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Behavior Choices in Meetings and Conversations

Self Evaluation

1= Frequently/easily

4= Rarely or awkwardly



Framing is when you state clearly – 





the purpose of the discussion


the dilemma you are trying to resolve


the assumptions you think you share


the assumptions you think you do not  


   share
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Advocating is when you present –





an opinion about what to do


a perception of what you think 


a feeling that you have


a proposal for action


and illustrate these
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Inquiring is when you  -





question others so that you learn from them. 


step into their world so you understand it better


openly express your curiosity about others’ views


precede inquiry with framing, advocacy and illustration so that people do not get defensive. 
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Listening is when you -





Stop talking


Imagine the others viewpoint


Look act and be interested


Listen between the lines


Don’t interupt
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