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Paradigm Principals with Joel Barker = Introduction

INTRODUCTION

Paradigm Principles

\V

erstanding paradigm shifts—

Paradigm Principles builds a frame
kind of change that can topple b

ires and spawn new powerhouses. How

you deal with profound change—

en 2 idea overthrows the rules ill
ility to be successful. By showing you heffato ipétc,
aradigm Principles can improve to
nd the facilitator’s guide will help yo

e Builda tk for understanding—fo rifiples explain paradigm

determine your long-term

recognize and embrac

shape your future.

Paradigm Prj 1

iftS@nd how to take action.

rain our own pace—this prografi is d so you have the option to
viespand discuss the points you gii®os
. ok for new paradigms—I & t the life span of the paradigms in

your organization.

e  Challenge your orga

adigms—pose questions everyone can ask

and answer.

o  Communicate aradigm shifts—unforgettable stories inspire action.

Joel Barker’s Pa iples help us understand when to look for change,

who bri to recognize change and how to benefit from change.
Underst and practicing the concepts of this program will help your
organization n the opportunities that come with change.

iuformation on bev doolittle’s art, as seen in paradigm principles, and for

ormation on limited-edition fine-art prints, call 1-800-243-4246.
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Paradigm Principals with Joel Barker

= Section 1: Introduction

Joel Barker Video Programs

“DISCOVERING THE FUTURE” SERIES

ces the concept of

The Business of Paradigms. This best-selling
paradigms—our unwritten rules that di do things. These rules are

so deeply rooted and unquestioned ep us from seeing new ways, n
y y

paradigm shift and how ui

expands on the i i adio icing

Paradigm Prj paradigms,
who will i . how to

recogni%eich

cer a new idea is key to success.

cts, encouraging innovation or

Paradigm Principles.

The Power of Vision. and¥vironment in your organization where people can
embrace change c nities that come with it. This video program helps
you understa roie vision can play in your organization and your

life—how,

organi

ision of the future is crucial to the success of any individual or
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Paradigm Principals with Joel Barker = Introduction

CHANGE MANAGEMENT TOOLS

The Implications Wheel. A decision-enhancing too groups identify and

evaluate the possible implications of innovations, trends, event§ or other issues that

could affect your organization’s future. It force to chdllenge your paradigms,

which often ignore the realm of possibilities nities that are part of any
decision-making process. The Implicati Ips you save time and resour

that can be wasted when you jump “obgious” decision.

The Paradigm Prism. A video wo
relationship between your
paradigms and the rul
Paradigm Prism he

rather than by ¢

Jo arker

, “Discovering the Future,”

akers on the subject of change.

artment at the Science Museumlof sota. In 1979, Barker founded his

A r and host of the all-time best-se
er is one of the world’s most 1
Fo ing a career in teaching, B
P

consulting company Infinj i c. to help organizations gain advantage by
improving their ability re the future for new ideas and innovations. Since
then, he has lectured

around the worl ts include many Fortune soo corporations. In 1993,

Barker was na nal Educator of the Year by Pi Lambda Theta, the
Internatio, n and Professional Association in Education.
The autho radigms: The Business of Discovering the Future and Future

Discovering the New Paradigms of Success, Barker has made the concept of

a vital part of the language of business and change. He has transformed
udies into powerful, understandable video programs that have helped

usands of organizations shape their future.
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Paradigm Principals with Joel Barker

= Introduction

ChartHouse International Learning Corp@ration

ChartHouse International Learning Corp. produces and distributes broad-based
learning tools that stimulate thinking and ingp1 ange ifpindividuals and

organizations. The craftsmanship and resear at e hallmark of ChartHouse
videos and facilitator’s guides consiste industry standard.
ChartHouse’s growing line of qu programs help you and your organization
provide a foundation to enhance 3 ive—quality, service, vision,dhnovation

team building, leadership,

ning organizations.

investment with a money-bac antee and a

warranty agains take pride in supporting a stretches

Chart in Minneapolis, Minn., can_prodlice translations, special edits,

ning; video formats and other spec Call 17800-328-3789 for

NG

ed to Help you introduce and apply the concept

out the Facilitator’s

This facilitator’s guide j
of paradigm shifts to

tion. Each option is self-contained and helps

you conduct a p ram. The introduction to each option includes

facilitating ti es. A section in the guide provides participant
workshee o ds for your convenience.
e Discu Option 1—Requires 1.5 hours to view the video and hold a

iscussion on one topic. You can choose the one most appropriate to your

ization from among four discussion topics.

iscussion Option 2—Requires 3-4 hours to view the video and discuss

four topics. Each topic builds on the discussion of the previous topic.

e Discussion Option 3—Requires a full day to view the video and discuss

nine topics.

\41



Paradigm Principals with Joel Barker = Discussion Option 1

DISCUSSION OPTION 1 (1.5 Hours)

For The Facilitator

OVERVIEW OF

The session igfdcsigfied so participants can view the 37-mif

nd spend

e insight into

between
the wa

ifinrces discussing a topic that ¢
out change. ! é
I ODUCE PARADIGM PRINCIPL

o begins with an exemplar, s sty about change that captures the
funddmental messages of Paradi i Il you need to provide is a short
introductory statement. The best Rossib ening is personal and meaningful to

your audience. The follow] ening will help you think about your own

Sample introduc

We all know t eriencing fundamental change in our industry, which is
causing u r etition to re-examine how we do business. To help us focus
on our toward change and how we can remain competitive, we want to
share a thou rovoking video with you.

ng out a discussion journal. Take a moment to review the list of things to
0 r in the video. You may want to take some notes. Following the video, we will

¢ you a few minutes to reflect on what you saw. Then we’ll take time to share our

ferent perspectives.

How do we view change? New ideas, new ways of doing things? Never has then?

been a more important time to think about how we see the world.

\41



Paradigm Principals with Joel Barker = Discussion Option 1

SHOW THE VIDEO

As the facilitator, you should watch the video with ce, even if you've seen
it before. You might see something you missed. And your actiohs will speak louder

than any words—that watching the video and

W is important. You are

the role model.

WHEN THE VIDEO IS OVER

When Paradigm Principles \s ove
the lights. This will give t
Invite the participants

video and write do

PérSonally welcome as many peo ossible before the program.

2. Talk with people, not to themhW hey speak, listen. People can tell if you

are engaged.

3. Ifyou ask a ques o e for someone to answer. If you are patient and
welcoming ne espond.

4. Invol a ce as much as possible when answering questions that come
up e discussion. Hold your answers and stories as a backup.

main open and flexible. The discussion may take an exciting turn you had

sidered.
ct the participants decide for themselves what is important about the
video. Save your personal insights for emphasizing, validating, clarifying and

summarizing.

7. Make a mental note of important points. Look for opportunities to relate back

to those points as the discussion progresses. Credit the person for the insight.

\41



Paradigm Principals with Joel Barker = Discussion Option 1

8. Learn with your audience. Come with a “beginner’siihind,” open to new

possibilities.
9. Come with a “ready ear.” Nothing keeps ®discussighy moving better than
when people are being heard and they c enuine interest in what

irectly back to the topic being discusscL
nking; long ones can destrV
11.  Avoid heated

debates on Ithough such debates may

they are saying.

10. Guide any side discussions gh#
Brief side discussions can sti

continuity of a grou

people idWolved; unless everyone can participate, the

appe C up.

P DISCUSSIONS

eak the audience into smaller

r some preliminary discussio the groups together to share
erspectives. Have each group se 0 son. This approach allows everyone
dis

¢ involved, and it helps move

haye a larger group (50-100), youdWay mant t
b

ion along.

ChartHouse would li nk Debbe Kennedy for her suggestions and tips for

the facilitator.

