
THE CHANGE ANYTHING MODEL – MULTIPLY YOUR CHANCES FOR 

SUCCESS BY 10 

Science has proven there is.  New research suggests the odds of success at pulling off dramatic personal change 

increase tenfold when individuals, not bosses, are empowered to engage in self-directed change.  MIT Sloan 

Management Review named this method Change Management Approach of the Year. 

VitalSmarts has combined 50 years of the best social science research with a study of more than 5,000 everyday 

people attempting to overcome personal and career challenges.  Change Anything Training has been the result. 

Of the study, there were 300 people who suffered from life- and career-limiting habits for years but eventually 

found a way to not only overcome their bad habits, but also remain successful for three or more years.  This 

minority was dubbed, “The Changers”.  While the research showed that changers were the minority, their path to 

success is completely learnable. 

These changers didn’t drop a habit just to pick it up again a few months later.  These changers were able to 

make change in every area from procrastinating to kicking drug addiction to getting fit.  The changes were 

lasting. 

These changers weren’t more motivated to succeed than the rest of the test group.  The only thing that differed 

was their methodology. 

The Change Anything Model works because it teaches people to alter every source of influence governing their 

behavior rather than just one or a few.  Once individuals are able to learn how to recognize the forces working 

against them, they can manipulate those very same forces to work in their favor.  When people are able to turn 

all their negative influences into positive ones, the change can be dramatic.  What was previously impossible 

now seems inevitable.  People who apply this method are ten times more likely to replace their limiting habits 

with healthy ones. 

1. Escape the Willpower Trap – most people fail to swap limiting habits with healthy habits because they 

assume trying harder will enable them to succeed.  They assume that if they employ more strength of 

character, tenacity, and resolve, they will succeed.  People who change and stay that way know it takes 

far more than willpower to change habits. 

 

2. Be the Scientist and the Subject – changers learn that a plan for personal change must be tailored to 

meet one’s unique needs and circumstances.  Those who adopt others’ techniques and tactics nearly always 

fall short.  Changers learn to design their own plan by studying their own day-to-day successes and 

challenges.  As they do, they become the subject and the scientist in their own experiment.  They learn 

to create, test, and adjust their own tailored plan until they eventually marshal influence strategies 

of sufficient magnitude and relevance, resulting in lasting change. 

 

3. Identify Clear, Measurable, Time-Bound Results That Reflect What You Really Want – the first predictor 

of success at change is goal clarity.  Most of us start off the process of change with clear 

dissatisfaction with the present state of things—but only a fuzzy sense of what we want to achieve.  

Research shows that translating vague aspirations into concrete goals is a potent step towards real 

change.   

 

4. Create Vital Behaviors – one of the most empowering discoveries about change is that it is not a 24x7 

challenge.  In fact, there are usually just a handful of crucial moments that determines people’s 

success or failure at change.  These are the times when change aspirants are most at risk—and if they 

only acted differently, they’d achieve a far better result.  Once changers identify their crucial 

moments (and these moments vary greatly from one individual to the next), they then create two or three 

high-leverage behaviors that, if enacted, will lead to success.  Nobody can work on a dozen behaviors at 

once, but selecting two or three vital behaviors causes the chance for success to grow exponentially.  

 

5. See All Six Sources – Bad habits are hard to change, not simply because individuals lack willpower, but 

because a whole host of personal, social, and environmental forces both motivate and enable an existing 

behavior—keeping it securely in place for years.  In short, the world is perfectly organized to keep 

people procrastinating, micromanaging, neglecting relationships, sleeping in, smoking, spending 

excessively and otherwise acting against their long-term best interests.  Effective Changers learn how 

to recognize the forces that are acting on them—keeping them locked in place—from six different sources 

of influence.  Then, once they know how to see the forces working against them, they learn more than a 

dozen tactics for the forces in their favor. 

CHANGE ANYTHING MODEL 



 

1.) Creating your Change Anything Model 
a. Clarify measurable results – don’t waste time on how to create change until you’ve clarified a 

specific, measurable, time-bound goal: 

i. What you want – What, specifically, do you really want?  It’s the outcome that really 

matters.  It’s quantitative, not qualitative.  Some is not a number.  Be quantitatively 

specific. 

ii. Why you want it – Asking yourself why you want it will allow you create ammunition for 

acting on the vital behaviors decisions in crucial moments that will lead you towards 

your goal 

iii. When you want it by – Making your goals time bound forces you to stay focused on the 

goal.  Soon is not a time. 

b. Find vital behaviors - vital behaviors tell you exactly what to do and how to do it. Vital 

behaviors stop self-defeating and escalating behaviors. They often start a reaction that leads to 

good results 

i. Behaviors are actions, not results or qualities – Behaviors are what we do.  Results are 

what our behaviors lead to.   

