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A Reflective Journal on Global Tech Stakeholders Interviews
In preparing for the implementation phase of the simulation, I choose to interview key stakeholders in the Marketing and Sales department. Cathy Lalonde (VP Sales & Marketing), John Simons (Marketing Manager), Sam Seto (Commercial Sales), and Roger Thomas (Military Sales). Everyone provided a unique perspective on the internal dynamics, cultural tension, and opportunities facing the organization. I selected these stakeholders based on their direct involvement in the company’s shift from military focused R&D organization to a commercial market competitor. Their insights are critical in managing the change process effectively. 
From my interview with Cathy Lalonde, I discovered the core strategic tension between R&D historical Big “R”, little “d” mindset and the commercial markets demand for Big “D”, developing aesthetic, user-friendly, and market ready products. Cathy also exposed the organizational silos and generational friction between young marketing hires and deep seated, research orientated R&D team. This insight reflects the need to address underlying cultural resistance and align departmental incentives (Kotter, 2012).
John Simons highlighted the communication gap between departments and proposed a corporate retreat to align leadership. His recommendation aligns with Lewin’s (1947) unfreezing stage, preparing the organization for change through shared dialogue and understanding. His market-focused approach emphasizes the urgency of entering potential commercial sectors, particularly in medical technology, as he feels the commercial market is the only way for the company to grow.
Sam Seto provided frontline insight into customers needs in the commercial space. He identified the company’s technological superiority but warned that without usability and visual appeal, the products would not scale (Players Guide, 2022). His input aligns with the change stage of Lewin’s model, where organizations experiment and implement new ways of working (Burnes & Bargal, 2017).
Roger Thomas, a veteran in military sales, offered valuable insights into legacy operations and the gradual decline of the military segment. As Change Theory (2022) states, he needs to recognize the need for change and avoid falling victim to his own biases. His commentary emphasized the importance of top-down leadership in redirecting R&D’s focus and overcoming internal resistance. He stressed that unless leadership, particularly Scott Bell, supports the commercial shift, the R&D team will continue to resist.
These interviews surfaced three key themes: entrenched cultural resistance within R&D, intergenerational and interdepartmental conflict, and the need for cohesive communication and strategic alignment. During implementation, I plan to leverage this data to build cross-functional trust and enhance communication. Using Kotter’s Model, the next step involves building a guiding coalition and communicating the vision for change widely to generate buy in (Kotter, 2012).  These interviews have deepened my understanding of the organizational dynamics at play and will directly inform change strategies aimed at cultural alignment, accountability, and product-market fit in the commercial sector.
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