\41
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Paradigm Principals with Joel Barker = Section 2: Warming Up

WORKSHEETS AND OVERHEADS

Masters for copying are included in the Worksheet ead Masters section. If

you would like a free computer disk of 8.5 x 11 worksheets and6verheads, please call

S
N

ing Paradigm Principlesyou meg@lead a discussion on one topic.
¢

ChartHouse at 1-800-328-3789.

OPTION I WORKSHEETS:

Discussion Journal

?

Topic 1—What are paradi

Topic 2—The Par

Topic 3—Gqi

Topic 4 ibility Question

SSION TOPICS

EacW'topic in Option 1 requires m s per topic. Choose the topic that

st fits your organizations needs!

Topic 1
Topic2 Th rve

i life span of our paradigm?
Topic 3 Back to Zero

Our old strengths offer little protection against the new world.

ic 4 The Impossibility Question
0 Search for new paradigms in our organization.

\41
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Paradigm Principals with Joel Barker = Discussion Option 1

HOW TO USE THE TOPIC OUTLINE

1. Why this is important. Let participants know hat the topic is and
why it is important. People usually are more receptive to¥a discussion and

willing to share insights and experiences 1 und@rstand the basic message

and point of the activity.

aterial (most of the informatien i

» you facilitate the activity. It reviews

\41
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Paradigm Principals with Joel Barker = Discussion Option 1

Topic 1: What Are Paradigms?

Paradigms affect how we view the world

WHY THIS IS IMPORTANT

Paradigms affect us in nearly every lives. By understanding the ¢

of paradigms, we can better unde boundaries and the rules of how we do

things and how we view the world

we view the world.

Overhead: Paradigms

Paradigm ¢ Greek word paradeigma,

ich si eans a model or
ms:

pattern{Bhe wing are examples of words for par

odel
° outines
Pdttern
. ustoms Rituals

They range from “theory,” which i y chiallengeable, to “ritual,” which is very
unchallengeable. Take th

a ShOWCl‘ cvery morni

” for example. A routine, like taking

ou wake up, is something you do every day, but

could be challenge for work. (For more words for paradigms, see
Paradigms: Th s of Discovering the Future ov Future Edge: Disco vering the
New Paradigm y Joel Bar ker.)

Joel Bar es a paradigm as a sct of rules and regulations (written or unwritten)
that does twolghings:

S ome of the rules establish the edges or boundaries of a territory.

e rest of the rules tell us how to act within those boundaries to achieve
some measure of success. For example, when we say, “Let me show you how

we do things around here,” we are giving rules that tell us how to act.

\41
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Paradigm Principals with Joel Barker = Discussion Option 1

STORY FROM VIDEO

“The Swiss had dominated the watchmaking industr th century. Best
estimates were that they captured close to 9o percent of the pretfits. Then in 1968

they were shown a revolutionary new watch. It ,ooofflmes more accurate than

a mechanical watch. But that accuracy was t u e real revolution. Inside

the watch was just one moving part, a's ic step motor to drive the ha
around the face. It was the first cle i watch in the world.

“So how did the Swiss watchmakers this marvelous invention?

concerned over some key pafgy that were missing. For instance, where w.

Where were all the beari

re was the main spring? The watc

t ical, managerial, service, sales, a
Hand out worksheet: What are

“Businesses are a forest of ey have sales paradigms, marketing
paradigms, R&D paradi@s,apanagement paradigms and so on, each with their own

boundaries and each eir rules for success.”

1. Inecachg the boundaries in your field of expertise.
Examp
Let’s t some of the boundaries in a certain type of sales department.

is is how this particular department chooses to operate:

ost of their sales leads come from direct mail.
ey rely on the telephone to discuss their programs with customers.

Customers can sample the product before choosing to buy.

\41
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Paradigm Principals with Joel Barker = Discussion Option 1

2. What are the rules that can help increase the likelih@od of success in your

group s field of expertise. Rules can be formal own) and informal

(unspoken or implied). How do these rules help you sol¥#¢ problems?

Example: V
* Polite, courteous behavior
* Send out order promp
* Offer lifetime replacg @ oduct
M

For more information on t a paradigm is, see the business of pa
program with joel bar hartHouse int’l learning at 1-§,
Topi \’;radigm Curve ! S

?

at1 span of our paradigm?
WHY THIS IS IMPORTANT @

e paradigm curve describes theVlife spaaf a paradigm. We can use it to chart the

prevailing paradigm in ou owing our location on the curve helps us

think about our future s us important indicators for anticipating the future.

Overhead: Wha

of our paradigm ?

aradigm curve worksheet and review the life span of a paradigm:

e area on the curve when we figure out what the new rules are, so not

problems can be solved during this time. It’s the rule clarification phase.”

hase: “Where problem solving really takes off because you know enough of the
rules to be effective and you get better as you solve more problems. This is where we
should begin to look for new paradigms, because it’s when we are the most successful

at the prevailing paradigm.”

\41
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Paradigm Principals with Joel Barker = Discussion Option 1

C Phase:  “Problem solving slows down because as we ar

are always putting off the more difficult problems. W
have run out of the easy ones, so only the toughest problem

willing to listen to a new paradigm only in the Cgphase and often only when we are in

crisis.”

STORY FROM VIDEO k
The last half century of Swiss wat an be plotted on the A, B C phase

of the paradigm curve.

A Phase.  Quartz gatchitec gy was in the A phase from the 8

research lab develope t quartz watch in 1968 until ifw ialized by
Seiko, a Japap€8e cgpany. The Swiss watchmakers were n @ d because the

quartz te i fit their well-established rudes for wa

B Phase. he

me watch when the quartz wa oduced by its researchers. The

iss watchmaking industry wa dle to late B phase of

dominated the mechanical watc time. Sixty-five percent of all
old in the world were man itzerland. They had constantly
improved the mechanical watch s like sweep second hands, auto

rewind and waterproofing techno

C Phase.  Today, the jcal watch is still being made in Switzerland, but it
is in the C Phase. Me wafehes today have less to do with keeping time and
more to do with sh e time-keeping problems still on the shelf for

mechanical w ult and complicated to solve with the old technology.

ACTIVITY

the participants into small groups according to department or area of expertise.
out worksheet: The Paradigm Curve

Where is our industry’s prevailing paradigm on the paradigm curve? Is
someone challenging the current rules? Does anyone think they see a

paradigm shift coming?

Example: Are we just starting to develop a new way of solving problems? Then we

are in the A phase. If we are solving problems with efficiency and effectiveness, then

\41
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Paradigm Principals with Joel Barker = Discussion Option 1

we are in the B phase. I four problems are very sophisticaged and subtle, expensive

and extensive, we are in the C phase.

2. Discuss your department’s paradigm and locagion on the paradigm curve.

ent on a master paradigm
of the curve or are they sprea
an for our organization?
4. Inyour personal ficls expertise, where are you on the paradE’ V

3. Let’s plot all of the paradigms for
curve. Are all the paradigms iz

in all three phases? What dg

Topic 3: GO1 ack to Zero

“Our ol \, er little protection against the

paradigm shifts, everyone go to ) says Joel Barker. That means
rengths and what we’re go & or nothing when a paradigm shifts.

Overhead: “Our old stren ¢ protection against the new -world

world”

BACKGROUND
Regardless of tion was with the old paradigm—No. 1 in market share,
technolo reputation—you are back at the starting line with the new

paradi ests that no one can stay on top forever.

GM, who thought total quality wasn’t for them. Or IBM, who considered

al computer as little more than a toy. Or Sears, who certainly wasn’t afraid

\41
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Paradigm Principals with Joel Barker = Discussion Option 1

STORY FROM VIDEO

“Rachel Carson’s book. Silent Spring, catalogued th at was then being
done to the natural ecosystems—from tidal pools to grasslands] to mountain

forests. Within 10 years, century-old ways of d hin me to a screeching halt.

Everyone was put back to zero.”

