DecisionPoint

Decision 502: Full Circle – Nonconscious Frames

"All personal breakthroughs begin with a change in beliefs." 
Anthony Robbins 

Definition:

Frames are cognitive structures that reside in memory, similar to mental models but not as complex. They simplify; and the tradeoff of simplification is distortion of reality. 

They are evoked and triggered automatically, typically w/o conscious awareness.

· Family Frames - The Sentry vs. The Nurturer

· Business Frames- Accounting vs. Marketing vs. Management

Better Framing Strategies

Identify the specific results you desire. 

· What should the solution achieve?

· What tangible results do we expect?

· What problems must be solved by the solution?

Consider Key Stakeholders - Identify those who will make or break the success/solution. What is needed to ensure agreement and commitment to solution? Who are the key players? What are their interests and constraints?

Identify all limitations you must accept. Are there any schedule or resource restraints?  Critical dates? Time, cost or staffing limitations? Which costs are negotiable/non-negotiable?

Surface and challenge all important and implicit assumptions and constraints.  What important assumptions are we making, including those we can’t see?

Examine any bias or incompleteness in performance measures. What am I not measuring that might be important? Is my judgment based on facts or inference?

Examine the basis for whatever benchmark you are using. What reference points am I using? What other reference points might apply?

Get other views from people who could know…

Assess the mental images, metaphors, analogies…

Create a joint frame. Include elements from all frames.

What will have to happen for the solution(s) to be implemented effectively? What resources and problems are expected?

Future Hindsight. Imagine the decision failed…in the future…What went wrong?
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