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To Tova
Men tracht und Gott lacht

Preface
Missing from all the chatter about jobs, jobs, jobs is this: we're becoming a nation of
freelancers. The US is no longer an industrial-based society where you can count on having a
job for life and a sparkly new watch at your retirement party. (And forget about that
pension.) According to the Freelancers Union, one in three workers are now toiling as
freelancers, temps, "permalancers", perma-temps, contractors, contingent workers, etc. That
amounts to some 42 million freelancers in the US
Teresa Wiltz, guardian.co.uk, February 2012
Quite clearly something big is going on here, a revolution taking place beneath our feet. This
book is about how the revolution came to pass, and your place in it.
This is how Roget’s Thesaurus defines the word “work:”
work [wurk]
Show IPAShow
Spelled
Part of Speech:

noun

Definition:

labor, chore

Synonyms:

assignment, attempt, commission, daily grind, drudge, drudgery,
effort, elbow grease, endeavor, exertion, functioning, grind,
grindstone, industry, job, moil, muscle, obligation, pains, performance,
production, push, salt mines, servitude, slogging, stint, stress, striving,
struggle, sweat*, task, toil, travail, trial, trouble, undertaking

Antonyms:

entertainment, fun, pastime

* = informal/non-formal usage

Notice that more than half of the entries are negative. Further, the opposite of work, its
antonym, is defined as “entertainment, fun, pastime.”
Any sane person, understanding the nature of work as defined by Roget would want to avoid
it. Instead, we would make an effort to devote ourselves to something as far away from work
as possible.
Yet in reality most of us will spend the better part of our adult life working, or drudging,
slogging, stressing, striving, sweating and toiling.
The goal of this book is to change how we think about the nature of work. We have arrived at
a place that a confluence of technology, education and economics makes a sweeping change
possible.
But first of all we have to rid ourselves of the ruling paradigm of work that Roget so fluently
describes. This means getting rid of ideas like employer and employee, salary, pension, and
all the artifacts of our arcane work model.
That’s what this book is all about, freeing us from the bonds of a model of work that has
crippled family and community for the last two hundred years and preparing the way for a
rethinking of the bond between those who want things done and those who do them.

Tony Gregory
February 2013

Introduction

Many years ago I was working with a growing company that employed at the time 800
people and had yearly sales of about $90 million. Today that company is one of the 10 largest
global pharmaceutical firms, employing more than 30 thousand people, with yearly sales in
excess of $40 billion.
At about the time I arrived the company was in crisis. They had reached the limit in their
domestic market and to continue growing they needed to expand overseas. They had done
their homework, they had a plan, and they hade obtained the financing necessary for the big
leap.
But they had a problem. Overseas meant working with the English language, and not all the
top managers spoke English. It meant adapting to international business practice and
regulatory agencies that demanded major changes in work processes. It meant sending
overseas many of the occupations that had provided the local work force with employment
opportunities, both a human and a political problem. It meant managing people from foreign
cultures, a prospect that caused many of the senior managers to lose sleep.
And so, in spite of the fact that all agreed the leap had to be made, the business ground to a
halt. The Board of Directors pressured, the management burned the night oil, voices were
raised, tempers were lost, but no movement.
The CEO, who later achieved almost legendary status in the industry, consulted with experts
from many fields. He asked his VP of Human Resources to buy a book and distribute it
among the tope people. The name of the book was (and is) If it ain’t Broke, Break It! (1)
Slowly at first, the top managers began to understand that to grasp the opportunity before
them they had to let go of the comfortable practices they had developed over the years.
Eventually they understood that to save the business you sometimes need to destroy the
organization.
They let go and they succeeded. But unfortunately this example is the exception, not the rule.
Smart people with the talent and the resources to make that fatal leap usually don’t, not
because of lack of intelligence or ability, but lack of will and vision.
One goal of this book is to explain how and why this happens, and to provide companies that
are facing this decision with the tools and attitude they need to make the leap successfully.
The focus of this book is practical, but I would be a cheat if I neglected to mention in this
introduction that the basic idea is centuries old.
Many cultures and religions have reached the understanding that creation is irrevocably tied
to destruction – that you can’t have one without the other.

