[_eadership Village Press Publications

THE FAMILY SYSTEM TRAINING GUIDE

By Gary A. Crow, Ph.D.

226 Middle Avenue
Elyria, Ohio 44035
(440) 329-5333
GAC@GaryCrow.net



mailto:GAC@GaryCrow.net

Table of Contents

THE FAMILY SYSTEM TRAINING GUIDE.........iiiiiiiii e 1
LIC=T2 1ok a1V R I ST SPPR 3
DY o U111 (o o PP 4
Assessing Family System FUNCHONING .........uiiiiiiiiiii e 13
DY o 0111 (o o PP 14
ASSESSING ClIENt REAUINESS ... .ccviiiiiiiti s et e et e et e e e et e e e ee e e e e e et e e e et e e eenans 20
DY o 0111 (o o PP 21
MURIAIMENSIONAI STYIE ... e e e e e e ees 25
DY o 0111 o o PSPPSR 25
LT (o0 ] o JN 0] PP 28
DY o 0111 (o o PP 29
Elements of Positive Interpersonal Style... .. . oo 37
DY o 0111 (o o PP 38
INtErPErsSONAl SEYIE TYPE ..o e 43
DY o 0131 (o o PP 44
The Psychology of Sharks and Seals .............oo e 47
DY o 0111 (o o PP 49
Interpersonal Priority SETHNG............. i ettt e e e et e e et e e e eaaaeeees 52
DY o 0111 (o o PP 52
Underlying INterpersonal PrOCESSES........ciuuuiceeee et eeea e e e e eees 55
DY o 0111 (o o PP 56
Be NICE 10 YOUISEIT ... et e et e e e e e eaa e eees 62
Rapid ASSeSSMENt Of YOUNQGSTEIS. ......uniiiii e ettt e e eaan s 64
DY o 0111 (o o PP 65
ParentiNg ASSESSIMEBNT......uuiiiiiii et eeeemmt et eeet e e e et e e e et e e e et e e ean e aeet e e eetn e aeeanns 75
DY o 0111 (o o PP 76
Parent AULNOIItY APPIOACK. .. ... . e et e e e e e e e e e e e eeees 79
DY o 0111 (o o PP 80
Children’s Parenting ASSESSIMENT .......iiiuuu i iccemmmme et e et e e et e et e e et eeeteaeea e eann e 82
DY o 0111 (o o PP 83
Developmental Par@nting ............ioiiuiiccceme ettt e et e e e e eeat e e eaa e ees 85
Orientation of SPoUSES t0 EACh Other.......... e 88
DY o 0111 (o o PP 89
MaArTiage BalBNCe ......ccuuiiiiii e 93
DY o 0111 (o o PP 95
MAITIAZE ASSESSIMEINT ... iiiii ettt ettt eemee e e e et e e e et e e e et e e e et e e e et e e ean e eeatn e aeetneeeenans 98
DY o 0111 (o o PP 99
Friends WIthin MaITIAgE .......cc.uuiiiiiiie e s et e e e et e e et eeea e e e e e eeaan s 101
PartNers iN MAITIAGE ... .cceue e e e e e et e e e e e et e e e et e e eenneas 103
LOVEIS WININ IMAITIAGE ... ettt e et e et e e e aan e e et e e e eaaeeeees 105

Teaching People 10 NEQOUALE...........oiiuii it s et e et e e e e e e e e e et eea e e e eaaaes 107



Teaching Tips

This activity is for the trainer to use as a checkirsguide when initiating the educational
process with a client or group of clients. Simplyvegisthe questions in terms of the client’s
involvement with and participation in the learning procelise more responses there are that are
less than affirmative or positive, the more problecihe process will be at that point and time.
Conversely, clients for whom all of the responsesa#fianative or positive are well engaged

with the learning process.

The activity should also be used at those points wiher&arning process seems to be difficult
or somewhat problematic. Using the checklist willldedahe consultant to pinpoint areas or
issues that may be contributing to the difficulty.sdf use the specific question as a guide for
clarifying and working out problems within the learning process.

For example, if difficulties develop, the problem malate to questions one. Take time to be
sure that the client knows what is expected in bothrgéaed specific terms. In addition, be
sure that there is a clear understanding of what is geghewith that understanding developed in
terms that are meaningful and can be personalized byi¢he c

1. Does the client know and understand what is expectesthrgeneral and specific terms?

2. Does the client know how to do what is expected?

3. Is the new learning related to or extended from thingsligmat already knows, understands,
or has previously experienced?

4. Are you emphasizing and reinforcing progress and de-empiwasdifiiculties or what is left
to learn or accomplish?

5. Are you modifying and tailoring your approach and specifiésgmad content to the unique
client?

6. Are you developing and maintaining a positive learning envirahfoethe client?

7. Does the client understand and appreciate why some #Hregaong, inappropriate,
counterproductive, or ineffective in terms of the cliebhavior, actions, attitudes, and so on?

8. Are the steps or learning pieces clear and small entoughake it easy for the client to
succeed?

9. Are you accepting as much or more of the responsiflitgny progress difficulties as you
are attributing to the client?



10. Are you understanding and using what actually motivatediém in terms of that which
develops a personal “payoff’ for the client?

11. Are you well organized and prepared for each opporturitythe client?
12. Are you remaining consistently calm, patient, and suppostth the client?

13. Do you believe that you understand and are able to wtrkhe client and that he/she
understands and is able to work with you?

14. Do you like the client; and do you feel that he/shes ljjau?

15. Are you managing your relationship with the client irysvénat allow that relationship to be
used as a standard of comparison from the client’s pbinew?

16. Are you and the client evaluating and trying to understdnydawproblem or difficulty has
come up in the learning process before trying to do somethog & or making suggestions for
its resolution?

17. Do you believe that the client can and will makeypees?
18. Are you keeping your approach flexible and responsiveetolignt?
19. Are you consciously using a variety or mix of techniqumelsagoproaches?

20. Are you familiar with and do you understand the spesiiits and content being taught?

Discussion

This educational approach to positive procedures within afdamily life is centrally a

teaching approach. It is, thus, important to first foaushe teaching process itself. The skills,
techniques, and other content being taught will be of Mallue to the client unless he is actively
involved in the teaching process and has developed a pattatarattion with the consultant
that facilitates and encourages learning.

The teaching process begins with being sure that the &hemts what is expected in specific
and general terms. This knowledge must also incorporai@ anderstanding of what is being
taught — what is to be learned. As the client is engaggt various activities in the educational
approach, encourage feedback that lets the consultanttkab the client is focused on the
activity, knows what the general content area oftttesity is, and has a good feel for the
elements within the activity in terms of what kind ofreénts will be involved. For example, a
later activity will ask the client to look at his idimensional style. The consultant should
work with the client enough to be sure that the clieatt a feel for what style is, what the
dimensions are within multidimensional, and what kindtatements would be responsive to the
activity.



It is also important that the client has some feeldhat there is to be learned through the
process of completing the activity. For example cient will learn to look at the six

dimensions of his functioning, focus on aspects of thasemions that are most important to
him, and begin to define those aspects in ways that mable the client to reflect the specific
traits and characteristics with style, all the time purpose. The result will be a more consistent
personal presentation to others, resulting in more densjgositive feedback from others.
Knowing and understanding what is expected within the &giivcreases the likelihood of the
client’s serious participation and the likelihood of &iffiee outcome for the client.

Knowing and understanding what is expected then combinbkghveitclient’'s knowing how to do
what is expected. The consultant may want to go thronghor two elements of the activity and
ask the client to respond verbally. This will enabke ¢bnsultant to see whether or not the client
is responsive, thus implying his knowing how to do what is &gae In a group context, the
same teaching goal can be accomplished by having two omghrggpants respond to an

activity item or so verbally before encouraging the grimupomplete the activity on a pencil and
paper basis. If necessary, the consultant cantwiteor three appropriate responses, modeling
how to do what is expected.

These steps will also avoid the client’s getting i@ activity and having invested time and
energy in the activity only to find out that his pagaion is inappropriate or nonresponsive.
The key to the educational process is the minimizatidheopossibility of failure or of a non-
responsive investment of time and energy on the pahneatlient.

The educational approach used here is neither abstradisaonnected from the day-to-day life
and experience of the client. Itis, rather, direpthated to and extended from things the client
already knows, understands, or has experienced. Aluseffunique in verifying this connection
is to simply ask the client, “how does this relateda ynd your world today?” A similar
technique is to ask, “how does this relate to skills yoeadly have or to strong points in your
personality and style of relating to others?” If thert is able to make the connection in fairly
concrete terms, all is well. If not, it will be imgant for the consultant to facilitate the
connection process. For example, the client maymoiediately make the necessary
connection when thinking about his emotional style. ddmesultant might say, “Tell me
something that you feel very strongly about, that yane @bout, that really makes a difference to
you.” Once the client has shared the specific conteatconsultant can then say, “How do you
let other people know about your feelings, know that tlaiyenakes a difference to you?”

Once the client has shared additional content, theudtant can then say, “The way you share
this, the way you express it lets people know what yok thir also lets them know how you
feel. The “how you feel” is what we call your emotadexpression, your emotional style.”

Once this idea connects with the client, the consugaas on to say, “Your emotional style is an
important part of who you are and has a lot to do with bthers relate to you. What can you
say positively about your emotional style? To do thismymete the sentence, ‘Emotionally, | am

LA 1)

As the client and the consultant engage in the protassmportant for the consultant to
emphasize the client’s progress and to de-emphasizerabgms or how much there is yet to



learn. One way to maximize this strategy is to give atmadl emphasis to the learning task in
which the client is involved at any time. Comment anplogress the client has made and on
your faith in his ability to make similar progress wihie tcontent being focused on at this point.
The client may say, “l don't think | will ever get onttuis. The more | work on it the more it
seems like it's going to take forever. I'm not suren da it anyway.” The consultant might
respond, “I can see how you would feel that way. I"egked with a lot of people who have felt
the same way. I've found that they usually are not githregnselves enough credit and are
forgetting that even a little progress will make a lodifference in their relationships, in their
families. | think you’re being too hard on yourself, espky since you have been doing so
well.”

As the consultant gets more experienced with the eduedtapproach it will become easier and
more natural to modify and adjust the approach and techrtigtles unique client. Especially

at first, however, the consultant may feel a littteeasy about the process. Others who have felt
that way have tended to become a little mechanical atantliform the client. It has been found
that encouraging the client to take a little morevacatole in shaping and directing the
educational process is a good way to guard against this tendency.

As the client participates within his family and withpesific family relationships, one of the
goals is to encourage the client to take the role obther person, look at things from the other’s
point of view. In the consultation process, this caddge through asking the client, for
example, “Now that you see what the idea is, | wouldepate it if we could stop for a couple
of minutes so you can help me think about this particutdmique or approach. What other
ways of going about it can you think of that would be nuam@fortable to you or that you think
most people would relate to more easily?”

In addition, the consultant will find that some clieate more comfortable with a pencil and
paper approach while others are more comfortable witdrlza\l; interactive approach, while still
others are more comfortable with the consultant’swtakhe more active role in the process. For
example, a few clients will find it most comfortabléhe consultant would go through the entire
activity, sharing with the client typical responsed#® tems, what interpretations might be
given to different responses, or how the consultainks the client might respond based on the
consultant’'s experience with the client. Some téieme self-starters and ready to take an active
role in the process. Others are only prepared to tgkéeapassive role and must be lead along
one small step at a time. Just be sure not to eXpeciient to be further along the continuum of
active and interactive participation than he is atgoint in time.

The points discussed above begin to merge into aygmarning environment for the client.
Although education is sometimes difficult and frustraingl requires an investment of energy
and self, the environment within which the process ocanmsaad should be a positive
experience for the client. Along with positive feedhaaffirmation, and an attitude of
helpfulness and caring, other aspects of the environmeatsaréemportant.

Is the client physically comfortable? Is the consultaanaging the environment in ways that
discourage other people in the situation from pushing, ieritg, or otherwise conveying to the



client any sense that the client is not okay and doingKaoes the environment make it easy
for the client to hear and for him to see everyonghagtalk or as the client interacts with them?

One technique to be used here is to simply ask the @lg@nttime to time if there is anything
uncomfortable or negative about the environment, the exqme, or about his participation in
the process. Importantly, the consultant needs to ibe sgnsitive here to any subtle or
nonverbal clues that suggest that the client may nbelmg completely open and candid about
his feelings and perceptions. A positive learning environnseggsential.

Along with knowing what is going well, the client alseenls to understand and appreciate why
some things are wrong, inappropriate, counterproductiviegffective in terms of his behavior,
actions, attitudes, and interpersonal participation. Whemonsultant says to the client, “That
particular behavior or action may not be your bestoehm this situation,” an explanation is in
order. First, the message to the client should nohdtewhat he has done or how he has behaved
is bad. Rather, the message needs to be that alerbatiavior or actions would likely better
serve the client’s needs, wants, and interest. Tidess and suggestions are , of course,
combined with discussion and explanations relative to tladue and benefit.

At the same time, the client needs to know and appeetidny” his current style is not as useful
or effective as it might be. A useful technique is twu®with the client in terms of the desired
effect or outcome. The approach is always resulesitad. Once the consultant and the client
have come to some agreement about the desired relkeatist is considerably easier to talk in
terms of means to the end, ways of achieving the reddttge, experience is usually the best
teacher. Focus on the results the client has beéngyeThe new or modified approach is an
opportunity to possibly achieve results more nearlyne With those desired by the client. At a
minimum, the suggested approach may be worth a try, givengligmt the opportunity to
compare the new results with the results he has ¢petting. This test is then the participatory
explanation as to why the new approach is preferableetagproach that has been used.

Again, the emphasis is in terms of the personal expezief the client and the connection
between that experience and the new learning. The lcamswants to consistently avoid any
simple appeal to his expertise and experience in waysuhgest that the experience of the
consultant is somehow better than or preferable tfehexperience of the client.

The consultant’s familiarity with the techniques andteahmay tend to lead to the client’s
being overwhelmed or feeling as if he should be movingréséa is comfortable. It is, thus,
important that the steps or learning pieces are vesay aled small enough to make it easy for the
client to succeed. Remember that success is alwag®#he Among other things this means
that the goal should be less understood in terms of glengsrovement in interpersonal
functioning and more understood in terms of the developofesgecific skills and behaviors.
For example, the general goal may be to develop ardesse of interpersonal involvement
between the client and his spouse. Keeping the steparoirlg pieces small, the consultant
might work specifically on helping the client learntatk more quietly when interacting with the
spouse. Frequently, simply talking more quietly makessiee#or people to develop an
increased sense of closeness and intimacy.



As the consultant interacts with the client, iingportant that the consultant accept as much or
more responsibility for any difficulties or problenmedated to progress as is attributed to the
client. When difficulties arise within any interveotiprocess, there is a strong tendency to
attribute the difficulties to the individuals involvedlore specifically, the tendency is to see the
problem as the client’s fault. When using the educatiapptoach, however, “finding fault” is
both counterproductive and inappropriate. Rather, the @sigpheeds to be considerably less on
“why” the problem has come up and considerably more ont‘wilewe do about it.”

Extending the point a little, focus is not on “why” thireyg problematic but on what is
accounting for the problematic piece. Once the chedtthe consultant have the area of
difficulty in focus, they then jointly accept respdmbiy for moving the process along.
Sometimes the client takes a little more respongibdind sometimes, that role is taken by the
consultant. The educational approach is a shared prangssling shared responsibility. In
this sense, the client/consultant relationship modelsiye effective relationship for the
client.

As the consultant and the client work together in thle@ired activity, it is important for the
consultant to use that which actually motivates thentin terms of developing a payoff for the
client. Here, it is not enough to simply assume tiatlient is motivated, is interested, and
wants to pursue the learning process. A more specifiastagieling of motivation needs to be
developed. Ask the client, “Why do you want to do this? Vg it for you? How do you
think you will be better off as a result of the eneagyl effort you are investing?”

At this important level, attention is on personal pagofpersonal gain from the involvement. It
is this level of motivation that will sustain theesit at those points when the process may
become difficult, when learning is somewhat less #&sy, and when it comes time to practice
and practice again. At these points, the consultantyvikg what the payoff is, can bring the
client’s attention back to the payoff, can use the ga®tielayed reinforcement, and can point
out to the client those points at which the cliestually gets the payoff, receives the personal
benefits of the process. These points may be smalican easily go unnoticed by the client,
since recognizing positive feedback from others and respotaingiay be part of the
difficulties themselves. For example, if the clipetceives having his child be more cooperative
as something that would increase the general comfoittdétee client, progress may be hard to
see at those points when the level of cooperatignite low. Knowing that the level of
cooperation develops personal payoff for the clientay tve possible to point out to the client
that the points of low cooperation are getting fewerfartther between. The consultant might
be able to say, “I can tell that you are feeling reqllife frustrated right now. It feels like there
IS no cooperation at all. At times like this, it igdhéo remember that you really are making
progress. | did note as you were talking, though, thatayouyour son had been working
together for almost two hours before the bottom droppédfdhe cooperation level.
Progressing from five minutes without things falling apartvo hours is an amazing amount of
progress in such a short period of time. You should dlé/neleased with how well you are
doing, even though it does feel frustrating right now.”

As the consultant moves through the education procassmportant for him to be well
organized and prepared for each opportunity with the cli€his preparation takes several



forms. First, it is important to have in mind speci@arining activities and opportunity with the
client. This preparation takes several forms. Hirgt,important to have in mind specific
learning activities and opportunities that fit with the reeadd interests of the client. Of course,
this teaching plan will be modified and influenced by the pdatidaterest and focus of the
client during any educational episode. Nonetheless, @mpaincludes an individual lesson
plan including the most likely points to be covered, mephes to be developed, and other
specific content.

In addition, the consultant needs to look at the edugtmpportunity relative to both the client
and the other members of the client’s family. At sm&vhat would be most useful to other
family members” strongly influences the approach ongamgn occasion. Beyond that, the
lesson plan should take in to consideration past involaeofehe client, where the client is
likely to be personally and interpersonally at the bemgig of the session, and which small
pieces and little bits are likely productive points to purslige educational approach is not a
happening or existential encounter. It is, rather, a plduamd guided learning experience.

As part of the consultant’s style, consistent calranpatience, and supportiveness with the
client are important. The key here relates to theengeneral importance of a positive learning
environment. The point may seem small but is actualhyral to the process. The client’s
emotional state will tend to fluctuate or vacillateis, thus, important that the consultant remain
reasonably calm and even dispositioned avoiding any telesdeiocbecome anxious, hostile,
aggressive, frustrated, disengaged from the process, onteycany other feelings or emotions
that might tend to alienate the client or cause hinegirbto react negatively to the consultant.
The consultant’s feedback to the client is always aétdrpositive.

The point extends to patience on the part of the comsultEhe client learns that his
idiosyncratic pace will allow him to understand and resporsbioe things more quickly than
others and will not always reflect smooth and contingyogress. Patience on the part of the
consultant conveys an acceptance of the clientlitwet’'s progress or lack of it at any point in
time, and conveys a sense of respect and appreciatitdrefolient. Calmness and patience
combine with positive interaction and feedback to suppoat thé client is, how the client is
doing, and the effort the client is making. The supporésgsrof the consultant is, perhaps, as
important as any other single attribute of the clmmtsultant relationship. The role model being
projected for the client is of similar value.

Believing that he understands and can work with the ciiedtthat the client understands and
can work with the consultant are additional essemglkdients in the educational approach.
The dynamic here tends to operate as a self-fuffilirophecy. To the extent that either
perceives a lack of understanding or experiences a ldeltlofin the other, the process will
suffer. Itis also clear that the self-confidence salfiesteem of the consultant are important
aspects of a positive learning environment. The usually unspukssage to the client is,
“Through what | say and do, | am conveying to you my undeagtg of you, your needs, and
your interest. This understanding combines with the foefieny part that | can help you learn.”
This confidence is picked up by the client and is, throughtiiitztion, translated into the
client’s belief in himself. The interaction of mutinaland shared belief, then represent powerful
positive drivers that move the process along.



At a more personal level, mutuality and shared belieftate into a sense that the client and the
consultant like each other. When engaged with familes becomes an even more complex
part of the process since the development of a “weehiad other” pattern of interaction needs to
be developed with each family member. Of course, theedhfeeling will be stronger between
some family members and the consultant than with atHdametheless, serious difficulties can
quickly develop at any point that the “we like each otherderstanding does not develop or
begins to break down. This is a point that is usually &#@stoached directly. The consultant
might say, “I get the feeling that you don’t like meweruch right now.” Always add the “right
now” in order to draw attention to the immediate poihinteraction. Alternatively, the
consultant may on some occasions need to say, “Rayit lnam feeling that | do not like you
very much. | really want for us to spend some timartgliabout that so that we can get past this
point with each other.” The discussion then needsdod in terms of specific behaviors or self-
projections that seem to be contributing to the per@egti The point in the process is, in short,
managed as an important learning opportunity for both theuttant and the client.

The underlying theme here is for the consultant to mahasgelationship with the client in
ways that allow the relationship to be used as a stdrdaomparison from the client’s point of
view. It is also important for the consultant to ksaie and encourage the comparison. For
example, if the client and the consultant shouldheatwe do not like each other” point, focus
on that point and successfully work it through in teaha more positive interaction. This
process then becomes a referent or “how to” exafopléne client.

If the client is experiencing negative gain in one offémnsily relationships, the consultant might
say, “This is a little like when you and | were talkirgpat liking and not liking each other. |
was impressed with the skill with which you were ablevtok through that point in our
relationship. It seems to me that the same skillsdcbelused by you in this situation in your
family. What do you think?” Sensitivity to potentialipts of comparisons, will increase the
opportunity for the consultant to reinforce this uséhefconsultant/client relationship. Progress
is evident when the client begins to make the compasispontaneously.

Given the best effort on the part of both the clemd the consultant, difficulties and problem
points will arise. The important point here is foe tonsultant and the client to evaluate and try
to understand why a problem or difficulty has come up ine&eing process before trying to do
something about it or making suggestions for its resolutiibis. tempting to assume no one
would try to resolve a problem before understanding wigptoblem is and what may account
for it. Nonetheless, this type of response, trying tdé&fore understanding what needs fixed,
occurs more frequently than one might think.

Falling into the trap, the consultant hears the ckamt “I am having a problem with this.” The
immediate response on the part of the consultatit@j ought to try...” Alternatively, the

client says, “I am having a problem with this. | thinkillw” The issue is that the solution is
simply a response to having a problem but is not cleddyeekto an understanding of or
sensitivity to the problem. The client should be disaged from this approach either within the
consultation relationship or within his family involvents.



Taking time to evaluate and understand the problem peardsithe real likelihood that the

client will simply use old strategies, old approaches, flzabitual ways of responding. Better are
responses that are thought out, related to an undersgamicihe problem, and developed as a
specific way of handling or working through a specific $giroblems, difficulties, or
interactional tension points. If a problem is wortsp@nding to at all, it is worth the extra
thought and attention it will take to respond in way$ thaximize the likelihood of effectively
and positively resolving the problem along with minimizing likelihood of the difficulty’s
recurring.

A point already made in other ways needs reiterateabire specific terms. It is important that
the consultant believes that the client can andmalke progress. One way of approaching this
is to go beyond the level of intuition and subconscimergeption to develop a chart listing the
strengths and assets the client already has thabewvilseful and beneficial in terms of
progressing through the learning process. This listing appisdest accomplished in
conjunction with specific later activities and includiesse areas of strength, special ability, or
interpersonal capacity emphasized in the activity.inlar listing should be developed in terms
of those factors, characteristics, or other elemiatisresult in the consultant’s belief that the
client will make progress. The two lists combine to dgvelo analysis of what might be
thought of as the client’s progress potential. The sgpeoach can then be used in making two
lists including elements related to what might be thooghs the client’s failure potential. The
task of the consultant is then to actualize the tigrogress potential and to minimize the
interference or deterrent capacity of the clientikifa potential. More specifically, this type of
approach assist the consultant in maximizing the streragtith minimizing weaknesses. The
educational experience should then be directed to theeats if the client’s progress potential
and away from his failure potential.

In order to accomplish the above, the consultant keegd the approach flexible and responsive
to the client. He must be especially alert to any apgee of elements related to the client’s
failure potential and prepared to deal with those commentgys that minimize their effect or
impact. At the same time, the consultant needs ableeto shift to focus on progress potential
elements. Making the same point in somewhat diftams, if elements within the client’s
failure potential begin to appear and or interfere withptlogess, it is clear that the process is
emphasizing counterproductive elements, resulting irthessuseful responses and reactions, or
focusing in areas with which the client is not yet yeddeal. An important part of flexibility,
then, is the ability to back away from the current apgneand content and toward more
productive and useful areas.

There will be times when it is important to changehudblogies, activities, or other aspects of
the approach to develop more concert or a bettertfit wiere the client is at at the specific

point in time. For example, if the client seemséayktting bogged down, appears to be resisting
the process, and doesn’t seem fully responsive to whaipisening at the time, it may be useful
to shift focus to some of the earlier points in thicdssion, move from one activity to another,
go back to activities that had been processed earliergehraethodologies from more verbally
oriented approaches to paper and pencil oriented approaclseapbyr suspend the process long
enough to talk with the client for a few minutes about hews feeling and what the process
looks like from his point of view at the time.



The above is facilitated through consciously using a waoietmix of techniques and
approaches. This helps for two reasons. First, thetyawill be more interesting and
stimulating to the client. Second, using a varietynot gives the consultant the opportunity to
both tailor the approach to the client and develop expegigvith those techniques and
approaches to which the client responds most effectamdypositively. Beyond that, the
strategy presents to both the client and the consuliard@pportunity to deal with the same
concepts, techniques, and content areas using differémbaadogies. This facilitates learning
through repetition as well as learning through developing addrstanding that several
approaches can and do lead to nearly equivalent ends.fféttei®to expand and extend the
learning experience for the client in ways that moatlgeassure that the client will be able to
identify with the learning process, the content, andagroach. The modeling value of this
strategy for the client is also important, especiallierms of his learning to use a variety of
techniques and approaches within family relationship.

The key to all of the above is the consultant’s urtdeding of and familiarity with the skills and
content being taught. Teachers must be able to tea¢chdyumust also be very familiar with
that which is being taught. Most consultants will beyfamiliar with most of the content areas
and with most of the skills and techniques being taughwilllalso be important for them to
supplement this knowledge and understanding through readingatiduing training. In
addition, it will also be useful and at times criti@al the consultant to assure the availability of
other consultants with whom the client is able toraterelative to specific content or skill
areas.

For example, functioning as a lover within the marriagationship requires specific knowledge
and skills related to the sexual functioning of men, ofmen, and of sexual interaction between
men and women. The same is true in terms of pareldtfetationships, especially where the
child involved has some type of special problem or difficulfhe consultant need not be all
things to all people. It is enough to have a good knowledgslalhébundation and a
willingness to seek out and make available other resstine¢ may be needed by the client.



Assessing Family System Functioning

This activity is designed for use by the consultant gessing the level of dysfunction or
disorganization within the family. 1t has been adaptedchfa more general organizational crisis
model and has real utility for determining whether orthetfamily can benefit from this
educational approach. The activity identifies six variabtes/hich the family is to be elevated
by the trainer. Below each variable are four descriptased to the variable. Through
observation and discussions with the family, thenénashould simply determine which
descriptor best describes the family in terms of tm@kée in question. For example, are family
relationships best described as fragmented, protective, siyepor interdependent. For
trainers for whom the descriptors do not quickly commateiche concept or idea, reading the
discussion that follows the activity may be useful @seiminary to completing the activity for
a specific family.

Once the family has been rated on all six variablegplg add together the numerical values of
the descriptors checked. This will result in a familgessment score from six to twenty-four.
Generally speaking, families who function in the uppedtbf the range (19-24) are excellent
candidates for this educational approach. Families winctitun in the lower third of the range
(6-12) may derive some benefit from the approach but waltineterventions that are
considerably more comprehensive and therapeutically powerhé trainer will probably get
somewhat mixed results with families in the middledtuf the range.

Simply check the appropriate descriptor, noting the numb#recdescriptor represents the
numerical value for that descriptor.

Relationships

1. Fragmented

2. Protective

3. Supportive

4. Interdependent

Extrafamilial Relationships
1. Disconnected

2. Alienated

3. Reciprocal (mutuality)
4. Coordinated

Communication

1. Random

2. Ritualized

3. Serial (searching)
4. Congruent

Decision Making
1. Paralyzed



2. Autocratic
3. Participatory
4. Task centered

Problem Solving
1. None

2. Mechanistic
3. Explorative
4. Flexible

Planning

1. None

2. Expedient
3. Synthesizing
4. Integrative

Discussion

Focus here is on the six variables and twenty-four getecs included in the above activity. The
first variable focuses on the relationships within thrailig on how family members relate to
each other. This can be understood at two levels., Binderstanding can be developed in terms
of the pattern of interaction; and second, understandimpeaeveloped in terms of the function
or value of the interaction to the individuals and tofemily system. Each of the four
descriptors relates to both levels.

Fragmented relationships show very little pattern asfiéct little continuity or consistency over
time. They are, thus, not continuously available tolfamembers and serve little useful
function within the family system. In fact, fragnted relationships are incompatible with a
systemically functioning family insofar as the relasbips or connections between people need
to be relatively continuous in order for the interactid the individuals to develop as a
functioning system.

