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e ¢ ¢ o ¢ ¢ IMpatience is not:a new charac-
teristic of high-tech markets, but Moore’s
law used to take ali the blame: Today’s mar-
ketplace impatience is related to the-over-
riding belief that we are presently living
through a once-in-a-lifetime opportunity.
Many players are anxious to de\)elop their
business now, while they can, irrespective
of future stability. This factor of rapidly
developing technology still adds to impa-
tience somewhat, but in a different way.

The first time | encountered this new
impatience, the messenger was a student
with a dilemma. It was 1994 and | was on
the faculty at the University of lllinois when
he arrived in my office. College students
are impatient, aimost by definition, but this
was something unigue. This student want-
ed to drop out of school and start a busi-
ness. He wanted to move to Silicon Valley,
where | had lived until a few years earlier.
He said he wanted my advice.

| tried to respond in an avuncular man-
ner, repeating the standard mantras:
start-ups come and go; there will always
be new opportunities; it's important to get
a degree while you can; all students think

that a revolution is occurring outside the-

university's boundaries; this is just anillu-
sion; Bill Gates is a famous college
dropout, but he's an exception; someday
you will look back on this decision and
regret leaving; and so on. .

Of course, nothing | said made a dif-
ference. This twenty-yearold student was
impatient for a justification to leave
school. There was, in fact, a revolution
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just starting. It-was called the Web, and
he did not want to miss a second of it.

- The message he heard was “Invest
young man!” In his ears.that also meant
“Go West, young man!”

As it turned out, he was the first of sev-

eral students | would know who had sim-
jlar dilemmas. Increasingly, | would
observe students who attempted to stay
in school, but hold a lucrative job on the
side. Others simply disappeared from the
university and send e-mails to me a year
later, greeting their old professor. Was it an
illusion, or was this happening with alarm-
ing frequency among my most imaginative

" and techinically ‘sophisticated-students?

This'is a roundabout way of introducing
my topic: how impatience alters econom-
ic conduct and changes the way busi-
nesses develop. It makes everyone grab
the day and willfully ignore the future.

The source of impatience

{f Moore's law is not to blame, then
what is? Dot coms, networking busi-
nesses, and business wanna-bes help
explain this impatience in four ways.

Today’s gap between the technical
frontier and user needs

Many firms are better educated about
their technological capabilities than the
user and would like to profit from this.
However, this gap will only exist until it is
filled, which will occur reasonably soon.

This theme arises especially among
those in networking markets. Business is

lucrative because filling technical gaps
can involve .more than-one project or
transaction. [n most cases, the situations ‘
involve a periodic and planned review of
the user's state of technology relative to
new frontier developments.

This reinforces impatience because
there is a nagging sense that-some of
today's business opportunities will not
exist tomorrow. There is a related sense
that tomorrow’s business will not occur
unless the user feels some loyalty to the
provider, loyalty that business can best
develop today.

Buyers want answers now

Many purchases today are part of a
larger project associated with imple-
menting.- electronic commerce, which
may. provide permanent or temporary
competitive advantages. If temporary, the
benefits to business do not necessarily
appear as an increase in revenues but
may come from avoided losses.

When users are in a business, their
needs depend on legacy information tech-
nology applications, their product line, and
many other features of the firm.These all
influence their purchase. The costs from
new applications will also differ for the
same reasons.

Buyers are impatient because they
may lose business if they do not imple-
ment electronic commerce quickly. Since
the value to users depends on.the com-
petitiveness of their market, this gets
translated into impatience.
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convincéd that their industry does. This is
especially true with the dot:com market.

* Many markets, particularly in custom’

software, provide ﬁrstemo‘vefr:adva'htag‘es. .
Usually these are markets where users. -
make “large appiioatiomspecific invest-

ments. -Hence, the first application

provider-to-get to market often locks in.

many.users::ltis toughto'be.second." ~
However, there are. many markets,

especially in‘dot-com software tools and .

related:-equipment, where it is.advanta-

geous-to.be an imitator.-A young upstart'

"may have a newidea, but an:old fitmawith
a solid reputation may have more assets
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Tare stories of: headhunters walkmg into
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S0 why do | have ,thls nagglng feehng

ment excrtement and zealous burmng of
energy. Some outcomes will eventually

".prove tevolutionary, and | am willing to
«wait awhile for them. Then again, | do not

work-at-a-firm with a business plan that
presumes exponential revenue growth,
so that gives me more patience than your
average Joe at a dot com.

More to the point, eventuall' " falls”

- sormewhere between tomorrow and not
-quiite- forever. That could be a very long

time-indeed, yet, | worry that few busi-
nesses seem to acknowledge this or put
it into practice.
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