WHAT AREAS CAN CHANGE (OR ARE THE MOST FLEXIBLE)
IN A SUCCESSFUL TDG LLFSM or ILLF
1.
BOOKS ‑ Always changes a little.  Still use core list.  Primarily should be books that have worked (see criteria for selection on master list) but using 2‑4 new books a cycle (not cumulative), reflecting the industry or the sponsor's key objectives is very constructive.  Each new book takes real focused study by the facilitator.  A book authored by a speaker is always useful.

2.
SPEAKERS ‑ Highly changeable element.  Takes lots of coaching and prebriefing (more than some speakers want, or are used to).  As with books, "new" speakers must be blended in.  Graduates work very well.  The key here is the facilitator's ability to integrate the speakers background/style/content into the LLF fabric.

3.
FACILITATOR ‑ Also can change.  Preparation and selection don't change (see 213A-B).  Institute Master status is essential for communication, benchmarking, broadening.


The best facilitation captures, extensively, the facilitator's individual creativity, strength, focus and energy.  But in order to reach this level and to earn/have the right of doing it in their own way, a candidate must:

1.
Be well informed re. both the whole LLF process and the specific example of execution, at hand.

2.
Be well intentioned about both the whole LLF community in addition to the LLF at hand.

3.
Be continually communicating about the LLF process.

4.
Know the common concerns, needs and issues of both views (the community and the specific forum).

5.
Fully understand all LLF basic design parameters.

6.
Then, add their own immeasurable value.


The Ring of Fire (see 40) captures this balance of "craft" and "art."

4.
FACILITATOR STYLE ‑ Must adapt to audience and format. Range of style equals level of effectiveness over time.

5.
LOCATION ‑ Often has to change.  Is easier with a cycle that's met several times already.  One or two changes per cycle helps.  Still must be selected with care.  And an eye on the costs.

6.
SPONSORSHIP ‑ Different for each.  Usually repeats (to four or five cycles). Individual sponsors need/value a programmatic connection to their business and to other programs.  Communication re. expectations is essential otherwise the process tends to drift off Executive Management priority lists. 

7.
ATTENDEES ‑ Usually partially new each session (later cycles often include "graduates").  Open House or Orientation Day helps.  Individual assessment and connection are essential.  Essay bio is indispensable.  Breakfast, breaks, and lunch are "work the crowd" times.  Prior briefing by sponsors helps.

8.
GAMES/EXERCISES/QUOTES ‑ Most changeable.  There is a huge spectrum of options (e.g., see Games Trainers Play I‑IV).  Again the key is the facilitator's ability to integrate, draw out connections, set context.  Can/should change in "real time" depending on circumstances and the industry or market.

9.
PRE‑WORK ‑ LLF's are very front end heavy.  Takes approximately six months to properly set up and integrate a new session.  Usually done in six weeks for a "known" situation, or repeat cycle.  I figure for a repeat cycle, it takes me, c. 40‑50 hours prep, over 4‑6 weeks.

10. THE "MINI"/SATELLITE IDEA ‑ See separate attached packet.
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