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Conversation	
  Mapping	
  
	
  

	
  
Conversation	
  Mapping	
   is	
   a	
   tool	
   that	
   very	
  
quickly	
   gathers	
   comments	
   and	
   ideas,	
  
identifies	
  barriers	
  and	
  unspoken	
  concerns,	
  
highlights	
   synergies	
   and	
   new	
   ways	
   of	
  
approaching	
   challenges	
   while	
   making	
  
unintended	
  consequence	
  visible.	
   This	
   tool	
  
helps	
   break	
   through	
   hierarchies	
   that	
   can	
  
prevent	
   the	
   free	
   flow	
   of	
   information	
   and	
  
ideas	
   in	
   groups	
   of	
   any	
   size	
   in	
   your	
   work	
  
and	
  community.	
  
	
  

	
  
	
  

	
  
The	
  Conversation	
  Map	
  is	
  triggered	
  with	
  a	
  topic	
  that	
  the	
  stakeholders	
  care	
  about.	
  For	
  example:	
  
Clean	
   Water,	
   Our	
   Community	
   in	
   2020,	
   100-­‐Year	
   Floods,	
   etc.	
   	
   The	
   Map	
   will	
   be	
   the	
   most	
  
productive	
  when	
  it	
  is	
  worked	
  on	
  by	
  a	
  diverse	
  group	
  with	
  different	
  perspectives.	
  
	
  
WRITE	
  responses	
  to	
  the	
  Trigger	
  and	
  others	
  in	
  the	
  “conversation”	
  through:	
  
§ Questions	
  
§ Concerns	
  
§ Comments	
  
	
  
Feel	
  free	
  to	
  disagree	
  and	
  debate.	
  
But	
  remember,	
  NO	
  TALKING.	
  

The future for  
the CC System in  

'new' beverage  
categories. 

Health focus -  
ingredients on all  

beverages 
Different  
packaging -  
types and  
format 

Access in  
new  

channels 
Ambient  
beverages 

Still water  
in non- 
traditional  
outlets 

Home/ 
office  

delivery 
Mobile  
delivery  

systems 
Mr  

Whippy 

Internet  
sales 

Fountain in  
home 

Prescription/ 
non  

phareceutical  
beverages 

Different  
delivery of  
phareceuticals  

Digestion  
aid 

Restaurant  
version  
instead of  
chocolate 

Appropriate  
aging  

products 

Target each  
key  

lifestyles 

Do any  
existing  
beverages  

have  
unknown  

health  
benefits 

Bone health  
Urinary  
tract  

hydration  
anti- 
oxidants  
energy  
youth 

Complete  
beverage  

portfolio  Alcoholic  
RTD 

Beer 
Recovery  
Hangover  

cures  

Slimming  
formula 

Anti- 
smoking  
drink 

Introduce  
niche/ 
dedicated 

Set up non-branded  
body to seed beverage  
benefits to market 

SeparateJV  
funded by  
system with  

separate KPIs etc Why only  
beverage? 

Beverages  
to replace  
breakfast  
food 

Icecream 

Candy and other impulse  
products that fit sales capability 

Meal replacement not to  
wash down food--to replace  

food 
Frozen  
drinks Smoothies,  

milk based 
Flavoured  
modifiers 

Process change JV  
incubator group 

Privacy  
equity  
model 

Test  
market  
approach  
models 

Pharmaceutical  
model 

Toiletry  
partners 

Buy  
Blackmores 

Roche  
partnership 

Pocket Dr 
Use current power  

brands to move into any  
new category 

Understand  
investment Time to  

create brand  
System aligned  
metrics 3-5 year  
horizon 

Make  
explicit  

choices $$$ 

Winter  
skewed  

beverage NPD to  
meet life  

stage 

Split portfolio into  
segments. 
 -Hot/cold 

-summer/winter 
-day/night 

-inside/outside 

Cranberry case study.  
Role of PR to drive  

consumer relevance 
Magnesium?  

Other "magic"  
contents Add these  

things to  
CSDs 

Mix and match  
beverages for various  
needs like Vitamin  

deficiency 
Asian based products  

based on value  
assessment 

Overcoming  
colds 

"Codral coldy  
five - better  

tasting pick- 
up" 

Aboriginal  
endurance  

product for  
export Asian 10% of  

population 

Baby formula  
ready to  

microwave 
Nursery  
juice Nursery  

water 

Nighttime  
sleep  

formula 

Our market  
is anything  
we put in  

our mouth 
Chewing  
gum 

Refreshment  
cans 

Stand alone, small  
production, R&D  
unit--Clayton's  

equity--JV  
personnel--ability  
to outsource Portfolio management strategy -  

different investment hurdles for  
different parts of portfolio - different  
innovation, commercialisation and to  

market processes 
Build in "kitchen  

time" into  
peoples' roles  
(20% of role on  
new ideas) 

Incentives  
and awards 

Divide to  
grow  

smaller  
business  
units for  
sunrise  

business 

Separate  
business  

units self  
sufficient 

Competing field  
sales teams in  
market place Align with  

competitors 
Global  

procurement 

Open systems  
to sharing our  
strength 

Do not become a  
parasite in a new  

extended offering.  
Risk to business 

Allow  
competitor to  

drive  
manufacturing,  

technical,  
marketing 

New processes and  
technology partners  

leveraging their skills,  
R & D, at a price 

Separate sales force  
with new client  
expertise 

Japan T 
Concentrated coffee  
(UHT milk and  

coffee liquid ...add  
your water for  

cafes) 

Using  
existing  

distribution  
for coffee  
and tea  

products 
Morning  
wake-up  

drink 
Liquid  
salads 

Re-invent whole  
portfolio in  
terms of health 

Juice in the  
afternoon 

Carbonated  
juice drinks  
(CJD) 

Frozen  
beverages 

Business  
process  
map vs  
functional  
silos 

Trigger Concern

Question

Comment

Answer

Disagree


