Entrepreneurship and Intrapreneurship in the Not-For-Profit Sector
Posted on Monday 3 May 2010

(Speech to the Canadian Society of Association Executives, Ottawa, Canada. January 2008.)
I have been teaching Entrepreneurship and Intrapreneurship, first at the Sprott School of Business and now at the Telfer School of Management for eight years. I have also helped over 72 businesses get started in that time of which 66 are still operating.

There are some common elements:

1. They have sound business models.
2. They have great people who work well in teams.
3. They set and achieve goals.
4. They use smart marketing (guerrilla marketing (and, today, social media, ed.)) to obtain earned media and capture market share and mind share.
5. They self capitalize (use bootstrap capital).
6. They acquire customers in a cost effective manner.
7. They are efficient users of capital.
8. They have strong differentiated value in their business model.
9. They often have strong (sometimes unconventional) mentors who really understand the above principles.

How many of these attributes are needed in the not-for-profit sector? I would argue that all of them are required.

Let’s start with people: humans are uniquely dependent on each other. If you look at how human welfare has changed over the last 10,000 years, you can track an amazing increase from the first formation of villages. Initially humans formed villages for mutual protection but it wasn’t long before a group of people who were now living together in close proximity realized that some were better at hunting and some were better at flint knife carving. Pretty soon the village was specializing: hunters were hunting and flint knife carvers were spending most of their work time working with flint knives.

As a result, there was an explosion of GDP; so much so that soon this primitive village had extra goods to trade so they did: extra meat and flint knives (used for butchering, defense and starting a fire) were being traded for textiles (clothing) with a neighboring village that specialized in that. As a result, regional trading group formed and human welfare took a quantum leap forward. (To read more about team work, refer to: http://www.eqjournalblog.com/?p=862.)

To run a good business or Not-For-Profit Organization today, you need to: a) get people working in teams, b) get the right people doing what they are best at and c) give people the feeling that they are part of something special.

I always find it sad that most middle aged people, when you ask them what their favorite time of their lives was, almost always refer to: “When I was on the High School Volley Ball team and we were down by two sets to one and we came back to win the Provincial Finals…” Why not feel that way, every day?

Now let’s look at goal setting. I am not a big believe in plans: plans change as things change everyday. But goals do not. Set your goals monthly, quarterly, yearly. Put up signs everywhere like:

N = ?
So let everyone in your organization know what your goals are and visualize them. ‘N’ can be the number of sponsors, number of persons helped…etc.

Humans are amazing at visualizing and achieving goals. If you are a competitive skier, do you want to race 1st or 2ndà before or after your competitor? After.

Humans are so good at this that they can beat the split times of a downhill race competitor by 1/100th of a second!

When I served as Vice Chair of the Canadian Internet Registry Authority I set a goal for Canada to raise its share of the Internet to 1,000,000 dot-CA domain names by 2006. Canada beat that goal by one year. I wanted to set up “Doomsday” clocks in Ottawa, Montreal, Toronto, Vancouver…etc. So people would see how many dot-CAs were registered. I also wanted folks to be able to download a utility to their websites that showed how many dot-CAs were registered in real time—this provides a feedback loop. The more Canadians that could be persuaded to use a dot-CA (as opposed to, say, a US-based dot-COM), the more would choose to do so—a virtuous cycle. Let all of Canada share in the goal of expanding Canada’s presence in cyberspace, the next frontier.

Some members of the CIRA Board considered the number of registered dot-CAs to be a ‘secret’ but goals that are secret are not goals, they are secrets and you lose all of the power of human aspiration, inspiration and visualization.

What is a business model and why should you have one?
A business model is not a business plan. Rather, it is the engine of your organization; it describes the ecology of your organization; who are your customers, and your customers’ customers and who are your suppliers and you suppliers’ suppliers. It depicts information flows in all directions and money flows in all directions and it has an orthogonal dimension which is a marketing dimension: how you connect with customers (hopefully in a cost effective manner).

One organization that I know a little about is Christie Lake Kids. This is how a business model for CLK might look:


Out of the $910 or so it takes to send a kid to Christie Lake Kids Camp for ten days each summer, approximately $890 comes from sponsorship and fundraising and just $20 from the parent or guardian.

Now these are kids who really need assistance. The only way for the kids to get into the six year program (from ages 9 to 15) is to be referred in by either the Police or by a social agency. But for ten days a year they learn, social skills, wilderness skills and are well fed. The CLK program has evolved and now continues year-round with activities for the kids back in the city.

By examining the business model, you can see that CLK’s suppliers are not homogeneous; they are socially concerned corporations and enthusiastic individuals/ CEO’s, hockey fans even. You can begin to see new relationships and new ways to market to your target audience and ways to improve efficiency. No one wants to lend their support to organizations that burn more than 50% of their funding in administration or in acquiring that funding. You have to set a goal, let’s aim for, say, 80% efficiency.

