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The Tipping Point – as we begin to mobilize our professional philosophies, it is important to connect with others to form coalitions of informed professionals, committed to change rooted in purpose and principle.

The Greek Community 
Tipping Point Leadership

Approach to Community Change 
(Developing Your Greek 
Community Revolution Epidemic) 

The Greek Community Tipping Point 
Approach to Community Change
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Purposeful Action

“The cure for despair is not hope.  It’s discovering what we want to do about 

something we care about.” – Margaret Wheatly
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How can you overcome the hurdles facing any organization struggling to change:  
· addiction to the status quo, 
· limited resources, 
· [image: image13.wmf]demotivated staff/members, and 
· opposition from powerful vested interests?  
1. unarguable calls for change,
2. concentrate resource on what really matters,
3. mobilized key player’s’ commitment, 
4. and silence naysayer’s.
(material adapted from Tipping Point Leadership – Harvard Business Review by W. Chan Kim and Renee Mauborgne, Leading Change by John Kotter, and The Tipping Point by Malcolm Gladwell)
Tipping Point Leadership
The cognitive and resource hurdles shown here represent the obstacles that organizations face in the reorienting and formulating strategy.  The motivational and political hurdles prevent a strategy’s rapid execution.  Tipping all four hurdles leads to rapid strategy reorientation and execution.  Overcoming these hurdles is a continuous process.
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Four steps to the Tipping Point

1. Break through the cognitive hurdle

To make a compelling case for change, don’t just point at the numbers and demand better ones. Your abstract message won’t stick.  Instead, make key stakeholders experience your organizations problems.
What does this look like?
1. Boss, HQ rep goes on police ride along.  
2. Dean goes to the dance at 1 a.m.
3. ______________________________________________________________________
2. Sidestep the resource hurdle

Rather than trimming your ambitions (doom the community to meritocracy) or fight for more resources, concentrate current resources on areas most needing change.

What does this look like?
1. Most experienced works with worst chapter.
2. Human resource personnel facilitating a goal setting retreat with a chapter.
3. ______________________________________________________________________
3. Jump the motivational hurdle
To turn a strategy into a movement people must fully invest themselves.  Don’t try to change the entire organization instead motivate key influencers – who share common problems and concerns.

What does this look like?
1. Director of residence life, alumni house corporation treasures/presidents
2. Asking chapter leadership for a verbal presentation on the chapter to stakeholders
3. ______________________________________________________________________

4. Knock over the political hurdle

Even when you’re reaching your tipping point powerful vested interests resist change.  Identify and silence key naysayer’s by pairing them with a senior insider on your side.

What does this look like?
1. Board of trustee who gets it and the alumni how does not.
2. Preemptive email from the Dean in support of a change initiative.
3. ______________________________________________________________________

How to Start a Greek Community Revolution Epidemic

THE TIPPING POINT IS: 
That one dramatic moment in an epidemic when everything can change all at once. 
The moment of critical mass, the threshold, the boiling point, a place where the unexpected becomes expected, where radical change is more than possibility. It is a certainty. 
· Tipping point is caused the extraordinary efforts of a few select people (carriers). 
· Ideas and products and messages and behaviors spread just like viruses do. 

· They gain speed rapidly (that’s how you know they are working – i.e. when a virus spreads through a population, it doubles and doubles again into infinity). 

· Epidemics are a function of the people who transmit infectious ideas/behavior, the infectious ideas/behavior itself, and the environment in which the infectious ideas/behavior is operating.
Other key concepts in The Tipping Point are:

The Law of the Few. Those with the skill sets described above have disproportionate influence over the spread of social phenomena, and without their aid, such dissemination is unlikely ever to occur. 

Stickiness: Ideas or products found attractive or interesting by others will grow exponentially for some time. 
The Power of Context: Human behavior is strongly influenced by external variables of context. For example, "zero tolerance" efforts to combat minor crimes such as fare-beating and vandalism on the New York subway led to a decline in more violent crimes; the perception of increased vigilance altered the behavior and attitudes of the passengers. Gladwell also describes the bystander effect. 

The Magic Number 150. The research behind Dunbar's number suggests an individual can only have genuine social relationships with 150 people. Likewise, groups larger than 150 are prone to fragmentation, and it is often best for the group's health that it split. Most extant hunter-gatherer villages, as well as military companies also stay just shy of this number. 

