Chapter 3a

Chapter 3a

Introducing clients to the FIRO-B®
instrument and giving feedback

Learning goals

This chapter deals with the practical issues that need to be taken into account when
introducing the FIRO-B® instrument to clients and providing feedback. By the end of this
chapter, you should:

> Gain an understanding of the FIRO-B instrument

> Gain an overview of the feedback structure to use with the FIRO-B instrument, both
in one-to-one feedback sessions and group feedback

> Begin to understand and practise the steps in interpreting a FIRO-B profile

> Develop your own resources for FIRO-B feedback.
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Giving FIRO-B feedback to clients

It is best practice to provide feedback to clients whether you are using the instrument in
an assessment or development setting.

Note: FIRO-B and FIRO Business are separate instruments using different comparison
groups. FIRO Business uses an international norm group while FIRO-B uses a European
norm group based on UK respondents. Note that comparing the results from the two
instruments will produce different results because each references a different comparison
group. More information about the construction of the two instruments can be found in
Chapter 5.

FIRO-B feedback can be given in either a one-to-one or group context. In either situation,
the following pages provide a useful format to follow, although some sections within the
feedback structure will benefit from a one-to-one discussion to allow the client to fully
explore their profile.

Suggested feedback structure

As you use the FIRO-B instrument, you will develop your own style of giving feedback. This
will largely develop as your confidence and experience of providing feedback increase.
Nonetheless, within your feedback structure there are certain key points that are
important to include.

To help get the most value out of FIRO-B feedback sessions, we recommend using the
FIRO-B Feedback Workbook. This is a useful resource for both one-to-one and group
feedback sessions. It provides a useful, tried and tested process and structure to
complement the approach outlined in this User’s Guide, and to use with the (one-to-one)
FIRO Feedback Cards. The FIRO Feedback Cards have one side dedicated to FIRO-B and the
reverse side dedicated to FIRO Business, so they can be used for both instruments.
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During your FIRO workshop, you received a
set of cards to support you in giving one-
to-one feedback. There are a number of
cards that you can show your respondent
to help outline important points during

the introduction and the feedback session.
In a group session, it is useful to bear the
content of these cards in mind. There is a set
of PowerPoint slides available to download
from the OPP website www.opp.com which
will be most helpful when facilitating a
group feedback session. These slides vary

Chapter 3a
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somewhat from the one-to-one feedback below, but broadly follow the same process.

You will have the opportunity to experience both one-to-one and group feedback
scenarios during your workshop which will support you to develop your own approach to

providing feedback.

When conducting any feedback session, it is necessary to ensure there is adequate

space available. Many FIRO practitioners choose to use the resources available to ensure
content is thoroughly covered and the session delivered to the highest standard. Ensuring
the client has all the resources they need, such as a FIRO workbook and other appropriate
materials, will ensure the smooth running of the feedback session.

35



FIRO® Foundation Programme User’s Guide

Contracting

When using the FIRO-B instrument with a client, you should first establish why the
guestionnaire is being used and how it will be applied. Whether using the questionnaire
with an individual or a group, it is important to establish a purpose or current issue for
which the FIRO-B instrument will be used; this needs to be confirmed from the outset.
There are some aspects of the contracting and purpose of the session that need to

be clear when using the FIRO-B instrument for assessment — see Chapter 6 for more
information about the specific contracting and best practice to apply when using the
guestionnaire for assessment.

As part of the contracting process, it is essential to ensure that the FIRO-B instrument
will be used ethically. When giving feedback, make sure that you revisit these issues as
a reminder to the client to allow them to raise any questions they may have with the
process.

The purpose of contracting
is to establish a rapport
between you and the client,
put the individual at ease,
clarify expectations and
explain the nature of the
FIRO-B session.

Contracting

¢

firob

¢ Ask about the experience of completing the
questionnaire

¢ Ensure that the questionnaire was completed
voluntarily

¢ Discuss confidentiality and agree the boundaries of
discussion

e Explain process, structure and timings

¢ Emphasise there are no good or bad profiles
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>  Ask about the experience of completing the questionnaire.

> Ensure that the client completed the FIRO-B questionnaire voluntarily and explore
how they found this process. Ask whether they have had any previous experience of
completing personality questionnaires. This will inform you about their attitude to
completing the questionnaire or their mood at the time of completion.

> Discuss the limits of confidentiality and agree the boundaries of the discussion
such as how this information will be recorded; explore who the information will be
shared with.

>  Explain the process, structure and timings of the feedback session

> Emphasise there are no good or bad profiles, and that the FIRO-B instrument is a
questionnaire, not a test.

> Be aware of your own skills and limitations when using the FIRO-B instrument. It is
your responsibility to set the boundaries and to stay within those boundaries during
the feedback session and your overall use of the instrument.

> When preparing for the feedback, as with all personality questionnaires, you
should interpret an individual’s profile with reference to any other information
that you know about the individual, and to the context and purpose of using the
questionnaire.

