WHOSE FUTURE IS IT ANYWAY?

A STUDENT-DIRECTED TRANSITION PLANNING PROCESS

SECTION 5

(Sessions 25-30)

COM M U N |CAT| N G (Or: I thought you said she said he said?)
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Session 25 — Communicating in small groups

Session 25

COMMUNlCATlNG (Or: I thought you said she said he said?) -

Communicating in small groups

WHOSE FUTURE GOAL 20: Y ou will learn to communicate effectively in smdl
group settings.

Hi! How’sthings? Did you
finish that stuff on goalsyet? Good. So far,
you've done alot of things that would be
ussful for your school planning meetings.

Huh? What do you mean, what things?
Widll, lots of things, that's what!

Think about it.....

When you firg started Whose Future
Is It Anyway ? we talked about how
important it was for you to learn more
about your trangtion planning process.
Remember?

isabridge
future.

Trangtion skills are things you need to
know to get from one point in your lifeto
another. Itislikewalking across a bridge
from school to the adult world. Trangtion
planning is building that bridge.

= Trangtion planning
means making decisons about what you
need to learn to be successful as an adult.

Y ou figured out who should be a your
trangtion planning meetings and who you
might want to invite. After that, you learned
about your unique learning needs and the
supports that could assst you in meeting
those needs. Next you learned how to
make decisions by the DO IT! process
and then came up with community
resources that you could use. Thelast few
sessions you' ve been working on goals
and learning how to set goals and
objectives.

Have you figured out how you are going to
use dl thisinformation yet? Sure... that's
right. All of these things are going to be
useful as you participate in your educationa
and trangtion planning mestings.

Let me list some of the things you've done
that should be helpful for you during the
school meetings.
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Y ou know the purpose of the mesting.
Y ou know who is supposed to be at
the meseting.

Y ou know that you should be an active
part of the meeting.

Y ou know that trangition goas have to
be based on your preferences and
interests.

Y ou know your unique learning needs
and some supportsthat can assst you
in mesting those needs.

Y ou know what outcomes should be
looked at in your educationd planning
mesting.

Y ou learned how to make decisons
using a process that definesthe
problem, identifies options, looks at the
outcome of each option and takes
action. (DO IT))

Y ou learned how to use the decision
making process to make decisons
about important outcomes for your

BT
planning meeting.

Y ou learned that you should be Sgning
your |EP and transition forms and used
the decision-making process to make
decisons giving informed

consent.
Y ou identified community resources on
your current |EP or in your fileand
thought up some more community
resources that might assist you to reach
outcomes you want.

Y ou learned how to identify and write
gods and used thisto write some gods
for your next planning mesting.

Wow! You've been busy! Hard to believe
that you've done dl that and had fun too,
right?

Don't answer that question. The important
thing isthat you' ve covered alot of ground.
Now, what do dl those things havein
common?

</

Don't say they areboring... / \— \
| don't want to hear that!

What? What'sthat? Right! They aredl
things you needed to know to get ready for

your mesting. =

Guesswhat? You're dready two thirds
done. Tha meansthat you've gonetoo far
to turn back now!

Y ou have two more things to learn before
you jump into that IEP meeting. Firs, you
are going to look a how to communicatein
asmdl group mesting. Then, you are going
to learn alittle about how to run amesting.

Communicate. What'sthat?

Easy...it'sjud taking, right? When you
communicate it means you're talking to

(Al:\}/'f #

someone. =m=-li=

Careful...nothing is ever easy, remember?
Communicating is more than just talking.
Think about it. 'Y ou can communicate in

writing or by pictures. You can
N

communicate by sgning.
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Communicating is a process.

Hey...we ve heard that
before...process...remember?

A process means that there are alot of

steps ﬁﬁ that have to happen before
everything isfinished.

Communication is a process thet leads to
sharing information between people. It's
that Smple.

But then again...nothing in lifeissmple,
right?

So, what about communicationisa
process? What are the stepsto
communicating? Take alook & this
example and see how many steps (fingers

g erat ol

pointing) you can see. i ...__..1

Laticia wanted to find out what happened
at the homecoming dance after she left.
She searched up and down the hall for her
friend Karen, from Biology. There she was,
down there near the lockers, talking with
that new kid.

“What was that kid’s name?” She thought
as she hurried down the hall. As she
moved closer, she could hear the new kid
saying something about the English
teacher.

Laticia walked up to the two classmates
and = stood looking at both of them,
holding her books with both hands and
=tapping her feet.

Both Karen and the new kid

= stopped talking and =looked back at
Laticia. =Karen said “Oh hi! Do you
know Luis?”

The new kid =looked away from Laticia,
=glanced at his feet, while <= his face
turned red.

= “Hi” said Laticia.

= “Hi” mumbled Luis, =looking down the
hall in the other direction.

= “I've got to go to Content Mastery,” said
Luis.

= “Nice to meet you”, said Laticia.

= “See you later, Luis”, said Karen.

As Luis turned and headed down the hall,
Laticia =looked at Karen and =raised
her eyebrows. Karen = smiled a little,
then =said “What do you want?”

Laticia = looked back down where Luis
was turning the corner and = looked
back at Karen, =smiling.

= “Just tell me what you want and keep
your questions to yourself”, said Karen,
=smiling.

= “| had to leave the dance early and
wondered what happened after | was
gone” said Laticia.

Karen =quit smiling and = crossed both
of her arms in front of her. = “You should
be glad you left,” she said.

= “Why?” said Laticia, = her voice rising
higher in surprise. She =turned her head
and =looked right at Karen’s face.

= “Well, that band we had hired to play
for five hours only played for three,” said
Karen. “They just packed up and left!”

Notice anything about the story that seemed
different?

Rignt! All that finger pointing. = If you
haven't dready figured it out (I assume that
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means you were adeep again!), parts that
followed the finger points (=) were
different gepsin the communication
process.

Now, go back and look at those. What is
happening? Let'stake afew and look at
them more closdly.

How about this one?

= “Just tell me what you want and
keep your questions to yourself”, said
Karen,

Whét is happening here?

Right...someoneistaking. So one obvious
gep in communicating istalking. It could

have been someonewritingf 7", dngng
.7

5 R
& orusingsignlanguageh)\n too,
right?

What about this one:
= stood looking at both of them,

What's going on here? | mean, nobody is
taking. Laticiaisjust standing
there...looking at her classmates.

Is that communication? Wéll, sheis sending
amessage.

What' sthat message? Right...sheissaying
“I want to say something.” Instead of
saying that or writing it or Sgning it, she
communicates this message by standing
there looking a them and tapping her foot.

How about this one:
= Karen quit smiling @)

What message does that send? One minute
she' s amiling, the next minute she snat. In
this case, she got serious because she
seemed alittle mad at the band for leaving
ealy.

So Karen'sfacia expressions © were
part of the communication process. They
sent a message that Karen was serious.

There werelots of other types of
communication in the sory. Luis spent alot
of timelooking at hisfeet or down the hall

and hisface turned red . when Laticia
gpoke to him. What might that tell us?
Wi, maybe he's shy and has ahard time
meeting new people. Or, maybe he likes
Laticiaand isembarrassed! Sometimesit's
hard to tell what the meaning of something
is.

At one point Laticia s voice was higher
because she was surprised. How someone
says something is dso part of the
communication process. |If someone says
somethingin A VERY LOUD VOICE that
might mean they are mad or excited. If they
talk red 1ow, they might be shy or not sure
about what they are saying.

See.. nothingissmple!’ Not even
communication.

But, that doesn’'t mean you can't learn the
ins and outs of communicating at meetings.
| mean, if you areredly going to take part
in these meetings, you need to be able to
communicate your message and to
understand other people’ s messages as
wal.

So, over the next few sessonsyou'll be
looking & communication. All kinds of
communication.
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Y ou know, cometo think of it, thereis one
more point about this communication
process suff that needs to be made.

WEe ve talked about ways to send
messages...by what you say, write or Sgn,
how you say it, the tone of your voice, and
your body language. Those aredl

important skillsto learn. But for every
person sending a message there needsto be
someone recalving it - someone on the
other end to heer it!

So another part of the communication

Y

processis ligening. D Sometimesyou
do something once you hear the message.
Like, if you hear akid down the block
ydling for help ‘ cause he stuck hishead in
between the fence posts and can't get it
out. You are going to hear it and run down
there quickly. Wdll, | hopeyou are. Never
mind that that kid is a brat and does this
every week. You are dill going to act.

Other times you just listen without acting.
Like when your friend broke up with his
girlfriend and talked to you for eighteen
draight hours. He didn’'t want you to do
anything, he just wanted you to listen. Now
when your Dad yelled & you to get off the
phone after the 14th hour, he probably
wanted you to act on that!

part of communicating.

Cometo think of it, I've done alot of
talking and you' ve been doing alot of
ligening. Or desping. Whatever.

Maybe it' s time to do something and kind of
wrap this session up.

