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WHY IT WORKS
I HAVE A PROBLEM. AN IDEAS PROBLEM. ARE 

YOU FAMILIAR WITH THIS SITUATION?

Have you ever had a unique idea? What did you do  

with it? Did you develop it? Did you put it into action? 

Not that I have no ideas. Quite the contrary – I have 

many ideas. Some ideas are better than others. (Of 

course, my girlfriend sometimes holds an opposing 

view on what qualifies as “better”.) But instead of mak-

ing me a respected and rich man, having too many ide-

as often blocks me from moving forward.

I try to make sense of them. I juggle them around in my 

head. I try to determine which one is good and which 

one is bad. I try to figure out which idea is the best 

and how I can then attempt to implement it. Most of 

the time, this puzzle ends up in chaos. And in the end, 

nothing happens.

Exactly because of this problem, to create structure 

from the chaos, I have built myself a simple tool. It helps 

me to develop, structure, and evaluate ideas, and you 

are holding it in your hand: The Innovator‘s Journal.

Do you want to be the next Da Vinci? Da Vinci, 

Marx, and the NSA all agreed on one thing: it‘s a good 

idea to write things down. Our minds are masters 

of distortion and so it often happens that we forget 

things or evaluate things differently in retrospect.

This comes at the cost of losing good ideas that we 

all have every single day. In the shower, while jogging, 

before going to sleep, and even (or perhaps especial-

ly) during those exceptionally boring meetings. Again 

and again, our brilliant brains are linking existing ideas  
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with each other and thus creating something new. 

This is a great thing, and very useful! 

An organization only survives if it is marketable. Mar-

ketability means solving current problems for people. 

To solve problems, they need ideas. People who have 

a lot of good ideas and know how to set them up and 

structure them for use in those organizations – these 

people are the innovators.

WHY DOES THE JOURNAL WORK?

1.  Recording something helps us to remember it

2.  Writing notes brings structure to our thoughts

3.  We reduce hindsight bias and do not cheat  

ourselves out of potential ideas

HOW IT HELPS YOU:

1.  The number and quality of your ideas will  

increase

2.  You will become more certain of which of your 

ideas has potential

3.  You will learn how to successfully share your  

good ideas with other people

THIS BOOK IS AN INNOVATION BOOSTER. 

AN INNOVATOR’S BEST FRIEND.
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HOW TO USE IT – IN PRACTICE:

1. Use it as a normal notebook. Write down everything 

that concerns you. To-dos, questions, problems, ap-

pointments – everything.

2. From time to time, you will come across a challenge. 

These challenges will help you step out of your every-

day life and trigger you to think differently.

3. You do not need to start the book from the front and 

stop at the back. Jump from challenge to challenge and 

do the challenges that are of real value to you and that 

you enjoy.

4. After each challenge, do a quick check-in to record 

if you liked the challenge and if you would like to redo 

it. If you liked it, note who else you know that might 

benefit from the challenge as well, and share it with 

that person.

5. Use your personalized table of contents in the front 

to summarize each page in three to five words and add 

the corresponding page number. This way, you can find 

your good ideas later and in a short amount of time.

Use the intended page in the toolbox to write down 

your three best ideas from your journal. These are the 

ones you are going to run with later.

IF YOU USE THIS BOOK, I GUARANTEE 

YOU WILL INCREASE THE NUMBER AND 

QUALITY OF YOUR IDEAS. YOU WILL 

BE MORE CONFIDENT ABOUT WHICH 

IDEAS HAVE POTENTIAL AND HOW TO 

SHARE THEM WITH OTHER PEOPLE.
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Problems, solutions, 
    food for thought (3.)

Time to  
reflect (4.): 
the challenge  

debrief 

Nothing is more inspiring    

  than a white sheet of paper! 

Use the free space to note  

         down your ideas (1.)

Your challenge (2. )

    Know where  

   your ideas are! (5. )
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ASKING  

WHY?
  IDEATION

“80% OF THE TIME WE WORK  

ON THE WRONG PROBLEM.” – Steve Jobs

Do you spend time around children? Because chil-

dren know the most powerful word that innovators 

use is “why”. Why is dad going to work? Why is dad 

working at all? Why is dad always in a bad mood after 

work? Why, why, why…

And eventually you reach a point where you can not 

answer the “why” question any more. The deeper 

they dig, the closer they get to the actual cause. 

