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ABSTRACT 

Group problem solving techniques can be useful even if they are 
rarely used with a group. The principles involved can help identify 
problems earlier and lessen any tendency to put off solving them; 
and one becomes willing to tackle more difficult, complex problems. 
In the corporate environment, these techniques are often used as 
communication aids among groups in place of more traditional 
meetings. They can be much more effective for problem interface 
situations where groups are in conflict, or else just talk a different 
language. Such techniques are described in this paper. 

USEFUL PROBLEM SOLVING TECHNIQUES 

The four furidamental steps involved in the process of  
problem solving can be listed in the following approximate 
order: 1-recognit ion of the problem; 2-analysis of the 
problem or gathering of information; 3-unconscious  
processing; 4-synthesis /new ordering/redifinition/possible 
solutions. 

Most techniques used in problem solving or invention 
concentrate on either (a) systematizing the analysis and 
information gathering step or (b) stimulating unconscious 
processing. These techniques originated from two main 
sources: the study of individuals inventing or problem 
solving (either directly or by case study/literature) and the 
study of groups engaged in problem solving. Group tech- 
niques generally also employ additional rules to help 
reduce the "people" problems involved and to increase 
useful behavior. 

The factors involved in people problems include exces- 
sive competition, negativism, domination, premature 

judgment or non-listening. An increase in useful behavior 
may develop from building on ideas of  others, giving 
credit/encouragement and preserving individual points of  
view. These techniques are frequently employed in place of  
traditional meetings to engender group cooperation among 
diverse groups, groups that work together infrequently, 
or groups in which conflict is likely to interfere with 
mutual problem solving. 

Most of the literature on problem solving aids and 
techniques concentrates on usage by groups. However, this 
paper will focus on how these techniques can be used by 
the individual for problem solving and how appreciation of 
the flow of  problem solving can also help. 

The following' plausible problem is selected as an illus- 
tration of  this technique: stabilizing a liquid product 
containing chlorine bleach. A few of the factors which 
should be considered are: pH, ionic strength, purity o f  raw 
materials, purity of  the chlorine source, and heat/shear used 
in processing. 

One useful technique is the "How to," devised by 
Synectics, Inc., a company which specializes in problem 
solving services. An example from the Synectics process is: 

How to have chlorine purify itself?. 
How to coat chlorine in armor? 
How to find a more stable chlorine? 
How to have chlorine touch only the clean side of  other 

raw materials? 
How to polymerize chlorine? 
How to obtain metastable chlorine complexes? 
How to generate bleach only when product  is used? 
How to form chlorine that never gets wet? 
How to form a dry liquid? 
How to screen for purity quickly and cheaply? 
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SYNECTICS AND RELATED TECHNIQUES 

problem again. We cycle back and forth until  the problem 
is solved or stop in frustration, at least temporari ly .  Con- 
scious processing stops but unconscious processing often 
does not, especially if the previous effort  has been intense. 
Sometimes the result is the sudden flash to a fully formed 
solution. This sort of  thing has often been documented  in 
the stories of famous inventors or inventions. At  other 
times, one finds that  one returns to the problem with new 
thoughts, even though no conscious effort  has been made in 
the interim period. What can one glean by examining this 
characteristic flow? For  one thing, realizing a need for some 
balance between logical and associative thinking prompts  
one to reconsider them. Another  impor tant  point  is the 
need for intensity. This will be illustrated with an example. 
A group in the speculative developments area was given an 
assignment to devise some new margarine ideas for the 
foods division of a large company. This was not  greeted 
with great enthusiasm at the time. As can be imagined, this 
was somewhat of a well plowed field. At  the time, it  was 
decided to experiment  with the intensity variable and the 
following was carried out:  previous documents,  including 
old ideas, market  research studies, technical and processing 
li terature and business analyses/market  structure studies 
were gathered. 

