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Chad:  Hi Everyday Innovators! Today you need to get ready for a wild ride because although I 

think I know where my discussion with my guest is going to start, I’m not as sure where it will 

end up. That is what often happens when I talk with him. He has been taking things apart, fixing 

them, and building products since he was a kid. He has also been a product creator, founder, 

and CEO for the last several years and more recently, an interim executive for hire serving in 

innovation product and senior leadership roles. His name is Tim Bates. Another interesting 

thing about Tim is that he lives in Boulder, Colorado, which (for those of you who don’t know) is 

an entrepreneur and startup utopia. It’s frequently recognized as one of the best places to 

found a startup, even rivaling San Francisco with a higher per capita percentage of computer 

scientists and PhDs. And it’s also a thrill for me to know it as a kind of eclectic hippy town with a 

rich community of people that like to help each other. Tim, thanks again for talking. I always 

enjoy talking with you. 

Tim:  Chad, thanks for inviting me here. I really enjoy speaking with you and all of your listeners. 

Yes, I’m here in the utopian Colorado. It’s always fun. I grew up in New York City, where I grew 

up in what is normally called the melting pot of the world. But here in Boulder, it’s kind of a 

different melting pot. It’s an eclectic little hippy town, as you said, with people from all over the 

world and 60 percent of them are technically focused. 

Chad:  Right. It’s a very unique place. For example, there is this ice cream shop called Josh and 

Johns in Colorado Springs where they have clocks hung on the wall with the different time 

zones across the world. They have a Colorado Springs time and next to it they have the Boulder 

time because even though we are in the same time zone (we’re only a few miles apart from 

each other) Boulder does run on a completely different system. 

Tim:  So are we about 12 and a half percent faster? 

Chad:  Something…definitely faster. Tim, we were recently talking about a topic that frequently 

comes up when we are speaking with companies. That question is, how do we create a more 

innovative culture and how do we bring innovation into the organization? You and I discussed 

four different ways that might happen. There might likely be more ways. We didn’t talk about it 

exhaustively. We talked about the internal incubator such as what Google X uses. Google is 

doing things outside their normal domain with Google X, which is where the autonomous 

vehicles lies. Another way was by adopting methodology such as bring in lean startup, design 

thinking, or training on an innovative body of knowledge such as I teach. A third way was 

through innovation groups. I’ve been doing interviews on that and with people who have done 

that. We also talked about purchasing an acquisition so that some companies will acquire an 

established company (often an existing partner of theirs) and other companies are investing in 

acquiring startups, which is the new and promising next thing. I know you’re quite involved in 

the startup community and you’ve worked in those areas as well. Let’s talk through that as a 
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mechanism for companies bringing in innovation as well as through personal experiences if 

possible. I know you’ve been on both sides of this table—the company’s side as well as the 

startup. I’m curious in talking about the founder’s experience in this possibility of being 

acquired to help another company with innovation.  

Tim:  It’s always difficult to start and difficult to get me to stop. I do like the term that was used 

in one of your recent podcasts, a serial innovator. That is one of the monikers that I like using 

for myself these days. I am traditionally trained as a product manager. I am certified as a New 

Product Development Professiona (NPDP) from the Product Development and Management 

Association (PDMA). I’ve worked with large companies through their stage gate process. I’ve 

also enjoyed the evolution in the last decade and a half with R&D, going to lean agile 

formations as well as seeing how that affects the product management process. Here in 

Boulder, we have one of the early leading companies in agile engineering processes which have 

helped me interface with quite a number of the folks from their thought leadership. Early on, 

the agile impacted product management quite a bit. Now, I think the product owners will see 

more of an internal resource for the engineering team and the product manager’s role will 

emerge with the need for companies to access more innovation and be more market focused, 

versus R&D focused.  

Chad:  In other words, are you saying the product owner will be more responsible for the 

requirements or the back log?  

Tim:  Directly the back log, helping to keep the velocity and cadence of the engineering teams… 

Chad:  Okay. And the product manager is responsible for what?  

Tim:  The product manager is starting to become more responsible for business decisions. The 

product owner in agile was originally thought to spend half their time in market and the other 

half internally. 

Chad:  Right. 

Tim:  Very few product managers were able to access that 50 percent in the market space. 

