Change Leadership Symposium: November 4th Meeting (lightly cleaned up)
This is a recap of the sticky notes posted and grouped – answering what were the key points? and how they could be applied in practice?  (Note that some notes were transcribed to the best of our ability.)  Note that the closing activity was cut short due to the breakout sessions running long.  Ideally, more time would have been given to this activity with a concluding group debrief.  This closing activity is designed to reinforce learning and provide feedback to the Symposium organizers regarding the depth of connection made.  Because this activity involved people from both breakout sessions, there is some blending of topics that is designed to further awareness of topics involved in leading change. 
· Identify Scope

· Become a better participant

· Application, Open Communication, and Establish Common ?

· Facilitate vs. Tell

· Help lead change sessions

· Assertive behavior is the most effective

· Lay the groundwork for change

· Sometimes trying to change can be a problem

· Key Points of personal power: expert, referent, and prestige 

· Key Points, interpersonal relationships are dependent upon effective change

· Be mindful of how frame questions

· How vs. Why

· Things need to change constantly

· Keep process from going off the rails

· People focus more on changing than making current process work

· Mark toward buy into process

· Give up change and move on when time 
· Change can be a distraction from the work that needs to be done
· Application important to understand how to interact with each type of influence 

· Assertive = balancing “push” “pull” behaviors

· I’m doing too much pushing need to pull more

· Mgt. styles: push behavior=agenda driven

· Use assertive behavior to influence as much as possible

· Types of influencers can create change

· Assertive Behavior: The most effective influence style

· Type of power can be a source of influencing

· Application-assess behavior style for effectiveness

· Being mindful of the behavioral style/approach. This can lead to greater/lesser influence

· Powerful well structured questions one key to large scale change

· Structure of questions is key to obtaining buy in and preventing defensiveness

· Key Point=Be aware of change fatigue
· Need to have a change process to frame questions that drive change

· The correct question can impact change initiatives

· Assess right time for which questions based on stage of change process

· Levels of scope related to level of control

· If frustrated with no change happening look in the mirror

· Change the way you look, not the way you see - if things not working your way

· If you can’t influence change the way you want consider giving up

· Create “group norms” document that all agree to in order to check/control outlier behavior
· Application: Patient and persistent marketing “prip” approach 

· Influence people by explaining what will be lost rather than just what will be gained

· Mgt. styles: Pull behavior=can be used within guidelines without guidelines Mgt. will be overrun by employees 

· Application: preparing to obtain support for improvement that need to be made

· Application: preparing to discuss changes required to improve organization

· Applications: Pre Plan and write out facilitation questions

· Use the “possibilities” questions to determine next step on priority jobs

· Key Points: Understanding the assumptions that underline the questions
· How do you identify assumptions

· Key Points: Power of thoughtful questions

· Powerful questions

· Questions should be structured powerfully

· Change the question – change the discussion

· Question construction

· Questions can help build a sense of community

· Questions should generate discussion

· It is difficult to lead change

· It takes many different leader styles to lead change

· Problem solving vs. solution based

· Possibilities vs. decisions

· Applications: Used what I learned for different groups I’m involved in as a member or leading

Topic: Question Structure and Format:

· The structure and format of a question dramatically impacts the answer and question

· Key Points: Importance of how questions are posed

· The question drives the process

Topic: Boundaries:
· Questioning real vs. perceived boundaries can change game

Topic: Assessment:

· Assertiveness is the most effective form of MGMT to initiate change when influenced by the pull behavior method

Topic: Goals and Future:

· Application: ?????

· Application: Help my team create a new conversation about our future by looking at the questions we’re asking and the assumptions embedded in them. 

· Key Assumptions: 1. Business/work place, 2. ?????, 3. With family/friends