Her ideas affected the largest car the leader in chemical techno
the oldest paper mills, the most p arms. It didn’t matter what their

strengths were at the time.
ACTIVITY

1. Iden

t were our

n the paradigm shifted?

t the time the Apple

BM held more than 60 percent
own software and used its o wn sales for hich was the best in the business.

2. Today, what are o try’s main strengths? What we are really good at?

Does anyone see igafRhift on the horizon coming our way that could

render tod ng elevant?

Topic 4:Bhe Impossibility Question

pew paradigms in our organization

Y THIS IS IMPORTANT

Asking the impossibility question is the quickest way to begin talking about
paradigm shifts in our organization. It can generate a surprisingly powerful set of

answers to help us in our search for new paradigms.” By going outside our

\41
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Paradigm Principals with Joel Barker = Discussion Option 1

boundaries of what is possible and thinking at a level of ffihdamental change, we are

talking about paradigm shifts.

Overhead: Search for new paradigms in our organization.

BACKGROUND

only plac
develop{Bhe

sh impRove olir organization in a significan

ROM VIDEO

In th¢ video, Joel Barker points t om the past. “It is impossible to stop

our production lines to fix defect s, he says. “Of course, this impossibility
was before total quality a improvement. We really thought it was

impossible to stop the li fix theproduct. Now we look back and laugh at what

ts into small groups representing different departments.

ist “impossibilities” that could fundamentally change your organization or

ent for the better. Remember, “fundamental” means “not trivial.”

“impossible “example from the recent past: a machine that you could just put the raw
terials into—flour, oil, sugar, salt, yeast, whatever— and dial the food to beprvduced.

e automatic bread machine is the result of asking this “impossibility” question

\41
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Paradigm Principals with Joel Barker = Discussion Option 2

DISCUSSION OPTION 2 (3-4 Hours)

For the Facilitator

nciples. All you need to provide is a short
introductory stateme ossible opening is personal and meaningful to
your audience. T, mple opening will help you think about your own

style and the eds.

Sample Q ctory statement:
We all knowWlghat we are experiencing fundamental change in our industry, which
using us and our competition to re-examine how we do business. To help us
our attitudes toward change and how we can remain competitive, we

t to share a thought-provoking video with you.

e are passing out a discussion journal. Take a moment to review the list of things
to look for in the video. You may want to take some notes. Following the video,
we will give you a few minutes to reflect on what you saw. Then we’ll take time to

share our different perspectives.

How do we view change? New ideas, new ways of doing things? Never has there

been a more important time to think about how we see the world.

\41
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Paradigm Principals with Joel Barker = Discussion Option 2

SHOW THE VIDEO

As the facilitator you should watch the video with y ce, even if you've seen
it before. You might see something you missed. And your actiohs will speak louder
than any words—that watching the video and eng is important. You are

the role model.

WHEN THE VIDEO IS OVER

When Paradigm Principles is, ovs y for a few seconds before you turn on

the lights. This will give the parti e to make the transition todldiscussio
Invite the participants to t what sV

cir thoughts in their discussion

welcome as many people ore the program.

os
ith people, not to them. ey speak, listen. People can tell if you

¢ engaged.
3. for SQfcone to answer. If you are patient and
4 ch as possible when answering questions that come up
ur answers and stories as a backup.
5 ble. The discussion may take an exciting turn you had
6. cipants decide for themselves what is important about the

our personal insights for emphasizing, validating, clarifying and
mmarizing.
mental note of important points. Look for opportunities to relate back

those points as the discussion progresse. Credit the person for the insight.

Learn with your audience. Come with a “beginner’s mind,” open to
Y g

new possibilities.

9. Come with a “ready ear.” Nothing keeps a discussion moving better than when
people are being heard and they sense your genuine interest in what they

are saying.

\41
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Paradigm Principals with Joel Barker

I0.

LARGE GROUP DISCUSSIONS

= Discussion Option 2

Guide any side discussions that arise directly back to ¢he topic being discussed.

Brief side discussions can stimulate thinking; | s can destroy the

continuity of a group discussion.

Avoid heated debate. Paradigm Principle ers oppertunities for interesting
debates on many topics. Although suc a seem urgent to the few
people involved, unless everyone ¢, they seldom have wide

appeal to a large group.

If you have a larger group (§8:100), you may want to break the audie

groups for some preli ussion. Then bring the groups t

perspectives. Have

to be involved,

WORK OVERHEADS

OPTION 3 WORKSHEETS:
Topic 1—What are paradi
Topic 3—Going Back

Topic 4—The I ili

DISCU

ve the discussion along.

g are included in the Worksh rhead Master section. If
a free computer disk of 8.5 cets and overheads, please call
use at 1-800-328-3789. Q

scussion Journal

7/

The four to in Option 2 require 30 to 45 minutes per topic. By discussing them

er, you can lead a discussion that builds on the insights gained discussing the

: What are paradigms? Paradigms affect how we view the world.
pic 2: The Paradigm Curve What is the life span of our paradigm?
opic 3: Going Back to Zero Our old strengths offer little protection

against the new world.
Topic 4: The Impossibility Question Search for new paradigms in our
organization.

ChartHouse Int'l learning would like to thank Debbe Kennedy for her suggestions amd tips for the facilitator.

\41
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Paradigm Principals with Joel Barker = Discussion Option 2

HOW TO USE THE TOPIC OUTLINE

1. Why this is important. Let participants kno what the topic is and
why it is important. People usually are more receptive to¥a discussion and
if th

willing to share their insights and experie nderstand the basic

message and point of the activity.
2. Background. Reviewing the b aterial (most of the informagi
clp you facilitate the activity, It reviews

and highlights the paradigm that the activity is built o

life for

n. It’s

story from the video brings the

ew the story as a warm-up to t scu
g

talking

ome insights they can apply
ed to get people talking

partments and themselves.

\41
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Paradigm Principals with Joel Barker = Discussion Option 2

Topic 1: What Are Paradigms?

Paradigms affect how we view the world

WHY THIS IS IMPORTANT

Paradigms affect us in nearly every lives. By understanding the ¢

of paradigms, we can better unde boundaries and the rules of how we do

things and how we view the world

Overhead: Paradigms

we view the world

Paradigm ¢ Greek word paradeigma,

ich si eans a model or
homs:

pattern{Bhe wing are examples of words for par

. odel
tines

° attern

e Customs

e Rituals

They range from “theotgfdwhichéi® very challengeable, to “ritual,” which is very
e

unchallengeable h ‘routine” for example. A routine, like taking a
shower every ou wake up, is something you do every day, but could
be challe ion if you are late for work. (For more words for paradigms,

see Par he Business of Discovering the Future or Future Edge: Discovering
the New Patadigms of Suecessby Joel Barker.)

@ defines a paradigm as a set of rules and regulations (written or unwritten)

does two things:
Some of the rules establish the edges or boundaries of a territory.
2. The rest of the rules tell us how to act within those boundaries to achieve

some measure of success. For example, when we say, “Let me show you how

we do things around here,” we are giving rules that tell us how to act.

\41
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Paradigm Principals with Joel Barker = Discussion Option 2

STORY FROM VIDEO

“The Swiss had dominated the watchmaking industr th century. Best
estimates were that they captured close to 9o percent of the pretfits. Then in 1968

€S more accurate than

they were shown a revolutionary new watch. It ,000,

a mechanical watch. But that accuracy was t u e real revolution. Inside
the watch was just one moving part, a's

ic step motor to drive the ha
around the face. It was the first cle i watch in the world.
“So how did the Swiss watchmake to this marvelous inventiog@I hey were
h
0s

concerned over some key s that were missing. For instance, whe

gears? Where were all gs? Where was the main spring2

nothing that those were great at making. This cou

: ! SE

ifide the participants into small group§of people similar areas of expertise
1, managerial, service, sales, admidiStragOh, for example).

q gn

entire in y.

d out worksheet: What are p ig

“Businesses are a forest igms. They have sales paradigms, marketing

paradigms, R&D para ement paradigms and so on, each with their own

boundaries and own rules for success.”

