STRATEGY & ORGANIZATIONAL CHANGE

Effective Change
Management Strategies

Today's leaders face constant disruption from changing markets, technology, workforce
expectations, global competition and economic uncertainty. Organizations that intentionally adapt,
innovate and execute well position themselves to thrive. Those that fail to change eventually
become irrelevant.

What is....
... your greatest fear regarding your business?
... your greatest hope or dream for your business?
... your greatest challenge?
...your greatest opportunity?
... your unique differentiation?

Strategy is the disciplined process of making choices about where you will compete, how you will
create unique value and what you will deliberately choose not to do. Effective strategy creates
sustainable advantage by aligning people, priorities, capabilities and execution. Strategy is part art
and part science.

Every Effective Strategy Answers Five Questions
— Where are we today?
— Where are we going?
— Why will customers choose us?
— What capabilities must we build?

— How will we execute and measure success?
Organizations that answer these questions well create clarity, alignment and competitive

advantage. Those that don't often struggle, not because they lack ideas, but because they fail to
execute them consistently.
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01 Why Strategies Fail

Most organizations don't fail because of poor strategy; they fail because they cannot consistently
execute the strategy they have.

— Lack of organizational alignment

— Poor communication

— Unclear priorities

— Leadership inconsistency

— Employee resistance

— Weak accountability

— Failure to adapt

— Culture working against the strategy

Can your employees articulate the organization's unique competitive advantage and value in the
marketplace? Do they know how they contribute to that value? Do your customers recognize your
unique value proposition and see it as distinct from your competitors?

02 Why Change Is Difficult

The hardest thing to do and manage in leadership is organizational change. People rarely resist
change itself.

They resist:
— Uncertainty
— Loss of control
— Unclear expectations
— Fear of failure
— Loss of competence
— Lack of trust

People tend to resist change when it is done to them instead of with them.

Effective leaders reduce resistance through communication, involvement, clarity and trust. People
support what they help create.

helenmitchell.org



03 A Case Study

The Business Problems:
— Declining sales and profit over an extended period of time

— Lack of a clear strategy understood by the organization

Resulting Business Challenges:
— Declining revenue and profitability

— Increased competition

— Company perceived less creative and innovative than the competition
— Entrenched organizational behaviors and resistance to change

— Employee skills and roles were often misaligned

— A reactive rather than a proactive culture

— No succession plan leadership pipeline

Key Findings:
— Strategy lacked clarity and focus
— Organizational structure no longer supported growth
— Leadership behaviors reinforced old habits
— Accountability systems were weak
— Employees lacked role clarity

— Culture rewarded stability over innovation
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The Outcomes:
— Reversed financial decline

— Profitability increased 10%

— Successfully executed the acquisition of a highly sought-after out-of-state firm
— Improved employee engagement

— Improved quality of new employee hires

— Stronger relationships with partners and suppliers

— Clarity of organizational direction

— Implemented a performance management system

04 Putting Ideas Into Practice

Understand Your Customers
— Segment customers by type and measure loyalty

— Understand customer needs, values and expectations

— Understand the profitability and potential of each customer segment

Understand Your Competition
— Understand how differentiated against the competition
— Understand direct and indirect competitors and substitutes

— Position strengths against competitor's weakness

Strengthen Your Business Model
— Know how the organization creates value and generates revenue

— Consider new and untapped needs, products, markets, customers

— Ensure alignment in the organization to deliver on the business model

Develop Leadership Capacity
— Consider the degree of trust within the organization
— Drives organizational effectiveness

— Inspect employee engagement and innovation

Measure What Matters
— Identify measurements that will reflect the health of the organization

— Implement a balanced scorecard

— Create a culture of accountability, continuous learning and improvement.
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Thriving organizations are built intentionally, not accidentally. Sustainable success requires
alignment between vision, strategy, culture, leadership, people and execution. When these
elements work together as one integrated system, organizations become more resilient, adaptable
and capable of creating lasting impact for their employees, customers and communities.
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