
CT Team Meeting on April 17th 2007 
Facilitator: Tracy Ball 

 
Rational objective 

To improve the effectiveness of CT Team Discussions 
(Adapted from Stanfield’s The Art of Focused Conversation) 

Opening 
“Let’s get started everyone.” 

“I’m going to ask Sarah to share her inspiration with us. 
Then Dana will share her research with us.” 

*(Wait till after Dana and Sarah present to say the following…)* 
“Let’s take about 30 minutes to discuss our any questions about our clients or any 

interesting events that have taken place in the past week. 
If you feel like you have nothing to report I would urge you to actively participate with 

the other members when they discuss their clients.” 
Objective 
-What did you observe in your sessions that would be useful to share with the team for 
feedback? Let’s ask everyone around the table this question. (Yes, No: then discuss) 
-Give a brief description of what you heard? 
-What do you think the objective or lesson plan for that activity was? 
-What did the clinician do? 
-What did the client do? Who else was there and what did they do? 
 
Reflective 
-What did you think about this when it was occurring? 
-What do you think about this now? 
-How do you think the client felt? 
-How did you feel watching? 
-How do you think the clinician felt when…? 
 
Interpretive 
-How do you think the clinician did? 
-What suggestions do you have for the clinician? 
-What would you like to see done differently? 
-What is the presenting clinician’s purpose? What does this person want to get out of the 
feedback? 
-Does anyone have any comments or questions about the significance of this? 
-What are the implications for therapy? 
-Did the session match the lesson plan? If not, please explain. 
 
Decisional 
-What did you learn? 
-What direction does this take you? 
-How will you react differently if this happens again? Will you react differently? 
-How are you going to plan for when this might happen again? (Is it possible to predict?) 
-Are there available resources that can be used? 
-How might you apply this to your own client? (What kinds of clients would this be 
pertinent to?) 