Fragmented relationships represent the most dysfuattievel of family functioning. A
somewhat improved level of functioning is seen in famibgre relationships are characterized
by a protective pattern and function. At this level, ga&tern is such that family members are
fairly continuously available to each other, with thahilability primarily characterized by an
orientation to protecting family members both from otlaenily members and from external
influences and factors. This is basically a defensiventation and may be characterized by a
clinging quality where family members relate to eachoéisea way of protecting both
themselves and each other from perceived threats orddbet are generally understood as out
of their control. When thinking about the family asyatem, this level of functioning at least
serves to protect and maintain the components — fan@iypbers — of the system and serves to
further the continuation of the system. As can be,sbe relationships at this level do, at least,
serve a useful function for the family and its mersber



At the next higher level of functioning, the protectigpact of relationships continues but those
relationships also serve a supportive function for #meily members. At this level, relationships
facilitate positive interpersonal gain and the familatienships serve both the interest of the
system and the interest of the family members ingeyhtheir activities, involvements, and
participation within and outside of the family. Fanslinctioning at this level might say, “We
help and encourage each other.”

At the highest level of functioning, family relationshgr® best described as interdependent. At
this level, the pattern reflects a truly systemicrimtéve pattern within the family. The

functions of protection and support are still presentepixtamily relationships have extended to
incorporate the full range of needs and interest of &anlly member. Family members can
comfortably and confidently count on each other and atsierstand that the welfare and well
being of each family member is significantly dependernthernwelfare and well being of the
family and the other family members. At this levelatenships might also be described as
complimentary and additive. The strengths and abilitiesach family member are understood
as resources available to all family members, witHdbs strong areas for each family member
finding compensatory support in the abilities and capacitiegher participants in the system.

At the optimal state, the “self’ of each family mieen is a function of her autonomy combined
with her membership in and participation in the familyt tiis level, families might say, “We
are all very unique individuals but are also part of ouilfanBoth parts of who we are must be
understood and recognized if you are to know us well.”

A similar hierarchy of functioning levels applies to exaraflial relationships. At the most
dysfunctional level, these relationships are best cheniaed as disconnected. The parallel to
fragmented intrafamilial relationships is obvious. Ira&fgmilial terms, relationships are simply
not such that there are good connections with extezsaurces, institutions, support systems, or
other individuals or entities that might serve theriest of the family and its members if they
were more readily available. Here, relating to a clbasuis problematic insofar as the family
and its members have difficulty developing a relationalnection with the consultant.

At the next higher level of functioning, extrafamilralationships may be characterized as
alienated. Here, the relationships exist but do not $heveeeds and interest of the family and
its members. The perception is one of alienation abelmnging — nonparticipation. The
family and its members are fairly constantly turnefbofrebuffed by external individuals and
entities or at least perceive themselves in thesesteFamilies who operate at this level tend to
take a somewhat fatalistic approach to dealing with angatsde of the family, having very
low expectations for those relationships and connections.

At the next higher level of functioning, extrafamilialationships may be understood as
reciprocal or characterized by mutuality. It is a quid guo orientation to the external world.
For example, a reciprocal orientation might openata $pecific situation in this way. A
youngster is having difficulties in school or is in neédpecial services. The parents’
orientation to the school is from the perspective thatschool “has to” provide the services or
respond to the needs because the parent pays taxes &éawlslsay that that the school must do
what is needed. The same client working with a conguttey think that the consultant is being



nice and trying to be helpful simply because she isrgefaid to do so. One helps one’s
neighbor because neighbors help each other as a ret¢ippgumement for being neighborly.
The same orientation then holds for other interacik@eriences between the family and family
members on the one hand and external entities andduoéls on the other hand.

At the highest level of functioning, extrafamilial retatships may be best seen as coordinated.
The idea is to coordinate external resources, opportyratiesinterests in ways that respond to
the needs and interest of the family and its memhdese, the consultant is nice and is helpful
because that is who and what the consultant is. rékatirce then matches up with the needs
and interest of the family. Arrangements are thedenthat enable the consultant to consult and
the family to receive the consultation services.

At school, the child is helped because that is oreat leught to be the nature of the professional
resource. If some resource exchange is required in rdaeilitate the coordination, the
exchange will be made, e.g., the payment of consultirgy fééthis level of functioning, the
family’s paying the consultant is only incidental to thegass.

Communication is the next focal variable. At the tribsfunctional level, communication
among family members is random. Again, note the paraitblfragmented relationships.
Random communication is, of course, ineffective andnaistent in relationship to the family as
a system. To the extent that the primary linkage onection between family members is in
terms of communication, random communication represanebsence of any identifiable
pattern, of any significant systemic interaction witthie family. People may talk and interact in
both verbal and nonverbal ways. Nonetheless, thasedsgs of communication serve no
dependable, continuing, or particularly useful functmithough it may help the people avoid
becoming bored and totally alienated from each other.

At the next higher level of functioning, communicatisiritualized. Here it will help to draw

the analogy to other types of rituals, such as soitiglls. People are communicating out of
habit, as a function of the accepted patterns or proceaiubg, following the unwritten family
rules. For example, in families where ritualized owmication is the norm, one quickly gets the
feeling that everyone has heard and participated in theecgation before. In addition, each
family member is well schooled in terms of her rale @xpected participation in the
communication of the family.

At the next higher level of functioning, family commuetion is best described as serial or
searching. Conversations tend to drift and usually do nattamiany clear focus for long. If
the topic is important or of interest to the particiganine gets the impression that family
members are searching for ideas, feedback from othemsywoways of thinking or perceiving.
Ordinarily, though, the process does not go beyond tarslsimg-exploratory activity.

At the most functional level, communication is best dbsdras congruent. Here, there may be
some ritualized communication, an initial pattern ofcleiag or exploratory communication,

but the end result of the process will be the develapmiecongruence. People are talking about
the same thing at the same time in approximately the saoms. At this level, one also notes a
real capacity to focus on particular problems or issihesneeds and interest of specific family



members, or other topics of interest to the participaltis as if the communication process
leads to a collective consciousness, a collectiveaiigpa think about and deal with the
problem, opportunity, situation, or other specific topic.

Decision making enters the family system as the nasiable. At the most dysfunctional level,
decision making within the family system may be descrilsgpbaalyzed. Problems and issues
come up from minor to major, with those in authoritysiy being unable or unwilling to make
necessary decisions. Frequently, decisions are madby signgefault or as a function of not
deciding; or actions taken are based on impulse, mirtloaght, and are generally unrelated to
the family’s overall welfare or well-being.

At the next higher level of functioning, decision makisgimply autocratic. In this sense,
decisions are frequently arbitrary and seldom take intgideration the feelings and interest of
the family and of its members.

At the next higher functional level, decision makingasticipatory, with family members
having a voice in the process. At this level, the pagits in the process generally make the
final decisions, although the autocratic approach issstiietimes used. At the highest level of
system functioning, decision making is task-centered.hidti¢vel, the decision maker and the
process depend on the specific task or purpose for theattec{Senerally, the individual having
the direct responsibility for the effects of the deamsivill make the decision. Much of the time,
decisions are simply made by the person who needs tigodaeat the time. Of course, the
participatory process and occasionally the autocratioggsoalso operate; but the preponderance
of decision making rest with those most directly inealhand effected. As a variation on the
task-centered theme, the decision making process mapealsategorized, with specific family
members making decisions within given categories, e.gsdimld decisions, minor financial
decisions, major financial decisions, business-relatedidasi and within other categories
important to the specific family.

Central to the life of the family system is problenvsay, with this important aspect of family
life being best describes as “none” within the most dystianal family systems. Problems are
simply not solved in any active and intentional way ameteglly not in any way that takes into
consideration the needs and interest of the family @ntiembers. At this level, problems tend
to accumulate and intensify purely as a result of nentitin to them.

At a somewhat more functional level, problem solvindhimithe family is best described as
mechanistic. The process is somewhat mechanical amdabte of innovation, novel solutions,
and highly individualized solutions to new or unfamiliar pesb$. Also, the same solution tends
to be given for the same problem even if the specialiions or circumstances at the time
should reasonably be expected to call for an individuakodution. At the next higher level of
system functioning, problem solving becomes explorativere Hote the parallel to the
“searching” level of communication within the family systs. At this level, the family
continues exploring for solutions to problems and for remoigtof difficult situations. The
exploration continues until a solution is developed $kaims to fit or respond to the problem.
The result is not necessarily what would have beebdbesolution but represents a very
adequate solution on a one-problem-at-a-time basis.



At the highest level of problem solving, the appropriatede®r is flexible. Here, all of the
processes discussed may be used with the addition cplaeity to flexibly use different
approaches to different problems. It is a little lileeying a problem-solving tool kit. The

flexible approach says that if pliers do not seem ttétgdroblem, a screwdriver may be tried.
Also, this level of functioning allows for the use @wmtools that are not already in the problem-
solving tool Kit.

Perhaps planning is the variable that most typifiesahely style and the level of functioning of
the family system. At the most dysfunctional levkére is no planning and things just tend to
happen. The family and its members begin to take on avgbat chaotic pattern of interaction
and a somewhat fatalistic philosophy of life. At a sem&t improved level of functioning,
planning becomes expedient. At least here thought is govemat will work or get the family
where they are going in the short run. The planning takiesv issues beyond the immediate
need or interest; but at least that need or intesaestually responded to at some level.

At the next higher level of functioning, planning may becdbgd as synthesizing. The needs
and interest of the family and its members are addedhetprocess as they develop and are
responded to in terms of the available resources, gnasetthings to which resources are
already committed. Here, resources include money batiatlude time, energy, and available
motivation. At the highest level of functioning, planniadest described as integrative. Here,
the needs and interest of the family and its memberglantified, prioritized, and considered in
relationship to all aspects of family life. New pie@es not simply added to the existing list.
They are carefully considered in relationship to all@utriaspects of family life, the history of
the family with similar needs and interest, and — liethe key — in relationship to all anticipated
needs and interests of the family that may develdperfuture. Any new piece that enters the
family system is then part of the system as a whonénot something that has been appended to
an already existing and in place system. Of coursalihocdn be anticipated; and part of the
integrative planning process is to allow enough flexibilitalways be able to respond to the
unexpected, within limits.

(Note) The above discussion focuses on the familyvasode, the family as an entity. As has
been noted, families functioning within the most dysfiomal range are, in fact, not operating as
viable, positive systems. They are, rather, operatirggcadlection of loosely related

individuals. In contrast, families functioning at theh@g levels represent true systems in the
interdependent, interactive sense of the term.

As you assess families, though, there is an additiac#dif to keep in mind. Even though the
family itself may be quite dysfunctional, there mayfamily members or specific relationships
within the family that are significantly more funat@l than the family as a whole. For example,
a family with a chemically-dependent member may be @lyséunctional when looked at as a
single entity. When other family members are consdandividually, though, it may be that
their functioning levels are atypical in reference ® fdmily as a whole. Similarly, some of the
specific relationships within the family may be quiteipes and viable. For these basically
dysfunctional families, the educational approach mambst appropriately used on an
individual basis with more functional members or imteiof specific focus on the more



functional relationships. Understanding the familaaystem leads to the positive factor that,
enhancing or improving the function of any element withengisstem has a net positive effect
for that system. Helping specific family members andkmg on specific family relationships
will have a net positive effect even for highly dysftiowal family systems.



Assessing Client Readiness

Rate the client in terms of the thirteen statembatsw. Use a scale from five to one with five
equals very high, four equals high, three equals mediumeduals low, and one equals very
low. Once all thirteen ratings have been made, addhtivgs together and divide by thirteen.
The result will be a readiness score from one ta fi@kents rating 4.0 or higher are very ready
for participation in the educational approach to arédasmily life. Clients rating a 2.0 or less
are not ready and will benefit from a more supportive, dedextive approach designed to
increase readiness along the thirteen variables. raimert will likely experience mixed results
relative to readiness with clients whose readisesses fall in the middle portion of the range.
In addition to the readiness assessment, this actiatyba used with the client to discuss the
educational approach, its strengths and limitations, andlignt’s potential participation in the
process. Also, the activity is quite useful when diffiies develop in the process. Frequently,
those difficulties relate to issues and areas rais#usractivity.

1. The client expects the process to succeed.

2. The client has a realistic vision of or perceptdsuccess — how things will be when the
process succeeds.

3. The client is motivated by the likely payoff or outeaf the process.
4. The client places high personal value on obtainingayeff or likely outcome.

5. The client understands that — in the long run — lttakle as much time and energy to maintain
the status quo or current situation as it will to suc¢bexligh the educational process.

6. The client takes responsibility for his participatéod interaction within the family system.

7. The client understands his active role and influent@mithe family system.

8. The client believes in his ability to make the commemt and changes necessary for success.
9. The client has generally positive self-esteem.

10. The client generally likes other family members.

11. The client is looking beyond simple self-intereghim process’ succeeding.

12. The client sees each family member benefiting franpaiticipation in the process.

13. The client is realistic about his abilities, skiied capacity to function within the family in
an effective way.



(Note) This activity may be simply used as a checkbisttie trainer. In addition, it may be used
as an interview questionnaire or as a group activity whemking with groups. In this case, the
trainer should rephrase the items to fit the settirgr example, item 1 could be changed to read,
“| expect the process to succeed.” The client could tespond verbally in terms of his
expectations. Within a group context, group participantdcsioiply number from 1 to 13 and
put their rating beside the appropriate number. For exarfphe group participant strongly
expected the process to succeed for him a “5” would be putebds number one. With this
modification, the remainder of the instructions refatio the activity remain the same.

Discussion

It will be helpful to consider the discussion followgiactivity 1 in conjunction with the
discussion here. The teaching process as developedvityatiparallels very closely this
activity and the readiness of the client to participatihe educational process.

The client’s expecting the process to succeed is esstenvwether or not the process will, in
fact, succeed. The more optimistic the client is,itiore energy and effort he will attempt to
invest and the more receptive he will tend to be to timeepts, suggestions, and techniques to
be learned. Conversely, the client’s believing thatgtocess will not succeed makes it very
difficult for both client and the consultant. It mbg that the client will participate in the process
enough to begin to develop some success and make some pmlgics may in turn alter his
thoughts and feelings about the educational approach. vihienmaking this initial investment,
though, the consultant needs to explore with the chieninitial pessimism. Frequently, it will
relate to previous experience with intervention effartisperceptions the client may have about
the consultant or the educational approach, or a sémsglity in relation to having any ability

to change or modify relationships or responses of other @p@otiie family.

Even if the client expects the process to succeedinipsrtant for the consultant to clarify
success. It may be that the client expects to sucedetdi his perception or idea about success
is unrealistic or in some other way inconsistent wittat success will be like. In the role of the
consultant, you might say, “I am pleased that youtfeslthings will get better and that your
interpersonal skills will improve. Talk with me ali about how you see things when the
process succeeds.” Through this step, the consultanhamdignt can clarify the likely outcome
of the process to better assure that the clientf@ellpositive and successful as a result of the
process. It is also important to enter into the edocatiapproach without minimizing the
possibility that either the client or the consultamtild perceive the process as succeeding
without the concurrence of the other.

This point extends to the motivation of the client. ©ids understood what success will be
like, the consultant and the client can then evaltextent to which the client is motivated by
the likely outcome or “payoff’ of the educational invetaent. At the optimal level, the client’s
motivation will focus in three areas. First, hélWwe motivated by increasing interpersonal skill
and effectiveness. This achievement will be persosalligfying. Second, motivation will
come in terms of improved interpersonal relationshipsname comfortable interpersonal
involvement with other family members. Third, motivatwiti come in terms of the increased



comfort and satisfaction of other family memberssé&hon a realistic understanding of the

likely outcome, all three payoffs blend into the majderpersonal gain and motivational energy
for the client. If any of the three motivationakas are seen as unnecessary or as unimportant by
the client, the success of the educational approaclp®pionally less assured.

As can be seen from the above, focus here is onigw’slplacing high personal value on the
outcome or payoff. The client says, “All three arage very important to me.” The personal
valuing of the outcome, the enhancement of family ieiahips, and the increased satisfaction
and comfort of other family members are then the pagoffhe investment of time and energy.

The educational approach is time consuming for the ciedtrequires a lot of energy and self-
directed effort. Here, though, an additional realégats to be introduced and discussed between
the consultant and the client. In the long run, it seguire as much time and energy to maintain
the problematic status quo — to keep things the way tteey as it will to use the educational
approach to improve things for the client, other familyrmers, and the interpersonal
involvements of family members. Problematic and negatiezactions within the family are
energy draining and time consuming, with the investmetitbnaf and energy achieving little.

The educational approach is then a substitute way of tisnigamily resources that, in the long
run, will reduce the negative drain or ineffective uséafily time, energy, and other resources.

It is, then, an investment in the future for each membéhe family.

In assessing client readiness, attention now shifty éfwen understanding success and the
payoff for the client to developing and understandindhefdlient’s participation in the family.
Does the client take personal responsibility for his p@étion and involvement within the
family system? The point being pursued here with thetdbesubtle and may seem minor but is
actually essential to the educational approach. Thatas going to learn to be a proactive
component within the family system, an individual whteracts with style, skill, and
purposefulness. Specifically, this orientation will deyein terms of his individual functioning
and specifically in relationship to his children and spouserder to do this the client needs to
understand and accept responsibility for his involvemenpartitipation.

There is not intent to change other members of thdyfamto see one’s self as simply reacting
to other family members. Instead, the client is uridetsas an active ingredient within the
system, as a responsible and self-directed family membe

Many clients will understand their active role anduefice within the family and will accept
personal responsibility for both. Other clients, howgewdlt need specific consultation attention
directed to defining and clarifying their intrafamily rolgsually, role clarification is somewhat
less at issue than understanding and clarifying the muitifileences that the client has within
the family. Most of the time, it is enough to acqudn client with the concepts and with a few
of their implications within the family system. THamiliarization leads rather quickly to the
client’s generalizing the concepts and ideas throughoyahigipation in the family. Some
attention to this point has the secondary benetietter acquainting the client with the inductive
nature of the educational approach. Understanding mor#éisgec concrete areas of
functioning and then generalizing that understanding to brdaagly areas and issues.



As an outcome of the educational approach, the cliehbegiin to modify his behavior,
involvement and participation within the family. Graduathg small modifications will lead to
more general changes in the client’s style, approachfuenctioning. It is important that the
client believes in his ability to make the needed comenitt and changes. Important to this step
is the consultant’s belief in the client and faiththe client’s ability. The positive element here
is that virtually anyone who is willing to make the initt@mmitment will quickly learn that he
does have the necessary ability.

The key here actually has more to do with the clidetigl of self-esteem than with actual
ability. When the consultant is working with an indivithwdo questions his — the client’'s —
ability, it is important for the consultant to understanat the issue is more in terms of the
client’s self-esteem. If this area is problematie, ¢bnsultant will want to spend some time in a
supportive way reinforcing the client’s interest, detirbave better relationships, and
demonstrated interest in his family. The consultanhtrsgy, “I hear what you're saying and
understand that you do not feel real confident in your abilityave worked with other people
who have felt the way you do. I've found that people waie as much about their family as
you seem to care are usually successful with the eduabéipproach if they will invest a little
initial time and energy. What do you think? [ think yolll ae able to make progress because
you really want things to be better. Shall we givetity and see how it goes?

An additional factor enters in here that also needg twdrked through. The prognosis for
success is much higher for clients who generally likeotiner members of their family than for
those who do not. Recall the three areas of paywifiroved personal functioning, improved
relationships, and increased comfortableness and stasfémr other family members. If the
client is involved in the educational approach in parofber family members, liking or
disliking other people in the family makes a differenéte is more likely to be motivated to
help people who are like than those who are disliked.

Disliking a specific family member presents a learning ojmitly in terms of understanding the
behavior, attitudes, or pattern of involvement of theeogierson that evoke dislike or negative
reactions. If the consultant can facilitate underdirag at this level, progress is already being
made.

For example, suppose an ingredient of why the clienkdskanother member of the family has
to do with the other member’s habitually saying negative, daimg, and hostile things to the
client. First, simply beginning to isolate the spedifehaviors and attitudes is itself consistent
with the educational process. The client sees wieabttier person is doing that evokes the
negative reaction. Next, the consultant begins tdkwath the client in terms of alternative
behaviors and responses that enable the client to éeelimcontrol and to experience less
perceived assault to his self-esteem. For exampbeammmng the use of the elements of
positive interpersonal style discussed later may beilisEkep in mind, though, that the goal
here is not to change the behavior of the other per$asrather to facilitate the client’s
developing better defined style and increased interperskitialBhe goal for the client is to say
and feel, “I am who I think | am; and | think | am a waevthile person with style. Who you
think | am is interesting but is not a basis for my deg who | am, unless what you have to say



really does seem to fit my perceptions of my behavidraations. Nonetheless, | appreciate
your sharing your thoughts and ideas with me.”

To reiterate an earlier point, the readiness of tl@ntis in proportion to the perceived benefit
for him as well as related to his looking beyond simpléisterest and seeing each family
member as benefiting from the client’s participation.

The client is doing it for himself but also for the atpeople in the family. This perspective
combines with a realistic appraisal by the client ofatdities, skills, and capacity to function
within the family in an effective way. These two qoonents of readiness then combine with the
client’s excepting responsibility for his participatimrnthe family and participation in the
educational approach.



Multidimensional Style

We are multidimensional people. This first meanswWehave a physical dimension that takes
in our physical selves, the kinds of things we do and avomfdaind the ways in which we deal
with ourselves as physical/doing people. We have aniemabdimension that has to do with
how we manage our emotions and feelings and how we undersihnespond to the emotions
and feelings of others. We have a moral dimensionh#gsito do with our personal values, what
we will do and what we will not do, what we think is glkand not okay, and how we manage
ourselves as moral people. We also have a sociahdiorethat has to do with being a friend,
relating to other people, being involved in social activijtée®l other things related to our
interpersonal relationships. Our sexual dimensiondas twith how we handle ourselves
sexually, how we see ourselves as sexual people, hanawage our sexual relationships, and
how we treat others and expect to be treated sexuakyaré/also thinking people and have a
cognitive or thinking dimension. This has to do witlwhee use logic and our intuitions, how
we go about solving problems, how we go about trying to undergtamgs around us, and how
we use our minds and abilities to learn.

Our way of handling ourselves, what we think is important the impression we want to give
to others within each of these dimensions go to make upeysonal style. Please complete
each of the sentences below, making one statement yhaself and your style. Try to make
the statement true for you as you really are. You fimsh the sentence in anyway that fits you.

1. Physically, | am
2. Emotionally, I am
3. Morally, I am

4. Socially, I am

5. Sexually, | am

6. Cognitively, | am

Check back to be sure that each statement representsiaesiatement about you. If not, go
back and refinish the statement, making a positiveratateabout yourself. It is your style you
are talking about. Always think about what you have gaangdu first. There is plenty of time
to think about the less flattering points.

Now, BE THE PERSON YOU ARE — WITH STYLE — ALL THE TIE- ON PURPOSE.

Discussion

The above activity facilitates interpersonal skill dieypment in three areas. First, the focusing
on the six dimensions helps the client to think i of her interpersonal participation in more
specific terms than is usually the case for mosviddals. They are inclined to think in terms
of their behavior without understanding that they prtajeemselves in multiple ways, with each
dimension representing who they are as a functi@elbfperception and who they are in terms
of perceptions of others. Consultants will find that sandividuals need assistance in looking



at themselves physically, emotionally, morally, sdgjadexually, and cognitively. Nonetheless,
the activity will lead to the client’s being more awaféherself and of her presentation to others.

Next, the activity facilitates the client’s thinkingali the multidimensional styles of other
family members. For example, a client might begisde that one family members acts more
based on what is thought about something while anothelyfanember acts more on what is felt
about it. One family member may think more in termthefsocial or interpersonal implications
of an incident while another family member thinks maréerms of the emotional implications.
The consultant will want to facilitate the use o #ictivity to highlight these differing ways of
understanding family members.

In addition, it may be useful to have the clientiget grid with each family member listed down
the left hand side and the six dimensions listed at¢hes®p. Each family member can simply
be noted by a check mark in the column most applicaltkert. In addition, the client could rate
each family member on a five-point scale indicating tlosvfamily member functions within
each of the six dimensions. The five point scale woaltsist of: 5 equals very strong emphasis,
4 equals strong emphasis, 3 equals medium emphasis, 2 egaklsmphasis, 1 equals very
weak emphasis. Once the grid is completed, the cansuitay assist the client in thinking

about the implications for the family of the complggrid.

Finally, the activity emphasizes the concept of styimst people will intuitively understand the
idea of style, especially if they are asked to notedmthree people that they know in or out of
the family that, from their point of view, have ra&yle. Importantly, style is here understood as
positive and represents the overall effect of selfqutigpn to others. Three characteristics of
style need emphasis: recognizability, definability, and iptakbility.

Style is recognizable. It is the general impressiodea of someone that develops and can be
understood in terms of the six dimensions. The actigitgourse, facilitates the client’s
recognizing her style but also facilitates recognitiontgesn others.

Style is definable. As a preliminary activity, the adtemt may want to have the client simply
list those traits and characteristics of individulbst tshe finds to be the most positive, most
appealing, the most characteristic of real style. Theity itself assists the client’s defining her
style in multidimensional terms.

Each of the responses in the activity should be pesisimce the one’s style is a positive
projection of self. Also, this positive orientatiossests the client in looking at other family
members in essentially positive terms. In this setihgegducational process begins maximizing
and emphasizing the strengths and positive features witicin family member and encourages
a positive orientation to specific areas of famifg lileveloped in later activities.

Style is predictable. This point is at the essent¢bectivity. The underlying goal is to
encourage the client to understand and take responsibilihefcstyle. This responsibility
taking necessarily involves developing and maintaining a densiand positive self-projection.
Predictability of style additionally means that thdesof the individual does not change as a



function of reactions of others, special circumstanatether or not the client likes or is
comfortable with what is going on at the time, or sinyl@xternally initiated factors.

This point is emphasized by drawing attention to people witat might be thought of as pseudo
style. These individuals appear to have style in terdnits recognizability and definability. The
lack of predictability, however, shows that they asetaking the personal responsibility to
project themselves consistently and with real stylgandless of the situation or circumstances.

Consciously accepting responsibility for self and sedfjgmtion — is the intentional or “on
purpose” nature of real style. It is not something tleames about naturally, accidentally, or
circumstantially. Style is a function of consciaedf-awareness, self-examination, and
intentional positive self-projection in the interesinadre effective interpersonal involvement
and relationships. It is something one reflects withesll the time, on purpose.



Group Roles

Which tator are you? It is easy to start analyzing dvgseand others in our families and to take
what happens personally. A better way to look at ybas on is to understand that people grow
into certain roles or styles and are usually just baihngmever they are out of habit or just
because that is the way their personalities arey @reejut being TATORS. If we are able to
understand this and accept them for the TATOR they aayilvbe a lot more comfortable.

Using a scale from five to one rate yourself in teriisoov frequently you are each of the
following TATORS. Five equals almost always, four equalsally, three equals sometimes,
two equals seldom, and one equals almost never. Once yeditiahed for yourself, it will be
fun to think about each of the other people in your framd rate each family member in terms
of how frequently he/she is a TATOR.

1. Agitator: Agi likes to keep things stirred up, find fagltticize, and make things seem worse
than they really are.

2. Anitator: Ani likes to have the last word, alwaystghkis/her two cents worth in,” and always
has an opinion on everything and likes to show otherdiahe knows more than everyone
else.

3. Commentator: Commen likes to be sure that everyoomkeverything that is going on, is in
charge of gossip and “tattling,” and seems to talk altithe even if no one wants to listen or if
everyone already knew about what is being said.

4. Dicktator: Dick likes to take charge, boss everyone adomthe one who makes all the
decisions, and generally be in charge of everything whetheot it is his/her business or
responsibility.

5. Gravitator: Gravi is pretty much of a “couch potatoeyasls hanging around and there when
others want a little privacy, and always seems to bérexbto help out, do things, or get out of
the way.

6. Hesitator: Hesi can never decide, always waitséondgat someone else’s opinion is and then
uses that one, is very unsure of himself/herself, goesfdhe way not to offend anyone or get
anyone upset, and thinks that if he/she can please exeajithe time things will be okay.

7. Levitator: Levi thinks he/she is just a little bettean everyone else, is sort of above it all
most of the time, seems like he/she is looking dowmdtise at others, and feels pretty much
superior to everyone else.

8. Meditator: Medi seems to take forever to do thingsumeae/she has to think everything
over very carefully before doing something, never went$ anything quickly or on the spur of
the moment because anything worth doing is worth thinkinguthh carefully, and is usually
hard to talk with because everything has to be analyzedistwalssed in great detail.



9. Militator: Mili is always on guard and ready to go tanwvill argue with anyone about
anything anytime, never gives an inch, and is ready to &iaffter ground with anyone who
tries to take advantage or confront him/her.

10. Precipitator: Precipi is one of those TATORS thatble to get other people into arguments
and then walk away, say or do things that get others updehan pretend like he/she is totally
innocent, and seems to get things messed up or stirredhguindeeming to have started it or
without seeming to have been involved.

11. Spectator: Spec likes to stay on the sidelines and tigtgetainvolved, simply watch or
listen without really participating, and just stays to $etfiherself because that seems like the
safest way of just getting by without getting involved.