Other ethical issues and best practice are covered in more detail in Chapters 1 and 6.

Purpose

It is important to establish a purpose for the feedback session; this is also a way of
encouraging involvement and participation from the respondent. You can use the
following points to help the client explore what they want from the feedback session:

> Completing the FIRO-B questionnaire and receiving feedback can be one way of
increasing self-awareness.

> The FIRO-B instrument can help people to learn about themselves and their
interpersonal needs, which can in turn help them to understand their interpersonal
style.
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The FIRO-B instrument has many specific applications. Some that are relevant to the
workplace include:

> Improving working relationships
> Developing your leadership style
> Team development

> Understanding conflict

> Coaching and counselling

> Assessment for selection.

Make sure you outline the structure of the feedback session and approximate timings
for the feedback. Explain that the feedback is a two-way discussion and the purpose is
to explore the results of the FIRO-B profile and clarify what these mean for the client
through their own behavioural examples.
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Introducing

Background and overview

The second section of the feedback introduces the client to the FIRO-B instrument by
providing a brief overview
of the constructs measured Surfage 0
) ) behaviours firob
by the questionnaire and
the scoring system. It is
worthwhile explaining to
your client what ‘FIRO’
stands for (Fundamental
Interpersonal Relations
Orientation), and that the
feedback will be focusing
on the behaviours relating
to the three need areas.
The following provides an
overview of things to cover.

¢ Fundamental
e Interpersonal
e Relations

¢ Orientation

e Behaviour

Interpersonal needs

Schutz stated that “people need people” in his book FIRO: A Three-Dimensional Theory of
Interpersonal Behaviour. But what does this really mean?

The definition of interpersonal behaviour includes any interaction that occurs between
people. Interpersonal behaviours in relation to the FIRO instrument look at how you
typically behave with other people and how you hope they will act towards you.

We all have different degrees of interpersonal need, and there is no right or wrong
amount. Human beings are social animals, who need other people just like we need
water, food or shelter; people need people in different amounts and different ways. The
FIRO-B instrument helps us to identify our level or type of needs.

It can help to ask your client “How do you generally find your interpersonal relationships?” or
“How do you generally get on with people?”

Every individual has a unique ‘set point” or amount of needs. In the same way that

you can over- or under-water a plant, you can have too much or too little interaction
with others. The key aspect in Schutz’s model of interpersonal needs is self-awareness:
you should use the FIRO-B instrument to raise an individual’s awareness of their own
interpersonal needs. This leads to greater choice, and opportunities to develop new
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strategies for greater effectiveness and/or satisfaction.

Introducing the background to the FIRO-B instrument should also take place in the

introduction part of the feedback.

When introducing the FIRO-B instrument, it is helpful to say something about its origins
and how it was developed. When deciding what to include, think about the nature of the
audience and how much background information they will need to hear. The following
outlines the information that is useful to include.

> The questionnaire was developed by Will Schutz. His work was based on an
extensive literature review for his PhD thesis that culminated with identifying
three need areas, which fell in line with the three major psychoanalytic schools of
thought. These are well represented by Jung, with his focus on Extraversion and
Introversion, Adler’s focus on power and Freud’s focus on intimacy.

> The model was developed by Schutz researching teamwork for the US Navy. He
found ways to predict how much conflict there would be in a team based on the

interpersonal needs of team members.

> Based on the idea that “people need people”, Schutz identified three basic ways
which show that we

all have interpersonal  [ilil®
background

needs in the areas

of Inclusion, Control
and Affection. Schutz
understood these
interpersonal needs
to be as basic as the
need for food, shelter
or water. Each of us
has a certain amount
of contact that we
need, and this differs
between people.

> The FIRO-B
questionnaire
continues to be refined and updated.

¢

¢ The FIRO framework was developed by Will Schutz
after an extensive literature survey and research on
high-performance US military teams

* Three interpersonal need areas were identified. In the
FIRO-B framework, these are called...
Inclusion
Control
Affection

* These needs are as basic as food, shelter and water

e Each person has a unique ‘set point’ at which their
needs are satisfied

Further information about the theory and development of the FIRO-B questionnaire and
data on the different language versions can be found in Chapter 2, and in the FIRO-B
European Data Supplement (2nd edition, June 2016, OPP Ltd — see www.opp.com)

respectively.
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Scoring

Scoring: Introducing frequency and selectivity
The raw scores on the FIRO-B instrument range from 0-9 in each need area. This score

incorporates two different concepts: frequency and selectivity.

>  Frequency looks at how often the behaviour is shown or wanted.

>  Selectivity looks at how many people the behaviour will be shown to or wanted
from.

