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OUT-INNOVATE
How Global Entrepreneurs–from Delhi to Detroit–
Are Rewriting the Rules of Silicon Valley

Alex Lazarow
Over the past few decades, Silicon Valley has codified what a startup should look like, dictated how it should be built, and defined what its culture should be. However, the Silicon Valley model doesn’t work everywhere, and has even shown cracks at home. The world of innovation needs a refresh. 

In OUT-INNOVATE: How Global Entrepreneurs–from Delhi to Detroit–Are Rewriting the Rules of Silicon Valley (7 April 2020) Alex Lazarow reveals that revolution is already well under way at the Frontier, outside the most-developed startup ecosystems, where entrepreneurs are out-innovating their Silicon Valley counterparts. They are making their own rules and charting their own paths, challenging what the model for innovation should be, and redefining what it means to innovate. This includes: 

· Frontier Innovators are creators, not disruptors. Silicon Valley is focused on disrupting established industries, but at the Frontier, innovators must create new industries, building entirely new sectors that offer customers a range of products and services that Silicon Valley takes for granted, such as education, health care, financial services, and energy. Frontier Innovators must often build the “full stack”– not just new software, but infra-structure that their businesses and products require. Silicon Valley’s obsession with asset-light, highly focused startups isn’t practical when enabling infrastructure does not exist.

· Where Silicon Valley strives to breed unicorns, the Frontier raises camels. Silicon Valley’s blasé approach of moving fast and breaking things is not tolerable when acceptance of risk is lower and the consequences of failure are high. Frontier Innovators build organizations that can capitalize on opportunity but also survive a drought. They do not focus on growth at any cost, but sustainability and resilience. Frontier Innovators manage risk, build customer trust, and formalize their industries. 

· Frontier Innovators build A-teams, they don’t just hire A-players. With Silicon Valley’s rich talent pool, entrepreneurs have the luxury of recruiting A-players as needed, and high turnover is tolerated because employees can be easily replaced. Instead, Frontier Innovators have a growth mindset toward their team and a long-term outlook. They also cross-pollinate, leveraging diverse experiences, often across multiple geographies, industries, and sectors, to build their businesses. 

· Frontier Innovators are born global. Silicon Valley may teach its startups to build their company in the Bay Area and focus on the domestic market. By contrast, Frontier startups strategically target multiple global markets from day one. They don’t just sell to the world, they also build their organization in a distributed way. They recruit the best talent, regardless of where they are from, and foster an integrated culture through technology and organizational design. They also interweave both profit and impact-based goals into the core fabric of their business models, making them multi-mission athletes.

A provocative new playbook for innovation, I hope you will consider OUT-INNOVATE for coverage. 
ABOUT THE AUTHOR

Alex Lazarow has worked at the intersection of investing, innovation, and economic development across the public, private, and social sectors for more than a decade. He is a venture capitalist with Cathay Innovation and was previously with Omidyar Network. He is a Kauffman Fellow, Council on Foreign Relations term member, and an adjunct professor specializing in social-impact investment and entrepreneurship at the Middlebury Institute of International Studies at Monterey. He is a graduate of Harvard Business School and the University of Manitoba.
ABOUT THE BOOK

OUT-INNOVATE: How Global Entrepreneurs–from Delhi to Detroit–Are Rewriting the Rules of Silicon Valley by Alex Lazarow, £22.00, Hardcover, 978-1633697584, 7 April 2020.
Contact: Sally Ashworth, Publicity, Harvard Business Review Group
Vernon House, 23 Sicilian Avenue |  London WC1A 2QS UK  +44 (0) 7964 921 120 |  sashworth@hbr.org


