
TO SELL IS HUMAN

 Reduce Your Power
 Take Their Perspective
 Use Strategic Mimicry

 Use Interrogative Self-Talk
 Opt. Positivity Ratios
 Offer Explanatory Style

 Find the Right Problem
 Find Your Frames
 Find an Easy Path

ATTUNEMENT

BUOYANCY

CLARITY

Organizational CHANGE MODELS
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 Change, no matter how small or large, is difficult
 Smaller focused changes help to cross the chasm
 Simplifying, motivating, and validation key factors

SWITCH

 Follow the bright spots
 Script the critical moves
 Point to the destination

 Find the feeling
 Shrink the change
 Grow your people

 Tweak the environment
 Build habits
 Rally the herd

DIRECT THE RIDER

MOTIVATE ELEPHANT

SHAPE PATH

INFLUENCER

 Create new experiences
 Create new motives

 Perfect complex skills
 Build emotional skills

 Recruit public figures
 Recruit influential leaders

 Utilize teamwork
 Power of social capital

 Use incentives wisely
 Use punishment sparingly

 Make it easy
 Make it unavoidable

MAKE IT DESIRABLE

SURPASS YOUR LIMITS

USE PEER PRESSURE

STRENGTH IN NUMBERS

DESIGN REWARDS

CHANGE ENVIRONMENT

DRIVE

PURPOSE

AUTONOMY

MASTERY

 Purpose-profit equality
 Business& societal benefit
 Share control of profits
 Delegate implementation
 Culture & goal alignment
 Remake society-globe

 Accountable to someone
 Self-select work tasks
 Self-directed work tasks
 Self-selected timelines
 Self-selected teams
 Self-selected implement.

 Experiment & innovate
 Align tasks to abilities
 Continuously improve
 Learning over profits
 Create challenging tasks
 Set high expectations

DECISIVE

COMMON ERRORS
 Narrow framing
 Confirmation bias
 Short term emotion
 Over confidence

WIDEN OPTIONS
 Avoid a narrow frame
 Multi-track
 Find out who solved it

TEST ASSUMPTIONS
 Consider the opposite
 Zoom out & zoom in
 Ooch

ATTAIN DISTANCE
 Overcome emotion
 Gather & shift perspective
 Self-directed work tasks

PREPARE TO BE WRONG
 Bookend the future
 Set a tripwire
 Trust the process