The scores are grouped into high, medium and low scores:

Table 3a.1: FIRO-B score ranges

High scores suggest that behaviour is shown frequently and the person is unlikely to be
selective about who they show that behaviour to. Low scores suggest the behaviour is not
shown frequently and the person is likely to be highly selective about who they show it to.
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Medium scores suggest that a person’s behaviour will be dependent either on the people

they are with or the situation they are in.
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0-2

Low

3-6

Medium

Low frequency
(rarely showing the
behaviour)

High selectivity
(certain people only)

High frequency
(often showing the
behaviour) but High
selectivity (certain
people only)

OR

Low frequency

(rarely showing the
behaviour) but Low
selectivity (anyone will do)

High frequency
(often showing the
behaviour)

Low selectivity
(anyone will do)

Only one musician
is playing (high
selectivity) and they
are only playing one

note (low frequency).

Either one musician
(high selectivity) is
playing many notes
(high frequency)

OR

many musicians

(low selectivity) are
playing few notes (low
frequency)

OR

a medium number of
musicians (medium
selectivity) are playing
some notes (medium
frequency)

There are many
musicians (low
selectivity) and each
musician is playing
lots of music (high
frequency)
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When giving FIRO-B feedback, it is useful to go through a process of asking the client

to predict their scores on the FIRO-B profile. This can help to raise their awareness of
the three interpersonal need areas and to check their understanding. This prediction
component is not essential to the feedback process, but many FIRO-B practitioners have
found it to be beneficial to the client. For this reason it is included in the suggested
feedback structure.

When asking clients to predict their scores, it is useful to present them with a matrix so
they can start to see how their profile builds during the feedback session. Cards with a
purple strip are designated for placement in front of clients to act as visuals. Beginning
with the scoring card, FIRO practitioners use the cards to build a visual journey of
discovering FIRO profiles. Additionally the cards act as a reminder of how to interpret the
scores. The scoring card is placed in the top left corner of the matrix and the other cards
are built up around this. As the feedback progresses, practitioners build up the matrix
using the other cards. An example feedback matrix is provided on card 53.

Template
layout for
cards

Inclusion Control Affection

Expressed Expressed Expressed Expressed Total
behaviours | Inclusion Control Affection Expressed

Wanted Wanted Wanted Wanted
behaviours | Inclusion Control Affection

Total Overall
Inclusion
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The following grid represents an example that can be used; two sample copies of this
matrix are included at the end of this chapter.

Total

Table 3a.2: FIRO-B scoring matrix
Expressed Expressed

behaviours

Total
w
Wanted Sated
behaviours
Total Total
Control Affection

At this stage in the feedback it is useful to provide a brief overview of the three
interpersonal need areas before going on to explore them in more depth later in the

Total

Inclusion

Interpersonal needs

feedback. Using the cards (see opposite page), the feedback matrix continues to be built
up.

Inclusion — everyone is wearing matching hats and jackets to indicate their belonging to
the group. The hats are similar to football fans choosing to a wear club scarf as a symbol
of their belonging to a group of supporters.

Control —the conductor is needed to give the choir direction, keep time and ensure the
performance runs smoothly. It is important that structure and hierarchy is maintained.
Without the conductor, a different performance or recital might be given instead.

Affection — the musicians have a closeness reflected in their connection and deep

understanding. They know each other well on a personal level and share mutual
harmonies.
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Discovering

Expressed and Wanted behaviours

Once you have explained the nature of the three need areas of Inclusion, Control and
Affection, go on to elaborate that each one is further split into the areas of Expressed
and Wanted behaviours. For each area we have a certain amount that we demonstrate to
others and a certain amount we want back.
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Expressed behaviours are displayed outwards, and Wanted behaviours are less visible.

Expressed
behaviours

})\‘n

4
/(J/

by et

S - .
3

« How much you demonstrate the behaviour

 Active: seen by others

* Initiated towards others by words or actions

firob

Expressed
behaviours

Wanted
behaviours

Wanted
behaviours

« How much you want to receive the behaviour from

* Internal expectations (less visible)

« Other people often make assumptions about what you

o

firob

others

want from them based on your expressed behaviours
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Exploring the individual need areas

This section of the feedback should become the main body of the feedback session, as
you move on to explore each of the three individual need areas in turn. The following

structure is recommended to explore each of the three need areas although there are
certain elements that are optional depending on feedback context and time available for
the session. The recommended process for the main body of the session is completed for
Inclusion and then repeated through the remaining need areas — Control and Affection.

Inclusion

The need for association with groups of people

O

irob

Low
Self-reliant
Solitude
Detachment
Independence
Individualistic
Separate
Peripheral

Distinct

High
Belonging
Participation
Networking
Association
Involved
Acceptance
Affiliation

Membership

The extent to which | make efforts t
and involve others in my activities.

o
firob

o include

Wanted
Inclusion

me in their activities

The extent to which | want others to include

48

e Describe the need area in depth

e Provide behavioural examples of low

and high scores for both Expressed and
Wanted scores (card 14)

Ask the client to pick out a few
words from the Inclusion cards

and explore what does and does not
resonate* (card 8)

Ask open questions to explore the
Expressed need area (card 14)

Ask open questions to explore the
Wanted need area (card 16)

Ask the client to predict their scores
Return actual scores

Explore behavioural examples of actual
scores (see card 17 on next page)

Ask in-depth questions to explore
combined Expressed and Wanted scores

Relate to the client’s objective
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Inclusion

High Expressed

Medium Expressed

Low Expressed

Low Wanted

Medium Wanted

High Wanted

* Seen by others as being
outgoing and sociable

o Likely to have deep need for
privacy

* May be invited or included
more than wanted due to
outgoing approach

Questions:

How do you manage too
much inclusion or too many
invitations?