1. For example:  

a. Behavior – watch webcasts, study, and practice note exercises for one hour 

every night for the Advanced Note certification 

b. Result – become Advanced Note Certified 

ii. Not all behaviors are equal – focus on the vital behaviors, the ones that lead to the 

biggest changes that coincide with your goal.  Only a few behaviors are genuinely vital. 

1. 3 Strategies for finding high-leverage behaviors 

a. Insist on vital behaviors –  

i. Vital behaviors are specific actions that dramatically influence 

the results.   

ii. This is about focusing on the vital few behaviors that have 

cascading impact.   

iii. For example – when I get back to the hotel, I’ll study for one hour 

by watching webcasts, studying material, and practicing examples. 

b. Identify crucial moments - Tells you when it’s time to act.  It’s the 

point in time where the right behavior, if enacted, leads to the results 

you want. 

i. For example – in that crucial moment when you get back to the 

hotel, make the decision to study instead of watching TV or heading 

to the bar for a drink.  

c. Study positive defiance – Find and study those who succeed where most 

others fail 

i. For example – seek out the top performers in the company/industry.  

Find out what the top 10% do that the other 90% don’t.  Implement 

those strategies in your day-to-day.  Keep what works, discard what 

doesn’t. 

c. Use the six sources of influence – rather than just look to one source for influence, explore six 

sources.  Here is a mockup of the six-sources of influence model we walked through earlier: 



i.  
 

 

1.) Personal Motivation – Why do you want it? Is it worth it? Do you want to engage in the behavior? 
2.) Personal Ability – Can you do it? Is it possible? Do you have the knowledge, skills, and 

strengths to do the right thing even when it’s hardest? 

3.) Social Motivation – Why does the group want it?  Is it worth it?  Are other people encouraging 
the right behavior and discouraging the wrong behavior? 

4.) Social Ability – Can the group do it?  Is it possible?  Do others provide the help, information, 
and resource required at particular times? 

5.) Structural Motivation – Are the right behaviors being rewarded?  Is the structure promoting the 
right behaviors?  Are rewards, pay, promotions, performance reviews, perks, or costs encouraging 

the right behaviors or discouraging the wrong behaviors? 

6.) Structural Ability – Are there enough cues to stay on course?  Does the environment (tools, 
facilities, information, reports, proximity to others, policies) enable the right behaviors or 

discourage the wrong behaviors? 

 

ii. Recognizing sources of influence 

1. Source 1 – Personal Motivation  

a. I don’t like… 

b. That’s not fun for me… 

c. I don’t enjoy… 

2. Source 2 – Personal Ability 

a. I can’t 

b. I don’t know how 

c. I keep trying, but I can’t figure it out 

3. Source 3 – Social Motivation 

a. The boss told me to do this 

b. She has been praising this for months 

c. Everyone is doing this 

4. Source 4 – Social Ability 

a. John didn’t get me this material 

b. When I needed help, everyone disappeared 

c. I needed my boss’s approval, but she wouldn’t sign off on it 

5. Source 5 – Structural Ability 

a. That won’t affect my performance appraisal 

b. Of course I would never pass the ball.  My dad pays me $20 for every 

soccer goal I score 

c. They talk a lot about quality, but you could lose your if you stop the 

line 

6. Source 6 – Structural Ability 

a. It’s hurry up and wait with all the bureaucracy around here 

b. Drugs are available within a mile of every house in the city 

c. Bosses get their data from analysts, not customers, so they don’t care 

about quality 

 

2.) Influence vs. Persuasion 
a. Influence is the ability to change our own behavior or the behavior of others. 

b. When short-term isn’t enough, you need influence. Persuasion is short term, while influence is 

about long term impact. Persuasion often involves getting verbal agreement or support, while 

influence requires changing minds, hearts, and actions. 

c. For example 

i. Influence 

1. Challenges involve changing long-term, deeply entrenched behaviors 

2. Getting support is often many people and more interlocked behaviors 

3. Challenges require changing minds, hearts, and actions 

ii. Persuasion 

http://sourcesofinsight.com/wp-content/uploads/2009/06/sixsourcesofinfluence.png


1. Challenges are more short-term 

2. Challenges typically involve getting someone to say yes or no 

3. Challenges are about getting verbal agreement or support 

 