ﬂw
47 477
Sending and receiving

messages. That iswhat communication is
redly dl about. But, it isv't dl that easy to
figure out what the message being sent idl
Sopeti mes there are “ mixed messages’

S

W wherethe person says one thing
but seems to mean another. Sometimes
messages are not clear enough. It'sno
wonder communication breakdowns

happen!

Look at the two communication scenes
below. If you want, you can work with
someone éseintheclass. You can write
the answers or just talk about them.

Communication Scene 1. You have done it
again. You've been deepingin class. Of
course, while you were adeep you didn’t
notice that you were asleep. But now you
can tell because the spiral notebook left
marks on your cheek. That and the fact that
your teacher isglaring at you. You think she
looks like she' s about to explode. Her face
isal red. Sheisstaring straight at you and
she has her hands on her hips.

You try to make your hair lay back down
right. Suddenly, your teacher says“| hope
you had a very nice nap!”

How should you answer her?

O Sayloudly...” Thank you, Ms. Rallins, |
fed refreshed and ready to get on with
the day now!”

or

O Mumble something like“l’m sorry

about faling adeep, I'll try not to let it

happen again.”
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What might hgppen if you chose the first
one (Thank you, Ms. Rallins...)?

What might happen if you chose the second
one (I'm sorry...)

Did Ms Rallins redly mean that she was
glad you had anice ngp? Why?

How do you think Ms. Rollins said “I hope
you had a very nice nap.”

O Inakind, gentle voice.

O With an attitude.

O Loudly.

Communication Scene 2. You are late for
class on the first day of the new school year.
You couldn’t believeit. Everything went
wrong. Theaarm didn’'t go off. No one
woke you up. The buswaslate. And now
you are not sure where your homeroom is
located. You are walking asfast as you can
get away with to the end of the school
where you think your class might be and see
the assistant principal up ahead. She looks
at you and, while trying to catch your breath
since you ran from the bus stop, you say
“Excuse me, Ms. Richards, where is room
2227

Which of these would you rather have Ms.
Richards say?

O “Um, down that way, sort of past that
one locker and turn and then you will
see the room.”

or

O “Keep going straight, past three doors,
to the locker on the left with the red
dicker on the front. Turn left in that
hadlway and look on the right Sde of the
hall. Room 222 isthe second door
you will see”

How are the two messages different?

What could Ms. Richards have done to
make it even easer for you to find the
room, without walking you there?

; Okay. Let'slook at what

you' ve covered this sesson.

M You saw that before you take part in
your |EP mesting, you need to learn
how to c insmall

groups.
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M Y ou learned that communication isa
processof s information
between two or more people.

M Y ou figured out that communicating is
more than just t and that
there are many ways to communicate,
like writing, usng Sgn language, body
language, or the tone of your voice.

M Y ou learned about “mixed
.“9\

S
=

m , " wherethe
person says one thing but means
another.

Before the next
session, you should
have

# Spent some time looking a how body
language is used in communication.

# Thought about the types of
communication you use to get your
MESSageS across.

Okay. Sothat'sit for now.

Later.
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Session 25 Summary Sheet - Communicating in small groups

WHOSE FUTURE GOAL 20: Youwill learn to communicate effectively in smdl group
SHtings.

M Y ou saw that before you take part in your |EP meeting, you need to learn
how to communicate in smadl groups.

M Y ou learned that communication is a process of sharing information between
two or more people.

M Y ou figured out that communicating is more than just talking and that there
are many ways to communiceate, like writing, usng sgn language, body
language, or the tone of your voice.

M You learned about “mixed messages’, where the person says one thing but
means another.
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Session

COMMUNICATING (or: 1 thou

26

ght you said she said he said?) —

Body language and assertiveness

WHOSE FUTURE GOAL 20: You will learn
group settings.

to communicate effectively in small

Wecome backl Comeonin,

=
have a seat and get comfortable!

What'sthat? You aredtting? Andina
desk so that there is no way you can get
comfortable? Wdll, yeah...I knew that. |
was just trying to make you fed a home!

Anyway, herewe go again! Let's see,
where were we?

Oh yeah...communication. 'Y ou remember
that, of course. It means sending and

receiving messages.

Last session you decided that
communication was a process. That means
|

there are lots of teps J"m_mi]

that have to happen before you redly
communicate.

Then you looked at some of those steps.

Like what you say, how you say something,
how you use body language, and how you
ligen.

Will, yeah... body language. Wetaked
about that, remember? Like when your

teacher was redlly upset about you faling
(SR

i)

O .
adespinclass ~ = = Shewaslooking a
you like she was real mad, had her hands
on her hips, and her face was red.

Body language. The way she looked at
you, the way she had her arms, and her
facid expresson adl sent amessage. That's
part of communicating.

The problem isthat if you don’'t understand
those messages, thereisno red
communicaion. Communicating takes
someone sending a message and someone
receiving the message.

Y ou are going to spend alittletimetﬁinking

about body language that happens at
mestings like your IEP mesting. | mean, if
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someone in the meeting is sending a

message through their body language, it
would be useful if you saw that message.

Plus, you are sending al sorts of body
language messages yoursdlf. You don't
believeit? Wel, it'strue. You may
sometimes send messages you don't want
to if you are not aware of what you are
doing.

Take aminute and think about the last IEP
meseting you attended. If you have never
been to amesting like that, ask these
guestions to someone who has been to a
mesting, like your teacher or afamily
member.

Think about who was there.

&

What did the room you were in look like?

&

How were the tables and chairs set up?

&

Okay. Keep thoseimagesin your mind as
you think about what the body language
people use in these meetings can mean.

Now, let’s start with you. Can you see
yoursdf gtting at the table? Go aheed, give
itatry.

-
O .
Picturethis.

You are sitting in your chair all slouched
down. You spend most of the time staring

at a scratch on the table, using the pencil
you brought to color in the scratch. Every
now and then you look up at the clock.

/| Then you go back to staring at the

What message are you sending?

Y ou are sending a couple of messages.
One message that you send with your body
language isthat you are bored.

Y ou keep looking at the clock,

# | which tdlsthe other team
members that you are counting the minutes
until the mesting is over.

Y ou are d <o telling the other team members
that you are not interested in what the team
isdoing. You would rather kill time by
marking up the table.

Y our body language istdling dl the other
members that you don’'t want to be a part

of the team that is making decisons. Do
this long enough and people will not bother
to have you there. Thenother
people will make those important
decisons for you.

So, what types of body language would
send the message that you are interested in
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what happens at the meeting and that you
want to be taken serioudy as ateam
member?

@® St up inyour chair. ﬁgﬂ

Yeah, yeah, yeah... | know. Thechairis
uncomfortable and you can’'t ssemto
keep your back straight that long!

Y ou don't have to be “Miss Manners’ and
gt ramrod straight like some dummy that
won't bend a thewaist. But on the other

hend you shouldn’tSLO UCH in

your chair,

dide down so far that you can
22 Ove/"f

$% N

&

=]

B\q@;\

so that you

=¥ sxtimesduing the medting!

It seems sy, but by Stting up to the table
you send the message that you are ready to
be part of the team.

</ N
@ Look @ @ a whoever istaking

at thetime. When you look at people

< N
@ @ while they are spesking, they

think you are listening to them. When you

look away from someone, they
think you have quit lisgening. You and |
know that you can il listen to someone

evenif you are@ garing somewhere

dse Sill, if you want people to get the
message that you are interested in what's

</
going on in the medting, @ @ look at

the person who istaking.

It'susualy better to look into the speakers
eyeswhilethey aretaking. When anew
person begins taking, shift your geze to
them.

When you are talking, look at the people
you are gpeaking to. That meanslooking at
everyone on the team if you are spesking
generdly, or & one person if you are taking
to that person. When speaking to the
whole group, look from one person to the
next.

® Every now and then nod your head
when you hear something you agree with,

amile @ when someone compliments

you or makes ajoke, or make afacia
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expression that says you don't understand if
someone says something thet you didn’t

.60

Thistells people that you are ligening and
makes you an active part of the
communication process.

@ If you have the chance, take notes
@ about things you want to

remember, bring up later, or think would be
useful. Don't spend the whole mesting
dumped over the paper taking notes.
Instead, just jot down afew short things
that will help you remember the point that
was made. If you want, you might have
someone else assist you writing down these

These are afew ways to use body language
to your advantage at your meeting. Inthe
next few sessons you will learn other
communication strategies to participatein
your meeting. For now, let’slook at some
other team members and what their body
language might tell you about them.

——
O . .
Picturethis.

You invited a friend from your
neighborhood to your meeting. After it
has been going on for about fifteen
minutes, you look over at your friend. She
is sitting quietly. She is frowning a lot, and
keeps looking over at you, raising her
eyebrows. Once she catches your eyes, she

shrugs her shoulders and shakes her head
slightly.

What message is she sending?
Your friend is confused

CJ

Sheis probably lost and does't really
understand what is going on. Y ou might
fed the same way the firg time you take
part in one of these. There are lots of
reasons to be confused. We ve talked
about them before, remember? Therearea
lot of initidslike IEP, VR and on and on.