12. Facilitator: Facili does not mind being out of alph&lébrder because his/her job is to be
helpful, to do things for other people, to be there whitners need him/her, and to stay away
from things that have to do with accepting responsihgihowing leadership, or running the risk
of being blamed for what is done or how things turn out.

13. Baby Sweetator: Baby Sweet is the kind of TATOR ihatways happy and cheerful no
matter what, is too nice for anyone to get upset witim éMee/she does something that they
should get upset about, cries or has his/her feelings/éyreasily, and tries to get special
treatment just because he/she is so sweet, inn@®hhot really responsible for anything that
happens that is bad or causes problems for others.

Discussion

The thirteen TATORS and the activity within which theg acluded represent a way of
encouraging the client to look at himself and at othettsinvhis family in behavioral terms in
relationship to what may be perceived as problematic gation within the family. Typically,
individuals will be inclined to infer the existence of negamotivations and complex
psychological issues when dealing with family members arbednto TATOR roles. At the
same time, these individuals will also be inclined tenptet similar behavior on their parts as
justified, reasonable, necessary, and free from negaiation or psychological complexity.
The usual approach comes in terms of, “When | am a TRAT@m functioning in the best
interest of the family; but when you are a TATOR yoe! l3eing a ‘pain in the neck.”

The idea of the activity is to move away from thegesyof interpretations and toward
understanding the behavior and participation of each fameimber as simply reflecting their
individual and idiosyncratic style. In addition, theiaty gives the client new names or labels
for certain behaviors or participation styles. Thia [®sitive step since the names or labels
given to behavior or participation do, themselves, attee behavior and reflect a general
attitude toward the individual and less directly towae fdmily as a system. The more neutral
or acceptable the label, the more neutral or acceptablattitude and the easier it is for each
family member to understand and relate to other family ineesn



In addition to the general value of the activity, thent also benefits from looking at his
intrafamily behavior in terms of tendencies he may hawake on somewhat stereotypic roles or
behavior patterns. Most individuals will find it easiestlecrease TATOR behavior in those
areas where such behavior is reflected less ofteng widteasing their ability to deal
nonreactively with family members for whom TATOR belor is more frequent. More
specifically, it will be easiest for individuals to dease behavior in which they become involved
on a seldom or almost never basis. Alternativélgytwill be best able to develop a strategy for
relating to and responding to TATOR behavior in other whahtype of behavior is the normal
or usual pattern seen in another family member. Gkyetas easier to develop a strategy for
responding to the behavior of others when that behavieasonably frequent and predictable.
More difficulty arises when such behavior is less mtadhle, more occasional, and more likely
to come up on an unexpectedly spontaneous basis.

Recognition of particular problematic behavior is the kesetlucing or modifying that behavior.
Education comes through seeing how involvement and theéORADIle is perceived by and
interpreted by others. The brief descriptor in the agtleits the individual see how others
perceive him when he is a TATOR. Consultation thegds to focus on alternative ways of
relating and interacting. The next activity will bgesially useful in this respect. For example,
being assertive, decisive, and considerate — as discugsednext activity — are very useful
alternatives to being a DICTATOR.

When learning to respond to TATORS, the client will bstlserved by techniques and strategies
that understand and refuse participation in “the gamethd remainder of this discussion, focus
will be on the game, how not to get “hooked” into thengaand productive alternatives to being
a TATOR.

The AGITATORS game is based on focusing on the negatleeo$ people and situations,
emphasizing those negatives or problematic pieces, anditg others to become defensive or
negatively reactive. If another family member doesobee defensive or negatively reactive, the
AGITATIR has “won” the game by being validated as somemitie enough power, control, and
influence in the family to get others upset and negatimeéracting. Importantly, this is simply
a style that develops as the result of its having beieforced over time, a history of the game’s
resulting in the agitator’'s winning. The agitator isiothnt to give up the game since it provides
for him a position of power, control, influence, anthf@cement within the family.

The key to avoiding being hooked by the agitator is to geatiei his behavior. It is predictable
that he will criticize, make things seem worse thaytteally are, and try to keep things stirred
up. Through one’s behavior and active interaction,iteedtep is to simply refuse to react to the
negativism. Simply sit quietly and say nothing. Néx§ important to convey to the agitator an
understanding of the game. “Your usual style is to be #atag This is true when there are
problems but is also true when there really are no prhleAlso, you make a sport out of
criticizing and finding fault. You are an AGITATOR. inesimply not going to react to you any
more. Now that | know how the game works, | refusplay.” The alternative for the agitator is
to move to a position where he is more positive, &id playful, spending less time and energy
being negative and agitative.



The ANITATOR game develops for individuals in much saene way as the AGITATOR

game. The payoff or win comes through perceiving ondffis€one up” or somewhat superior
to others. For the anitator, this position in the fansilymportant as a way of developing and
maintaining his self-esteem and self-confidence. kiothmily members respond by arguing,
trying to get in the last word themselves, or by refusinigttthe anitator “butt in” or impose
himself in to the conversation, the anitator will feglbuffed and will probably pout. This
behavior then becomes the second level of the gamgnedsio get others to apologize or to try
to coax the anitator back into anitating behavior. Howete process proceeds, the anitator is
in control.

The key to not getting hooked by the anitator is to first dye@onfront the anitator about his
behavior. Say, “You are an ANITATOR. You always sderhave to have the last word, have
to get your two cents worth in whether it is wantedaty and always act like you know more
than everyone else. This type of behavior causes &t negative feelings toward you and
makes it very difficult for me to relate to you. lisurely be nice when you no longer feel like
you have to play ‘one up’ with everyone all the time.tHea meantime, | am simply not going to
listen when you have to get in the last word or trgubyour two cents worth in when it is not
wanted or are criticizing people or putting people down.”

The key here is to stop. No matter what the anitsdgs next, do not get hooded again. Also,

simply ignore the anitator if he chooses to pout aitlddraw as a result of being confronted by
his behavior. The anitator needs to learn to be a bistesner, more patient, and more tolerant

of others. Also, he needs to learn to be more coralef others and their needs for attention,
recognition, acceptance, and affirmation.

The COMMENTATOR plays a similar but slightly differegame. The win comes for the
commentator through constant interaction and atteseeking. He has not developed
alternative interpersonal and intrafamily skills thasure interaction, attention, and feedback
from others and has learned to assure these through beimgnaentator. His behavior has the
effect of getting others into arguments and states ofictathrough tattling and gossiping
which result in increased interaction and tension irctvisommentator vicariously participates
but for which he is not held responsible.

The first step to avoid being hooked is to confrontctyamentator in a manner similar to that
used with the anitator. Let him know that you are awétbée game, do not like it, and are not
going to play anymore. Let him know when you are intetes listening and when you are not,
subject matter that is of interest to you and that wlsmot, and be sure not to react negatively
to or interact negatively with other family membersdzhon information you have received
from the commentator. He needs to learn to be masa&ed, more loyal to members of the
family, and more dependable in terms of the accuracympdrtance of the information he
conveys. Also, let him know that you simply assuha te is saying the same types of things
to other family members about you as is being said taapout them. The commentator’s game
can get vicious; so it is very important that other fgnmembers unanimously refuse to play.



As with all family TATORS, the adults in the famitgust take primary responsibility for dealing
with the family TATORS, although older children and teevas/ actively participate in the
process to the extent that participation is permittethbyadult DICTATOR if there is one in the
family. Remember that children are not on a par wdthita in terms of their ability or position
when trying to deal in healthy and constructive ways witler TATORS in the family. They
may have little alternative to playing the game, althouglsultation directed specifically to
children can help them develop the techniques and stratbgteminhimize the negative effects
of interacting with older TATORS, including adult gameygizs.

The DICKTATOR'S game is straightforward. He direatlyercises power, control, and
influence which are the underlying motivators of all TAH@ame players. The win comes
through controlling, being in charge, and holding more polgar bther members of the family.
If the client is in the position to refuse to cagptel to the will and direction of the dicktator,
doing so on a reasonable and consistent basis is$hevég to respond to the DICKTATOR’S
game.

When the dicktator is into his role, simply stop to thafdout whether or not the dicktator’s
advice is sound, direction is correct, or ideas arelwiarther consideration. If so, let the
dicktator know that, after due consideration, his distare being followed. This step by itself
lets the dicktator know that he is not in charge, isim@tioss. By the same token, it is important
to refuse to go along or follow the dictate, if doingde@s not seem reasonable, appropriate, or
productive. This moderated, responsible approach will gradullyce the authority and
dictatorial behavior of the dicktator.

One must avoid a simple negative reaction in termeutfnely refusing to cooperate, refusing to
follow directives, refusing to listen to the dicktator'sngoof view. Blind refusal is as
counterproductive as blind capitulation and represents emmative way of playing the game,
but still constitutes game playing. Directly confronting thcktator about his behavior is
seldom useful but is probably in the interest of heddiiny assertive acceptance of personal
responsibility. The dicktator needs to gradually becamee accepting, more aware of those
things that do and do not contribute to his attractivettesgher family members, more flexible,
and more supportive of other family members. The kelisoid becoming more tolerant of the
interests, preferences, and idiosyncratic styleslarahembers of the family.

The Gravitator plays a game noticeably different froose discussed to this point. The games
considered thus far have an active, doing quality aboot.tlf@RAVITATOR’'S game is more
passive and considerably more subtle. He wins by intrudtnghe activities of others, forcing
other people to accommodate to him, and doing all of trasaray that avoids his having to put
forth effort and energy, take responsibility, or show sigyificant degree of initiative. Others
find this behavior annoying, frustrating, and see it as @ogition; but the hook is in terms of
their feeling guilty if they confront gravitator, demandittspace, or insist that gravitator do his
share. Itis as if they were making demands on an cheiiwho is unable to respond or
comply. Pushing would feel a little bit like victimizing thetim. The result is that they expect
very little from gravitator, respond to what come to &éersas his demands, and allow gravitator
to have considerably more than his fair share of fagpbce, energy, and socioemotional
tolerance.



The key in dealing with gravitator is to understand that & game that he plays. Other family
members need to be more assertive and responsible ;aémsisting on their rights and on
gravitator’s carrying his share of the load. On thelwed, other family members simply ignore
gravitator’s behavior while on the other hand refusing $psad to his direct and indirect needs
that usually come in the form of pleas and weak requgsy.to gravitator, “I need my space or
privacy and will appreciate your laying around some plaa"el&lso one might say, “l am no
longer going to be helpful to you and respond to your neatighgarests unless doing so
becomes a reciprocal arrangement.” Gravitator neeiscmme more helpful, more actively
involved in the family, more responsible, a more depemdpditicipant in the family system,
and considerably more energetic both at a personal amly system level.

Within the family game arena, HESITATOR plays a ganté wiany similarities to that of
GRAVITATOR. Although hesitator brings more energyhe family system, he takes a very
passive approach to family activities and involvementss d no lose game. If problems are
solved, decisions proved to be useful, and things go along Bimdmsitator may share in the
credit since he agreed to and supported what happened. Alelnaf things do not go
smoothly, do not work out well, hesitator is free froeaponsibility since he can always plead
having been uneasy with the decision or plan to beginawithcan note that he only reluctantly
went along. Either way, hesitator wins.

Other family members will need to become more assewith hesitator, confront him about the
game, whenever possible avoid making decisions or takinggressiintil hesitator has
committed himself, and simply refuse to acknowledge time i hings worked out alright but
you had nothing to do with that. It is not true that yopp®rted or went along with the decision.
If you do not take active responsibility at the beginnyay get no credit at the end. By the
same token, when things do not work out, you are as refpofmi that as anyone else. Your
refusal to actively participate does not in any way dishi your responsibility within the

family.” Hesitator must learn to be more responsiblerarassertive, more involved, and more
active within family life, good times, bad times, and all.

As was true with HESITATOR, the LEVITATOR plays a ganery similar to the
GRAVITATOR. The twist comes in terms of levitatorsmaining detached and uninvolved
from what seems to be a sense of superiority. Hesgatms to reflect more a sense of
inferiority, with levitator being at the opposite erfdlze same illusory range. The range is an
illusion because it simply represents somewhat difterays of avoiding involvement,
responsibility, and active participation within the fgnsystem.

The win for levitator comes either in terms of otearapitulating or their becoming frustrated
and reactive. In either event, the ideas, interestsfeelings of other family members may
simply be discounted. Levitator needs to be callethergame, needs to learn that others will
not capitulate or accept their implied inferiority, anidl anly deal with him as an equal, active
participant within the family system. Levitator need¢etrn to become more attractive to other
family members in social and emotional terms, to beenconsiderate of the feelings and
interests of others, and to be more supportive of thesraadl interests of others.



MEDIATOR plays a game very similar to that of the HHEATOR but brings considerably more
energy and activity to the game. Meditator will accegponsibility for decisions, plans, and
other activities but will only do so if there is almasimplete certainty relative to the outcome.
The win comes through only taking responsibility forsdsohings that are nearly certain and thus
being guaranteed of a positive outcome when he does takasdsfity. The rest of the time,

he can hold others accountable for problematic outcortbgive added benefit of being able to
say, “l warned you or | told you so.” Meditator is mefusing to participate and shows no
reluctance to participate.

The hook for others comes in terms of running the rislkeofgheld responsible when there are
problems or when things do not work out well. They wardvoid being the goat and thus play
meditator’s game. The key to avoiding being hooked ireggdme is to understand two basic
concepts. First, consider the law of probability. haligh meditator will approach 100 percent
in terms of decisions and plans that work out, oth@ilfemembers will come close to that same
level based on their experience, judgment, and general gosd.sThe meditator’s track record
will not be much better than that of other family niems over time. Second, playing the
meditator’s game results in many missed opportunitiagsghat never got off the ground, and
activities that never happened. Not playing the game sasudt lot more positive outcomes for
the family with only a slight increase in problematigcomes. The small risk is well worth the
significant payoff over time. Meditator needs to letarive more decisive, more flexible, more
playful, and more relaxed about the ups and downs of ltigmthe family system.

MILITATOR plays a game similar to that played by DICKTAR. Whereas the dicktator is
intent on exercising power, control, and influence bkinwall of the decisions and telling
everyone what to do, the militator similarly exercipesver, control, and influence by not letting
anyone in the family exercise power, control, or infeeenver him, tell him what to do.

For the militator, the win comes through always haviogtml, always having the upper hand,
by never letting anyone put one over on him or exercisgaan relationship to him. The key
to dealing with militator is to confront without arguingnytime militator becomes
argumentative or confrontive, simply say, “I apprexigdur sharing your point of view and will
take it into consideration.” Militator will likely tryo continue confronting or arguing. It is then
appropriate to say, “You simply like to be confrontive donfrontation’s sake, like to argue for
the sake of arguing. | have told you that | appreciate gharing your point of view and will
take it into consideration. | have no more to say ongdiisicular subject.” Stick to this decision
and do not discuss the topic any further with militatde needs to learn to be more accepting of
other family members and of their feelings and ideas, todre assertive without becoming
confrontive or argumentative, to be more consideratbeoheeds and interests of others, to be
more flexible, to be more gentle, and to be more patiedtplayful with others.

PRECIPITATOR plays a game similar to that played by thelVATOR; but the precipitator
plays it more indirectly and is able to get others to ddldding. The win comes through
getting others upset and into conflict without needing taugsét or participate in the conflict in
any direct way. The payoff is vicarious and indirect.



The strategy for dealing with the precipitator is somswinlike that used with other TATORS.
Here, the key is for all other family members to talth each other about the precipitator’s
game, how they are getting hooked in, and how the wiksvior precipitator. Other family
members may then simply refuse to react, come toaiteds becomes upset with each other as
a result of what precipitator says or does. In additionay be useful for the family as a group
to sit down, talk with the precipitator about his gaar@ share with him how it is going to be
dealt with by other members of the family. The preatpit needs to learn to be more actively
involved in family life, to maintain a more positiveiemtation to each member of the family, and
to accept considerably more responsibility for his bemeaaial participation within the family.

The SPECTATOR game within the family has qualities simidehe games of the
GRAVITATOR and the HESITATOR. However, spectator’'s gasimuch more passive and
indirect. In fact, spectator is simply refusing toapeactive part of the family. The win comes
through consciously being isolated, uninvolved, detached, amtfaga other family members.
The payoff is in safety, an absence of responsibdityl although spectator does not enjoy the
benefits of family participation, neither does he hiavdeal with the tensions, conflicts,
problems, and difficulties that come up from time to time

Simply ignoring spectator only serves to perpetuate his g&eatle confrontation is in order
combined with increased acceptance of spectator, increasertiveness with him, more
consistency when dealing with him, a little more endmgyught to relationships with him, and
increased spontaneity within relationships with spectdtierneeds to learn to be more assertive,
more attractive to other members of the family, moergetic in terms of family participation,
more giving in social and emotional terms, more playfidl more responsible in terms of the
value of and need for his active participation in theilfam

The family FACILITATOR plays an interesting and sometvhnusual game. The main
difficulty in spotting the game comes in terms of éipparent value or desirability of playing
facilitator's game. He is helpful, will do almost aniytg for anyone, and is always there when
others need him. These desirable qualities mask or hidentiezlying game. The dual win
comes first in terms of having others feel obligatechtilitator. They owe him for past favors.
The apparently freely given favors and services arédb&. The underlying aspect of the win
comes in terms of facilitator’s not needing to aceepponsibility, make decisions, show
leadership, or deal with his fair share of the give ake within family life. Even if these
negatives are upsetting or irritating to others, they lthfficulty dealing with facilitator about
them since they feel obligated as a function of pastréaand as a function of favors and
services anticipated in the future. The result isfdalitator is left free from sanction or
criticism.

The key to dealing with facilitator comes in termsiaf@y refusing to accept favors or services
which one could get along without or reasonably providdifoself. In addition, it is equally
important to avoid feeling that one should “pay back” #wlitator by not holding him
responsible for family involvement and participation. rHight say, “Why do you treat me this
way after all I have done for you?” An appropriate respomould be, “I relate to you and deal
with you in what | believe to be reasonable and fairsa@fyrelating to and dealing with
members of our family. All you have done is indicatféhe way you choose to relate to and



deal with the rest of us. In our family, we are lhalpo each other and also hold each other
accountable for and responsible for appropriate participatiéacilitator needs to learn to be
more personally accountable, more responsible, more daplenduring times of difficulty or

stress, and more open and up front about his motivatiahssarest.

BABY SWEETATOR concludes the discussion about gamegedlavithin families. His game

is similar to that of the FACILITATOR, although thedk is in terms of personality as opposed
to doing favors and providing services for others. The ganwebe and remain highly attractive
to other family members in physical, emotional, and $éeras and to emphasize positive
interpersonal gain within relationships. Being involvathwomeone who reflects these
characteristics is the first level of the hook and rgce and pleasant experience for everyone
else. The second level of the hook comes in ternBaby Sweetator’s getting upset, crying, and
implying through his behavior that others are being insensiticensiderate, unjustifiably
harsh, and unappreciative. The win comes, of coursaigh avoiding responsibility, criticism
and negative interaction with others, and being held atablenfor his behavior in both positive
and negative terms.

Dealing with baby sweetator is handled the same wayaaseen with the FACILITATOR.
Basically, one says, “You're nice, a lot of fun, amaypleasant to be around most of the time.
Nonetheless, this does not excuse you from responsibiticguntability, or full participation in
the family.” One then deals with baby sweetator straightforward, reasonably objective
manner, enjoying the positive aspects of the relationstdaaling directly with the more
negative or problematic aspects of the relationshigdbyBweetator needs to learn to be more
consistent, more dependable, more helpful, more speaatl emotionally honest, and more
responsible in terms of his overall participation witthe family.



Elements of Positive Interpersonal Style

Below are thirty words that describe interpersonaldyaititudes, or characteristics that are
found in effective relationships. Your being a persatihsiyle who is good at relationships
depends on how often these traits and characterg®gsresent in your relationships. Using a
scale from five to one, rate yourself in terms of haften these traits and characteristics are
present for you in your relationships with your family ntems. Five equals almost always, four
equals usually, three equals sometimes, two equals selddrana equals almost never.

Using one word at a time and rating yourself on each, iteink in terms of a statement that
says, “In my relationships with people in my familynh a . Fill in the blank with each of
the thirty words below and then rate yourself in teofrihe thirty statements.

. Accepting

. Affectionate

. Ambitious

. Assertive

. Attractive

. Considerate

. Consistent

. Dependable

. Decisive

10. Energetic
11. Fair

12. Flexible

13. Gentle

14. Giving

15. Hardworking
16. Helpful

17. Honest

18. Involved

19. Loyal

20. Moral

21. Open

22. Patient

23. Playful

24. Positive

25. Predictable
26. Relaxed

27. Responsible
28. Spontaneous
29. Supportive
30. Tolerant
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Discussion

(Note) As a general guideline, the client may wish to addther her thirty numerical responses.
This will result in a total interpersonal effectiveaesore of from thirty to one hundred fifty.
That total may then be divided by thirty resulting in anber from 1.0 to 5.0. This represents,
for the client, her interpersonal effectiveness escdgenerally, family members who maintain
interpersonal effectiveness score of 4.0 or higheredaging well within their families. When
there are difficulties, it may be useful for the clismfocus on increasing those characteristics
that are already a 3.0 or 4.0 level, with the ideadothat it is easier to do more of what you are
already doing reasonably well. Over time, focus caddweloped in terms of the more
problematic characteristics. The exercise is alsaulseterms of having the client rate other
members of her family and discussing these perceptighghe consultant and with the other
family members.

Traditionally, focus on interpersonal relationships heenbin terms of problems, difficulties,
and explanations as to why things are not working. Thigitgcaddresses the same type of
issue in a positive direction asking why things are workaigy things are going well. What is
found is that interpersonally effective individuals depeand maintain relationships that reflect
an individualized mix of the 30 traits and characteristidbe activity. If one wants to be more
interpersonally effective, the key is to simply maxaenthe extent to which these traits and
characteristics are reflected in her relationships.

Increasing a particular trait or characteristic mapdi@eved by either directly increasing the
trait or characteristic on the one hand or decreabmg@lternative or opposite behavior on the
other hand. For example, one may focus on the pesitdits and characteristics of a specific
family member. Focusing attention on these positiviiheve the effect of increasing the
general acceptance of that family member. Alternativbly opposite of acceptance is rejection
or indifference. Increased acceptance will be acligvejection is decreased and indifference
is exchanged for interest and involvement. The caasuihay facilitate focus on the specific
behavioral correlates involved in either approach to asing acceptance.

Being more affectionate needs to be understood in physioakional, and social terms. At a
physical level, the client may need instruction in touchiadgling, and caressing in more gentle
and affectionate ways. In addition, verbal tone andesd along with facial expression will
need attention. At an emotional level, the needrisnfreased positive emotion, expression of
pleasure and satisfaction with the other person, anacageised calm relaxed approach to the
other family member. At the social level, more spnatais, positive interaction is needed with
the content of that interaction emphasizing activitied involvements that the other family
member values and enjoys.

Increasing the level of ambition in a client is difficbut straight forward. The alternative
perception is of the client as being lazy. The cheiitneed to bring more energy to her
activities and family involvements, will need to activplrticipate more, and will need to more
clearly function in the interest of the well being anelfare of the family in physical, emotional,
and social terms.



Assertiveness training is explored in great detail in ba¢hpopular and professional literature.
Basically, it operates in two ways. First, assenass falls between passivity and aggression.
The passive client needs to learn to stick up for heyze§s her point of view, and more
spontaneously share her thoughts and ideas. The aggmd®sivenust learn to tone down and
modulate her physical, emotional, and social aggressiamys that make her more attractive
and acceptable to other family members. The key to efttsgegy is staying more relaxed,
taking more responsibility for individual participatiomdadeveloping specific physical, verbal,
emotional, and social techniques through which one can bgqual and effective participant
within the family. The key to this is assuring that ¢hent avoids playing “games” as discussed
in the last activity. Honest, congruent, responsibléigyation within the family will, by itself,
gradually lead to a more appropriately assertive stylarafly participation.

Increasing attractiveness comes primarily through undelisiguthat “attractiveness” represents
the extent to which other members of the family ataetied to the client. People are attracted
to each other for different reasons in different walysportantly, this attractiveness mix
includes characteristics but also includes behaviorahctenistics such as language,
helpfulness, personal appearance, and other aspectsptfydieal/doing dimension as discussed
in relationship to other activities. One way to get atithte simply ask other family members
what kinds of things they find attractive within the phg$doing dimension. Attractiveness
also includes emotional attractiveness in terms of ane®ds, general emotional positiveness,
and the way one manages her emotions. Attractivgoesson to include moral/ spiritual
attractiveness, social/interpersonal attractiversessjal/ sensual attractiveness, and
intellectual/cognitive attractiveness. Real attractigens seldom limited to one or two areas
and virtually never depends more on superficial qualitiae bn more general characteristics of
the individual. Of course, it is also important to daseethose factors that other find
unattractive.

Considerateness is a similar characteristic and invaealasg the other person into
consideration. This includes consideration for their glaysieeds and interests, need for
privacy and physical space, need for physical noninterfengilcgheir person or possessions,
and a general consideration of them as physical/doing ped@pke other dimensions within the
multidimensional functioning of individuals also becomeaficareas for consideration. Perhaps
easily overlooked is the need to be considerate ofahes and beliefs of others and the need to
be considerate of their individual styles related tellectual and cognitive functioning. In
addition, people want to have their feelings taken inotwsleration and their social styles
understood and considered. Generally, each person iarttiky heeds to know that each of the
other people in the family takes her into considerdtidly, sensitively, and caringly.

The multidimensionality of consistency is similarthat seen with characteristics already
discussed. ltis also closely aligned with dependaluilitgrms of interpersonal style and
interpersonal effectiveness. Both consistency and dadity can be understood in terms of
physical/doing behavior and activities, following through vettmmitments and agreements,
and being there when others need someone to be théherior Importantly, both also have a
feeling/emotional dimension. Emotional consistencydamkendability are perhaps as important
as physical/behavioral consistency and dependability. dine iolds for social consistency and



dependability as one is involved in family activitiedates to other family members, and
functions as part of the family’s social environment.

All of these characteristics require the individuabtimg enough energy to family participation
to reflect the characteristics with style, all timad, on purpose. This applies to physical energy
and also applies to emotional and social energy.

Fairness and flexibility are additional characterst€ the interpersonally effective individual.
Both are closely linked to consideration and convey ayfainhple approach to other family
members. “I will deal with you fairly, responding towmeeds, interests, rights, and
responsibilities. If necessary, | will adjust my thimg, behavior, and attitudes to develop an
appropriate congruence with yours. This means thag alath being fair, | will also relate to
you in a flexible way that allows each of us to be fmtable with ourselves and with each
other.”

Gentleness may, in fact, be one of the more impbmégrpersonal elements to cultivate for
most individuals experiencing interpersonal difficultyhirit the family. At a system level, most
families would function much better if each family m@emwould simply increase the level of
gentleness she brings to family relationships. Of @gsntleness is multidimensional as are
the other traits and characteristics. This then deduiemotional gentleness and a gentle
approach to social involvement and participation as wegldhgsical gentleness. The consultant
will find that people frequently need specific instructiol@ng more physically gentle but also
in being more emotionally gentle with each other.

Being helpful and hardworking are fairly straightforwateas related to doing things that are
useful for other family members and for the family aghale. Importantly, though, helpfulness
and being hardworking also extend to the emotional andl ssi@onment of the family.
Positive social and emotional environments within timeilfado not necessarily occur naturally
or spontaneously. They are a result of effort andnvestment of time and energy, requiring
skill and sensitivity. Essential here is a high lefephysical, emotional, and social involvement
in the family and the life of the family.

Honesty, loyalty, and a high priority given to personalafity give emphasis to the values and
beliefs that underlie and support the family system.leCovely they may be thought of as
representing the individual culture of a family and repnéshe base on which all other aspects
of family life and involvement rest. They, of courssate to the actions of individual family
members and to how family members relate to each oéinbalNy. In addition, though, honesty,
loyalty, and morality also underlie the emotional andia environments with the family.
Focusing specifically on loyalty, it should be understtad loyalty is a manifestation of the
morality and fundamental honesty of the family anangsnbers. At a basic level, loyalty is the
commitment to “hang in there” with each other in pesiand supportive ways. A commitment
to morality and honesty drive loyalty and become the tyidg reason for family members
being loyal to each other.

Openness is very closely related to honesty and thusdathyland morality within the family
system. Developing emotional and intellectual openrseid®ikey and represents an honest,



congruent approach to relating to and participating witkersthlt has to do with not masking,
disguising or covering up feelings on the one hand and witbwer expressing feelings and
emotions on the other hand. Similarly, it has to db wandidly and straightforwardly
expressing one’s thoughts, views, and ideas without makang seem stronger or more fixed
than they really are. Openness is, perhaps, at thesiopead of interpersonal styles from
games. Everything is out on the table where one cam, sksal with it, and respond to it. Itis
not possible to fully and congruently deal with each otti#rin the family unless each member
is willing and able to develop a high level of opennesk watiher members of the family.

