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Be careful. When innovation gets 
real, people react in unpredictable 

ways. 

 

People whom you thought were 
forward thinking recoil in reactionary 

conservatism. Others are willing to 

move a step forward but vigilantly 

cautious. The more concrete you get 

in detail, the stronger the reaction 
you receive internally. 

 

The Back End of Innovation is 

where you host learning in-market 

pilots, where you plan to launch 

and scale an innovation in the 

market, and where you sell your 

organization on launching 

something that augments an 

existing practice or transforms 

your business model. 

 

The last part is often the 

hardest—and also stands as the 

real test of whether or not a 

culture is sincere about their 

innovation program. The internal 

obstacle course becomes a 

dynamic, never-ending homework 

assignment. 

 

You may end up writing an 

Opportunity Study, a Strategic 

Brief, a Cost/Benefit Analysis, a 

Business Case, a segmentation 

study, data on this and that, an 

ROI case on both actual and 

strategic value, and a launch plan 

before you get the trust, budget, 

and authority to launch even a 

pilot in one test market. 

 

Most of these intensive studies 

are premature and unnecessary at 

this stage, just assigned to assuage 

internal fears, not an enlightened 

and empowering way to 

commission innovation work. If 

the organization has a clearly 

defined Innovation Strategy and 

metrics, then you see less of this 

active anxiety: however, one truth 

resounds. 

 

The larger the potential 

opportunity, even if it is centered 

in the core business or a close 

adjacency, the more it strikes a 

corporate nerve. The backlash 

begins. 

 

After crashing into a wall of 

internal objections, pessimism, 

and well-intentioned “realism,” 

just in order to be granted the 

green light to move into an in-

market pilot, you then meet with 

more formidable resistance if the 

pilot exceeds expectations. This is 

good news, really, although it 

sounds harrowing, exhausting. 

The concept is being taken 

seriously now. 

 

As obvious as it sounds it is 

compassionate and kind to 

remember that no one is messing 

with you personally. They are 

vitally concerned with the new 

business opportunity and act as 

anxious as new parents over a 

newborn. In this scenario, you are 

merely the OBGYN or midwife 

who receive both gratitude and a 

long list of questions. 

 

Watch out here comes the free 

advice part of the column: 

therefore, do not blame the 

company—just gently point out 

how it can mature their 

innovation discipline. Do not 

blame the people asking you 

for mountains of data and 

projections—they are just unused 

to working in this new framework 

and are projecting the tools and 

methods they have used in the 

past. 

 

This is new territory. You and 

your teams are pioneers. The 

bigger the potential opportunity, 

the more it will bring up its 

opposite—this fact seems like a 

law of nature inside organizations. 

Honour the backlash. The prize is 

on the other side. As the old song 

says, “nothing left to do but smile, 

smile, smile.” 

 

© Copyright, Michael Graber 
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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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