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» Notes to Myself:
S
Questions | Still Have: 2

How | Can Find Some Answers:
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facilitating group dynamic:

Providing a safe structure for all participants
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Examine Your Site:
What 6s your se
(classroom, sanctuary, youth
lounge, etc.)

What are your programmatic/academic goals and ob-
jectives?

What are your behavioral goals and objectives?

What natural barriers have to be overcome? Or worked
with?

Consult an Architect
What is the organizati
proach to structure?

Do you understand your Director 6c¢
yours similar?

Do you have a colleague or mentor you can bounce
ideas around with?

What professional development opportunities are avail-
able to help you learn more about structure?
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Close the Deal

What is the #fAfine prin
plan? Does the group clearly

understand it?

Is there a readily available written copy of the plan to
use in reminding them of the agreement?

How will you sweeten the pot?

Are there opportunities to renegotiate the terms of the
agreement?

Give Them the Keys

What steps can you encourage your group
to take to assume responsibility for the
groupds operations?

How will you judge whether theyodl

How will you provide appropriate feedback?

How will you intervene, if it becomes necessary?
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Add the Roof

What did you overlook?

~ Draw Up Plans
How often will you meet this
year?
Are there any special events
that will occur during
time? How frequently?

Does it all fit together?

Is there an inherent order or suggested sequence of
Wi | | your structure withstand t he activities that wildl help you pl
Asurprises?o

Remember to schedule time for

Settling in Transition time
Review your goals and objectivesd does the fipitcho Beginning work Cleanup time
the roof fit them? Getting materials out Bathroom breaks
Eating Dismissal

Once your planisdrawnup & POST IT

Market the Plan - '
What are the selling points of your struc- Subcontract if Needed o
What are your strengths?
o0

tured in kidspeak?

What will ithe buyerd&8whasee as di ¢

work-arounds can you propose? Where do you need help?

Does your Director buy in? . N
4 y Who in your organization can help?

How will you communicate this structure to the par-

entsd and also get their buy-in? . o
g y Who outside your organization can help?
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1 Build a Foundation

What are your core beliefs
= about children?

What do you like about this age group?

What is a challenge for you in working with this age?

How do
your group?

you know when youdre being

Frame the Structure
What Jewish values guide your
practice?

How can those values be inte-
grated into your work?

How will you introduce these values to your group?

If values compete, how will you decide which will take
precedence?

Modify the Plan

What is looking like it might not
work?

What are the consequences of it not working?

Brainstorm solutionsd by yourself, with your col-
leagues, director AND with your group

Consider alternatives and probable outcomes

Try fAsomething newo

then reassess!

Use Scaffolding
Explore fAwhat
venues your group is involved
in.

Are those strategies you can see yourself using?

If you use them, what might be some consequences?

Will using prior experiences make things easierd or
more complicated?

Band a
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