Each day the group gathered in one room and read the 
documents  which ran to several thousand pages. Each 
one worked alone reading, scanning and taking notes. When 
one finished the pile, s/he went back to the beginning and 
started again. Nothing else was done during this time. 
Occasionally, notes were compared, however, there was very 
little to compare during the first few days. Incidentally,  
none of  the group had any previous experience with mar- 

garines except  for previous ideation sessions. This is, of  
course, a very frustrating exercise. I t  lasted two weeks. Not  
all of the group could stick to it throughout,  despite good 
intentions. I t  wasn ' t  long before their only thoughts were 
about  margarine. After  about  three days, a trickle of  ideas 
began. Best product ivi ty  in terms of  novel ty /qual i ty  was at 
about  one week, after which much at tent ion was devoted 
to polishing ideas that  each liked. In the end, the group was 
quite satisfied. The volume of finished ideas was not  spec- 
tacular (35, of which perhaps half had elements of  real 
newness). This technique is recommended for impor tan t  
problems, i.e., problems that  one feels are worth a special 
effort. It  is a unique, if not  entirely pleasant, experience. 
Incidentally,  the previously illustrated analogy exercises 
come in handy here. Staying entirely in the logical mode 
for such a sustained period on one problem could be quite 
impossible for some. Alternat ing between examinat ion of  
the material and associative exercises allows one to keep at 
the problem considerably longer and yet  contr ibutes  to 
building intensity in a relatively short  time. 

The following four points are worth remembering:  
1-wri t ing/reorganizing;  2 - rep lac ing  judgments  with ques- 
tions; 3 -a l t e rna t ing  logical and associative thinking; 4 -  
value of  intensity. 

Obviously, none of these systems is a magic answer. That  
these techniques can help takes some f a i t h - a t  least unti l  
one has tried them long enough to feel comfor table  with 
them. They do help. Not  all of  them will suit each person. 
A number  of  these have been the subject  of  government  
and university studies. Definite and lasting benefits have 
been demonstrated.  Hopefully,  some may be of use to the 
reader. 

&Gearing Surfactants for Use in Consumer Products 
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ABSTRACT 

Surfactants are created for consumer products because the wants 
and needs of consumers and their suppliers are thoroughly analyzed 
and judged to provide a business opportunity that is in line with the 
strategic direction of a surfactant supplier. Entering the surfactant 
market for a consumer product is based on six key steps which are 
(1) market definition and target selection, (2) definition of con- 
sumer and supplier wants and needs within the target market, (3) 
determining the feasibility of meeting these wants and needs and 
making a go/no go decision, (4) developing and fine tuning the 
product, (5) a market introduction program and (6) continued 
support once the product is successfully commercial. This paper 
discusses each of these steps. 

DIRECTION 

The starting point  for a supplier in developing a surfactant  
for consumer products  is the establishment of  clear, concise 
and fully understood directions. The supplier must  care- 
fully sort out  his strengths and weaknesses and clearly 
define objectives and strategies before even looking for 
product  opportunities.  

In this stage-setting process, the surfactant  supplier must 
make some key decisions: does he intend to (a) market  
specialty or commodi ty  products? (b) move raw material? 

(c) use and/or  fill up an existing product ion facility? 
(d) capitalize on technical or sales strengths? (e) make 
effective use of his capabili t ies in distr ibution? or (f) 
provide synergism with other  products  in his company ' s  
portfolio? 

In the commodi ty  surfactant  business, suppliers gener- 
ally aim at the consumer product  market  in order  to realize 
some fairly basic objectives, such as (a) moving large 
volumes o f  raw materials such as ethylene, benzene, paraf- 
fins or natural oils; (b) keeping a plant, or a product ion 
unit  busy; or (c) capitalizing on one-up technology such 
as continuous sulfat ion/sulfonat ion or a hyd rophobe /  
hydrophile  process. 

Two or three years are needed to develop a commodi ty  
surfactant and move it to a base posit ion from which 
sizable growth will compound  over a period of 20 to 
40 years. Commodi ty  surfactants usually reach sales peaks 
of 200 million lb/year  and more as they are marketed 
into such large-volume consumer products  as laundry 
powders and liquids, liquid dishwashing detergents, soaps 
and shampoos. 

Linear alcohol e thoxylates  and a-olefin sulfonates are 
two current examples of commodi ty-or iented  surfactants. 
The ethoxylates,  after an initial push in 1965, grew at an 
annual rate of  10% to a total  of more than 400 mill ion lb 
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