1. Descri e daries in your field of expertise.
Examp ook at some of the boundaries in a certain type of sales department.
This is how epartment chooses to operate:

ost of their sales leads come from direct mail.
They rely on the telephone to discuss their programs with customers.

Customers can sample the product before choosing to buy.

\41
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Paradigm Principals with Joel Barker = Discussion Option 2

2. What are the rules that can help increase the likelih@od of success in your

group’s field of expertise. Rules can be formal own) and informal

(unspoken or implied). How do these rules help you sol¥#¢ problems?
Example:
e  Polite, courteous behavior

o Offer lifetime replacement @ ~

e  Send out order promptly

3. Now, let’s see wh ople think your rules are. Divi

people from differ ents. Each person in the grou
or three pegple o our department tell you wh
are. Aregdlicreditles you didn’t even realize existed?
way \ d?
r more rmation on what a paradigin 1s; business of paradigms,
eoprogram with joel barker. C use Int’] Learning at

Q 28-3789 \

\41
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Paradigm Principals with Joel Barker = Discussion Option 2

Topic 2: The Paradigm Curve

What is the life span of our paradigm?

WHY THIS IS IMPORTANT

The paradigm curve describes the lif

aradigm. We can use it to ch
prevailing paradigm in our indus ng our location on the curve helps us

think about our future and gives U t indicators for anticipati e future.

Q

the Ii of a paradigm:

Overhead: What is th

of our paradigm?

Let’s loo curve worksheet and revi

A e: e aréa on the curve when we figur e new rules are, so not

ny p can be solved during this ¢ rule clarification phase.”

" “Where problem solving rea ecause you know enough of the
rulc$'to be effective and you get bt ve more problems. This is where we
should begin to look for new paradigms,B@eause it’s when we are the most successful

at the prevailing paradig

C phase: “Problem so owgfdown because as we are working up the B phase we
are always putti e ifficult problems, When we get to the C phase, we

have run out , so only the toughest problems remain. Usually we are
willing to toaiew paradigm only in the C phase and often only when we are

in crisi

st half century of Swiss watchmaking can be plotted on the A, B and C phases

the'paradigm curve.

A phase. Quartz watch technology was in the A phase from the time a

Swiss research lab developed the first quartz watch in 1968 until it was commercialized
by Seiko, a Japanese company. The Swiss watchmakers were not interested because the

quartz technology didn’t fit their well-established rules for watchmaking.
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B Phase. The Swiss watchmaking industry was in the middle to late B phase of the

mechanical watch when the quartz watch was introd its researchers. The

Swiss dominated the mechanical watch industry at the time"8ixty-five percent of all

watches sold in the world were manufactured iggSwitzerland. They had constantly

improved the mechanical watch by adding dfiags p second hands, auto

rewind and waterproofing technology.

~

¢ problems still on the shelf fo hani

C Phase. Today, the mechanical
the C Phase. Mechanical watches
to do with high fashion. T

watches are difficult and co

g made in Switzerland, but

less to do with keeping time and more

icated to solve with the old technology:

ACTIVITY
Divide thefpart to small groups according tgdepart arca of expertise.

H outWorksh€et: The Paradigm Curve

1. here is our industry’s prevailinggaradigm onéthe paradigm curve? Is
sgicone challenging the curr ? Do€¥ anyone think they see a

aradigm shift coming?

Example: Are we just starting to déyelop aiew way of solving problems? Then we

are in the A phase. If we afe so lems with efficiency and effectiveness, then

we are in the B phase. oblems are very sophisticated and subtle, expensive

and extensive, we are in

2. Disc r tment’s paradigm and plot its location on the paradigm curve.
3. Letsp | of the paradigms for each department on a master paradigm
rve. Are all the paradigms in one phase of the curve or are they spread out

ree phases? What does that mean for our organization?

your personal field of expertise, where are you on the paradigm curve?
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TOPIC 3: Going Back to Zero

“Our old strengths offer little protection against the new wor

WHY THIS IS IMPORTANT

“When a paradigm shifts, everyone g zero, says Joel Barker. That

our strengths and what we’re goo ittle or nothing when a paradigm shifts.

Overhead: “Our old stren

offer little protection against the new dferld

BACKGROUND
Regardless o

technolo

STORY FROM VIDEO
“Rachel Carson’s book.

ring, catalogued the damage that was then being
om tidal pools to grasslands, to mountain
-old ways of doing things came to a screeching halt.

Everyone was

Her id

the oldest mills, the most productive farms. It didn’t matter what their

d the largest car manufacturer, the leader in chemical technology,

th were at the time.
TIVITY
vide participants into small groups. Hand out the worksheet: Going back to zero.

1. Identify the most recent paradigm shift in our industry. What were our

industry’s strengths that were made irrelevant when the paradigm shifted?

Example, in the mainframe computer industry, the personal computer was a

paradigm shift that made IBM’s strengths irrelevant. At the time the Apple
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IIpersonal computer was being developed in 1977, IBM more than 6opercent
share of the world computer market, one of its main s. IBM also wrote its
own software and used its own sales force, which was the the business.

2. Today, what are our industry’s main str s? at we are really good at?
Does anyone see a paradigm shift n coming our way that coul
render today’s strengths irrele

3. What are your strengths in cd Of expertise that would be refidered

Topic 4: e Mnpossibility Question

irrelevant if your curs paradigm shifted? E

Search ne radigms in our organization
THIS IS IMPORTANT
¢ impossibility question ist esyvay to begin talking about
radigm shifts in our organizati n ate a surprisingly powerful set

a )
of answers to help us in our searchifor n aradigms.” By going outside our

boundaries of what is possi king at a level of fundamental change, we are
talking about paradig 1f
Overhead: Searc, ew igms in our organization.

question is phrased like this: What is impossible to do today, but if

d be don¢, would fundamentally change our organization for the better?

ead: “What is impossible to do today, but if it could be done, ‘wouldfunda-

ntally change our organization for the better?”

here are two key words in that question. When you ask what is “impossible,” the
only place to get an answer is outside your boundary. That’s where new paradigms
develop. The second keyword is “fundamentally” change, not trivially change. It

should improve our organization in a significant way.
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STORY FROM VIDEO

In the video, Joel Barker points to an example from
our production lines to fix defective products,” he says. “Of cotirse, this impossibility

was before total quality and continuous impro t. Welpeally thought it was

impossible to stop the line and fix the produ o ook back and laugh at what

we thought was impossible in manufac

ACTIVITY

Divide participants into s groups representing different depart

1. List “impossibaliti Id fundamentally change your on or
departmen r. Remember, “fundamental; ”
An “impossiBlex om the recent past: a machine Id just put the

raw mat er— and dial the food to be

1, oil, sugar, salt, yeast, wh

produce h matic bread madiine is the

q

king this “impossibility”

“impossibilities” that co megtally change your career for

e better.

Example: Remember this impossi ding and receiving messages

electronically without leafing e?

Q&
&
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DISCUSSION OPTION 3 (Full-day)

For the Facilitator

-minute video and have time

e discussion topics. Each

of the previous topic. By the time
¢ life span of their industry’s pa d their own paradigms, what happens
when a paradigm shifts, a k for new paradigms in their organization.
A discussion of the fo ciplé®builds a framework so you can help your
organization be the dynamics of a paradigm shift by answering

four question

ew paradigms appear? Who brings new paradigms?
e  How came benefit from paradigm shifts?

hat happens to us when a paradigm shifts?