How do you use your social
skills to maintain your
independence?

Do you find it difficult to say
'no’ to invitations?

* Enjoys hosting events or
group activities but also
needs periods of solitude

e Uses interaction to build
contacts and gain recognition

 Involves other people

Questions:

How do you achieve the
balance between time alone
and time with others?

Do you receive more invites
than you actually want - if so,
how do you manage this?

How do you communicate your
need for some privacy?

e Active in group discussions
and networking

¢ May be frustrated working
alone or being less involved

e Searches for collaboration

Questions:

How do you feel about working
alone for long periods of time?
How do you deal with people
who prefer time alone to social
activity?

How do you balance your
activities to avoid exhaustion

Low Wanted

Medium Wanted

High Wanted

* Uses good social skills to
form associations

¢ Outgoing ways could be
misleading to others

¢ May dislike business-related
social activities

Questions:

Do you get enough private
time?

How do you avoid giving mixed
messages to others about the
amount of involvement you
would like?

How do you manage demands
from others for your time and
attention?

¢ Enjoys a balance of being
alone and with others

 The need for interactions
may vary from one group to
another

e May require clarity about
needs for a mix of private
time and group time

Questions:

How do you manage the
balance between group and
private time?

In which situations do you enjoy
interaction and when do you
prefer privacy?

In which groups do you like to
get recognition?

e Likes to participate in group
activities

* May want more contact than
outwardly shown

¢ Sensitive to possible signs of
rejection

Questions:

How do you encourage others
to invite and include you in
their activities?

In which situations do you take
the initiative with others?

How do you respond when
people leave you out?

Low Wanted

Medium Wanted

High Wanted

* May come across as shy or
independent

¢ May not enjoy mixing with
others frequently at work

¢ May prefer a private working
environment

Questions:

How do you experience and
manage large amounts of
contact with others both in and
out of work?

How do you get the privacy you
need?

How do you manage your
interaction with others?

o Likely to be realistic about
the amount of recognition
sought

* May come across as
independent or uninterested

o Prefers a work environment
where it does not take effort
to be included.

Questions:

How do you show others your
need for being included?
How do you respond in work
environments where you are
expected to work alone?

How do you find and join
groups of people sharing
common interests?

¢ May be sensitive to rejection
by others

 Enjoys working environments
that involve contact and
attention without having to
make the moves themselves

¢ Tends to say 'yes' when asked
to get involved

Questions:

Khen do you feel comfortable
making the first move or
initiating contact?

How do you encourage others
to inviteRinclude you?

How do you react if you are
ignored or overlooked?
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Describe the need area in depth

Begin by describing the need area in depth to the client. You may choose to use the
behavioural examples on FIRO-B Feedback Cards to do this.

50

Expressed )

Inclusion firob

The extent to which | make efforts to include
and involve others in my activities.
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The table below provides a list of the behavioural examples found on the
FIRO-B Feedback Cards for reference.

Table 3a.3: Behavioural examples of Inclusion, Control and Affection

Provide behavioural examples of low and high scores for both Expressed and Wanted
scores

When providing behavioural examples of low and high scores, remember to include these
for both Expressed and Wanted behaviours. The following illustrations may be useful as
they allow you to present these images as stories, and you can engage your client in a
discussion about the various needs of the people in the image.

The images help to illustrate the different expressions of behaviour associated with FIRO
profiles.
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Expressed Inclusion

\_

Low: The musician is giving a hat to one other musician to indicate their membership of
the band. The remaining musicians have not been invited, indicating the exclusivity of the

group.

J

\_

High: The musician is giving a hat to many other musicians, indicating their membership
of the band. Because of the numerous invitations given the group is open to many new
members.

J




Wanted Inclusion

_ J
Low: The musician does not belong to the band and is happy making music on their own.
Their decision to remain independent indicates their low need for Inclusion.

High: A new member has been invited to join the band. Their obvious enjoyment of this
invitation reflects their desire to be included.
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Expressed Control
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Low: The conductor has taken a laissez faire role and chosen not to conduct the
orchestra. This has allowed the other musicians to proceed independently.

_ J

High: The conductor is taking a more assertive approach to conducting and is concerned
with taking responsibility for the performance.
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Wanted Control

4 N

Low: The musician has chosen to take an autonomous role by choosing not to follow the
conductor or music score. The musician is instead improvising his own music.