If you do get logt in the meeting, what kind

of body language will hep tell people that
you are confused?

® Like before, if you get lost or something
issad that you don’'t understand, let the
speaker know by your facid expressions
that you have a question about what is

happening. Raise

your finger (like you are raising your hand in

o

your eyebrows , lift

class) to let them know you
want to say something. Again, don't just St
there and hope it gets better. Odds are,
you will just get more and more |logt!
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-
O = .
Picturethis.

Your dad has been sitting quietly next to
you the entire meeting. He hasn't said a
word, but you've noticed several things
about him. First, he is frowning more and
more as the meeting goes on. He is
thumping the table in front of him with his
ring finger and doesn’t seem to notice the
noise he is making. He is beginning to
sweat a little, even though it's not that hot.

What message is he sending?

Easy, right? Your dad is mad

)

Something or someone has made him
angry. It happend Usudly it happens
because the communication process breaks
down. People misunderstand each other.
That iswhy it isimportant to recognize

)

Ly

body language. I <5 Inthe next st
of lessons you will learn whét the leader of
the meeting should do to ded with this

when it happens. What body language
should you useiif you find yoursdf getting

angry?

® When you hear something that makes

you angry, let the spesker know by your
facid expressonsthat you have a question

about what was said. Raise your

o o
® |

lift your finger to let them
know you want to say something. Don't
just st there and get madder and madder

“~/

Which makes me think of something else
about communication you should think
about. Let’stak about how to get what
you want without making people angry!
Y ou need to know two words:

Assertive
&

eyebrows,

These words are things that you are (or can
bel). What does that mean?ﬁWeII, you can

be ASSertive
in amesting or you can be

-
) 4

Oneisagood idea, but oneisnot agood
idea. You tdl mewhichiswhich.

To be ASSEr i Ve means to stand up for

yourself, to be confident, and to make sure
that your opinions are listened to.

0

by

AGGRESSIVE!!!1
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Tobe AGGRESSIVE! I meansto
attack other people, to be hard to deal with

and to argue.

\ e
When you are angry it iseasy to be
AGGRESSIVE!! Youmightfed
likeydling a them or arguing alot. If you
fed like no oneisligening to you, you might
think you have to be loud and noisy to get
some dtention. Or you might think you
want something so badly that you won't

listen to anyone ese and argue with other
team members.

Not agood idea? Wdll, sure, | know you
would never do those things, but | bet you
know someone who might, right?

Whenyou ae AGGRESSIVE! lina
meseting, how areother people
going to react?

Well, think about this Stution. That kid
down the block (the one who got his head
stuck in the fence that you had to go help
last session) isat it again. He has another

neighbor’s cat backed into a é’g; corner

and isteasng it by squirting water on it from
some squirt gun. Cats hate water. The
neighbor kid isbeing

AGGRESSIVE! ! by attacking the cat
and teasing it. Y ou know that cat well...she
isnormally avery nice cat and lets you pet

her dll the time. X Infact, you've
never seen the cat actudly bite anyone. But

thereit is, backed into the corner *

and getting water squirted on it. To make
matters worse, the neighbor kid is not too
smart because he keeps getting closer and
closer to the cat. When the boy gets too
close, how do you think the cat is going to

WEell, that’s not too hard. The cat isgoing
tobe AGGRESSIVE! ! right back!
When the neighborhood boy gets close
enough, that cat is going to spit and hissand
scratch the heck out of him. | know, he
probably deservesit!

But, think about it.

When someone becomes

AGGRESSIVE! ! toward you, what
isthefirg thing you are likdly to do?

Right!

BeAGGRESSIVE! right back! If
someone comes up to you and says ‘| can't
believe you gave that answer in class, that
was redlly dumb” you are going to get angry
and say something right back.

Now, think this through.

If you arein your meeting and you are
AGGRESSIVE! intheway you tak
toother people, aeyou going to
get what you want?
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!

Probably not. All you aregoingtodois
make other people agry! And
they will not invite you to the next meeting!

S0, does that mean you St quietly when
someone say's something you don't agree
with? Or do you keep your opinionsal to
yoursdf just because you are afraid to
make someone mad?

WEél, no...those are not good ideas either.
It is probably a good idea to become more

Assertive

That means | etting people know you have
someidess. It means|etting people know
that you are an equd part of the team.

Theimportant thing to remember isto do
that without becoming

7 4

How? Wadll, in the next sesson you are
going to work on some things that will help
you advocate for yoursdlf.

AGGRESSIVE!!

Advocate...that means stand up for
yourself. And you can remember these

rulesfor being ASSEr tive.

Keep your voicecam. Don't yell,
holler or scream. If you have something to
say, speak up but don’t shout out!

Wait for your turn to speak. Don't
interrupt other people, it only makes

them mad. If you have ahard time getting a

word in, lift your finger to show

that you want to say something.

Most people in the meeting are not
therefor fun. They are there because they
care about what happens to you and your
lifel Hard to believe, en? So, when
someone says something that makes you
redlly mad, it might be because they don't
understand something. Ask people why
they said something or why they think
something should happen. Mogt of thetime
they will have a good reason, and you can
explain why you disagree.

Don't “fight” dirty. If you and another
team member do have a disagreement,
don’t bring up something that is not related
to the meeting. For example, don't tell
someone that their hair looks like Ronald
McDondd's hair just because you disagree
with them. Sometimes the whole team will
disagree with you. Then you redly have
your work cut out to convince them you are
right. Or, maybe you need to think about

changing your mind, too!

Next sesson you will learn more about
advocating for yoursalf.

; Okay. Let'slook at what

you' ve covered this session.
M You learned that using b language

Jﬁf o |$,{;
Ly

4 isan important part of
communicating
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M Y ou sometimes send m
body language that you don’t want or
don’t mean to send.

M You saw thatitisimportanttol _ at

< N
people@ @ when you are

gpesking to them and when they are
Speaking to you.

M You learned that being assertive

: means s up for
yoursdlf, being confident, and making
sure that your ideas and opinions are
heard.

M You learned that being aggressive
) 4

isnot agood ideaif you want things to
gow at you IEP meeting.

using

Before the next
session, you should
have

# Thought about whether you were
assartive or aggressive at your last
mesting.

# Tdked to an adult about waysto be
assartive without offending people.

Okay. Sothat'sit for now.

Later.
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Session 26 Summary Sheet - Body language and assertiveness

WHOSE FUTURE GOAL 20: Youwill learn to communicate effectively in smdl group
Settings

M Y ou learned that using body language is an important part of communicating

M Y ou sometimes send messages using body language that you don’t want or
don’'t mean to send.

M You saw that it isimportant to look at people when you are speaking to
them and when they are spesking to you.

M You learned that being assertive means standing up for yourself, being
confident, and making sure that your ideas and opinions are heard.

M You learned that being aggressive is not agood idea if you want thingsto go
wedl a you |EP mesting.
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Session 27

COMMUNlCATlNG (Or: I thought you said she said he said?) -

Advocating and appealing

WHOSE FUTURE GOAL 20: You will learn to communicate effectively in
small group settings.

WHAT KIND OF
DELIVERY PERSON ARE YOU?
MY DOG COULD DO A BETTER
JOB OF DELIVERING THE
PAPER THAN YOU DO! OH
YEAH?.. WELL...

Oh... hi! | didn't seeyou. Sorry. | was
kind of angry. You see, | have my
newspaper delivered to my home every
morning. That'show | liketo Sart my
day...ahot bowl! of oatmed, aglass of cold

milk and my morning paper.

)

Except that the new person
delivering my paper kegpsthrowing it in the
busheswhere | haveto climb in to get it.

|.:* .
B And it kegps getting al wet from the
rain and the dew in the bushes.

| mean, who wants to read a soggy, torn
newspaper every morning? So, | was just
giving that newspaper carrier apiece of my
mind!

Now where were we? Oh yeah, last time
we were talking about the difference

P

between being ASSEY ti ve TEEL R

™
and AGGRESSIVE! ! W '9e
and how being AGGRESSIVE! Iis
not agood way to get what you want.

What?

What do you mean do | ever lisen to
myself? Of coursel do.

Oh, you mean the newspaper carrier. |
waskindof AGGRESSIVE! !

™
N \when | taked to him, wasn't 1?
He looked like he didn't like it much when |
told him my dog could do a better job.
That’ s not true either. My dog would tear
the paper to shreds and dobber al over it.

How should | have handled that Stuation?

&

Well, you areright. | probably should have
gtarted out by telling the newspaper carrier
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what the problem was and suggest that he
be more careful. Then, if the paper keeps
ending up in the shrubbery, | could tdl him
that that wasn't going to cut it and that he
needed to do something about it or | was
going to contact someone who could. |
guessif | hadto | could then complain to his
manager or someone.

But, | bet we could work it out if | did a
better job of advocating for myself and not

™

be AGGRESSIVE! ! Wi 'se

OK. I'll dothat. Maybe we should work
through some activities thet will give both of
(>

T
us&%}/ a better idea of how to

advocate for oursaves!