Therefore, companies are trying to find other ways to bring that up. Some of the product 

managers that would be responsible for managing the back log and keeping the cadence up in 

R&D have taken on more business analyst functions. Other companies are still looking for the 

one person that makes sure we don’t “lose the future” as Larry Page [Google] would say. We 

want to make sure that they’re out there. I think product managers are starting to come back in 

for that market vision. I have seen a lot of growth in the Chasm 2.0 thinking where the lean 

processes and early startup processes are taking care of that 1 to 3 percent early adopters and 

going into the mainstream market, you are looking at what a product manager or business 

analyst types of roles and conversations then need to change. 
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Chad:  “Crossing the Chasm”, which was popularized by Geoffrey Moore. He updated that last 

year, didn’t he? 

Tim:  The Chasm 2.0 is out there now and any product manager is pushed to go and listen to 

Chasm 2.0. There is a shift that happens from the startup to the enterprise and getting to the 

topic of this conversation—how does the startup fit into the enterprise? The financial 

mechanics and the structural mechanics are all over the place. It is a really strong and vibrant 

mix of things that I have seen work as well as fail—most of that are cultural rather than 

technologically related. But when it comes to process, one of the big things that gets in the way 

is getting into a production mode as a company. In the startup world, you’re into an 

experimental role. 

Chad:  Right. 

Tim:  You’re taking risks and playing games. When you start shipping and dealing above the 10 

or 15 million dollars in revenue on a product, you really have to get into specifics about what 

you get for an ROI for every activity. You must be very efficient in your arm boarding, your 

marketing, your automation techniques, etc. It’s kind of like having two different minds. 

Chad:   I was going to say that this is where the tension comes in when trying to play something 

like lean startup. Even the notion of doing a minimum viable product, or MVP. In a large 

organization, people tend to forget the MV part and then we’re talking about developing a 

product. As you shared, large organizations do have this cadence skill in their temple of 

production, and it’s much more difficult to think in terms of running experiments and doing the 

minimal viable product sort of path. This leads us back to how we can bring that in. One way is 

through the startup.  

You mentioned the financial perspective as well. I want to go down that path a little bit, 

particularly from the founder’s perspective. What are the financial issues for a founder of a 

startup and they have a larger organization that is interested in them. 

Tim: I think every deal has its uniqueness. In searching for large buckets, there are a lot of ways 

that companies has combine startups. Often, the tradition was waiting until the startup had a 

good, sturdy base of customers, revenue, and operations underneath it before bringing it in. 

That would be more of a market alignment. Then there would be strategical fits with 

technology or strategical fits with forward road mapping for the large company. On the 

financial side, there is this really exciting thing that has been happening for quite a while now 

called an acu hire. I worked with a company about 3 years ago. Two very brilliant young men 

that had come out of the big five investor firms had a really good idea in financial consumer 

banking support. They went through Tech Stars, which is an incubator program where you 

spend 12 weeks writing code. But more importantly, you spend that time talking to people in 
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the market and talking to mentors defining your value proposition and your solution. These two 

gentlemen did that very well and had gotten the year to prove it to some of the mentors. In the 

transition, their code was pretty embarrassing. It worked but would not have worked at 

volume. It would not have been able to handle pressure testing. In the acquisition, the two 

founders called and one of them asked what they should say about the code.  I said it was MVP. 

It’s an early product and not really pressure tested. It needs to harden and needs to be 

rewritten if they were to do it at volume. That is the difference between a startup and a large 

company. What you may do for 10,000 customers is nothing that you will do for 100,000 in 

technical terms and simultaneous sessions. 

Chad:  Right. 

Tim:  What Intuit was doing then, was buying ideas in their early processes and all their 

learnings through their MVP experience. That is a really good situation for the right type of 

entrepreneur. Three years later, these two gentlemen are still there. They have innovation, 

thought leadership roles within the larger company and it is all business side focused. It worked 

really well. 

Chad:  So Intuit’s motivation was the technology fit with what those two guys were doing, but 

also an experience in the capability fit with wanting the talent of the two guys. 

Tim:  Correct.  

Chad:  Okay. 

Tim:  They never really ended up using the technological code base—at least to my knowledge. 

They may have it some place. When the product matured to the larger company, the core 

principals were still there and the core learnings about the market place, but not the name nor 

interface and that other type of stuff. 