Now how do you reach your audience effectively? First of all, you have to know who they are. Speaking for myself, if I have to go to one more charity dinner, well, that is one more than I want to go to. On the other hand, I participated in dragonboat racing for ten years, which supported some good causes, was good fitness training and a lot of fun in teams of 22 to 24 people!

So we know that people want to help, but they also want to have fun. When CLK wanted to get CEO’s involved, they created a CEO stone skipping challenge. To reach CEO’s they used lumpy mailà they snail-mailed personal invitations with skipping stones in them. Almost all of them got opened.

Everyone knows how to skip a stone and when you get CEO’s to CLK camp and they see the incredible work being done for the kids, that’s it, they are hooked and their wallets open. If you have ever seen a CLK video, you would want to help them too.

We also take one of my suite-nights at Scotiabank Place for a Sens game every year, print 1,000 tickets and raffle them off for $10 per ticket. We can raise up to $10,000 for one hockey game for the Kids and we do this using the network that CLK has in place—its graduates, its friends, its sponsors, its suppliers, etc. If we give 100 people 10 tickets each to sell, it will get done!

You also have to know how to use earned media; Ryan Anderson who now works at Fuel Industries was an amazing publicist for Third Wall Theatre Troup. Third Wall is a professional theater group but Ryan’s typical budget for each run was less than $500. But Third Wall regularly sold out.

Let me give you an example, Ryan once sent out a media release which went something like this: “CEO stabbed 11 times in board room coop”. This release got widely picked up by radio, TV and print media in Ottawa. What was Ryan publicizing? Well, Julius Caesar, of course.

Now let’s look at self capitalization. You’ve all heard the statement: “God only helps those who help themselves.” I teach my entrepreneur students to use bootstrap capital. For Third Wall, presales are a form of self capitalization. For CLK, completed entry forms with cheques attached or credit card information appended for the canoe for kids event is a form or bootstrap capital.

I am not a big believer in over reliance on governmental funding. I had to laugh when, as a former founding director of the Ottawa Art Gallery, I had to go before a City of Ottawa Committee together with Mila Constantinidi, the Executive Director of the OAG, and beg councillors not to cut the OAG”s grant, in five minutes or less. With Ottawa facing a $90 million budget short fall, cutting the OAG by $5,000 or some other Festival or worthy cause by $15,000 would do practically nothing to solve the City’s budget woes, in fact it could make it worseà noted urbanist Richard Florida has shown that cities that cut their funding for the arts and for festivals and cities that don’t tolerate or even celebrate diversity are cities that are not doing well economicallyà they fail to attract top knowledge workers, and it is those enterprises created by those knowledge workers that pay far more in realty taxes to the city than they demand in services. Cities don’t build schools and libraries or run social services or even collect garbage for businesses! Also, the business mill rate is four times as much as what residential taxpayers pay so the fiscal impact of businesses is positive. By cutting funding for the arts, you probably damage City revenues!

Self reliance and being creative on the fundraising side of your business model is important but to really make any organization work, you need great people. One of the things I stress is that people who bring the skill set of an entrepreneur to an established organization are very useful to have around. No one has the time to baby-sit anyone anymore. We are all too busy for that. People who are self starters; who can make 95-97% of the decisions themselves and know which 3-5% of the decisions that they can’t or shouldn’t make themselves are very valuable. Having said this, many organizations reject these folks because they take initiative and because they don’t exactly fit a mould. In my view, they do this much to their own detriment.

Make room for this new generation of intrapreneur in your organization. As the baby boomers retire, bring in these people and let them be part of the solution. And let them create new ideas, new ways of doing things. My 18 year old son, Matthew, started working with me around six months ago. The number of times he has said; “Gee Dad, if you did “X” this way, maybe it would be better.” I can tell you that successful organizations are never too proud to change if someone else has found a better way to do things. Adopt best practices wherever they are found, even if it is within your own organization and coming from the younger members of your staff. Make them feel they are part of something more important than themselves.

Thank you,

Dr. Bruce M. Firestone, B. Eng. (Civil), M. Eng.-Sci., PhD.,
Founder, Ottawa Senators
Entrepreneur-in-Residence, Telfer School of Management, University of Ottawa

http://www.eqjournalblog.com/?p=885
Authenticity in Core Values
Posted on Sunday 2 May 2010

I found Amazon CEO Jeff Bezos’ insights (which he shares with us on YouTube) about their recent acquisition of online shoe store Zappos.com to be highly valuable advice for new enterprises.

In fact, I found his five points to be more authentic and perhaps more important than the ten core values of the company he was acquiring, which have garnered far more media attention.

I recommend you view Bezos’ video if you have 8 minutes and 10 seconds to spare:http://www.youtube.com/watch?v=-hxX_Q5CnaA.