Shiva, the Hindu deity of creation and destruction (2), is a case in point. The idea is echoed in
most Far Eastern philosophies. Yet the idea has made no practical inroad in business
practices.
Essentially the minute you create a thing, give it corporal form, its time is limited. Just think
it and we all know that it is true, apparent, and even so obvious that it hardly bears
mentioning.
Yet we cling to organizations as if they can somehow bypass the idea of mortality. Against
all our better beliefs we deny, procrastinate, even attack those who bring this message that we
know to be so obviously true.
The promise of this book is to help you develop a new point of view, one that embraces the
inevitably of destruction with the inspiration of creation. The book will teach you how, on the
day you begin, to plan the day you end.
Letting go is liberating. Learning to see clearly the difference between what must be saved
and what must be sacrificed is one of the most important business lessons you will ever learn.
Only those who are willing to destroy can truly create something new.
Enjoy the ride.
1. Robert J. Kriegel with Louis Patler If it Ain't Broke...Break It! And Other Unconventional Wisdom for a
Changing Business World, Warner, 1992
2. From Wikipedia: "Śiva is a god of ambiguity and paradox," whose attributes include opposing themes. In the
Yajurveda, two contrary sets of attributes for both malignant and terrific, Shiva is depicted as "the standard of
invincibility, might, and terror", as well as a figure of honor, delight, and brilliance. The same theme of the
necessity of destruction as a predecessor for creation is found in many religions of the near and Far East,
including the Kabala in Judaism.

Chapter One
What Goes Around
“It is not the strongest of the species that survives, nor the most intelligent that survives. It is
the one that is the most adaptable to change”.
-Charles Darwin

T

here are no accidents.

Every event has its causes. You may believe you know the cause, and sometimes you may
feel it is beyond your intelligence or imagination, but it is always there.
Causes may be separated by time, or narrowed by a point of view, or limited by the nature of
data, but they are always there.
When I say I understand something, what I really mean is that I understand enough to get on
with it. I feel that I don’t need to look any further; I am satisfied with the result, or I simply
run out of patience.
What really affects my understanding of things is not lack of information but lack of time and
attention and the presence of prejudice and assumption. My character determines my
understanding.

E

verything is connected.

You can’t truly understand the trees without first understanding the forest. The only way to
approach any serious issue is from a systems point of view. If you really want to understand,
it is better to include (start big –get small) than it is to exclude (start small –get big).
The sociologist Stanley Milligram posited that there are six degrees of separation between
you and me and everyone else in the world; that if I start “I know someone who knows
someone…” by the time I arrive at number six I know everybody. (1)
The same is true of any system, social, physical, financial. There is no chaos. Sometimes It
just takes a while to see the order.
This chapter is about markets, businesses, and organizations, and how they are connected. It
is based on the two principles above that for the purpose of this book I regard as laws. I
propose that if you understand that nothing is accidental and that all elements in a system are
connected you will be able to work more effectively with and within organizations and
markets. It is a lot like reducing those six degrees to three or four.
The inspiration for this attitude is Charles Darwin. Although he wasn’t a man who worked
extensively with organizations during his life, the flow of his work is applicable equally to
nature as to business, as many have pointed out. (2) Darwin’s great insight was to understand
that beyond the plants and animals that he studied was a field of forces that determined which
species prospered and which species perished. I suggest that the world of businesses,

organizations and markets is similar. If we look beyond the headlines, we can see a set of
laws that both explain and predict and that can be used to look both forward and backwards.
Like all things that are connected, you can start describing the system of markets, businesses
and organizations anywhere you like because eventually one thing will lead to all the rest.
But this could be very time consuming, even boring, so to save time (really, only to save
time) I use this simple “three factor” model to describe it:

Market

Business

Organization

The first thing to do is define the parts of the model.

Market

Market

A market is an arena that includes everything that affects the demand for, production, supply,
and consumption of any commodity or service.
The most important feature of the market is that it is always changing – always in flux. The
forces that cause this flux are usually called supply and demand.
Because everything is connected, any input I make immediately causes a shift. Some of these
shifts are too small for me to detect –but they are there. Games Glieck made this idea famous
in Chaos, when he described the butterfly fluttering above Beijing that eventually causes the
thunderstorm in New York. (3)
A second important feature of the market is that it is never satisfied – satisfaction is not in the
nature of the beast. It is important to distinguish, then, between supplying the market and
satisfying the market. (You can do the one; not the other).

