Case Study: Organizational Change at TechNova Ltd.
Background: TechNova Ltd. is a mid-sized technology company specializing in software development. Due to increased competition and declining sales, the leadership decided to transition from traditional software sales to a cloud-based subscription model. This required a major organizational change, impacting employees, business processes, and customer engagement.

Lewin’s 3-Stage Model of Change
1. Unfreeze:
· Leadership identified the need for change due to declining revenue.
· Communicated urgency through company-wide meetings.
· Addressed employee concerns by explaining the benefits of a subscription model.
· Provided training sessions on cloud-based software development.
2. Change:
· Introduced new workflows, requiring teams to develop SaaS-based products.
· Provided hands-on training and mentorship.
· Implemented new performance metrics focused on customer retention rather than one-time sales.
3. Refreeze:
· Integrated the new model into company culture.
· Rewarded employees for adapting successfully.
· Established continuous learning programs to sustain change.

Kotter’s 8-Step Model of Change
1. Create Urgency:
· Highlighted industry trends and competitor success in cloud services.
· Used financial data to show risks of not evolving.
2. Build a Guiding Coalition:
· Formed a leadership team with managers from different departments.
· Engaged influential employees as change champions.
3. Develop a Vision and Strategy:
· Defined a clear roadmap for the transition.
· Outlined expected benefits for employees and customers.
4. Communicate the Vision:
· Conducted company-wide briefings.
· Regular email updates and Q&A sessions to address concerns.
5. Empower Employees for Action:
· Allowed teams to propose innovative ideas.
· Removed bureaucratic obstacles to encourage quick decision-making.
6. Generate Short-Term Wins:
· Launched a beta version of the subscription model.
· Celebrated small successes to boost morale.
7. Consolidate Gains and Drive More Change:
· Used customer feedback to refine the product.
· Adjusted pricing and features based on early success.
8. Anchor the Change in Culture:
· Incorporated SaaS thinking into employee KPIs.
· Reinforced the new approach through leadership modeling.

ADKAR Change Model
1. Awareness:
· Employees were informed about the necessity of shifting to SaaS.
· Leadership explained the risks of not adapting.
2. Desire:
· Incentives like bonuses for upskilling were introduced.
· Personal benefits (e.g., career growth in cloud computing) were highlighted.
3. Knowledge:
· Provided training in cloud technologies and new business models.
· Offered online courses and workshops.
4. Ability:
· Hands-on experience with new SaaS tools.
· Support from mentors and team leads.
5. Reinforcement:
· Success stories shared through company newsletters.
· Ongoing learning and development programs.

Conclusion:
Each model played a role in TechNova’s transformation:
· Lewin’s model helped structure the overall process in three clear phases.
· Kotter’s model provided a step-by-step roadmap with leadership involvement.
· ADKAR ensured a focus on individual employee engagement and adaptation.
By integrating these change models, TechNova Ltd. successfully transitioned to a cloud-based subscription model, increasing revenue and customer retention.

Discussion Questions:
1. Which change model do you think was most effective in this case? Why?
2. How would you handle resistance from employees who preferred the old business model?
3. Can these models be combined in other industries?
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