If you don’t have the time, here is what Jeff (modestly) tells us are the only five things he knows:

1. Obsess over customers;
2. Innovate;
3. Think long term;
4. Develop a unique corporate culture;
5. It’s always Day 1 of your future.
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Authentic, Modest Amazon CEO Jeff Bezos
These are the values that Bezos brings to Amazon plus the involvements he has elsewhere and they create a value proposition and a business model that are hard to knock off.

I think these five things that Bezos shares with us will have greater longevity than the ten Zappos.com core values as enunciated by their CEO Tony Hsieh, which I summarize below.

Zappos.com believes in:

1. providing WOW service,
2. embracing change,
3. being a fun place to work and a little bit weird,
4. being creative, open minded and having a sense of adventure,
5. promoting growth and learning amongst employees and as an organization,
6. having honest relationships not only between staff members but with customers and suppliers too,
7. creating a positive team environment and a family spirit,
8. doing more with less,
9. being passionate,
10. and, lastly, being a bit humble.
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Innovative, Gutsy Zappos.com CEO Tony Hsieh
Not that these ten core corporate values are wrong or bad, it’s just that some of them might be a bit gimmicky and could get old, fast.

Of course, my views may be shaped by my Canadian values that stress peace, order and good government over the American view that the pursuit of happiness is the sine qua non of life.

Prof Bruce

http://www.eqjournalblog.com/?p=881
Go Green! Live Closer to Where You Work!
Posted on Saturday 1 May 2010

A while ago, I was watching TV with my eldest daughter, Rachel, and we caught a Rick Mercer commercial called the “One Tonne Challenge”. Rachel turned to me after the commercial and asked: “How do I personally go about reducing my carbon footprint, Dad?”

That is one of the problems with well-meaning initiatives like this—they get folks worked up about environmental issues but offer no solutions. So I told Rachel I would think on the problem and come up with an answer for her and her cohort.

It might have been more effective for Rick and his writing team to give this some thought too before launching these commercials—history shows that people who are alarmed about an issue but given no means of addressing it become inured to cries for help or change. They give up and treat each new entreaty as if it was coming from the ‘little boy who cried wolf’.

The answer I gave Rachel—live close to where you work. If there is one thing we can each do to lower our carbon footprint in a significant way, this is it. It’s simple, easy to understand and, today, many cities and towns are promoting this idea along with significant changes in their urban planning and design principles. Cities like Ottawa make densification (more people per sq. km.) and intensification (more mixing together of different uses like CO (Commercial Office), CC (Community Commercial, i.e., retail), I (Institutional) and R (Residential)) a local priority. In fact, Ottawa has embedded this philosophy in its most recent Official Plan (the document that guides the overall development of the City).

By moving closer to where you work, you can reduce your greenhouse gas emissions by more than 1.25 tonnes per annum, assuming you drive a car with an engine size of ~ 1,500 cc and are currently driving 30 km, one-way to work while your new residence is just 5 km. from your workplace.

Plus GOING GREEN is not only friendly for the environment, it can also be good for your wallet. By moving closer to where you work, not only are you spending less money and time on transportation, but the move itself could qualify you for a number of tax return deductions, thus keeping more of your hard earned money in YOUR pocket.

These deductions apply to those who are employees, self employed and even full time students (in the event that, say, you moved closer to school).

Many of your moving expenses that are eligible for special tax treatment include transportation and storage costs for household effects, traveling expenses, meals, and temporary accommodation. You may even qualify for deductions relating to the cost of canceling a lease, legal fees, transfer taxes and even the cost of selling the home!

Furthermore, you save money from less wear and tear on your vehicle, time savings from lower trip times plus increased productivity at work. You also, of course, get to spend more time at home with your family. I calculated these costs and balanced them against higher housing costs in the inner city (as is the case in most Canadian cities (but not necessarily US cities with their higher crime rates)). You can read that analysis at: Urban Versus Suburban—http://www.eqjournalblog.com/?p=467.

(I wrote that article after selling our large 7-bedroom home in a west end suburb of Ottawa in 2009 for a measly amount of money which turned out to be less than our cost for the thing. That 7-bedroom home and others like it on a golf course with a nanny suite, four outdoor sheds, professionally designed gardens, in-ground pool, cedar closet, gym, large, industrial-scale laundry room, multiple decks plus beaucoup other features coupled with very high property taxes are practically worthless in outer suburbia—no one wants these locations or monster homes any more. A beat up, old bungalow or crappy split level in an inner city location has more value. That article explains in economic terms, why.)

With all the benefits of GOING GREEN (help the environment, save more time for you and your family, save wear and tear on your vehicle, reduce probability of a collision, improve your productivity and enjoy greater flexibility in your schedule, and now tax incentives—to name a few), moving closer to where you work has never made more sense.

You can determine the moving expenses you can claim (in Canada) by going here:http://www.cra-arc.gc.ca/tx/ndvdls/tpcs/ncm-tx/rtrn/cmpltng/ddctns/lns206-236/219/menu-eng.html.

You can do good things for the Earth, your family, your job, your health and now your wallet by GOING GREEN!