\_ %
High: The musician is waiting for the conductor to begin giving directions and will adhere
closely to the guidance received.
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Expressed Affection

a N

/) J
oY X
N 4
\_ J

Low: Although there is a backing group available, the singer is not inviting them to
harmonise, instead preferring to remain self-contained and distant.

-

\_ J
High: A duet is being sung. The singers are close and sharing appreciation during the
performance.
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Wanted Affection

a N

\_ J

Low: Although the fans desire a close personal connection with the singer, he prefers to
remain selective and distant in his relationships.

\
el
O ﬁ -~
— S ~)
vid (P2

/’@\
— \

o

J

High: The singer is enjoying close and personal contact with his fans and is welcoming the

opportunity to get to know each individual.

57



FIRO® Foundation Programme User’s Guide

Ask open questions to explore the need area

The FIRO cards provide examples of questions you could use to explore the need area
with your client.

Expressed Questions

|nc|usion How much do you like to include and involve others in what
you do?

E(Q

Do you prefer to work alone or to invite others to work with you?

How do you feel about networking?

¢ Introducing people and taking the initiative to find out
about others

¢ Talking and joking with people

e Opting for group/team approaches to tasks rather than
doing things alone

e Opting to work with others rather than alone

e Opting to work on projects alone rather than with others
e Preferring written to face-to-face communication
e Keeping a low profile at work and socially

e Controlling the amount of contact with others

Begin by asking general open questions around the need area, and then explore
Expressed and Wanted behaviours with your client.

Ask the client to predict their scores

Having explored the need area with your client, you could if you wish ask them to predict
their scores in terms of whether they have a low (L), medium (M) or high (H) score

for each of the Expressed and Wanted behaviours. Remember that this is an optional
technique to explore the FIRO-B profile with your client, and that their actual scores are
those that are provided from the output of the self-report questionnaire.

It can be helpful for respondents to then compare their predictions with how they actually

answered the questionnaire. This can highlight how they see themselves and provides
information for further discussion.
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Return actual scores

When it comes to revealing the score, provide your client with their scores for both
Expressed and Wanted within the need area that you are looking at. You may also find it
useful to highlight whether these fall into the low (L), medium (M) or high (H) brackets.
The feedback session will now move on to exploring their actual scores with reference to
the earlier discussion around the need area, and their behavioural examples and answers
to your questions.

Below is an example of a FIRO-B scoring matrix that has been used in a feedback session
for Inclusion and Control. This example demonstrates the matrix at the point of revealing
the Control scores before the feedback session moved on to look at Affection.

Inclusion Control Affection

Predicted/actual score Predicted/actual score Predicted/actual score

Expressed
behaviours 5 (M) 6 (M)

Wanted
behaviours
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Explore scores and predictions

The FIRO Feedback Cards can be used to further
explore score combinations within a need area

by providing characteristics and open questions,
and to help clarify what the scores actually mean S || || e

Inclusion

Low Wanted Medium Wanted High Wanted

for the respondent.

High Expressed

At the end of each need area you will have
described the area in depth by providing
behavioural examples and characteristics. You
will have allowed your client an opportunity to
explore the need area and consider their own _towiemed | MedmWomed | Mahened
scores for both Expressed and Wanted. Having ‘ :
followed this process for Inclusion, Control and
Affection you can then move on to pull the
profile together and look at links across the
profile and how the scores may work together
across the need areas.

Medium Expressed

Low Wanted Medium Wanted High Wanted

This feedback structure works particularly well R | e || e
when providing feedback in a one-to-one setting. : ) . ‘
You may decide to alter the format slightly if
providing group feedback. You can do this by
introducing the three need areas and following

the same structure up to the point of asking the

group to predict their own scores for each need

area, before moving on to return questionnaire
results all at once. There are PowerPoint slides available to download from the FIRO
knowledge bank on www.opp.com.

By the end of exploring the three need areas, the feedback card matrix will gradually be
building up.

Expressed

behaviours

Wanted
behaviours
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Exploring the whole profile

Once you have revealed all the respondent’s scores you can start to explore the whole
profile and explore links and connections between the scores. This is also an opportunity
to further build on the purpose and context of the feedback session as agreed in the
introduction.

The client’s understanding of their scores is greatly enhanced by an opportunity to read
Introduction to the FIRO-B Instrument, as it provides further contextual information
about the groupings of scores.

I
INTRODUCTION TO PART 2

INTERPRETING THE SCORES ON YOUR FIRO-B®

the FIRO-B*

INSTRUMENT

THE TOTAL
W NEED SCORE

Table 1: Interpreting your Total Need score

ATotal Need | Is regarded as: And may mean that:
score of:

p life
i ahs ol aocs f s, ool A s o el o b o of Possible Chal
s,

s o

= Motion-ton

EXY ofur-High

EXY b

Judith A. Waterman and Jenny Rogers

© Copyright CPP, Inc. Reproduced with kind permission.