TRODUCE PARADIGM PRINCIPLES

e video begins with an exemplar, a timeless story about change that captures the
fundamental messages of Paradigm Principles. All you need to provide is a short
introductory statement. The best possible opening is personal and meaningful to
your audience. The following sample opening will help you think about your own

style and the participants’ needs.
y p p
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Sample introductory statement:
We all know that we are experiencing fundamental ¢ c\ih our industry, which is
causing us and our competition to re-examine how we do ss. To help us focus

on our attitudes toward change and how we caggemain competitive, we want to

ent to review the list of things
notes. Following the video,
give you a few minutes to reflect saw. Then we'll take timctosha@
as, new ways of doing things? e
to think about how we see thb

ience, even ifyou’ve seen

share a thought-provoking video with you.

We are passing out a discussion journal.

look for in the video. You may wa

different perspectives.

How do we view chan

been a more imp

tor you should watch the video wi
ight see something you m our actions will speak louder

ny,words—that watching the vidg@andybei gaged is important. You are

odel.

WHEN THE VIDEO IS OV,

When Paradigm Princi ver, sit quietly for a few seconds before you turn on
the lights. This will gt

Invite the partici ot

video and wri f their thoughts in their discussion journal.

our discussion have meaning and insight for everyone:

Personally welcome as many people as possible before the program.

2. Talk with people, not to them. When they speak, listen. People can tell if you

are engaged.

3. Ifyou ask a question, allow time for someone to answer. If you are patient and

welcoming, someone will respond.
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4. Involve the audience as much as possible when answering questions that come

up during the discussion. Hold your answers as a backup.

s.  Remain open and flexible. The discussio y take an exciting turn you had

not considered.

6. Let the participants decide for the is important about the
video. Save your personal insi emphasizing, validating, clarifyi
summarizing.
V
¢ e
person for thegd

8. wigh'youyau ce. Come with a “beginner @ en to
new pos es
9. Comgwi yready ear” Nothing keeps a S moving better than when
¢ being heard and they sense your terest in what they
re saying.
e

any side discussions tha ack to the topic being discussed.
rief side discussions can sti
continuity of a group discus
11.  Avoid heated deba aradi inciples offers opportunities for interesting
debates on man ié§"Although such debates may seem urgent to the few
people invol n yone can participate, they seldom have wide

appeal to

7. Make a mental note portant points. Look for opportuniti

discussion progresses with othe

back to those poi

a ec
t g; long ones can destroy the

LARGE GR! DISCUSSIONS

ave a larger group (50-100), you may want to break the audience into smaller

some preliminary discussion. Then bring the groups together to share
beInvolved, and it helps move the discussion along.

ChartHouse int’l learning would like to thank Debbe Kennedy for her

suggestions and tips for the facilitator.
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WORKSHEETS AND OVERHEADS

Masters for copying are included in the Worksheet ead Masters section. If
you would like a free computer disk of 8.5 x 11 worksheets and6verheads, please call

ChartHouse at 1-800-328-3789 and we’ll send disk,

OPTION 3 WORKSHEETS: e
Discussion Journal

Topic 1 —What are paradigms?

Topic 2—The Paradigm Cfixe V
Topic 3—Going Back é

Topic 4—The Impgssib
; x%cs per topic. By discussing them
t

in order, you can lead a discussion s on the insights of the previous topic.

Topic s—Paradj

Topic 1: What are Par igms affect how we view the world.

Topic 2: The Paradig ve hat is the life span of our paradigm?

Topic 3: Goin Zero' Our old strengths offer little protection against the

new world.

ility Question  Search for new paradigms in our

pic 7: The Outsider Principle 2; The person who is most likely to shift your
aradigm will be an outsider.

Topic 8: Paradigm Pioneering Principle 3; You don’t have to be the paradigm
shifter to get all the advantages.

Topic 9: See the World Anew  Principle 4; Our old paradigms keep us from seeing
new paradigms.
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HOW TO USE THE TOPIC OUTLINE

1. Why this is important. Let participants kno what the topic is and
why it is important. People usually are more receptive to¥a discussion and

willing to share stories if they understan asicgdessage and point of the

activity.

2. Background. Reviewing the b aterial (most of the informagi
» you facilitate the activity. It reviews

and highlights the paradigm that the activity is built o

tory from the video brings the life for
ew the story as a warm-up to thediscusston. It’s
tional way to get participa g talking

point, participants should ha me insights they can apply

igms’in their lives and workplace. irics are designed to get

ization, their department and

emselves.

ne reason people resist. cs for each principle end with a

reason people resist new par lp participants understand that these

new paradigm. Yet, if they do, they’ll be

are “logical” reasons

ignoring their fut

&
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Topic 1: What Are Paradigms?

Paradigms affect how we view the world

WHY THIS IS IMPORTANT

Paradigms affect us in nearly every lives. By understanding the ¢

of paradigms, we can better unde boundaries and the rules of how we do

things and how we view the world

we view the eworld

Overhead: Paradigms

eans a model or

Paradigm

patternBhe

. odel
° tines
attern

e Customs

e Rituals

arker defines a paradigm as a set of rules and regulations (written or unwritten)

es two things:

1. Some of the rules establish the edges or boundaries of a territory.

2. The rest of the rules tell us how to act within those boundaries to achieve
some measure of success. For example, when we say, “Let me show you how

we do things around here,” we are giving rules that tell us how to act.
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STORY FROM VIDEO

“The Swiss had dominated the watchmaking industr th century. Best
estimates were that they captured close to 9o percent of the pretfits. Then in 1968

they were shown a revolutionary new watch. It ,ooofflmes more accurate than

e real revolution. Inside

a mechanical watch. But that accuracy was t u
the watch was just one moving part, a's ic step motor to drive the ha
around the face. It was the first eleceromi watch in the world.
Q o this marvelous inventio hey wer
Oy
a
0SS

s that were missing. For instance, wher
heir entire

“So how did the Swiss watchmake

concerned over some key

gears? Where were all s? Where was the main spring?

ere great at making. This cou

~

nothing that those

future of watch iccted the idea because it didy

So

a watch was And with that decision, they gave a

industry, \
I 4§
ifide the participants into small group§of people similar areas of expertise
1, managerial, service, sales, admidiStragOh, for example).
q gn

d out worksheet: What are p ig

“Businesses are a forest igms. They have sales paradigms, marketing

ement paradigms and so on, each with their own

paradigms, R&D para

boundaries and own rules for success.”

1. Descri e daries in your field of expertise.
Examp ook at some of the boundaries in a certain type of sales department.
This is how epartment chooses to operate:

f their sales leads come from direct mail.
ey rely on the telephone to discuss their programs with customers.

Customers can sample the product before choosing to buy.
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2. What are the rules that can help increase the likelilf8od of success in your

group’s field of expertise. Rules can be formal ( down) and informal

(unspoken or implied). How do these rules help you problems?

Example:
e DPolite, courteous behavior

e  Send out order promptly e ‘

Offer lifetime replacement ¢ @

3. Now, let’s see what o

people think your rules are. Divide i

are. Are th idn’t even realize existed?

way yo t

N

pi e Paradigm Curve

e life span of our paradig\@

WHY THIS IS IMPORTA

The paradigm curve de he lifeSpan of a paradigm. We can use it to chart the

prevailing paradigm i . Knowing our location on the curve helps us
think about our an us important indicators for anticipating the future.

Overhead; 1 life span of our paradigm?

ai the paradigm curve worksheet and review the life span of a paradigm:

hdse: “The area on the curve when we figure out what the new rules are, so not

ny problems can be solved during this time. It’s the rule clarification phase.”

B phase: “Where problem solving really takes off because you know enough of the
rules to be effective and you get better as you solve more problems. This is where we
should begin to look for new paradigms, because it’s when we are the most successful

at the prevailing paradigm.”
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C phase: “Problem solving slows down because as we are@@orking up the B phase, we

are always putting off the more difficult problems. W/ get to the C phase, we

have run out of the easy ones, so only the toughest problem ain. Usually we are

willing to listen to a new paradigm only in the hase and often only when we are

. ey
1n Crisis.

