
The Iceberg Metaphor The iceberg metaphor illustrates that visible, surface-level
phenomena (about 10%) are supported by a much larger,
hidden, and often more significant, structural foundation
below the water (about 90%).                                        
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Understanding and addressing these hidden elements is crucial because they are the true
drivers of visible behaviors and performance, and focusing only on the surface-level issues
rarely leads to lasting, positive change in team climate.


