It’s All About Innovation, Not Integration

“Innovation” is one of those buzzwords you hear in our industry all the time.  People are always talking about being “a leader in innovation” or “taking innovation into the twenty-first century”.  It can look like some sort of Innovation Nation out there – it’s hard to tell who is devoted to innovation and who is simply paying lip service to it.  We at Scient are serious about innovation.  So serious about it that we use the word to define who we are: eBusiness Systems Innovators.

But what exactly does that mean?  eBusiness innovation, at its essence, is the following: it is looking at each of the relationships your company serves from a sales point of view, then evaluating how you are going to change the way you do business with respect to all of those external relationships.  eBusiness is about using technology to access more existing relationships, add more value to your existing relationships, and create more relationships by accessing new markets.

Why eBusiness?  Because technology is providing us with an incredible and ever-increasing array of ways to access the Internet.  You can now go online by using WebTV, a Palm Pilot, and even your cell phone, and there are more and more devices like these on the way.  We are soon going to be offered ubiquitous, unlimited access to the Internet, and the applications that are being designed for these devices are going to let us carry on any number of transactions via the Internet at any time we prefer.  Choosing not to have a presence on the Internet is the business equivalent of self-immolation.

Your company cannot just want to be online, however.  There are three problems you must address to survive in this new age of business:

· How you compete in this new market

· How you establish a presence in three to six months

· How you manage, grow and extend your presence over time to stay on the edge of innovation

If your company isn’t obsessed with these three problems, you run the danger of being crushed by a bunch of 25-year-olds who have started fill-in-the-blank.com, providing the same services you do, but more efficiently.  Dramatic paradigm violence is occurring in every industry because traditional barriers to entry don’t exist anymore.  If you don’t think it’s coming to you, you’re a nut.

Success and failure in the electronic age is binary, and innovation is determining who wins and who loses.  You have to be the first mover in your market (which means getting a model up and running in 3 to 6 months), and you have to go big to stay on top.  Any company who doesn’t adhere to this way of thinking is going to find themselves watching a company like amazon.com dominate the market.  The companies who are winning in the electronic age are the ones who establish relationships with their customers by getting there first, and maintain those relationships by staying on the edge of innovation.  

The difference between the way we look at innovation today as compared to yesterday is what drives the success of this model.  There are four stages of innovation to consider:

· Early stage.  In this stage, companies have a breakthrough business model, but it is still in their laboratory.

· Breakthrough stage.  Here the company has moved out of its pilot model and is the first to market.

· Leadership stage.  A company is second or third in their industry to adopt the latest model.

· Laggard stage.  Having missed the boat, a company chooses to adopt the innovative model because all of their competitors have.

In the past, companies who have hit the early stage have chosen to sit back and wait, rather than aggressively be the first to market with their model.  The risks involved due to barriers to entry were simply too high.  That strategy will get you crushed today.  With virtually no barriers to entry, hanging back and waiting in eBusiness is far more risky than trying to perfect your model in the lab.  Your market and the relationships available in it will be gobbled up before you even get there.  It is less risky to be on the edge of innovation, because you can fix mistakes before anyone realizes that mistakes were made.

If you want to be on top, you have to look at innovation in a new way.  You have to believe that if it is worth doing, it is worth doing wrong.  You have to be willing to try your model, test it, innovate around it, get it out, screw it up, and then do it right.  You have to understand that speed is everything in the electronic age.  You have more money than time, so get there first.

We are facing the biggest transformation in the way business is conducted since the Industrial Revolution.  If you are willing to innovate, you are taking the right steps towards crushing your competition.

Someone has to win.  Might as well be you. 