Advocate. Tha meansto spesk up for
or to support. When you advocate for
yourself, you spesk up for yourself and
stand up for things that are important to
youl.

We are going to think about advocating for
yoursdlf in your educationd planning
process. There are three things you redly
need to be able to do to advocate for
yoursdlf during these meetings:
1. Know what you want.
2. Know what other people
want.
3. Know how to communicate why it is
important to do what you want.

OK. We have talked about what you want
in your educationd program in the other
sessions. Y ou should have a good idea of
your learning strengths, some outcomes you
prefer, the supports you need to reach

those outcomes, and goals that you can set
to succeed. So you should know what you

want out of the meeting.

Unfortunately, we don't dways get
everything we want! So you should choose
what is most important to you if you have
severd things you would like to have
happen. Give alittle on one thing and you
might get something you redly want in
return!

Why isit important to know what the
other people want? Wdl, for one
thing you can look a what you want and
what they want and see if there are some
things that are the same. That way you can
agree on at least part of what both of you

A lot of timesbéoblewmt the samething
and jugt say it in different ways.

Later on we will talk about negotiating and
compromising. If what you want and what
someone else wants can never agree,
maybe there is another outcome that you
could both agreeon. That isa
compromise. If you know what the other
person wants, you can figure out a good
compromise.

Of course, the third thing you need to be a
good advocate for yoursdlf isto be able to
communicate to others...that iswhat this
whole section is about!
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WEe ve dready talked some about being

%- B
b S
|5 !

Assertive

Y ou remember? Standing up for yourself,
being confident and making sure your ideas
and opinions are heard.

Right. To be agood advocate and to
communicate what you want to other

people, you have be ASSertive

How assertive are you?

Hereisalittle quiz you can teke to seeif
you know how an assertive person should
act. We'll talk about the answersto the
quiz sheet when you finish. Takeit just for
fun and see how assertive you arel

If you are assertive, you should....

Put an X in ether the True or Fase box
under each statement.

If you are assertive, you should....

1. Make eye contact with the person who
is speaking.
? Tre ? Fase

2. Tdk with afirm, clear, friendly, direct
voice.

? True 7 Fdse

3. Hide your face so you won't be
embarrassed.

? True 7 Fdse

4. Stand or it up Straight.

? True 7 Fase

5. Yéel or scream so you get everybody’s
attention.

? True 7 Fase

6. Be prepared to talk about what you
need. r) True f) Fdse

7. Start crying if you don't get your way.
? True 7 Fase

8. Find out who you need to tak to about
your problem.

? True 7 Fase

9. Takeafriend with you if you fed afraid
Or Nervous.

? True 7 Fase

10. Not worry about what the laws say
because they are too confusing.

? Tre ? Fase
11. AsK if there is an appea process.

? Troe ? Fase
12. Not take no for an answer.

? Troe ? Fase

13. Ask for help if you can’t solve the
problem yourself.

? True 7 Fadse
14. Give up and go home.
? True 7 Fadse

Easy, right? Well, let’slook at these
answers and seel

If you are assertive, you should....
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1. Make eye contact with the person who is
spesking.

True! We ve dready talked about that,
right? Looking at people when they are
talking lets them know you are ligening to

</
what they have to say. @ @

If you are assertive, you should....
2. Tdk with afirm, clear, friendly, direct
voice.

True!' That way, people will understand
what you have to say and will be more

likdy to listen to what you say'&éy

If you are assertive, you should....
3. Hide your face so you won't be
embarrassed.

Fase! ﬁ It hardly does any

good to pesk in afirm, clear voiceif you
are speaking to the table or into your arms
or lap! Of course you shouldn't hide your
face...| mean, you can't look someonein
the eyes and hide your face a the same
time, can you?

If you are assertive, you should....
4. Stand or Sit up straight.

True! Another one we talked abouit.

ﬁﬁﬁ Sitting up straight says that

you are paying attention and are interested.

If you are assertive, you should....
5. Ydl or scream so you get everybody’s
attention.

AR
Fass &/ Wha istha? Right, that is

being aggressive not assertive! Y ou might
Oet everyone s attention, but most likely
they will throw you out for making a scene!

If you are assertive, you should....
6. Be prepared to talk about what you
need

True! Another one we ve dready talked
about! Hey, you aready know this Suff,
don’t you? By being prepared to talk
about what you want you will be prepared
to answer dl the questions that might come
up and can convince more people that what
you want isright.

If you are assertive, you should....
7. Start crying if you don’'t get your way.

Fase! This may seem silly, but

when people are talking about you, you
might get redly upsat! Itisbesttotry to
keep dl your emotions under contral. It's
OK to fed something, like anger or
pleasure, but don’t act based on your
emotions. When something makes you fed
angry, happy or even confused, tell the
team using “I” statements. Those are things
like“I fed angry when | hear you say
something like that” or “I am glad we
decided that!”

If you are assertive, you should....
8. Find out who you need to talk to about
your problem.

True! Remember my paper carrier? If |
could not get him to quit tossing the paper

250




Session 27 — Advocating and appealing

in the bushes, | should have found out the
person at the paper company whoisin
charge of paper carriers 0 | could talk with
that person. Of course, in your educationa
and trangtion planning meetings, the people
who you need to talk to, who can make
things happen for you, should be &t the
mesting!

If you are assertive, you should....
9. Take afriend with you if you fed arad
Oor NErvVous.

True! Being assertive does not mean being
the Lone Ranger! Cometo think of it, even
the Lone Ranger had afriend! If you fed
uncomfortable, bring afi end.

P S
9 }”" /]

AEs

If you are assertive, you should....
10. Not worry about what the laws say
because they are too confusing.

Fase! Y ou need to know your rights and
your respongbilities. Itispart of being
prepared!

If you are assertive, you should....
11. Ask if thereis an apped process.

True! | had to snesk onein on you since
you were doing so well! We haven't taked
about the appedal process! Y ou know of

course that aprocessis something with

lllllll 1

severd steps Faaiwnal init beforeitis
finished. Appea meansto ask someoneto
look at something again or to think about a
decison that has been made. If decisons
are made a your planning meetings that you

disagree with, and you can't get the team to
See your point, you might be able to apped
the decison. That means someone ese
would look at the decison and decide
whether it was a good decision or whether
the team should meet again to make another
decison.

Y our school might not have an appedls
process for students, but the law

e

f/ﬁ requires that families can apped
decisons. Y ou might think about working
with your parents (I know, | know... ugh!)
if some decisons are made that you dl
don't agree with.

If you are assertive, you should....
12. Not take no for an answer.

True! If you believe in what you want, and
you know it isright for you then don’'t give
up too soon. Keep working on it and
maybe you can convince others to join you.
That doesn’'t mean you shouldn’t
compromise and there are times when we
dl haveto quit trying...a least for the
moment!

If you are assertive, you should....
13. Ask for hdpif you can’'t solve the
problem by yoursdf.

True!' What makes you think you know
everything? Of course you could use some
assistance...we dl can. Go ahead and take
advantage of the people around you who
can assg you in reaching your gods.

P
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If you are assertive, you should....
14. Give up and go home.

Fdse! Wdl, what can | say, redly? If you

give up and go home b
other people will just kesp making
those decisons and living your life for you!

ﬂﬂ
Y4
Go back and count the

number of answers on the quiz that were
the same asthose | just gave you. If you
got 10 to 14 of them right, you know alot

@ .' ¥
2 I T
) P

g

I e

about being assertivel TEE:ESEF Good
job! If you got 5 to 9 right, you've got a
good dtart...keep after it! If yougot 1to 4
right...you must have been adeep during the
last two sessonsagain! Y ou don’t want
people running your life for you, do you? |
didn’t think so...work some more on the
last few sessons!

There are some other things that will make
you a better advocate for yourself. We've
talked about how important it isto be
prepared. That'swhy it isimportant that
you know about your rights. | mean, if you
are going to stand up for your own rights,
you had better know what in the world they
are, right? Asastudent recaiving MULES

i (remember ... My Unique Learning
and Educationa Supports?), you have some
rights. We've dready talked about IDEA

. J' -
P Y
— [N
G
7 hl

—3— and some of the things it say's
you have rights about. | will bet that
somewhere thereisalist or booklet that
shows your rights as a sudent in specid
education.

ﬂﬂ
71777
Take some time now to find

out about your rights asastudent. Seeiif
the school ditrict has abook listing those

=
rights. - Maybe they have a book
about parentd rights thet also lists your
rights. You may haveto just tak with
someone or actualy phone someone who

might know.

gfé ; In any case, find out what rights

you have available to you.
I'll wait.

OK. Now, you've got an idea of some
rights. We ve talked about alot of them.
Liketheright to an IEP thet lists your gods
and the right to the supports you need.

Rights have responghilities with them. So,
if you have aright to be involved in your
trangtion meeting, you aso have the
respongbility to come to that meeting
prepared, right?