Yet there is one aspect of the market that is constant – demand. It either wants more or less of
something or it doesn’t. The state of demand is eternal (and constantly changing).
So it is also important to distinguish between demand and opportunity. They are far from the
same thing. One of the most basic lessons of the market is just because you can meet a
demand doesn’t mean you should. The governor on this relationship (whether you should
respond to demand or not) is profit.
Markets sometimes anticipate supply – they demand things that don’t exist yet – but more
often than not they lag behind supply, meaning that stuff is around for quite a while before
markets respond or show interest.
The big game with markets, the one where people lose the most money, is guessing what they
will be hungry for next. Lester Thurow, the MIT Economist (and a former boss of mine),
narrates in his classic Creating Wealth how speculation leads to wildly inflated market
conditions, like the Tulip Crisis in Holland three hundred years ago, and the South Sea
Bubble in the century following. This is all a result of people guessing how other people will
behave and risking accordingly. (4)
A hundred years ago it was popular to assume that markets work according to certain rules,
and at the heart of these was self-interest. From Adam Smith to John Maynard Keynes,
Economists assumed that people behave according to certain principles. This passage is
indicative:
“Every individual necessarily labours to render the annual revenue of the society as great as
he can. He generally, indeed, neither intends to promote the public interest, nor knows how
much he is promoting it. By preferring the support of domestic to that of foreign industry, he
intends only his own security; and by directing that industry in such a manner as its produce
may be of the greatest value, he intends only his own gain, and he is in this, as in many other
cases, led by an invisible hand to promote an end which was no part of his intention. Nor is it
always the worse for the society that it was no part of it. By pursuing his own interest he
frequently promotes that of the society more effectually than when he really intends to
promote it.” (5)
The work of economists and psychologists during the last twenty years has demonstrated that
many of these classic assumptions are wrong.
From Doctor Peter Senge’s insights in the Fifth Discipline (6) about the tragedy of the
commons, wherein an entire community will collude to destroy the resource it depends on to
Dan Arieli’s experiments in Predictably Irrational (7) that demonstrate how people will
refuse an offer of free cash if they think t is unfair, we now know that markets are less
predictable than we imagined.
The last great economic crisis in 2008 shows clearly that while the individual may intend to
promote his own interest his own behavior frequently works against it. This self-defeat
happens when people fail to truly understand that the market is a system, and the essence of
every system is that everything is connected.
What goes around comes around.

Business

Business

In its essence, any business is a collection of resources with an attitude.
There are five main resources for every business, and the challenge is to manage these:

Money

People

Things

Time

Information
The most persistent feature of any business is that it always lacks the resources it needs to do
what it want to do: there is never enough money, there are never enough people and they are
never good enough, there is never enough time, we always lack things, and we never know
enough.
The most important emotional challenge of a business is to accept this situation without going
crazy. The most important intellectual challenge of a business is to draw the line in the sand
somewhere, a line that indicates “It may not be all I want but it’s enough.”
The attitude?
Darwin: The drive to survive and create progeny. It may be called profit, size, market share,
or a list of other pejoratives, but in the end it’s about becoming more, adding, and increasing.
In practical terms, the more is expressed in additional resources –more money, people, things,
time and information. (8)
But because the business is a social invention and not a natural one, it also has all the features
of social interaction: it has a personality.
The anchor of the business personality is a sense of self, expressed sometimes as vision, or
values. These days that has been cheapened by “spin,” the hypocritical manipulation of
values as a marketing or promotional tool, but that can’t take away the sense of purpose and
worth that many business owners feel.
Whether we like it or not, many people find the meaning of life in what they do in the
business and for the business.
So, just as markets are emotional so are businesses. Logic will take you only so far in
understanding what people in business do. To fully understand how the system operates one
must accept the fact that ego, revenge, pity, anger and self-justification play a part in what
businesses plan and do.
Because businesses are so intertwined with ego, sometimes they become fused, and
inseparable. So we speak about the Rothschild family rather than the Rothschild business
(banking), and decision-making about the family (marriage, divorce, inheritance) becomes

decision-making about the business. As we will see later on this has significant impact on the
system.
The business has to grow, because it exists in an environment of other businesses that are
competing for the same thing. It’s either eat or get eaten.
So businesses grow not only out of a desire to increase, but also to survive. The frustrating,
paradoxical thing that we will see later on is that the growth itself is sometimes the cause of
death (remember what Gibbons said about the Roman Empire “collapsing of its own
weight”).
This has a lot to do with size. Plato had his doubts that a democracy could be maintained past
a certain size. (9) In a business, the larger the organization manufactured to implement the
business strategy, the weaker the connection between those in the organizations and the
central values that propel the original business.
At some point sheer size will render the business “soulless” and when this happens it loses
the attitude that is essential for survival. Size is not enough. The Romans proved that.

