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Leading Positive Change - How 
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CRANFIELD TRUST FREE SERVICES
For charities

• Management Consultancy for charities

• Peer to Peer Exchanges

• On Call – telephone support

• Classes and Webinars

• Mentoring

This webinar is hosted by Cranfield Trust



This is a webinar where you can see 

and hear the presenters but we can’t 

see or hear you.

There will be time at the end of the 

webinar for questions. Please post 

them in the Questions section.

We will send out recording, slides, 

and any other useful information the 

day after the event



:methods to positively align your leadership, people and culture 

Engaging Change



Our aims:

• To understand a framework for engaging others in change

• To enable you to learn a new tool and technique for engaging others in 
change

• To understand the psychological principles behind the framework

• To answer questions you have about change in your own organisation



Engaging Change – the framework
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Exploration

• Looking at what is going on in the wider context

• Society

• Economy

• Legal

• Competition

• Future trends and their consequences



Envisioning

Taking what’s invisible but aspirational and making it transparent.

• looking forward to a future state of the organization

• questioning each element of the organization’s operation

• being honest about where you are now

• being realistically ambitious about the future

• questioning and stress testing all assumptions



Engaging

Determining the key challenges and assigning willing hands

• operationalising each element of the road map

• inviting people to take responsibility

• leading by example

• removing things from roles not linked to change



Execution

Ensuring all the resources and capabilities are in place

• Communication of progress and problems

• Allocation of resources to remove blocks

• Coaching and training to ensure capabilities

• Reviewing targets, priorities and amending as required

• Maintaining momentum and enthusiasm



Psychology of Change

• People want to know why things need to change

• People want to be included, share ideas, concerns and issues.

• People follow examples set by people they respect.

• People need different amounts of time to adjust.

• People trust behaviour over rhetoric everytime.



© Cranfield University

Transformation Mapping



Future State Backwards
2021 2022 2023

Future:
* The Vision
* Strategic intent
* Major Objective

Current:
 The starting 
point
 Metrics
 Perceptions

Time Element

Target milestones / activities

•Technology

•Organisational structure

•Processes

•People

•Financial Metrics

•Performance management

•Systems

•Customers

•Communications

2024 2025



Transformation Mapping Workshop

• Develop a strong Vision Statement – the “TO BE”(Where do we want to be?)

• Describe the “AS IS”  situation (Where are we now?)

• Define “shortlist” of major spokes (big buckets) for the Map (lines of development or 
workstreams)

• Collect information on known initiatives - current and planned

 Time scales, resources required, investment, benefits

 Dependencies/Interdependencies on other initiatives

 Strategic importance

1

2

3

4

Preparation and workshop activities: 

The Transformation Map is typically developed through a Workshop 

with Key Stakeholders
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€ 5 billion 4.3b win back

€ 700 m acquisition ; double profit 

75% Web, 15% Telephone, 10% store

40% Large, 35% Family,10% Youth, 15% SHL

35% France, 30% USA, 30% Europe, 5% China

79% Apparel, 16% Home, 5% SHL

Leading fresh design

Assortment planning  that is world class

Leaders leading performance in the industry

Marketing redefined and comprehensive

Customer satisfaction measured and above 95% in all 

businesses

E commerce is world class
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MarketingE Store

2010 2011 2012

€ 3.35 billion

€ 160 m op profit

50% web, 40% Telephone, 10% store

47% family, 35% large, 10% men, 8% SH

47% Fr, 33% USA, 20% Europe

70% Apparel, 24% Home, 6% SHL

Customer satisfaction not measured across 

business

E commerce not good enough

Marketing file management is not enough

Leadership is not defined and needs to 

improve

Sourcing is industry  standard and  works

Assortment planning is poor

Metrics

Narrative

Mandated Swim Lanes
1.Leadership & people development

2.Product & Assortment Planning

3.E-store

4.Marketing

Example  Start and Future States: 

Global Retail Business
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RRP: £29.99

Available via 
www.koganpage.com.  

http://www.koganpage.com/


Please complete the post 
webinar feedback

Mark Wilcox

Thank you



• Free management 

consultancy.

• Free resources and useful 

sign-posting.

• Free telephone support 

Cranfield Trust On Call.

• Free mentoring

• Join a Peer to Peer 

Exchange 

Email talktous@cranfieldtrust.org
or call us on 01794 830338.  

We’re here to help.

www.cranfieldtrust.org

mailto:alice.dabrowska@cranfieldtrust.org