Anyway, knowing your rightswill hep you
advocate for yoursdlf better. 1 mean, let's
SUppPOose you go to your meeting and begin
demanding that for lunch each day you have
pizza. | mean, that may be something you
want. On the other hand, | doubt your

252



Session 27 — Advocating and appealing

folks want to have you egting pizzaevery
day. But anyway, you arein this mesting
and you stand up and say “1 have aright to
have pizzaevery day!”

Wi, they are going to look &t you like you

arefrom Saturn. | mean, no
law givesyou the right to have pizza every
day!

But if you say that you understand that you
have the right to participate in your planning
meeting and that you have done some work
to prepare for it...well, that’s a different
sory. Thoseother people ae
going to take you serioudy for a change!

; Okay. Let'slook at what

you've covered this session.

M You learned that it isimportant to
a and speak up for
yoursdf and for things that are
important to you.

M You found out thet if decisions are made
a your planning meetings that you
disagree with, you might be able to
a the decision.

M Y ou saw that you do haver
as astudent, but that you aso haveto
be reasonable about what you want.

M You learned that if you want to be taken
serioudy, you haveto bep
when you go into your meeting.

M Y ou saw the difference between being
assertive and being a and
learned that you don't get anywhere by
being aggressve.

= Before the next
sesson, you should
have:
# Thought about what you want out of

your |EP mesting.

# Thought about how you are going to
communicate the things thet are
important to you to the other team
members.

# Taked to someone at your schoal to
see what rights you have as a sudent if
you disagree with the decisons made
during your planning mesting.

# Taken responghility to be prepared for
your planning mesting.

Okay. Sothat'sit for now.

Later.
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mSession 27 Summary Sheet - Advocating and appealing

WHOSE FUTURE GOAL 20:Youwill learn to communicate effectivdy in sndl group
SHtings.

M You learned that it isimportant to advocate and speak up for yoursdf and
for things that are important to you.

M You found out that if decisions are made a your planning mestings that you
disagree with, you might be able to apped the decison.

M Y ou saw that you do have rights as a student, but that you dso have to be
reasonable about what you want.

M You learned that if you want to be taken seriously, you have to be prepared
when you go into your mesting.

M Y ou saw the difference between being assartive and being aggressive and
learned that you don't get anywhere by being aggressive.
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Session 28

COMMUNICATING (Or: | thought you said she said he said?) —

Timing and persuasion

WHOSE FUTURE GOAL 20: You will learn to communicate effectively in
small group settings.

I just have to tell you what |
did after our last session. Remember my
little problem with the newspaper
carrier... you know, soggy newspapers
instead of soggy oatmeal? Well |
thought about what you said last time
and about some of the things we looked
at about being a good advocate. Then |
went into action.

Guess what? It works! And | learned
some new things, too! Of course, you
are the first person | wanted to tell about
some of these new things.

Lucky you, right? Don't answer that!

This session we are going to deal with
several parts of communicating during
the meeting that all add up to one

thing... being a good SALESPERSON!

Whoa, you say? What does being a
good SALESPERSON have to do with
communicating at your educational
planning meeting?

Well, lots of things.... Persuasion,
talking too much or too little, negotiating
and compromising, and listening. These

are things a good SALESPERSON needs
to be able to do, and they are things you
need to be able to do if you are going to
participate in your educational planning
meetings.

Who knows, maybe this will lead to a
great job selling ROLLS ROYCE cars!

gt

Probably not, but then, you never know!

Now, let's think this thing through.
What is the job of a SALESPERSON?

What is her mission, her goal?

&

You got it! To sell something! To sell
you something. To sell you something
you don't even know you need! To sell
you something you probably don't even
need!

Seems simple enough, right? Now, what
is your mission in your educational

%335’ (i B

planning meeting?
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1

Well, right... one thing is to participate

g
as an equal partner. T )

Another thing is to be a part of the
decision-making process.

2
) N
But a third thing is to get
some things into that IEP that you want.

How are you going do that?

Well, you're going to have to sell those
OTHER PEOPLE a few things
yourself. You are going to have to sell
them something that they don't even
know they want yet. You might even
have to sell them something they don't
want!

What? Of course I'm not talking about
actually selling the cTHER PEOPLE
on your planning team anything like
magazines, candy bars, or Christmas
wrapping paper.

I'm talking about selling them on your

A
=

——

. Vi

ideas & , your goals —, your
opinions. When | say "selling" | really
am talking about convincing them that
what you want is right. They have to

"buy" into your ideas,

£
plans, your goals. %
It's a lot like selling a car. @ If

you don't convince them that this is a
good idea, they won't buy and you won't
get what you want!

So, for the next few sessions, we are
going to become someone else. We are
going to take on a new role. We are
going to get a new attitude. We are
going to become a ...

CAR SALESPERSON !

That's right. Why? When you think of a
SALESPERSON, one of the first things
you think of is a car SALESPERSON.
And believe me, some of the best
salespeople in the world sell cars. And
the good ones make a pretty decent
living doing so. But, that's a different

story.
So, from now on, you are a car

SALESPERSON.
You think like a car

SALESPERSON.
You act like a car

SALESPERSON.
You eat like a car

SALESPERSON.
You sleep like a car

SALESPERSON.

You...

What's that? How does a car
SALESPERSON eat and sleep? Well,
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like everyone else in the world, | guess.
Sorry, | got carried away.

We are going to go through an exercise
looking at how you, the super car
SALESPERSON, go about selling a car
to a possible buyer. As we go through
this, we will think about some of the
skills that you, as a car SALESPERSON,
have that could be useful in your

WY
planning meetings. \Y/= ' =

Ready? Begin:

You are going into work on Monday
morning. It is a cold, somewhat misty

morning. You turn

the wheel into the back lot ?@g

of Kelsey's New and Used Cars. It is a huge
place, with new and used cars of every make
and model parked all around.

As usual, you are the very first
SALESPERSON in the showroom this

morning.
That is one reason you are good at what you
do! You are proud of the fact that you are
the #1 SALESPERSON at Kelsey's New
and Used Cars. You are also proud of the
fact that you always treat your customers
fairly, find out what they really want, and
give them the best deal you can!

So, anyway, you are at work at 7:20 a.m.
on a cold, drizzly morning. You had
some preparation to do. There was that
report on that new line of cars, the Speedo

xpp, =R

You found that it really pays to know all
about a car before you try to sell one.
People trust you if you know what you are
talking about and can answer their
guestions.
REDUCE
SPEED

NOW

What is the first thing about
being a SALESPERSON that would be
important for your educational planning
meetings?

&

#1 Being prepared!
Sure, we already knew that. We talked
about that as being important to be a
good advocate for yourself.

Remember? Knowing what you want?
Well, being prepared is important if you
are going to convince anyone that what
you want is important. And that what
you want should be included in your
educational plan.

(8
(’Q)J /ﬁ

NEZY 1 you go back and work
through all the things that we talked
about in the first four sessions, | think
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you'll be very well prepared for your
meeting.

All right, the first point is that good
salespeople are prepared.

On we go.

You look up from your report and see that it
is now 8:55 a.m. Five minutes until opening
time in the showroom. There are no
customers there this morning, so you spend
a few minutes looking at the Speedo XF2

parked there. jjm It is bright red,

and you have to admit it is one nice car!
You check out some of the features you
were reading about, to make sure the demo
model has them to point out.

At 9:15 the first customer walks in. You
know that people like a minute to look
around. If you go over too soon, they are
going to tell you that they just want to look
and you will never get a sale. On the other
hand, if you ignore them for too long, they
will take a quick look around and leave.
There is a fine art here... knowing when to
come up and when to stay back! You watch
the customer and after she has had a moment
to walk around the showroom, she comes

back to that Speedo XF2 :/m you

were just examining. You decide that it is
time to act, so you walk over, introduce
yourself, give her your business card, offer
her a cup of coffee or tea, and let her know
that you are available to answer any
guestions she might have. She has a
guestion about the Speedo XF2.

B

Good thing you did your homework!

REDUCE
SPEED

NOW

Take a look at the last bit.

What was important about the way you,
the SALESPERSON, got to the point
where you can begin to make a sale?

1

Maybe you already figured it out, but
let's put it another way. Suppose that
you had jumped up, rushed over to the
customer when she first entered the
door, and blurted out "BOY HOWDY,
DO | HAVE A CAR FOR YOU!"

She would have turned and left the
showroom quicker than you could say
"Let me tell you 'bout this deal |
have."

#2 Timing.
It's about timing.

The timing in when you bring up a
topic or subject. There are good times
and there are bad times.

Now, this is just as true during your
educational planning meeting. You have
to "time" when you bring up an idea or
give your opinion on something. If you
don't, you end up like SALESPERSON
with the bad timing... everything he
wants goes right out the door.

Let me try to explain this timing thing in
another way. Say you are working at
Burger Beast and your boss is working
the same shift. You think it is time for
your boss to think about giving you a
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raise, and you have decided that you will

ask him. Assertively!

Here are four different times during your
work shift that you could bring up the
topic of your raise. Puta"Y" next to
those times that are good times to bring
up the subject, and an "N" next to those
that are not such a good time:

O vou have just flipped a burger

== onto the floor, causing the
customer to have to wait for another
Burger Beast Monster Meal.

