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Housekeeping Notes

• The webinar is being recorded

• The link to the recorded webinar and to the 
presentation slides will be shared

• All participant lines have been muted

• Please submit questions using the “Q&A” 
function that appears in the toolbar; we 
plan to pause twice to answer questions

• When we have Poll questions, please 
make sure to click the “submit” button

• Feel free to comment in the Chat, but we 
may not be able to monitor or respond

Scott
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The Information-Action 
Paradox
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“I don’t look up too much or down 
too much. The great fun is doing 

what you do every day. I’m sort of a 
poster child for not sort of doing 

anything but what we do every day 
… We’re a very poorly diversified 

portfolio. It either goes to the moon 
or crashes to the Earth.”

Research in Motion Co-CEO Jim Balsillie
April 2008

We are standing on a burning 
platform. And, we have more than 
one explosion - we have multiple 
points of scorching heat that are 
fueling a blazing fire around us.

Nokia CEO Stephen Elop, 
February 2011
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72%
Top executives who say they need to transform their 
core offering or business model. The most pressing 
obstacle standing in the way of success was shifting 
resources to drive change, indicating a lack of 
leadership conviction to take action³
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Information-Action Paradox
By the time data arrives justifying 

action, it is too late to act

Managerial reliance on problem 

solving and technical skill is an 

expression of the defensive wish 

in the business community that 

uncertainty can be controlled
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Questions?

Scott Pontus
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Jump-Starting 
Transformation
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Generate private data (e.g., deep-dive on 
specific segments, analysis of “near misses”) 1

Use models and frameworks to make sense 
of weak signals2

Hold strategic dialogues to build collective 
conviction around the need for early action3
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“Lawyers are risk-adverse by nature. That’s why 
they’re good at what they do. They also look for 
perfect information to make decisions, but in this 

environment, like in many environments, 
information is not perfect”

Berkeley Cox
Chief Executive Australia
King & Wood Mallesons
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Customer 
testimonials 

Unpublished 
research

Proprietary 
internal analysis 

Structured analysis of 
qualitative data (e.g., 
Glassdoor reviews)

Startups in 
stealth model
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Safe Warning Signs Red Alert!

Customer 
Loyalty Stable or Increasing Slow decline Rapid decline

Venture Capital
Investment Little or none Substantial seed and 

early-stage activity
Substantial growth-

stage activity

Industry Entrant 
Activity Little or none Growth at the low-end / 

market fringe
Entering or present in 

mainstream

Customer
Habit Shift Habits are stable Change at the fringes Change in the 

mainstream

Business Model 
Innovation

Entrants are me-too 
copycats

Entrants exploring new 
models

Entrants succeeding 
with new models

Profit Margins Driven by 
top-line growth

Driven by cost 
management In decline
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BE INFORMED, NOT DRIVEN, BY DATA

2

THOUGHTFULLY ENTER AND EXIT THE SPACE

1

SWEAT THE DETAILS

3

CREATE SPACE FOR DISCUSSION

4

EMBRACE CREATIVE ABRASION

5

SURFACE AND SHARE MISALIGNMENT

6

HOLD BATTLES OF ASSUMPTIONS NOT BELIEFS

7

Your top leaders have to be aligned 
around the long-term vision and the 
assumptions about the future that 
underpin it. But you also have to change 
the nature of the dialogue with them, 
away from one about certainty and 
predictability, and towards one about 
assumptions, managing risks, and 
‘what you have to believe’ for a certain 
course of action to be the best 
one. This is a significant shift for 
even the most successful leaders.

Former Aetna CEO, Mark Bertolini
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MULTIPLIER

Extra credit 
for tech-
enabled 
work

FREE UPGRADE

30 hours to 
charge on 
tech 
training 

TECH BELTS

Colored 
“belts” to 
recognize 
tech skills

LEGAL EAGLES

Award for 
tech-
trained 
lawyers
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Questions?

Scott Pontus
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Closing Reflections

2

1

3

4

By the time the data are clear, it is too late to act.

Heroes don’t act when they are on burning platforms. They avoid 
ever ending up on them.

Use private data, interpretive models, and strategic dialogues to 
break the information-action paradox

Build your capacity to confront these challenges by regularly 
experiencing tomorrow today and building your negative capability
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Switzerland
Boulevard de 
Grancy 1
1006 Lausanne

Singapore
8 Eu Tong Sen Street
#15-89, The Central
Singapore 059818

New York
1166 Ave. of the Americas
3rd Floor 
New York 10036

Boston
92 Hayden Avenue
Lexington
MA 02421

London
The Gridiron Building 
One Pancras Square 
N1C 4AG

SELECTED LOCATIONS

www.innosight.com
inquiries@innosight.com
@InnosightTeam

THANK YOU!
santhony@innosight.com

sg.linkedin.com/in/scottdanthony

psiren@innosight.com
linkedin.com/in/pontus-sirén-164193
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