Patience, playfulness, and positiveness combine witly belaxed and predictable to develop a
level of receptivity and safety for others that alldtwsm to seek out the individual and relate to
her in an easy and pleasurable manner. An importanbpiaterpersonal effectiveness has to
do with not only how the individual relates to others bis iow easy and facilitated it is for
others to relate to her. Patience generally conveyilimgness to allow the other person to be
who she is and to relate in her own time and on erterms. The other person does not
develop a sense of demand or expectation with the ned&ijp. The positive opportunity and
feedback the other person receives encourages furthéngehnd involvement. When all of this
takes place within a playful, “enjoying each other” relatiopshe interpersonally effective
individual becomes a source of comfort, fun, and escape tine tensions and turmoils outside
of the relationship and outside of the family.

Essential to these and other interpersonally effectmagacteristics is a lack of anxiety, tension
and turmoil. To achieve this, the individual needs to léawconsciously and intentionally stay
reasonably calm, reasonably slowed-down, and reasomablyrém anxiety and tension. Here
the consultant may be of specific assistance ing@fteaching breathing and other relaxation
exercises, such as self-hypnosis and focused relaxatigujded imagery. The consultant may
also want to interest the client in some of thexatian activities found in the study of yoga.
The progression usually follows from relaxing one’s negmn and muscles to mental focus or
imagery leading to the relaxation of the mind and rushingghts. These two steps in turn lead
to emotional relaxation and a sense of calmness or egipnifor clients who have a tendency
toward excess anxiety or tension, the consultantwaay to start with the relaxation element as
a prerequisite to effective work in developing the othesitpe traits and characteristics.

All of the traits and characteristics discussed toghiat begin to mix and combine to develop
the interpersonal presentation or projection of tlkévidual to other family members and to
develop the interpersonal environment within which othemscoanfortably relate and interact.
The individual will relate with style, all the time, @uirpose, reflecting a high degree of
consistency and predictability.

Predictability in particular becomes an additionaltcdrfactor in relationship to being
responsible and being tolerant. The latter let peoplevkmaw they will be dealt with while
predictability lets them know that tolerance and depentiabile something they can count on
and at times can simply take for granted. It is sigfit to note that responsibility not only
applies to physical/doing behavior and action but also agpliesing emotionally responsible,
morally responsible, socially responsible, sexuallpoesible, and intellectually responsible.



An important part of being responsible involves being toter#tns an attitude that is conveyed
making it clear that no one is expected to be perfectceaqpe¢o do all things correctly at all
times. In addition, it conveys an acceptance ofrstti&t lets them know that it is okay for them
to be who they are without criticism or ridicule.

As can be seen by this point, spontaneity is, themne ti@n being verbally or socially
spontaneous. When something is spontaneous, it occursutatim obvious or external cause
or stimulus. It happens simply as a function of theasion, the circumstances, or the general
environmental mix present at the time. Family membexs avh ambitious, assertive,
consistent, dependable, decisive, energetic, helpful,vegdpbpen, and responsible in physical,
emotional, and social terms will be spontaneous astaoptheir effective family participation.
Alternatively, individuals who are not relating physica#iynotionally, and socially in
spontaneous ways need to first understand the extent¢b Wiy are also not manifesting other
positive and effective traits and characteristicsis Trsight usually leads to increased
spontaneity, especially if the consultant will takeoaching role with the individual in terms of
teaching and encouraging relative to spontaneous belandospportunities for spontaneity.



Interpersonal Style Type

The chart below is for your use in determining the usuaigme interpersonal style type with
which you are most comfortable for yourself. Your ustige falls into one of the four
guadrants of the chart below. As you will see, each qudontains two representative from
the TATORS and five characteristics from the Interpeas Elements. Your task is to choose
the combination with which you are most comfortable aitd which you most identify
personally. Once you have chosen the combination ésatdescribes you, that quadrant can
then be seen as an approximate description of your gople way of relating within your
family.

You will tend to experience most difficulties with tleomily members whose styles are best
described by the quadrant diagonal from yours. You will hagenext level of difficulty with
those family members whose styles are best chamedas falling in the same quadrant as
yours. The least difficulty will be experience withrfdy members whose styles are best
characterized by the quadrants adjacent to yours.

At the bottom of each quadrant is a short phrase tfaatcterizes the four styles. “Street
Fighters” will have the least difficulty with “Chdeaders” and “Pacifiers.” Street Fighters will
have more difficulty with other Street Fighters laill experience the highest difficulty trying to
deal with “Unanimity Seekers.”

Once you have located your style, determine the stylethef family members. When you are
having difficulties, do not take it personally. Rementbat it is just a matter of style. Things
will go better with dictators if you encourage thenb&assertive and give them more
opportunities to be decisive. Be very selective aldungd points at which you choose to be
confrontive, insist on your rights, or have to have thygs way. The idea is not to “roll over
and play dead.” The idea is to find opportunities for th&atbr to be decisive, assertive,
spontaneous, energetic, and flexible, with ample opporttortyim/her to feel like he/she won
the streetfight. Use the same approach for improvilagioaships when you are having
difficulties with family members who reflect stylesm any of the other three quadrants. As a
trade-off, encourage them to create opportunities fotgaxercise your style more freely and
purposefully.

Facilitator/Agitator Dictator/Militator
Helpful Decisive

Loyal Assertive
Responsible Spontaneous
Dependable Energetic
Consistent Flexible
(Pacifier) (Street Fighter)

Gravitator/CommentatorLevitator/Precipitator
Playful Involved
Gentle Positive



Open Relaxed
Patient Attractive
Accepting Supportive
(Unanimity Seeker) (Cheer Leader)

Discussion

This activity begins to consolidate the skills and inEgteveloped through the development of
multidimensional style, understanding of group roles, amdideration of the elements of
interpersonally effective relationships. Most clientt be comfortable with the forced choice
nature of the activity, although some will not. Fargé individuals, the consultant will need to
emphasize the concept of approximation in relationshipastyle type and encourage the
individual to pick that quadrant that most approximates kis.stor a few individuals, it will
become clear that they do not reflect any consistela atyl spend significant portions of their
family energy moving from quadrant to quadrant in termsydé stnd self-projection. These
individuals may be thought of as chameleons or styleckesis. The major problem they are
experiencing is a significant lack of consistency and ptaiity. They are, rather, simply
trying to accommodate to the needs, whims, and projeatiboihers. This by itself becomes a
focus for consultation.

For most individuals who are old enough and reflect encagbeptual development, however
identifying with one of the quadrants will be something taeyable to do rather quickly and
spontaneously. At the individual level, it is importéotthe consultant to focus in terms of the
extent to which the individual interpersonal style of¢hent manifests itself as a game as
discussed in an earlier activity. Assuming that thentlfunctions in a relatively game free
manner, the consultant may encourage an expansioa pétkpective from which the activity is
viewed.

At a family level, identification of the styles cdieh family member may be accomplished in two
ways. First, the individual client may simply indieathere he thinks each family member
belongs in the grid. If two or more family members paeicipating in the process, they may
discuss and try to involve themselves in-group decisionngaielative to the appropriate
assignment of each family member. At those pointsrevkthere is disagreement, sharing
perceptions of each other will, itself, be a usefutafamily process. In addition, the
observations of the consultant add an outside perspdotihie family discussion.

Importantly, assignment of a family member to onéhefquadrants does not represent a value
judgment. Being in one quadrant is not better or woime Ieing in another. The key is simply
recognizing and owning one’s personal interpersonal style.

Focusing on the pacifiers, it is important to see it tbeing helpful, loyal, responsible,
dependable, and consistent adds a level of stability angecat@n within the family that is a
very positive, systemic factor. Their orientatiorpaxifying has the effect of minimizing
conflict and tension and increases the ability of thalfato get along and get things done on a
day to day basis.



Alternatively, the orientation toward pacifying works mga their accepting personal
responsibility at times and represents a somewhat-sighted orientation to problems,
difficulties, and significant family issues.

The street fighter’s inclination to be decisive, asger spontaneous, energetic, and flexible has
the effect of moving family processes and activities@loDecisions are made, points of view
are expressed, participation occurs as a functionedditbation or circumstances, energy is high,
and the family is able to change directions, change pdamkrespond to what is going on at the
moment. Alternatively, the street fighter may benswhat inconsiderate of the needs and
interest of others. May somewhat overwhelm or ovegyasther members of the family, and
may be seen as not able to stick to his ideas, comsgtizeliefs, or feelings. The predominate
impression may be of an insensitive, self-serving approafemtiby life.

The gravitator’s orientation to unanimity seeking is faréa through his playful, gentle, open,
patient, accepting approach to other members of the fafadgh member of the family feels
acknowledged, understood, and important. The positive effactomfortable and safe
environment for all. Alternatively, the unanimity seeksy be viewed as not really
understanding the significance or seriousness of problenhffioulties, not being able to be
tough and make the hard decisions when that is necessaryessaaly gullible, and unable to
protect his interests or those of the family.

The cheerleader’s being involved, positive, relaxed, aitten@nd supportive gives him a special
place in the family. He is seen as invested in amehaitted to the life of the family, is always
able to see the brighter side of things, is someone towdtbers are drawn, and represents a
source of continuing encouragement and affirmation. riditevely, he may be viewed as
someone who does not really understand the significamseriousness of what is happening, as
someone who'’s laid back and calm approach represents af lsincerity and caring, and as
someone who thinks whatever anyone does or whatevappehing is alright. The effect is an
impression of superficiality and insensitivity.

Each quadrant represents a somewhat habitual and naylearsd is the style one would tend

to project at points of increased stress, confliad, tension. At these points, a somewhat
stereotypic style becomes somewhat counter produztianay interfere with the smooth
functioning of the family system. The key through tHaaational process is for individuals to
recognize those points at which there is increasedssirdension and make some adjustment in
or accommodation of style to increase interpersonagieeence and compatibility.

How is this done? The idea is uncomplicated but not awagy. The client looks at the
specific situation and pattern of interaction and deteeswhere each individual is functioning
at the time. He then adjusts his style toward the gudinat would result in the best fit while
still serving the short and long term interest of thmaikasystem. For example, dictators move
more in the facilitator direction or in the levitatdirection, using the elements in the quadrant to
which they are moving as guides or behavioral mandateserence to how to best reflect more
of that style. This might mean that the dictatarsmously becomes more helpful or more



positive, depending on whether he is moving toward thatéoit quadrant or the levitator
quadrant.

Although people will find it nearly impossible to modityeir styles toward the quadrant
diagonal from theirs, they will usually have littldfaiulty modifying in the direction of a
guadrant adjacent to theirs. The result is that gybet rigid and unresponsive to people and
situations. It is, rather, both responsive to and seagii other family members and specific
situations. This ability to appropriately modify styletumn becomes part of the style of the
individual. He is and is seen as an individual who isgiee, reasonably accommodating, and
orientated to both his interest and the special neatiswtarest of other family members and of
the family as a system.



The Psychology of Sharks and Seals

This activity enables you to look at your interpersondésand at your style in relationship to
the styles of others. You may find the activity maadpful if you first complete the activity and
then read the discussion that follows. Once you bawepleted the discussion, return to the
activity and reconsider your responses. Also, thisheila good time to consider your style in
relationship to the styles of others.

Here focus is on your basic nature. It is importamgeioin touch with who you really are and to
avoid responding in terms of how you would like to be or jowwould like to be seen by
others. In each of the five sets below, consided#seriptions of each personality type, get in
touch with who you really are, and then circle eith®t ér “B,” depending on which one most
closely parallels your nature. It may help to think rm® of how you would respond or react
during times of stress or tension. It is at thesegimhen one’s real nature tends to come to the
surface.

1-A: SHARKS Sharks are involved and decisive. They arg much into being individuals
who are not part of the group and who definitely operatleeim own interest. Being involved
takes the form of being extremely alert, aware of vidgbing on, and prepared to act quickly
and efficiently. Decisiveness is a major characterigtith sharks being able to make a decision
and act on it without hesitation or second guessing.

B: SEALS Seals are helpful and playful. They arenditety part of the group and social
participation is a high priority for them. They likeitg helpful, doing things for and with
others, and making things work out well for everyoneeyTélso have an ability to be helpful in
a fun way, with playfulness being one of their primetngaracteristics.

2-A: LIONS Lions are assertive and positive. They Igudake their presence known and are
immediately recognized and are always attended to. @bgartiveness serves them well in
terms of furthering their point of view, their ideas, énelir view of the situation and how it
should be. They are also positive, expect to succsesdie that others will respond to their
needs and interest, and take the attitude that they loseebut only sometimes need a little
more time to win.

B: LAMBS Lambs are loyal and gentle. A lamb is thiget who says she will do anything for
you and really means it. A lamb’s loyalty causes hegotthe last mile for anyone to whom the
lamb is loyal. They are also recognizable by theitlgaass, ability to go with the flow, and the
certain knowledge that they will never become aggresabmasive, or menacing.

3- A: BEARS Bears are spontaneous and relaxed. Tp@itaneity results in their being a lot

of fun, easy to be around much of the time, and alweggy to be part of the action and usually
responsible for spontaneously initiating the actioear® also appear to be quite relaxed, laid
back, and always in control. They do have a tendengy ioto hibernation if things get a little
out of their control or are not quite the way they tmhem to be and also have a tendency to get



a little carried away with what are sometimes bonssifting bear hugs when they want to press
their point, with those “hugs” coming up fairly spontandpasd a little unpredictably.

B: BEAVERS Beavers are very responsible and open. dbeyhat is expected, always follow
through with their commitments, and are intent on @kiare of the piece of the world that has
been assigned to them. This responsibility combingsepenness to make them very
accepting, very up front and sharing, and willing to work wityosme under almost any
circumstances. Their sense of responsibility does lijgteaigid sometimes in terms of doing
things the way they are supposed to be done whether thatay what the situation calls for or
not. Their openness may occasionally be seen abilifylland does have the tendency to make
them vulnerable to those who are less scrupulous. Nelas) they do what they do very well,
especially if it is not of concern that they seemdwehvirtually no capacity to do other than
what they do.

4-A: TIGERS Tigers are energetic and attractive. Tdreyreal go-getters who enjoy taking on
a challenge to which they can bring nearly boundlesggnérhey are also extremely attractive
in terms of others being attracted to them. Their etitteness draws a crowd to them quickly;
and they have the good fortune of having the energy to ddabWof the attention. They are
great at getting things started but sometimes may lattkean the follow through or persistence
department. It has also been pointed out that tigersexty which is not surprising since they
are obviously attractive and do have the energy to ‘aigall night and cat around:” a good
pastime for a tiger.

B: TURTLES Turtles are dependable and patient. Theyearounted on in the short run and
in the long run. This includes sticking to the path, persegender difficult circumstances, and
an ability to endure the gusty winds and bumpy roads inhar¢ime journey. Their patience
really is a virtue of the first order, giving them the apito wait until it all blows over or things
clear up. They do have a tendency to crawl into ti@liswhen the going gets tough or stress
gets high; but they are well protected within the shellailicalways be there when the time
comes to start again. They have also been seeitramely thorough and able to do a job,
especially if it doesn’t matter how long it takes.

5-A: BUZZARDS Buzzards are flexible and supportive. Thaye the long view, the broad
perspective, and are very good about cleaning up the messiters. They are what has been
described as troubleshooters and problem finders, althouglptbblem solving is sometimes
excessive and may seem like overkill. They are alppative, since they do not need a goal
and mission of their own. They can get involved samesiwithout even being asked and will
support which ever cause or side they happen to be ontahtheNonetheless, it is important to
emphasize the buzzard’s ability to adjust to almost #figudt or complex situation, his ability
to find problems where there may not have been any thatab®ious to any one else, and his
willingness to work toward whatever end seems most appteand expedient at the time.

B: BEES Bees are consistent and accepting. Thestaocy allows them to do the things they
do in a regular and predictable way. They are easy &oduand since their styles are so
recognizable and definable. They are also accepting andregeémmind changes in situations
or circumstances, the ups and downs experienced by otlienslvom they associate, and the



fact that the world is not always as others think iusth@lways be. These positive qualities are
only somewhat diminished by the bee’s tendency to “stickybu” when you might least
expect it because the bee is so sweet and honey éike thhard to get upset or annoyed with
her, although things do get a little sticky from timeitoe.

(Note) It is really a jungle out there and is alspamant to understand the animals and to
understand the animal group to which you belong. Thereaglassocialized civilized side of
things, though. This is where consideration and tolereoo® in. They are not of the nature of
individuals but need to be learned over time and carefultyvated. Using a 5-point scale with
5 representing very high, 4 representing high, 3 represamidgum, 2 representing low, and 1
representing very low, how would you rate yourself in teahbeing considerate with others in
your family? Using the same rating scale, how would ybe yourself in terms of being tolerant
with other people in your family? Can you give three gdasof your being considerate and
three of your being tolerant to support your rating?

Discussion

If this activity is compared to the interpersonal styjge activity, it will be seen that the sharks,
lions, bears, tigers, and buzzards reflect the sagmeegits or characteristics as were attributed to
dictators and levitators. Further, seals, lambs, weauatles, and bees reflect the same
elements or characteristics as were attributed btéors and gravitators. This activity may,
then, be understood in relationship to and as an exteoktbe earlier, interpersonal style type
activity.

Ordinarily, individuals participating in the activity Wiknd to identify with group A: sharks-
lions-bears-tigers-buzzards and with group B: seals-larabsdns-turtles-bees. The fact is that
their day-to-day functioning may actually reflect this mieed blended pattern. The tendency
is, though, for them to move nearly exclusively towarlAgroup or the B group during times
of stress, tension, conflict, confusion, or ambiguilihe tendency is to move into their comfort
zones.

Group A individuals tend, by nature, to be more aggressigaralividualistic, while members
of group B tend to be more passive and socially orientdithough individuals sometimes have
difficulty recognizing this comfort zone tendency, otheesmbers of the family usually have no
difficulty assigning each family member to one of the groups.

Once the consultant has facilitated the client’s if@ng the group in which she best fits,
education begins to focus on the effect of socializagimhis natural style and on the client’s
ability to recognize and modify the style during timestoéss, confusion, or interpersonal
ambiguity. The activity becomes a measure of the exbemwhich the client is experiencing
stress insofar as she will tend to go to the extrenitésvgroup A or the extremes within group
B, moving in a direction consistent with her naturatiency. Understanding and recognizing
this tendency is, then, the first step in developing momalized, more effective style during
times of stress.



Group A individuals learn to recognize their typical s¢reeactions in terms of the
characteristics designating their group. They will findmhselves becoming more intensely
focused on and preoccupied with the situations and indivigutlisvhom they are interacting.
Their involvement becomes very intense and tends todxother interests and activities. At
times, this may take on an almost obsessive qualityy dlse develop an increased need to be
decisive, make something happen, and take charge of bothudigosi and of other people in
the situation.

This group A tendency compounds in terms of being moreftdraed assertive sometimes
edging on aggressiveness. The individual's level of speittashifts to what is easily perceived
by others as insensitivity and a lack of concern feirtfeelings and thoughts. The intense
control experienced by the individual is intended to coraregttitude of relaxed positiveness
and confidence. The underlying tension and anxiety, howeware through and are easily seen
by others as the primary state of the individual. Grayggople under extreme stress take on a
driven quality with their normally energetic and atthaetapproach becoming overwhelming
and, to some extent, overbearing. The usual respdmsgegét from others to their flexibility
and supportiveness are quickly replaced by a reciprocatgramd quality of apprehension.
The group A person has become, from the point of viestlwdrs, unpredictable and potentially
dangerous in socioemotional terms. Along with expen@nektreme stress, she becomes a
stress carrier, quickly transferring her stress andaers others.

Group B individuals in times of extreme stress begimanifest that natural helpfulness
becomes a need to do things for others and to be all tturadlspeople. Their nervousness and
apprehension are managed through seeming to take litteisigrand seeming as if they think
everyone wants to play and not really deal with thegserissues or concerns. In this sense,
their attitude is sometimes perceived by others as soateshiidish and inappropriate.

Type B individuals also begin to find their securityoiing loyal to others without rational
appraisal of the goals and direction inherent in this ungunesg loyalty. Their normal
gentleness becomes passivity and increases their &hiliigr  This is compounded by their
openness that becomes excessive in the directicifafisclosure and an absence of self-
protection. Their sense of responsibility intensified @mcreases to the point of becoming a self-
imposed burden with compounds with an increased need t@bhaseependable which may
result in their pushing themselves past the point of ressiplerparticipation. What is usually a
very desirable quality of patience becomes an inabditgct, developing a quality of
socioemotional immobilization.

The result of these tendencies is a high level of antlgigad uncertainty that results in
increased anxiety and tension as a result of a perceiviaitineo consistently play their parts in
the group. At this point, their usually appealing, acceptingogmprto others moves into the
realm of fatalism and powerlessness and a sense ofdefisgted and unappreciated.

Whether extreme stress moves one toward the group A &dapihthe sharks or the group B
adaptation of the seals, the effect is counterproduaivehé individual. This is true whether the
tendency is mild or more toward the extreme. In eigvent, the individual needs to move
toward a socialized, interpersonal adaptation. Wighsthpport and coaching of the consultant,



both the sharks and the seals learn to develop earlgness of and recognition of stress
reactions and adaptational patterns in themselvese thigrecognition has occurred and has
been accompanied by education directed to understandingaitteon pattern, consultation
focuses in terms of more effective self-managemenirdaadbersonal participation.

Sharks will find that their stress levels reduce as bespme more helpful and playful, loyalty-
oriented and gentle, sensitive to their interpersorsplaesibilities and more open with others,
conscious of being there for others and being a dependaht@paant, developing a longer
perspective with increased patience and more socioembtomsistency, and simply being

more accepting of others, who they are, and what tleeids and interests are. Sharks best
manage stress reactions by emulating the strengths sttls, with the seals achieving the same
end through emulating the strengths of the sharks.



Interpersonal Priority Setting

As you relate to people in your family, you will find thiatngs go better if emphasis is given to
cooperation, loyalty, caring, sharing, respect, and tifeisst, simply think about your family
relationships. Do people cooperate with you? Are peopld to you? Do your family member
care about you and share with you? Do you think youvedhe level of respect and trust you
would like to have? The idea in this activity is for yowevaluate yourself in terms of being
someone who gets cooperation, loyalty, caring, sharsgect, and trust from others.

Using the scale from five to one, rate yourself on eddhe six statements below. Five equals
almost always, four equals usually, three equals sometimesquals seldom, and one equals
almost never. Once you are finished, add your ratingssther and divide the total by six. This
will give you a priority score. It will be in your beisterest to relate to others in your family in
ways that keep your priority score at 4.0 or higher. MWy have having difficulties with
family relationships, go back to this activity, think abow skatements, and then devote some
time for two or three weeks to being sure that your yigcore stays above 4.0.

1. COOPERATION | am consistently helpful to othersmy family.

2. LOYALTY | hang in there in a positive way with th@s and downs in the relationships with
people in my family.

3. CARING | am consistently involved and interested recd in my family.
4. SHARING | spend some time talking with members offamyily everyday.

5. RESPECT 1 listen patiently and carefully wheneveminers of my family are talking, telling
me about something, or trying to express their ideasetinégs.

6. TRUST I do not get into blaming, accusing, or threateningplmees of my family.

Discussion

This activity is designed to focus on and emphasize theri@nce of the relationship to the
client and to articulate those qualities or charasties within the relationship that are valued:
those that result in the most satisfaction and seh&safillment within the relationship. The
activity also emphasizes the reciprocal nature oktpe®rities and translates those priorities
into behavioral, “doable” activities and approaches. €cettient that the client manifests these
behaviors and approaches within her relationships, shexpgrience an increased sense of
cooperation, loyalty, caring, sharing, respect, and trukiwtihe feedback loop from others. It
is a fairly simple strategy, e.g., if you are morephdlto others they are more likely to be
helpful to you, if you hang in there with them they arere likely to hang in there with you.



In more specific terms, the client wants to increthselevel of cooperation she experiences in
relationships with other family members. This will blestachieved by looking for and taking
advantage of opportunities to be helpful to others in bigsamall ways. Importantly, though,
this helpfulness must be something that is consistenpraatictable to develop the optimal
cooperative level of feedback from others.

The same principle applies to increasing the extenhiohithe client perceives other family
members as being loyal to her. Importantly, loyalest clearly perceived in a direct and
personal way and develops in terms of the relationshife attitude and approach comes in
terms of, “We have our ups and downs, good days and bad idass when we are feeling good
about each other and times when we are not. Sometiméandle these fluctuations better and
sometimes less effectively; but our relationship endurkgs’also important that this
commitment to each other through the relationship mamiapositive willing quality: a quality

of conscious, voluntary participation in the relatiopshi he relationship never becomes a “have
to” type of thing. There is not room for either thensar the martyr in the reality of a healthy
family.

An illustration may be useful. A young boy came tofatker, suitcase in hand, saying, “l am
going to run away from home.” Somewhat surprised arttleapuzzled, the father said, “No,

you are not going to run away from home. | do not runydwam home, your mother does not
run away from home, and you are not going to run away fiome. Running away is not the
way we deal with each other or with our problems. Nafeg in there — good days, bad days, and
all.” The five year old was somewhat taken aback bdt $@ih, | thought it would be okay.”

The father then said, “Being upset is okay, and sometamieg really mad is also okay. Let’s
talk about what's going on.”

Being cared about is a high priority for the client.e Blest assures this by understanding that a
sense of caring comes through seeing that others angaoly involved with and interested in
her. Again, the process is reciprocal. The clieetlsdo focus more time and energy in terms of
being more actively involved with others in her familglalemonstrating an increased interest in
them and their activities. Importantly, this increasmglvement and interest needs to be
pursued on a very consistent basis and should not fluditaaégl on the immediate mood or
interest of the client. She must consistently iaseecaring behavior if she is to increase the
extent to which she feels cared about.

Sharing is, thus, very closely linked with caring and astimeept is developed here is primarily
pursued in verbal, talking terms. The client needs kontalre with others on a consistent, daily
basis if they are to spend more time talking with Riealking with each other becomes, then, the
sharing dimension within the caring family.

Respect and trust function in tandem, much like caring laadrgy. They are also similarly
reciprocal. Listening to others is at least as imposartalking with and actively interacting
with them. Simply taking in what is said is not enougtwever. The client first needs to listen
patiently, which involves being relaxed, actively trying to usténd what the other person is
saying instead of thinking about what she is going to salybaimg sure that the other person
has finished before responding. A useful technique eatify what the other person has said



before responding to it. For example, “I understand ydaetsaying...If | correctly understand,

... (now comes the response).” This assures that #et ¢di carefully listening as well as
patiently listening. She will find, over time, that thgh these techniques others gradually come
to listen to her in more patient and caring ways.

It is additionally important that the response octiea to either what the other person is saying
or to her behavior reflects a quality of acceptanad@bther person and does not involve
blaming, accusing, or threatening. The goal is for thatcddleedevelop more effective
communication. Arguing and negatively relating to the oplggson is never an appropriate
approach to meaningful and effective communication. Thi®iway precludes disagreements,
differing opinions and interpretations, or opposing points@fvilt simply reflects an effective
approach for communicating about whatever is going ontevbBathe issues are.

The goal is to maximize cooperation, loyalty, caringriglgarespect, and trust. Negativism,
arguing, blaming, threatening, and accusing only serve to rélaeigeesence of priorities within
the relationships.



Underlying Interpersonal Processes

It will be most helpful if you complete activity 9 (grpersonal Priority Setting) before working
on this activity. When you are ready, the idea hete Isok at how well you manage your
relationships within your family. The better you becaaheelationship management, the more
satisfying and useful the relationships in your familyl \d for you. Rate yourself on each of
the seven statements below using a scale from fised¢o Five equals almost always, four
equals usually, three equals sometimes, two equals selddrana equals almost never.

When you experience difficulties in your relationshipgwmi your family, come back to these
seven statements and consider how you are doingl healelpful to add your seven ratings
together for the seven statements and then dividethkby seven. You are on the right track
when you maintain a process score of 4.0 or higher.

The even capitalized words at the beginning of the statemsimply give names to the seven
processes. DIRECTION is a process that helps dwrettove relationships in ways that are
useful to you. ACTION encourages others to respond to and $wyopo needs and interests.
ATTITUDE MANAGEMENT encourages others to see you in atpasiight. DISTANCING
encourages others to stay close enough to you and avaitahlgh to you to be there for you at
all times. MAINTAINING ENGAGEMENT is a very closglrelated idea that helps meet your
need to always feel that you belong and are part oathdyf. MANAGING CONFLICT helps
assure that your family relationships are as comfortablgou as they can be. MODELING is a
process that you involve yourself in to better assurteotih@rs in your family will behave and
relate to you in ways that are pleasing and satisfyirygpto

1. DIRECTION | keep the commitments | make to and agratsiienake with members of my
family.

2. ACTION | think about, understand, and support the neatighgarests of members of my
family.

3. ATTITUDE MANAGEMENT | maintain a flexible approaehith members of my family,
relating to each member in ways that are most usefahd comfortable for him/her.

4. DISTANCING | am sure that the members of my farg#y acknowledgment, time, and
attention from me on a regular basis.

5. MAINTAINING ENGAGEMENT | consistently show my tarest in the activities and
problems of others in my family.

6. MANAGING CONFLICT I identify, define, and work on reslg any points of conflict or
tension that come up in my relationships with peopleyrfamily.

