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As part of the RBC Learn to Play Project, ParticipACTION
developed a suite of communications tools to support the 
Physical Literacy Consensus Statement released in 2015. 

The purpose of these tools is to prioritize and clarify 
information about physical literacy and increase 
consistency and accuracy across communications. 

These are now available on ParticipACTION’s website: 
www.participaction.com/en-ca/thought-
leadership/physical-literacy

https://www.participaction.com/en-ca/thought-leadership/physical-literacy


Objectives

1. Compare different views and models of 
change processes;

2. Develop an effective approach to 
supporting change in organizations or 
communities; 

3.  Generate framework ideas for your 
change project.
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How do you feel about change?
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How do you feel about change?
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“People resist change”…
yet we adopt the new!

…why do we sometimes resist change bitterly, and 
other times embrace it ?



Change is a journey...

We worry: How far? How fast? How much will it cost?

The 
goal 
has 
value

Remember, the 
journey has 
value too.

What do we 
learn as we 

travel from A to 
B? Think about 

it  as we go!



One perspective: Kotter’s Eight-Stage Process 
of Creating Major Change 

1. Establish a sense of urgency

2. Create the guiding coalition

3. Develop a vision to direct the change effort

4. Communicate the change vision

5. Enable action

6. Create short-term wins

7. Consolidate gains and produce more change

8. Anchor new approaches in the culture
(Kotter, 1996)



Poll Questions:

Who is Kotter speaking to?

In your project, are you a manager, a facilitator, a 
participant, or a bit of each?

15



Change as a journey: 
a process model for facilitating 

innovation

KNOWLEDGE PERSUASION DECISION IMPLEMENTATION CONFIRMATION

Rogers: Diffusion of Innovation



People adopt at different times…

Strategy: identify and 
influence early adopters –
then reach a“tipping point”



Same graph, as a rate…



Poll Questions:

What perspective does Rogers’ model consider? If 
Kotter is speaking to managers, Rogers is speaking 
to…?

How does this model fit your situation? Whose 
perspective(s) do you need to consider?
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In practice it’s not so easy…

KNOWLEDGE PERSUASION DECISION IMPLEMENTATION CONFIRMATION

Preconditions:
a “crisis”, existing 
needs, networks, 
culture…

Who’s persuading?
Dormant period?
Other priorities?
External pressure?

Internal conflict?
Roadblocks?
Fear of failure?
Risks?

Resources available?
Internal resistance?
Ingenuity? (How-to 
knowledge)
Displaced by new 
priorities?

Institutionalization
(even of errors);
Minimal analysis; 
Perpetuation



So this might be the time frame:

KNOWLEDGE PERSUASION DECISION IMPLEMENTATION CONFIRMATION

DAYS MONTHS DAYS YEARSMONTHS

Ever had a project 
that really stalled? 

Why?



Task:

Think of a specific problem statement in your 
project. “We need to change…”.

Who are the stakeholders? Think of several 
stakeholder perspectives on the problem. 
Government funder…sport club...fitness 
instructor...? 

What’s at stake for them? How would they re-
frame the problem from their perspective?
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Motivation:
“People don’t want to buy a quarter-inch drill. 
They want a quarter-inch hole!” Theodore Levitt
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How can you position as a solution to their existing problems, 
rather than as “more work”?



Is working with communities different?

Harwood :“Community in Collective Impact”

See any resemblance between the “targets” for Kotter’s “8 
stages”, Rogers’ “5 steps” and Harwood’s “community 
rhythms” in “Community in Collective Impact”?  

What does it mean if these systems are all similar?
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Is working with 
communities 

different?

Harwood’s “enabling 
environment”(on right): how 
many of these are present in 
your community?

Can you influence these? 
Which ones? How?
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First step: 
Knowledge/awareness stage

KNOWLEDGE PERSUASION DECISION IMPLEMENTATION CONFIRMATION

Levels:

• basic awareness

• deep: how does it work?

• deeper: how can I expand       
upon it? (principles)

Approaches: They need…

• mass communication

• seminars, workshops

• build networks

We usually stop here! It takes more than a presentation!



Second step:
Persuasion stage

KNOWLEDGE PERSUASION DECISION IMPLEMENTATION CONFIRMATION

Questions: They ask…

• favourable or unfavourable?

• would it work for us?

• who else like us is using it?

Approaches: They rely on…

• personal communication

• trusted networks

• facilitator

Can you think of  
people who would 

agree to be 
“references”?



Third step: Decision stage

KNOWLEDGE PERSUASION DECISION IMPLEMENTATION CONFIRMATION

They ask…

• Relative advantage: how will this be better than that (or inaction)?

• Compatibility: is it like what we already do? 

• Complexity: how easy is it to adopt?

• Trialability: can we try it before we plunge in?

• Observability: will we know it is working? How soon? 

Approaches: They rely on…

• personal communication

• change agent/facilitator support

• promise of resources to assist

Gersick (1988) found work 
teams in time-limited projects 

groups spend first half of 
allotted time sorting out roles 

and rules, but made
rapid progress after a mid-point 

“transition”



Fourth step:
Implementation

KNOWLEDGE PERSUASION DECISION IMPLEMENTATION CONFIRMATION

• Where do we get the resources to do this?  (strategic concern)

• How do we bring this in? (strategic concern) 

• How do we support and reinforce it? (operational concern)

• How do we know it’s working? (measurement concern)

There may be a long time lag in this phase

Approaches: They need…

• support: expertise 
(networking, consultant)

• support: financial, human

• confidence: overcome 
objections & challenges 

Can you think of a few ways to 
offer timely, tangible support 

when they are ready to 
receive it?



Fifth step:
Confirmation

KNOWLEDGE PERSUASION DECISION IMPLEMENTATION CONFIRMATION

• How well is it working? (measurement)

• Are we sure this is better? (relative advantage; compare)

• Adaptation and re-invention “we tweaked it a bit” – is that OK?

• They can recommend to others: supporting, mentoring.

Approaches: They need…

• support: networking 
(facilitate comparison and 
knowledge sharing)

• “One year follow-up” 
(conference opportunity).

Now they are the 
references!



Another view! 
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Three take-aways from this 
presentation?
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1. Change is a journey, with different challenges 
and needs along the way. You need a strategy 
for each stage.

2. To be effective, you need to embed and 
understand all the perspectives first…then find 
”what’s in it for me” solutions for each.

3. It always takes time- there will be delays! 
“Normalize” this with your group.



You can do 
this! 

(You’ve done it 
before!)

Questions?
Comments?
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Thank you!

Paul Jurbala
paul@sportforlife.ca