Chad:  Yeah. I’ve seen this on Twitter too, where Twitter will purchase a startup and the 

founders of that startup then become product managers at Twitter to guide other product 

efforts. 

Tim:  That’s the easiest way. It’s actually one of the things I personally like. There’s a book 

called, Early Exits, that targets early entrepreneurs and founders on how to step back—even 

when you’re hitting your product market fit and your future is looking so bright you have to 

wear shades—and think, “Right now, I can choose to build this technology inside of a larger 

container and with a larger footprint and some overhead. Or, I can choose to go the traditional, 

multi-round funding and try to build a corporation”. One of the things they found out for 

founders and early seed investors, is often the net cash and pocket from a 4-year successful 
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startup and taking full rounds to successful exits or IPOs as they stand below in a larger 

company about the same but the difference is 4 years and 14 years. 

Chad:  Wow. 

Tim:  Therefore, the question of the founder is, do you believe that you’re going to have 

another great idea and work in properly with a large company, or do you really want to take 

this thing and really see what the pathway is and what can become of it in the greater picture 

through the 14-year route.  For many of us, there is only 3 years of a career so it could wrap up 

50 percent of your career. 

Chad:  Exactly. Let me break this down.  In the Early Exits book (which I haven’t read) 

researchers show that founders receive the same amount of money after 4 years or after 14. 

It’s the same amount of money to them because after 14 years, you are more diluted in the 

company. 

Tim:  Correct. 

Chad:  Therefore, if I am somebody who likes creating products, the opportunity to get the 

buyout after 4 years and then continue to create more products will sound more appealing to 

me because the money is the same and I will have more time to create more products.  

Tim:  Yes. That is exactly how my career has progressed. In my first company, I was in the 

foolish stage of life and I spent 8 years building it up. It was very successful exit to my partners 

in that it was going down a road I didn’t choose to go down. In the last 20 years, I’ve been 

working through many different kinds of innovation and product building exercises. None of the 

companies in the last 20 years and none of the efforts have lasted more than 4 years—4 years 

being the longest.  That particular company, I exited to a strategic development partner who 

was really our focus for a large association. The process that I have become comfortable with is 

the capability to work with small development firms or friends that I’ve developed for the time 

on ideas that I develop. I also put together MVPs, strike to get some fit and decided whether or 

not it goes forward. I like that I have that opportunity to take an early exit if I want, which may 

not be traditional. Recently, I spent one year building software around some board processes 

that I’ve been working with different boards of directors and when I got it out there, people 

loved the frameworks that I had developed in my product. But I was missing some of the base 

things that I needed to do in the collaboration world. Rather than build or buy those, I chose to 

take my processes and results, got to my nearest competitor who already had those baseline 

product features and work with them to add mine to theirs in order to produce a collaborative 

relationship develop from that. That was one way to early exit when I had never had more than 

two dozen customers.   

Chad:  Right. And some traction and interest from a competitor.  
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Tim:  It was really selling off my MVP or MVE. 

Chad:  Right. Okay. Another way is when a larger company is buying a startup for technology 

reasons, sometimes they may be buying it for technology reasons that fit into their roadmap of 

products or they might be viewing it as a disruptive product and they need to decide what to do 

with that disruptive product. Sometimes they are buying it to kill it—they don’t know what to 

do with it. 

Tim:  Or manage it.  

Chad:  Which might mean the same as killing it.  

Tim:  Yeah. 

Chad:  Right? On the founder’s side, you would think they would have indications that they are 

buying it for the purpose of not running with it.  

Tim:  As a founder, the emotions are natural. They are not ones to be dismissed in any way. 

Even in a product that I’ve only worked for a year or two, letting them go is like sending your 

children to college. It’s often thought that entrepreneurs have great ideas or visions. I don’t 

believe in that. I believe that an innovator is actually a person who is incredibly curious and who 

wants to understand how things work and sees the gaps in the opportunities. It’s a curiosity 

that sits at the core of what I look for when I think about hiring a product manager. The core is 

really a curious person. Someone who is not quick to make assumptions. I love it when I hear 

innovators say things like, “Hmm, I wonder what is going to become of that. That’s probably 

why I’m so enthusiastic about one of the side effects of a lean framework or a lean startup 

because people are saying, “I’m an innovator and I’m a product manager and I go out and I 

build great stuff.” That’s really your skillset. It’s not that you know something about financial 

banking that no one else does. Rather than domain in a product manager, it’s really about 

character and approach to their work. Even the person who has embraced that great ideas will 

come to him or her, every time one lets go of an idea, it’s difficult. I think that’s the core of a 

creative process. How many times have you heard film directors and film makers when they sell 

off a property become upset when things don’t go as they hoped? You have no say in where 

their idea will go next. 