Download our spreadsheet in .XLS format to calculate the approximate amount of CO (2) you generate per annum by driving to and from work and then figure out how much of a decrease you can cause by moving closer to work. The spreadsheet will do most of the work for you: just select the type of car you drive (or one that is closest to it in terms of engine size), fill in your current (one-way) trip distance, then your proposed new one-way trip distance, et voila, you can see how much your CO (2) has decreased by each year.

Go get the spreadsheet here:http://www.eqjournalblog.com/GoGreenLiveCloserToWhereYouWorkb.xls
If you prefer to work with the spreadsheet in your browser, go here instead:http://public.sheet.zoho.com/public/profbruce/gogreenliveclosertowhereyouworkb
Now one of the quirks of the spreadsheet is that the larger your engine, the more you save in terms of CO (2) emissions by moving closer to where you work. If you drive a Bentley Brooklands, for example, you can save 6 (!) tonnes of CO (2) per year by moving to within 5 km of where you work (down from 30 km.) If you drive a Ford Fiesta, you only save 1.27 tonnes. This is not an argument for buying larger cars. Think about it this way—if you trade your Bentley for a Fiesta and move closer to where you work, you can save 7 tonnes of CO (2) per year instead of 6 tonnes!
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So Mr. Mercer, here is my challenge to you. Next time, give people practical solutions, one or two examples of what they can do plus some hope for a better future—that is what leaders do.

Prof Bruce

Postscript: full disclosure. Now it so happens, we help run a team of REALTORS and there is no doubt that if everyone decided, say, in the next couple of years to relocate closer to where they work, our group would be a heck of a lot busier!

http://www.eqjournalblog.com/?p=870
Moon Shot Redux—A Thought Experiment
Posted on Friday 30 April 2010

The Value of Lunar Real Estate, Revealed
Q. What is the one planetoid or planet in the solar system that shares the Earth’s nice, comfortable, warm niche in the Solar System?

A. The Moon.

Introduction
“The moon is officially ranked as the Earth’s satellite, but since it is relatively large and massive with a diameter of 3476 km and a mass of 0.012 that of the Earth, it may better be regarded as a companion planet,” Moore, Patrick and Tirion, Wil. Cambridge Guide to Stars and Planets. United Kingdom: Reed International Books Limited, 1993: 23.

I recently wrote that for a space exploration program to be scientifically sustainable, it must also be economically sustainable: http://www.eqjournalblog.com/?p=829. I believe that President Obama missed a great opportunity recently to redefine US policy for space and this will undoubtedly encourage other nations, specifically the Chinese, to fill that gap. It is my opinion that the first person likely to set foot on Mars will be Chinese. The Americans have lost their guts.

But it is also my view that the first destination for a permanent outpost off-planet (after the ISS) is the Moon not Mars.
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The Colours of the Moon
Some time ago, I asked the question: “What would make a Lunar colony economically sustainable?” Somewhat tongue-in-cheek, I answered the question with another question: “What if 1/6th gravity allowed elders to leave 25 years longer, constrained chronic diseases and let folks boogie like teenagers again?”

What if you could tell folks, 75 and over, that you had discovered the Fountain of Youth … on the Moon where people could live to be 125. What would people pay to have a happy, healthy lifestyle from 75 to 125? How’s that for a value proposition?

I suspect that if you set up a retirement colony on the Moon, you might get a lot of folks interested in that (under these assumptions). This lead to a corollary question: “How could we arrive at an estimate of the value of Lunar real estate?” Well, the old industry adage is: Location, Location, Location or Location 3.
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Fountain of Youth
What would the value of lunar real estate be under these circumstances and how would you go about realizing that value?

[KNOXVILLE, Tenn., Jan. 15 (UPI) -- A U.S. astronomer says a new moon-rock study suggests the satellite has an iron core and might be more like the Earth than thought.

Larry Taylor, director of the Planetary Geosciences Institute at the University of Tennessee, told National Geographic News the findings add weight to the theory the moon formed from debris thrown off when a Mars-size object collided with a young Earth.

"This is the most positive evidence so far that the moon contains a core," said Taylor. "It's looking more like a planet every day."

Taylor says the Earth's moon is too big to be a moon.

"It's huge compared to the moons we see around other planets, so it has always been suspected that there was something strange in its origin."

The leading moon-creation theory is known as the "giant impact" or "big whack" theory, NGN reported. It posits an object about the size of Mars slammed into our planet very early in its formation, with some of the debris aggregating into the moon.

The study involving rock samples from the Apollo 15 and Apollo 17 moon missions of the early 1970s appears in the journal Science.

Copyright 2007 by United Press International. All Rights Reserved.]