Children do this intuitively. They want to quickly at-

tain understanding and knowledge, and asking “why” 

is a highly efficient way of doing so. 

Those who don’t ask, stay dumb. At some point in 

our growth we stop asking “why.” We are convinced 

that we should already know the answer, and we end 

up acting like robots. But “why” is the source of all 

innovation:

• Why does a cell phone still need buttons?  

• Why do we still have to drive cars ourselves?  

• Why does our organization need a mobile app?  

• Why do I have to ask my boss for a day off?

It’s the one tool we have to understand the world 

around us. We keep asking until we are satisfied that 

we know why something is the way it is.
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Asking “why” can be used by companies and individu-

als to find the root causes of a problem. People exter-

nal to a problem find it easier to find the root cause be-

cause they can look at a problem objectively. The “why” 

method helps you accomplish this objectivity yourself. 

YOUR CHALLENGE:

Use the five-times-why method to get to the root 

cause of any problem:

•  Write the problem down

•  Write down the first “why” question:  

“Why does that problem exist?”

•  Write down the answer to the first “why?”

•  Then dig deeper, and use this answer to ask the 

second “why” question: “Why is that?”

•  This answer is again followed by a “why?” 

•  Repeat for five “whys” and you will get closer or 

even reach the root cause of the problem

TEAM CHALLENGE:

What is the biggest problem you are facing right 

now where the cause is not apparent to you?

•  Put it in writing and ask yourself the five “whys”

•  Go to a colleague and ask them the five “whys”

•  Repeat this a few times and you’ll be a whole lot 

closer to the root cause



WHAT WOULD  
ELON DO?
  IDEATON

“I THINK IT IS POSSIBLE FOR ORDINARY 

PEOPLE TO CHOOSE TO BE EXTRAORDINARY.”

 – Elon Musk 

In 2014, I started a new job at a consultancy. My job 

was to reanimate old contacts. This meant calling peo-

ple I didn’t know and convincing them it was worth-

while to meet me to discuss business. 

Do you think managers at large international corpora-

tions loved it when I interrupted their day to try and 

sell them something over the phone? No. Of course 

not. And it became a struggle for me to go into that 

office and continue to pick up the phone day after day, 

afraid of the next rejection and waiting for the next 

“no”. This caused my numbers to go down, which in turn 

led to my motivation taking a similar downward spiral.

Innovators are bold. After many weeks of this demo- 

tivating cycle, I went in search of an antidote, and I 

found it. I asked myself: What would Elon Musk do? 

In the book Zero to One, Peter Thiel describes what 

his friend Musk has accomplished: “What do you think 

the American government wants to talk about when 

it comes to buying new rockets from Musk‘s company 

Space X? Do you think they care that he had to clean 
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the investors‘ doorknobs to get the first investment 

for PayPal (former X)?”

Sales is often a top priority for business success, no 

product sells itself. If you want to move your idea or 

business forward, you need to show other people 

what the value of your product is. 

“What would Elon do?” helps me to think on a larger 

scale, it leads to bolder decisions that help my busi-

nesses try things faster and move forward faster.

YOUR CHALLENGE:

•   Take a look at your daily schedule, weekly plan, or 

life plan and consider: What would Elon do?

•   Using your newly won Silicon Valley courage,  

write down a task that you will do immediately

•   Finish the task with boldness and with speed

TEAM CHALLENGE:

•  Talk to a colleague about a daily schedule or your 

project plan and ask them: What would Elon do?

•  Rewrite the plan with your answer and go for it

WWED?



NO EMAILS
  IDEATION

“INNOVATION IS OMISSION.” 

– Steven Mc Auley

“What do you want to be when you grow up?” asks the 

teacher. “A manager,” says little Fritz. “A manager is al-

lowed to answer emails all day long, which I love doing!”

Is email a good invention? Do we enjoy reading, an-

swering, and writing emails? When has an email been 

the solution to a problem?

Everybody loves emails – but not me! We use 

email daily, even when we do not consider it useful...

even when it wastes our time. Once we are in this 

email cycle, we don’t dare to leave it. 

But that’s exactly what it takes to drive innovation: 

questioning things, trying new things, and sometimes 

swimming against the tide.

The nature of my work has increased the number of 

emails I receive. But I do not answer emails regularly. 