The New Product Cycle: According to the model of Everett Rogers, there is a bell curve of adaptation to the new phenomenon: first are innovators, then early adopters, early majority, late majority, and laggards. Each category corresponds to one standard deviation worth of width, and the apex of the bell curve is between the early and late majorities. Innovators lie 2 or more standard deviations to the left of the mean, while early adopters are between 1 and 2 standard deviations to the left, and so on. Laggards, the last group to adopt a new fad, lie at least 1 standard deviation to the right of the mean, thus make up about 16 percent of the population. 

Law of a FEW  and Magic 150 (who are your compadres, ones who “get it” and the ones that do not, the “naysayer’s.”


Your STICKY message 
(vivid, compelling, and expandable vision):  
Power of CONTEXT (what is the minor more solvable issue that will change the perception of hmm lets say alcohol abuse and hazing):
i.e. attendance at IFC meetings, miss two you have a conversation about why with the Advisor
i.e. Greek image court for alcohol t-shirts




The New Product Cycle 
Connectors: 
Mavens: 

Salesmen: 
Who will influence
Early Adopters: 
Early Majority:
Late Majority: 
Laggards: 



How the Standards Movement is Helping
· Call for Values Congruence

· NIC Standards and Arbitration

· Consortium for 10 Year Camus Reviews


Campus assessment practices 
Quantitative

· EBI

· CSCF - Greek Experience Survey

· Campus Based Surveys

Qualitative

· Interviews

· Focus Groups

· Informal staff surveys


The phrase tipping point or � HYPERLINK "http://en.wikipedia.org/wiki/Angle_of_repose" \o "Angle of repose" �angle of repose� is a � HYPERLINK "http://en.wikipedia.org/wiki/Sociology" \o "Sociology" �sociological� term that refers to that dramatic moment when something unique becomes common.











Three types of people who have the power to produce social epidemics:





� HYPERLINK "http://en.wikipedia.org/wiki/Connector" \o "Connector" �Connectors�: Those with wide social circles. They are the "hubs" of the human � HYPERLINK "http://en.wikipedia.org/wiki/Social_network" \o "Social network" �social network� and responsible for the � HYPERLINK "http://en.wikipedia.org/wiki/Small_world_phenomenon" \o "Small world phenomenon" �small world phenomenon�. 





� HYPERLINK "http://en.wikipedia.org/wiki/Maven" \o "Maven" �Mavens� are knowledgeable people. While most consumers wouldn't know if a product were priced above the � HYPERLINK "http://en.wikipedia.org/wiki/Market" \o "Market" �market� rate by, say, 10 percent, mavens would. 





� HYPERLINK "http://en.wikipedia.org/wiki/Sales" \o "Sales" �Salesmen� are � HYPERLINK "http://en.wikipedia.org/wiki/Charisma" \o "Charisma" �charismatic� people with powerful negotiation skills. They exert "soft" influence rather than forceful power. Their source of influence may be the tendency of others, � HYPERLINK "http://en.wikipedia.org/wiki/Unconscious_mind" \o "Unconscious mind" �subconsciously�, to imitate them rather than techniques of conscious persuasion. 





(Innovators: the adventurous - ones the visionaries):











Cognitive Hurdle


Staff, advisors, administration face to face with the problems and students.  Find new ways to communicate.








The phrase was coined by � HYPERLINK "http://en.wikipedia.org/wiki/Morton_Grodzins" \o "Morton Grodzins" �Morton Grodzins�, who studied integrating neighborhoods in the early � HYPERLINK "http://en.wikipedia.org/wiki/1960s" \o "1960s" �1960s�. He called that moment the "tipping point." The idea was expanded and built upon by � HYPERLINK "http://en.wikipedia.org/wiki/Nobel_Prize" \o "Nobel Prize" �Nobel Prize�-winner � HYPERLINK "http://en.wikipedia.org/wiki/Thomas_Schelling" \o "Thomas Schelling" �Thomas Schelling� in � HYPERLINK "http://en.wikipedia.org/wiki/1972" \o "1972" �1972�. A similar idea underlies � HYPERLINK "http://en.wikipedia.org/wiki/Mark_Granovetter" \o "Mark Granovetter" �Mark Granovetter�'s threshold model of collective behavior. 








Moving the Fulcrum


Changing the agreed upon community standards (i.e. higher gpa recuirments).  








Resource Hurdle


Focus on the hot spots and use good chapters as resources








Motivational


Hurdle


Put the stage lights on and frame the challenge at the appropriate chapter, campus and community level.








Political


Hurdle


Identify and silence internal opponents, isolate external ones








Chief Bartton Tipping Point Leadership Results


Between 1994 – 1996 felony crime in New York dropped 39%, murders 50% and theft 35%  Gallup polls reported the public confidence of NYPF jumped 37% to 73%
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