3.) The Guinea Worm Success Story 
a. A story that shows the power of vital behaviors 

i. Challenge – Guinea worm disease 

ii. Intervention – Focused on 3 vital behaviors 

1. Filter drinking water 

2. Don’t enter the drinking water with infected limbs 

3. Hold other members accountable to doing the first two behaviors 

iii. Results – reduced the number of Guinea worm cases from 3.5 million in 1986 to fewer than 

10,000 by 2006.  11 of the 30 countries consider endemic in 1986 were certified as free 

of the Guinea worm disease as of 2007 

b. Impressive.  The key was focusing on just a few vital behaviors. 

 

4.) Albert Bandura (the influencer of influencers) was cited saying efficacy (the ability to influence the 
events in your life) is the foundation of aspiration, motivation and achievement. 

 

5.) Vital Behavior Examples 
a. 3 vital behaviors for weight loss 

i. Weigh yourself daily 

ii. Eat breakfast 

iii. Workout at home 

b. 3 vital behaviors for diabetes 

i. Improve diet 

ii. Exercise 

iii. Monitor 

 

 

THINGS TO KNOW 
 

1. Know why most change efforts fail - Most change efforts fail because we have unrealistic expectations 

and we look to one simple solution. 

2. Know that unrealistic expectations get in the way - It’s not realistic to expect that people will change 

even when the consequences for not changing are enormous, everyone knows the consequence, and the change 

required is simple. 

3. Know the Fundamental attribution error - The mistake is assuming people do things for only one reason. 

4. It’s not one simple solution - Profound, persistent, and resistant problems last because we look for one 

simple solution. There’s rarely one cause. Analyze six sources of influence to diagnose the problems. 

You can influence persistent and resistant behaviors when you know the forces driving it. 

5. Use multiple strategies - Overwhelm the problem with resources. If you want to improve your success 10x, 

then rather than use 1-2 strategies, use 4 or more high-leverage, vital behaviors. 

6. Identify effective results - Effective results are specific and measurable, they matter, and they’re 

time-bound. 

7. Know the 3 strategies for finding vital behaviors - The 3 strategies for finding vital behaviors are 

a. Insist on vital behaviors - Vital behaviors are specific actions that dramatically influence the 

results.  This is about focusing on the vital few behaviors that have cascading impact.  For 

example, in our group, we ship projects on time because we “fix time, flex scope.”  When we ran 

scope driven projects, we would slip schedules.  That’s an example of a vital behavior.  You 

don’t always have the benefit of hind-sight so the key is to find good candidates, experiment, 

and test your results. 

b. Identify crucial moments - Crucial moments tell you when it’s time to act.  For example, when 

your alarm goes off, you can decide to work out or roll over and go back to sleep. 

c. Study positive deviance - Study those who succeed where most others fail.   Find the 

exceptions.  For example, there might be people right around you that stand out.  You can ask 

your network, “who succeeds despite the odds?” and “what do they do differently?” 

8. Share vicarious experiences - Rather than lecture or coerce, you can share vicarious experience to 

influence others.  One simple way is to tell a story.  This works if the audience identifies with the 

story and there is emotion involved.  Another way is to have the people you want to influence see people 

in action.  They can watch others perform the vital behaviors and learn simply by watching the successes 

and failures. 

9. Diagnose why change seems impossible - Your world is perfectly organized to create the behavior you’re 

currently experiencing.  When change seems impossible, use the six sources of influence to find the 

conspiracy of causes. 

10. Study the guru - Albert Bandura is considered the influencer of influencers. Some of Bandura’s books 
include: Self-Efficacy: The Exercise of Control, Social Learning Theory , and Social Learning Theory. 

  

http://en.wikipedia.org/wiki/Albert_Bandura
http://www.amazon.com/gp/product/0716728508?ie=UTF8&tag=thbosh-20&linkCode=as2&camp=1789&creative=9325&creativeASIN=0716728508
http://www.amazon.com/gp/product/0138167443?ie=UTF8&tag=thbosh-20&linkCode=as2&camp=1789&creative=9325&creativeASIN=0138167443
http://www.amazon.com/gp/product/0138167443?ie=UTF8&tag=thbosh-20&linkCode=as2&camp=1789&creative=9325&creativeASIN=0138167443
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