn and
later arranged by Bob Eberle as a mnemonic in 1991 to increase interest in the perceptive,
imaginative, and creative abilities of children.
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Table 33.1 Help guide to the SCAMPER technique

Substitute Think about substituting part of the product or process for something else.

Typical questions: What else instead? Who else instead? What other
materials, ingredients, processes, power, sounds, approaches, or forces
might I substitute? Which other place?

Combine Think about combining two or more parts of the product or process to make
something new or to enhance synergy.

Typical questions: What mix, assortment, alloy, or ensemble might I blend?
What ideas, purposes, units, or appeals might I combine?

Adapt Think about which parts of the product or process could be adapted or how
you might change the nature of the product or process.

Typical questions: Does the past offer a parallel? What else is like this?
What other idea does this suggest? What might I adapt for use as a solution?
What might I copy? Who might I emulate?

Magnify,
Modify

Think about changing part or all of the product or process, or distorting it in
an unusual way.

Typical questions: What other meaning, color, motion, sound, smell, form,
or shape might I adopt? What might I add?

Put to Other
Uses

Think of how you might put the product or process to another use or how
you might reuse something from somewhere else.

Typical questions: What new ways are there to use this? Might this be used
in other places? Which other people might I reach? To what other uses
might this be put if it is modified?

Eliminate Think of what might happen if you eliminated parts of the product or
process and consider what you might do in that situation.

Typical questions: What might I understate? What might I eliminate? What
might I streamline? What might I make smaller, lower, shorter, or lighter?

Rearrange,
Reverse

Think of what you might do if parts of the product or process worked in
reverse or were sequenced differently.

Typical questions: What might be rearranged? What other pattern, layout, or
sequence might I adopt? Can components be interchanged? Should I change
pace or schedule? Can positives and negatives be swapped? Could roles be
reversed?

Litemind’s (2015) blog on Creative Problem Solving with SCAMPER suggests more than 60
questions that can be asked, along with almost 200 words and expressions one can create
associations with
Source Author

Caveat

The SCAMPER Technique is used to produce original ideas. The creative process
thrives on preparation, concentration, incubation, illumination, and verification
(production testing). In organizations, its fruitful application depends on the
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existence of an enabling environment. There are, of course, personal blocks3 to
creativity but these can often be removed. Supervisors who do foster creativity
listen, are willing to absorb the risks borne by their subordinates, are comfortable
with half-developed ideas, do not dwell on past mistakes, expect subordinates to
succeed, capitalize on the strengths of subordinates, enjoy their jobs, and can make
quick decisions. They must then help sell ideas to senior management. This
involves assessing the “sellability” of ideas4 and developing persuasive arguments.5

Reference

Litemind (2015) Creative problem solving with SCAMPER

The opinions expressed in this chapter are those of the author(s) and do not necessarily reflect the
views of the Asian Development Bank, its Board of Directors, or the countries they represent.
Open Access This chapter is licensed under the terms of the Creative Commons
Attribution-NonCommercial 3.0 IGO license (http://creativecommons.org/licenses/by-nc/3.0/igo/)
which permits any noncommercial use, sharing, adaptation, distribution and reproduction in any
medium or format, as long as you give appropriate credit to the Asian Development Bank, provide
a link to the Creative Commons license and indicate if changes were made.
Any dispute related to the use of the works of the Asian Development Bank that cannot be

settled amicably shall be submitted to arbitration pursuant to the UNCITRAL rules. The use of the
Asian Development Bank’s name for any purpose other than for attribution, and the use of the
Asian Development Bank’s logo, shall be subject to a separate written license agreement between
the Asian Development Bank and the user and is not authorized as part of this CC-IGO license.
Note that the link provided above includes additional terms and conditions of the license.
The images or other third party material in this chapter are included in the chapter’s Creative

Commons license, unless indicated otherwise in a credit line to the material. If material is not
included in the chapter’s Creative Commons license and your intended use is not permitted by
statutory regulation or exceeds the permitted use, you will need to obtain permission directly from
the copyright holder.