Calculating the Value of Lunar Real Estate
Here is how I might go about giving an approximate value to Lunar real estate:

Jan. 19, 2008 Lunar Colonization– “Live Forever” Valuation

Life Expectancy

On Earth 75 years Males
82 years Females
On Moon 125 years Males
132 years Females

Trip Cost $750,000 One way
Monthly Living Cost $15,000 Per month

Number of Elders 100,000,000
Monthly Revenue $1,500,000,000,000 Net, net, net rent
Annual Revenues $18,000,000,000,000

Capitalization rate 5.75%

Value of Lunar Real Estate $313,043,478,260,870.00

USA GDP Q3 2006 $13,322,600,000,000.00 (US Bureau of Commerce)

Value of Lunar Real Estate/USA GDP 23.50

Annual Revenues/USA GDP 1.35

(To download the spreadsheet in .xls format, go to:http://www.eqjournalblog.com/MoonShotReduxLunarColonizationLiveForever.xls)

So under these assumptions, transporting 100,000,000 elders and others to the Moon and having them live there with a rent of $15,000 per person per month triple net (that is net of all operating costs, utilities and property taxes) would yield a value for all lunar real estate of more than $300 trillion dollars. It would produce net rent of $18 trillion dollars per annum or about 1.35 times the size of the US economy (as measured in Q3 2006).

Now that’s big.

In addition, you, the owner of this Lunar playground for elders would make money running the concessions: places for elders to eat and play. Plus of course, there would be additional fees for travel back and forth to Earth although, one would soon find that prolonged stays in a low gravity environment would make it tough or impossible to return: the skeletal structure would adapt to the Moon’s gravity; presumably your spine would lengthen, you would have an extra spring in your step, you could fly under your own (wing) power but, on Earth, you probably couldn’t get up off the deck.

Children born on the Moon might all be the height of Shaquille O’Neill but they would be bean poles in comparison.

Lunar Day
The Lunar day is the time it would take the Moon to complete one full rotation with respect to the Sun. Since one side of the Moon always faces the Earth and the Moon rotates about the Earth in (approximately) 28 days, the lunar day is around four weeks. That means that daylight will last for 14 consecutive earth-days followed by 14 consecutive earth-days of night.
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Earth Rise on the Moon
Since the Earth is moving about the Sun, the actual day/night periods are a bit longer: around 14 and a half days. So people would have plenty of time for work, play and sleep. A new cycle would arise for human circadian rhythms.
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The Terminator Line on the Moon
Real Estate and Energy Production
The diameter of the Moon is around 3,476 kilometres. That gives it a surface area of approximately 37.8 million sq. kilometres about the size of the US, Canada and Russia.

The nearside of the Moon (the side that always faces the Earth) has most of the seas (mare) which are areas of lower elevation. There are several basaltic mountain ranges presumably formed through impacts on the Lunar surface or perhaps by earlier volcanic action. The far side of the Moon is much smoother: only 2% of the far side is covered by maria versus 31% of the nearside.

The dark side of the Moon should not be confused with the far side of the Moon (i.e., the side that is never seen from earth.) The dark side is simply the night side.

Areas at the Moon’s North pole appear to be continually illuminated by the Sun at least during the northern hemisphere’s summer. There also appear to be mountains that get eternal light because of the low axial tilt of the Moon with respect to the Sun. These would presumably make good locations for solar plants producing electricity for the colony.

Bio Sphere
Water may be present on the Moon, brought there by comets and meteoroids. It may remain frozen in deep craters that never receive any direct light from the Sun.

Water is obviously important for its hydrogen and oxygen as well as its life giving properties.

Most Lunar colonization ideas suggest living in domes but why not put a ‘Mylar’ bag around the Moon and create its own biosphere?

The biosphere on Earth is around 120,000 feet high (the distance to near space) but given the smaller diameter of the Moon, perhaps a viable biosphere could be created using a ceiling height to near space of 1/6th or 20,000 feet. This would require wrapping the Moon in a Mylar balloon with a surface area of 38,041,889 sq. km.

Now one thing we know is that machines fail. So probably the only way to have a sustainable Lunar colony is to have a sustainable biosphere.

Life has probably existed on Earth for 3.5 to 4 billion years: think about how unimaginably long that is.

Make it even easier: think about a pump, say a pump that you use at your cottage to pump water out of your well. Let’s say it is a submersible pump and it only gets used for a few months each year and then is only turned on when you are washing the dishes, taking a shower, flushing the toilet, what have you. What is the life expectancy of that pump? Well, if you get 10 years out of it, you have done well.

The human pump (aka, the heart) pumps continuously (or you better hope it does) for say 75 years at say 60 bps or 2,365,200,000 or more than 2 billion times. For most people, it does so with very little maintenance and a lot of abuse from stress, lack of exercise, too much exercise, drinking, smoking, too much eating, eating the wrong stuff, what have you.

Without question, biological agents are much more reliable than mechanical ones. Nothing humans could create would rival a biosphere that can keep organisms alive for 4 billion years: that is 2.92 trillion sunrises and sunsets and it never failed. If it had, if the chain of life had failed once, you and I wouldn’t be here.