STORY FROM VIDEO \
The last half century of Swiss wat an be plotted on the A, B phase
of the paradigm curve.

C
was in the A phase from the ti Wwiss research

A Phase. Quartz w

Swiss watchmaking industry was i

B Phase.
cha tch when the quartz watch y its researchers. The
dominated the mechanical watc time. Sixty-five percent of all
old in the world were man i itzerland. They had constantly
improved the mechanical watch i s like sweep second hands, auto

the C Phase. Mechani day have less to do with keeping time and more
to do with high e-keeping problems still on the shelf for mechanical
watches are di plicated to solve with the old technology.

ACTIVITY

Q the participants into small groups according to department or area of
On out worksheet: The Paradigm Curve
1. Where is our industry’s prevailing paradigm on the paradigm curve? Is

someone challenging the current rules? Does anyone think they see a

paradigm shift coming?

Example: Are we just starting to develop anew way of solving problems? Then we are

in the A phase. If we are solving problems with efficiency and effectiveness, then we
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are in the B phase. If our problems are very sophisticated@hd subtle, expensive and
extensive, we are in the Cphase.
its loglrion on the paradigm
curve.

3. Let’s plot all of the paradigms ac artment on a master paradi
curve. Are all the paradigm ase of the curve or are they spread out

in all three phases? What do an for our organization?

2. Discuss your department’s paradigm and

ertise, where are you on the p i e’

O

rld”

4. Inyour personal fj

Topic 3 %k to Zero

“Ouggold steeéngths’offer little protection against

Y AH1S IS IMPORTANT
“W a paradigm shifts, everyo al zero, says Joel Barker. That means
our strengths and what we’re goo meaghhittle or nothing when a paradigm shifts.

Overhead: “Our old stgégths offer little protection against the ne-w world.”

Regardles position was with the old paradigm—No. 1 in market share,
techno r, best reputation—you are back at the starting line with the new
paradigm. ests that no one can stay on top forever.

, who thought total quality wasn’t for them. Or IBM, who considered
rsonal computer as little more than a toy. Or Sears, who certainly wasn’t afraid

a gty named Sam.”

STORY FROM VIDEO
“Rachel Carson’s book, Silent Spring, catalogued the damage that was then being

done to the natural ecosystems—from tidal pools to grasslands, to mountain

forests. Within 10 years, century-old ways of doing things came to a screeching halt.
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Everyone was put back to zero.”
Her ideas affected the largest car manufacturer, the leader 1 mical technology,

the oldest paper mills, the most productive fargis, It didn’t matter what their

strcngths were at the time. E

ACTIVITY
Divide participants into small gr out worksheet: Going bacw

1. Identify the mos

industry’s stre made irrelevant when the par

Example: In ¢ aipfra mputer industry, the perso

paradigm sh ad@IBM’s strengths irrele vant. At t

¢ than 6o percent
gths. IBM also wrote its

and used its own sales force, which st in the business.

ay, what are our industry’s ngdk? What we are really good at?
oes anyone see a paradig n orizon coming our way that could

render today’s strengths irrel€gant

3. What are your strefigthsin your area of expertise that would be rendered

irrelevant if your t digm shifted?

Topic e Impossibility Question

q for new paradigms in our organization
Y'THIS IS IMPORTANT

ing the impossibility question is the quickest way to begin talking about

paradigm shifts in our organization. It can generate a surprisingly powerful set
of answers to help us in our search for new paradigms.” By going outside of our
boundaries of what is possible and thinking at a level of fundamental change, we are

talking about paradigm shifts.
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Overhead: Search for neiv paradigms in our organizatio

BACKGROUND

The impossibility question is phrased like th possible to do today, but if

ganization for the better?
but if it could be done, wouldfun-

is “fundamentally” change,

it could be done, would fundamentaily

There are two key wor,
only place to get a

develop. The se

should improff€ ouff6rganization in a significant way.

. “Of course, this impossibility

nt. We really thought it was

impessible to stop the line and figt ow we look back and laugh at what
t

hought was impossible in ma

z ACTIVITY

Divide participa, oups representing different departments.

1. List ies” that could fundamentally change your organization or
de for the better. Remember, “fundamental” means “not trivial.”
An ‘impossi ample from the recent past: a machine that you could just put

materials into—flour, oil, sugar, salt, yeast, whatever— and dial the food to

. The automatic bread machine is the result of asking this “impossibility”

2. List “impossibilities” that could fundamentally change your career for the

better.

Example: Remember this impossibility—sending and receiving messages

electronically without leaving your office?
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Topic 5: Paradigm Flexibility

Question our paradigms purposefully and regularly

WHY THIS IS IMPORTANT
“Paradigm paralysis is a terminal diseasegef cegtainty,” says Joel Barker.

“ ‘Our way is the only way.” “That’s ¢ do things around here.” Tilis kind of

attitude can kill the bigges€@rganization,” he says.
Overhead: Questio s purposefully and regularl:.

BACKGR
“Develofipar xibility—the purposeful and reg@lar questioning of your
paradigm$Raradigm flexibility is really all abo and humility: openness
€o see the world differently th do, and humility based on
t

ct that no one knows everything.
g outside our paradigms.”

STORY FROM THE VIDE

o keep on learning what’s

The Swiss watchmakin y has Been practicing paradigm pliancy with

surprising results. Th e “Swatchmobile,” a small electric car for the new
millennium. Wo tner, they’re applying their skills of miniaturization

and electroni r partner in this project is Mercedes-Benz.

ACTIVITY

into small groups representing departments or areas of expertise. Hand out

aradigm Flexibility

et’s think about our organization. List three times when we didn’t listen to
an opportunity and it hurt us in our industry—when we were late or missed

an opportunity all together.

Example: The greening of industry. Instead of resisting recycling it is more profitable

to do the opposite.
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2. What rules were we following that kept us from seclflg or taking advantage of
those opportunities?

Example. A company that initially resisted using recycled paper in its packaging

believed that recycled paper didn t look as Wcled paper and was

probably more expensive. Therefore it was un;sb

3. What changes can we make @ nization to increase paradigm k
flexibility?

Example: When someone against your paradigm, say “Tell me mege, L o

each other—you’ll hea od ideas. When you hear some out

your field of exper w up on it

Topic \Paradigms
NEIPLE 1
@ aradigms show up sooner \ eded or wanted

WHY THIS IS IMPORTDANT

If we can know when r are going to show up, then we can anticipate

our future with rea curacy. Usually we are not willing to listen to a new
paradigm unti s. But that’s way too late if we want to be in a leadership
position a own future.

Overhead: iple 1. New paradigms shoiv up sooner than they are needed or

C!GROUND

nd out worksheet: When Do New Paradigms Show Up?

Let’s look at the worksheet. The first thing we notice is that the life span of the
prevailing paradigm starts not at o/o, but up a little on the problem -solving axis.
This indicates that a few problems have been solved using the new paradigm, which

also suggests that there may be a way to solve even more problems.
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cly place is for the next
¢ C phase. The need is
-late B, long before

“Now, where on the curve would you guess that the most

paradigm to show up? The logical answer is somewh
there, it seems the right time, but the correct answer is mi

it is needed, long before the need is perceived, since it is long before it is needed,

it surely isn’t wanted by those practicing theggev digm.”

STORY FROM VIDEO k

Dr. Charles Taylor, head of Kena nal, has been experimentin

the “forest of the future” s 1980. He has been secking out the ne

enaf revolution—the use of ken

-

regulations that will |
as the primary raw

Middle to late

best way to

lot of rules about kenaf, but

alize it. When he does that he will he A phase

and into

e into small groups.

hat was the last new par formed our industry or

a
organization? At that time, t e prevailing paradigm? Plot the

prevailing paradigm igm curve. Where on the curve did the new

paradigm first sh paWhy wiasn’t it needed or wanted when it showed up?