3I do not want to look foolish. I do not want to fail. I am not creative. This is not my area (e.g.,
skill, style, job, etc.). I am not paid to have fun!.
4Will the idea work? Will people accept it? Is it timely?
5This requires that the proponents relate the idea to a recognized need, appeal to positive values,
anticipate objections, get others involved, and advertise their credibility.
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OPPORTUNITY RECOGNITION 

By now, you may have two or three new business ideas to consider more 
carefully. Successful entrepreneurs know that a good idea is not necessarily a 
good opportunity. Barringer and Ireland (2006) defines an opportunity is a 
favorable set of circumstances that creates a need for a new product, service or 
business.. They argued that an opportunity has four essential qualities: it is 
attractive, durable, timely and anchored in a product, service or business that 
creates or add value for its buyer or end user.. In most of entrepreneurial 
ventures, writing a well developed business plan is essential. Before writing a 
business plan for a new business venture, an assessment must be made through 
the opportunity analysis plan. Why? The opportunity analysis will identify which 
business ideas have real commercial potential. The role of well prepared business 
plan is to explore this potential in a systematic way. This is one of the challenges 
that an entrepreneur will face. The purpose of the opportunity analysis is to make 
sure that the entrepreneur is on the right track. 

Two basic questions need to be answered:   

 

Lesson -3 

SBTET TG



Dr. Subha Kumar, Ch Dr. Ravindra Kosari & Prof. T.Koteswara Rao 63

Preparing Opportunity Analysis 

The opportunity analysis consists of five different stages. See Figure 2.3  

Phases in opportunity analysis   

Below is the explanation for Figure 2.3  

(a) Phase 1: Seize the Opportunities In this phase, we need to know what are the 
underlying factors that creates opportunities. Figure 4.3, illustrates the main 
factors that may create business opportunities and Figure 4.4 shows where ideas 
for opportunity originate.  
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Factors that create opportunity 

(b) Phase 2: Investigate the Need through Market Research 

It is necessary to identify, measure and document the need for the product or 
service. This process will identify the steps and questions you will need to 
customize your personal research and derive certain assumptions on the possible 
success rate in launching this product or service into the market. 

(i) Preliminary questions 

 Will this product be serving customers real needs? 
 Competition What is the difference about the product or service that will 

cause the customer to choose it over the competitors products or services? 
 Proprietary questions Can the product be patented or copyrighted? 
 Advertisement and packaging What type of advertising and promotional plan 

will be used to market the product? 
 Costs How much will materials and labour cost? What is the rate of increase 

in costs for future expansion? 
 Sales What distributions and sales methods will be used?  

(ii) Prepare data collection 

Having established the variables for data collection, your next step is to design 
the questions. Data collection can come from various sources such as collecting 
primary data through surveys and Observations or using secondary data available 
from statistical departments, publications, newspapers etc. The data will be more 
reliable if your sample size is adequate for the investigation you are undertaking. 
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(iii) Execute a study to get answer 

To support the preliminary research and to execute your findings, you must look 
into secondary data. At this step, you can use your personal source to create 
questions. Then choose a small number of relevant companies who specializes in 
this industry that will be selected as representation of the whole population. You 
can pose your questions to the experts of this group. Then you will need to 
facilitate the Participants to answer the questions in a similar manner to establish 
a consistent trend for analytical purposes. 

(iv) Analyze and interpret the results 

At this stage you already have your primary data. This is the time where you 
have to do the interpretation based on your findings. Many entrepreneurs do their 
research with limited funds. You can cut costs with the following 
recommendations: 

 

Use the telephone instead of mail surveys and door-to-door interviewing; and 

 

c) Phase 3: Develop the Plan 

Once an opportunity has been identified, you should develop a business plan. 
Your business plan is an outline or blueprint of how you will create your 
business. Implementing the plan is a much more difficult task. Many prospective 
businesses experience problems or failure due to the improper implementation of 
their business plan. Implementation requires commitment and dedication. As 
unforeseen problems will emerge, your persistence and perseverance are critical. 