[ vou have been working hard all day
and just finished waxing the Burger

Beast floor to a shiny finish.

O The other fry chef is on break and it
is only you on the grill and your boss at
the cash register. There is a line of six

people at the cash register,
and the drive-thru is backed out into the

street.

[ vou and your boss finished cleaning
up the grill, have just locked the doors,
and are almost ready to leave for the

night.@i

I'll let you figure out the good and bad
times.

Helpful Hint: NO, YES, NO, & YES
might be a good series of answers.

How can you tell when it is a good time
or a bad time to bring up new points at
your IEP meeting? Well, here are some
things to consider:

1. Is someone else talking? The time is
never right to interrupt someone else
on the team. You will only get them
upset. Don’t interrupt!

2. Are you talking about the right topic
at the time? If you have a specific
employment goal in mind, and you
bring it up when the team is talking
about last year's goals or recreational
outcomes, it is going to be ignored.
Be on topic.

3. Do you have time to cover what you
need? If you are five minutes from
taking a break and you bring up a
topic that takes twenty minutes to
discuss, the team is not going to give
enough thought to the idea.

Think Ahead!

4. Have you heard enough of the other
team members' ideas to include that
in your discussion? If another team
member has an idea that is different
from your idea, you will be in better
shape to get what you want if you
can tell how it meets that team
member's needs or wants. That way
you can explain how your idea
benefits everyone, or at least explain
why it is more important to do what
you want. Listen to Everyone!

Okay, let’s go back to the car

story...
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You have been talking with your customer
for a long time...usually a good sign. She
asked a lot of questions that showed she had
been doing her homework, too. And you
were able to answer all her questions, and
give her more information about that Speedo
XF2.

=N Then came the surprise.

After all that, she looks at you and says "I
can buy it for the same price at a dealer that
is closer to my house. That will make it
easier for me to bring it in for routine
maintenance."

For a moment, you think you have lost your
sale. But you say there are other ways to get

that convenience, like our Gold Key

pick up and drop off service, which will
come and pick up your car at your home and
bring it back. Plus, that is only one factor
you should take into consideration when you
buy your car. You should compare our
service department, the warranty, and the
options we provide."

REDUCE

SPEED

NOW

What is going on here? You
are trying to talk the customer into
buying her car from you and not
someone else. Look at the last part of
that section and think about how you are
doing that.

1

There are several ways you could get
someone to change his or her mind about
something. First, you could become

. ™
AGGRESSIVE! ! s -

and threaten them. But they are going to
get mad and do everything they can to
keep you from getting what you want!
Not a good strategy.

Alternatively, you could get real whiny
and tell people that if you don't get what
you want, you will just leave. But then
again, if you do that, they will probably
just let you leave. So that doesn't get
you what you want.

Or, you could put on your persuade

shoes and take everyone to the

dance with you!

What? Persuade shoes? W

If you want to reach your goals and get
what you want, you have to persuade
people. Persuade. That means to
convince people that what you have to
say is worth listening to and might be
better than other plans. So it is kind of
like puttin' on some persuade shoes

&

and taking others to the dance!

How do you persuade people that what
you have to say is worth listening to?
Well, that is where the dance stuff comes
in. What do you do when you dance?

You sort of move together
with your partner, sometimes gomg one
Q O
way and sometimes another. - J
Sometimes you lead, other times you
follow. Persuading people is sort of like

260



Session 28 — Timing and persuasion

a dance. How? I'm so glad you asked.
Shall we dance?

First, you have to do a kind of backward
step. N

You have to let the person know that
you understand what they are saying.

OO
! a. For example, your

customer said that she could get the
same deal at an automobile dealer near
her home, which would be more
convenient for her. You started
persuading her by saying that
convenience was an important thing to
think about.

So, the first step in the persuasion dance
is to take a backward step N

and restate what someone else has

OO
said. lﬁ i In your

educational planning meeting you might
find that someone wants to have you
take a greenhouse and horticulture

course Y m because they think

that would be good for getting a job later
on. You might start by saying that you
agree that preparing for a job is
important, but that you had something
else in mind.

The next step in the persuasion dance is
to take a forward step K
Q

<

and show how you might achieve the
same thing a different way... YOUR

way! = #8850, as a car
SALESPERSON you tell the customer
about the pickup and delivery service
that is just as convenient for her. It
meets the same needs talked about in the
first step. So, for example, if you
wanted to take a math course

g

7

§% instead of horticulture,

' M you might point out how

that course prepares you for a job.

The final step in the persuasion dance is
to take a slide step to the right. €
You do this by telllng all the other

advantages -
@
oridea. ¥ You could go on to show

how the math class would also prepare
you for post-secondary education if you
decided to do that instead of going right
to work after high school.

Let's see.

Step backwards N

and let people know that you
understand what they said.

D O

4'; a Step forward K
Q

<
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and tell how your plan meets the

same goal.

%,

Take a slide step to the right
and tell all the other benefits

®

of your plan. Ef

There it is... the persuasion shuffle!

Time to put on your persuade shoes

W and go to the dance!

] 1
= Okay. Let’s look at what
you’ve covered this session.

M You learned how to be a good
salesperson at your planning meeting
by being p and
communicating.

M You learned that t is

very important. You need to know
when to persuade, when to talk,
when to negotiate, when to
compromise, and when to just sit
back and listen.

M You learned a new dance - the
P shuffle.

First you step backward N

2
Q
<
and let people know that you
u what they said.

SO
£2

Then you step forward N

Q
< and
tell how y plan meets the same

goals.

Finally, you take a slide step to the right

¢~ andtell a__the other benefits

Before the next
session, you should
have:

# Looked at how you can "sell" what
you would like to see done at your
next planning meeting.

# Prepared yourself for the meeting by
going back and looking at topics we
have discussed in the past sessions.

Okay. So that’s it for now.

Later.
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Session 28 Summary Sheet - Timing and persuasion

WHOSE FUTURE GOAL 20: You will learn to communicate effectively in small
group settings.

M You learned how to be a good salesperson at your planning meeting by
being prepared and communicating.

M You learned that timing is very important. You need to know when to
persuade, when to talk, when to negotiate, when to compromise, and when
to just sit back and listen.

M You learned a new dance - the persuasion shuffle. First you step
backward and let people know that you understand what they said. Then
you step forward and tell how your plan meets the same goals. And
finally you take a slide step to the right and tell all the other benefits of
your plan.
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Session 29

COMMUNICATING (Or: | thought you said she said he said?) -

Keeping your ideas out there

WHOSE FUTURE GOAL 20: You will learn to communicate effectively in
small group settings.

Hello! How’s the #1

SALESPERSON

New and Used Cars?

Got your persuade shoes <@on and
ready to convince some folks that you
have some goals and ideas that you want
included in your IEP?

Right! Then time to motor back onto

that highway!

Your customer looks like she might be
considering all of the extra advantages to
buying her car from Kelsey’s that you have
told her about. You could easily keep going
on and on...I mean that is what they trained
you to do, right? But you know better than
to keep talking and talking and talking.

One of the first things you learned about
selling cars is that after you give people the
facts they need, it is a good idea to let them
talk about what they want and what they
think of the things you’ve told them. Of
course, sometimes you need to say
something. You usually wait until there is a

small silence before you say something
else...maybe ask a question or point out
something that the customer might not have
seen. Sure enough, your customer seems to
be talking herself into buying the car from
you...right then and there! It helps to have
that bright, shiny red Speedo XF2 sitting

there! Eﬂ

REDUCE
SPEED
NOW

Check it out. What has
happened here that would be useful for
you to know about for your educational
planning meeting?

& .

2.

Did you notice two things that might be
useful? One is that you have to be
careful not to talk too much or too little.
The other is that it helps to keep your
ideas in front of people so they can think

(Y [/
about them. Q‘AQ

Talking too much or too little. That can
be a big problem at a planning meeting.
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O 4
-~ What is going to happen if

you talk too much?

&

Right. After a while, no one is going to
listen to you at all. It’s like what
happens with the elevator music they
play at the department stores.

When you first walk
in you hear it, but after a while you don’t
hear it unless you think about it. You
just tune it out. Well, your team
members are likely to tune you out if
you go on and on and on...like the
Energizer Bunny®!

On the other hand, if you don’t say
anything, what are they going to think?

1

Right. They are going to think that you
are not interested or don’t have any good
ideas. Don’t care what they think?

Well, pretty soon, if they think you don’t
have any good ideas, they are going to

7§'\ @

start treating you like a kid... &4 X¥5
you know, talking down to you, telling
you what to do and when to do it. Then
they will make decisions about your life
for you.

Not good. So, how do you know when
you’re talking too much or too little?
Well, good question. Usually you know
you’ve talked too much when you leave
a meeting and you have this feeling in
your bones that you said too much! But

that’s too late. Use a few common sense
rules to decide when and when not to
say something during your meeting.