Now how could one go about creating a biosphere that is self sustaining in the new colony?

One could support the Mylar bag surrounding the Moon with space elevators which would also serve as transportation on and off the surface.
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The Space Elevator
Moon to Near Moon Orbit
You would need to compartmentalize the bio sphere in case one part of the bag failed. It would also require multiple layers for redundancy in the vertical dimension as well.

Then you would have to fill it up with gas (oxygen and nitrogen would be nice) probably imported from the asteroid belt.

Next you would have to see if you could coax the Lunar regolith to support plants, insects an animals.

Somehow, plants would have to adapt to a circadian rhythm of 14 days of sunlight and then 14 days of darkness. And the heat balance has to somehow work: between 14 day nights and 14 day days, this will take some doing.

You would need to use the mare for seas and lakes: heat sinks. This would also remove 33% of the surface of the planetoid from human habitation.

Next you would have to contain humans in cities so the balance of the lands could be wilderness and natural ecology zones with possibly some farming (although that more than likely would be industrialized0. This would absorb, (one would guess), 95% of the balance of the lands leaving 1,266,300 sq. km. for cities, towns, spaceports, parks and other human activities.

The consolidated metropolitan area of NYC excluding its inland waterways is around 10,500 sq. km. So the Moon could have 121 New York’s according to this calculation. That would mean a total maximum population of 969,736,100 or about 1/6th of the Earth’s current population.

You would need to protect the biosphere from solar winds and since the Moon does not have an appreciable magnetic field (probably lacking the earth’s internal magneto generator to do that), the Mylar balloon wrapping the planetoid would have to be coated to deflect harmful solar irradiation.

Conclusion
Well, we can dream, can’t we? Did you know that pretty much every square foot of the planet Earth is owned by someone? A few thousand years ago, if you didn’t like your tribe anymore, you could collect your family and move on. Now you can’t go anywhere without armed guards asking for your passport and does that tube of toothpaste have explosives in it?

We are trapped animals on a shrinking planet with fewer freedoms every day. Bureaucrats keep themselves employed every day by thinking up new laws and new rules and new legislation to ‘protect you’ and, of course, to control you. You know, if you scratch the surface, most people don’t really like their lives and are secretly hoping for a change, maybe even a massive change.
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Ever Feel Like Going Somewhere Else?
Planet Earth is ruled by the elites: big business, big media and big politics (see my essay on that at: http://www.dramatispersonae.org/PoliticsMediaBusiness.htm) and they use rules (enforced by Vogon-like entities, aka bureaucrats) to enforce them. Vogons look like this:
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What Vogon Bureaucrats Really Look Like
But they cleverly disguise themselves to look more like this:
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What Vogons Look Like on Earth
Only Antarctica is supposedly not owned by anyone but the signatories of the Antarctic Treaty (12 countries: Argentina, Australia, Belgium, Chile, France, Japan, New Zealand, Norway, South Africa, the USSR, the United Kingdom and the United States) would show you the door pretty quickly if you tried to move there and start your own tribe and build your own nation. They would use armed force if necessary I am sure. They are holding it in trust for all humanity but in reality, they are probably holding it ‘in trust’ for their own use some day.

So really, there just isn’t anywhere to go except maybe up.

The first to get to the Moon will own a 313 trillion dollar real estate asset which can grow to more than 3 quadrillion asset at full maturity (i.e., when the population reaches its limit). May the best person, win.

“Freedom, that is the worship word of the Yangs,” Original Star trek Episode.

Prof Bruce

Postscript 1: I put together a slideshow on this which you can download as a PPT file from:http://www.eqjournalblog.com/MoonShotRedux.ppt.

Postscript 2: We also have a YouTube video up at: http://www.youtube.com/watch?v=9crQK3ReJHY.

http://www.eqjournalblog.com/?p=864
Teamwork in the 10th Millennium B.C.
Posted on Sunday 18 April 2010

(and the 20th Century)
Synergy is a fancy word for teamwork. According to Jane Jacobs all human economic development stems from the development of villages, towns and cities. It is by proximate co-habitation that we learn about each others strengths and weaknesses and learn to share and divide tasks according to individual skill sets.

This is what leaders do—they make sure that their teams are at their best by placing individuals in a position where they can thrive and succeed. You can not run a successful business larger than a one or two person show that doesn’t have HR at or near the top of your priorities.

But many people have the view: “More pie for you means less for me.”

People fighting on Canada’s east coast at Burnt Church over lobster quotas in the 1990s clearly believed this old economy saw and, maybe they are right.

But it is possible that they aren’t.

Economic growth derives from a multiplying of options, from specialization, from comparative advantage, from the development of standards and, in the new economy, from network effects, disintermediation and scalability.