Implementing your business plan will include: 

 

iness and application in selected 

 

 

d) Phase 4: Determine the Resources Needed 

For a start-up venture that uses new technology for product or service, the 
financial and resource requirements can be quite substantial. You may not have 
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the capabilities to provide for these using your own resources. Therefore, to 
ascertain what are the capabilities and resources required, answering the 
following questions can serve as a guide: 

(i) Do you have business and financial support? Can the business operate in a 
cost-effective manner? How about management capabilities and knowledge of 
financial gaps? 

(ii) Are you prepared for personal contacts and networking? Who will make 
contacts with the right companies/business partners? How should the network be 
set up? 

(iii) Have you considered financing requirement? Where will you go for the 
financial support? Can this business sustain over possibly a year or two? 

(iv) Do you have the right set of technical skills? Do you have the technical skills 
and experience to do this business? 

(e) Phase 5: Manage the Distinguishing Features of the Business You have 
invested your time, money, experiences and energy in setting up the new venture. 
This is the final step where you need to run your business, applying your 
management structure and style in handling questions and solving difficult 
operational issues. Now is the time to follow a path blazed by most successful 
businesses. How? 

(i) Keep planning 

Planning should account for and accommodate changes in designing, testing and 
marketing to prepare for business opportunity. You can model after the process 
used by most successful entrepreneurs which among others including the 
following:  

Test the business concept; 

etermine the improvement needed; 
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(ii) Deliver a Total Solution 

Nowadays, all companies regardless of whether they are small or big and 
operating in the same market, try to offer the entire range of products or services 
to customers. They are trying their best to deliver 

a total solution to satisfy customer and investor needs. 

iii) Cultivate Advanced Resources 

The layoffs of highly skilled workers from major corporations are actually 
creating an important opportunity for your company. These trained and effective 
personnel are potential candidates craving for an opportunity to apply their 
business skills and experience to launch a new business. They can provide 
information about the competitors, market and customers. 

 

Evaluating Opportunities 

You have brainstormed half a dozen ideas for a new business and narrowed it 
down to a couple that seems promising. How do you know if any of these 
opportunities is worth pursuing? 

A complete opportunity analysis is beyond the scope of this discussion, but you 
can start by asking yourself these questions: 

(a) What are the indicators that lead to this idea and opportunity? 

(b) What are the conditions that permit the opportunity to occur? 

(c) How will the future of this new product or service change the idea? 

(d) How great is the window of opportunity? Window of opportunity is a time 
horizon during which opportunity exists before something else happens to 
eliminate them. 

(e) For the next subtopic is a guide tabulated in a matrix format on the 
framework for evaluating an opportunity. By using the matrix guide, you will be 
able to assess whether your opportunity is worth pursuing as a business activity 
that will earn you profitable gains. 

Framework for Evaluating an Opportunity 

This framework covers market analysis, financial and harvest issues, competitive 
advantage issues and finally management team and risk issues. There are several 
criteria identified but these are not exhaustive. You may want to add or change 
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the criteria basing on your tentative business venture you wish to undertake. 
However as a rule of thumb, if most of your criteria fall into the weaker 
opportunity category, it may be an indication that the opportunity may not be a 
good idea to develop into a business activity. See Table 4.2 to Table 4.5.  

          

Table 2.4 Market Analysis 

 

Criterion Stronger Opportunity Weaker Opportunity 

Need Identified  Unclear 

Customers Reachable, receptive Unreachable or loyalties 

established 

Pay back to user/ 
customer 

Less than one year Three years or more 

Product life cycle Long: Recover 
investment 

Short: Recover 
investment  

Industry structure Competition or emerging Aggressively 
competitive 

Potential market size RM 100 million sales < than RM 10 million 
sales 

Market growth rate Growing at 30% to 50% Contracting less 
than10% 

Gross margins 30% to 50% Less than 20% volatile 

Market share attainable 

(within 5 years) 

20 % or more Less than 5% 
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Full View of the Opportunity Recognition Process 

Depicts the connection between an awareness of emerging trends and the 
personal characteristics of the entrepreneur: 

 

REVIEW QUESTIONS  

1. Explain the Framework for Evaluating an Opportunity?  

2. Can you Preparing Opportunity Analysis for new business ides?  

3. Explain Opportunity recognition analysis?  
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Innovation

Innovation is defined as the process of bringing about new ideas, methods, products, services,
or solutions that have a significant positive impact and value. It involves transforming creative
concepts into tangible outcomes that improve efficiency and effectiveness, or address unmet
needs.