Organization

Organization

An organization is a specific arrangement of resources, hopefully instilled with an attitude
similar to that of the business.
The organization is a child of the business; it cannot create itself.
The business decides to manage an interaction with the market, and the organization is the
fruit of this decision.
The most important feature of the organization is that it is by nature temporary.
Why?
As mentioned before, markets are always in flux. Yet the minute I create a product or
solution I attempt to do something artificial- I attempt to stop time.
I was one of the first people, way back in the 80’s to get what was then called a ‘portable’
telephone for my car. It came in a long black box, weighed about fifty pounds, and had to be
attached through the cigarette lighter.
Now imagine that my organization made that telephone and I tried to hang on to that specific
product from then until today. Obviously, the entire organization devoted to making,
marketing, and servicing those first telephones is completely, you guessed it, ‘out of date.’
Meaning of course, you can’t stop time. If I tried to hang on I would kill my business.

That is the fate of all organizations. The minute they make a product the clock starts ticking
(actually it never stops). From that seminal moment the days are numbered.
The critical point in organizations is to know when the gap has become so great that the
organization must be destroyed – in order to save the business.
I cringe when I hear organizational consultants talk about identification with the organization.
I don’t want anybody to identify with the organization, because they will become partisans,
fighting against me, when I announce that the organization must be destroyed for the good of
the company.
If anything, I want all the people working with me to identify with the business (remember:
attitude!). That is what needs to survive, what is worth keeping.
Organizations are temporary constructions representing present technology, of the moment
market demands, and existing available resources. All of these things will change any minute,
but my organization will not. Physical representations are what they are. I get stuck with a
product offering, a limited (and limiting) set of features that allows me to take advantage of
the present, but certainly not the future.
I once read about a factory of the European company ABB where everything (tables, chairs,
equipment) was on wheels. Each day the people working there would look at the orders
arriving at the factory and then organize for that day – everyone would take a chair, table and
piece of equipment to the place in the factory that made sense opposite the market for that
day and begin working.
If more organizations were like that than many of them would prolong their lives. But
eventually, even the building becomes obsolete.
Imagine that you are the owner of the biggest horse stable in New York City in the year 1890.
Horses are the main form of transportation in they city. Over 200,000 of them work there
each day, carrying private buggies, commercial transport and public transportation. There is
such a dependence on them that you can charge almost whatever price you want. You and
you partners are rich, and you have just made a bid to takeover your nearest rival. You report
to a group of analysts that the sky is the limit.
But there is trouble on the horizon. Horses are one of the major causes of pollution in the
city; their excrement is rancid in the summer and a nightmare when the rains come. New
Yorkers have adopted a style of building to raise the entrance of houses two to three meters
above street level, and they have adopted the name brownstone for this type of architecture
for obvious reasons.
Also, new forms of technology have appeared and threaten the rule of the horse. Thomas
Alva Edison has said he can electrify the entire city and use this grid to power electric street
cars. Henry Ford and others have developed something called the automobile which he
claims will replace the horse as the nation's major means of transportation in just a few years
time. (10)
You have reached the breakpoint (11) of your industry – the point at which you are still
celebrating your prosperity perhaps unaware that all the rules of the game are about to
change. A major world industry is about to undergo such a radical shift that in less than 30
years the population of horses in the city will fall by more than 90% (the last horse drawn

trolley was closed in 1917), and they will cease to exist as a player in the transportation
industry.
At this point you need to make a decision – what business are you in?
If you decide you are in the horse business, then you have fallen in love with your
organization, with the details of making it work, caring for it, maintaining it, defending it.
Too bad!
If you had decided that you were in the transportation business – moving things and people
from one place to another – then things might have turned out differently. That decision
would have made it possible for you to release your resources (remember, they belong to the
business) and reinvest them in a way that would have made it possible for you to survive.
Darwin, Origin of the Species: “…we may console ourselves with the full belief that the war
of nature is not incessant, that no fear is felt, that death is generally prompt, and that the
vigorous, the healthy, and the happy survive and multiply.” (12)
Adaptation in this system means being sensitive to the interactions and accepting the fact that
change is inevitable. As Nassim Taleb points out in the Black Swan, we know that change is
coming, we just don’t know exactly when or what shape it will take. The point is not to argue
about the size of the risk but to gauge the capacity of the business to adapt if the change
should come. (13)

Interactions
Now that the basic building blocks of the system are in place it makes it easier to see how
they interact with each other. Being loyal to the systems way of thinking, there again is no
order of priority to these interactions, but only when they are all examined will the entire
system be understood.

