Welcome Back Mentors!
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Maine Mentor Training:
Module 5

d

Module 5 Outcomes

Par-licipanh will:

LEARNING

Enhance listening and questioning skills
promote reflection ond effective teaching

Understand the needs of adult learners

Enhaonce knowledﬂe of teachers’ developmerﬁ-al s
phases of mentoring relationships

Understand and apply conflict resolution skills

Observe and practice the techniques used to plan instruction ond
assessment

Observe and pr‘achce coachmg u;mg Maine’s Initial Teachlnﬁ
Standards and Maine's Learning Results




YOU CANNOT NOT COMMUNICATE

Communicating EHlecﬁve\y

How Do Spedkers
Convey Their Messages?

Physiology

55%

“l see what you are telling me.”

—




Positive Presupposrhons
Hs all about how you Hhink!

Presume:

- CaPacH'y

- Positive in+en+ionali+y

- Prior and onaoing +hou3h+

.Posttive Presupposﬂions...
- Ask. questions Framed From a spirit of inquiry

- Seek mul+iple Perspecﬁves rather than sinale
causes

+ Show accep+ance

- Use a voriety ofF in+roduc+ory
Phrase«;, such as:
- As you..

- When you..
- While you..




What Kind of Mindset Do You Have?

Growth
Mindset

I can learn anything I want to.

When I'm frustrated, I persevere.

I want to challenge myself.

When I fail, I learn.

Tell me I try hard.

If you succeed, I'm inspired.

My effort and attitude determine everything.

Fixed
Mindset

I'm either good at it, or I'm not.
When I'm frustrated, I give up.

I don't like to be challenged.
When I fail, I'm no good.

Tell me I'm smart.

If you succeed, I feel threatened.
My abilities determine everything.

Created by: Reid Wilson @wayfaringpath @® & ©  leon from: thenounprojecteom

Chan$in$j _Our Mindset

Carol Dwecl renowned Stanford University psychologist, talks about the power of our mindset or our beliefs (especially
around challenge). We can either have a Fixed Mindset where we let failure (or even success) define who we are, or a Growth
Mindset where we see setbacks as opportunities to grow and improve ourselves. Just like how we learned how to walk...
there are many stumbles along the way, but to reach our potential and live the life we desire, it takes practice and persever-

ance. We always have a choice about which view we adopt for ourselves... and it’s never too late to change. What’s your

view?
/t“ 3w FIXED MINDSET
P L\ Belief that my intelligence, personality and
/ W‘\ haracter are carved in stone; my potential is
to e ~ietermined at birth

Look smart in every situation and prove myself
over and over again. Never faill!

Will | succeed or fail?
Will I look smart or dumb?

EVALUNTION 07
SITUATIONS

DEAM_ING WITH
SETBAKS

“I'm a failure” (identity)
“I'm an idiot”

AL L ENGES Avoid challenges, get defensive or give up

easily.

Why bother? It’s not going to change anything.

CRITIEISM Ignore constructive criticism.

SUeECcESS 0F
OTHERS

Feel threatened by the success of others. If you
succeed, then | fail.

RESULT ... Plateau early, achieve less than my full poten-

tial.

GROWTH MINDSET

ter can be developed! A person’s true potential is
inknown (and unknowable).

S\

Stretch myself, take risks and learn. Bring on
the challenges!

Will this allow me to grow?
Will this help me overcome some of my chal-
lenaes?

“| failed” (action)

“I'll try harder next time”

Embrace challenges, persist in the face of set-
backs.

Growth and learning require effort.
Learn from criticism. How can | improve?

Finds lessons & inspiration in other people’s
success.

Reach ever-higher levels of achievement.

Belief that my intelligence, personality and charac-




Question $yn+ax

Infer
What do you think?
Analyze

Par'aphrasing
An ellective paraphrase expresses empathy by
reP\ecﬂna both the Peelina and the content of the
message.

