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Considering Alternative Pathways Forward:  
Building a “Renditions Table” Around a Core Idea 

Start with the overall simply-stated core of your basic idea. Examples: Restaurant. Website. Medical 
Diagnostic. Wind turbine. Bike rental. Electric car.  Then consider options for these columns in the Renditions 
Table. It’s important to keep in mind that there are no “rules”. These are guidelines. Some dimensions may 
generate lots of creative thinking and options. Some dimensions may only have one option. Sometimes a 
dimension may not make any sense for the specific idea.   

1. Renditions of Uniqueness: Aspects that make your basic idea different than others or gives it a 
competitive advantage.  Feature sets. Benefits. 

Examples for the restaurant business are plentiful: Serve local food only, Utilize visiting famous chefs, 
Have the seating area amid vegetables and herbs in a Greenhouse.  Examples for the Website: Coupons 
plus rating plus lottery-style big wins.  Perhaps in organizing the tree, there is only one main reason the 
Medical Diagnostic is unique—because it uses a patented light-reflection method for detecting a DNA 
binding event.  . 

2. Renditions of Customer Offering:  The extent to which different products or services could be offered by 
the business.  Consider the somewhat disjointed continuum of “make-versus-buy” in the eyes of your 
customers.  At the “Buy” end, you do everything for the customer and they buy the end product from you.  
A rough continuum is shown in Attachment A. 

a. Off-site and Turn-key for the customer 
b. Turn-key on the customer’s site 
c. Limited interaction hand-off 
d. Components for sale 
e. Do-It-Yourself Kit 
f. Knowledge 

As a restaurant, this is the typical setting—where people come in, sit down, and eat.  At the other extreme, 
your customer actually “makes” their own restaurant—you show them how to do it.  You own a restaurant 
at the first extreme, and you own a restaurant consulting service at the other.  This “make-buy” continuum 
is a healthy concept to consider for all ideas.  

3. Renditions of Scale: Orders-of-magnitude that bound your idea.  Typically can be thought of as how large 
the region is that you will service.   

For some types of ideas, like an Internet Website, this dimension may shed little value—your website is 
easily global.  For restaurants, this can morph thinking about “one store” into considering a small chain of 
5 stores in your city, or becoming a new “Franchise”.  A related dimension to scale might be “Location”. 
For example, considering which natural “neighborhoods” within a large city to set up your new store; or 
considering the difference between targeting doctor’s offices, hospital ER’s, or ambulances for a new 
emergency medical device. 

4. Different Major Industries:  The main markets into which you might try to sell.  Examples include: 
Military, Education, Telecommunications, Transportation, Research Institutions, Pharmaceuticals, 
Healthcare, etc. 

5. Different Niche Markets:  Blanketing an entire industry typically does not help an early stage idea gain 
much implementation reality.  Far more insight can come from getting specific about sub-markets and 
dividing those into niche-markets. The goal is to focus to a level of granularity that tightly links your unique 
offerings around this idea with niches of people with whom they might really resonate.   

Examples in the Healthcare Industry: Hospitals, Clinics, Doctor’s offices (which further branch into General 
Practitioners and Specialists), Emergency rooms, Ambulances, School nurses, Home health (which further 
branches into Home Care Services and Over-the-Counter products), Etc. 

6. Level of Integration: Similar to “Offerings”; this time from the view of partners: the likes of formal business 
partnerships, informal outsourced working relationships, subcontractors, and vendors.   This “rendition” 
can generally be easily considered for any idea. It is the extent to which you and your team will do 
everything (100% vertically integrated), or do almost nothing (highly “virtual”). Higher levels of vertical 
integration mean more control, higher gross income, and the potential for much more profits—but also 
come with higher costs and risks, and an inherent need for competencies in every aspect.  Attachment B 
outlines a rough continuum of Level of Integration to consider. 
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Attachment A: Examples of OFFERING 
The extent to which our customers do some of the work 

 

Renditions of Offering Restaurant example Medical diagnostic 
a. Make everything at your 

place. You do everything for 
the customer. Turn-key 
operation. 

Traditional brick-and-mortar 
building that has a restaurant 
inside and a parking lot out 
front. 

Complete testing system: 
hardware, software, 
disposables, reagents, 
installation, training, and 
service. 

b. On customer site.  You take 
your offering to their site but 
you still do everything for 
them. 

Catering. Install and operate your 
equipment within their lab. 

c. Arm’s length hand-off: 
Briefly connect with little 
interaction. 

Delivery service. Offer a laboratory testing 
service (they send you 
samples—you test them and 
send back the results). 

d. Components for sale Offer food products they buy 
(special sauces, famous 
frozen French-fries…) 

Offer some hardware that 
makes their existing equipment 
better. 

e. Do-it-yourself customer 
“partnership” 

Build your own hamburger 
toppings, salad bar, soda 
service… Take out, curb-
side, finish-at-home…  

Sell them only the reagents or 
only the disposables to use in 
equipment they already own. 

f. “Knowledge” is the product: 
Customer does everything.  
You consult them to be 
successful. 

Offer recipes, operational 
guide books, marketing… 
Anything you are good at 
that compelled you to open a 
restaurant of your own. 

Consult on optical methods for 
detecting DNA binding events. 
License your patent to them 
and help them turn it into a 
product.  Apply your very 
special knowledge to their 
specific product. 

 
Attachment B: Levels of INTEGRATION 

The extent to which we rely on business partnerships 

 

 Vertically integrated company.  We’re going to “do it all”. 

 Original Equipment Manufacturer (OEM). We pull all the components together to 
manufacturer a finished product (or software) and our name goes on the outside.  We 
don’t make all the components ourselves and often don’t distribute or sell it. 

 Component manufacturer.   We do all the design and manufacturing to produce a finish 
component (or raw material, or software module), which we sell to OEMs.  

 Development company:  We do prototyping.  We’re the team that makes technology 
more licensable. We figure out how to integrate our specialty into our clients’ products. 

 Research company. We are continually working on our own problems, and as an off-
shoot, develop new patents which we license to others.  

 Distribution company. We make sure products get to customers.  We know trucking 
and shipping.  We manage warehouses and inventories. 

 Sales & Marketing company.  It’s not our product…but we sell it!  We’ve got contacts 
everywhere and interpersonal style that closes deals. 

 Consulting company.  We do work-for-hire to solve other people’s problems. 

 Technology brokering.  We match together problems (licensees) with solutions 
(licensors).  Sometimes we bundle technologies together. 
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Attachment C: Examples of RENDERING TABLES 

 
Early on, expand the idea into many pathways forward.  In this manner, each idea becomes a tree 
of many ideas. This keeps an open mind and increases the chances of finding an optimal path 
forward. 

 
 
 

 
Figure C-1: Renditions on a “Restaurant” idea. 

 
 
 
 

 
Figure C-2: Renditions on a “Medical Diagnostic” idea. 
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