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Innovation can be the spark that 

galvanizes an organization and resets 

the whole of it for higher and faster 

growth. 
 

After using innovation methods 

successfully to create meaningful 

products, services, and perhaps 

overhaul the business model itself, 

these methods and mindsets can 

be used to refine and advance 

many other operational segments 

of the business. 

 

We call this growth tendency 

Extending the Transformation. We 

see this happen inside 

organizations after they 

experience some innovation wins 

in rapid succession, typically 18-24 

months after they begin the 

innovation journey. 

 

Once innovation metrics get 

assigned to a particular function, it 

is amazing how that function can 

use the methods to shake the 

cobwebs, dust, inefficient 

processes, and bloated costs out 

of the system. 

 

Here’s the sticky point. This is not 

a value-engineering process or 

something akin to Six Sigma that 

has its roots in the Industrial 

Revolution, but rather a refreshing 

of perspective and a refining of 

objectives, reach, and actions. It is 

a question of creating and 

expanding new value and 

capability, not merely optimizing 

an existing system. 

 

The mandate is to innovation, not 

just to improve. 

 

I have written previously about 

how the most unlikely department 

created new value, in a piece 

about Johnson & Johnson’s 

Procurement Department 

(https://www.memphisdailynews.c

om/news/2014/dec/1/even-

procurement-is-innovating/). 

Here, they played to their 

strengths, relationship. They 

began to source innovation itself 

and reward innovation from their 

suppliers, which benefitted all 

entities in the relationship. 

 

Now we see HR using innovative 

methods to transform from 

“paper pushers and complaint 

departments” to leading Talent 

Management, Acquisition, and 

Development. What was a 

reactive, functional HR 

department became a strategy 

driver inside these organizations? 

 

Using methods of empathy, 

problem definition, Ideation, 

prototyping, and testing these 

prototypes with their users, we’ve 

seen manufacturing teams and 

facilities solve problems they 

previously thought unsolvable. 

 

Moreover, we’ve seen 

improvements in areas where 

previously teams found problems 

unsolvable—not just workarounds 

or incremental changes, but total 

shifts. Morale improves just by the 

mere act of getting those in the 

plant to collaborate on these 

methods. 

 

Then, we have witnessed and 

participated in engineering 

organizations retooling their 

process to include the iterative 

steps and frequent market testing 

steps in the Innovation 

methodology. In fact, they receive 

great results by blending their 

Innovation Methodology and New 

Product Development Process. 

 

Ultimately, extending the 

innovation transformation to all 

departments and processes is 

about culture.  This enormous 

initiative, largely focused at us 

becoming more innovative and 

fast moving, empowers deeper 

collaboration, more market 

feedback throughout the lifecycle 

of a concept, and a radical the 

radical confidence of real 

leadership. 

 

Extending the transformation is a 

strategic choice, based on both 

short- and long-term value 

growth. We’ve seen this awaken 

departments that were once 

sleepy cost-centres into activated 

value generators. 

 

Warning: only those who want to 

be market leaders need to make 

this shift. 
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Important Notice 
© Copyright 2018, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited (“the 

publisher”). It is protected by copyright 

law and reproduction in whole or in 

part without the publisher’s written 

permission is strictly prohibited. The 

publisher may be contacted at 

info@bizezia.com (+44 (0)1444 

884220). (Some images in this article are 

taken from Creative Commons – such 

images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss 

howsoever occurring as a consequence 

of any action which you take, or action 

which you choose not to take, as a 

result of this article or any view 

expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct 

at the time of publication, it is not a 

substitute for obtaining specific 

professional advice and no 

representation or warranty, expressed 

or implied, is made as to its accuracy or 

completeness. Any hyperlinks in the 

article were correct at the time this 

article was published but may have 

changed since then. Likewise, later 

technology may supersede any which 

are specified in the article. 

  

The information is relevant primarily 

within the United Kingdom but may 

have application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in 

accordance with English Law. 
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