The following steps are useful in exploring the whole profile:

> Discuss the total need scores and the overall need score
> Consider the difference between the Wanted and Expressed scores
> Look at potential links between scores

> Discuss learning and next steps
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The FIRO Reports (shown below) can help you in making these interpretations.

ns A SAMPLE | Page 4

INTERPRETATION OF YOUR FIRO-B° RESULTS

o e i
Your individual needs _‘_ o o

Each of the six individual needs can be defined by statements about charactrisec behaviours, a shown
in the table below. Your result for the six individual needs are estimates of how much each of the Your Total Needs
interpersonal dimensionsis characteristic of you.

Your Total Need results reflect the overall strength of each need, or how much you seek to satisfy each of

Characteristic behaviour Your results What your results indicate these needs in interpersonal situations.

Fxpressed Inclusion Lol s inm Your resitof 6 suggests hat youil “The need with che highest score is the one you feel most comfortable pursuing, You will probably return
pusekghiin divmpdnadin SRN I ) e e itemine b o again and again to situations that offer opportunities for you to satisfy this need. This need i also the
Goups, ond o be wih shersos much | G wo. o | vithwhom you'l be hoving a lorof one you areleat wiling t sacrifice, Your rsult show that your greatet Toral Need i for Control.

as possible. contact at work.

“Ths suggests that in a new scuation you are likely 10 focus on understanding che order and structure

Wanted Inclusion [wi] Your result of 2 suggests that you will of the organisation or of the situa fou will want to know who is in charge, how decisions are made,
| want oter people o include me in [0 () [ ool disagree i esesotemens rules and policcs, and the priorites ofthe various tasks. Once you are comfortable in the Control arca,
their acfvites and fo invte me fo belong. nd prefer fo keep alow profe. fies < . ! ‘

on e you may then concentrate on satisfying or expressing your nceds for Inclusion and Affection.

I enjoy it when others nofice me.

Expressed Control [eC] Your result of 6 suggests that you will “The need with the lowest score is the one you are most willing to give up; over time, you may drifc away
1ry o exert control an someimes agree wih hese siofements; from situations that provide opportunities for you to fulfil this need. Because Affection s your lowest
Hings ey argoriang hings ou are comlortable providing siructure priority, you won't be very concerned about establishing close relationships with others or building loyalty
directing olhers. ‘ond direction in those situations where t unil your needs for Inclusion and Control are satisfed.

il
‘|
5[3

is sensible
Wanted Control [wC] Your result of 8 mgst that you will
1 feel most comfortable working in usually agree with these statements, and
well-defined situions |ty to get are most comfortable respecting the
o cleor idea of expectofions ond n W wes | outhority of oters and maintaining the
need dlear instnuctions. structure provided fo you.
Expressed Affection [eA] Your result of 2 swagess bt that you will
I make on effort o ge close o people. usually disogree wi tolements,

