Process Consultation

Active Inquiry Questions and Listening


TYPES OF ACTIVE INQUIRY QUESTIONS

Active but nonjudgmental listening serves to legitimize the potentially anxiety-provoking revelations of the client. The relationship between the client and consultant should be a safe container in which it is possible to handle issues that may be too hot to handle under ordinary circumstances.

Pure Inquiry - Exploratory Diagnostic Inquiry - Confrontive Inquiry
Pure Inquiry

Pure inquiry starts with silence. The helper should convey through body language and eye contact a readiness to listen, but she need not say anything. The client may be prepared sim​ply to start into her story. If silence does not elicit the story, the consul​tant can choose any of the following prompts as may seem appropriate.
The client controls both the process and content of the conversation. The role of the consultant is to prompt the story and listen carefully and neutrally.
· What is the situation?

· Can you tell me what is going on?

· What is happening?

· Describe the situation.

· Tell me more.

· Go on.

· Tell me what is going on.
· How can I help?
· So (accompanied by an expectant look)

· What brings you here?
· Can you give me some examples of that?
· Can you give me some of the details of what went on?
· When did this last happen?

· When did you last experience ‘this problem’?

· What was going on?

· Can you give some additional examples of when you experienced the problem?
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Exploratory Diagnostic Inquiry

The consultant begins to manage the process of how the content is analyzed and elaborated but does not insert content ideas, sugges​tions, advice, or options.
In this form of inquiry the consultant begins to influence the client’s mental process by deliber​ately focusing on issues other than the ones the client chose to report in telling his story. Note that these questions do not influence the content of the story, but rather the focus of attention within the story. Three basically different versions of this redirection are available.
1. Exploring Emotional Responses: Feelings and Reactions

The purpose of exploring emotional responses is to focus the client on her feelings and reactions in response to the events she has described.

· How did (do) you feel about that?
· Did (does) that arouse any reactions in you?
· What was (is) your emotional reaction to that?
· What was your reaction?

· How did others feel, react?

2. Exploring Reasons for Actions and Events (Hypotheses for Causes)
The purpose of exploring for reasons for actions and events is to focus the client on her own hypotheses about why things might have happened the way they did.

· Why do you suppose that happened?
· Why did you (she, he, they) react that way? (after the client has revealed a reaction)

· Why did you (he. she, they) do that? (after the client has revealed some action)

· Why did you do that?

· Why do you think that happened?

· Why did the other do that?

3. Exploring Actions Taken or Contemplated (Past, Present, and Future)
The purpose of exploring actions is to focus the client on what she or others in the story did, are thinking about doing, or are planning to do in the future. if the client has already reported actions, the consultant can build on that, but often the “story” will not reveal past, present, or future actions either by the client or others in the story.

· What did you (he, she, they) do about that?
· What are you going to do next?

· What did she (he, they) do then?
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· What did you do about that?

· What are you going to do?

· What did the other do?

· What will the other do?

· What op​tions do you have?

· What should you do?
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Confrontive Inquiry

The consultant shares his or her own ideas and reactions about the process and content of the story. By sharing own ideas, the consul​tant “forces” the client to think about the situation from a new per​spective, hence these questions are by definition confrontive.
The essence of confrontive inquiry is that the consultant inserts his own ideas about the process or content of the story into the conversation. Instead of merely forcing the client to elaborate, the consultant now makes suggestions or offers options that may not have occurred to the client.

· Did you confront him (her, them) about that?
· Could you do ____________?
· Did it occur to you that you, (he, she, they) did that because they were anxious? (in the situation where the client has not revealed any awareness of that emotional possibility)

I. Process Ideas (ideas on how things are said and done)
· Could you have done the following . . . ?

· Have you thought about doing . . . ?

· Why have you not done . . . ?

· Have you considered these other options? You could do . .

2. Content Ideas (ideas on what is said and done)
· Have you considered the possibility that you overreacted?
· Did that not make you feel angry (anxious, elated. etc.)?
· Maybe what was going on was really something different from what you thought. . . .
Process is how the planning is done
· the series of steps, actions, changes, or functions bringing about a health education program
· the series of operations performed in the development of a health promotion program.
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