7. MODELING Within my family, | behave and relate tdets as | would like for them to
behave and to relate to me.



Discussion

This section modifies the approach from earlier “diseaus’ sections somewhat. Here, attention
is on both the above activity and the preceding actdatgling with interpersonal priorities. It is,
thus, important to complete activity 9 prior to proceedhitty this section.

The interpersonal processes in this activity may baghoof as supporting and furthering the
priorities in activity 9. As a preliminary step, it wide helpful to extend the behavioral
manifestations of the priorities in the earlier acyviil his is accomplished by simply extending
the behavioral directives associated with the presitiOnce this is done, the same extension
approach may be applied to the interpersonal proce3$esresult is a more extensive set of
priority statements combined with a similarly extendad$@rocess statements. When
necessary for purposes of clarity, these extensiorscammpanied by brief exclamations and
elaborations.

PRIORITIES: Initiating reciprocal cooperation begingwthe client’s being clear with himself
and other family members about what is wanted and expeddedeloping clarity with

reference to expectations requires careful work omaineof the consultant in assisting the client
to first see himself as having expectations and then istesgsthe client to define and articulate
those expectations in terms that enable other famgignbers to respond. The client needs to be
additionally assisted in helping other members of thelyaim define and articulate their
expectations. Within this environment of clear expectatithes), all members of the family can
better pitch in and work with each other both in teohshared expectations and in terms of
those expectations that are unique to specific membeng dmily.

Next, the client and the consultant will want tods®n loyalty as a reciprocal and shared aspect
of family life. At a very fundamental level, thismends on the client’s valuing being part of the
family. “Do you value being a part of your family? ksify part of your family important to
you?” Most client’s will somewhat automatically areflexively respond to these questions in
the affirmative. At that point, the consultant nfelp by facilitating the definition of “valuing.”

“I hear you saying that you value being part of your fam#ylot of people feel that way and
were we to ask other members of your family, they woultgioty say the same thing. | have
found that it is important that these types of feeliagsgiven more than superficial lip service.
What do you value about being a part of your family?” Gdwesultant and client may then work
on developing a prioritized list of four or five factorathhe client values. That which is valued
then becomes the driver or that which most nearly gteea continuing loyalty.

It also becomes the underlying reason for developing ifaibther members of the family as the
client has experience with them as people who providesswre those things valued by the
client. Experience with family members as providerthote things valued by the client
generalizes to valuing the members themselves and havihgrfélitem in more comprehensive
and meaningful terms.



Caring for each other at a reciprocal level within gmmify is encouraged and furthered by
having pride in each other. This starts with the cliemé'ging a sense of pride in each member
of his family. “Are you proud of the other members ofiyéamily? If so, what are sources of
pride for you? Let’s think about each member of your farnig see if we can develop a list of
two or three things about each person that resultsunby@ing proud of him. We are not
particularly looking for things that you like or appreeiatbout other family members. Here, we
are looking for things that make you feel good about youbgisause you are in the same family
with the other person.” In addition to focus on the idkgride, this exercise also encourages
and enables the client to begin to understand thaehgesof self and self-esteem depend, in
part, on who the other members of his family are. &fdris pride in who he is depends on who
they are. At this level of insight, then, the cliemay easily see that it is in his interest and & th
interest of his self-esteem to support and encourage odrabens of the family, to support and
encourage their activities, interest, and involvements.

Supporting and encouraging each other within the family extenslsaring with each other in
caring and meaningful ways. Along with talking with eatier, this sharing needs to include
an atmosphere of openness and up-frontness with each othe

Failing to share with each other in direct and cleayswvhat one thinks, feels, and believes
about each member of the family jeopardizes the canmgament and directly interferes with
cooperation and any continuing sense of loyalty. Thlclnay say, “I think this is a good idea
but being open and up-front is not something | do very wédhow what | think and feel but am
not very good at expressing it.” The consultant mawg tiedp the client understand that the goal
is not perfection, showing that he was already intsgp®lly skilled, or being able to do things
that one can not yet do. The goal within the familfprsthe client to give it his best shot, to try
being more open and up-front, to gradually increase his atalitgntribute positively to a
sharing environment.

This level of sharing is best achieved within an environrabatacterized by mutual respect. As
suggested in activity 9, respect begins with listening tb ettrer patiently and carefully. By
reflecting this level of respect with other family meard) the client not only conveys respect but
begins to learn about sharing. He will see how othgyeess themselves, are open with the
client, and try to deal with him in up-front and candid walte will also find that, having been
given the opportunity to express themselves, other merab#rs family are significantly more
receptive to the client’s efforts to express himself.

Among other things, the client’s respect for other mambéthe family conveys to them a
willingness on the part of the client to accept therthayg are. Following the principle of
reciprocity, this orientation on the part of the diercreases the willingness of other family
members to accept him on an as-is basis. The atmospfhmrdual acceptance, then, makes
sharing and cooperation easier and smoother.

The above leads to a quality of trust within familyateinships enabling each family member to
be more comfortable and at ease with other family mesnb&t a fundamental level, trust is the
key to assuring the other five priorities: cooperation, ltgyaaring, sharing, and respect. The



effect is a give and take relationship among and betvageityfmembers, with an absence of
significant criticism, jeopardy, or potential rejection

It is sense of or fear of rejection that is perhdygssingle greatest factor interfering with
comfortable, satisfying, and effective intrafamily relaships. Consciously increasing trust
within the family, then, directly reduces one of thajon negative drivers within the family: a
fear of rejection or nonacceptance. The client mawesa position where he may depend on
other members of the family and count on them to beethied to do what needs to be done.
They may not always be happy with the client, feeldgalbout him, or relate to him in positive
ways. Nonetheless, the underlying trust within the faasisures everyone that they will all deal
with the ups and downs, good times and bad times.

PROCESSES: Direction helps move relationships in wagtsare useful to the client. As
suggested earlier, this process starts with keeping comnigraad agreements with other
family members. In addition, the process is furtheredrbgpproach geared toward influencing
other family members instead of directing or trying tatool them and or their activities. The
client should learn to make suggestions instead of givimgtiles, ask instead of telling,
explain instead of demanding.

It is important for him to understand that, over tineeally is true — as the old saying suggests —
“You accomplish more with honey than with vinegar.€ople will usually move in the direction
you want them to move if they are asked, if they urtdadswhy it is important, and if they

know that their doing so is appreciated.

This appreciation is expressed in general and direct watythe same time, though, it is
important to focus any criticism in very direct and speatays. Praise and express
appreciation in lavish and general terms. Express angism or negative feelings in very
limited and specific ways. Through the process, thatchigll gradually get to a point where he

is more clearly directing relationships in ways us&fthim, responding to those problems points
or negative times in very limited and specific ways] alearly letting others know that their
helpful approach is appreciated.

The action process within family relationships encouragessto respond to the client in ways
that support and compliment his needs and interestovialy the principle of reciprocity, the
action process is furthered by the client’s understandidgsapporting the needs and interest of
other members of the family. “What do other members®family need? What is important to
them? What can you do to support these needs and intéré€sis?reciprocal basis, the client

is clear about what he needs, his interest, what fecex

The client needs to be consistent with referencestodeds and interest and the articulation of
those needs and interest to others. Additionally, hesnieloke firm about his needs and interest
and the expectation that other family members take thentonsideration. This firmness must
not turn into aggression, a demanding approach, or an appiwddndicates that the client’s
needs and interests are more important than thasthefs. Here, gentle firmness is the key.



The process of attitude management encourages othesstteesdient in a positive light.
Attention to the first two processes — direction antion — facilitates this positive perception of
the client.

In addition, seeing each member of the family as awichehl and individualizing one’s
approach, relationship, and expectations furthers thadstihanagement process. “How is your
approach to each member of your family different fromryapproach to each other member of
the family? How does this result in differenceganir relationships with each member? What
are the differences? What do you expect from eachb@eaotf your family; and how are those
expectations different from those held for other mesbéthe family?” Implicit in this
individualization is a level of flexibility that willllow the client to respond differentially to the
special needs and interests of each family membess, ifhiurn, enables the client to emphasize
and facilitate the satisfaction of each member ofdhaly. On a reciprocal basis, this, in turn,
increases the likelihood of their encouraging and fatitiy the general level of satisfaction of
the client. “If I help you be more satisfied with whauyare and with being a part of the family,
the likelihood is that your functioning in relationshipnbe will have a similar effect for me.”

The distancing process combines with the other interparpoocesses to encourage other
members of the family to stay close and in touch ithclient and available to him. In order to
further this process, the client must assure that ma&chber of the family receives
acknowledgement and recognition from him on a regular basisortantly, though, it is not
enough to simply say “hello.” Acknowledgement and recagmitome through knowing of the
other person’s interest and activities, keeping up witin tmolvement and interest, and taking
time to know who they are on a day-to-day basis. eCbillely, these represent who the other
person is. It is to whom the person is that one gieksavledgement and recognition.

The idea is to convey a real and felt sense that 4aysow who you are, am interested in you
and who you are, and enjoy being close enough with you toikéepch and up to date.” On a
reciprocal basis, or course, other members of the yaar@ more likely to relate to the client on
the same basis. Important here is a willingnesgplg accept fluctuations in the attitudes,
behaviors, and involvements of other family membe@ane&imes people feel closer to each
other and sometimes they feel a little more dist&finetheless, the client works toward
maintaining the distance at a close and relating lessetiech of the time as possible.

Among other things, this means that the client is idsgto adjust to and adapt to other family
members as he expects them to be willing to adjustaoapt to him. This principle of each
adapting to the other in flexible and mutually accommodatiagsvis especially important
within parent/child relationships and within the marriageddy&he client should simply keep in
mind that accommodating and adjusting to others is not amited process. It should not
develop into a game as discussed in an earlier actiMiig, instead, a process related to
distancing within relationships and to maintaining a clos&guch involvement with each other.

The process is probably best understood in relationship itdamang engagement leading to
always feeling that one belongs and is part of the fandihis starts with assuring that the client
interacts with other members of the family on a regbdesis and that they interact with him. In
addition, though, maintaining engagement suggest thatiém should take additional



responsibility to be sure that there is time and oppdstémi other members of the family to
interact with each other. Importantly, the environmeitiin which these interactions take place
should be maintained in a positive, comfortable manoehe extent that the client is able to
influence these environmental qualities. Within this pseceonveying interest needs to be
managed in a direct way. It is not enough o talk witlerst about a family member, to tell
others about his accomplishments or achievements,disdoss with them problems or
difficulties one may be having with another family ntemn These things should be managed
directly with each member of the family following theocesses of direction, action, attitude
management, and so on.

The client may encourage each family member to be emestal, to suggest new ideas and
approaches to be used to better manage engagemenaghtbther. At the family level, it
might be well to simply sit down with each other aal#t ebout this process, listening carefully
to the ideas and suggestions of each member. The clgnbensurprised to find how much
assistance he will receive from other family memletfeey are simply invited to participate in
thinking about the process.

Conflict management is a critical process within any faid represents one of the most
important skill areas in the development of effectiverpersonal relationships. When handled
well, conflict management assures that members of thiéyfare as comfortable with the client
as they can be. As suggested earlier, a fear of ngrtacce or rejection is one of the primary
negative drivers within families. Conflict fuels thatvan perhaps more than any other single
factor. Managing conflict, then, leads to minimizing aeyse of rejection or nonacceptance on
the part of family members.

Effective conflict management starts with the cliestiaply tolerating a fairly high level of
ambiguity or uncertainty in the behavior of other fannilgmbers and in his relationships with
them. It relates back to having faith in them and to@tagg them on an as is basis. Much
family conflict revolves around misunderstandings, diffgropinions, pressing for explanations
where no explanation is readily available, and pushing atderduals to remove any

ambiguity or lack of clarity that may be present. Initold, there are going to be those points of
tensions, conflict, increased negativism. Most individaadssomewhat naturally tempted to try
to deal with these points and resolve them. Much ofithe, it is in the interest of conflict
management to simply absorb or tolerate these periddglotlissonance or conflict and those
occasional periods of mild dissonance or conflicte Tea is to use an approach that absorbs the
intense negative feelings and tries to understand whappehang, how people are feeling, and
what is driving the tension or conflict. It is at tlesel that a response is appropriate, although
many times one might be better off to simply undeistaat people are in a bad mood
sometimes, feel tense sometimes, and behave in watysaihise conflict and negative feelings.

So long as the problems are not chronic or persisterse thccasional episodes of dissonance or
conflict are simply part of being in the family and pably do not need any specific response.
The family system really does crunch and bump sometimbe key is to be alert to real
problems, things that really do need resolution and asingrattention. This is especially true if
the same difficulties keep coming up over and over agaifmampecific family member seems

to be the brunt of or the source of the conflict ongula or recurring basis. In these situations,



attention is less to the conflict itself and more tathat which is causing or contributing to the
conflict.

Modeling is perhaps the most significant of the sevesrpeatrsonal processes being discussed
here. Through the educational approach, the client ngti@arins to function in more
interpersonally effective ways with style but alsonigsito represent a model or example within
the family of interpersonally effective style. Hedins to exemplify family priorities and
becomes an individual whom others emulate. Patti@ihodeling process involves
emphasizing positive things, ideas, interpretations, and ggesavithin the family, giving direct
and very clear attention to any problems or difficulties may arise. “l understand that you are
feeling fairly negative about your family relationships abdut other people in the family.
Others in your situation have felt much the same waave found, though, that your

continuing to verbalize and express these negative thimdjgeas only tends to make the family
environment more negative. | think you may find that workinghe problems, working on

how you relate to others, working on the example yotdoseaithers may, in the long run, do a lot
more good than simply talking about how bad things are wittading personal responsibility

for your style, your involvement, your participation, yeale in what is going on. You may not
be able to do much at this point about what is going onatitérs. You can and should,
however, do what you can do to be a person with stifléhe time, on purpose.”



Be Nice to Yourself

This activity may be approached in several ways, dependitigeospecial needs of the group
and the particular situation in which the activity isdusé may be used as an outline or guide
for a creative presentation to groups of young children,beaysed as a discussion guide with
groups especially when the groups include both adults and chilind may be used as an
interview format when working with individual children afainilies. The goal of the activity is
to encourage a nurturing attitude toward self, an awarefié¢astors related to positive mental
health, and an orientation to talking and sharing witkrstis a way of eliciting guidance and
affirmation.

Positive Mental Health

1. What do you think it means to have good mental health?
2. What do you do to help your mental health?

3. What do you like about yourself?

4. What helps you feel happy, excited, satisfied? Wimals of people, situations, things help
you feel good, help you be emotionally positive?

5. When do you feel unhappy? What kinds of people, singtar things get you to feeling
afraid, angry, sad, confused, or feeling emotionally negative

6. Sometimes our negative emotions get out of balartsam of take over. When this
happens, we sometimes have problems with our behaviodarstraent. When your emotions
get a little out of balance and the negative emotiakes bver, what kinds of problems does it
cause you with your behavior, your adjustment?

Having Good Mental Health

7. Our feelings are okay. This includes feeling afraid, arayrgad. How we deal with our
feelings makes a difference, though. How do you dealtwthen you feel angry, when you
feel afraid, when you feel sad?

8. It is important to understand our anger and to expragpibpriately. How do you express
your anger? How do you let people know when you are &ngry

9. It is important to understand our fears and to talk albewm. What do you think is going on
with you when you feel afraid? With whom do you talkatbyour fears?

10. Being sad is normal. Understanding why we are sad andglour sadness with someone
else is an important part of good mental health. Whbm do you share your sadness?



11. When our negative emotions get out of balancejntpsrtant to try to understand and share
those emotions with others. It is also important tooge emotions back into balance. When
you are experiencing negative emotions, what kinds of tldoggu do to get things back into
balance, to help yourself feel more emotionally postive

People Want to Help

12. The first person who can help you is you. You dolihibeing nice to yourself. What do
you do to be sure that these nice things happen for you&rin&lyour feelings with others —
Being positively involved with other people — Being cheerfithwther people — Being helpful
to other people — Enjoying a well balanced diet — Gettingyplaginsleep — Trying new things —
Keeping a good balance of work, rest, and play — Gettilthvideen you need it — Giving and
getting hugs — Not abusing or misusing alcohol or drugs — Being@so others as you would
like them to be to you.

13. Feel good about yourself and others will feel gooditymu. Be nice to yourself — you
deserve it. What have you done today to be nice to yourgékfat will you do tomorrow to be
nice to yourself? You are a special person. You aresapevith style, all the time, on purpose.



Rapid Assessment of Youngsters

This activity is useful when assessing the behavior, adgrgtrand functioning of a young
person. Importantly, it does not represent a thorougindgtic evaluation and should not be
seen as a substitute for careful, professional aseegswvhen a specific youngster is
experiencing serious or ongoing difficulties. It isheat only intended to point out those areas
in which a child or adolescent is getting along fairlyhaeld those areas where he/she may be
having some mild, temporary difficulties.

Use a rating scale from five to one for each itenthenlist below. Five equals almost always,
four equals usually, three equals sometimes, two equals sedddnone equals almost never.

Note that the rating process for this activity is netdame as for the earlier activities. In this
activity, each item needs to be evaluated and understooselly iA normal, healthy young
person would receive all fours and fives. Concern neelbs taised in any area suggested by an
item where the young person’s rating is three or belBatings of two or below or several
ratings of three or below begin to suggest the neethdwe extensive assessment and more
traditional therapeutic involvements.

The Young Person

1. Is energetic and interested in what is going on arounthér.

2. Feels attractive.

3. Is relaxed and comfortable with himself/herself.

4. Likes himself/herself.

5. Is self-confident.

6. Has a normal appetite and eating habits.

7. Stays away from drugs and alcohol.

8. Is happy and in a positive mood.

9. Manages his/her temper and anger responsibly.

10. Is honest and truthful.

11. Is a good student.

12. Feels successful.



13. Likes school.

14. Finishes projects, assignments, or other things for viigtdhe is responsible.
15. Is well behaved.

16. Is easy for parents, teachers, and other adults tevileal

17. Is a responsible person.

18. Is a dependable person.

19. Has friends his/her age.

20. Makes good choices when it comes to friends.

21. Gets along well with his/her friends.

22. Follows the rules and goes along with what is exdemit@im/her at school and at home.
23. Makes friends easily.

24. Is adventurous and willing to try new things.

25. Handles day-to-day stresses and tensions well.

26. Is healthy.

27. Will talk about things with parents or other adults.

Discussion

Understanding parent/child relationships and developing atpagexpproach requires first that
an assessment is done with and for the young persoantiPg is not a formula activity or
something one does to a child. It is, rather, somethiegdoes with a child based on an
understanding of and awareness of who that child is, hissdpeoblems and difficulties, and
the child’s unique personality. Further, good parenting depent®ecstyle and personality of
the parent, with the individuality of the parent combgwith that of the child to develop an
effective, on-going, on-growing relationship within whiatth the parent and the child may
function successfully and effectively.

It is also important to understand that parenting is n@dequate response to many children and
to their problems and difficulties. Parenting has #q@acity to nurture and support the growth
and development of relatively healthy, relatively ndratmldren. When children begin
developing problems and difficulties, however, parentirfgeguently not an adequate response;



and for children with special needs, parenting is simptyenough. For these children, a
“parenting plus” plan needs to be developed, with trat ploviding healthy, positive parenting
for the child and additionally providing those services asdugces necessary to adequately
respond to the special needs of the youngster.

In this activity, focus is on reasonably normal, reabbnhealthy children. For them, effective
parenting is usually an adequate response to their grodttemelopment, an adequate response
to the normal fluctuations in their behavior and adjustmd he activity includes a sample of
factors associated with a child’s being reasonably nloandhhealthy. If difficulties show up in
the sample, however, it is critically important fobetchild that a more thorough medical,
psychological, educational, and/or other specialized ewatubé done. In addition, it is
important that a parenting plus plan be developed to redgpatihe special needs and difficulties
of the youngster.

Normal children are energetic and interested in whatirgggan around them. No, they are not
always energetic and not always interested. The mthat they are ordinarily people who
have fairly high energy levels and who are interestedhat is going on around them. They
may not direct that energy to those things that paneould prefer the energy to be directed to
and may not be interested in those things valued byfsar&lonetheless, their youthful energy
and interest are obvious as one observes them over time

When a youngster begins to show somewhat continuingtesgy and disinterest, a problem is
evident. First, the child needs to be evaluated medieailly,the physician’s attention directed
specifically to the lethargy of the youngster. If nolgems are found, the next procedure —
psychosocial evaluation — needs to focus on the protyatbidit the young person is depressed.
If this is found to be the case, parents will need tmgomore energy to their relationship with
their youngster and will need to attend more closelyigmeeds and interests. It is likely,
however, that this normal parenting response willb@madequate. A parenting plus plan will be
necessary. In this plan, parents bring more enertheteelationship and attend more closely to
the needs and interest of the youngster. They cayafwtblve themselves in healthy, positive
parenting. In addition, though, the young person may nebéd itovolved in counseling or
therapy focusing on the continuing depression. Thisrlatiévity is the “plus” in the parenting
plus plan.

Normal, healthy children feel reasonably attractivehensense that they see themselves as
someone to whom others are attracted. In additiog,géeerally like themselves, are relatively
self-confident, are ordinarily fairly happy and in a p@eimood, and feel fairly successful in
relation to those things valued by the youngster. Adhese feelings and perceptions are not
present all the time and are not present in reldtall characteristics of the youngster or all
aspects of his life. Here, attention is to the prepoance of the youngster’s self-concept, his
self-esteem. Also, it is important to evaluate themies and characteristics over time, since on
any particular day, a quite normal and healthy young persgnfeel ugly, incompetent and of
little value. Even during these times, though, normahygsters will ordinarily respond to the
positive involvement and feedback of their parents.



For young people experiencing the set types of diffiesitgood parenting lets the child know
that the parents are attracted to him. How do parbotg this attraction? They spend a little
more time with the youngster, focus on positives astef negatives, sincerely acknowledge the
youngster’s feelings and perceptions, and let the child khathe is cared about and loved. “I
enjoy spending time with you, talking with you, and having y®a anember of our family. 1

can see that you do not like yourself very well todayvmtt you to know that | like you and
have faith in you and your abilities.” Good parentingpoggls to the successful, competent,
attractive, valued young person. If this does not fatdihis moving to a more positive space,
though, additional services are needed that help both thgymerson and the parent better
understand the issues and concerns, the problems andlikf$icu

Normal children are generally relaxed and comfortable thi#mselves, with who they are.
Being relaxed should not here suggest necessarily beimgoedlaid back.” The young person
may be very intense, very active, and very involvea mumber of things at the same time.
Nonetheless, the activity and involvement do not refiexiety, signs of tension or stress,
continuing frustration, or any significant level of disdort or displeasure with who he is. Yes,
there may be periods of tension, self-doubt, anxietgtfation, and other negative feelings and
perceptions. Nonetheless, the predominant projectioneiof being reasonably relaxed and
comfortable.

If the young person’s pattern of adjustment and self-managebegins to show anxiety,
tension, and other negative or uncomfortable elementgjcandd evaluating and assessment are
needed. Atthe same time, though, parents will waatriphasize being calm and relaxed with
the young person, being comfortable with who he is, angey an atmosphere of acceptance
and appreciation. Parenting may also extend to workingthwt youngster to better understand
the problems and difficulties, the sources of the tenand stress. Here, parents can excise
direct influence in terms of providing advice and guidanamaging and structuring the
environment of the young person, and enabling the young persme the adult perspective of
the parent. If this is not enough, though — and at timaay not be — additional services and
resources need to be incorporated into the parentinglalos

Healthy children reflect a normal appetite and eating haldenerally, this is reflected through
the youngster’'s eating when other people in the fanailyesating about the same foods other
family members eat, and not reflecting any particulao@repation with eating or eating
patterns. For adolescents, however, dieting may beaami&l preoccupation, although one
should become concerned if the young person begins gainegpecially if the young person
begins losing weight.

Does the young person look unusually heavy or unusually this@, this needs evaluated by a
physician on a fairly immediate basis. Also, itngortant that children receive regular physical
examinations, with the physician’s evaluating the child’geand eating habits as part of the
examination. Here, good parenting comes first thougimgettgood example and encouraging
good eating habits. If problems develop, however, pareigtingt an adequate response to the
needs of the young person. The parenting plus plan ne@udude a thorough medical
evaluation and may need to include specialized therapeuticesfor the young person in those



situations where eating disorders are suspected or confiriifezke types of difficulties are
generally not manageable within the family as the cedpurce.

This latter point also applies to the misuse or abtisé&cohol or drugs. Normal children
generally stay away from the use of alcohol or dragd; any involvement that they do have is
occasional and does not reflect any continuing problemusfeabr misuse. In fact, for normal
youngsters, an especially negative experience with alatdrugs will decrease the likelihood
of the young person’s having a similar negative experianteeifuture. The idea is that normal
children learn from bad experiences, adjusting their futerevior and involvement to avoid
these negative experiences. If parents suspect a problkemow that the young person has had
difficulties with alcohol or drugs on more than ondwo occasions, it is very important that
they seek out specialized and qualified resources to incoepata the parenting plus plan.

Normal children are reasonably honest and truthfulyfaasponsible, and usually people on
whom others may depend. Of course, these qualities aiet issue until the young person has
reached a developmental level to begin to reflect thaatties — generally around five or six
years old. Even then it needs to be understood thastypiependability, and continuing
responsibility are qualities that develop and become chom@nant over time. Again, parenting
best fosters these qualities by example. As the dans@and the client assess the example being
set by parents, the consultant will want to help tletfocus on small examples of honesty and
truthfulness, small and large examples of responsibditg various levels of dependability,
especially as they relate to the child’s being able tortkpa or count on the parent. In this
area, parenting is the most powerful resource avaitalilee youngster. In fact, if these qualities
are not present at a high level within the parent/chilgticgiship the ability of outside resources
to instill these qualities in the youngster is quitetiedi In this area, the educational approach is
usually more effective than more traditional counselindjtherapy approaches.

Normal children manage their emotions fairly well, vitleir ability to manage their emotions
showing gradual improvement over time. By the time cérdare about six years old or so, they
should be showing a pattern of experiencing, expressingnandging emotions that enables
them to function comfortably and smoothly within mostiagiions. For example, the young
person will experience anger and frustration and wililie to express those feelings. The
expression of the anger and frustration, though, will beaged in ways that do not reflect
temper tantrums, violence, destructiveness, or otherimegattcomes. The emotional
management will reflect an increasing pattern of pasitsocialized expression that leads to
healthy exercise of power, control, and influence orptré of the young person. Generally, this
emotional management will reflect a primarily soci@bal pattern that is both responsible and
serves over time the interest of the youngster.

The socioemotional styles of the young person’s paggetas important here as they have been
seen to be in other areas. Parents must be emdgioesponsible and dependable if young
people are expected to reflect these characteridticaddition, though, good parenting assists
the child in developing patterns of power, control, andierite that reflect positive personal
style and do not have to fall back on unsocialized pattd@raggression and self-expression. If
continuing problems develop, however, outside assistameeded as part of the parenting plus
plan. In addition to the child’s having developed a patvéineffective or inappropriate



emotional expression as a function of family expexésn these difficulties may also relate to
medical problems, learning related difficulties, or othreaa that may only be understood
through competent professional evaluation and intervesitid\bove all, the consultant needs to
focus specifically on any inclinations the parents maseha simply deal with the problems by
over powering and controlling the young person.

Normal children are reasonably good students, usually ltkeadcfinish projects, assignments,
or other things for which they are responsible, and fag&} well with the school environment.
This does not mean that they necessarily get all AdsBis, does not mean that they always do
their homework, does not mean that they always fead gdoout school, and does not mean they
never get into trouble at school. It means, rathet tkiey generally hang in there academically,
passing their subjects and courses. They may not beydarty thrilled about homework or
other assignments but usually make a reasonable effoontplete the requirements. They may
not like particular teachers or particular classegbuoerally do enjoy the social interaction at
school, some courses and assignments, and would gemeeddly school to simply staying at
home or getting a full-time job. If asked, most youngsteould indicate that they do not like
school. Nonetheless, one finds that they get up and gchbol voluntarily, generally enjoy
themselves most of the time at school; and if they dangetrouble, those difficulties are
ordinarily fairly mild and relatively inconsequential.

When children develop problems relative to these schdatkbrbareas, the most likely difficulty
has to do with some type of learning problem or academicalited issue. Generally, children
do as well in school as they are capable of doing airtiee &ll things considered. When school
is not going very well for them, then, it is very iorpant for parents to first work with the
youngster in terms of trying to understand the problemgidficllties and then in terms of
helping the child with the problems. If this does not gejdhalone, it is important that the
child be evaluated by professionals who understand children,stadérthe school environment,
and understand the very complex nature of the learninggsocT his evaluation will likely lead
to a specialized intervention plan that becomes thes*pn the parenting plus approach to the
youngster.

The consultant will want to work with the parent imts of the parent’s attitude toward the
school, the attitude the parent is conveying toward thagster, the parent’s expectations, and
how the parent is going about encouraging and facilitaiegoung person’s school adjustment
and academic achievement. For example, encouraging chitddentheir homework is a good
idea. If homework becomes a battle or continuinglbaisough, the likelihood is that there are
additional difficulties needing attention. It is unlikéhat simply forcing the child to continue
the uncomfortable, unpleasant homework activities wdbive the difficulties. In addition, this
process does damage to the parent/child relationship tlyadbama long-term negative effects.
When children are having continuing difficulties in sch@oparenting plus approach is
essential.