Paraphrrasing sends three messages:

-l am \i;’renina 9
1 understand (or am trying to) (_k‘ |

1. LISTEN
2. Restate MEANING in yaur words
3. CONFIRM understanding

-l care _
N - -

Acknowledging is also vital.it can be done by-.
Head nods, Fillers, Echo




Three Forms of Paraphrasing

Cr'ea+in5 a Collaborative CuHure
-Build collegidlity with peers

-Establish goool wor'kina relationships with
other staffF

-Creote a Par+nership with commuhH'y or
clients through communication ond
conPerrina

-Promote ur\der‘9+andina ond implementation
ofF the organization's philosophy




Percepﬁons that Promote
Defensive or supportive Climates

Defensive Climate Supportive Climate

Judgmental language Descriptive language
Controllng messages Problem-solving messages
Moanipulation Candor
IndifFerence to others Showing concern For
others
Attitude of superiority Attitude of equality
Arrogonce Open-minded listening

The Five Phases Exper'ienced Iay
First Year Teachers

ATTITUDES TOWARD TEACHING

rr— ANTICIPATION

REFLECTION

REJUVENATION

PISILLUSIONMENT

AJG SEBP OCT NOV DEC JAN FEB MAR APR MAY JMNE LY




=
Evaluation of Mentor Support

Dealing with Stress

Brainstorm with table
partners through a round
tdble writing structure,
heatthy ways to deal with
stress.




Menu of Trust Buiders

Ensure and keep confidentiality

Clarify expectations

-Discuss expectations

Negotiate expectations

-Be congruent. Walk the talk.

-Create multidirectional communications
-Respect and honor each individual's style

-Confront conflicts directly and resolve them
with care and respect

-Focus on aain;, not losses

-Describe, dont evaluate

-Delegate power and authority
-Admit your mistokes and vulnerability

-Be a risk taker when it comes to trusting
others

-Create interactions
-Share —Peelihaq as well as thoughts
-Accept that we dll get Lrustrated

-Encourage baance and renewal For the
team and For the individual

-Practice openness
-Play, laugh, use humor with love and respect

-Listen ac’rive\y

Review Problems
Conf—ronﬁna Beginning
Educators




Joharl's meﬂw af Don't Know Know
Intentionality
Can't Do Miracle Theory
Can Do Magic Intentionality

Leaaler'ship Approaches

- Non-directive

- Collaborative

- Directive-inFormational

- Directive-Control




Adults learn best ...

Needs
ofF Adult
L_earner

=

passive

active

from pedagogy to andragogy
-

5% Lecture
10% Reading
20% —————> Audio-Visual
oy —> Demonstration

o — A

e —>

90% -




ConfHict Resolution

Talk

4

4

Resolvel

Y

Listen

Assumptions about Lear'nina +o Work
with Those Who Challenae Us

There is no simple, foolproof
way to work with eople when
+hey Preserﬁ a cha Ienﬁe to us;
humans are more comp|ex than
al the theories of human
developmerﬂ'

Although conflict is not
acceptable in some cultures,
change cannot occur without
some conflict

We iden’ri{:y eople as being
difFicult because such pecple
block us From what we want

4.

G.

7.

Labeling a behavior as difFicult
helps u3 identify and choose
strategies; it is not useful for
Iouilcling long-term relationships

Per«;onali+y strengths con be
masked by challefging behaviors

Learning to work with people who
PreeenJr a chdllenge to us is an
oppor’runi’ry to learn about
ourselves

The onl\/ erson | can change is
myself; by changing my behavior, |
can change how” other's deal with
me




Behavior Motivation

Task

Anal¥zer

V, Vi

Goal: Accur'acy

The need to get it right

Ruler

LILIX

Goal: Control

The need to get it done

Passive A%re«;«;ive
Relator Entertainer
V.V, VI X,

Gooal- Approval
The need to get along

Gooal- APPreciaﬁon

The need for recognition & attention

People

WHAT CAN WE 0O ABOUT
THIS LEADERSHIP COURSE?P

1 DON'T KNOW WHAT
00 YOU THINK?

ISN'T THERE ANYONE
WE COULD ASK?