Chad:  You lose control at that point. 

Tim:  And that’s okay because something else will happen to you. You open yourself up to 

another door.  

Chad:  That is an important point for people that might be in companies now that have this 

dream where they are already working on it on the side. They have discovered a problem, no 

one is addressing this well, and they’re doing the work to understand how customers really 
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think about this problem. This isn’t a minor thing to let go of your ‘baby’ because it’s not just 

the time you spent in developing the product and learning from that experience, but it’s also 

the time and connections that you make in the process. If you’re part of a co-founder team and 

the people you are working with you…that is everything you have become invested in. Getting 

to the point where you’re getting ready to turn that over to someone else is really frightful. 

Tim:  Yeah. As you said, the hardest part for me is not the product as much as it is the people I 

work with on it. Not only inside your startup but inside some of your early adopter customers 

or some of the people that worked in focus groups. I like having professional associations or 

professional groups as sponsors because they have this deep domain experience that I can’t get 

any other way. For example, the medical product I built was sponsored by the Visiting Nurse 

Association. They directed me. I built some really wonderful friendships. Letting go after four 

years of a lot of intimacy from late night calls saying, “I know you’re sitting down with your 

family but we have one question on today’s review.” Dinners, social events, and celebrating 

wins. That is the hardest part. When you go into a larger corporation [00:23:02], you wonder 

whether or not those friendships will remain. It usually goes away, and I think accepting that 

the work relationship is going to go away but a friendship will remain will help with the 

transition. 

Chad:  The other positive there (as you mentioned before) is that if you are selling and moving 

on, you then have an opportunity for the next thing to come. If inside an organization, you have 

the opportunity to build products inside that structure, it is huge. I have a friend who is an 

innovator and a co-founder with another person and finally decided to get the “real job”. They 

still have the startup, which is doing quite well, but he is also working with a good established 

company where he is a very innovative product manager for them. He said, “It’s really nice to 

not have to take out my own trash anymore.” There are all these simple things that he kind of 

forgot he doesn’t have to do in a big company because they do it for him such as arranging his 

travel. There are advantages there.  

Tim:  They are a significant part of the success. We look at this emerging pattern of large 

companies building labs. 

Chad:  Right. 

Tim:  So it’s this internal group that acts as the way the old AT&T labs used to work for in the 

Ma Bells. Building these innovation labs and early product labs are really the most exciting part 

of what is currently happening. I’ve been part of doing this in small 20 million dollar to billion 

dollar corporations. A lot of it is experimental but it all revolves around the culture. And what 

you just mentioned is always that, for an entrepreneur—they don’t have to take out their own 

trash. Someone now deposits money in their bank accounts every two weeks, which is a good 
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thing. They also no longer sweat payroll, as money becomes your primary focus as you start 

growing larger. 

Chad:  Yeah. That is a big difference. It is one thing to have the job inside and pitching your idea 

to an internal incubator or senior leadership for funding, versus trying to find VC’s external. 

There is a whole set of accountabilities or relationships that have their pros and cons. 

Nevertheless, inside that company, it is a known path cushioned by a lot of security. 

Tim:  Right. One of the things that I found out from these labs is rather than creating money as 

an issue, they set up a contract where either the business unit or manager and the technology 

leader or the two companies together agree that should the lab reach certain performance 

measurements, they will automatically be extended another six months. The good thing about 

that is that the business models change from these hyperbole hockey sticks that very rarely are 

achieved—except for the unicorns.  

Chad:  And let me just add something. Unicorn, a startup that has over a billion dollar 

evaluation, right? 

Tim:  Yeah.  

Chad:  Okay. 

Tim:  That’s the traditional spot on definition.  Those are the ones we all write about. The 

Facebook, Twitter, LinkedIn… 

Chad:  The names we know. 