Now let us go back in time to the land of Ugh, Nnn and Zll.
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Ugh and Nnn in the 10th Millenium BC
In the land before time, the family of Ugh lived by themselves in the savannas. Ugh was an expert antelope hunter providing his family with four antelopes a month. His carving skills, however, were poor, producing only one set of flint knives per month. A mile away, the family of Nnn is hungrier; Nnn is a good flint knife producer, producing three sets of flint knives per month but only bagging one antelope.

The families of Ugh and Nnn decide to co-locate to form a village, at first, for the protection of both. By co-locating and forming the first primitive village, they also open up the possibility of observing each other and co-operating and trading between the families. Of course, they don’t know this at first.

The result is that, after a few months, they decide that Nnn should concentrate all his time on producing flint knives while Ugh will focus on hunting. The GDP of the two families before co-location is five antelopes and four sets of flint knives. After co-location and specialization, the GDP has increased to seven antelopes and six sets of flint knives each month. Here is their proto economy:
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Ugh and Nnn Village Economy 10th Millenium BC
The formation of the new village has resulted in a phenomenal increase in the well being of the two families. So much so that this first village is producing goods surplus to their needs, which sets up the possibility of trading with a third family, the family of Zll, who are expert in producing textiles (animal skins) resulting in a further substantial increase in value for the emerging regional economy.

This simple example demonstrates why the ‘more pie for me’ doesn’t necessarily mean less for you. You will note too that this primitive economy works because information about Ugh’s hunting prowess is flowing from Ugh to Nnn and information about Nnn’s skill with flint knives is flowing from Nnn to Ugh. What this means is that it is the beginning of an information economy and it shows how improved communications even in the 10th Millennium B.C. causes economic growth through the multiplication of options and opportunities. It was the 1994 introduction of the Mosaic Browser which turned the PC into a mass communications tool that caused productivity to take off—the long promised payoff from huge investments in computers and IT finally arrived.

People need people like no other animal on the planet—we are uniquely co-dependent on each other. Skill sharing is the most fundamental reason for the improvement in the human condition.

What we seem to be missing in many of our communities today is the feeling of belonging to a ‘tribe’; that feeling of belonging to ‘Team Ottawa’ or ‘Team New York’. We only seem to get that feeling during times of great stress like the September 11th, 2001 bombings of the World Trade Center Towers.

I have given a lot of thought about how to engender more of this type of fellowship in our cities and towns. It is about more than just feeling good about yourself and your team. It’s about improving living conditions and productivity too. Sports teams, festivals, artist colonies, the performing arts, entrepreneurs, researchers, all those people involved in creative pursuits seem to add to the feeling of belonging which leads to higher team spirit. And people working in teams can create far more than the individual working alone.

City-State Team Spirit = Festivals + Performing Arts + Universities + Entrepreneurs + Researchers + Artists + Sports Teams = Creativity + Productivity
The Tulip Festival of Ottawa celebrated its 50th anniversary in 2002. They created a five foot high tulip (partly in answer to the wildly popular Toronto Moose)—two of these sculptures were given to each of Ottawa’s 21 Councilors to take into their wards to get local artists there to paint them. The Mayor then declared the Tulip as the official flower of the City and the 42 ‘originals’ were auctioned off. Visitors at that time saw these enormous tulips everywhere. It was a sign of hope and friendship (the Tulip Festival started because Canada gave refuge to Queen Julianna and her children in WWII and Canadian fighting men liberated the Netherlands from the Nazis.) The gift of tulips from Holland represented everlasting friendship between the two nations. City building is essentially an optimistic endeavour and the sense that we are all in it together helps.

Building a successful new enterprise is a lot like this—employees, clients, customers, suppliers want to be inspired as well as paid or served.

Cities and towns all over vie to have the biggest something-or-other: hockey stick or whatever.

Some towns have BIG slogans like Biggar, Alberta: “New York is big, but this is Biggar.” {Just a little bit better than Ottawa’s $200,000 (now retired) slogan: “Technically Beautiful”, don’t you think?}

Ideas are not limited. They are for all intents and purposes infinite. There are no limits to human ingenuity. But you need a great team to make these ideas actually work for you.

Business Team Spirit = Sense of Mission + Leadership + Camaraderie + Opportunity + Learning + Challenge + GTBR*
(* Get The Business Model Right so that the harder you work, the more money you make.)

In every business, there are ’secrets’ to success. Things that the experts do that may never be verbalized or written down but are essential for success in that industry. The Business Model should help you find out what those ’secrets’ are.

In Dell’s business model, their secrets are deceptively simple- Dell’s Business Model is: a) make-to-order, b) cash arrives (i.e., they are paid) before the product is build or delivered.

This is the ‘pixie dust’ that makes their business model work so that a college drop-out (Michael Dell) can build the biggest PC manufacturer on the planet. The differentiator is the pixie dust. We need an algorithm that will show where the pixie dust is!
Part of Amazon’s pixie dust is their use of their relational data base: “Do you want to see what others who bought this book are also buying?” Obviously that is an upsell pitch for Amazon but also an incredibly useful research tool for harried university professors who can put the millions of smart Amazon customers to work for them doing research and stitching together a bibliography.

