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The following is sample e-mail text for inviting team members to a discussion about how to maintain enthusiasm for their new idea during the implementation phase. You can edit the text as needed to fit your situation. 

Subject: Maintaining Momentum While Implementing Your Innovation
When you and your fellow team members have an idea for a new product or service, or a better way of carrying out a work process, it’s relatively easy to generate enthusiasm for your idea early in the effort. After all, the idea is new! And newness is always exciting.

But as your idea moves from the planning stage into the implementation stage, all that enthusiasm can start to wear off. For many people (including stakeholders supporting your idea), implementation isn’t nearly as interesting as the creation of fresh ideas. And during implementation, problems inevitably start to crop up — such as delays and resource shortages. Your supporters may lose interest or drift away.

To prevent this from happening, you need to anticipate how enthusiasm for your idea could start drying up during implementation. Then you must craft strategies for maintaining or reviving enthusiasm.
So please join me on [DATE/TIME/LOCATION] for a discussion about this important subject.
Before the discussion, please review the Harvard ManageMentor topic Innovation Implementation. As you go through the topic, think about how you currently try to sustain excitement and support for your ideas when they’re being implemented, and how you might modify your approach in this area. Also, the excerpt below from the topic will help you further organize your thoughts.

I look forward to a productive and lively discussion!

Thanks.

The following excerpt is from the Harvard ManageMentor topic Innovation Implementation.
Maintain momentum

To keep your team and stakeholders motivated throughout your innovation’s implementation, consider the following techniques for maintaining momentum: 

· Deliver on your promises. Successful innovators underpromise and overdeliver. Don’t make promises you aren’t sure you can keep. 

· Meet deadlines. Set realistic deadlines. Meeting deadlines demonstrates that your team is moving forward smoothly and is capable of implementing the entire project. If you miss a deadline, people may wonder if there are serious problems with your project or if the team lacks commitment. 

· Provide benefits early. Look for ways to show the value of your project early. For example, at an early stage in the development of a new internal process. 

· Focus on short-term wins. Set goals for yourself that can be achieved quickly. Once you achieve a goal, advertise your success. Small victories lend credibility to your overall innovation plan and build the morale of people on your implementation team. 

· Keep your supporters informed. Once you get people’s support, continue to update them on your progress. Plan to make frequent presentations to top management. You want influential people to maintain a high level of interest so they continue to view your project as relevant and important. 

· Motivate your team. Many people concentrate on completing their routine activities, leaving work on special projects for slow times. If you ask people to increase their workload to help with your innovation, foot dragging or inactivity is a constant danger. Meet with your project team regularly and consider circulating weekly status reports to keep everyone up to date. 

· Keep a low profile when you are vulnerable. Prepare for problems that will surface during the project, and quietly work to solve them. Give yourself time to show progress. Once you have achieved a milestone or solved a problem, resurface and draw attention to your project. 

As your project progresses, remember to be patient. It may take several months or even years to fully implement your innovation. Remind yourself that throughout history innovation champions have had to be persistent — and passionate — to get their ideas adopted.
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