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At my core, I, like many leaders, find myself to be highly patient and mentoring in some 

situations, while impatient in others. I consider this, as does Daniel McAuley in his article ‘The 

Paradox of Patience’, to be a key component of effective leadership, as well as a critical 

cornerstone for organizations that are successful innovators consistently delivering strong 

organic growth. Patient leadership is a priority in critical situations where the ability to influence 

the outcome is minimal, either in the immediate or foreseeable future. Think COVID-19. 

Similarly, it is a virtue in situations where the ability to influence the outcome is very high, but 

the impact will be realized later in time. Think SpaceX and Tesla. Impatience, however, is truly a 

virtue in situations that can be controlled and have a high sense of urgency. Think project 

execution. 

I am not alone in this perspective, as noted in the famous book ‘Good to Great’ by James C. 

Collins, in which he recounted a quote by James Stockdale, a US Navy Commander in Vietnam, 

and PoW for 7 ½ years: 



“…You must never confuse faith that you will prevail in the end — which you can never afford 

to lose — with the discipline to confront the most brutal facts of your current reality, whatever 

they might be.” 

I have led and facilitated numerous growth initiatives in industries ranging from high tech to 

industrials to health care services, with stakeholders ranging from short term equity investors 

looking to capitalize in the near-term, to long-term investors committed to cultural change. 

Across the spectrum, the businesses that have seen strong core growth are the ones that are able 

to be patient during the innovation cycle and execute at blistering speed with high precision in 

the deployment phases. 

How is this done? 

Quite simply, the organizations that have figured out that innovation and problem-solving are 

one in the same, and built upon that as a cultural premise, are the leaders of today. Take the 

iPhone as an example. Prior to the iPhone, it was necessary to carry a PDA, a telephone with 

texting ability, a computer, a GPS, and an iPod, at a minimum, to meet the same functional 

requirements. The brilliance of Apple and Steve Jobs was two-fold: Articulating the problem in 

the context of the customer experience and developing and leveraging technology to solve the 

problem. That sequence is critical – defining the problem before engaging in solution 

development. 

In problem solving, we talk about 70% of the effort being focused on defining the problem, and 

the balance on solving it. The same holds true for innovation. Defining the problem involves true 

start-to-end understanding of our customer’s value streams and user experiences, and 

identification of the core wastes and pain points in those experiences. The use of Voice-of-the-

Customer to validate the learnings and gain consensus on the specific problem definition and 

root causes is critical to alignment on the top innovation priorities aligned to the business 

strategy. From there, the application of rigorous lean product development systems is critical to 

manage and mitigate risk on the front end of the program, while clear definition and execution of 

project plans and Obeya initiatives are core to the successful delivery of top priority growth 

programs. 

Growth can be achieved through a systematic value stream approach to innovation in three 

distinct phases: discover, develop, and deliver, driving alignment and focus on the tasks that will 

create value. Trust the process and reap the rewards. 

If you like this article, you can read more by following our Lean Focus LLC company 
page on LinkedIn below: 

 

http://www.linkedin.com/company/lean-focus-llc/?viewAsMember=true


At Lean Focus, we help businesses overcome their biggest challenges by transforming them for 

the better, and for the long-term. 

https://leanfocus.com/ 
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