
Falling in love with the 
problem.
Ed Greig, Chief Disruptor



Ed Greig
Chief Disruptor

@edgreig



OUR M A N T R A

‘Fall in love with  
the problem,  
not with  
the solution.’



Being adaptable 
while staying 

authentic

But what is the  
problem for 
marketing?



ADAPTABLE
≠

REAL TIME
2020 Global Marketing Trends
Bringing authenticity to our digital age



User Centred
       Iterative

Collaborative

How do we transform a business to be more adaptable?

And what is Marketing’s role in this? 



Meet Phoebe,
an amazing

6 year old
who was born 

without
a left hand



We
started
simply



Then we got 
her to design 
her own arm



This was 
what she 
came up 
with…



We also told her 
Mum that the 
printer only does 
two colours



With some 
artistic license

this is what
we created



What’s the 
actual problem

that you’re 
trying to solve?



Going
further



User Centred
       Iterative

Collaborative

How do we transform a business to be more adaptable?

And what is Marketing’s role in this? 





Whatever experience we want 
to deliver, we can either 
deliver it now or put in place 
the building blocks to deliver 
in the next 5 years



TheTangible  
Hypothesis 
 

oftenoftenstart small, test often , scale FASTThink BIG, 

An end-to-end, user-level description of the ideal experience for your 
customers, supported by the ideal experience for your employees that 
allows them to make the customer experience a reality



The Tangible Hypothesis in Action:
Clerk & Green, Our Connected Store





Silo busting

How can the Tangible Hypothesis break down barriers in your 
organisation, making you more adaptable and more authentic?



Start
The
Conversation



OUR M A N T R A

‘Fall in love with  
the problem,  
not with  
the solution.’



Thank you

Questions?


