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ÅFounded in 2000 

ÅTrained 435,000+ Lean Six Sigma 

professionals 

ÅServed over 2,000 corporate customers 

(including 50+% of the F500) 

ÅFirst firm to offer the complete Black Belt 

curriculum online  

ÅCourses reviewed and approved by ASQ and 

PMI 

ÅAcademic Partnerships with Ohio State 

University, Cal Poly and George Washington 

University 
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MBB Webcast Series Sponsor:  MoreSteam.com 
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¢ƻŘŀȅΩǎ tǊƻƎǊŀƳ 

ÅWelcome 
 

Å Introduction of MBB Webcast Series 

īEllen Milnes, MoreSteam.com 
 

ÅPresentation:   

īKirby James 
 

ÅOpen Discussion and Questions 
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Presentation Purpose 

To assist participants create more personalized 

communication that supports success during 

change efforts. 
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AGENDA 

Calibration on 
Change 

Change Demographics 
& Reality 

Making Change 
Communication 
Personal 
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About Your Presenter:  

Kirby James, HBSc, MHSc, LS MBB 

HBSc MHSc 

Advanced Program 
in Change 

Management 

 

Systems Dynamics LeanSigma Green, 
Black &  

Master Black Belt 

Organizational & 
Personal Structural 

Consulting 

Business Design & 
Architect 

Educator, lecturer, 
facilitator 

15+ years as 
corporate change 

agent 

Diverse Array of 
Change projects of 
all sizes in many 

sectors 

ÅAccomplished change leader, business architect, educator 

and coach. Taught advanced communication techniques to 

over 4000 professionals 
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Å What is YOUR typical communication strategy to address apathy? 

Exercise part 1: Extreme Apathy 

http://www.profitguide.com/wp-content/uploads/2012/12/Apathetic-colleagues.jpg 
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Å What is YOUR communication strategy to address fear of change? 

Exercise part 2: Afraid of Their Shadow 
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Did Your Communication Plan Fit the 

Challenge? 

Extreme Apathy 

ÅDo you attempt to 
convince them not to be 
apathetic using 
compelling arguments? 

Afraid of Their Shadow 

ÅDo you attempt to 
convince them not to be 
ñafraid of their shadowò 
with compelling 
arguments? 
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If Change Success = Changing Minds ... 

Toronto Star 
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PART1: Calibration on change  

1. We are Enzymes of Change 
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2. Change will be Disruptive to Some 

 
*1954 
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3. Scale no Predicator of Communication Challenge 