Market

Business

So let’s start with the interaction between the business and the market. The focus of this
interaction is the struggle between one body with unlimited demands and another body with
limited resources.
Clearly, the greatest danger to the business in this relationship is to lose its resources as a
result of trying to answer too many demands. That means that the most important question in
this interaction is not what you do, but what you don’t do. Every business must start with this
intention: “we will not answer all the demands of the market.”
I did some work for a cleaning products company and asked to see the income and profit
derived for each of the products it marketed. The company at that time had over a hundred
products in the consumer market, and of these, 11 made money. The rest of them had stories
and excuses. Norton & Kaplan in their Balanced Scorecard (14), as well as others before and

after, have made it crystal clear that companies that afford themselves the luxury of
marketing ‘bad’ products (i.e. Products that lose money) to ‘bad’ customers (i.e. people that
cost you more to serve than they are worth) are on the fast track to extinction.
So the goal of the interaction between the business and the market is focus. You know that
you have achieved the right focus when the result for the business is increase, i.e., after we
add up how much it cost us to work and how much we gained from that work we end up with
more.
The specific question the business must ask at its point of contact with the market is “What
demands can I meet that will provide me with the optimum profit?” Remember that we are
not only talking about money. The business has five basic resources, and increase can be to
any one or more of them.
The second interaction is between the business and the organization:

Business

Organization

This second contact starts with creation. The business creates an organization that will make
it possible to fulfill its interaction with the market. This must be the guiding principle
between the organization and the business. When the relationship no longer meets this
commitment it must be ended.
Practically, the business arranges its resources in a way that it believes will best meet demand
and supply profit. This is called these days strategy. That is what I have been doing for the
last thirty years.
Starting an organization should be like putting up a tent. You have to do it well, or it leaks
and is uncomfortable. But no matter how well you do it you know from the start that
eventually you will have to take it back down.
Unfortunately, as we will see later on, this is rarely the case. People have strong needs for
association and belonging. When you put them together and they succeed they begin to bond.
They love their tent. The longer you put off disassembling the tent the more you lead people
to believe that it is permanent.
When people get too comfortable all hell breaks loose. It is best to keep the wheels on your
chairs and tables like the people at ABB. Get ready to move.
Maybe we should think of organizations like parking meters that will only take change once.
You can put in enough for an hour or a week, but once you choose your time is set and when
the meter is “up” you need to move. If people thought that way fewer organizations would
get parking tickets.
Part of the problem is who “owns” the business and who “owns” the organization. If the
business founders do not invite their employees to identify with them (options, strategy

briefings, consultation) then they shouldn’t be surprised when those same employees put their
own flag above the organization and do not allow the business owners to enter. We’ll discuss
that later on.
The summary of the relationship between the business and the organization is the opposite of
creation – destruction. As in the Hindu tradition incarnated in Shiva, creation and destruction
go hand in hand.
In its destruction, the business removes, hopefully in a deliberate and caring way, its
resources, in order to invest them in a new organization, one more suited to the environment.

Organization

Market

The final interaction is between the organization and the market. This is what Larry Bossidy,
in Execution, says is the most difficult thing to do. (15)
Yet in terms of direction it is the simplest interaction. Facing the market the business must
ask and analyze a very difficult question. Choosing just the right arrangement of resources to
implement strategy, the interaction between the business and the organization, is also a
challenge. But saying to the organization: “Go and implement my strategy in the market,” is a
no-brainer. No question, just go do it!
Of course, as it turns out, this is not the case. While every serious organization starts along its
way with a business model, operating plan, budget (in short, a road map), many end up
someplace that doesn’t even exist on the map.
What happens, of course, is that we forgot to notice that the connections on the model have
arrows running both ways. For the organization that means that getting started means
managing two relationships simultaneously – one opposite the market and one opposite the
business. At the same time I am implementing the business plan in the market I am providing
the business with feedback about the efficacy of that plan.
The cult of the leader in big organizations that has developed during the last twenty years
obscures the fact that organizations should be followers, not leaders. The role of the
organization is execution, not strategy. Operational excellence is the greatest compliment that
can be paid to an organization. This means that the managers listened to the business owners
and did what they said.
The following exert from Exodus, where Moses’ father in law Jethro gives him advice how to
manage the unruly Hebrews is one of the earliest and still one of the best descriptions of the
role of an organization:
“But select capable men from all the people—men who fear God, trustworthy men who hate
dishonest gain—and appoint them as officials over thousands, hundreds, fifties and tens. 22
Have them serve as judges for the people at all times, but have them bring every difficult case
to you; the simple cases they can decide themselves. That will make your load lighter,

because they will share it with you. 23 If you do this and God so commands, you will be able
to stand the strain, and all these people will go home satisfied." (16)