Normal children are fairly well behaved, are relativedgy for parents and other adults to deal
with, usually follow the rules, and usually do what ip&cted of them at school and at home.
Children do not always behave, do not always do whatpeaad, do not always follow the
rules, and do not always function as adults would likenttefunction. In fact, one would



become equally concerned about a young person who nevatgtbuble, never broke the
rules, never failed to meet expectations. The young p&saventurous, willing to and
interested in trying new things, sometimes simply decidehis interest is better served by
doing things his way, is sometimes overly impulsive anesdwt stop to think about what he is
doing, and sometimes really did not understand the expmtair rules nearly as well as the
adults thought he understood them. Nonetheless, the gpatean is to be reasonably
conforming and cooperative.

When problems develop here, parents first need specistiaa® from the consultant in terms
of exercising reasonable and fair discipline, being cadistollowing through with appropriate
and proportional negative consequences, and being cleair &bat is expected. This is about
as far as good parenting can go. If problems persist belesd efforts, though, outside
assistance is needed in terms of evaluation of thegyperson, the parent/child relationship, and
the special needs and interest of the youngsterally e true that the development and
personality of some children are such that normal piagerg not an adequate response to their
behavior and adjustment problems. They need additg@maices, unusually structured
environments, special assistance with learning and scblatéd difficulties, and an unusual
level of sensitivity to their special needs and adaptdtjpettéerns. In addition to assuring that
the needed resources and services are available, thétaohwvill want to work closely with the
parent to be sure that the parent is avoiding simpporreting to the child’s special problems by
becoming increasingly frustrated and trying to simply overpamedrcontrol the youngster. Not
only will these approaches be generally ineffectivey thill tend over time to exacerbate or
intensify the problems of the young person.

Normal children have friends their own age, make fridautly easily, get along reasonably well
with their friends, and show good choices in terms cipg friends. They are socially
competent and responsible. As with areas alreadystied, this area is not particularly at issue
until children are about six years old or so.

This area may be the single most complex area telatihe growth and development of
youngsters and the parent/child relationship. First, cmildné tend to pick friends whom they
perceive to be much like themselves. In fact, if a gasamts to know what the youngster
thinks and feels about himself, one approach is to lodiedtiends with whom the young
person associates. From the youngster’s point of viesy,are like him. This begins to show
that the peer involvements of young people are very depeadeheir levels of self-esteem,
their self-concepts, their self-perceptions. This;afrse, relates back to the earlier portion of
this discussion related to these self-perception factor

If a youngster is experiencing friendship related diffiegltithe first level of understanding
needs to be developed in terms of the parent/childatdtips within which the young person is
involved. Are those relationships open, accepting, waiahjes and representative of a positive
interpersonal style? Next, do the parents encounadyéaailitate positive peer relationships for
the youngster? Are people at home relatively spontaraaliapproach-oriented in their
relationships with each other? The idea is that hglpoung people with peer relationships
starts, at a parenting level, with attention to retahips at home. Beyond that, though, peer
relationships are very dependent on a young person’s satjastraent, how accepted he is



within the school environment, the level of physical andial skills the young person has, and
the absence or presence of other physical, emotiong&dl,social, sexual, or intellectual
difficulties. When young people are experiencing comimgocial adjustment difficulties,
parenting is central to assisting with those difficsltieAt the same time, though, the “plus”
needs to come through additional assessments and ewatualbng with additional intervention
that both understands and responds to the special needdeaandtiof the child. Generally, this
is best accomplished through counseling and ordinarily thrgumlp-level interventions
emphasizing relationship development and peer interaction.

Three additional variables conclude the rapid assespracgss. Normal children generally
handle day-to-day stresses and tensions reasonably\iedin they do not, parenting needs to
focus in the areas already discussed. If this doesrat 5 smooth out the management
process for the youngster, additional assessment angdeint®n — parenting plus — are required.

Normal children are reasonably healthy. This is an insmbftut sometimes overlooked area
and needs medical attention if any problems or conaawslop. The consultant will want to
assist the parent in looking at minor to major healthtee issues including low energy, frequent
colds or infections, headaches, or other signs thafoineg person is not feeling well or is not
functioning well physically.

Finally, normal youngsters talk about things with pasemtd with other adults. This includes
talking about positive experiences, things that aregyasell, parts of their world with which
they are comfortable. In addition, though, normal chiidseek out and talk with trusted adults
when they are having difficulties, when things are natkimg out very well, when their lives are
not going smoothly for them. Attention in this aréats within the family and emphasizes the
priorities and processes discussed in earlier activi&s/ond that, though, the “plus” in the
parenting plan needs to include interaction betweenahsudtant and the youngster and the
possible inclusion of counseling and ongoing guidance @clhild and the family. When
people are not talking with each other, the family systeshutting down. It becomes the
responsibility of each member of the family and esplgaid the parents to assure that talking
and listening are and continue to be the central aspé&utndy life.

Activity Extension

As will have been noted, the activity as presented aqgstopriately applies to school-age
children. The consultant will want to use the sanmepdiag approach for the rapid assessment
of younger children. In these cases, the consultantigHirst drop those variables from the
above activity that apply less clearly to younger chiidr&he consultant will want to simply
draw on his experience, knowledge, and expertise to shies# variables in the original activity
that are appropriate for the specific child and are tetaned. In addition, the variables
selected below may be included especially for childrehenage ranges indicated. The effect is
modifying the activity to correspond with the child devefgmtally.

Birth to Two Years Old:

1. The child responds to familiar adults and other children.



2. The child seeks out familiar adults when under stragsvhien she is afraid.- Seeks out with
eyes, by reaching, by moving toward the adult.

3. The child becomes more comfortable with people ag moe is spent with them.
4. The child has regular sleeping habits and patterns.

5. The child relates to his caretaker comfortably and easily

Two Years to Six Years:

1. The child handles new experiences fairly well.

2. The child shows an increasing ability to use language to caroate.

3. The child shows increasing social participation.

4. The child is showing an increasing ability to delay gcation.

5. The child is reflecting increasing gross and fine motolsskild coordination.
6. The child is reflecting increasing activities and inteoegside of the family.
7. The child is reflecting increasing initiative and selficol.

8. The child is reflecting increasing friendship and playnatelvements.

The following additional variables may be useful to tbesultant when assessing elementary
school youngsters.

1. The youngster is usually more interested in spendirg@iithh peers than with parents or
other adults or by herself.

2. The child is able to adjust to or adapt to changes grbgat ments.
3. The youngster reflects increasing frustration tolexanc

4. The youngster is able to entertain or occupy himself.

5. The youngster is content with her gender.

The following variables may be useful when assessingadets.

1. The young person reflects appropriate sexual behavionterdst.



2. The young person develops and maintains appropriate melaips with opposite sex peers.
3. The young person reflects good group level skills.

4. The judgment and decision making of the young persocoaestent with his short-term and
long-term self-interest.

5. The young person reflects increasingly independent judigme
6. The young person has good driving habits.

7. The young person has a positive sense of her future.

8. The young person reflects good personal habits.
Addendum

The chart in this section may be used as a convenienbfdalping parents understand the
nature of the problems and difficulties experienced by tthildren and those time when a
parenting plus plan is needed. The consultant mayafssst the parents in determining the
primary dimension within which the problem or difficulg/present. Of course, many problems
and difficulties may reflect issues in more than dimension. Generally, though, the consultant
should first encourage the parent to assign the prohiehfficulty to the dimension in which it
fits furthest from the bottom of the chart.

Next, the consultant may help the parent understangpkeeof problem being experienced by
the youngster. Real problems are those that are ggnenderstood as illnesses, diseases,
conditions, or problems experienced by the young persoatdatnrelated to external factors or
events. Real problems would be seen as problems fohddyat any time, in any situation.
This may be more easily understood in comparison tavelptoblems. Here, the functioning
of the youngster is problematic mostly in terms of lthat functioning compares to the
functioning of other children. Relative to other childrém youngster’s functioning is
somewhat delayed or problematic.

Situational problems are those problems seen in younggberse functioning is generally free
from real or relative difficulties. The particulparoblem comes up in relatively definable
situations but is relatively absent in other situatioligr example, the youngster may experience
difficulties with emotional control at home but notsghool, may have relationship difficulties at
school but not with siblings or other children in the hemrhood, may be relatively well

behaved in some situations but not in others. The pretdeenprimarily situational.

Value based problems are perhaps the most common atéacolty experienced between
parents and children. Here, things like keeping rooms ctgzod table manners, curfews,
language usage, and similar value based conflicts develagpcaBg the problem is one of
values and what is and is not valued. As can be Haese types of difficulties are quite
different from real problems, relative problems, and —lesser extent — situational problems.



When a problem or issue comes up between a parent and,alehiconsultant may first assist
the parent in defining the problem in very clear and spdeifins. The parent may then — with
the consultant’s assistance — select the cell onhthe that most commonly relates to the
specific problem type. Once this is done, the consutteyt assist the parent in selecting other
cells that “may” relate to the problem. Parentingd it respond to the first cell selected.
Additional assessment and evaluation will relate toother “possibility cells” developed by the
consultant and the parent.

As a general principle, real problems and relative probtensire parenting plus plans.
Situational problems and value problems are ordinarily @pipgopriate for and responsive to
good parenting. In addition, problems in the top three sr@snore common to early
elementary age and preschool-age children, while probleths inottom three rows are more
common to older grade school age children and adolescents.

Problem Dimension and Type
What is the definition of the problem?

Dimension Real Problem Relative Problem  Situation Problé&/alue Problem
Physical/Doing

Emotional/Feeling

Moral/Spiritual

Social/lInterpersonal

Sexual/Sensual

Intellectual/Cognitive



Parenting Assessment

This activity samples several areas of parenting inrdoddraw attention to those areas that are
going well and those where there are some problemsvitAther interpersonal areas, the key
is to spend most parenting time and energy emphasizisg #reas that are working, those
things that are going well. At the same time, sorf@tednd consultation activity need to focus
in those areas that are working less well. Usingiagatale from five to one, rate yourself in
terms of the statements below. Five equals almastyal four equals usually, three equals
sometimes, two equals seldom, and one equals almost never.

Once you have completed your ratings for each item, addrgtings together and divide the
total by fourteen. This will give you a parenting scoBenerally, effective parent/child
relationships are found where the parenting score is Aigber. Even when a score is
achieved at this level, though, attention needs to b& dgovthose areas where individual item
ratings are three or less and especially where thmgsaare two or less. When parent/child
difficulties arise, the first and best strategy igtoback to this activity, focus on each item, and
then work on being sure that the parenting score staygler than 4.0 for at least a month or
So.

1. I am reasonable and fair when disciplining my child.
2. | know what my child needs and what is important to him/he

3. I am able to get my child to cooperate with me.

4. | spend time with my child everyday.
5. My child likes to spend time with me.
6. | am pleased with and proud of my child.

7. | am familiar with and interested in my child’s aites.

8. | know about and am helping with my child’s problems diffctulties.
9. | set a good example for my child.

10. I give my child his/her space.

11. My child and | regularly talk with each other.

12. | am interested in my child’s ideas and thoughts albings.

13. | support and encourage my child’s being who he/she is dhémimique style.



14. 1 am a good parent.

Discussion

The items in the activity blend and combine to suggest migtit be thought of as parenting
themes. The first of these themes relates to taet™ knowing what her child needs and what
is important to the child. This combines with being faaniWith and interested in the child’s
activities and involvements. The blending continues mbwing about and helping with the
child’s problems and difficulties. In addition, the pariterest extends to the youngster’s ideas
and thoughts about things, his perceptions and point of vigw. principle is that being a good
parent means that, as a parent, “know your child” iditbieorder of business.

The second theme combines spending time with the childdzgcand being sure that the parent
and the child talk with each other regularly. This is;@mirse, a minimum condition for
knowing the child. The principle encourages the paret@eavailable to your child.”

The third theme blends being someone with whom the chéd tio spend time and being
pleased with and proud of the child. These two factonsrmblend with setting a good example
for the youngster into a cluster of parent charadtesiso which the young person can easily
relate and with which she may identify. The relatiopss with someone with whom the
youngster is comfortable and is a relationship within whinghyoung person may easily
participate. This ease of participation is facilitatedh®/parent’s giving the young person her
space where she is supported in being who she is. Tlogpeirs to develop and maintain a
positive and open relationship with the child.

Developing and maintaining an open and positive relationgitipthe child where the parent
both knows the child and is available to her incorponaiest of what is involved in being a
good parent. Within this type of parent/child environmentjrggthe child to cooperate will be
relatively easy and will happen relatively spontaneousihy does the child cooperate?
Because she sees the parent as someone who re@gromaperation and as someone with
whom it is nice to cooperate.

Discipline is still necessary but is, within this contexrelatively minor part of the parenting
task. Parents need to exercise parental authoritylldsevdiscussed in the next activity. The
only requirement is that the exercise of that autherdiscipline — is reasonable and fair. The
consultant will want to encourage the parent to talk wie youngster about the reasonableness
and fairness of discipline, especially if the young pers of grade school age or older. In
addition, the consultant will want to review the patediscipline primarily focusing on the
extent to which that discipline is both reasonable amd fa

For example, reasonable discipline is nonviolent, ctaraed by gentle firmness, is
proportional to the difficulty or transgression, is @asbly consistent, and takes in to
consideration the age of the child and the specific st which the child was involved.
Fairness also takes into consideration these faatdr®aks at the simple principle of equity



among and between siblings, whether or not any disciplaseappropriate on a particular
occasion, and the extent to which discipline is camwigdn an even-handed way.

An important point needs emphasis. Negative dis@pdir punishment should never be a
reaction to something the child did or did not do. Punishnientld never be retaliatory or
represent some form of retribution. Discipline hasaple purpose: to decrease the likelihood
of unacceptable behavior in the future and to increaskk#ifood of appropriate behavior. In
this sense, discipline is always for the sake of theréudnd is never a response to things that
have happened in the past.

Following from the above thought, discipline is and ought todibing more or less than a
significant educational experience for the young persois.in the interest of her learning. As a
learning opportunity and as an educational experience, liigcghould always be understood as
a positive intervention in the interest of the chilfilisure behavior and well being. Forcing
children into compliance, then, is never appropriatee ddual is to teach them more appropriate,
more acceptable, more effective behavior. From thispeetive, the teaching tips in part one of
this book apply.

Occasionally, discipline involves the imposition of n@&gaconsequences. The youngster’s
environment is adjusted in ways that result in somewehkeading to unwanted or undesirable
consequences. These negative consequences should bieasully simply encourage the
youngster to adopt more appropriate, more acceptableibelrathe future. The next activity
relates to the use of authority in relationship to negatonsequences.

An additional point about discipline is in order. Pasemill get about the same results using
either a permissive or autocratic approach to discipliriee key is being reasonably consistent
with the approach. The worst results will be founthyiarents who vacillate between autocratic
and permissive approaches: vacillate between cracking dodvgiving up. The problematic
effect is compounded when one parent is fairly permisshike the other is fairly autocratic.
Consistency as noted here also includes both parents d@sistent relative to the approach
being used.

The best results will be obtained using what has beérdcah authoritative approach to
parenting. In this situation, both parents are reasomallyistent and both have fairly clear
rules, fairly clear expectations, and a fairly clpattern of dealing with significant variations
from expectations. In this sense, the approach is tatardutocratic end of the continuum.

The additional factor is one of talking with the childabthe problem, explaining the reasons
for discipline, and, to the extent possible, being duméthe child understands what is happening
and why. No, it is not necessary that she agreas.oftly important that she understands.
(Note) It is important to use the same approach with iafand toddlers and with older children,
even though they may not understand the discussions plahations. Even in these situations,
an attitude of talking, discussing, and explaining is coageyonverbally.

The Heart of Parenting



Our own child is special to us. He or she is part of eurgp This is true whether the child is
our biological offspring or has become our child as a redupecial circumstances. If we do
not hold this special feeling with sincerity and enthusiagbechild will know and will suffer in
proportion.

Most interaction with our children has little if anythirggdo with encouragement or
discouragement, boundaries or limits; rather, we ppatie with them in the fun and frustration
of being parents and kids physically, emotionally, andadigci We want them to love us, to love
themselves, to love other people, and to love the wooldrnal them. We express our love
through touching, physical involvement, playing, doing things t@ge#inaring feelings and
fears and frustrations, going places with them and wantiem to go places with us, and
allowing them the freedom to grow and to experience thédvaavay from us. Our relationship
with them is not exclusive. We want them to haveariting life of their own, knowing that
their relationship with us is secure and predictableadtfition, we want our children to respect
us, to respect themselves, other people, and the world thieont Much of a child’s attitude
toward herself and toward the world about her comes @nonattitudes about her.

Fortunately or unfortunately, many children do not turn iettheir parents. Why does this
happen? Very simply, it happens because parents areenmlly influence on children, albeit
the primary influence. Just as children learn to lovediydloved, they learn respect for self
and others by being respected. Our behavior, attitudesedinés will be reflected in our
children. More than we may ever know, they “do as wé do.

Children also develop attitudes toward themselves andsodélsest response to the attitudes and
beliefs others communicate to them about themselvepart, children become what we tell
them they will become. We convey this definition elf shrough our physical, emotional, and
social interaction with them as well as through tlagy we relate as parenting adults. Beyond
these things, there is a whole world of influences ovecliwve have little control. Our hope
must be that we have encouraged and discouraged theirteapsaaithey can effectively deal
with the multiple influences of the world. We hope mving respect has been strong enough
and clear enough to be integrated into their being asntioe out into a world which may not
perceive them as uniqgue. Their sense of being special doomesis. We can only hope it is
solid enough to last a lifetime.



Parent Authority Approach

Consider each of the seven authority approaches below (1e6k at your own parenting style
and think about how often you use each of these approat¥teish one do you use the most?
Rank it number one. The approach used next most dftaridsbe ranked as number two, with
the approach used least often ranked as number sevemestittewill be a ranking from most
used to least used in terms of your approach to the exericaithority with your children.

Once you have completed ranking the seven approaches inaehms frequently you actually
use them, go back and rank the seven in terms of whahytk would be ideal in terms of the
use of the seven approaches. Now compare the authoxityou actually use to what you think
would be ideal. Also, take time to discuss the rankingstlaa difference between actual and
ideal rankings with your consultant.

1. Title Authority. Children are told that they shouldsbould not do things because you — their
parent — said so. Your title — parent — gives you the tmgtell them what to do or what not to
do.

2. Reward/Punishment Authority. If they submit to or gm@lwith what you want or say, you
will reward them in some positive way. If they do,ngiu will punish them.

3. Referent Authority. You present to them ideas dftrand wrong, good and bad, and
encourage them to conform to these standards. Soméhimeéakes the form of encouraging
certain behavior because this is “what we do” in ourilfaar is consistent with what our family
believes.

4. The Voice of Experience. You base your demands, tatets, and suggestions on your
personal experience with the same or similar situatidhen | was young,...” is a typical intro
to the voice of experience. Another similar approaahtswith, “When you have lived as long
as | have, you will...” The idea is that your experieradees precedence over the perceptions
and judgments of the young person.

5. Information Authority. Your authority is based ayuy having knowledge or information that
the young person does not possess. This authority appscasb in operation when you
encourage the young person to read the instructions, tallsaeone who knows about that
sort of thing, or go to the library to find more informatioThe same authority approach is being
used when you encourage the young person to check wittabisete talk to a professional to
learn the facts, or to wait awhile until you or thaigg person can find out more about the
situation.

6. Control of Resources and Opportunities. This approamidisarily being used when
youngsters are given allowances, when privileges are givetthheld, when special
arrangements are made for things like lessons orgpertunity to participate in special events,
or when you are trying to influence the behavior of the gquarson by controlling resources or



opportunities. This naturally includes things like driving peggs, using the family car,
grounding the young person, sending young children to bed aadyso on.

7. Acceptance/Rejection Authority. This approach is usechéae than many parents realize.
Acceptance is being given anytime you give the young perspea@al hug, smile at her, say
nice things either to the young person or to other people #tmybungster, or in some way
reflect your approval and affirmation. Also, acceptaaathority is being used when you reflect
a continuing caring and love for the young person evemwhe gets into trouble, does
something of which you disapprove, or behaves outside bblandaries of family norms and
expectations. Conversely, you are rejecting the yoursppavhen you become angry with her,
send her to her room, do not talk to her or give the yountiste€'cold shoulder,” or in other
ways let the young person know that you are displeasedhtdeel very good about her right
now, or are unhappy with the young person. An impogarttof this authority approach is to
devote the time and sensitivity required to know wheflaah you are using it.

Discussion

The activity presents seven approaches to authority vgaod parents blend and mix as they
relate to and interact with their youngsters. Refeagithority is almost always a part of the
exercise of authority when using the authoritative appréaciscipline discussed in the last
activity. The authoritative approach also relies hgaosil “the voice of experience” and
informational authority as explained in this activii@ontinuing to relate the current activity to
the last activity, reward/punishment authority and comfoésources and opportunities are
generally the form in which negative discipline is sedsen negative discipline is used as part of
a learning experience for a child.

The consultant will want to first work with parentstérms of recognizing and minimizing their
use of acceptance/rejection authority. In fact, mpaseénts would be well advised if they were to
avoid the use of this type of authority as much as pessWithin the relationship with the
parent, the child will naturally and spontaneously feeéptance. When the parent becomes
upset, frustrated, annoyed, or displeased with the chédd;Hitd will feel rejected and pushed
away to some extent, whether this is what the panéeds or not. Since the negative effect of
acceptance/rejection authority is going to be experiebgebe child in any event, the parent
should avoid its use anytime that is possible. The d@améwvill need to work in the educational
area with the parent to increase awareness of andicosisess of those things which are
experienced by children as rejection. These behavibitsdas, and approaches are, then, those
which need minimizing.

At the next level, parents and the consultant shaoik together to reduce the extent to which
parents use title authority. “You will do that becaliaen your parent and because | said so.” If
attention will return to the discussion of authoritatdiscipline raised in the last activity, one can
easily see that this approach to authority is inconsistavith the source of the parent’s right to
direct the child and of the parent’s power to see taait tiirections are followed. It is,
nonetheless, not an adequate reason or sufficientretfaa. In fact, if better reasons and
explanations are not available, it may be that diswpdir the use of authority are not reasonable



or appropriate on that occasion. Interestingly, thiel@lready knows who the parent is and
knows about the parent’s authority. Simply iteratingdheious to the child does not extend her
knowledge or understanding.

The remaining five approaches to authority mix and blend wontain themes. First, the use

of reward/punishment authority and authority based on cdinggeesources and opportunities
combine into what might be thought of as a negativaplise theme. These are approaches
used by good parents primarily for the purpose of comptiheir youngsters. The second
theme combines referent authority with “the voice gfezience” and informational authority

into a pattern of positive discipline or a patternndliuiencing youngsters. The two themes
interplay to limit and control the youngster on the tsand and to influence and direct the young
person on the other hand.

From a developmental perspective, the first themerg visible and present in good parenting
relationships with younger children, although nearly absetie parent/child interaction with
adolescents. Alternatively, the second theme — poslis@pline — is the major authority theme
with older children and adolescents and is seen as anxapptely equal theme with negative
discipline in relationships with younger children.

As can be seen, the authority mix depends a lot omd¢inadual child but also depends more
generally on the developmental age of the youngstereniaare beginning to get into trouble if
the mix is not gradually shifting in favor of positive daie over time. This is especially true

if negative discipline is a major theme with other df@gh and adolescents. In fact, negative
discipline begins to become completely inappropriate litgrcadolescents. They are simply at a
stage in their lives where the exercise of parentalgp@nd control are inappropriate and
generally ineffective.



Children’s Parenting Assessment

This activity basically follows the same idea as wasluns the parenting assessment activity
except that it looks at the parent/child relationship ftbenyoung person’s point of view. It will
assist youngsters in thinking about the various areaseapdmsibilities involved in parenting
and facilitate their developing a more understanding s&fifsew tough it really is to be a
parent. Also, it will enable the young person to morargeexplain to his/her parent those
things which the young person is finding most problematicféicult within the parent/child
relationship.

When there are difficulties in the parent/child relaship, it will be helpful for the parent to
complete the parenting assessment activity and foyateg person to complete this activity.
They may then compare and talk about their ratings.

Use a rating scale from five to one: five equals almbgays, four equals usually, three equals
sometimes, two equals seldom, and one equals almost n&em you are finished rating each
statement, add the ratings together and divide theltptidteen. The result is a youngster’s
parenting score. Generally, a score of 4.0 or highleuisd in mutually satisfying and effective
parent/child relationships.

My Parent

1. Is reasonable and fair when disciplining me.

2. Understands what | need and what is important to me.

3. Is able to get me to cooperate.

4. Spends time with me.

5. Is someone with whom | like to spend time.

6. Is interested in my activities.

7. Knows about and is helping me with my problems andcditfes.

8. Is pleased with and proud of me.

9. Gives me my space.

10. Sets a good example for me.

11. Takes time to talk with me.

12. Is interested in my ideas and in what | think abougthin



13. Sticks up for me when | am right.
14. Lets me be me.

15. Is a good parent.

Discussion

This activity is used in conjunction with the earlierggding assessment activity. It is
essentially the same activity, looking at the pareridaieilationship from the youngster’s point
of view. The consultant will want to maintain the padive of the parenting principles and
themes developed in the earlier activity when workintp woung people in the context of this
activity.

As an extended use of the activity, the consultantwaay to work with the young person in
developing a list of ideas or perceptions to share wilparents. Interms as specific as
possible, in what ways does the youngster think his parentéasonable when disciplining
him? What are some examples of unreasonablenessfar§inm what ways does the young
person think the parent is being unfair? What are sonma@ga of unfairness? Important to
this process is the next step, however. What doegthagster think would be more reasonable
— more fair?

What does the youngster perceive his needs to be? Whitkirange of perceived needs, which
ones do the parents understand and which ones do they noétand@ How would the young
person know if his parents did understand the youngsterdsfie&he same approach may be
used to focus on what is important to the young perste. pfocess then extends to the parents
knowing about the youngster’'s problems and difficultiesteeiding with them. What would be
helpful? How would you know if your parents were helping?

The consultant may also help the youngster in undetstg that the parent/child relationship is
a reciprocal opportunity for both the youngster and therparDoes the youngster spend time
with the parent? What does he do to facilitate spending timae with the parent? Does the
youngster make an effort to be someone with whom thenpavould want to spend time? Does
the young person make an effort to talk with the paremlg@end honestly? Along with the
youngster’s assessing the parent/child relationship irstefrthe parent, he needs also to assess
the relationship in terms of his participation in thatiehship.

Is the young person able to get the parent to cooperagaih,Ahe principle of reciprocity
applies. An important element here is being someottewkiom the parent is pleased and of
whom the parent is proud. These are characterisiat¢detad to the young person’s being more
attractive to the parent. What does the child think tiseadout him that should bring pleasure
to the parent? What is there about him in which the panag take pride? The youngster will
find that attention to these traits and characteristithave the positive effect of increasing the
extent to which the parent cooperates with him?



Having their space is important to young people. At theedame, though, they need to set an
example first by giving the parent his space and by beingdawdual with whom the parent is
comfortable in a relationship where the child is givenspasce given who the child is from the
parent’s point of view. “What is there about you, aldbatexample that you set that should
encourage your parent to give you the space, freedompdependent opportunity you want?
In what ways do you set an example of someone whedragd these opportunities and
privileges?

The same processes may be used in reference to thevatiadales in the activity. Once the
young person has completed the activity and has ddalthé ideas and issues raised in the
discussion section, it is time to process all of tlaamals with his parent. In highly functional
families, the young person will probably be able to dodhisin independent basis. Where
parent/child relationships are somewhat more problenfaiwever, this is probably best
handled in joint session including both the youngster bagarents with the consultant. If the
youngster is able, it is best for him to directly raase discuss each of the pieces with his
parents, with the consultant’s serving a supportive anlitdéiag role. If the youngster finds
this difficult, however, the consultant may bring up thaterials with the parent, taking the role
of the young person. Even in this situation, thougls, éxtremely important that the young
person is present both to own and accept responsibilithéomaterials and to have the benefit
of the modeling being demonstrated by the consultant.r {®re, the young person needs to
take the more active role.



Developmental Parenting

This activity is intended for parents and may be usedrahan outline for single presentations
to groups or as a topic guide for parenting classes. Iti@ddi may be used as an adjunct to
counseling situations with parents and families. The gbtde activity is first to introduce the
idea of the multidimensionality of children and the intpace of understanding and relating to
the whole child. The second goal is to encourage antatiem to the needs and interests of the
growing and developing child and away from seeing parentisgrasthing one correctly or
incorrectly does to children. The third goal is to encgeran approach that emphasizes the
relational, interpersonal basis of parent/child inteopacand discourages any emphasis on direct
control or use of direct power within the parent/chileiattion.

The Multidimensional Child

1. You child is a physical/doing person. What do you do tditistei and encourage his/her
healthy physical growth and development?

2. Your child is an emotional/feeling person. What do gouo facilitate and encourage his/her
healthy emotional growth and development?

3. Your child is a moral/spiritual person. What do you diat¢ditate and encourage his/her
healthy moral growth and development?

4. Your child is a social/interpersonal person. What dodmto facilitate and encourage his/her
healthy social growth and development, healthy interpatsovolvements and activities?