Tim:  Yes. There is rarely a hockey stick outside those companies, but every investor wants to 

see a hockey stick. It’s a strange dynamic in the world. I think the entrepreneur going into one 

of these incubation systems that can be anywhere from 1 million dollars in revenue to 50 

million dollars in revenue and then they figure out some type of corporate structure for your 

business unit or technology. The truth is that some of these people think it’s good to incubate a 

company, which means you should keep it as part of the parent up to 100 million dollars.  

Chad:  Okay, so let me be clear. When you say ‘incubate a company’, this has already been a 

purchased startup and they are bringing it inside the internal innovation lab in order to 

incubate it internally in that context? 

Tim:  Yes.  

Chad:  Okay. 

Tim:  When incubating, Geoffrey comes up with these great ideas on how to incubate a 

company as a parent, I’m going to take down a lot of your GNA and general responsibilities. You 
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can use my lawyers, you can use my accountants, you can use my sales team—which is a bit 

tricky because you do want to have a different conversation as an emerging technology. I’ve 

learned that through personal failures. It really takes some of the administrative functions out 

of the startup’s responsibility and allows them to be market focused and solution focused as 

well as execute. 

Chad:  Right.  

Tim:  It also helps them to take care of their customers in their own way. When I came in, I was 

doing a turnaround of a 40 million dollar company and its global products and engineering firm. 

I was really jazzed about some early success and some innovative things we were working on 

and the sales VP takes me on the world tour of our customers. One of the customers is sitting 

there struggling with the product that our engineering group had seen the horizon of and was 

ready to replace it with new technology. I made a mistake of telling the customer, “Just hold off 

for another 6 months. We’ve got something coming that you’re gonna love!” Delays in the 

product plus the sales manager not making his number that year, who then turned to me and 

replayed that conversation and said, “You’re the reason why.” When you have an established 

customer base and you’re selling them a number of SKUs and have a robust relationship, 

sometimes bringing in innovative technology can be a bit tricky.  

Chad:  That’s the notion of disrupting yourself again. 

Tim:  Yes. That is why you want to control any disruptive technology that you may buy to 

“squash” or delay. If you still have a robust market space, you can mature that in an incubation 

format with new technology and get it ready so that you are the one that disrupts your market 

space and not that startup that you had no control over.  

Chad:  There are some really powerful forces that work there. If the incubator isn’t truly 

separate from those forces and it’s seen as a disruption to the core business, then the 

disruption is probably going to be killed by the core business. Clayton Christensen, the 

professor who started the terminology of the ‘disruption of innovation’, said that if it’s a true 

disruptive capability, the only that works is by bringing it in and setting it up as an independent 

business unit and you completely insolate it. You let it run.    

Tim:  Yes. The mechanics of building and letting a company properly incubate so that everybody 

is a win is pretty easy. The cultural and the governance sides are always a little more difficult. If 

you have an incubator, who is the board of the incubator and who does that report to? Also, 

how it works together with MNA, which is another level on its own because the MNA have their 

own quotas. You can get in the way of that or you might change the dynamics of that. It is really 

a group effort between the executives. A big role for an executive for hire is to help companies 
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build those relationships among the executive corridor. Asking questions such as ‘What are we 

doing here? How is it going to affect everything?’ 

Chad:  Right, it’s a real system and you have to figure out the pieces of that system to make 

sure they are working together rather than at odds with each other.  

Tim:  Exactly. It’s a big Rubik’s cube and you must keep turning the pieces until you get it right. 

It is one of the things that I personally evolved on. Ten or 15 years ago, I would have probably 

leaned more towards the side of getting the governance and the mechanics, and the processes 

to all flow together. But now I understand that those are simply the puzzle pieces to the bigger 

picture that is completely cultural. You want to maintain culture and get everybody to 

compromise and collaborate. You don’t want to break down culture. You don’t want to break 

down the guy that you just bought because spending MNA and seeing the technology and the 

individuals that were initially involved leave your buyout is a nonevent. It just doesn’t help 

anybody.  

Chad:  Right. You’re talking about a structure where the company has bought the startup and 

there is a contract in place that the key people from the startup have to stay involved in the 

company for however long the contract states. 

Tim:  Correct. It’s usually a workout, especially for key employees and key domain or market 

facing people within the company 

Chad:  Right. 

