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Key themes

Content
Block 1

Complexity, Complex Adaptive Systems, System Change Theories, and Wicked Problems = the new reality of global leadership

Block 2

Simulation

Block 3
System Dynamics, McClelland Motives, System Archetypes, and System Mapping (causal loop diagrams and connection circles)

Block 4

Collaborative and Systems Leadership, Dilemmas and Paradoxes, Effective Dialogue.

Introduction to the challenge to work on (SCQ framework) and stakeholder allocation.

Block 5

Work on challenge (problem definition, position statement, stakeholder map) = stakeholder teams

Block 6
Work on challenge (system map, develop a social innovation concept, stakeholder value) = mixed teams
Block 7
Work on challenge (prepare final presentation, make landing page) = mixed teams
Block 8

Final Presentations Discussion, Personal Change, Servant leadership (Case Study), Final leadership reflection



MSP Initiative

• Your goal is to launch an initiative through a multi-stakeholder partnership to tackle your chosen 

challenge.

Steps:

• Part 1 (Context): Choose a sector. Define the SCQ. Select Challenge and stakeholders (Voting).

• Part 2 (Stakeholders): Attribute Stakeholders. Position Statement. Study partnering stakeholders. 

Part 3 (MSP Design): Multi-stakeholder teams. System Map. Devise logic model and fill in 

MSP CANVAS. Map the value of your MSP. 

• Part 4 (Presentation): Prepare your storyline and pitch. Make a landing page. Record presentation.



The fine art of drawing someone 
out, of asking questions to which 
you do not know the answer, of 
building a relationship based on 
curiosity and interest in the 
other person



INQUIRY ADVOCACY

OTHER

SELF

High Performance P/N=5.625

Medium Performance P/N=1.875

LowPerformance

P/N= .375

Dialogue and team performance

Losada & Heaphy (2004)



Humility?

• Basic Humility: based on birth, status and social position. Not a 

choice but a condition. Deference.

• Optional Humility: based on accomplishments, admiration or envy.

• Here and now Humility: recognition of my dependence on others.



Back to our example… what type of humility?

• Interviewer = here and now humility

• Job candidate = basic humility



Inquiry… what would be the best option?

1. “Can you explain why you are going down on your chair? Do 

you feel well?”

2. “Listen… why in the h$%& are you going down on your chair?”

3. “I noticed you went down on your chair. What is happening in 

this moment?”

4. “I noticed you went down on your chair a few times. That 

made me curious… can you help me understand?”



Forms of inquiry

• Diagnostic: getting to the root cause (why)

• Confrontational: telling by asking rhetorical questions

• Process: asking about the conversation itself

• Humble: to understand from a place of genuine curiosity.



Active listening

The Power of Paraphrasing

1. Knowing that you have to paraphrase forces you to listen more attentively

2. Paraphrasing allows you to share understanding (assumptions and biases 

become clearer)

3. Paraphrasing sends a message that you are listening and value the other’s 

opinion, creating a more positive emotional tone.

4. It allows the other to reflect better upon his/her thinking.



“One must not be afraid of a little silence. Some find 

silence awkward or oppressive. But a relaxed 

approach to dialogue will include the welcoming of 

some silence. It is often a devastating question to ask 

oneself, but it is sometimes important to ask it - 'In 

saying what I have in mind will I really improve on 

the silence?” 

Greenleaf (1977)

The importance of silence



What is a Business Model?

• Business models are stories that explain how organizations work. 

• Like a good story, a robust business model contains precisely delineated characters, 

plausible motivations, and a plot that turns on an insight about value. 

• It answers certain questions: Who is the customer? How do we make money? What 

underlying economic logic explains how we can deliver value to customers at an 

appropriate cost? What do we need to deliver that value? Who do we partner with? 

Margretta (2002)



Introducing systemic business models – impact bonds as example



Example of a (new) systemic business model on plastic packaging

https://reposit.world/about

https://reposit.world/about


Example of a (new) systemic business model on plastic packaging

https://reposit.world/about

https://reposit.world/about


Example of a (new) systemic business model on plastic packaging

https://reposit.world/about

https://reposit.world/about


Key steps in BMI

1. Clarify the value proposition (partially done before)

2. Develop a logic model

3. Design the Business Model

4. Assess the impact of the Business Model

Adapted from Santos (2009)



Design a logic model

1. Inputs – resources needed to operate your program or business

2. Activities – what your organization or business does or makes

3. Outputs – the (number of) products or services your organization or business makes, sells, or offers

4. Outcomes – the immediate benefit to recipients of your products and services to beneficiaries, 

customers, employees, stakeholders

5. Impact – the long-term benefit to recipients, communities



Example TOMS? Version 1

1. Inputs – materials, shoe factories, distribution channels, shoe designers

2. Activities – manufacture shoes / buy one, give one model / distribute

3. Outputs – millions of poor children and adults get free shoes

4. Outcomes – happy children and adults. 

GREAT BUT….

