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Notes from ODN OR Think Tank – June 8, 2015 
 
Purpose: 
To review the NTL OD Map and explore the implications for us as OD Practitioners in our daily work and as 
we relate to out internal and/or external clients. 
 
An activity of the Think Tank was for the group to identify and vote on questions they wanted to explore in 
small groups. The following is a summary of the top voted questions after they reviewed the OD map. The 
order of the questions follows the ranking of the voting by the group. Only the top five questions were 
explored in small groups.  
 
1. How do you deliver feedback so your client is inspired to change?  
Small group discussion: 
• Have and show positive energy 
• Human touch – connecting the people in the system 
• Personalized delivery 
• Honor confidentiality and participation 
 
2. How does the organization culture impact / influence Change Management? 
Small group discussion: 
• Who is defining the culture; intentionally by the organization of by default employees? 
• What are the different cultures that will inform change? 
• What is the organization’s comfort with failure? 
• Culture: Beliefs, Values, Norms – what are they and are they transparent? 
• Which ones will derail Change Management efforts? 
• Does change align with the organization and/or how does it support the change? 
• Managers; how do they impact resistance to change? 
 
3. How can you in one stage of the map begin to quickly identify the “problem”? (Define the need) 
Small group discussion: 
• The problem seems to become clearer the further you go into the process 
• Where is the why is stage 1 of the map? 
• It’s an iterative or recursive process, not linear process 
• Obtaining the clients permission to iterate is desirable 
• Contract must include discovery 
• The main question is how should we go forward together rather than “What is the problem?” 
• Open conversation vs. secret data collection   
 
4. How do you get the client to commit and follow through on your plans? How do you know they 

own the problem and the solution? 
Small group discussion: 
• Describe cost / pain in client terms 
• Explicate their biz model (how they deliver value and get paid) 
• Get the right questions to prompt client to surface the problem and solution definition 
• Identify personal relevance in addition to biz goals and needs 
• Scaled intervention / implementation 
• Client centered language / action 
• Promote ownership from onset of project 
• No smarty-pants 
 
5. How do we elevate the conversation from HR to the CEO? 
Small group discussion: 
• Engage critical stakeholders: C-Suite, how do you get their buy in? 
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• Create a culture of approachability and transparency of leadership 
• Not an escalation but a collaboration of OD / CEO 
• CEO’s are in their own bubbles and have their own blind spots 
• CEO’s don’t respond to the “soft” things 
• Executive sponsorship makes a huge difference 
 
At the end of the session the group requested that the remaining questions be documented for 
reference later.  
 
Here are the remaining questions… 

• Linear or cyclical – what is the relationship between the last step on the map and the first one? 
• What is the maps role when the client contacts you at the action taking stage – what are they 

assuming? 
• What are some examples of best practices for data collection? 
• How do you foster follow through after the intervention? 
•  How do you get the client to commit / follow through on your plans? 
• What are the differences between short and long term projects in the OD Map? 
• When do you introduce models not theories? 
• How do you set client up to understand the models? 
• How is the system changed just by our entry? 
• How do we go about change during constant evolution with no closure? How does it impact 

outcomes? 
• How does data analysis language get translated to the receiver? 
• How do you reduce time between entry and action taken? 

  
 


