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Present day corporate leaders are aware of the fact that information about a particular field of study would lead to expertise in that field provided an individual has an innate interest in that field. What appears to be misapprehended is the critical role played by re-adaptation of the brain’s internal circuitry to envision and deliver innovative products and services in real-time through conscious decision-making. Constant re-adaptation in both individual and an organization’s collective neuronal circuitry if the incessant changes in the  needs of Customers, Stakeholders, Governmental policies, International agreements, etc. are to be apprehended, the emerging future discerned and the same converted into value-adding products and services.
Understanding The Cognitive Process That Produce Innovation: 

Innovation is not a random process that happens by itself or is bestowed upon some chosen people. Although genetic inheritance is a fact and that some people are genetically more prone to being innovative than others, there is enough data to suggest that human beings are inherently different and can learn to become Innovators. What are the learning processes that have to be enabled by which an individual or team apprehends the “Emerging Tacit Demand?”
Today’s dropping margins stems from products and services no longer cognizing, interpreting “Value,” which is created when a product or service increases the productivity of its customers. “Value-creating products & services” are fathomed and fashioned by the higher-order cognitive processes in the human brain. If activation of these higher-order processes in the human brain are not encouraged through a implicit culture of an organization, growth is facilitated fostered by creative book adjustments rather than real-time demand for products and services.  Organizations gradually fail to grasp the “Emerging Tacit Demand” of the global marketplace. Thereafter they are forced to start catering to a grosser level of the personality - the emotional underpinnings - rather then subliminal psychological needs that enhance cognitive capability. Progressively the product or service degrades into a commodity as market forces come into play. As the interpretative ability moves from the sublime to the superficial, “Premium Brands” fail to be recognized as a “Value-proposition.” Customers are no longer willing to pay a premium price; margins tumble; “Reserves” that can be ploughed into future research, take a beating. When this occurs, organizations set themselves on a path that almost ensures their own future collapse by as they start focus towards survival in the present and not growth. 

The Primary Brain Mechanism That Acts As An Obstacle to Innovation: 
The apparatus that leads to the gradual decline in the interpretive capability of the “Emerging Tacit Demand” seems to be the “Reward Mechanism”, a biological mechanism in the brain. This mechanism releases a neurotransmitter called dopamine, every time an action that promotes survival is performed. Dopamine gives rise to feelings of bliss, pleasure, euphoria. It also helps the individual to “feel” more focused, possessing better control over motor movements and biological drives. This unconsciously reinforces actions that promote survival. When this is indiscriminately encouraged, individuals and organizations start to merely repeat past actions. Habitual repetition leads to a state often termed as dopamine-dependence. 

For example, when a child eats something, for the first time, the child’s behavior gets unconsciously reinforced, for this action or behavior ensures future survival of the child. Along with this behavior, the type of food, the brand, the ambient surroundings, the persons partaking in and serving the meal, etc. could also get unconsciously reinforced, leading to secondary and tertiary behavioral dependencies. Gradually a mere survival mechanism is replaced with a labyrinth of conflicting behavioral patterns that no longer give any survival advantage in a ever-changing market environment. Instead these behaviors acts as lead weights to adaptability and flexibility endangering the very survival that they were innately designed to protect. 

From an organizational perspective, a very similar phenomenon occurs. The same dopamine-dependence prompts organizations towards activities that lead to looking back towards the past rather than rise above the mundane to apprehend the emerging future. When organizations get “programmed” into looking at the past, their implicit culture deprives its people of information, co-operation and insight. Gaining an insight could demand that a diverse knowledge-community - aircraft manufacturers, airline companies, aviation experts, planners, educationists, customers, bureaucrats, etc, - be assembled as was the case after 9/11 and SAARS epidemic, in order to reinterpret the future of human travel. If organizations get locked into behavioural modes, they fail to presence “Emerging Tacit Demands” as was the case with IBM failing to cognize the exponential growth in personal computers in the 1980s, and fail to innovate.

Constant innovation, therefore, appears to be depended on promoting a culture where the higher-order cognitive faculties of the human brain are activated and sustained in a collective organizational framework. 
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