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This	
  presenta=on	
  	
  
is	
  not	
  about	
  	
  

basic	
  facilita=on	
  
skills	
  



It	
  is	
  possible	
  to	
  serve	
  and	
  lead	
  
at	
  the	
  same	
  =me	
  



Today’s	
  discussion	
  

1.  Before	
  you	
  start	
  facilita1ng	
  
2.  Ensuring	
  credibility	
  
3.  Addressing	
  conflicts	
  
4.  S1mula1ng	
  the	
  group’s	
  best	
  thinking	
  
5.  Consolida1ng	
  progress	
  



1.	
  Before	
  you	
  start	
  facilita=ng	
  



Iden=fy	
  	
  
the	
  client	
  



Review	
  the	
  context	
  

•  Topic(s)	
  for	
  discussion	
  
•  Perceived	
  problem(s)	
  
•  Related	
  or	
  larger	
  issue(s)	
  
•  What	
  happens	
  aKer	
  this	
  discussion	
  
•  Time	
  constraints	
  



Iden=fy	
  	
  and	
  scope	
  
the	
  desired	
  work	
  product	
  



Iden=fy	
  the	
  client’s	
  evalua=on	
  criteria	
  



Confirm	
  the	
  group’s	
  level	
  of	
  authority	
  

•  Comment	
  
•  Recommend	
  
•  Decide	
  

– For	
  the	
  group	
  
– Beyond	
  the	
  group	
  



Share	
  all	
  of	
  this	
  with	
  the	
  group	
  



Other	
  things	
  	
  
to	
  ask	
  the	
  client	
  	
  

up	
  front…	
  



How	
  was	
  the	
  group	
  cons=tuted?	
  

•  Selec1on	
  process/criteria	
  
•  Standing	
  group	
  or	
  this	
  task	
  only?	
  
•  Par1cipa1ng	
  as	
  individuals	
  or	
  speaking	
  for	
  a	
  
specific	
  cons1tuency?	
  

•  Well	
  acquainted	
  with	
  one	
  other?	
  
•  Similar	
  levels	
  of	
  authority?	
  



Are	
  there	
  likely	
  points	
  of	
  conflict?	
  

•  Trigger	
  event(s)	
  
•  Past	
  aSempts	
  to	
  address	
  the	
  same	
  topic	
  
•  Challenging	
  rela1onships	
  



Is	
  there	
  any	
  op=on	
  	
  
we	
  should	
  be	
  sure	
  to	
  consider?	
  



Do	
  you	
  have	
  	
  
developmental	
  expecta=ons?	
  



How	
  much	
  leeway	
  do	
  I	
  have	
  to	
  challenge	
  
or	
  redirect	
  group	
  members?	
  



2.	
  Ensuring	
  credibility	
  



Compare	
  the	
  group’s	
  evalua=on	
  criteria	
  
with	
  the	
  client’s	
  



Establish	
  baseline	
  facts	
  

1.  What	
  do	
  we	
  know?	
  
2.  How	
  do	
  we	
  know	
  it?	
  
3.  Can	
  we	
  agree	
  on	
  these	
  

facts?	
  
4.  Is	
  there	
  anything	
  else	
  we	
  

need	
  to	
  know	
  before	
  we	
  
can	
  move	
  forward?	
  

	
  



Check	
  for	
  
assump=ons	
  



Always	
  pause	
  	
  
to	
  illuminate	
  

•  Unsupported	
  asser1ons	
  	
  
•  Vivid	
  anecdotes	
  
•  Editorial	
  comments	
  
•  ASribu1ons	
  of	
  intent	
  



Engage	
  reluctant	
  par=cipants	
  

•  Eliminate	
  compe11on	
  
– Round	
  robin	
  
– One-­‐on-­‐one	
  pairs	
  
– Show	
  of	
  hands	
  

•  Anonymize	
  input	
  
– Write,	
  then	
  hand	
  in	
  
– Write,	
  then	
  post	
  

	
  



Mine	
  past	
  
successes	
  



Speak	
  up	
  for	
  
absent	
  

stakeholders	
  



Document	
  your	
  work	
  in	
  progress	
  



3.	
  Addressing	
  conflicts	
  



Acknowledge	
  
the	
  point(s)	
  of	
  
disagreement	
  



Reframe	
  as	
  a	
  design	
  ques=on	
  



Assess	
  the	
  stakes	
  



Explore	
  a	
  
variety	
  of	
  
choices	
  



Propose	
  an	
  
acceptable	
  
solu=on	
  



Ask	
  for	
  a	
  commitment	
  
to	
  move	
  on	
  



4.	
  S=mula=ng	
  the	
  group’s	
  best	
  thinking	
  



Look	
  
beyond	
  the	
  
presen=ng	
  
problem	
  



Challenge	
  
perceived	
  
barriers	
  



Task	
  
par=cipants	
  

with	
  
strengthening	
  
each	
  others’	
  

ideas	
  



Point	
  out	
  recurrent	
  themes	
  



Explore	
  the	
  contrarian	
  view	
  



Extend	
  trend	
  lines	
  



Combine	
  the	
  
best	
  elements	
  
of	
  mul=ple	
  
ideas	
  



5.	
  Consolida=ng	
  
progress	
  	
  



Recap	
  key	
  points	
  separately	
  



Create	
  one	
  or	
  more	
  versions	
  of	
  	
  
the	
  work	
  product	
  



Test	
  against	
  the	
  client’s	
  criteria	
  	
  
and	
  revise	
  as	
  necessary	
  



An=cipate	
  
ques=ons	
  	
  

and	
  prepare	
  
talking	
  points	
  



Ask	
  each	
  par=cipant	
  
to	
  confirm	
  buy-­‐in	
  

•  The	
  process	
  was	
  fair	
  
•  I	
  understood	
  the	
  decision	
  criteria	
  
•  There	
  was	
  an	
  opportunity	
  for	
  my	
  voice	
  to	
  be	
  
heard	
  

•  Even	
  if	
  the	
  result	
  isn’t	
  exactly	
  what	
  I	
  would	
  
have	
  chosen,	
  I	
  will	
  support	
  it	
  with	
  posi1ve	
  
communica1ons	
  and	
  ac1ons	
  

	
  



Move	
  forward	
  



joan@jfwilliams.com	
  

	
  	
  	
  Let’s	
  con=nue	
  
the	
  

conversa=on…	
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