Chapter 6 Workplace Counselling and Personal Development

Chapter Activities

Activity 6.1 – Life Vision Statement

List 5 ‘life-aspirations’ (special accomplishments, relationships, events or ways of living). Now list some key priorities or goals that will help you to achieve these aspirations. Be specific and attach a time line.
Activity 6.2

When the word ‘counsellor’ comes to mind, what does it conjure up? Elaborate on this image. Compare with the textbook definitions. 

Activity 6.3 – Your Counselling Attitude

Reflect on your reactions to the following statements:

1. The counsellor should permit the client to solve his/her problem in his/her own way.

2. The client should be allowed to indulge in self-pity.

3. The goal of counselling is to make people better adjusted to society/organizational life

4. The successful counsellor is the one who is able to provide the client with solutions to his/her problems in such a way that the client feels that they are his/her own

5. The counsellor does not have the right socially or professionally to allow a client to choose an inadequate or antisocial solution.

6. The counsellor should never take a client’s statements at face value since the client is not aware of the hidden import behind them.

Activity 6.4 – Your Counselling Style

In this exercise, a short statement is provided from a client you might encounter in the workplace. A set of potential responses is listed from which you are asked to choose the one you feel is most consistent with your own. 

 I have a lot of ambition. Every job I’ve had I’ve been successful at, and I intend to be successful here even if it means walking over a few people to do so. I’m going to prove myself and really go places.

Choose the response most likely to be consistent with your own from the following:

1. ‘You feel you are a very ambitious man, is that right?’

2. ‘Why do you think you have strong needs for success?’

3. ‘That’s good. You should soon get to the top with that attitude. Let me know if I can help you in any way’

4. ‘It seems to me that your needs for success are so strong that they outweigh your needs to be popular’

5. ‘It will make you very unpopular here if you maintain that attitude, that’s not how we do things here at all’

Identify where your preferred response falls along the five categories identified in the table below.
	Understanding
	Probing
	Support
	Intepretation
	Evaluation

	Response 1
	Response 2
	Response 3
	Response 4
	Response 5


In which category did your response lie? Is this typical for you? These categories are derived from the work of Carl Rogers, who developed these five response categories from his research on face-to-face communication. These categories accounted for 805 communications. Rogers found that evaluation (involving the use of judgements) is used the most often, interpretation is used the next most often involving ‘reading between the lines’ and hunches. Judgement may be construed as criticism, and can promote defensiveness. Support is used the third most often and involves agreeing, backing up and offering psychological and/or actual support. Probing is used the fourth most often. This involves questioning with view to finding out more, often deeper information. Finally, understanding is used the least often. This refers to a non-directive, non-evaluative response reflecting back to the client what he or she has said. 

The categories are themselves neither good, nor bad, but they are more or less appropriate in particular situations. What is important is that we tend to have habitual, fixed ways of responding and thus tend to over-use one or two categories and under-use others. Which ones do you over-use/under-use? 

Activity 6.5

We all think that we are good listeners. Are we? Active listening is a skill. On overage, despite spending a greater proportion of our time listening than speaking, reading or writing, it is the last to be taught. 

How Well do you Think that you Listen? 

	Central to any exploration and development of personal listening skills is genuine self-understanding. This activity is designed to help you get to know yourself better. Complete the following sentences with whatever comes to mind. 

I am quite happy to listen to somebody when.............................................

I tend to feel friendly to speakers when...........................................................

I don’t like speakers who................................................................................

When I look at myself critically as a listener.......................…........................

I tend to concentrate on what someone is saying if.........................................

If I can’t put my two penneth into a conversation I feel..................................

As a listener I get quite annoyed with myself when........................................

When I’m listening to someone speaking I tend to spend most of my time....

To become a better listener I feel I ought to...................................................

Describe your personal listening style? What can you do to improve your listening skills? Under what conditions do you listen best? 


Activity 6.6 – What does a Person Look Like Who is Really Listening?

What does it feel like to be the focus of attention (that is, having someone listen intently to you)? What are the consequences of this?

What does it feel like to be the one who is paying attention (that is, showing that you are listening)? What are the consequences of this?

Monitor your listening tendencies in practice. Note in what instances you tend to become distracted. Why did this occur? Practice building up your concentration level

Activity 6.7 – Questioning Style 

Paying attention demonstrates respect and demonstrates that the client is worth listening to, encourage the client to say more, allow the client to set the pace and increase the likelihood that the client will want to continue to talk. Skilled questioning is an integral part of active listening.

	Questioning skills 

	There are at least four different types of questions, as follows:

· Closed questions are of the variety that request a ‘yes’ or ‘no’ response such as ‘do you ...?’ ‘have you …?’ ‘are you ...?’. This type of question does not generate much information, but it is a useful way of clarifying. A sequence of closed questions may be perceived as ‘interrogative’, giving little opportunity for ‘free flow’ between client and counsellor.

· Open questions afford the client opportunity to say whatever they want. For instance, ‘tell me about ...?’ Other openers include: who, what, when, where, why, how.

· Probing questions are used for delving deeper into an issue or theme that the client has touched upon, but which is considered important and worthy of further exploration. The most basic form of ‘probing’ question is ‘tell me more about ...?’ Other probing questions begin with: who, what, when , where, why, how.

· Leading questions tend to condition the way a client will respond, for example, ‘I’m sure you wouldn’t want that to happen, would you?’ Two situations afford leading questions are: expressing one’s own or another’s view before asking the client for his/her views, and attaching mini-questions to the end of statements like ‘isn’t it?’, ‘wouldn’t they?’, ‘don’t they?’. Used more strategically, leading questions can help test someone’s views and to obtain agreement. 


What is the best combination of questions? Reflect on your questioning style by answering the following questions. Typically, what type of question do you most often tend to use and why? For example, habit, learned from parents, training in questioning technique, serves a function, situational demands … reflect on this. Monitor the reactions/responses of others to your ‘most often’ used type of question. Reflect on these reactions. What potential problems does/can this create? How can you improve on your questioning style?

___________________________________________________________________________
Key Learning Point

All counselling models depend fundamentally on the core skills of listening and questioning as well as the foundation empathic attitude. They are not however the prerogative of the ‘counsellor’: they are its basic tools, but anyone can in principle acquire and use them as an integral part of a helping relationship or as part of every day interpersonal life.

�Suggest boxing this.





