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Treat people as if they were                              

what they ought to be and you will 

help them become what they are 

capable of being.

Johann Wolfgang von Goethe

www.AccessSciences.com   |   Copyright © 2020 by Access Sciences Corporation 3



The Power of Believing You Can

• “Self-Efficacy: Toward a Unifying Theory of 
Behavior Change” – Psychological Review 1977, 
Albert Bandura 

• Self-Efficacy is a person’s (positive) belief in his 
or her ability to succeed in a particular 
situation through his or her own actions.

• Albert Bandura described these beliefs as 
important determinants of: 

— how people think, behave, and feel, and 

— how much they persevere in their efforts in 
the face of obstacles and challenges

SELF-EFFICACY
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Goals Effort Persistence

Bounce back quicker from set-backs

Stress Effects

Set higher level goals

Sustain efforts to be successful in achieving goals

Persist more in the face of obstacles

Bounce Back

Enjoy better physical health from reduced stress effects

PEOPLE HIGH IN SELF-EFFICACY…
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• Performance Experiences
o Establish incremental goals

o Competency and confidence

• Vicarious Experiences
o Role models

o Mental rehearsal

• Social Persuasion
o Surround yourself with people who believe in 

you

o Seek constructive feedback from those you 
trust

• Interpretation of Physiological and 
Emotional States
o Reinterpret signs

DEVELOPING SELF-EFFICACY
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The 1963 study by 
Rosenthal and Jacobson 
demonstrated expectancy 
effects and the powerful 
self-fulfilling prophecy.

ROSENTHAL EFFECT

Expectations can have                           
a substantial effect on 
performance. 
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ROSENTHAL EFFECT
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Self-Fulfilling Prophecy

• What managers expect of employees 
and the way they treat employees 
largely determines performance and 
career progress

• A unique characteristic of superior 
managers is the ability to create high 
performance expectations that 
employees fulfill

• Less effective managers fail to develop 
high expectations and employee 
productivity suffers

• Employees appear to do what they are 
expected to do

ROSENTHAL EFFECT IN BUSINESS
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EMPATHY

The ability to sense other 
people's emotions, coupled 
with the ability to imagine and 
understand what someone 
else might be thinking or 
feeling. 

Habits of empathetic people:
1) Stay curious about others
2) Avoid judgement and 

assumptions
3) Experience their 

experience
4) Listen 
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• Presence

o The state of being fully engaged with someone 
(being in the moment)

o It requires approaching every moment as a 
beginner and being open to responding as a 
learner

When was the last time you truly listened to someone?

• 5 Pillars of Listening 

o Presence and Mindfulness

o Self-Awareness

o Empathy

o Positive Regard

o Genuineness / Authenticity

PRESENCE AND LISTENING
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LISTENING METHODOLOGY
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Respect
Interest and 

Understanding
Gain Clarity Mental Agility Timing Use of Silence

The purpose of listening is to fully understand and seek meaning.

As a listener, silence is one of the greatest gifts we can give someone.



FOCUS ON STRENGTHS AND INCREMENTAL GROWTH
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CHANGE           
IS ABOUT 
PEOPLE        

AND WORDS 
MATTER
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WHAT IS ORGANIZATIONAL CHANGE MANAGEMENT?

Our definition –
Preparing, equipping, and 
supporting individuals
through the change journeys 
they experience as a part of 
your organization.

The value to an organization 
doesn't come from change. 
Value comes from changes
that are adopted and used. 



Ultimately, a successful project is not confined to
establishing a program, policies, roles, responsibilities,

rules, processes, or implementing technology…
it’s about people. 

