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This Book was Organized Into 4 Different Parts:

1.  
Introduction – Anytime, Anywhere: Solving Problems with Pictures.

2.  
Discovering Ideas – Looking Better, Seeing Sharper, Imagining Further: Tools and Rules for Visual Thinking.

3.  
Developing Ideas – The Visual Thinking MBA: Putting Visual Thinking to Work.

4.
 

Selling Ideas – It’s Showtime.

Part 1: Introduction – Anytime, Anywhere: Solving Problems with Pictures.

Chapter 1: A Whole New Way of Looking At Business.

· Visual images are easy to be understood and sometimes worth a thousand words.

· Visual images are not necessarily art forms.

Chapter 2: Which Problems, Which Pictures, And Who is “We”?

· Visual images can solve many problems, but differ in accordance to the problem, type of images, and the target audience.

· Hand sketched images are usually easier, faster, and less complicated than the perfect computer programming.

· Three types of visual thinker: people who cannot wait to start drawing, people hesitate, but want to try, and people who hesitate and questioning the liability.

Chapter 3: A Gamble We Can’t Lose: The Four Steps of Visual Thinking.

· Four steps on visual thinking: look, see, imagine, and show.

· Look: collecting input and making initial rough assessment.

· See: selecting input with more detailed inspection

· Imagine: manipulating the data into something that isn’t there

· Show: framework that visually representing our ideas.

Part 2: Discovering Ideas – Looking Better, Seeing Sharper, Imagining Further: Tools and Rules for Visual Thinking.

Chapter 4: No Thanks, Just Looking.

· Four steps of looking:

1. Orientation: figure out which way to look 

2. Position: look for measure to define our position

3. Identification: locating the competition with the same data

4. Direction: result information to decide the next step

· How too look better:

1. Collecting everything possible up front

2. Lay it all out where you can look at it

3. Establish the underlying information coordinates

4. Practice the visual triangle

Chapter 5: The Six Ways of Seeing.

· We saw objects: the who and the what

· We saw quantities: the how many and how much

· We saw position in space: the where

· We saw position in time: the when

· We saw the influence the cause and effect: the how

· We saw all this come together and knew something about our scene: the why

Chapter 6: The SQVID: A Practical Lesson in Applied Imagination.

· Simple vs. elaborate

· Quality vs. quantity

· Vision vs. execution

· Individual attributes vs. comparison

· Change vs. status quo

Chapter 7: Frameworks for Showing.

Three steps of Showing

· Select the right framework

· Use the framework to create our picture

· Present and Explain our picture

Part 3: Developing Ideas – The Visual Thinking MBA: Putting Visual Thinking to Work.

Chapter 8: Showing and the Visual Thinking MBA.

Chapter 9: Who are Our Customers? - Pictures that Solve a Who / What Problem.

e.g. portraits: general rules of thumb:

1. Think simple

2. Illuminate list

3. Visually describe

Chapter 10: How Many are Buying? - Pictures that Solve a How Much Problem.

e.g. chart: general rules of thumb:

1. It’s the data that matters, so let it show

2. Pick the simplest model to make your point

3. Stay with one model

Chapter 11: Where is Our Business? - Pictures that Solve a Where Problem.

e.g. map: general rules of thumb:

1. Everything has a geography

2. North is the state of mind

3. Look beyond the obvious hierarchy

Chapter 12: When Can We Fix Things? - Pictures that Solve a When Problem.

e.g. timeline: general rules of thumb:

1. Time is a one way street

2. Repeating timelines create a life cycle

3. Round vs. linear

Chapter 13: How Can We Improve Our Business? - Pictures that Solve a How Problem.

e.g. flowchart: how things happen by telling reasons

Chapter 14: Why Should We Even Bother? - Pictures that Solve a why Problem.

e.g. multiple variable plot: general rule of thumb:

1. Multiple variable plots aren’t hard to make, but they do require patience, practice, and a point

2. Medium thick soup is the best

3. Anything can be mapped to anything else

Selling Ideas – It’s Showtime.

Chapter 15: Everything I Know About Business I Learned in Show-And-Tell.

Four steps of selling ideas with pictures:

· Start looking around

· Keep seeing aloud

· Continue by imagining aloud

· Close by showing aloud
Chapter 16: Drawing Conclusion