5. Your child is a sexual person. What do you do to fa@liéaid encourage his/her healthy
sexual experience?

6. Your child is a cognitive/thinking person. What do youdltatilitate and encourage his/her
healthy and ongoing cognitive growth and development?

7. Your child is part of his/her environment. What do youadfacilitate and encourage a
positive environment for your child at home, at schooyoiar community?

Being Parents and Children Together

The key to being the parent the child needs comes irstefonderstanding and responding to
the unique child while maintaining the balance betweenimx@rement and underinvolvement,
exercising too much control and providing adequate structure dtahgea, influencing too
much and not enough, overparenting and underparenting. ekh&ey comes in terms of
modifying and adjusting one’s parental behavior and parestyig in ways that are responsive
to the development and changing interests of the child infancy into adulthood.



8. How do you manage your child’s environment in ways tha itsto consideration where
he/she is developmentally? What did you do differentigmvthe child was younger? What will
you do differently when he/she is older?

9. In what ways does your approach emphasize contrafiggttild and in what ways does it
emphasize controlling the child’s environment, the chitggportunities?

10. (Including verbal techniques) How do you maximize the upesifive physical techniques
— reinforcement — and minimize or eliminate the use gétiee physical techniques —
punishment — as you influence and manage the child? Howuwadjust these techniques to
take into account the age of the child?

11. How do you relate to your child emotionally and use &istbnse of attachment to you as
you influence and manage the child? To what extent iggpeal in terms of doing it for you or
because you asked? To what extent is your approach hagedrdbeing happy or upset and to
what extent is it based on what the child sees as beingtdeing in his/her self-interest?

12. In what ways does your approach to the moral develdapshgour child emphasize rewards
and punishment — conditioning — and in what ways does it asigghsimple reasoning,
judgment, and an internalized sense of right and wrong] god bad? In what ways is your
approach different for preschool-aged children, grade s@weal children, adolescents, adult
children?

13. As your child relates to peers and is involved in otheiakrelationships, how do you use
permission and restriction as a way of influencing thogelvements? In what ways do you
encourage positive involvements and discourage negatives@mehts? How does your
approach take into consideration the age of the childsenthe child is developmentally?

14. In what ways does your approach encourage and fadiatdending of physical,
emotional, moral, and social development into the deusdpsexual interests and involvements
of the young person? To what extent does your appraaghasize controlling the sexual
activities and involvements of the young person and to extant does it emphasize faith in the
child and in his/her judgment, discrimination, and abilityrtanage himself/herself?

15. How do you facilitate and encourage the cognitive devedapof the child? To what extent
does your approach emphasize the child’s adopting your véleksfs, and ways of thinking
about things and to what extent does it emphasizeehigitiependent and developing judgment,
reasoning, decision making, and thinking? How do you assungruence between your
approach and the developmental level of the child?

16. As the child moves from childhood into adolescence, dwag your parenting approach take
into consideration: your increasing inability to physigaibntrol the young person, the
increasing reality that limit-setting only works if tieung person consents to the limits, the
continuing need to influence the behavior and actionseoyaling person, the decreasing appeal
to the young person of doing things for you and the inargaseed for him/her to do things for



himself/herself, the increasing moral and value-relatfdence of peers and society, and the
young person’s growing autonomy?

17. How do you use discussion and informational support wythan relationship with the
young person, knowing that receptivity to these techniquestiee young person’s discretion?

18. What do you do to maintain a position where you may prakiglgoung person
consultation, advice, and guidance on an as needexvidaig® maximizing the likelihood that
the young person will take advantage of these resouredalae from you?

19. What are you doing now to encourage and facilitate yawlt ehildren to maintain a
relationship with you within which you may: extend physical supaod advice, provide
emotional nurturance and understanding, convey moragcgdpe involved both as parent and
friend, demonstrate acceptance of who they are sexaalllyserve as consultant and sounding
board?



Orientation of Spouses to Each Other

This activity is designed to facilitate your thinking abgoti and your spouse in terms of the
orientation of each of you. It will be helpful totkiabout orientation as simply a reflection of
individual style. On the dotted line between the ends.ol scale below, put an X toward the
end that best characterizes you. Put a Y towardrthéhat best characterizes your spouse. If
you believe that either of you falls about the middle,thetX or Y toward the middle. Once
you have followed this process for each of the nine scleé about what the implications are
for each of you and for your relationship with each othwhat do you think the strong points
are that result from your individual orientations? Wihatyou think the problematic points are
that result?

It will also be helpful if your spouse completes thigway. This will give each of you and
opportunity to share your perceptions of yourselves andadf ether. Remember that your
orientation is simply a matter of style. It is e a positive nor negative, good nor bad. It
simply represents a dynamic or factor within your retegiop that influences how you perceive
and relate to each other.

Once you have completed the activity to this point, g& laad put a Z on the line where you
feel you would like to be with respect to each scalee difference between where you think
you are and where you would like to be represents an inmp@itea where you will be able to
invest personal time and energy in enhancing your persgteabstd your relationship with your
Spouse.

1. More dependent.....More independent

2. More people oriented.....More task oriented

3. More oriented to approaching people.....More oriented to withdgafnom people

4. More oriented to affiliation and involvement with othersMore oriented to personal
achievement and success

5. More oriented to the quality of experience and activitieslore oriented to the effectiveness
of experiences and activities

6. More oriented to details and fine points.....More orienbegeneralities and the bigger picture
7. More optimistic.....More pessimistic
8. More oriented to security.....More oriented to opportunity

9. More oriented to consistency and predictability.....Morenbed to excitement and
spontaneity



Discussion

A lot of misunderstandings, misperceptions, and negatteegretations within marriage result
from fundamental differences in the orientatiorea€th partner to the other in terms of the
variables introduced in the activity. Dependent/indepenolémtation is, perhaps, key here.
Individuals with more of a dependent or follower orietatire sometimes seen by more
independent individuals as emotionally draining, not acceptsgpresibility, and as not

showing enough initiative or self-direction. Alternaliy, individuals with a more independent
orientation are sometimes seen as stubborn, sek@ehtinsensitive, and as inconsiderate of the
feelings and interest of other people. The key is thaetfabels” are simply negative
interpretations of the styles of the individuals.

Within the marriage relationship, these negative ladedsinterpretations become sources of
conflict, tension, and negative pressure on the rekttipn Significantly, the variable
(dependent/independent) parallels the “Psychology of ShaarkSeals” activity introduced
earlier. Using the RECIPES approach already introdubed;onsultant will want to work with
the client relative to the client’s orientation, mgerpretation of the orientation of his spouse, the
effects of the orientation difference within their mge, and the counterproductiveness of
negative labeling and interpretations. In addition to Yailhg the suggestions in the “Sharks and
Seals” activity, the consultant and the client mayptwta look for areas in which more dependent
clients may function more independently and more inddgenclients may function more
cooperatively and reflect more mutuality in terms oioat and decision making.

As the consultant works with clients relative to thene¢nt of marriage, one of the common
themes is, “I am just an independent person.” Imptiytaclients need to learn that this
represents a position as opposed to a shared interest thigitlifferentiation being discussed in
a later activity related to negotiating. At its essetioe position says, “I am an independent
person — and as one might expect from an independent peysonmay take it or leave it.”
Dependent individuals take what is a similarly nonnedtgigosition, “I am a dependent person
and have always been so. | just get overwhelmed antleandle being more independent and
not being able to count on you. It is just not my natoingant to control everyone and tell
everyone what to do.”

These same consultation issues arise with respaaditoduals more oriented to people and
those more oriented to tasks. Just as an appropriategeabalance is needed with respect to
dependent/independent orientation, a people/tasks batalse important. With respect to
independent/independent orientation, each spouse ne@usstd be more dependent and at
times more independent. Similarly, each needs tnastbe more people-oriented and at times
more task-oriented.

People-oriented individuals are very focused in terniealings, socioemotional comfort,
consideration of the needs and interest of others, land pigh value on the relationship and on
the interpersonal gain within the relationship. The ceétiieane is loving each other, caring
about each other, and relating to each other. Tasktediemdividuals focus on getting things
done, following through with responsibilities, and thevad¢tloing aspect of the relationship.



The negative labeling process already discussed bedbmésst issue, with developing a
middle ground being the goal. What usually is seen througduttation is that both individuals
are oriented to people and both to task. The only reardiite is the priority given to each side
of the continuum. Marriage effective functioning comeith the assistance of the consultant,
through selective orientation sometimes more to thelpeaxspects and sometimes more to the
task aspects, with the effect over time being an ai@mt to both in an approximately equal
measure.

The remaining seven orientation variables need to deratood and managed in much the same
ways as have been suggested for dependence/independence arthpko@eme individuals

are more approach oriented, more outgoing, more imgjatith respect to physical, social,
sexual, and intellectual interaction while others apeenwithdrawing oriented, more oriented to
waiting on others to “bring the relationship to them.” Wisnally starts conversations? Who
usually initiates social activities? Who usually is there active participant sexually? Who is
usually first to begin discussions around significant issunglstopics? Through consultation, the
individual may learn to strike a balance within the magre, adopt an approach/withdraw pattern
that is more comfortable for him and to which his spouag more comfortably respond.
Importantly, developing the skills and insights necesgadevelop the balance being discussed
here is in the interest of increased marriage effensss for the individual and also in terms of
increased satisfaction with regard to the responsesveecom the spouse. Marriage is a two-
way street. Developing more effective marriage bemmanaol skills more nearly assures that the
individual will receive the benefits of action moving bethys on the marriage street.

Affiliation/achievement as an orientation variable nhh@yunderstood somewhat in terms of a
combination of people/task and approach/withdrawal astatien variables. Those oriented to
affiliation place high value on the relationship, intgi@n, and so on, while those more oriented
to achievement place high value on accomplishment, “iapgd the relationship and so on.
Importantly, an individual who is totally affiliation-onéed may minimize the importance of
sexual skill and effective sexual involvement, whildradividual emphasizing achievement
might primarily focus on some held standard for sexueg¢kence. The point is that the
consultant must take care to help the client understentdeghavioral and situational correlates of
his orientation.

An orientation variable that frequently causes probleitisin marriage deals with the relative
orientation to detail or generalities. This is probdi#gt observed when listening to an
individual relate an experience, explain something or tadkibh specific situation or event.
The individual oriented to detail will go into a very etiag process, being sure that every
element, every issue, every component event is incluBedindividuals having a more
“generality” orientation, listening then becomes vedidas, time consuming, and difficult.
They become impatient, frustrated, and show a reahstadin to hurry the detail person along,
finish comments and explanations for him, and generpéed things up. Conversely, the
individual oriented toward generalities will be accusedaifbeing open, not caring enough to
really talk about what is happening, and not really beirgyeéisted enough. The fact is that these
are just simply different orientations to the thinkiprocess, the analysis process, the
understanding process, and the communication process.



The above discussion relative to developing balancddsant here. In addition, both patience
and tolerance become very important. The detail parseds to learn to give and ask for less
detail, only the level of detail that really is ne@gsor essential. The person oriented to
generality needs to learn to slow down, be a little ncorecrete, and to both give and request
enough detail to be sure he really does understand anudisgiouse is comfortable with the
interacting communication process.

Given the above discussion, the client’s orientatioagdtimism versus pessimism needs little
elaboration here. There is one point that mightuslooked, however. Optimism becomes an
energy source or positive driver that enables the cdameal with problems, difficulties, and
special situations that come up from time to times the “better day’ that helps one get
through the difficult or ambiguous times. Alternativelypn® degree of pessimism is healthy
and useful. It encourages the couple to be somewhat @atieus, to plan more thoroughly,
and to be a little more prepared for the difficult or peotmtic times. It is, however, an energy
drainer in respect to the relationship. Pessimism dhmeikt a level that serves its positive
purpose without becoming a burden to the relationship and aorgimteraction.

An orientation to security versus opportunity develop$leroatic interpersonal gain in many
marriages. Security is, of course, an important efeméhin the marriage and is one of the
positive motivating factors for being married. Securégas to be assured, to the extent that is
possible, then. At the same time, though, life in g&lreand marriage in particular has certain
inherent risks, certain chances that one takes. Td allaisks, to take no chances in fact
reduces the probability of future security. If one deatl things too cautiously, the opportunity
for improved security in the future is lessened. It Gasd®en, thus, that security and opportunity
are interdependent and coexistent. Disproportional engpbasither jeopardizes the other.

The marriage effective couple manages the security/apptytoalance in ways that maximize
both while minimizing jeopardy to either.

Finally, consistency versus excitement is an oriesatariable that has a problematic potential
within marriage equal to or greater than any of the aihentation variables. “Variety” might
have as well been used as “excitement,” since posiéiviety is generally the main ingredient in
excitement. When couples indicate that their marriggieill and boring, one way of thinking
about that is that the relationship has become quitgistent and extremely predictable. In this
sense, then, the alternative to “dull and boringidsitive variety with the added benefit of
additional excitement. This is, of course, an opematielement in the lover/sexual domain
within the marriage but also should be understood as ianostithin the “friends” domain.
Variety here comes through variation in activities,v@gsational topics, other people with
whom the couple interacts, and so on. It may be hatevariety really is the spice of life.
Importantly, through, a significant level of consistgaad predictability is also essential. The
key then is balance of predictability and variety, cdasisy and excitement.

An orientation to quality versus effectiveness is comsidiéiere out of order emphasizing its
importance to and relationship to each of the other eigétations. Individuals oriented to
quality within the friends’, lovers’, or partners’ domagise priority to feelings, satisfaction,
comfortableness, and interpersonal gain. At the sena they tend to understand things in



terms of some standard of perfection or excellencehiohnpeople, actions, and events are to
conform. This is what they mean by “quality.”

Those more oriented to effectiveness emphasize gétenpb done, reaching the goal, or doing
what works. It is, to some extent, the old dilemmaamseversus ends. Those oriented to quality
are more oriented to the means and to the extent to wieadnd conforms to some standard.
Those oriented to effectiveness are less concerned afeauns and concerned about ends
primarily in terms of whether or not they satisfy wias wanted, needed, or expected.

“When we do something, is highest priority placed on hovdavé and how it turns out or on
what we do and what the outcome is?” In all ardasasriage, including the other eight
orientation variables, the key within effective redaghips is developing a balance that value
both the means and the end, values both quality and effieetis. The consultant will want to
work with the individual or couple in this area moving todvan orientation that emphasizes
both quality and effectiveness in relationship to: peoptetasks, detail and generality, the more
active and the less active role, security and exciénaed so on. Marriage effective couples
emphasize both quality and effectiveness within allktmarriage domains: friends, lovers, and
partners.

The consultant may wish to extend this activity by rgsome additional questions.

1. Which two of your orientations are you most — leastfoa@ble with and find most essential
to being who you are? Which two of the orientation elet® of your spouse are you the most —
least comfortable with? How does this affect yourti@teship?

2. Discuss how you go about letting your spouse know afsautorientations. How do your
orientations show up through your behavior, actions, pattemnteracting, and so on?

3. How do you develop a balance of orientation, sometiefieting an orientation more toward
the elements on the left side as listed in the agtarid sometimes more toward the elements on
the right side? How does this effort show up in odvabv@r, actions, ways of doing things, and
S0 on?

4. How do you take your spouse’s orientation into congideras the two of you relate, work
together, participate in your family, and so on?



Marriage Balance

This activity combines and extends some of the elemémi@rier activities, especially those
related to individual style. It is also similar tetlast activity insofar as you are being
encouraged to think about yourself, your spouse, and howylbeo$each of you contributes to
your relationship. It is important to keep in mind that blalance elements discussed in this
activity are not good or bad, right or wrong. Looking athealement in terms of you and your
spouse simply helps to better understand your relatioasigifpetter manage your participation
in the relationship.

Each of the elements below represents an intergative within your marriage. Here, put an X
beside the element if you think that it reflects argisy area for you than for your spouse, a Y if
you think that it represents a stronger area for your gpihwas for you, and a Z if you think the
two of you are about equal with respect to the elemgrgquals stronger for you — Y equals
stronger for your spouse — Z equals about the same foroégou.

Once you have finished, it may be helpful to make thsé® The first list includes all of the
elements you have marked X. The second list included elbse marked Y, with the third list
including all of those marked Z. This begins to give youctupe of the participation of each of
you in your marriage. It will also be good to share #eisvity with your spouse, if he/she wants
to participate.

1. Being clear about what is expected.

2. Working well with the other.

3. Dealing with the ups and downs.

4. Showing pride in the other.

5. Being supportive.

6. Being open and upfront.

7. Listening.

8. Accepting the other.

9. Not blaming or accusing the other.

10. Keeping commitments.

11. Keeping criticism minimal and specific.

12. Being predictable.



13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24,

25.

26.

27.

28.

29.

30.

31.

32.

33.

34.

35.

Being helpful.

Valuing your relationship.

Having faith in the other.

Staying involved with the other.
Talking with the other.

Giving your marriage his/her best shot.

Being patient.

Dealing with the give and take of your relationship.

Depending on the other.

Not trying to boss or control the other.
Understanding what the other needs.

Being gentle.

Helping the other feel special.

Satisfying the other.

Accepting the other’s bad days.

Having time for each other.

Encouraging the other’s interest.

Not over reacting or getting upset too easily.
Being a good example or model for the other.
Being flexible.

Paying attention to the other.

Adjusting to the other.

Conveying interest in the other.



36. Being tolerant of the other’s habits and moods.
37. Resolving and working out problems.

38. Being positive and constructive.

Discussion

Many of the elements in this activity have been raisetldasscussed in Part Two of this book.
They are here being specifically applied to the marniatgionship, keeping in mind that
marriage includes being friends, being partners, and beregslo Each element in the activity
should, then, be considered in terms of the individdatistioning within the core triangle —
friends, partners, lovers.

Since many of the elements have been previously distasgkeseveral are self-explanatory, this
section will only focus on a few of the elements, hgfiing points that might be overlooked
and points warranting special consultation attentibine consultant will want to take care to
incorporate those points raised in earlier discussiotogsEs.

Being helpful to each other is a straight forward concéigtapplication to being friends and
being lovers is sometimes overlooked, however. Witherfitlendship dimension, the client
needs to be sure that she is doing all she can doilitatacactivities, social opportunities,
comfortable communication, and a sincere friendship @iemt. Within the lovers dimension,
being helpful includes doing what one can to increasedhdort and satisfaction levels of her
spouse, modeling an appropriate level of sexual initiatiges&ill, and responding to the sexual
needs and interest of the other. The idea is thagelpful implies facilitating the involvement
and satisfaction of one’s spouse.

Valuing the relationship is more complex than one migsét think. Of course, this includes
communicating one’s valuing of the relationship to the iager participant but also includes
communicating valuing in ways that are understood and valudtelspouse. “What kinds of
things do you interpret as indicating that your spousaegatihe relationship? What kinds of
things does your spouse interpret as meaning that you valugadtienship?” It is not enough
to simply value the relationship. This valuing must be moimcated in ways that are
understood and meaningful from the other person’s poineef.viPriority might be given to
being helpful but also might be seen in terms of hanginlere and dealing with the ups and
downs or in terms of manifestations of acceptance atidifethe other person. The notion is
that valuing of the relationship needs to be communicatéis communication, in turn, comes
through some prioritized mix of the elements in thisvagt

Talking with each other is a similarly complex compainaf the marriage interaction. How one
talks, how often one talks, what one talks about, andriesponsive the talking is to the other
person are all important ingredients. It is not endogsimply talk. One must “communicate”



with the talking focusing on each dimension of the coagl tand on what is really going on at a
day-to-day level. In addition, talking needs to expand ¢ams, fears, hopes, aspirations,
frustrations, and the full range of life and living.

Talking is for the purpose of conveying what is happening thhindividual but also has the
equally important purpose of letting the other person kiavshe is acknowledged,
understood, and appreciated. The consultant will want t& wibh the individual in terms of
assuring that talking is considerably more than just talk.

Accepting the other person as she is or as he is magebef the toughest parts of marriage
effective functioning. When all is said and done, peomenat going to change very much.
Either they are accepted “pretty much” as they are graheeto spend their lives being, to some
extent, rejected. Keep in mind that, if one is not piEx the experience for the individual is
one of being rejected. People can become more effdaoBwels, more effective partners, and
more effective lovers. Nonetheless, who they furelaally are is not going to change very
much. Expecting the other person to become more skillddnore effective is reasonable. To
not accept her on a relatively as-is basis thoughm exarcise in frustration for both spouses and
is probably one of the quickest ways to sabotage and umgethe ongoing growth of the
marriage.

The above, at its essence, brings into central fdmugportance of each spouse being able to
depend on the other. Yes, this includes depending on thetottiethings, keep commitments,
and be there when needed. More fundamentally, thoughpdiegeon the other person also
includes knowing that she really does understand your neddstarest, will not turn on you,
accepts you on an as-is basis, will help you feel spaeégimportant, and is a worthy guardian
of your self-esteem and self-respect.

Adjusting to each other within a marriage relationship isrdral factor in the success of that
relationship. Many times, couples will understand thi&asmpromising in.” The reality is that
people do not actually compromise very often and then ysor@ly with some sense of
frustration and a sense of having given up or given awaythorgemportant. Adjusting to

each other is not the same as compromising, thes, rtther, a process of understanding each
other’s priorities, preferences, and idiosyncrasiexhispouse then adjusts and accommodates
to the style of the other in ways that encourage anlitdée the styles of each, without requiring
either to give up things or elements of self that apontant and valued.

The real skill here is coming up with arrangements andoagpes that do not require either
spouse to compromise or give up things that are imporfdr.creative arrangement is such
that both are able to be who they are, with stylghaltime, on purpose. The only expectation is
that both individuals are people with style and thaistiike of each reflects a positive sense of
self and orientation to the other. Important het@esidea of interest which will be discussed in
more detail in the activity dealing with negotiating.

Being positive and constructive in the context of regméeg a good interpersonal model may be
thought of as incorporating and summarizing each of tlzba elements in the activity. The
consultant may help the client use the RECIPES apptodudr marriage functioning especially



in terms of recognizing positive participation in the nzye as contracted with negative,
destructive, or counterproductive participation. It istlafirst judge any incident or event in
terms of the client’s functioning and to judge that fumaitig based on its positive, constructive
contribution to the relationship and on the extent to Witicnay serve as a model or guide for

future functioning.



Marriage Assessment

This activity is designed to help you assess your marrelgganship. For each of the
statements below, rate yourself using a scale fromdane. Five equals almost always, four
equals usually, three equals sometimes, two equals selddrana equals almost never. Once
you have finished rating yourself in terms of all of ieens, add your ratings together and divide
the total by fifteen. The result will be a marriagersc Generally, marriage scores of 4.0 or
higher are found in happy, successful marriages. Impbrtaimough, you will want to give
attention to any item where you have given yoursedttiag of three or less and especially to
those items where you have given yourself a ratingvofor less. In these cases, the first step is
to talk about the marriage area with your partner. néhe step is to talk with your marriage
consultant about the specific problem area. He/shdawe advice and suggestions specifically
related to this marital area. Following the suggestialtidead to your being more effective

with that specific area.

Anytime you are experiencing difficulties within your mage, keep in mind that the only thing
you can do is to be the most skilled, the most effedtigad-partner-lover you are capable of
being. Go back to this activity, rate yourself and be sunegiatain your personal marriage
score at a 4.0 level or above for two or three mottémg very careful that no area continues at
a level under 3.0. Also be sure that you are giving eqteitadn and emphasis to all three core
dimensions: to being a friend, to being a partner, ameitay a lover. Neglecting one of these
core dimensions or putting off working on it is equivakentieciding to let your marriage fail.

1. | am clear about what is most important to me immayriage.
2. | have good personal habits.

3. 1 am fun to be around.

4. | am willing to take the first step to improve things in marriage.
5. | keep hassles and arguments short, to the point aled control.
6. | do not try to change my partner.

7.1 am open and up front with my partner about whatnktand feel.

8. | am clear about what my partner sees as most iengarn our marriage.

9. I manage involvement and relationships with relatige ex-relatives) in ways that make sure
they do not interfere with my marriage.

10. | am a good money manager.

11. 1 do my share to keep our bills from getting out of @intr



12. 1 am sexually skilled.
13. | enjoy sex with my partner.
14. My partner enjoys sex with me.

15. If | were my partner, | would like being married to me.

Discussion

This activity should be considered in conjunction witd tiext three activities. Collectively,
they are at the heart of effective marriage partiaypatiThis activity samples the elements from
the next three activities, viewing the sample as reptatiee of the individual's marriage
effective functioning. If both the individual and his sp@uate the client high on all fifteen
elements in this activity, she is clearly a marriafiective individual. If not, attention to the
next three activities will serve to clarify and expamdamy problems or issues raised through
consideration of this activity.

The next three activities — being friends, being part@ers,being lovers — stand alone without
discussion sections. The experience and expertie aoinsultant need to be a rich source of
information, suggestions, and specific advise. In additiee bibliography at the end of the
book is a rich source of additional materials. At shme time, though, the consultant must be
prepared to enlist the services of supplementary consuitdio specialize in the specific
interpersonal areas needing additional attention. Iikgep in mind that the approach is
educational, competence-based, and oriented to incressiihgnd interpersonal effectiveness.

Focusing on the current activity, the individual's beirgaclabout what is important to him
within the marriage should always be one of the fosal areas within the process involving the
individual and the consultant. In fact, this area &hbe discussed even if the individual and his
spouse see no particular problem here.

The client should articulate the four or five thingd #u@ most important to him, the most
important benefits of being married. Similarly, ckastould be developed in terms of what is
most important to his spouse.

Suppose that each spouse has five items on their “mpsettamt” list. It may be that some
items appear on both lists, although the consultahfing that almost always there are items on
each list that are not on the other. The resultdsarily a list of seven or eight factors that the
couple have on their “most important” list when the tigts are combined. Here is the critical
factor. For the marriage to be successful, all oktbenents on the combined list need to be
understood and responded to in the marriage if the maisiagdoe successful. Both individuals
need to derive from the marriage all that they seeally important. At an importantly
fundamental level, this is what they understand as assftd marriage: deriving those benefits



that are viewed as most important. As a consultdtiouns, the consultant will want to
incorporate all of these elements into the marriagerex@ment plan.

Being fun to be around may be one of the most impogaalitative ingredients within an
effective marriage. In the last activity, attentwas given to an orientation to quality versus
effectiveness. Being fun to be around, of course, givgshasis to the quality side of the
variable, the quality of life within the marriage. Aipofor consultation focus relates to being
fun in terms of its being a continuing and ever presebfan the marriage. Of course, there
are those difficult times, times when things are fiatsig, times when things are more serious.
The perspective needs to be one that understands and takesnsideration the continuing
nature of both the serious times and the fun timegy &he interactive and continuous processes
that represent important threads within “the tie thatibi” Sometimes one is more apparent
than the other. Over time, though, the importanceotif lun and seriousness need equal
attention. In fact, if one is going to be emphasizede than the other, the marriage would be
well served if the balance is in favor of having fun aethg fun to be around.

The last item in the activity incorporates and summanwzieat may be the central and essential
ingredient in being married with style, all the time,pumpose. “If | were my spouse, | would
enjoy being married to me.” Keep in mind the idea of sigl®eing all the time, on purpose.
“Would you always enjoy being married to you? Are you a rhofleffective marriage
functioning? Would it be comfortable for you if your speugere to function in a manner
defined by your functioning for the next six months?”

Importantly, this does not mean that the spouse belexaesly as the individual behaves.
Rather, it means that the behavior of the spousesedban the same assumptions, skills,
attitudes, and priorities as are the behavior and functiafitize client. Almost always, a
commitment on the part of the individual to marriagdip@ation that meets this criterion has
the effect of improved martial interaction and subtsa#iy increased socioemotional gain for
both participants in the marriage.

Once this activity has been completed, the next thcaeities may be understood as behavioral
mandates and as marriage effective criteria on wheleliant and the consultant may focus and
through which they may move toward more effective atidfgang marriage involvement of the
client. In short, the next three activities mayubeerstood as a guide to relationship building
within the core triad that constitutes the marriagéhiwithe internal triangle.



Friends Within Marriage

This activity includes thirty statements related to beirenfts within marriage. As a dimension
of the core triad, friendship is an essential elememd; difficulties within the friendship
relationship may have as much to do with the succefsslare of the marriage as anything that
may negatively impact the relationship.

Using a scale from five to one with five equals almostgs, four equals usually, three equals
sometimes, two equals seldom, and one equals almost regeeypurself in terms of the thirty
statements below. Each of the statements getsedearent in your friendship relationship with
your spouse. Once you have finished, add your ratings togeitheiivade by thirty. The result
will be a friendship rating from 1.0 to 5.0. Marriage pwsipeople usually maintain their
friendship rating at 4.0 or higher. At any point you aqeeeiencing difficulties in your
marriage, go back to the thirty statements and spend dmpseb assuring that your friendship
rating remains above 4.0. Very frequently, this by itadlifhave very positive and beneficial
effects within the marriage relationship. It will als® ibteresting to share your ratings with your
spouse, comparing your perceptions of your friendship functiomithgthose of your spouse.
Importantly, though the goal of this activity is not f@u to rate your spouse but to simply
compare your self-rating with your spouse’s rating of you.

1. I am decisive and able to make up my mind about things.

2. | am able to set priorities and decide what is andtismportant.

