Brainstorming “S.C.A.M.P.E.R.” Tool

(On a blank page, flipchart or whiteboard):

1. Pick one challenge in your business you

want better ideas for.
2. Usethe SCAMPER directions, one by one, to generate
ideas (capture on pads, sticky notes, or whatever):

Substitute 5) -
Combine \1/
Adapt

« Substitute: What element(s) like parts, materials,
ingredients, and segments might we substitute
for what's currently included?

+ Combine: What can we combine or blend? Can CHALLENGE
we combine purposes or applications? What Modify . —
parts or processes might fit well together? 2

- Adapt: What ideas or approaches might be Put to Other Uses '
borrowed from a competitor, or a completely
different industry?

« Modify (Magnify or Minimize): How could we

Eliminate =\ = \
- _— -
make it bigger, smaller, stronger, cheaper, or Rearrange ide 7
different?

* Put to Other Uses: How can this item or entity or ot
process be used for other purposes? What other =
problems might be solved with it?

- Eliminate: What about this item or entity can we SEE EXAMPLE ON NEXT PAGE
get rid of? How can we simplify?

+ Rearrange: How might we rearrange — use other
patterns, arrangements, or layouts could work?
What if we turn it upside down, transpose it, or
look at it backward?
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Brainstorming “S.C.A.M.P.E.R.” Tool

* Swap free consultations for quick video tips to reach more people at once.
* Replace discounts with a loyalty rewards system.
+ Trade cold calls for warm referrals through existing customers.

EXAMPLE

+ Bundle your product/service with a complementary business (e.g., a café + bakery).
* Pair a product with education (sell cookware + teach recipes).
* Merge online and in-person outreach: follow up live event attendees with a digital campaign.

* Borrow referral tactics from real estate (offer small gifts for each lead).
+ Adapt subscription models (like Netflix) to your product/service.
+ Use social proof methods from tech startups (customer badges, “as seen in” logos).

Magnify urgency with limited-time offers.
Minimize barriers by simplifying sign-up, checkout, or trial process.
Expand your service area slightly to catch adjacent customer groups.

GETTING
MORE

CUSTOMERS

* Turn blog posts into lead magnets (PDF checklists, guides).
* Reuse recorded webinars as evergreen sales funnels.
+ Convert unused office space into a customer co-working or event space.

* Eliminate jargon from your marketing; make it crystal-clear what you do.
* Remove one step from the buying process (e.g., fewer clicks to purchase).
* Stop chasing “everyone” — focus only on your best-fit customers.

+  Flip your sales sequence: offer value (free audit/tool) before pitching.
*+ Change the order of onboarding: start with a “quick win” to hook customers.
* Reorganize your website homepage to feature customer benefits first, not your company story.
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Key: Substitute / Combine / Adapt / Modify / Put to Other Uses / Rearrange
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