Tim:  It’s very much a cultural fit. I was having a conversation this morning with an individual 

who was saying, “Do you think this should be in a separate building or a separate company?” I 

think, judging from a guideline of the best practices, I believe that having it as closely attached 

to the company so that people are mixing, is really powerful for that cultural element. But at 

the same time, the incubator and the innovative entity has a different glossary and a different 

language and a different cadence that cannot be interrupted by core business that is keeping 

the billion dollar revenues year flowing. How do you mix them? The one experiment that I’m 

currently working on with a company is what happens when innovation comes from a top five 

developer in a core R&D team. You move them into the incubator and when he comes back, a 

positive or negative experience for the core team because now he needs to understand how to 

stay with the new glossary, stay with the new cadence in his work, and be a leader in the team, 

versus the virus that gets kicked out of the team. It’s an interesting cultural thing. I also do 

some executive coaching and I love doing it. I have one guy coming back into the team right 

now after spending 12 weeks with the incubator with the lab. He says he feels like a different 

person. His friends don’t even understand him anymore.  
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Chad:  This is the same experience of product managers living with customers and deeply 

understanding them as well as finding resistance with the engineering team building product 

and saying no, you don’t get it. Therefore, bringing in the engineering team to have that 

customer experience so that they can understand why it is so important and why product 

managers needs things done the way that they have asked for them. That first-hand experience 

helps a lot. This culture aspect is so key and it influences companies more than a lot of people 

recognize. Culture makes or breaks changes that happen. Let’s dive a little bit more into that if 

we could. Have you seen an example where the culture was to blame for things that went 

terribly wrong?  

Tim:  I think there are a number of cases or scenarios like that. One example is selling your 

product design or startup and ACME kills it because they didn’t understand it. Part of that is lies 

on your ability to communicate. I think communication is a two-way responsibility. The startup 

that wants to completely maintain their culture—the pin pong table, the rock climbing wall, and 

the Friday socials—when they’re working at ACME.  

Chad:  In a way, they are looked at as the spoiled brats by ACME, right? 

Tim:  Exactly. You’re not going to look cool. You’re going to get the microscope from the people 

that are deeply in production mode. To honor each thinking, some of that production mode is 

very critical when you’re automating a startup product. You can learn a lot from those guys. In 

ways, those guys can learn a lot on how to increase their cadence and their velocity decisions 

more quickly. You can learn from the production team on how to document decisions so you 

don’t go over the same conversation 15 times, which happens a lot in a startup. Startups are 

revisiting topics all the time. Some of it is good and some is not so good. I’ve seen startups 

become professional at pivoting. Anyway, culture is a big thing. I think the first step is 

respecting what each person brings to the conversation.  

Chad:  Absolutely. The most infamous example in my opinion is Kodak, which invented the 

patents for the digital camera. Fundamental culture asks how we get things done. Kodak went 

face to face with the digital camera and said they were a threat to their core business and we 

are going to ignore it as opposed to trying to figure out how it impacts their business and the 

future of photography. 

Tim:  Yeah. Part of that story that I like—as Kodak was my first employer—was the whole idea 

bringing a large product to a large market. Kodak was very good at that. They just had no ability 

to take in new ideas or look forward to where the market was heading. That is actually one of 

the greatest classical examples. Kodak has also made major errors in the past. The digital 

camera is a great business case scenario from an engineering point of view where you have too 

many despaired, unconnected entities that never connected smoothly. As a result, they 

produced a lot of examples. In today’s world, you often see a cool idea get lost once it rises into 
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the enterprise level. But we are moving at a better cadence. Some people would say that the 

Moore’s law has accelerated rather than decelerated. It’s an early idea to think about Moore’s 

law and pushing things forward. In some industries, I think that the innovation and the change 

is slower. I think that a lot of change is faster. Our relationships with our customers have 

completely changed in that customers are now looking at experiments and early products and 

understand what a minimal vial is or what a wire frame is and understand it will be a gap to 

delivery or that this is a test. Your customers are understanding of that. I think that allows a 

large company and a small company to work together better.  

Chad:  It’s a good point. We do have more sophisticated customers that are getting used to 

these things. The key, as there always has been, is are you solving their core problem? Can you 

understand what their core problem really is and provide value in the solution. If you hit that on 

the head, the customers are pretty agreeable in a lot of things. 