-.". =
i ?
Do/

In Coping with Difficutt People




Type I

. This person is abr'uP+, in+imida+in@ ond
overwhelminﬂ.

- He/she is arbitrary ond often arrogant in
tone.

- When criticizing something you have said
or done, he/she seems to attack not just
the particular behavior, but you, and does
it in an accusihﬂ way.

Type Z

This person uses innuendos,
sotto voce remarks, not too
subtle digs, r\or\—Playﬁul teasing,
ond the like.




Type 3

This person uses Pr'equenJr
verbal attacks.

Type 4-

This person stalls major'
decisions until the decision is
made for him/her.

~ The person is inclined to
postpone decisions that might
create conflict.




Type 5

This person self righteously blames
ond accuses.

- This person Finds fault with amost
ever‘yﬂ-ﬂnﬂ.

- When Poinﬂna out real Pr'olalemc;, it is
done in a manner that causes others
to placate or to be defensive.

Type G

This person responds to
every question you miaanr have
or every plea For help you
maoke with a "‘/ep,“ "Nope," or
with a 6run+.




Type 7

This person is adways reasonable,
sincere, ond suppor-tive in your
presence. However, he/she doesn't
produce what he/she says or
acts corHrrary to the way the
person has led you to exPec+.

Type B

This person is bound to object
to any Pr'ojech with ‘it won't
work' or ‘it's impossible.“




Type 9

This person may be a know it all
expert who believes that he/she
knows everything that there is to
know about anything worth
Knowinﬁ.

- This person may be condec;cendin@

imposing, pompous, and may mak.e
you Feel infFerior.

Questions to Ask. Yourselr When

Dealing with Peop\e Poeina a Challenge

SN NI B

to Us
What is it worth to me to get involved?
Am | clear about my aoal?
How is this an opportunity For me?
How Hexible am | wiling to be?
What's really going on here?
Do | think | can make progress?

Am | prepared for setbacks?
Others?




Five Steps for Getting Past NO

I Dont React

"Speak when you are angry, and you maoke the best speech you wil
ever regr‘ef Ambrose Bierce

0. Disarm Them

'One must know how to sail with a contrary wind and to tack unti
ohe meets a wind in the right direction. Fdrtune DeFelice

3. Dont RejechReFrame
‘Craf+ against vice | wil aPPIy." Wiliam Shakespeare

4 Buid Them A Golden Bri
"Build your aclversary a ﬁolclen briclge to retreat across' Ssun Tau

A\

Make 1 Hard to Say No
‘The best general is the one who never Piﬁlﬁs." Suh Tao

Don't React

[ Know your hot buttons..avoid hitting them

1 Buy time to think.pause and gother your
thoughts before making a decision or
+aking a position




Disarm Them | ﬂ,?}_}

1. LISTEN
‘ 2. Restate MEANING in your wor
3. CONFIRM understanding

Listen ac+ivelyma9k questions,
ond paraphrase

Acknowleclge their point.agree whenever you can

Acknowledge the person.show respect and avoid
hostile bar'gaining

Express your views without Pr'ovok‘ ; hot to
use the vzlor'd ‘but! -ty

Don't Rejec-l-..KePrame

[ Ask For their advice-Few can resist opening up

[0 Ask Pr'olalem—solvina questions.such as "wh\/ not this?"
or "what i£?"

[ Deflect attacks. focus on the problem, and the
person is not the Problem

[ Expose tricks.ask for clarification, make reasonable
requests

[] Nego+ia+e the rules of the ﬂame...call the person on
his/her behavior




Build Them a Golden Br'idge

[0 Involve the other side.don't sell your ideas but
engage them in joint Problemsolvhg

] $a+|sF-y unmet interests_ask what is important to
them

0 Help them save Face.'do unto others..'

0 Don't rush.especidlly at the end, this could unravel
the deal
Make i Hard to Say NO

[ Let them know the consequences.. don't be threatening

or aggressive but redlistic and sincere
Discuss alternatives to resolution.diffuse their reaction

Forage a lasti reement..coercion or misunderstandi
il il whi"lﬂy‘?.?, thought was done E

Aim for mutual satisFaction, not victory.seek what you
need and not hecessarily what you want




How Do You Deal with
Conlict?