Innovation is not limited to technological advancements and encompasses novel approaches
to problem-solving, processes, organizational practices, or business model innovations. At its
core, innovation involves challenging the status quo, thinking outside the box, and taking
calculated risks to drive progress and achieve breakthrough outcomes.

Innovation is driven by a combination of factors, including curiosity, creativity, and the desire
for improvement. It requires a mindset that embraces change, welcomes ideation, and
encourages experimentation. Innovation can occur in various contexts, such as business,
science, technology, social sectors, or public services. It can lead to economic growth, social
progress, improved quality of life, and sustainable development.

Key components that make innovation possible in an organization:

Several key components contribute to making innovation possible in an organization. These
components provide the foundation and enable organizations and individuals to drive
innovation effectively. Here are the key essential components:

 Creativity and Ideas: Creativity is the fuel for innovation. It involves
generating new and original ideas, challenging assumptions, and thinking beyond
conventional boundaries. It is the ability to connect disparate concepts and envision
novel possibilities. The generation of diverse ideas, both incremental and disruptive,
serves as the starting point for innovation.

 Culture of Innovation: An organizational culture that fosters and supports
innovation is crucial. It includes values, attitudes, and behaviors that encourage
curiosity, risk-taking, collaboration, and experimentation. A culture of
innovation promotes an open and inclusive environment where individuals feel
empowered to contribute their ideas and embrace change.

 Resources and Infrastructure: Adequate resources, both financial and non-
financial, are essential for innovation. This includes dedicated funding, skilled human
capital, technology infrastructure, research and development capabilities, and access to
relevant information and data. Organizations need to allocate resources strategically to
support innovation initiatives.
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 Leadership and Vision: Effective leadership plays a vital role in driving and
supporting innovation. Leaders set the vision, create a sense of purpose, and provide
guidance and resources for innovation initiatives. They foster an environment that
encourages risk-taking, empowers employees, and leads by example. Leadership
commitment and support are crucial in nurturing a culture of innovation and driving
innovation efforts.

 Feedback and Adaptation: Innovation requires a feedback loop that allows
for continuous innovation. Feedback can come from customers, users, stakeholders,
and market trends. Organizations need mechanisms to gather and analyze feedback,
learn from successes and failures, and iterate on their innovation initiatives. The ability
to adapt and pivot based on feedback is essential to refine and enhance innovative
solutions. Innovation requires a feedback loop that allows for continuous improvement.
Modern organizations rely on employee feedback software to validate ideas, refine
solutions, and adapt quickly to change.

 Effective Risk Management: Innovation involves inherent risks and
uncertainties, which makes effective risk management crucial to mitigate potential
challenges and ensure successful outcomes. Organizations need processes to identify,
assess, and manage risks associated with innovation initiatives. This includes
evaluating the feasibility, viability, and potential impact of innovative ideas and
implementing risk mitigation strategies.

Types of Innovation: The Engines Behind Modern Business Success

Innovation is not one-size-fits-all. Modern organizations thrive by embracing multiple types of
innovation, each driving growth, efficiency, and differentiation in unique ways. Understanding
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these innovation types helps companies build effective innovation strategies and stay ahead
of market change.

 Product Innovation: Product innovation focuses on creating new products or
improving existing ones to meet changing customer needs. It enhances design,
usability, and performance—turning creative ideas into tangible business value.

 Process Innovation: Process innovation streamlines internal systems,
workflows, and technologies to increase efficiency and reduce costs. It’s the backbone
of operational excellence and competitive agility.

 Business Model Innovation: Business model innovation reimagines how
value is created and captured. From new revenue models to unique partnerships, this
type of innovation helps organizations disrupt traditional markets and redefine customer
engagement.

 Service Innovation: Service innovation enhances customer experiences by
offering new service delivery methods, personalization options, and digital convenience.
It strengthens loyalty and sets brands apart in service-driven industries.