3. I am consistent and predictable.

4. 1 am able to snap back from losses, disappointmerdghase times when things do not work
out the way | want them to work out.

5. | have good personal habits.

6. | am assertive with my spouse about what | want aed.ne
7.1 am fun to be around.

8. I am gentle and tender with my spouse.

9. | am relaxed.

10. | am considerate of my spouse’s feelings.

11. | listen patiently and carefully.

12. | am accepting and understanding with my spouse.



13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24,

25.

26.

27.

28.

29.

30.

I am willing to give my spouse the benefit of the doubt.
I am willing to take the first step to improve thingscomake things better.
My spouse can count on me.

| avoid blaming, threatening, or accusing my spouse.

I am helpful to my spouse.

| am clear with my spouse about what | want or need.

| am positive and supportive with my spouse.

| keep arguments and hassles short, to the point, andaomdesl.

| hang in there when there is conflict or tensioounrelationship.

| am tolerant of my spouse.

| talk with my spouse.

| spend time playing with my spouse.

| am open and up front with my spouse.

| deal with the ups and downs in our relationship.

| have faith in my spouse and convey that faith to l@m/h

| am comfortable with and accept the changes in ¢atraship over time.
| do not try to change my spouse.

| am good at being a friend within our marriage.



Partners in Marriage

This activity works in the same way as the last agtiakcept this activity focuses on being
partners within marriage. Use a five-point scale toyateself on each of the items in the
activity with five equals almost always, four equals usyé#lisee equals sometimes, two equals
seldom, and one equals almost never. You will also nthtatethe items have been divided into
subareas of the partner relationship. Please notelibaty‘parents” is part of the partnership
but is not discussed here, since that aspect of thegpsinip has been covered in detail earlier.

Once you have finished, add together your ratings fgraathership items and divide by the
total number of statements. This will give you a pasimgrrating. The same technique can be
used for developing a rating within each subsection opénership items below. The goal is
to maintain a score of 4.0 or higher for all partnershipstand within each partnership area.
When problems develop, coming back to this activity will hseful way of keying in on the
problem points. Try to get your partnership rating up to dltigher and keep it there for two or
three months as a way of positively responding to thel@no points.

FINANCIAL

1. | keep my bills under control.

2. | effectively manage my money.

3. I avoid unnecessary financial difficulties or obligas.

4. | have and follow a budget.

5. | am satisfied with the material possessions | have

[o2]

. I involve my spouse in major financial decisions.

7. 1 understand and take care of my financial rights anmbresbilities.

8. | deal effectively with the financial difficultighat arise from time to time.

9. | contribute my fair share to the financial dimensid our relationship.

10. I am careful not to place too much or too little emishas financial matters.
BLENDING

11. I understand and am sensitive to what my spouse wartsriself/herself.

12. | am clear about what | want for myself outside gfmarriage.



13. I understand and respond to the special ways my spoutemeato show love and caring.
14. | understand how to be and am an active and involvedipart in our marriage.

15. I maintain healthy relationships and involvements wigmds and relatives — including ex-
relatives as appropriate.

16. | relate comfortably and effectively to my stepchitdrélf not applicable, give yourself a
rating of “4".)



Lovers Within Marriage

This activity is similar to the last two activities excépd current activity focuses on you as a
lover within your marriage. Using a scale from fiveotee with five equals almost always, four
equals usually, three equals sometimes, two equals selddrana equals almost never, rate
yourself on the statements below. Once you havehBdisadd your ratings together and divide
by the total number of statements. The result wikh bl@ver score from 1.0 to 5.0. Effective
lovers within the marriage relationship maintain a lowscore of 4.0 or higher. If difficulties
should develop in your marriage relationship, it will befusto come back to this activity, rate
yourself on the statements, and try to maintain arlewgeore above 4.0 for a few months.
Frequently, this part itself will result in significamiprovement in the overall marriage
relationship, including improvement in the friendship andneship dimensions of the
marriage.

1. | am sexually attractive.

2. | make sure that there are enough sexual opportunities.

w

. | anticipate sex with my spouse with pleasure.

N

. | talk with my spouse about my sexual wants and needs.

5. | am careful not to place too much or too little emghas sex.

6. | respond to my spouse’s sexual wants and needs.
7. Sex with my spouse is easy and comfortable.
8. I am easily sexually aroused.

9. | am sexually skilled.

10. I function well sexually.

11. I have good sexual timing.

12. | accept my spouse’s sexual values and beliefs.
13. | do not make sexual demands on my spouse.

14. | place more value on good feelings and a positiveae&ttip than on specific sexual
activities or techniques.

15. | pursue sex with my partner only at appropriate timedsraappropriate places.



16. | remain sexually faithful to my spouse.
17. 1 have let go of past sexual and/or romantic involvesnand relationships.
18. | do not accuse my spouse of inappropriate sexual or ticraativities or interest.

19. | do not bring up past sexual or romantic involvementslationships of mine or my
spouse’s.



Teaching People to Negotiate

ACTIVITY 23
TEACHING PEOPLE TO NEGOTIATE

Being a good negotiator is a skill you will find usefuhmany situations and especially as you
participate in your family. The skills you will developliviacilitate your being more effectively
assertive, being a better problem solver, and being er lmetflict manager. Developing the
skills is sometimes tedious and requires a lot of pactihe payoff is both substantial and
positive, though.

At first, it will be useful to move through the negoibat process in a step-by-step manner. With
practice and experience, you will gradually get to a pohere effective negotiating is second
nature to you and is not something that requires a lottaflele activity. At first, though, it is
important to develop a negotiating plan, to seek out oppiigs to practice, and to work with
your consultant as your coach and negotiating guidis. altittle like learning to play the piano.
Learning how is tedious and time consuming. Being ableatpwptll, however, is a very
satisfying thing indeed.

PRELIMINARY ACTIVITIES

1. What do you want that | have, control, or can dodkas it may seem, this is frequently
the step that inexperienced negotiators leave outy &fecifically, what do you want that |
have? Here, we are talking about things, about conanetéangible objects. What do you want
that | control? Here we are talking about opportunitiesources, time, or other less tangible
“things.” What do you want me to do that | can do? Heig,important to think in terms of
things that anyone with my skills, in my position, anthwny resources “can do.” In very
specific terms, what do you want from me?

2. With “it” referring to what you want, can | actuatijve it to you? This is another point that
amateur negotiators frequently overlook. What they wasbmething that the other person
cannot, as a matter of individual choice, give to th&marhaps other people are involved, maybe
it is not something that the individual has the righaathority to simply give away, perhaps it is
not something that the person can actually do, or maybe #éne other factors that have to be
taken into consideration other than simply deciding e gito you. Under these conditions,
simply negotiating with you is not enough, since | carsnoiply give you what you want. Be
sure that your negotiations are directed to the individugkople who can give it to you. Who
all do you need to include in the negotiations? You shaatldeave anyone out.

3. Assuming | can give you what you want, under what cmmditdo you think | can give it to
you? If you believe that | will simply give it to youtlout conditions, there is nothing about
which to negotiate. Simply ask me and | will give it twy Here, though, let’'s assume that you
think | will give it to you under some conditions. In sipie terms, what are those conditions?



4. Under what conditions will you accept it — accept wioat want — assuming | am willing to
give it to you? Yes, you undoubtedly have conditionspp®se you want to use my car for a
week while yours is in the shop. It is my car, andnl led you use it. You think | will let you
use it if you agree to take good care of it, bring it baitk e full tank of gas, and you pay my
bus fare for the week. Suppose my conditions ardeadifferent, however. | agree to let you
use my car for one week if you agree to make my car pagrfeamone year. You will
undoubtedly say, “No way.” The point is that you do heweditions. Under what conditions
will you accept what you want if | give it to you?

NEGOTIATING FOCUS

5. A successful negotiation is a conditional transactid/e do business under certain
conditions. If you are still in the game to this poimyyhave a clear statement of what you
want, a set of conditions that you think | will havediming business, and your conditions for
doing business. Make a chart with two columns withefiecolumn including a list of your
conditions and the right column including a list of nayditions. Now, what are the points of
convergence: conditions on your list and on mine? mbee points of convergence there are,
the further along the negotiations are going in. Your,gdalourse, will be to reach a point
where there is complete convergence, a point whereahditions on your list are the same as
the conditions on my list.

6. What are the points of divergence: conditions tfeba your list but are not on mine and
conditions that are on my list but not on yours?nBeiareful to be very specific, now, make a
master list that includes only our points of divergemoging beside each point whether it is my
condition or your condition. We will then negotiater points of divergence.

As a central negotiating principle, keep in mind that yeurever negotiating about what you
want. That is a given and is actually nonnegotiablgou did not want it, there is no point in
pursuing it. We are simply negotiating the terms andlitioms under which | will give it to
you: our points of divergence. Amateur negotiators fredyéall into the trap of focusing on
what they want. Skilled negotiators focus on the pahtiivergence: what we will call the
transfer conditions.

CONSIDERATION AND LIMITS

7. What do you have, what do you control, or what can yahatovould be of value to me?
Look at my transfer conditions. You may use thera gside for determining what may be of
value to me in this particular negotiating situation. MaMist that includes what you can give
to me in this particular negotiating situation. Make niotaof why you think it would be of
value to me. What benefits will | derive? What you divene combined with the benefits | will
derive from it represent the consideration you areioffein the negotiation.

As a summary point, you have determined what you wang thatermined the transfer
conditions, and now have determined what your consigeratin be to induce me to follow
through with the transfer. The stage for negotiatingts s



8. What are your negotiating limits? Review your listofisideration elements. Can you
actually transfer control of them to me? What aeeldimg and short term implications for you of
making this transfer? Once you have considered thedatjans, revise your consideration list
to include only those things you can give to me withoytgedizing yourself over time. This
final list is what constitutes your negotiating limitdie maximum consideration you are
prepared to introduce into the negotiations. At no paimd, especially not during a specific
negotiating session, should you go beyond your negotiatmtgJino matter how tempting it
may be. Yes, you may miss an opportunity once in a grieis¢g. The advantage to you is this:
making an unexpected offer you cannot refuse is a game tualypgkilled negotiators.

Assume that he/she is at least as skilled as yoararés not about to “give away the store.”
What seems like an unexpected prize will usually turnt@be something for which you will
pay dearly and without the benefit of prior thought oryms As good negotiators say, “Never
come to the bait!”

9. Importantly, following all of the above steps gets yo what you think will be the final
outcome of the negotiations. You think you will get what yvant, the full consideration | have
to offer. You have also determined your negotiating lintite maximum consideration you will
offer. If you want, simply make your best offer otake it or leave it basis. This is, of course,
not negotiating. It is rather simply making a nonnegotiaffer. What should you do if you
want to negotiate, though? Simply list the preliminaaypsfer conditions: the least you are
willing to accept and what you believe — hope — might béeidst | would accept in return.
These then represent the minimum transfer conditiblegotiations now begin.

BEGINNING NEGOTIATING

10. Always start with a consideration for consideratdfer: a presentation of the minimum
transfer conditions well within your negotiating limitBeclare yourself up front. “You have
something | want and | have something you want. | am aiaégot Let’s negotiate about the
transfer conditions.” For example, “l would like fgyu to...I understand that it would be
something that would change things a little for you. Ikhivat | have an offer that will make it
a comfortable thing for you, though. In consideratiogaafr..., | will...” Simply fill in your
consideration and my consideration: the minimum texnsdnditions. You have made me a
consideration for consideration offer and have dona soway that lets me know that you are a
serious negotiator.

If | begin negotiating, all is well. | might say, fhight think about what you want from me; but
what you're offering is not enough for me to give you wjwat want, you will need to...” |
have made a counter offer and we are “horse tradindieasdgotiators say. Suppose | say,
“No.” Are the negotiations over? Being a good negotmbor understand my saying “No” as
simply my first negotiation offer. You say, “That Hgasurprises me. Under what conditions
would you...?” | will then probably make an opening offer — enésn initial set of transfer
conditions to you. If not, you simply learned that wyati want is — from my point of view —
simply not negotiable.

11. The following tips have been found by good negotiatorsctease their negotiating
effectiveness and increase the extent to which treyespected as effective negotiators.



(a) Stay relaxed and friendly.

(b) Remember the 80-20 rule. Eighty percent of the momemerogress — will be made in the
last 20 percent of the time available for negotiatiKgmowing this makes it easier to stay relaxed
and much easier to be patient.

(c) Keep your focus on the negotiations — the trangfeditions. Skilled negotiators will try to
distract you, will talk about things unrelated to thgat@&tions, and try to diffuse your focus.
Through this process, keep your internal focus, your miggkson the negotiations.

(d) Ask for and suggest options. When suggesting optioiss, faonly as possibilities —
different mixes or combinations of consideration. Hérs important to take care to always
stay within your negotiating limits.

(e) Always remember that you are negotiating and nexglgitrying to get your own way.
Your focus is on the transfer conditions and includes giving me something in exchange for
what you hope to get.

12. The following negotiating strategies appear subtle ahdasily seen from the point of view
of the negotiation novice. For a skilled negotiator tike one you are becoming, though, they
are easy to spot and are an important part of your neggtiapertoire.

(a) Use the first third of the available negotiating tsmaply to get a feel for my interest.
Importantly, you will also determine what | want; but mierest represents how | think | will be
better off if we are able to successfully completermgotiations. “Interest” is not what | want
but rather “Why” | want it.

(b) Once you have a feel for my interest, develop aipribsting of that interest as you
understand it. Put my most important interest — mytanggortant “Why” at the top of the list
and then continue listing my interest in terms of degdirgy priority for me.

(c) Acknowledge and facilitate my interest in the ptyoorder you have developed.

(d) Based on your understanding of my interest, taketonseow me how | am going to be
better off.

(e) As you talk about the transfer conditions, be wggr. Show me who, what, when, where,
why, and — most importantly — how.

(H Within any exchange — meeting transfer conditionsereare some risks. If there were no
risks to me including no possibility of being less well dféal give you what you want, | would
probably simply give it to you. | would understand that asglgou a favor and, if nothing else,
would expect that you might reciprocate at some poithtarfuture. When negotiating, there are
always some risks. Be up front with me and very sjeaifout the risks. Show me all of the
risks. This will require that you think about the situativom my point of view, from my



perspective. Good negotiators are superbly skilled with sipec of the process. From my
point of view, what are the risks? It is always &eitt you bring them up and define them
clearly for me than if | bring them up in the process.

(9) As you interact with me, limit the amount of detal bring into the process, be very
accurate, and always have more detail available to expaodlmack up anything you say. Wait
for me to request the additional detail, though. If hdorequest it, it is appropriate for you to
indicate that more detail is available if | would likenave it. Let it go at this, though. (From a
strategic point of view, this puts you in the position @hly the expert who is teaching me.)

(h) Show me how we will share the risks and respolitgisi Remember that the person with
whom you are negotiating will be more comfortable & tisks and responsibilities are shared as
opposed to either you accepting all of the risk or respiitgor the other person accepting all

of the risk or responsibility. From this perspective, kky is to maintain each of us as equal
participants in the process.

(i) Always let me be the one to make the final decisi&ven if | may have made the last offer
and you are prepared to accept it say, “l think you have anadéer | can accept. | think we
are about to a point where we can agree to agree. dghatu think?” Whenever possible, let
me make the final decision. Why? Because | will teter, feel more in control, and feel more
comfortable with the position into which you have gotten

(j) Always credit me with having made a good decision., Sdgel like you have made a really
good decision. | appreciate the time you have spemhgaliith me about this.” What if my
decision was to simply stop negotiating and not do whatwanted me to do? The response is
the same. ‘I appreciate the time you have taken to tétkme about this. All things
considered, | think you have made a good decision from yaaot of view. It did not turn out
quite the way | wanted it to turn out; but | respectdeeision you have made.” Why do this?
You never know; you may want to negotiate with me agiou have left our relationship at a
point where | feel good about you and about negotiating yeithagain. Save your negative
feelings or reactions for a later time when you argdayself and can say anything you want to
say. At the point our negotiations stop, though, take wat to “burn your bridges behind you,”
as they say.

ADVANCED NEGOTIATING TIPS

13. The following tips are used by serious and expert negatiaWatch for them when
negotiating. When they appear, know immediately that yeunagotiating with an expert. Over
time, you will find them becoming more and more a pagtoarr negotiating style.

(a) Be who you are with style, all the time, on pugos

(b) When you have gotten most of what you wanted while irengawithin your negotiating
limits, stop negotiating. Remember the 80-20 rule? Itabgdies here. You will almost always
get about 80 percent of what you want; and trying to get thexr @0 percent usually jeopardizes
the 80 percent you have already gotten. This point ba€kslitthle from an earlier point that



said that what you want is not negotiable. For thenmayj this “what | want is not negotiable”
point applies. For the expert, though, getting 80 percemhaf you want 80 percent of the time
you negotiate means that, over time, you will consibtgyat almost two-thirds of everything
you want, which is probably at least 80 percent moreybarhave to have. It may not be the
pot of gold at the end of the rainbow, but it is more tha@quate for the good life.

(c) Never argue. Remember, you are a negotiator and grgaiy lets the other person know
that you are not a first-class negotiator. Let me arbueish. You negotiate with style, all the
time, on purpose and understand that arguing is not neggtiatin

(d) If you can avoid it, never let the negotiations redoca single issue. Never let negotiations
reduce to a single condition either on your list or miHfemecessary, reintroduce a condition that
seems to have already been resolved. Why? If therdyione issue, then it quickly becomes a
simple yes or no decision. In this case, there i&irtber room for negotiating; and a box has
been created. One of us has to decide yes or nocdiries a “take it or leave it” proposition.

As discussed earlier, if things get to this point, wenaréonger negotiating. Keep enough issues
“on the table” to assure that there is always negogjatontent or “grist for the mill,” as they

say.

(e) Remember that people do not want the same things.knéw someone is running a game
on you if he/she says, “After all, we want the salhmeg.” This is virtually never true. You

want to actualize your interest and | want to actuatizee. We may have some shared or
common interest; but we will also have some inteifestt are not shared. As a skilled negotiator,
you will recognize and acknowledge both our shared irttaresthose interest we hold as
individuals.

(N Understand and mention my needs, problems, and stte¥éhen you do this, though, do not
state them as facts. Say instead, “If | understand hgwe a problem (need — interest) that |
understand in this way...” Once you have mentioned the proéteyou understand it, ask me,
“Does it seem to you like | understand or do we need katadut this some more so | better
understand?” Always convey a sense to me that I, mylears, my needs, and my interest are
important to you and are being taken seriously by you.

(9) Always keep your focus on task — on the negotiatidvever shift focus to me or to
personalities. Even when you are talking with me about perceptions of my problems,
needs, and interest, do so in ways that are relatad toegotiations — to the transfer conditions.

(h) Focus on task with flexibility. If my style is tet the conversation drift, socialize, talk about
other things, or to move away form task, “go with theflo Always be personable, friendly,
and interested. At the same time, though, look for dppaies to return to task gently,

tactfully, and without becoming forceful or pushy.

SOME FINAL TIPS

14. Some final tips will help you polish your negotiatinglskilThe list below are seen
frequently when negotiators are running a game. Watdhdse times when the game is being



run with you; and as your skill increases, you may wawcttefully and cautiously run the game
on the person with whom you are negotiating, althouglhidssparingly.

(a) Nibbling — you think that the negotiations are over. dsiste are about to commit to the
agreement, | come back for a little more — a little l@bbr'he idea is to make you think that |
might simply back out of the agreement if you do noalgmg with this little nibble, give me a
little extra. Not responding to the nibble seems hardisth jeopardizing the agreement. Just
remember that a game is being run on you.

(b) Set aside — especially during the first 80 percent afi¢lgetiating process, one or two issues
tend to come up that seem insurmountable. This game suguEsgeu simply get me to agree
to set that issue aside for a while, giving us time to worétber issues. The idea is that, once
we have agreed on all the other issues, the one dsaset aside will not seem that important or
unmanageable. Also, we will have spent a lot of tinteearergy almost coming to agreement.
The issue that was set aside then looms as a reyasivell issue in relationship to everything
that has already been accomplished. At that pdiatself-perceived pressure is to agree on the
issue that was set aside. It may, in fact, be th& mgportant issue in the whole negotiation.
Nonetheless, it usually gets resolved very quickly towlaedend of the negotiating process. If
the issue that is being set aside is really impottaypbu, refuse to set it aside saying, “I think we
need to deal with this now. We could agree about everytiseglaut if this is still in the way,

we still have a problem. Let’s talk about this now.”

(c) Good guy/Bad guy — this comes up when you are negotiatihngwaite than one person,
keeping in mind that you include everyone in the negotiatdres has any control or influence
over the consideration sought. You are talking wite ofthe people and he/she says, “I would
like to do this, would like to go along with you. The neadblem is (put in the name of the other
person involved.) He/she is really hard to deal with atiasit If you will go along with me on

a couple of points, | will see if I can get him/her toajong with what you want.” It is the old
cartoon situation of the harried mother trying to getytihengster to cooperate. She says, “Either
you deal with me now — cooperate with me — or you can ‘uMayour father gets home.’”

(d) Reject the first offer — this is exactly whatausds like, although sometimes it is not
understood as simply a game someone is running. The pergady assumes that you have not
made your best offer and rejects your first offer to induoaeto improve on it. Instead of
automatically improving on your first offer, then, yougii say, “Wow! That really surprised
me. That is about as good as | can do. Just out afsityiwhat kind of offer would you
consider?” The other person then makes an offer. Runménggime game, you say, “I'm sorry,
| don't think | heard you correctly. You did not suggest...,yaid?” The other person then
indicates that this is what was said. You then salgatTs way beyond anything | can handle
right now.” He/she then says, “What could you harid[é¢8u then say, “What | originally
suggested is about all I can handle right now.”

(e) Play dumb — at some point in the process we willa@atpoint where we are getting fairly
close to agreement. If you were to give a little mmreequest a little less or if | were to give a
little more or request a little less, we would be in agrent. Think about this in terms of
money. Suppose you are at twelve dollars and | amtatsi dollars. The temptation is to say,



“Let’s split the difference — let's compromise at feagh dollars.” Never do this. See if you can
get me to do it. Say, “I can see that we are only @mllars apart. That’s fairly close. | don't
know what to do. Do you have any suggestions?” | will abtyothen suggest that we split the
difference at fourteen dollars. You then say, “Wdlht is surely better. | can see you're really
trying to make this work. We are just about therein@é&wo dollars apart is not much. If we
were just a little closer, | think | would be okay witle agreement. What do you suggest?” Just
be sure not to push the game to far. Probably gettingpmeace more toward you than

simply splitting the difference is the point at whichuyghould say, “You have definitely worked
out something we can both be comfortable with. | thieksiould agree on the thirteen dollars
you are suggesting. What do you think?” Never go for ket bunce of flesh,” as they say.

() The ice cream cone — you know you are dealing witbxgert negotiator when this game is
being run. | have an ice cream cone and you would likewe lt. |1 am asking for a little more
consideration than you are willing to offer. | say tmy“Why don’t you go ahead and have a
bite. If it is not just what you want, I'll keep what&ft and you do not have to give me
anything.” My hope is that once you have tried it you ddVelop an immediate desire for the
rest of the ice cream cone and will give me a littlere than you had intended to offer so that
you can have it now. Salesmen who offer a free hoiale-twith no obligation — are running
this game. Youngsters who are skilled negotiators arewaising the game when their offer is
to do the dishes if you will reduce control over thetiaties enough to enable them to go to a
movie. The youngster says, “I would like permission tdogthe movie and thought that, since
you are going to do this nice thing for me, | would do the diskes though it is not my turn.”
The youngster has made a good consideration for coas@enffer. You say, “No, | do not
think that your going to the movie tonight is a good ideBhie expert negotiator does not see
this as a final decision. Rather, he/she runs ther&am cone game. You go into the kitchen
forty-five minutes later to find out the dishes haverbgene. If for some reason you did not go
in, he/she will find some reason why you should cometimckitchen. You then see that the
dishes are done and say, “Well, you went ahead and didstiesd | told you that you could not
go to the movie.” Our junior negotiator then says, “l\wnbjust thought that doing the dishes
would be a nice thing to do anyway.” Will you simply saydik you” or reconsider your “no
movie” decision? As with other games, it was worthyaftom the young person’s point of
view.

(g) Willing to walk — never get into a position where yoe aot willing to walk, terminate the
negotiations. If | ever get the impression that yollilveing in there no matter what, you are
totally at my mercy. At a minimum, | will probably bbla to get you to give me more than you
really wanted to give. Also, | will simply “dig in” @hgive no more than | have already offered.
In fact, if | really believe that you will not walk, yamay find me actually reducing my offer.
Simply remember that, if you ever reach a point wiyereare unwilling to walk, the
negotiations are over. The outcome is totally undgcomtrol.

(h) Horse trading — remember that 80 percent of the merewmill occur during the final 20
percent of the process. Here we are talking aboutdahase trading principle. Always save a
little of your consideration for the final moments loé thegotiating process. Do not run out of
negotiating room until you get to the end of the negotiatioggss. Always have a couple of
options left for horse trading. Another benefit istthaill leave the negotiation feeling that |



got the last concession. That will make me feelkle Emug and feel as if | am the superior
negotiator. Among other things, this will probably leadnpunderestimating you the next time
we negotiate.

(i) Out waiting — the person with whom you are negotiatwiygradually get a little frustrated
and will want to move the process along. He/she wilbpbly be impatient with only 20 percent
of the progress being made during the first 80 percent @vdiable time. Here, the key is to
relax, be patient, and simply out wait the other perddrere is a strong likelihood that he/she
will make an additional offer, increase his/her cdesation, or do something else to move the
process along. Just by being more patient and waiting, weudwten more of what you
wanted.

() Withdraw your offer — this is an easy game to run bustnbe managed very sparingly and
very cautiously. Suppose you have offered to spend a tiaitfvhith someone and he/she wants
you to spend an hour. The negotiations seem to be ngaghiimpasse. You say, “Well, maybe
it is just as well that we aren’t coming to agreemepuathis. As | think about it, I'm not sure
that | even have half-an-hour. Probably fiteen minoteso is really all | can spare right now.”
The idea is that the other person will feel like thaldegetting away from him/her. Instead of
holding out for the hour, he/she will grasp at the yhminutes that seem to be slipping away.
The other person says, “Wait a minute. You offered todpehalf-an-hour. I'm going to hold
you to that.” You say, “Well, | really do not haveethme to spare; but since | did agree to a
half-an-hour, I will be as good as my word. You haval&dn-hour.”

(k) The reluctant dealer — this is a little bit like witadting the offer. Instead, you take the
position that we can talk about this but that you arlyresluctant to even consider it. “l have a
lot of reservations about this. It is just something ttzan not very comfortable with. We can
talk about it; but | really don't think it is something Inchandle at this point.” The game is to
get me to convince you not only why you should give up yousideration but why you should
want and accept the consideration | am offering. Thispets the position of needing to
manage both sides of the negotiations, with your reltgi@micipation.

(I) The decoy — this game is run by true experts. It wdklesthis. You make what you think is

a simple, straightforward consideration for considenabffer. My goal is to complicate the
negotiations. | do this by either making things seé&mtley are a lot more complicated than
they really are or by introducing elements or issuestim negotiations that are not really
relevant or at issue. | simply introduce them alaftwere relevant or at issue, assuming that
you will treat anything | say as relevant and importdfdr example, a teenager wants to use the
care. He/she offers to buy the gas, be in by midnagid,wash the car before using it. A nice
consideration for consideration offer. The parent, motihe decoy game, says, “I don’t know.
You know that there was a really bad wreck last nighttiree youngsters were injured. | just
don’'t know about your using the car.” This is a pure desoyhat is sometimes referred to as a
red herring. The problem for the youngster is to decidetier this is a negotiating game that is
being run or if the parent is someone who just bringsrefeirant issues. The youngster says —
being a good negotiator — “That was really a bad accideot: are like me. We are both still
shocked about it. Is being in at twelve o’clock okay?dod for our junior negotiator. Not only
was the decoy parried, the comeback was one that sasplymed use of the car and moved the



negotiations to the time to come home. With thatl kahskill already shown, we can simply
assume that twelve o’clock was well within the negotgatimit and that a somewhat earlier
time would be acceptable.” How did the negotiation eAd2he youngster walked out the door
to get into the car, the parent said, “Be careful ansube to be in by eleven-thirty.”

(m) A last trick in the game runner’s bag — we have writtbat we hope has been a
professional book that maintained the proper level datlyity and style. Since we have come
to the end, we thought that you might like to know aboutamltbtional game that may not quite
maintain the professional demeanor that has beennprtesehis point. This has been designated
as “The Call Girl Principle.” The principle says thiae value of a service declines in direct
proportion to the amount of time it has been since yoe haceived the service. Of course, this
is why the call girl always wants to be paid in advanGeod negotiators always make sure that
there are definite arrangements made for how muchateegoing to receive and when they are
going to receive it. Whenever possible, they receireatlvance. “You do what you are going
to do for me and then | will do what | am going to doyiou.” By this point, though, you will
undoubtedly be able to go the call girl principle one betley it when you and your spouse are
in the lover’s dimension of your marriage. What is tlvanced principle called? You guess it
— simultaneous sex. As with many many things within liaiiie, it is usually better to do it
together than to take turns.
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