Why? Because emails often distract me from the real-

ly important things I need to get done in a given day, 

whilst at the same time giving me the false feeling of 

having accomplished something. 

That’s why I started an email diet. I only answer crucial 

emails and only after 2:00 p.m. This diet has made me 

more focused and reduced the time required to com-

plete tasks. Anyone who needs something urgently 

no!
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from me leaves me a voice-mail (which I check twice 

daily), and I call them back immediately.

Do you feel that emails are hard to avoid? Try this. Try 

not checking your in-box for just twenty-four hours. 

See what happens. What is the worst-case scenario? A 

few people wait for a response? That’s not the end of 

the world. Now you have freed yourself to accomplish 

more important things.

YOUR CHALLENGE:

•  Do not answer emails for twenty-four hours

•  Be brave: delete all the previous day’s emails  

and see what happens

•  My experience: nothing happens, except that  

you gain more time for other things

TEAM CHALLENGE:

•  Share this challenge with your colleagues

•  Convince them to not answer any emails for a 

whole morning, every morning

•  See how much your productivity and  

collaboration increase during that time
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TINYBOX ACADEMY
TINYBOX PROVIDES CORPORATIONS WITH 

THE TOOLS AND SYSTEMS FOR TECHNOLOGY 

-DRIVEN USE CASES AND CULTURAL TRANS-

FORMATION, THAT FORM THE BASIS OF INNO-

VATION-DRIVEN GROWTH. 

In four simple steps we explain future technologies, 

ideation excellence, productivity hacks and corporate 

politics so you can go change the world. 

STEP 1 – Understand: Define the Question

Gain a deeper understanding of technology and the 

principles of transformation. We have created idea-

tion tools and highly relevant micro-learning videos to 

help leaders understand the most important current 

technologies and trends.

STEP 2 – Question: Define the Need

Deepen the ideation process, explore and apply these 

new technologies in a meaningful way. Where do they 

facilitate and expand skills? Do they satisfy a need? Is 

there a case? We help leaders to enhance commitment 

and accountability, and provide tools to enable trans-

formation.

STEP 3 – Internalize: Build the Case

Internalize and apply learnings to current business 

cases. What does it mean to build a case? Can it be 

actionable? Can it gain buy-in? We equip leaders 

with tools and techniques to convince others, inspire 

change, empower teams and to make their case by cre-

ating large scale buy-in from their stakeholders.
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STEP 4 – Empower: Lead transformation

Launch an internal Ambassadors Program to ensure 

sustainable transformation is achieved. We provide 

virtual coaching to ensure leaders have consistent and 

reliable guidance to address ongoing challenges and 

instigate change. 

We support individuals within organizations as they 

develop and execute on innovative ideas.

WE PROVIDE:

• Silicon Valley Executive Insight Tours

• Interactive Keynotes (Live & Virtual)

• Innovation Insight Days (Workshops)

• Executive Briefings

We use an AI powered Micro-Learning platform to 

share our insights, along with fast readings and cheat 

sheets, so you don’t waste time while you build your 

strategy. Our goal is to share topics of high relevance 

and help individuals transform their organizations. Be a 

changemaker. Join the movement: www.tinybox.me

San Francisco  
Munich 
London
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        Your competition is already using innovation                to fuel their future success, and so should you. Become an innovator – start today!                          – Steven Mc Auley  (Dubai, 15.4.18)
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Armed with a degree in business psychology, Steven is 
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Abu Dhabi, he is investigating why companies fail at 
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Steven expressed his desire to build his own business 

at a young age. After four years at an international 

financial group, he quit his corporate job to give his 
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The Innovator’s Journal will help you become an 

innovator. It will inspire you, it will create clarity, 

and it will motivate you.

Steven Mc Auley is a German company founder and 

A.I. expert. He created The Innovator’s Journal as his 

daily coach, to ask the right questions and inspire at 

the right moments. This journal is primarily a note-

book that will help you organize your thoughts, think 

your ideas through, record them in one place, improve 

your focus, and gain more time for the things that re-

ally matter to you. There are sixteen challenges, col-

lected from a variety of sources, that will help you chal-

lenge your mindset, develop new habits, and hone your 

innovation skills, to prepare you and your company for 

the future. Become an innovator – start today!

www.tinybox.me