 Incremental Innovation: Incremental innovation involves continuous
improvements to existing products, services, or processes. These small, steady
advancements sustain competitiveness and long-term growth.

 Disruptive Innovation: Disruptive innovation introduces breakthrough ideas
that reshape industries. By starting small and addressing unmet needs, it transforms
markets and often displaces established players.

 Open Innovation: Open innovation invites collaboration with external partners,
customers, and institutions to co-create solutions. This approach accelerates
development and fosters shared creativity.

 Sustainable Innovation: Sustainable innovation designs eco-friendly
products, services, and models that reduce environmental impact. It integrates
sustainability into the innovation process to build long-term value.

 Social Innovation: Social innovation addresses social or environmental
issues with creative solutions that improve lives, promote inclusivity, and contribute to
global well-being.

 Digital Innovation: Digital innovation leverages technologies such as AI, IoT,
and blockchain to enhance operations, deliver smarter products, and accelerate digital
transformation.

 Technology Innovation: Technology innovation drives advancements in
areas like biotechnology, renewable energy, and materials science—enabling new
capabilities and solving global challenges.
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 Computing Innovation: Computing innovation leads progress in information
technology, from advanced algorithms to cloud infrastructure, powering automation,
data security, and digital ecosystems.

Continuous vs. Discontinuous Innovation

All these types of innovation can take two primary forms:

 Continuous Innovation: Continuous innovation is the incremental
improvements that refine existing offerings and sustain competitive advantage.

 Discontinuous Innovation: Discontinuous innovation is the radical
transformation that creates new markets, technologies, or business models.

Innovation Process: 7 Key Steps to Turn Ideas into Impact

The innovation process typically involves a series of key steps that organizations follow to
foster and implement innovation. While specific approaches may vary, here are the common
steps involved in the innovation process:

Step 1. Identify Opportunities:The first step is to identify opportunities for innovation. This
can be done through market research, customer insights, trend analysis, or internal
assessments. The goal is to uncover unmet needs, emerging trends, or areas for improvement
that can be addressed through innovation.
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Step 2. Generate Ideas: Once opportunities are identified, the next step is to generate ideas.
This can be done through brainstorming sessions, idea competitions, customer feedback, or
cross-functional collaboration. The aim is to generate a wide range of creative and innovative
ideas that have the potential to address the identified opportunities.

Step 3. Evaluate and Select Ideas: After ideation, the next step is to evaluate and select the
most promising ones. This involves assessing the feasibility, viability, and desirability of each
idea. Consider factors such as market potential, technical feasibility, resource requirements,
alignment with strategic goals, and potential impact. The goal is to identify the ideas that are
worth pursuing further.

Step 4. Develop and Prototype: Once ideas are selected, they can be further developed and
prototyped. This involves translating the selected ideas into tangible prototypes, mock-ups, or
minimum viable products (MVPs). The aim is to test and validate the concepts, gather
feedback, and refine the ideas based on customer insights and technical feasibility.

Step 5. Test and Iterate:In this step, the prototypes or MVPs are tested with users or in real-
world scenarios. Customer feedback is collected, and the concepts are iterated and refined
based on the insights gained. This iterative process helps to validate assumptions, uncover
potential issues, and improve the innovation before moving to the next stage.

Step 6. Implement and Scale: Once the innovation has been tested and refined, it can be
implemented and scaled up. This involves developing a detailed implementation plan,
allocating resources, and executing the necessary actions to bring the innovation to market or
implement it within the organization. The goal is to ensure a smooth transition from the
development phase to full-scale implementation.

Step 7. Monitor and Evaluate: After implementation, it is important to monitor and evaluate
the performance and impact of the innovation. This involves tracking key metrics and
performance indicators to assess the success of the innovation. Regular evaluation helps
identify areas for improvement, make necessary adjustments, and capture learnings for future
innovation initiatives.

Innovation is an ongoing process, and organizations should foster a culture of innovation. This
involves capturing feedback, promoting learning from both successes and failures and
continuously seeking new opportunities for innovation. Regularly revisiting and refining the
innovation process itself is also essential to optimize the organization’s ability to innovate
effectively.
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