To speak or not to speak,
that is the question.
blah, blah, blah, and so forth.

Speak.. when you are spoken to!
When someone says something to you,
look them in the eye and answer him or
o

)

{3 ¢
her. < 0*"_ iz Don’t shrug your
shoulders and mumble, but speak up!

Don't speak.. when someone else is

speaking. &@? It’s rude and it

will make them mad. That won’t get
you anywhere.

Speak.. when you haven’t said anything
for a while. If you sit too long people
will wonder if you’re asleep with your
eyes open! You can find something to
comment about, even if it just to say you

agree with something. 4!;

Don't speak.. if you’ve been talking a
while and it looks like other people have

\'' 7,

S

questions. (‘&%&\ If you’ve been talking
for a few minutes, telling people about a
goal you would like to have in your
education plan, and you look around at
the other team members and notice that
they are trying to say something or have
puzzled looks on their faces. Now it’s
time to be quiet for a few minutes. Let
them ask questions or give their opinions
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and only speak if you are asked a
question.

Speak... if you have something
important to say about a topic. Go
ahead! Speak up! Be assertive! Of
course, be polite and wait until no one
else is talking, but put in your two cents.

<+ Butkeep it short and to the
point. This is no time to tell a long story
about something that is only slightly
related.

The best rule is to pay attention to what
other people are saying, take part in the
discussion, but respect the rights of other
team members to take part, too.

The second thing #2 worth remembering

@
is that it pays to keep your idea £ or

=

goal in front of everyone. Your
customer was thinking about where she
wanted to buy her car and trying to get
all the facts so she could make a
decision. (I wonder if she knows the

DO IT! process?)

Anyway, she was thinking and thinking,
but all the time she was looking at that

shiny, red sports car. ;m She

was thinking about how much fun it
would be to drive. She was thinking
how much she would enjoy showing it to
the people she works with at the bank.
She was beginning to think she might
want to just drive it right of that
showroom that morning!

We all do that. Why do you think they
put those pictures of the Monster

)
Burger on the wall of the Burger
Beast where you work? They put those
pictures there so that the customer will
walk in, look at that perfect Monster

(D
Burger and think “Gosh, that

looks great. | think I’ll have a Monster
Burger Meal.”

It works, too. Keep your product out in
front of the customer and they might just

@)
buy it. Same is true for your idea, 3
opinion, or goal. The more people look
at it and see that it is a good plan or idea,
the more they might begin to buy into it!

But, you say..... it’s easy to keep a car
£

or a burger in front of people.

®)

How do you keep an idea ﬁz

5

I’m glad you asked that question.

or goal

in front of people?

One thing you might do is to come into

@
the meeting with your idea &

[ A |

or

goals ! | written out on a sheet of

Make sure there is a
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copy for everyone and make sure the
sheet is neat and clean. That will keep it
in front of everyone and at the same time
let people know you are serious about
this stuff.

A

ﬁ Take a few minutes and

use the sheet called FOUR THINGS |
WOULD LIKE TO TALK ABOUT AT
MY MEETING, to identify four goals,

[A]

=

=

)
ideas, ¥ or opinions you would like
to talk about at your meeting. (It’s at the
end of this session). Be positive about
what you say... make your opinion sound

assertive!
When it comes time for your meeting,
you will have this to hand out if you
choose to do that. If you change your
mind between now and then, you can
always make a new list.

Go ahead, I’ll wait.

Got it? Good. One other way you can

®)
keep your ideas QZ before the team is
to mention them a couple of times. Be
careful, don’t bring them up so many
times that people get tired of hearing
them, but when the timing is right,
repeat your idea, goal or opinion as one
you would still like the team to consider.

Right. Now, back to the showroom.

Just as you thought, your customer has made
a decision. She turns to you and tells you
that she might be interested in buying the
car if the terms are right.

Now comes the part that most car buyers
dread the most. Talking about the money.

p
lﬁ“rg [
-_é;ﬁ The whole process is

frustrating. Your job is to make it as easy as
possible for someone to buy a car. You
work hard to make sure that customers
understand everything they need to know to
make a good decision.

In this case, it’s easy. The customer has
done her homework. She knows how much
she can afford to spend and even has
arranged with the bank for getting her loan
approved before coming in.

After working out the details, you sell her
the car.

REDUCE
SPEED
NOW

Look at what has just
happened at the car showroom and find
what is important to remember for your
educational planning meeting.

&

What was going on as you and your
customer were deciding on a price for
the car?
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i Uy

Two important words to remember.

Negotiate means to work out a deal on
something...like the price of the car.

$
$ I iﬁ? When you negotiate

something, you talk with the other
person or people, find out what they
want and try to find something that you
all can agree to.

When you agree to something that was
different from what both parties started
with, that is a compromise.

Why, you ask, should you settle for
anything other than exactly what you
want? Well, the answer to that is pretty
simple.

If you don’t, you will never get anything
you want! If you hold out for things just
as you want them, you may find yourself
with nothing.

Compromising is a way to get most of
what you want because the other people
get at least some of what they want as
well. Everybody’s happy, right?

Look at it this way. Say you and a
friend have the same amount of money,
and together you have exactly enough

—_
(== St

Qg‘:i_fz“)
dollars to get a pizza. —
You go to the pizza restaurant. You
announce that you want the Pepperoni
with Extra Cheese. Your friend wants

Sausage and Mushrooms.

Problem.

What do you do? You could insist that
you get your way and your friend insist
on getting her way and the next thing

you know neither of you gets anything.

Or you could use

g Sy

So, in talking about types of pizza you
both discover that your second favorite
topping is hamburger. You could order
one of those pizzas and both be pretty
happy. Sure, it’s not Pepperoni
andExtra Cheese, but it beats nothing.

Or maybe you decide that you will split
the pizza, get half Pepperoni and Extra
Cheese and half Sausage and Mushroom.
You don’t have as much pizza to eat, but
on the other hand you only paid for half

anyway.

Most things aren’t as easy to negotiate
and find a compromise about as pizza.
You have to work at finding what would
be a good compromise. But once you
begin thinking about it, you get better
and better at it.

Tips for

e Sy

1. Be prepared. Before the meeting,

think about what you would not @

be willing to compromise on. Make sure
you have a very good reason for this. If
you find that you have a whole list of
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things you are not willing to
compromise on, you will not accomplish
most of what you want.

2. Never say never! When you get

to the meeting, listen to what others have

to say. You might find yourself willing
to compromise on something you didn’t
want to because someone else has a
good idea.

3. Remember the Alamo! Don’t
back yourself into a corner where the
only thing you can do is become

defensive. Don’t draw a “line in
the sand” and then challenge the other
team members to cross it. In the end,
you won’t get what you need.

Sl

N |
4. Teammates! “ A" Keep in
mind that the members of the planning
committee, including yourself, have the
same goal...to put together the best
educational and transition plan to meet
your educational needs. These are not
your enemies you are dealing with here!
They are people who care about what
happens. They might have different
ideas on how to get what you need, but
if you deal with them as teammates and
not enemies, you will find that they will
be more likely to see things your way.
We’ll talk more about this next time.

5. Never say never, part 2. If, in
the end, you don’t achieve what you
want, don’t give up. Go back and look
at the reasons you didn’t get what you
wanted. Maybe you need to change
some things about your idea or plan.
Maybe the timing was just wrong. Be

honest with yourself. Then, if you still
think it is important, find ways to
convince others that it is important.

S e

ﬁ Take a look at these

examples. What compromises might
work in each case?

You want a Saint Bernard dog because you

o

%

XN

¥4
- ‘t\
really like big dogs. 1= )

Your brother wants a Scotty “

because he wants a dog that lives inside
your house.

You need to go by the library \—
to return a book and you need someone to
drive you there. Your sister doesn’t want to
drive you because she is watching her

p

I

p
y/

favorite TV show. TEN

&

Driver’s education is offered at the same
time as a math class you have to have to
graduate. You have two more semesters
left before you graduate.

&
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1 1
: Let’s look at what you

covered this session.

M You learned that you have to be
careful notto t too much or too
little.

M You saw that it helps to keep your

: ON
i ¢ in front of everyone so
they can think about them.

M You figured out that writing your

ideas (ﬁ) out and giving others a

C might be a good way to keep
your ideas in front of other team
members.

M You learned that n
means to work out a deal on
something and find something
that everyone involved can

agree with.  $
4

$

M You learned that to c
IS to agree to something that was
different from what you wanted in

the first place, but that
compromising is a good way to get
most of what you want.

e

= S
T es

Before the next
session, you should
have:

# Looked at the IEP form and decided
what is important to you in each
area.

# Talked to your parents, teachers and
other people about your ideas.

# Completed the form listing things
you would like to talk about at your
meeting.

Okay. So that's it for now.

Later.
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Session 29 Summary Sheet - Keeping your ideas out there

WHOSE FUTURE GOAL 20: You will learn to communicate effectively in small
group settings.

M You learned that you have to be careful not to talk too much or too
little.

M You saw that it helps to keep your ideas in front of everyone so they
can think about them.

