7 Fearless

Mary Lynn
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I'M LWRITING A HOW
BUSINESS BOOK CALLED ABOUT A
“CHANGE HAPPENS. OARABLE? TWO BULLS
GET OVER IT.” WERE
\) YEAH, IT TALKING.
NEEDS
R.
FILLE e W
IDEA.
E (O]
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THE OTHER LATER THAT DAY
ONE BULL SAYS, BULL SAYS, THEY WERE BOTH mh“&“%mg{ s
“I'M AFRAID OF “GET OVER IT.” GROUND INTO tore bl
CHANGE." HAMBURGERS AND SN =
1\1] SERVED AT A PICNIC. THE WORD.
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What are
your
challenges
In leading change?
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‘How can this person in front of the room helf

Gathered strategies from leaders of change in many

different organizations
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. Patterns capture recurring problems and successful

solutions

- Eachpattern documents: problem, context, solution,
rationale, consequences, known uses, name
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Solving specific problems in leading change
Corridor Politics
Facilitating communication: a vocabulary for
leaders of change
Town Meeting
Involve Everyone
Personal Touch
Guru Review
Time for Reflection
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The emphasis is: emergent change

Change happens one person atatime

- The goal Is to encouragezach person to
become so involved and interested in the new
direction that they want to change.
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Champion Skeptic

~—
Early Adopter

Innovator
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Force

treats the symptoms
rather than the underlying causes

Laws, directives, policies, etc. do not create
a fundamental change in thinking and
behaving
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Fear
works in the short term\(Vake-Up Cal); must
be foll owed with an

People can use coping mechanisms to
justify, rationalize, ignore
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But what happens whe
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Facts

Give Iindividuals knowledge.
It IS an Important/rststep.



(facts/info) 1 ) 7.
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““Knowledge:communicate facts/info

Capture Attention
. Wake -Up Call

Stress thecore of your message
. Elevator Pitch
Concentrate on the possibilities
. Tailor Made
Propose a strategy
. Step by Step, Time for Reflection
Keep your message visible and frequent
- In Your Space
Tackle preconceived notions
- Myth Buster
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| Attempting to persuade with..
Facts (provide knowledge)
Force

Fear
Fix
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that can create a
fundamentaland sustainable
change In
thinking and behaving?
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Behavior change happens mostly by speaking to a
DAT Pl A6 Qonn&mdAl ET COS8

Our emotions drive our decisions and then we use
logic and reason to justify our decisions.

People will forget what you said, forget what you

did, but not forget how you made them feefvaya
Angelou)
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Knowledge (facts) z help the
personunderstandthe facts

Z help the
person careabout the facts



Tension

between the
present anthe
desired state

Belief

he can be
successful
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Provide Persuade

Knowledge .
Createlension

Give

Facts/info Build Belief
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/ ﬁsuaSiOﬂtransform knowledge into action
Create Tension & Build Belief

Create anEmotional Connection
- Show a truth that addresses what the person is feeling

Match your idea to individual needs i‘m
. Personal Touch B 1

Usestories rather than statistics puwm=
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- Hometown Story

. Imagine That! §

Allow people to imagine the future
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Build relationships

- Evangelist

Involve the skeptics €

. Fear Less % " “

Recognize what people are losing (&%

. Shoulder to Cry On

Ease the concerns

- Trial Run

Share ownership

- Group ldentity
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Show a truth that appeals to what people are feeling
(what they care about)




