


Jim Collin’s Good to Great for the Social Sectors 
(https://moodle.drew.edu/2/pluginfile.php/225052/mod_resource/content/2/Good-to-
Great-social_sectors-print-2-per-page.pdf) guided our thinking for this workshop. The 
basic theme of the book is how to take a non-profit organization from “good” to “great” 
-- how to make it excel. Bernard Amadei’s talk will be an example of a program that 
made this transition. 



The goal of the workshop will be to help people find their hedgehog concept (the one 
thing they can do better than anyone else in the world), identify the obstacles to 
pursuing their hedgehog concept, and identify strategies to overcome those 
obstacles. This site explains the idea of the hedgehog concept 
(http://strategicdiscipline.positioningsystems.com/bid/98239/The-Hedgehog-Concept). 
Note the hedgehog concept is not what people want to be best at, it is what they can
be best at (https://www.jimcollins.com/concepts/the-hedgehog-concept.html). 





The goal is to explore why your program is unique -- what makes it stand out? What 
are the specific contributions that no one else can make? You do not have to be doing 
these things right now -- you may be doing a good job right now. This question is 
aimed at getting yoiu to think about what your strengths are and how you can 
leverage those strengths.



Example: The professional development workshop that the Office for Outreach and 
Engagement organized in 2014 showcased how many outreach & engagement 
professionals CU Boulder has, and how much good work our campus does for 
Boulder, Colorado, and the world. CU Boulder wrote outreach & engagement into 
their strategic plan as an area of focus. We have exceptional faculty doing relevant 
work, and passionate staff who care about making sure the work we do at CU has a 
broader impact on the world. 



This word cloud shows the most common words used when participants where asked 
to describe what they are most passionate about in their outreach and engagement 
work.



Jim Collin’s Good to Great for the Social Sectors 
(https://moodle.drew.edu/2/pluginfile.php/225052/mod_resource/content/2/Good-
to-Great-social_sectors-print-2-per-page.pdf) book talks about answering the 
following question: “what can you do today to create a pocket of greatness, despite 
the brutal facts of your environment?”

We often want to talk about the “low-hanging fruit” obstacles such as not having 
enough money to pay for professional outreach staff or not having enough time to 
do outreach work. Think beyond those standard obstacles. What are the specific
obstacles standing in the way of your greatness? 

For example, if you say you need a grant, ask yourself what problem having a 
grant would solve. Would it provide more staff? Would it provide more marketing? 
Would it provide materials not currently available? 

Push yourself until you have concrete, specific obstacles… until you have identified 
the brutal facts of your environment.



This word cloud shows the most common words used when participants where asked 
to describe the top 3 obstacles you face with your outreach and engagement program 
and/or work.



Example: We have a lot of people doing relevant outreach work at CU Boulder, but 
there were no resources dedicated to helping people be better at what they do, or 
form partnerships that might help identify solutions to common problems. People on 
campus often faced similar problems in their efforts to engage communities, and there 
was no way for them to learn from each other and work together. Some of the 
obstacles to bringing people together were: having university recognition of these 
important workers, having a group of people to share the workload and drive support 
for this work on campus, and having a space where people could come together to 
learn from each other.



Think creatively to problem solve! Use the second discussion to help with this final 
part. If you only come up with 1 solution to 1 problem, that is fine! The ideas here 
should be things you can start working toward right now, not things that will take 
some other resource to obtain (e.g., first securing a grant to fund your work). Bonus 
points if you leverage your strengths to overcome obstacles.





The posters are meant to be very simple summaries of what was done 
throughout the day: What you are or could be best at, what stands in the 
way of achieving that goal, and what you can do to overcome your
obstacle/s.



Example: Providing more points of professional development and connection for 

faculty and staff would give CU Boulder outreach staff opportunities to learn and 

help them do their work more effectively and efficiently. Jeanne’s strategies were to 

sell her organization (OOE) on the idea of the OEPN (not only did she put the 

OEPN chairing duties on her job description, she also secured a small annual 

budget from OOE for event costs), to recruit others who shared this mission 

(getting everyone on the steering committee), and to leverage all of those 

resources to create and implement a clear mission and goals (providing regular PD 

and networking opportunities). In thinking about translating these ideas to a poster, 

there might be a bunch of stick figures scattered around (showcasing people with a 

lack of connection), followed by a circle with lots of stick figures in it (depicting 

bringing everyone together).