2. t paradigm on the paradigm curve. Let’s talk about
will show up on the curve.
3. Pl ier’s or a customer’s prevailing paradigm on the paradigm curve.

Where the new paradigm show up on the curve?

EASON WHY PEOPLE RESIST NEW PARADIGMS

ce'the new paradigm shows up sooner than I need it, I have no reason to look at

r adapt it.
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Topic 7: The Outsider ‘
PRINCIPLE 2
The person most likely to shift your paradigE’Il outsider

WHY THIS IS IMPORTANT

You cannot know who is going to our future. You cannot qu

advance by looking at edud@ion, experience, gender or race. Unless
to listen for and who

and the idea.

all your rationality will tell you

Overhead: Painci

outsider.

time and their reputation

course, they feel they have

ndamental weakness. No wond ider has a natural advantage.

“Remember, paradigm sififterghave nothing to lose and everything to gain by
changing die paradig se are not invested in the present paradigm. That
is their fundame en
Let’s take a categories of outsiders:

Categorgin—A young person fresh out of training

tegory 2—An older person shifting fields
'y 3—Maverick rule-breakers who are always asking questions
ategory 4—Someone who is tinkering with the rules

ORY FROM VIDEO

n the early 1980s, Dr. Barry Marshall was doing his residency at the Royal Perth
hospital in gastroenterology, a field which he knew little about. He asked if he could
do some research and was directed to Dr. Robin Warren, a pathologist, who had
found some bacteria where they weren’t supposed to be—in the stomach. So Barry

Marshall did some research on those bacteria. His research broke the two dominant
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the stomach because of

rules in the old ulcer paradigm—that nothing could live

the extreme acid environment and that ulcers are cau tress.

“In 1984 Dr. Marshall began going to medical tings to tell experts in the field

that their paradigm was plain wrong, and ¢t evidence of 200 cases,

they could effect permanent cures with simple iciies. And he was ignored. It
wasn’t until a full 10 years later that he re rsement from a major health
association.
“Why? Because Dr. Marshall was n d in the field he was revoluti ing.
result he had no credibility.- e was an outsider.” E

ACTIVITY
Divide in oufs. Hand out worksheet: "TheOutsi

exaniples where an outsider had a our industry.

clectronic spreadsheet wasg by an accountant or a

hool guru. It was develope puter programmer on his Apple

er. He relied on an accounti make sure he was doing it right.
Q 2. Discuss rules for trea; iders. Who has the right to have new ideas in

re the Characteristics of these people?

Example: At one F pany, you had to ha ve a Ph. D. before anyone
anizations, you can’t have a good new idea unless
you ve been th ree years. Some companies accept ideas from people
or depar s “creative. “It’s important to note that these rules are not

written

se, none of this has happened to anyone here—right? Has anyone here
ver had an idea rejected because you were an outsider? What kind of outsider
ere you? A young person out of training? A maverick? Which role did you

play? Has anyone here rejected an idea because it came from an outsider?

4. Let’s write new rules for how we should treat outsiders and their ideas.

Example: Invite opinions outside our department, hire people with outside

experience, read outside our Held of expertise.
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Paradigm Principals with Joel Barker = Discussion Option 3

ONE REASON WHY PEOPLE RESIST OUTSIDERS

Since the outsider doesn’t know anything about my why should I listen?

They have no credibility.

Topic 8: Paradigm Pionecgi e A

PRINCIPLE

You don’t have to crea

icm shift to gain its benefits

WHY THIS

Paradigm
shift— r

very paradigm
en though paradigm shifte the discovery, they almost

orc'help to make it successful. If ioneer the paradigm

al ne
ft, t all the advantages.
r : Principle 3. You don’t haye te radigm shift to gain its benefits
E BACKGROUND

Paradigm pioneers are ones who j0in carly in the development—Phase A—of

a paradigm and bring icalfass of brains, money and energy to drive the

paradigm into P
You can r ize digm pioneers by three attributes:

o Courage=sto be able to stand up to the pressure their peers are going to put

them to keep them from deserting the prevailing paradigm.

tuitive judgment—the ability to make a decision with incomplete

information. “I'm going to do this because it feels right.”

e Commitment to the long term—pioneers are comfortable knowing that the

shift may take from five to 10 years.

Paradigm pioneering is the least expensive, most accessible route to revolutionary

change.
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Paradigm Principals with Joel Barker = Discussion Option 3

STORY FROM VIDEO

“How about privatizing the social security system by ension fund that
would invest retirement money in the stock market? Then as the market grows, so

does the value of the pension. Clearly this is a igm t. But, like many other

paradigm-shifting ideas, this one sat on the s

des. Then a group of young
economists from Chile went to the Uni icago and began implementi
the idea in Chile in 1981. As of the i 5, pension funds had $22 bill

were pouring Sizo million per m he Chilean economy. Is it fail-safe? O

course not. If it were safe it would

ACTIVITY

Divide particip in groups. Hand out workshee é

1.  Hav any ideas from outside ourgorganiza

we

neering

f so, what have

able us to respond to these ngw i

0, a Japanese company, pionecged atch, a technology

E .
ente e Swiss. Seiko was courageofis ¢ market a new product with
i magket information toga on.
2. If we haven’t pioneered any i rom outside our organization, why
not? What keeps us ing to these ideas?

Example: We require t ta before we make decisions.
3. Whatca ion do to become better at pioneering?
Example; t , ha ve courage, be committed to the long-term.

N WHY PEOPLE RESIST PIONEERING

se pioneers use intuition to make decisions, there is no factual proof that they
o ing the right thing. I'll just wait until the facts are in because it’s safer.
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Paradigm Principals with Joel Barker = Discussion Option 3

Topic 9: See The World Anew ‘
PRINCIPLE 4
Your old paradigms make it difficult for you Ec aradigms

WHY THIS IS IMPORTANT
When you can see a new paradig remendous leverage becausefithe first
problems you solve with tf@lnew paradigm are the problems you coud@a’t s
the old paradigm.” Im advantage in your industry.
0

Overhead: Prin . Id paradigms make it difficu, new

paradigms.

Overhe irstproblems you solve with the newiparadigm are the problems you
couddn’t s@le with the old paradigm.
“What is perfectly obvious to a p %adigm may be totally

imperceptible to someone with a differe radigm. It’s easy to miss important

information if you don’t m for seeing it.

“We need to understan all gAradigms act as perceptual filters through which we
eo

view the world.

er is to sort, to select. So any data that doesn’t fit the
rules of our p ard time getting through our filters. In fact, sometimes
we don’t 1. Data that does fit our paradigms comes through our filters

with gr and refinement.

often explains how fair-minded people with different paradigms can have such

disagreements. When you shift your paradigms, you quite literally see the

»
d ancw.

ORY FROM VIDEO

“In Bev Doolittle’s painting “On Sacred Ground,” we saw a rider galloping through a
forest of birch trees. What is the man fleeing from? Doolittle has given us the answer
if we can only see it. When we outline the images, we can see eagles and the man in
the trees. We can still see the images even when we remove the help lines. In fact,

we’ll never not see the images again.

\41

51



Paradigm Principals with Joel Barker = Discussion Option 3

ACTIVITY

Divide into small groups. Hand out worksheet: 'Seet rld Anew'

1. Let’s talk about times when our organizat aid, ‘dbcan’t be done,” and

digm shifter and were able t
despite our old paradigm?
aradigm shift? Is it true that the first @iob
ou couldn’t solve with the old i an‘you

evels of tolerance. Has anyone here @ d a paradigm

deba saw an issue through your paradig and the person

someone else did it.