Tim:  Yeah. Another synergy that a company can have from an early startup arrangement with a 

large company is when you’re in a startup and you’re going into a larger customer arena to talk 

about the piece you solved, you may not be aware that the persons you are speaking with may 

not be aware of all the touch points. I commonly use the fact that I can tie my shoe without 

thinking about it. When I teach my nephew how to tie his shoe, I get very confused. I think 

there are a lot of people dealing with an operational level within a large company on an 

enterprise software that say, ‘Hey you’re right, that helps my process.’ But they don’t realize 

that there are 4 or 5 other things that they are going to check and they don’t speak to that, 

whereas a startup person needs to know what is their base integration point, what is their data 

domain or strategy perspective, what is the legal perspective on changing something, and was 

there something happening in another area of the company that took care of this problem as 

well. 

Chad:  It’s that integration that really causes some of the cultural clash by not recognizing how 

to work with a larger organization and all the mechanics of understanding the pieces, what is 

available, and your responsibilities to those different functions. 

Tim:  Many times I’ve seen a startup company into a corporation and they’ll sit there and start 

explaining their technology and what they did. They’ll listen to the engineering lead team or an 

engineering all-hands type of event and the engineers will start to ask very tactical 

implementation questions. The startup guys will often walk out saying, “Wow, they were just 

trying to stop it. This is not going to be a good experience.” But the truth is they are trying to 

extend it and make sure that integration and all the other points that they deal with daily in a 

customer mode are addressed early. 

Chad:  Yes, absolutely. I know we can keep talking and explore other areas, which is always fun 

to do with you, Tim. You have a job I’m very envious of, Interim Executive for Hire, because you 
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get to do so many engagements in a short timeframe and, therefore, benefit from learning 

from those experiences that I think the pace of your learning an application is much quicker 

than a lot of people have ever seen, which makes it a lot of fun to talk with you. As you know, I 

like to wrap up my podcast episode with an innovation quote. I’d like to see what you brought 

for us today.  

Tim:  I am a huge Ayn Rand fan. There is a character in the book, The Fountainhead that is kind 

of my alter ego, Howard Roark. I challenge everyone to read The Fountainhead. It’s a wonderful 

book, especially for creative minds.  

Chad:  What is that book about? 

Tim:  The book is primarily about Howard Roark who is an architect and his desire to create as 

he wants to create outside of what they call, “The Mob”, which is what everyone else thinks. If 

you think about the 1940s, architecture was just emerging and the powers of the establishment 

wanted everything to be built in gothic or traditional architecture. Modern architecture was 

poo pooed. He was someone who dreamed beyond and stuck to his own principles and values, 

sometimes to his demise. Out of that book, there is a quote that Ayn Rand made that reads, 

“The problem is not the dreamer. The problem is the people who just dream.” I’ve learned in 

my career that ideas are like dandelions in the wind. Until you apply and test something, there 

is no learning. I think that humans as a species are built to constantly dream and we learn to 

constantly learn.  

Chad:  Love the point. I was thinking of a show that we love to watch as a family, which is Shark 

Tank. This is a great lesson for anyone with an idea because when you watch the show, it 

becomes clear to you that the idea is not where the value lies. When the people put you in 

front of the sharks to try to get investment for your idea, the sharks don’t care about the idea 

at all. The sharks care more about how many customers you have, what your profits are, and 

what does it cost for you to make this? They want to see something that just hasn’t been 

dreamt up but rather something that has already put into practice and people are taking action 

to make it a promising product or business.  

Tim:  Yes. That is also the lesson of the lean framework because they get a little bit done very 

quickly and they test it, versus the traditional longer routes. I like taking ideas and putting them 

into action. I often drive people to test it and get them to think really well on their ideas in 

order to get things moving quickly. That’s my dream. 

Chad:  Cool. Don’t just dream. Be a dreamer and put things into action.  

Tim:  That’s right. 
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Chad:  Excellent. Well, Tim, I appreciate the discussion. I also want to thank the everyday 

innovators who are listening. If you are listening to this on iTunes, it’s so helpful if you go there 

and leave a little star rating. It just takes a few seconds to click on the star. It helps even more if 

you have time to leave a review. I ask for this because it helps other people find the podcast 

faster. It is how iTunes works. They value seeing those ratings and reviews and it helps make it 

more visible to people looking for podcasts on product management. If you have any topics for 

shows or ways to make this more valuable for you, please contact me. The easiest way to do 

that is through my webpage. At the everydayinnovator.com. Thanks everyone! 
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