5. Impact – disrupts local economy, creates dependence



Example TOMS revised

1. Inputs – materials, show factories, distribution channels, shoe designers

2. Activities – manufacture shoes / buy one, give one model / distribute

Shoes manufactured in India, Ethiopia, Kenya, and Haiti

3. Outputs – millions of poor children and adults get free shoes

But only in very poor, rural communities, AND jobs created

4. Outcomes – happy children and adults, AND jobs

5. Impact – supports local economy



A tool to help clarify the value proposition



Stakeholder value from your MSP

22Preble (2005), Dill (1975), Freeman (1984)

Stakeholder Value added Perceived risks Role



How can you monetize 

stakeholder value 

added?

Which stakeholders 

could be seen as 

customers?

Link to SDGs!

How do you 

work together as 

a partnership?









Your CANVAS is just your first prototype!



Presenting your solution



Reminding the Assessment

This course is designed as a leadership development program. As such, you need to own the learning 

process. The assessment includes the following components:

• Final team presentation (50%): This will be constituted of two parts, first a pitch of the solution devised in 

your mixed teams. Second, summarize your key learnings from the entire problem-solving process, including 

how you integrated the input from the stakeholder teams. Each presentation will last 12 minutes, followed by 

10 minutes of Q&A. Other groups will evaluate and vote on the best presentations.

• Individual reflection (50% of total): You will prepare a final individual reflection on your key personal 

learnings from classes (max 1500 words). Rather than just referring to concepts and theories, you should 

focus on reflective and critical thinking concerning your values, beliefs, skills, behaviours, and future goals. 

The exercise should be grounded in concrete examples and moments of the class. 



One example



Presenting – Minto Pyramid

Source: The Minto Pyramid Principle, Logic in Writing, Thinking, & Problem Solving (Barbara Minto)

Present in 

reversed order 

from your thought 

process…

Situation + 

Complication



Presenting – Minto Pyramid

Source: The Minto Pyramid Principle, Logic in Writing, Thinking, & Problem Solving (Barbara Minto)



Possible structure of the presentation

• Introduction/summary (maybe a story about the challenge)

• Situation, complication, question (not with these headings!)

• Governing thought of the solution

• Detailed description of your solution

• Governance of the partnership and value for different stakeholders

• Supporting arguments, examples, personas and journey, results (if existing)

• Concluding summary and punchline

• Reflections on the process

• Appendix: System Map, Canvas, Stakeholder Value table. 



Template for a storyboard

N. Constantinesco



Presenting – Tip 1 (complication)

The complication should 

create an “Oh really? Tell 

me more” effect.



Presenting – Tip 2 (customer journey)

• Illustrate how your offer works 

through concrete examples

• Make use of (simple) personas 

and customer journeys



Presenting – Tip 3 (use metaphors, allegories)

Complex concepts can be more easily grasped through metaphors and allegories



Presenting – Tip 4 (storytelling)



Why Storytelling for leaders?

• Motivates people to act

• Tool for strategy development and clarification (3M)

• Framework for decision-making

• Reinforces culture

• Creates trust in the leader

• Platform for change

• Improves learning and memorization

• Supports empathy and innovation (design thinking)



Why storytelling works



Why storytelling works



Joan Tronto Ethics of Care

• Attentiveness

• Responsibility

• Competence

• Responsiveness





Story archetypes

• Overcoming the Monster.

• Rags to Riches.

• The Quest.

• Voyage and Return.

• Comedy.

• Tragedy.

• Rebirth.



https://thewritepractice.com/



Presenting – Tip 5 (end with a punchline)



Presenting – Tip 6 (slide design)

N. Constantinesco



Challenge assignment / Presentation

49

• Prepare final presentation = 90 mins

• Share with peers and revise = 90 mins
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