2. Or was there a time when we

advantage of seeing the new

3. Who has experience
solved were the p,

share an exam

4. Let’s talldabo

yoliWerc@iguing with was looking through théigjparadigm filter? Where you

id, u juSt don’t understand” or “I can

SON WHY PEOPLE RESI PARADIGMS
I really can’t see what you're talkj y should I believe you?
For information on Bev t, as seen in Paradigm Principles, and for

information on limite igion fine=art prints, call 1-800-243-4246.

you're talking about.”

&
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= Background-Stories From the Video

Paradigm Principals with Joel Barker

BACKGROUND STORIES

Background On Watchmakers

Time marches on

When Swiss watchma d the quartz watch, they ignore
he watch industry. Sixty-five

o
de in Switzerland, and close to

In 1967, the Swi
sold in the w,

profits be

iss watchmakers.

ned their success through outstan
iled to see the significance of

s were constant innovators

s just one moving part, an electric step

ce. The mainspring, gears and bearings were

inding. It was 1,000 times more accurate than a

: the new watch didn’t fit the Swiss definition of a watch. The

viss watch industry felt so certain that the quartz watch had no

future that they didn’t bother to patent the technology. And they exhibited it as a
at the World Watch Congress. There representatives of Seiko, a Japanese

d Texas Instruments, a U.S. company, recognized that the new watch

potential to revolutionize the industry.

1968, both Seiko and Texas Instruments produced quartz watches. Within 10
years, the Swiss empire had collapsed. Their market share plummeted to less than 10
percent. They laid off more than 50,000 of their 65,000 watchmakers—an economic
catastrophe for a country the size of Switzerland. By 1977 Japan had became the No.

1 watchmaker with more than 30 percent of worldwide watch sales.
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Paradigm Principals with Joel Barker = Section 7: Transcript

Background On Kenaf ‘

Stalking a new paradigm for pap

A fast-growing plant could become g fiber source for the paper ind

cash crop. After testin

African tropical pl

Related to cofton resembling sugar cane, kenaf grows dhyas 15 feet
I

in one seagon. around the world, from Italy to CE he southern
United State
a ages:
Edst growth. Kenaf grows from a o afiiture stalk ready for harvest in
so days. A pine tree takes 2 s.
e  High yields. Kenaf p t seven to 10 tons of pulp per acre each year,

, more than 6o percent of all wood harvested in

de into pulp and paper products. Kenaf could slow

aring trees.

e Enviro tally friendly. Growers don’t need to use herbicides and pesticides
cause weeds can’t compete with kenaf’s fast growth, and because insects
ifficulty penetrating its tough bark. Processing requires fewer chemicals,

roduces less pollution and uses less energy.

e USDA predicts that kenaf may be the main paper fiber within 20 years.
onverting pulp and paper mills would be easy but timber and paper companies
don’t want to abandon their investments. Mills won’t make the transition without a

reliable source of kenaf, meaning that growers must commit to growing kenaf.
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Paradigm Principals with Joel Barker = Background-Stories From the Video

Background On Ulcers

QOutsiders from down under

No one was ready for two Australiaa

the rules on ulcers. A
y in gastroenterology at RoyalyPerth
It
's v

mach’s acid

Hospital in Australia whe met Dr. Robin Warren. A pathologist
detected a form of bacg€Hia,i e stomach lining. This was a curi

because doctors lo ain that nothing could live in t

environment.

Marshall ored further. They eventually foun o percent

of patichity w e Pacteria in their stomach linj had ulcers. The results

pr ted\them t6 question another long-stand —that ulcers are caused

eventually causes ulcers. But
cid to flush away the bacteria. To

t the bacteria, he prescribed a n of antibiotics and bismuth, the active

STresss

perts agreed that stress prod dt

Marshall proposed that the body,

a b
ingredient in Pepto Bismol! ent cured more than 8o percent of stomach

and duodenal ulcers in eeks at a cost of less than $ 100.

In 1984, Marsha esented their findings at international meetings—

d. “I was a nobody,” Marshall said. “If you have

ue, you have to promote it.”

and the medi
somethin
Their resea as been confirmed by more than a dozen studies. But it wasn’t
94—a decade after Marshall and Warren released their findings—that
t was endorsed by a major health organization, the U.S. National
icute of Health. The same year, Marshall and Warren received the Warren
et Foundation Prize from Harvard Medical School for research that has led to

proved understanding and treatment of a specific disease.
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Paradigm Principals with Joel Barker = Background-Stories From the Video

Background On Chile ‘

t Sw turning heads around the VA
In 1981, Chile was teetering on th conomic ruin. In a dramatj
transformation, the militaf@dictatorship ousted government contro

nation

to a market economy.

Retiring a paradigm

Chile is pioneering a social securi

the economic reform, Chile bec

del, which

t in government

Chile s origip@lsogi@l’ security system was based on the A

requires e payments to the governm

s faltering, with the count a choice of fewer benefits
t after a group of young econ ned from the University
ere they had learned about Chile committed to

ering the privatization of social s it

1 C monthly gross earnings to a private
di worker’s choice of 24 mutual funds

ividual receives a statement every four

Evef¥one is required to contribu

pension fund. The money is depo
invested in Chilean comp
months and can switc
At retirement, t edules payments from the mutual fund or converts
the savings to ich pays a set annual income for life. The government

pemsions of low-wage earners.

e old system, individuals contribute less and benefits have increased
ent. “It has changed the culture,” says the Chilean labor minister who

the plan in 1981. “It gives people an incentive to think about the future,

rk harder, to be more involved.”
Ogentina, Australia and Sweden are among the countries studying Chile’s model.
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= Background-Stories From the Video

Background On Carson ‘
Countdown to zero
a ged the way people thoughtA

arson’s view that people wer

Rachel Carson delivered a wake-u

the environment.

the earth. She predict society’s irresponsible use of ch

ea that our welfare dependgon the of the environ-

used in the soil are carried

Carson i
ment. edhat herbicides and insecticides

by ggound@nd surface water to distant areas wh umulate in the food

ended that chemical use le ing development of stronger

ides because insects that attack crdps wege developing genetic resistance to

e chemical industry, agribusine &s of the food industry responded to

cter and credentials. They ridiculed her

hey threatened lawsuits. A marine biologist

by training, Carson h sive research. And in 16 years as an editorial chief

with the U.S. Fis Wi

ervice, Carson had become an authority on the

environment.
A best- nt Springsparked widespread public support for federal regulation
on the use icultural chemicals. President John F. Kennedy appointed a

ission to study Carson’s conclusion. Her ideas inspired fundamental changes:
ernment has banned DDT and other chemicals; required new
icides be demonstrated to be safe before they can be sold; established the U.S.

nmental Protection Agency; passed the Endangered Species Act and laws to

vi

trol air and water pollution.
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Paradigm Principals with Joel Barker = Background-Stories From the Video

Background On Smart Car

Shifting Gears

A swiss watch company and a luxur am up to create the ulimate ur

to change the way we thin chassles of city driving. Swatch, t of

fashion watches, and M enz, the German luxury-car titan, are i n

an unmapped road the to a brand new market in trans
watch
) NOFrow’s super-

t builds on the respective val o world-class companies.

On May 17, 19948 8watc ercedes-Benz announced t

car” concept o c@mpact car that is specially designed

in providing a good relatio en price and performance,
i and fine mechanics.

y and excellence in automobile

manvtacturing.
Q The first micro compact carsgliitbbe Biilt in France and are scheduled to be completed

in1997.

“We are pleased by the a ang@of the two concept vehicles and feel that we are on
the right path, ten do everything we can to be the first to occupy this new
market,” says 1, MCC managing director marketing/distribution.

The tw

represent a

ro cars are not meant to compete with the four-seat car, but instead
Iternative. They are designed to meet the requirements of large
centers of the future. One micro car will be equipped with an ultra-economical

engine; the other will be powered by an electro-hybrid motor.
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