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The Tipping Point is an examination of how ideas, products, messages, and behaviors are spread.  The tipping point is that key point in time when an idea, product, behavior, or disease begins to spread quickly through a population.  The author asks that the reader think of the rise of various social phenomena as epidemics and dissects a wide variety of examples to demonstrate the mechanisms at work.  This book provides thoughts on how one can “deliberately start and control positive epidemics of our own.”  According to the author, three agents of change are at work in epidemics; the Law of the Few, the Stickiness Factor, and the Power of Context.
The Law of the Few suggests that social trends occur as the result of influence by key exceptional people described as Connectors, Mavens, and Salesmen.  Connectors are those with a special gift for knowing lots of people and bringing them together.  Mavens are people who accumulate vast amounts of knowledge and are gifted at passing it to others.  Salesmen are those with charismatic skills to persuade.

The Stickiness Factor describes the tendency for any message to stick with the receiver.  The author uses Sesame Street and Blues Clues as case studies for how stickiness is engineered to help kids learn and retain information.

The Power of Context says that epidemics are “sensitive to the conditions and circumstances, or context, of the times and places in which they occur.”  It postulates that behavior is profoundly influenced by little changes in social context.  The discussion implies that changes in the environment can modify an individual’s behavior regardless of their personal convictions or character.  The author discusses the stimulus of environmental conditions, like graffiti, or fare-beating at subway turnstiles, acting as tipping points for escalation of more violent crimes.  When authorities addressed those conditions, seemingly minor issues, violent crimes declined.  The Power of Context suggests that in order to “create one contagious movement, you often have to create many small movements first.”  Another aspect of context discussed is the importance of group size, with the “Rule of 150” suggested as the maximum number of individuals with whom we can have a “genuine social relationship” and the optimal maximum for a group size.  Increasing groups to greater than 150 can be the tipping point to division and alienation.
In a workplace (such as mine), the Law of the Few might be utilized in determining how to spread or infect others with a key message you desire to communicate to a group.  If you are not one of those rare few, identifying those people within an organization with the skills of connectors, mavens, and salesmen, and enlisting their assistance in spreading messages could better facilitate movement and acceptance of a message through the organization or to a broader outside audience.  A good portion of the work done within my organization (the Air Force’s Environmental Flight) does involve public outreach and one application of the Law of the Few might be to hire someone particular gifted as a salesmen, connector, or maven to assist in getting a message out.  

In addition, the message must have “stickiness” which may require careful crafting of any desired message.  An aspect of stickiness described in the book involves “translation” of ideas to make them contagious (or stickier) by altering them in such a way that “extraneous details are dropped and others are exaggerated so that the message itself comes to acquire a deeper meaning.”  The art of crafting messages could be learned and applied to better communicate key messages to fellow employees, the public, or my friends and family.  Note that having a three year old poses a constant challenge to carefully engineer statements so they stick.
The Power of Context tells me that if change is desired within an organization, that change may be stimulated by small meaningful changes in the environment.  Large epidemics may need to first begin with many smaller epidemics.  For application to my workplace, this might mean careful consideration of meeting logistics for public meetings to encourage attendance.  Also, the size of the organization needs to be kept within the 150 limit or grouped such that the optimal maximum size is not exceeded.  
The Tipping Point was a very interesting read both for the concepts and the numerous interesting case studies.  It has application in everyone’s workplace and life.  For me, it requires shifting from my norm of crafting an email and hitting the send key to instead enlisting the help of key individuals, carefully crafting messages, and considering potential effects of small changes in context to effect larger changes.  