M You figured out that writing your ideas out and giving others a copy
might be a good way to keep your ideas in front of other team members.

M You learned that negotiation means to work out a deal on something
and find something that everyone involved can agree with.

M You learned that to compromise is to agree to something that was
different from what you wanted in the first place, but that compromising is
a good way to get most of what you want.
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FOUR THINGS | WOULD LIKE TO TALK ABOUT AT MY MEETING

) G 6
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Session 30

COMMUNICATING (Or: | thought you said she said he said?) - Listening

and the team

WHOSE FUTURE GOAL 20: Y ou will learn to communicate effectively in small

group settings.

Hello! You're back! Good.
Let’'s see, what were we taking about last
time? Hmmm...car sales.
persuasion...compromise...
mumble......assertive......aggressive....
hmmm.....mumble......tak....tak....

I’m trying to figure out what we are
supposed to do next!

Oh, yesh. Ligen! @That’sright....listeﬁ!

No, I'm not tdling you to ligen to
me....that' s what we are supposed to talk
about now....listening!

Communicating is sending and recaiving a
message, remember? Mogt of us are pretty
good at the sending part. It'sthat receiving
part that always seems to be the problem.

Why? Because we haveto redly listen.
But it is hard to ligten and tdk at the same
time

But ligtening is an important part of
communicating.

We are going to look at two things this
sesson. Oneis.....have you been listening?

Right! We are going to talk about listening.

9 The other thing you need to think about
is how to be a good team player.

r!_'}" »
R

A PN-" They arerdated, you see. If
you are agood listener you are going to go
along way toward being agood team
player. And if you think of yoursdlf as part
of the team, you are going to want to listen
to what your other teammates have to say.

When you firgt begean Whose Future
Is It Anyway ? you spent quite a bit of
time taking about the trangtion |EP meeting
and who should be &t that meeting.

2249
‘ Remember?

- Go back to Session 2. In

that sesson you identified people who
should be a your planning meeting and who
you would liketo be a your planning

ol
mesting. Look at this stuff
again so that you remember what you

decided at the end of that session.
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Now that you remember who should be at
your meeting and who you would like to be
there, picture them al seated around the
table or Whereverﬁyou have your planning

L%
Can you seeit? Good.

Now, thisisyour team that has been put
together to make decisions about your
school program.

Wait aminute. What' s this team stuff?
WEe ve been talking about you meaking
decisons, about you setting god's, about
you being assttive.... you, you,
youll!ll

Wadll...that’s not entirey right, isit? | mean
we have taked alot about things you could
and should do to make sure you participate.
We have tdked about ways that you can
become more assertive and make
decisons.

But we ve a0 talked about the other
people a the meetings and how
important they are to assist you in making
good decisons. We tdked about how
other people haveinformaion
about community resources you
could useto reach your goals.

In fact, we' ve realy talked alot about how
you can become part of the team that
makes decisions about your educational
program.

Now, what exactly doesthat mean? What

r’%‘ »

LR
is meant by ateam?1 4‘?’5—"

If you go to your dictionary and look up
eam’, you will seethat itis........ ahyes,
hereitis.. agroup c_)fkmimdswith harness

to perform atask! %"f

Oops. Sorry. Wrong definition. Here's
what | waslooking for...ateamisagroup
of people on the same side who work
together for a common god.

<, j ¥ “-

n*

Hey! Goal' Now there's something we
know about, right? A goal issomething
that you am for or somethi ng that you st

out to do, remember? -E—JE

Sureyou do. So, if ateam isagroup of
people who work together for acommon
)k

g __ 3

— 3%
E—

goal , how can the people who get
together for your IEP meseting be ateam?

They are working toward a common goal.

Wheat isthat goal? Well, think about it for
aminute. What isthe goal of the team a
your megting?

&
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Right! The common goal of theteamisto
write an educationa program that will be
the best program to prepare you to become
an adult.

That'swhy they are dl on onesde (likea
team should be). Which sde? Your sde.
They are there to assist you and to be on
your side to plan agood program.

The other people tha aethere a
your meeting are there to assst you to plan
your educationa program.

Think about teams you know Iet steke

"l&_ |J'I [“.
A ’f‘:r

volleyball for example. %L /@ Does
each team member have exactly the same

kil Ortdent?}j@

&

No. If every team member did exactly the
same thing wdll, it woudn't be avery good
team, would it? A volleybdl team needs
people who are strong servers, good
spikers (tal people!), good at setting the
ball up to be spi ked, good at returning the

%

longbdl, & &k etc. Basketball teams
need people who are good dribblers and
passers, shooters, rebounders, etc.

So, another thing about your team is that
they each have different kills that they bring
to the meeting. That isgood. The
vocationd rehabilitation counselor knows all
about what supports are out there to help
you get ajob. Your teacher knowsthe
best way to learn the math skills you need.

What part do you play on the team? Well,
what do you bring to the teeam? What isit
that you know more about than any one
else?

&

Right! Y ou know about you Y ou know
what you like, what you don't like, what
you're good a and what you are not, what
you want to be and where you want to go.
Nobody, but nobody, knows you like you!

That isimportant.

So, teams work together for acommon
goal, are on the same side and bring
dlfferent skills together to address the goal.

Take afew minutesto think
about the different things the teeam members
for your planning meeting will bring to the
mesting. What do they have to contribute
to the meeting? Usetheligt of team
membersyou came up within Session

2, write out their names or title and then
write down what their part on the team
should be.

Team member Part on team
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Finished? Good. Now you should have a
better idea of what each team member will
be doing.

Thereis one other thing about being agood
team member that we should talk about.
What happens when there is one hot dog

éw’“"’ on the team? When oneteam
f“_\%
member hogs the ball, }j & triesto get

al the attention, triesto do everything
aone?

&

Right. The team doesn't work well. That
person messes everything up. So good
team members know their part and don’t
try to teke over everything. They let the
other people dowhat they do wdl.

At your educationd planning meeting, thet
means being prepared, participating, and
listening. There aretricksto being agood

7 M
W
u ;g?ﬁ,

EA

ligener. "88%, Bedieveit or nat, it's not
something that just happens. Y ou haveto
work at it.

Guesswhat? I’ ve got some rulesthat could
help you learn to be a better listener!
Surprised? | didn’t think so...I call these
my “get reAL” rules

That means
“get resultsfrom Active Ligening.”

Ready to get reAL?
Good.
get reAL rules

1. getreAL......Iook at the speaker!

7
% Q}% WE' ve talked about this before,

but it is worth talking about one more time.
When you look at a person while that person
is speaking, you tell him/her that you are
listening to what she/he hasto say. You tell
that person that what she/he hasto say is
important enough for you to take some of
your timeto listen to. So, when you arein
your meeting, look at the person who is

speaking.

When you are listening to people, they will
most likely say something that you have a
question about. Asking them will show that
you were listening and are interested. You
can ask a couple of different kinds of
guestions, questions to clarify something and
statements to confirm something.

To clarify meansto make clear. Clarifying
guestions are those you ask to try to
understand something better. So, if thereis
something that is said that you don’t
understand, ask away. That will let you
know what is going on and will tell the
speaker you are listening.
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To confirm means to make sure that
something isright. Y ou can use confirming
guestions just to show you were listening.

For example, you might say to ateam
member “You said that it would be a
good idea to learn how to do advanced
math, right?” That questionisjust
confirming whet you aready heard, but it lets
the speaker know you were paying attention.

3. getreAL.....don't interrupt people!
It'sagood ideato ask some questions to
show you are paying attention. It's a bad
ideato keep interrupting the speaker. A
good listener |ets another person speak
without interrupting unlessit isredly
necessary. If you keep interrupting, you are
telling the speaker you don't really want to
hear what she/he is saying.

4. getreAL......take notes! S1£1-
Taking notes shows that you are listening. |
mean, how can you write down what you
just heard unless you just heard it!

ke

Okay. Let'slook at what

you' ve covered this session.

M Youlooked at | and
thought about how to be a good team
player.

ﬂqa 3
R
M Youlearned that at TA™ isa

group of people who work together for
acommon god.

M You learned that the god of theteam is
towriteane
program that will be the best possble
program to prepare you to become an
adult.

M You learned that each member of the
team has different s and that
having dl those people with different
skills on your team isagood thing!

M Youlearned how to get r from
active ligening.
Before the next session,

you should have:

# Looked at who you want at your
meseting and on your team.

# Thought about what each member's
part is on the team.

Okay. Sothat’sit for now.

Later.
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Session 30 — Listening and the team

mSession 30 Summary Sheet - Listening and the team

WHOSE FUTURE GOAL 20: Youwill learn to communicate effectively in smdl group
SHtings.

M You looked at listening and though about how to be a good team player.

M You learned that ateam is agroup of people who work together for a
common godl.

M You learned thet the goa of the team isto write an educationa program that
will be the best possible program to prepare you to become an adullt.

M You learned that each member of the team has different skills and that
having al those people with different skills on your teamis a good thing!

M You learned how to get results from active listening.
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