
50% Mastering dramatic change
     • Challenge your mindset; balance concept and action
    • Reduce surprise; discover challenges to common management practices

20% Overcoming resistance to change
       • How to introduce change to those who don't want to change

20% Leadership in turbulent times
      • The role of leadership and vision during dramatic change

10% Paradigm shifts and the technology advantage

MR. WAYNE BURKAN
Wednesday, April 14, 2010DATE

9:00 AM - 4:00 PMSESSION

8:30 AMREGISTRATION

We all face change every day. This seminar will help us better understand dramatic change and, more importantly, learn

how to use that understanding to gain a competitive advantage. This practical and stimulating session will highlight

opportunities for substantial productivity improvement even when faced with dwindling resources. Attendees will learn

how to introduce change with minimal resistance, anticipate dramatic shifts, and discover the powerful role of leadership

and vision during turbulent times.
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Decision Making, Guidance

MR. WAYNE BURKAN is President of Alternative Visions, a company dedicated to change,

innovation and leadership. He is the author of Wide Angle Vision: Beat Your Competition by

Focusing on Fringe Competitors, Lost Customers and Rogue Employees, an IMS Book of the

Month selection. Mr. Burkan, along with Joel Barker, recently wrote and co-hosted a video

program, The Paradigm Prism,  and was invited to participate in Vice President Al Gore's

Reinventing the Government initiative. He has presented on four continents to over one thousand

organizations. His clients include 3M, Brookings Institute, Ford, IBM, Motorola, and Tropicana.

Through keynote talks, workshops and seminars, he draws a balance between not just the

concepts of change, but specific and actionable techniques as well. Mr. Burkan has many years of

experience working in planning, strategy and acquisitions for such organizations as American

Motors, Ford Motor Company, and Uniroyal Chemical. He has served as guest lecturer for both

the Carnegie Mellon and the Penn State Advanced Management programs, and has served on the

faculties of the State University of New York, Digital Consulting, Frost & Sullivan and Technology

Transfer Institute, conducting seminars worldwide on executive use of information and

technology. He received his MBA in International Finance from New York University.
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“1” indicates primary target audience
“2” indicates a good fit if the level of material is appropriate
“3” indicates (in the opinion of the Institute and faculty) limited applicability.
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