1 am comfortable expressing personal and are coutious about hew much

@
i
i

feelings and 1 Iry fo be supporfive support and closeness you show others.
of others.
Wanted Affection [wA] Your result of 2 xuﬁnﬁs that yuu w-II
Iwont others fo oct warmly fowords m uwc"y disogroe wil
T enfoy twhen pecple hore ther fedings d may keep a disor
with me and when they encourage my W= w0 | e people want to e meond
efforts. supportive.
F\rob I I Ro B Prof[ |e
Prepared for A SAMPLE 20 November 2015
The FIRO-B® instrument identifies how you behave towards others and how you want them to behave .
towards you. Your FIRO-B assessment can help you to increase your understanding of yourself in a number FIRO-B* Profile A SAMPLE
of important areas, including how you handle interpersonal situations and your own social needs, how
others perceive you and how you see them.
-B®
The FIRO-B instrument provides i o on th areas of i needs: Your FIRO-B® Results
Below are your scores for both expressed and wanted arcas of Inclusion, Control and Affection, along with the
INCLUSION CONTROL AFFECTION total scores for cach arca.
refers fo recognition, refers fo influence, leadership, refers fo closeness, wormih,
longing, participation, responsibility ond decision- sensitivity, openness and how INCLUSION CONTROL AFFECTION
contoctwith others and how moking you relote fo others
you relae fo groups Exprossed Inclusion Expressed Control Exprossed Affection TOTAL EXPRESSED
6 Medium 6 Medium 2 low 4 Medium
a
The FIRO-B assessment also indicates your preferences in relation to two distinct aspects of each of a wm..,qywm ivi others ond situations fo dosa to peoplo and are. others but it depends on the
these areas: & andbolong toselect oo, some o, argnise and uncomloriabl expresing people ond the sitvation
5| of the time. assome. ..;,mmlw vhen
EXPRESSED BEHAVIOUR 'WANTED BEHAVIOUR appropriate.
+ To what extent do you prefer fo infficte the « To whot extent do you prefer athers fo take the [
behaviour? inifiafive? ‘Range: 0-9 Ronge: 0-9 Range: 0-9 Range: 0-27
+ How do you actually behave with respect o the « To whot extent do you want fo be on the receiving
three fundamental inerpersonal needs? end of those behaviours? Wanted Control
* Whatis your comfort level when engoging in the « What is your comfort level when others direct " o
behoviours associoted with the hree needs? their behoviours ossocioted vih the hree needs 2 o L] High 2 el 12 Modia
towards you? 2 ly & i pc ke need i
= |- for ofh ly, share the but it
Z d& tog d | | thir feai
This profile reports your results on the expressed and wanted aspects of the three interpersonal needs S | being notced. indrucions. you sitaton.
explored by the FIRO-B instrument and includes basic interpretive information for each. As you read
through this profle, please consider how the results compare with your own sense of how you interact with
others. Results should not be used to pass judgment on whether any behaviour or any person is good or bad. Ronge: 09 Ronge: 0 Ronge: 09 Ronge: 0-27
You should avoid making major decisions based on the results of just one assessment.
TOTAL INCLUSION TOTAL CONTROL
s Medivm 14 High 4 low 26 | Medimrlow
time clono and fime wih sivations in which there are impersondl and prefer rewarding for you, depending on
ahers. dearlines of avheriy and e el e the siuaton, Youprfr fowark
bilty. relafionships. dlone o with small groups and
tend 1o be close o a relotively
seloct group of ionds ond
colloogues.
Ronge: 0-18 Ronge: 0-18 Ronge:0-18 Ronge: 0-54
---o OPP Ltd | +44(0) 9958 | www.opp.com
!E! PP 4410845 6039958 | e For further information on the FIRO-B instrument and assessments, refe to Jntroduction to the FIRO-B® Instrument in
2007 by P Al iber % e USA FROS, g Organisations by Eugene Schnell and Allen Hammer, Introduction to the FIRO-B® Instrument by Judith Waterman and
2 i Jenny R d Partcipating in Teams by E avai OPP Lud.
RO OPP Ltd | +44 (01845 603 9958 | www.opp.com
JORK OPP e sz o

Copyright CPP, Inc. Reproduced with kind permission.
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Exploring the difference between Expressed and Wanted sum scores can be a useful
technique for exploring with the individual how they go about getting their needs met.
Look at any disparity between their Expressed and Wanted scores, and how this plays out

in practice.

b ~
firob irob
How much you initiate behaviours to get what The extent to which | want others to behave
you need.
towards me
0
3 ’\ .
= {9
s
& s
S, .
bl

> Where Expressed and Wanted scores are similar, the individual is generally giving
consistent messages and will adjust what they initiate with what they receive.

> Those with higher Expressed scores than Wanted tend to be initiators, but may not
always be open to input or feedback, or may interrupt others.

> Those with higher Wanted than Expressed scores can become frustrated as others
may not give them as much attention as they desire or may not be aware of their

needs.

Expressed
behaviours

Total
Expressed

Wanted
behaviours
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The total need scores for each area indicate the amount of interpersonal need that

the respondent has in that area. The largest sum score for the need area indicates the
greatest interpersonal driver for that individual; when the sum scores for a need area are
equal, Affection often has the greatest impact on the expression of the profile, followed
by Control, and then Inclusion. You could ask your client questions here around what is
most important for them in relationships at work or at home.

Total o
Inclusion firob
Total <
Control firob
)
firob
The extent to which warm and friendly
relationships are important to you.

Total

Expressed Expressed

behaviours

Wanted
behaviours

Total Total Total
Inclusion Control Affection
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The overall need score indicates the strength of the individual’s interpersonal needs.
Higher scores indicate enjoyment of extensive involvement with others, while lower
scores indicate a preference for less interpersonal involvement. During the feedback

discussion, you may be able to draw a link between this and your client’s comments in the

introduction about how they generally get on with people.

FIRO-B profiles can be interpreted both interpersonally and intrapersonally. This
section focuses on the intrapersonal interpretation of a profile — looking at the scores
comparatively within an individual’s FIRO-B profile. Chapter 6 provides examples of
interpersonal interpretation — comparing an individual’s scores with another group or
individual.
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Applying

When concluding a FIRO feedback session, discuss with the client how the session links
back to their objective for completing the questionnaire. There are feedback cards relating
to leadership, job satisfaction, organisational culture and joining teams. These are for
practitioner use, providing information about the applications and indicative questions to
explore with clients.

Variations for experienced practitioners

There are many variations possible to this feedback process. In this guide, the
recommended process is illustrated and described. Experienced FIRO practitioners choose
the most appropriate process to suit the needs of their clients. There are many possible
ways of providing feedback and these are described below.

If time is short, it is not essential to ask the client to predict their results. However, it
can be more challenging to gauge the degree of self-awareness a client has around their
behaviours without these predictions.