Comes Around
“From these several considerations I think it inevitably follows, that as new species in the
course of time are formed through natural selection, others will become rarer and rarer, and
finally extinct. The forms which stand in closest competition with those undergoing
modification and improvement, will naturally suffer most.” (17)
So that is what this book will examine – how that system of markets, businesses and
organizations operates.
In the midst of this system is the same force that dominates Darwin’s theory – adaptation.
Yet unlike Darwin’s model I suggest that businesses are not inevitably doomed to extinction.
What may save them from the fate of lost natural species is the ability to evacuate a form, to
lose a shape that does not adapt and assume another better suited to the environment.
I saw recently a program on mammals, from the terrific BBC series narrated by Sir Richard
Attenborough. In it he describes how bats, originally land-bound mammals, developed wings
in order to take advantage of flying insects. He then made the point that in New Zealand,
where bats have fewer competitors, they have adapted once again to hunting on the ground,
rather than in the air.
That is why the first edition of this book was called metamorphosis, the idea that adaptation
requires shedding one form and assuming another.
Nokia, the telecommunications giant, started in 1865 as a pulp mill. IBM made adding
machines in the 1920’s. In the 19th century, Standard Oil once manufactured oil lamps from
whale oil.
Businesses that have stood the test of time have shed their skins over and over again. The
goal is to make this metamorphosis intentional.
It doesn’t happen automatically, it must be thought through. It is not propelled by one factor,
but influenced by a myriad of factors, each of which must be weighed and measured
accordingly. This is the essence of systems thinking.
Four hundred years ago the Sioux nation occupied the plains of North America. It was
complex social structure composed of several tribes, in turn made up of smaller extended
family groups.
The nation adapted its organization to the environment in which it lived. During the winter
months, when food and game was scarce, the dominant social structure was small family
units. During the summer months when the main food staple of the nation, the bison,
assembled in large numbers to mate and forage, the Sioux came together as a nation, in their
thousands, and changed their hunting methods accordingly from individual warriors to groups
with hierarchies and specific occupations and tasks (herders, trappers, shooters, skinners,
tanners, etc.)
This ability to metamorphose from small family groups to large tribal organizations allowed
them to survive for hundreds of years, until, in the 19th century they conflicted with an even
more adaptable organization.

That’s the way it is. What goes around comes around:
“There is grandeur in this view of life, with its several powers, having been originally
breathed into a few forms or into one; and that, whilst this planet has gone cycling on
according to the fixed law of gravity, from so simple a beginning endless forms most beautiful
and most wonderful have been, and are being, evolved.”
Darwin, Origin of the Species, closing lines
***
1. Stanley Milgram devised an experiment in the late 1960s to test the small-world problem. Milgram gave 300
letters to participants in Boston and Omaha, along with instructions to deliver them to one particular target
person by mailing the letter to an acquaintance they considered to be closer to the target. That person then got
the same set of instructions, which therefore, set up a chain. Milgram found that the average length of these
chains was about six.
2. Jan-Willem Stoelhorst University of Amsterdam, The Netherlands and
Ard Huizing University of Amsterdam, The Netherlands Organizational Learning as Evolution: The Promise of
Generalized Darwinism for Organization Science, Sprouts, 2005. These two authors detail the literature that
uses Darwinism as a metaphor to explain the evolution of organizations. The main objection to the use of
Darwin’s work is the role of ‘natural’ selection. Critics claim that human intervention, or intentionality, violates
the idea of natural selection. Our thesis is that intentionality if part of ‘natural’ human behavior and so is part of
the process
3. Games Glieck, Chaos, Making a New Science, 1987
4. Adam Smith, "An Inquiry into the Nature and Causes of the Wealth of Nations" (1776)
5. Lester Thurow, Building Wealth: the new rules for Individuals, Companies and Nations in a knowledge-based
economy, New York, Harper Business, 1999. Dr. Thurow was my boss for a few years when we worked
together in TIM – The Technion Institute of Management, dedicated to creating a new generation of leaders for
Israel’s Hi Tech industries.
6. Peter M. Senge, The Fifth Discipline: The Art & Practice of the Learning Organization, 1990. The virtuous
and vicious cycles that Senge writes about are essentially he results of human intervention in natural systems
7. Dan Arieli, Predictably Irrational, 2009.. Arieli is one of a number of authors writing at the same time that
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