REAL ORGANIZATIONAL CHANGE
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A robust Change Management Strategy is a critical component to the success 
of any  project because it enables you to: 

THE VALUE OF CHANGE MANAGEMENT

• Increase probability of achieving desired 
outcomes

• Manage employee resistance to change

• Build change competency in the organization

• Reduce transition time
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Precontemplation
A lack of awareness of the 
need for change

Contemplation
Awareness and weighing of 
pros and cons of change

Preparation
Decision is made to carry on 
as before or change

Action
The decision to change is put 
into practice

Maintenance
The change is actively 
maintained and adopted

THE STAGES OF CHANGE



• Expectancy-Value Theory

The change (or movement toward a 
goal) must be personally important 
so that there is a perceived value to 
succeeding. (Atkinson)

• Control Theory

Once a person has attached 
importance to a goal, a discrepancy 
exists between  the goal and 
current reality and there is greater 
motivation (willingness to put forth 
the effort) to reduce the difference. 
(Glasser)

CHANGE – MOTIVATION AND ACTION
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Address Resistance

1) Build motivation

2) Resolve ambivalence, and

3) Increase readiness for change

CHANGE – MOTIVATION AND AMBIVALENCE
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Foundation of Motivation

1) Importance of the goal, or the 
perceived value of making a 
change

2) Self-Efficacy

3) Readiness to move forward 



Change talk involving statements indicating the 
possibility of change

• Desire: reflects a preference for change

o I want to change

• Ability: reflects perceived personal capability of making a 
change

o I can/could change

• Reason: reflects a specific reason for change, but ability or 
desire are not implied

o I should change (because)

• Need: imperative language that stresses the significance and 
urgency of change

o I need to change

o I must change 

o I have to change

PREPARATORY CHANGE TALK
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Change talk involving statements indicating change 
is about to happen or has started

• Commitment: reflects language that indicates  the 
likelihood of change

o I will

o I intend to

• Activation: reflects language that indicates movement 
toward action

o I’m willing to

o I’m ready to

o I’m prepared to

• Taking Steps: reflects language that the person is moving 
in the direction of change or already started

o I started

o I began

MOBILIZING CHANGE TALK
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• Open-Ended Questions 
o “What is the purpose of this goal?” and “What is your picture of success?”

o “What are the three best reasons for you to make this change?” 

o “How important is it for you to make this change?”

o “How confident are you with your ability to make this change?”

o “What first step might you take to overcome this obstacle?”

o “What will be the visible evidence when you have achieved this goal?”

o “How will you feel when this has been accomplished?”

o “When do you want to have achieved this goal?”

• Past Successes

o “What have you done in the past that might help you now?” 

• Strengths

o “What strengths might be transferrable to this situation?”

• Support

o “Who do you trust who could provide honest, constructive feedback?”

CONFIDENCE TALK
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• Challenge

o “How will you know when you are feeling more confident?”

o “What can you do differently from what you’ve been doing to move toward your goal?”

o “What will be different for you when you have achieved your goal?”

• Scaling

o “Imagine a scale from zero to ten with ten being when you have achieved the goal, even if it is not 
perfect, and zero being the opposite. Where on the scale would you say you are now?”

• Hypothetical Change

o “If the change has already happened and you are six months down the road, what positive things would 
be happening as a result of making the change?”

• Miracle Question

o “Suppose that while you are sleeping tonight, a miracle happens. The miracle is that your goal has been 
realized. But, because you are asleep, you don’t know that this miracle has happened. When you wake 
up tomorrow morning, what will be the first thing you will notice that tells you that something is 
different: that a miracle has occurred, and you have achieved your goal?”

MORE CONFIDENCE TALK
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Confidence Questions

• What have you done in the past that might help you now? What is one thing you did then that you are not 
doing now? How did you manage to be successful in the past?

• What is already going well? 

• What small success have you had so far?

• How can you do more of what is already going well?

• How have you managed to get this far? How did you manage to do that?

• What does that tell you about yourself?

• What personal qualities or strengths do you have that will help you be successful?

• What ideas do you have for solving this?

• What is one small step you can take to get you closer to your goal?

• Who can help you with this? Who would have a different perspective about this?

BUILDING SELF-EFFICACY
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Importance and Confidence

C h a n g e  t h e  W a y  Yo u  T h i n k  a n d  Ta l k  A b o u t  

C H A N G E

• Talk about the disadvantages of the status quo (importance)

• Talk about the advantages of change – the desired future state (importance)

• Build self-efficacy and express optimism about ability to change (confidence)

• Support intention and determination to change – directly or implicitly (confidence)

CHANGE THE WAY YOU THINK AND TALK ABOUT CHANGE
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Don’t make a change too complicated… 
just begin. 
Anonymous
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