A Canadian University’s pixie dust is its monopoly power to confer degrees.

For most people, their ‘pixie dust’ is simply having a J.O.B. that pays them every two weeks.

Walmart’s pixie dust is automated and integrated inventory management (integrated with POS (Point of Sale) systems): having suppliers send (directly) more basketballs to Nashville and hockey skates to Kanata in the right quantities and at the right times.

Cisco’s pixie dust is outsource everything.

The NHL’s pixie dust or the NFL’s is the right to grant local hockey or football monopolies.

Scotiabank Place (and the Sens) is outsource everything except for key customer (i.e., season ticket holder) and sponsor relationships and hockey management (i.e., how to put a winning product on the ice).

There is something ‘magical’ in most businesses that allows them to really make money.

If you get the Business Model right, the harder you work, the more money you make. If you get it wrong, no matter how hard you work, you just end up losing more and more money. And the ‘pixie dust’ is what differentiates your business and gives you leverage in the marketplace.

Pixie Dust = Advantage x Cash Engine x Passion
where:

Advantage = What is the organization the best in the world at?

Cash Engine = What is the price/cost equation that drives the organization’s

cash position?

Passion = What are the organization’s core people deeply passionate about?

Example: if Advantage is 0, your business model has no pixie dust. You have a model, but it will not work. Same if Passion = 0 or Economic Engine = 0.

Your business model generates lots of pixie dust when Advantage is high, Cash Engine is high and Passion is high.

You know you never want to get too high or too low. Life is full of up and down cycles.

I still remember an Ottawa Citizen headline a few days before we got the Ottawa Senators franchise: “And the winners are … Seattle, Milwaukee.” That hurts.

Actually, it was Ottawa and Tampa.

The night before we won the franchise, one of the voters (i.e., a member of the Board of Governors) told me (at a NHL dinner thrown for the nine bidders) with his face just centimeters from mine: “You’ll never, ever get a franchise for Ottawa.”

I can remember Norm Green, then Owner of the Minnesota North Stars (now the Dallas Stars), coming over to my table and asking: “What’s wrong.” “Nothing,” I said. “Well, get that smucky look off your face, kid, and get out there and hustle!”

Good advice.

Lydia Leeder, in Ottawa, on hearing that comment from Cyril later that night said: “You can’t stop now! It’s just like the Canada/Russia series of 1972. Canadians never quit. Everyone is running to their radios every half hour for an update … We’re counting on you.” Now that’s pressure!

We did just that and in fact the last thing the Board of Governors saw before they shut the door to consider the matter the next day at 8:00 am was my nose and the faces of my whole team.

We never stopped.

At about noon that day, the pressure was enormous and frankly getting to me; so I went for a run along the beach (this was Palm Beach in December; actually December 6, 1990). I returned at about ten to one and saw some of my team members waving frantically to me. “What’s up,” I asked. “The NHL has asked all bidders to be in their suites at one for an announcement,” said Connie Cochran. “What announcement?” “They didn’t say.”

Without a shower, I changed into a suit. At one, NHL security took us down to the basement of the Breakers Hotel, a huge antique of a hotel. Next to rotting garbage and standing under dripping pipes, I turned to my colleagues to say: “Fellows. This doesn’t look too good. You have done everything that you could do. I am proud of you. If we have lost, we are going to thank the NHL for allowing us to join this process, we are going to congratulate the winners and then we’re going to have a press conference to announce: ‘We’ll be back’.”

Then NHL security took us up to the meeting room. Marcel Aubut (of the Quebec Nordiques) gave Randy Sexton, a big hug: “Felicitation, mon ami,” he said. We thought he was congratulating us on a good try!

When I went up to the front of the room and sat next to John Ziegler, I saw the words: ‘The NHL is proud to welcome, as conditional Members under the Plan of Sixth expansion, the cities of Ottawa … and Tampa.” It was a magic moment.

Winners never quit and quitters never win.

(Footnote: about six weeks later, I did call the Governor who had told us that we would never get a franchise. He told me that his comment was part of a plan hatched that night by a few members of the Board of Governors. They told each bidder the same thing; it was a character test designed to see how each bidder would react. Two of the bidders stormed out; they weren’t successful.)

The Ottawa Senators formally returned to the National Hockey League on October 8, 1992 after a 58 year absence; it was another great day for Ottawa. I was at ice level at the old Ottawa Civic Centre when the team was introduced. The people in that arena applauded those players—they gave them a standing ovation—for six minutes. I realized that they weren’t really applauding the players, they were applauding themselves. This City came of age that day—there was a feeling that ‘we did it, we did it together’. It was that special feeling that only comes from being part of something greater than ourselves. Professional sports can do that sometimes. But surely, we can add more days like that to our cities and towns and to our enterptises. It is a challenge for you to take up. Carpe diem.

Prof Bruce
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