When working in one-to-one or group sessions, you may wish to vary the structure
according to how the client is responding. In a group setting some practitioners prefer
to explore all the need areas prior to returning actual results. In one-to-one sessions,
practitioners may wish to drip feed the results after exploring each need area in turn.
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FIRO feedback checklist

CONTRACTING

U Asked the participant how they
experienced completing the
questionnaire

U Discussed confidentiality and
boundaries of professional practice

U Explained process and structure

INTRODUCING

U Explained the FIRO name

U Discussed the concept of
interpersonal needs

DISCOVERING

Inclusion / Control / Affection /
Involvement | Influence Connection

Expressed
behaviours

Wanted

behaviours

Chapter 3a

Provided an overview of applications

Agreed an objective or purpose for the
session

Provided at least brief background
information about the FIRO instrument

Explained scoring: frequency and
selectivity (can do this now, at the
start of the matrix, or when returning
scores)

Gave a brief overview of all three need
areas

Explained Expressed and Wanted
behaviours
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Inclusion/Involvement

O Described Inclusion/Involvement in depth

Inclusion /
Involvement

U Gave behavioural examples of low and high
scores for Expressed Inclusion/Involvement

U Gave behavioural examples of low and high
scores for Wanted Inclusion/Involvement

U (Optional — predict scores H,M or L)

1 Returned and discussed FIRO scores Total

AN

U Explored Expressed Inclusion/Involvement
[ Explored Wanted Inclusion/Involvement
U Explored client’s reactions to scores

U Related scores to client’s objective

Observer's Nname .........cccoccoeeiiiiiiiiiieininn Date

OPP asseSSed  ....ooviieeieeeee e Standard achieved Y/N

Peer assessed

Section Pass Comments

Introduction

Theory

Inclusion/Involvement

General feedback skills

U Developed rapport with client U Demonstrated active listening

1 Included the client and achieved a U Maintained a client focus
balance between input and discussion

U Used materials appropriately U Created a safe environment
U Made effective use of open questions U Used appropriate body language

1 Followed format and timings

72



Chapter 3a

DISCOVERING
Control/Influence

O Described Control/Influence in depth

Control /

U Gave behavioural examples of low and high i2fusncs
scores for Expressed Control/Influence

U Gave behavioural examples of low and high
scores for Wanted Control/Influence

(Optional — predict scores H,M or L)

Returned and discussed FIRO scores

Explored Expressed Control/Influence
Explored Wanted Control/Influence

Explored client’s reactions to scores

o U U U U U

Related scores to client’s objective

Affection/Connection

U Described Affection/Connection in depth

Affection /

U Gave behavioural examples of low and high Connection
scores for Expressed Affection/Connection

U

Gave behavioural examples of low and high
scores for Wanted Affection/Connection

(Optional — predict scores H,M or L)

Returned and discussed FIRO scores

Total

H: NN [

Explored Expressed Affection/Connection
Explored Wanted Affection/Connection

Explored client’s reactions to scores

o 0o 0o o0 U o

Related scores to client’s objective
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Total needs scores

U Explored total Expressed and Wanted
scores

U Explored total need area scores and

Total
Expressed

core driver -

U Explored overall total need score
Wanted

d -

Related scores to client’s objective HHHH

Closing the session

U Summarised session points and agreed action points

U Provided client with a copy of their FIRO report

U Provided client with a copy of Introduction to the FIRO-B instrument or Introduction
to the FIRO Business instrument

ODbSEIVEI'S NAME....eiii it ettt et e e e Date.coeviviiiiiiiennns

Section Pass Comments

Control/Influence

Affection/Connection

Total needs
OPP assessed d Standard achieved Y/N |
Peer assessed 4

General feedback skills

U Developed rapport with client U Demonstrated active listening

U Included the client and achieved a U Maintained a client focus
balance between input and discussion

U Used materials appropriately U Created a safe environment

U Made effective use of open questions 1 Used appropriate body language

U Followed format and timings
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Top tips from FIRO feedback practitioners

The following are a collection of ‘top tips’ from newly qualified FIRO practitioners who
have completed the OPP FIRO Qualifying Programme. They are intended to provide
examples of how other FIRO practitioners found their first few feedback sessions after the
course, and their advice to other newly qualified practitioners.

“I've learnt to really use the visual aids. At first | wasn’t sure how to use the illustrations to
talk about behaviours, but now | find them a useful way of introducing the need areas and
starting a dialogue.”

“I have tried various different approaches to the feedback session to maintain a sense of
curiosity with my client. | find that by asking my client to predict their scores and then to
reveal their true scores one at a time, | maintain their buy-in to the process as they see
their profile grow. It also allows me to work with my client to explore their scores while
they are still focused on one need area.”

“Something | have been working on is to recognise strengths as well as areas for
development in the profile. | find that sometimes people jump straight to a potential
weakness in their score and | have had to learn and develop my skills to encourage them
to see strengths as well.”
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