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Session structure & content A

Behaviours

Techniques Principles

Process
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Delving in the toolkit
Y
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Problematic behaviours

\ * Too early
/ » Too late

 Too superficial
* Too detailed

\ * Too quick
| » Too slow

' NO A Head in sand

\Ixn\d?nc;lgn. ) Passing buck

* Too reliant
|« Ignored
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Technique: the problem statemen%

Context

Why?
Who?
What?

When?
Where?
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Achieving the outcome

Would you tell me, please, which way |
ought to go from here?

That depends a good deal on where you
want to get to.
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The two Os

 what do we want
to achieve?

* how might we
OJojif[e]sSI achieve our
outcome?
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Technique: the outcome frame A

d What is the outcome you want?

d Where, when and with whom do you want it?

d What will people feel when this outcome is achieved?
d What will having this outcome do for you and others?
d What resources do you need to achieve your outcome?

d What are the ways to achieve the outcome?
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Technique: chunking 1

We want to
dine in a
restaurant

Steak dinner
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Chunking up

Spicy Indian
meal

Italian!
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* The situation at hand .77
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* The information L
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* The way forward
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Technique: De Bono's six hats A

Negative
criticism
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Other techniques

Investment
Appraisal
1 1 . 1 1
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Focusing on the outcome
Y

Begin with the end tn mind

Stephen Covey, the 7 habits
of highly successful people
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Balancing the needs of people
y 2

Al The needs of the ma g
S outweigh the needs of
4 the few
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Decisions are choices

| It is our choices that show
what we truly are

| {ar more than our abilities

~Professs? Dumbledate~




ANy
questions?
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