Time for a change

As it first appeared in PIA of SC Tools for Success. Reprinted with permission

Change is all around us. Now there is an understatement!

Change also seems to be faster, larger and more frequent than ever ~ another understatement?

Most change is blamed on someone or something else; the government, new technology, the latest generation, the stars  ~ certainly not on ourselves. Whatever the cause, we seem to have less control, and even less influence, than ever.

We tend to approach change in two ways

· We either make it happen or we let it happen

· One is proactive – one reactive

· One is in our control – one is out of our control

· One we approach optimistically – one pessimistically

· One focuses on the opportunities – one on the obstacles

· One is embraced – one is resisted
· One looks ahead – one looks back

· One requires planning and commitment – one simply picks up the pieces
Attitudes towards change are often times the result of one’s personal experience and personality style. What is your ‘personality style’? What styles are those on your team? There are generally four primary styles that are referenced by various titles. We will be using Driver, Analytic, Expressive and Amiable. Understanding these styles will help in the process of communications; personal, professional, sales, service, team, leadership, etc. Understanding your own personality style and the style of those around you is key to more effective interaction.
The Driver is one who is often the leader, a bottom line type, decisive (some call ‘pushy’), a mover and shaker. This person is often personally organized, not a time waster, and wants to get things done, get to the bottom line, no excuses.

Change for the Driver can be accepted as a challenge in a good way, as long as the change is seen as a benefit to the overall organizational goals. 

If the Driver is on board, they will probably take a lead role in major decisions and direction. The resultant implementation efforts are left to others to get it done.

A potential problem may result if the Driver is the team leader and makes decisions independently expecting everyone just to ‘go along’. Often, goals and objectives are not clear, but assumed to be understood and accepted by all.

The Analytic is a facts and figures, detailed type of person. If the reason for the change is supported by proven results and there is documented, demonstrated plans to implement the change, they will be on board. They will accept their assignments or responsibilities and will work to dot the ‘i’ and cross the ‘t’ and you can be assured that assigned tasks have been researched and documented. A potential problem with the Analytic is that a final decision can not be made until all the (endless) facts and figures are developed to fully support the change.
The Expressive is the outgoing, gregarious, not-so-detailed type that just wants to be liked by everyone. They can be very supportive if they feel that is the best way to make everyone happy. The commitment to actually making the change may, however, not be as strong as the expression of support. Herein lays the potential problem for our friendly Expressive. As a Team member the commitment and contribution varies as does the attention span; great with ideas, weak on the follow through.
Finally, the Amiable. Probably the one with the most to contribute to the Tam and the one that has the most difficulty with change itself. These people are great at following direction, very well organized, and, in the right situation, the most committed to their job and the organization. The Amiable has trouble with changing things that ‘aren’t broken’. If what we are doing is working well enough, why change? The current process is comfortable, a change is challenging. The Amiable will have trouble with change simply because it is different and results in needless stress.
These examples are admittedly over simplified. Most people are not any one of these described personalities, but rather a bit of each, generally with one of the four being dominant. If change is coming to your agency (and you can bet it is!), how can your Team be more in control, embrace the change, look optimistically at the opportunities, and proactively implement changes that will reduce stress and still meet the challenging objectives ahead?

There are two primary considerations
1. Plan

2. Communicate

We’ll deal with the Plan in the next edition. Right now, let’s consider the challenges of effective Communications to meet the needs of the various personality styles we have identified. Here are some ideas that may help reach the various Team members.
· Announce the upcoming ‘change’; the reasons (analytic), the goals (driver), the process (amiable) and each person’s involvement (expressive)
· Clearly state owner/management commitment and involvement. This is not a simple delegated project (driver, analytic, expressive, amiable)

· Document the message (for everyone)
· Outline the general communications plan
· Weekly team meetings (with agenda and minutes)
· General email updates (bullet points only)
· Posted (break room?) calendar and progress
· Quarterly general meeting with progress reports

· Celebrate the official start date
· Have a party or grand kick-off to demonstrate and reinforce the overall commitment. Have fun. Bond. Build excitement. 
If you haven’t already done so, find out who your agency Team really is. Who are the amiable, analytics, expressive or drivers? It will help develop your Teams as well as help the communications process.
In the next edition, we’ll be digging into Strategic Plan options and reasons. In the meantime, consider this
How can you get very far,

If you don’t know Who You Are?

How can you do what you ought,

If you don’t know What You’ve Got?

And if you don’t know Which To Do

Of all the things in front of you,

Then what you’ll have when you are through

Is just a mess without a clue.
Of all the best that can come true

If you know What and Which and Who

The Tao of Pooh
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