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Orbiting the Giant Hairball
By Patricia Housley, ‘87

Alumnus Greg Stevens poses with his model of the giant hairball that clogs corporations and stalls innovation. Stevens was introduced to the idea from the book “Orbiting the Giant Hairball” by Gordon MacKenzie.
Greg Stevens, MBA ‘94, identifies people who can break through giant hairballs clogging corporations.
The president of WinOvations, Inc. of Midland identifies creative, innovative individuals who can generate commercially profitable ideas for companies.
“Corporate structures can become a giant hairball,” Stevens says, “limiting creative thinking and innovation, as Gordon MacKenzie explains in his book ‘Orbiting the Giant Hairball.’ Successful innovation requires inherently creative individuals who can break free of the hairball and provide the organization with successful new ideas.”

For his master's degree thesis, Stevens joined CMU marketing faculty members James Burley and Richard Divine to develop The Rainmaker Index – a formula for identifying creative people who will make as much as 95 times more profit for companies involved in new business development.
“What we created was a new paradigm for industrial innovation,” says Stevens. “Creativity is only one factor. What we’ve got in the Rainmaker Index is a way to pick the creative personalities who will be innovators more often for companies. We provide the coaching and process to harness that creativity and channel it into creating products that customers need and value and that will become commercially successful.
“There are people who are gifted at doing this kind of work, but they need specific coaching in new business development methodology, or else they can be very destructive in an organization, “says Stevens. “They are creative but undisciplined.
“However, when they are coached to learn a specific business discipline, then they perform extremely well. We have quantified increases in commercial success when using this approach. We have created a breakthrough innovation in how to innovate more effectively,” Stevens adds.
WinOvations' system includes all the elements needed - personnel selection, the right process and the right coaching and training - to optimize the chances of creating commercially successful new products, says Stevens.
Stevens says his MBA coursework directly supported his entrepreneurship, and he credits his CMU education and faculty members for mentoring his success.
“The thesis work provided a business blueprint,” says Stevens. “Being an entrepreneur sounds glamorous, but it's very hard work.”

While self-employment included 80-hour work weeks in 1995, Stevens currently has five employees and he gets high satisfaction from his work and from helping improve the standard of living for others.