Try this Adult Personal
Conflict Style Inventory:

|n++P:/ /icresolutioncom/
how—do—you—dea\—wi+h—conPIic+/

»

The ginni Educator:

has difs iculty With classr-oom management, dllows students to break school rules.

Feels fru;h*ai-ed with the lack of respect Lrom students, coleagues, and/or from
parents.

lessons are not well planned or executed.
is hot motivated and has a poor work ethic.
aossips and puts down colleague, and/or in generadl, lacks social skills.
resses inappropriately Lor work.
lacks content Knowledﬁe and is 9+rua \ina to learn the content_himself/herself.

AOEE not believe in ditferentiation and feels that teaching to the middle is
sut+icient.

receives ho suPPor+ From team or management.

wants to read a controversial book with her students.

has no patience when working with students with special needs.

ag;iﬁns too much homework.

i ignoring the district curriculum, and teaching what he/she considers to be fun.
does not set appropriate boundaries with his/her students and/or colleagues.

Fails to keep appropriate records of grades, is unprepared to report gr‘ade«;,

is disor‘ganized, jonitors have started to comploin obout the mess in the classroom
takes all challenges to heart, is uhable to separate work From personal
Ilﬁe/feellngs.

is over confident and is reluctant to make any improvements.



http://icresolution.com/how-do-you-deal-with-conflict/
http://icresolution.com/how-do-you-deal-with-conflict/
http://icresolution.com/how-do-you-deal-with-conflict/
http://icresolution.com/how-do-you-deal-with-conflict/

Keaular Mentor Mee+in39

Recommended Materidls:

1 Maine’s Initial Teacher Certification Standards

(1 Curriculum Standards
J Mee{'hg Loa

—~ -
AN /)
1 Loecal Certification Documents !ﬂ ﬂ

T School/District Handbook

[] Bloom's Taxonomy/DOK/Marzano‘s Hier‘archy, ete.
"1 Cdlendars and Planners

1 Current Team/Department/Content Area Work.

Regular contact meeting (weekly is recommended, more often when necessary)
Model professionalism

Focus on one standard per meeting

Use your communication, listening/questioning skils
Check. emotions/headlth of mentee
Use contact logs to review and plan
Allow For limited "venting'

Move the meeting to a higher level (Focus on standards)
Avoid personal stories and biases

Share professional readings/inFormation

Have closure.review of progress and date of next meeting
Provide hope, perspective, and encouragement

Document your meeﬁne




Bloom’s Taxonomy (Revised)

S e Can the student create a new assemble, construct, create, design,
Creating product or point of view? develop, formulate, write

Can the student justify a stand j appraise, argue, defend, judge, select,

or decision? support, value, evaluate

. s < appraise, compare, contrast, criticize,
. et C:n;:e Stl;d;fzt dl:tm?_t”ih differentiate, discriminate, distinguish,
Analyf_mg Ehween TENEPANGs: examine, experiment, guestion, test

Y = < choose, demonstrate, dramatize,
Abol ) Canthe s_tudent usemiormatlon emplay, illustrate, interpret, operate,
pPpRIyIng I W2 schedule, sketch, solve, use, write

Can the student explain ideas or _damf"' flestng, dlscu?s’ explain,
5 identify, locate, recognize, report,
concepts? select, translate, paraphrase

I Remembering] § / Can the student recall or define, duplicate, list, memorize, recall,
. [ remember the information? repeat, state

The Four 'T's

Manaae Time
Toke Time ‘ V

Be on Time

Trust the People, trust the process,
trust the chaos, and +rust yourselﬁ.




Mentor Training Day 3 Exit Ticket

Mentor Training Exit Ticket

What is something you understand better as
aresult of today’s training?

What is one question you still have about
the content of today’s training OR one
suggestion you have to improve future

sessions?

-~

/
e e
9\
¥
What is one idea you have about how to
incorporate content from today’s training

into your classroom/school/mentoring
experiences?




