
Module 3:
Communicate 

Effectively, Growth 
Mindset, & Set Goals

[Location]
[Date]

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: Welcome everyone to Module 3 of our Mentoring Training Course!



Facilitator Introductions

INSERT PHOTO INSERT PHOTO

<Insert name> <Insert name>

Presenter
Presentation Notes
Duration: 1 minuteFacilitator says: As a quick reminder, I am [presenters introduce themselves and share a brief background].Facilitator does: Review logistics for training (restrooms, times, breaks, lunch, etc.) 



Mentor Training Course Goals
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• Build a strong relationship and effectively communicate with mentee, including 
providing ongoing support to mentee in a virtual space 

• Understand the mindset and needs of adult learners, including new teachers, and how 
they apply to the mentoring role

• Diagnose and prioritize mentee’s strengths and areas for growth in the areas of 
classroom management, instruction & understanding the unique needs of students 

• Design and implement a mentoring support plan to develop mentee knowledge and 
skills

• Monitor mentee’s progress and determine next steps for ongoing mentoring work

Presenter
Presentation Notes
Duration: 1 minuteFacilitator says: Let’s just take a moment to remind ourselves about the overarching goals of the Mentor Training Course. In session 1 we really focused on goal one in building that strong relationship with our mentees. In session 2 we focused on goals 2 and 3. And in today’s session we will continue honing in on goal 1 much because communicate effectively and build relationships is at the heart and center of the mentor cycle. We will also hone in on goal 3 again as we discuss how we take those prioritized needs from session 2 and work with our mentee to set a goal for the focus of your work together. 



The Mentoring Cycle
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Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: Just as a reminder, this is the mentor cycle that we introduced you all in module 1.  This is the cycle that all of our work is grounded in.  The mentor cycle illustrates all of the components of your role as a mentor - the concrete actions you will take when working with your mentees. 



Today’s Agenda

• Welcome/Norms/Outcomes
• Communicate Effectively

• Listen and Paraphrase
• Build Relationships

• Growth Mindset
• Diagnose

• Set Goals
• Connect to Assessments
• Closure

Presenter
Presentation Notes
Duration: 1 minuteFacilitator does: Review the day’s agenda.



Mutual Commitments

Make the learning meaningful 

Engage mentally and physically

Notice opportunities to support the learning of 
others

Take responsibility for your own learning 

Own the outcomes

Respect the learning environment including use 
of technology

Presenter
Presentation Notes
Duration: 2 minutesFacilitator says: This is a reminder of our mutual commitments that we agreed on in module 1. Please take a minute to review these and make a mental note about which one you plan to really focus on committing to throughout our day together. Facilitator does: Give participants 1 minute to look over norms and make that personal commitment. 



Module 3 Outcomes

● Use paraphrasing and listening in conversations related to 
mentee’s growth and development

● Build strong relationships with mentee throughout the course 
of the school year based in a dual commitment to growth 
mindset

● Learn how to draft goals for mentee grounded in analyzing 
observation data using the SMART goal framework

● Apply the goal setting meeting protocol to engage in goal 
setting with mentee

Presenter
Presentation Notes
Duration: 1 minuteFacilitator does: Review the outcomes for the day.



Icebreaker

Most Unique!

What’s the most unique fact you can 
think of about yourself?

Get ready to share!

Presenter
Presentation Notes
Duration: 10 minutesFacilitator does: Tell participants to think of the most unique fact about themselves. Each table group shares their most unique fact with each other in a round robin fashion. The group then votes on their table’s most unique fact. Each table group shares their chosen fact out loud with the whole group & the whole group votes on the most unique fact in the room.



Communicate Effectively

Presenter
Presentation Notes
Duration: 1 minuteFacilitator says: Our first topic today lies at the center of our mentor cycle, Communicate Effectively. This component alongside Build Relationships is at the heart of our mentor cycle because we use effective communication skills throughout the entire mentor cycle. Today we will hone in on one key component of Communicate Effectively and that is to Listen & Paraphrase. 



Communicate Effectively

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Point out where Communicate Effectively falls in the mentor cycle.



11

Communicate Effectively: 3 Key Components

● Listen and paraphrase
● Ask questions
● Give feedback

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Review the 3 key components of Communicate Effectively - today’s focus will be on the first component. Animate the slide.Facilitator says: We will start by talking about deep listening.Listening is something we all do, yet few do it well. We will explore what it means to listen deeply.



Listening

Three Common Forms of 
Unproductive Listening:

•Autobiographical

•Inquisition

•Solution

Presenter
Presentation Notes
Duration: 10 minutesFacilitator says:  The first part of our discussions on listening is based on an article written by Robert Garmston. You can find the article on pages 5-6 in your handout for your reference. In this article, Garmston discusses best practices for group facilitation as well as ways to be a thoughtful listener rather than engaging in unproductive listening. We all know how to listen, yet the more important question to ask ourselves is: do we know how to listen well? I want to model three types of problems people tend to have with listening that Garmston describes in the article. Facilitator does: Ask for three volunteers to take on the role of a mentee. Their job is to simply take on the role of a mentee and ask you (the mentor) for help with anything in relationship to classroom management or another common new teacher concern (Note: They will probably only say one or two sentences before you jump in.)Facilitator says: While I am modeling three different types of problems in listening, take notes on p. 7 about what you observe. You may also begin to guess at which kind of problem in listening each example is. We'll confirm that when the models are finished.Facilitator does: Model one of the types of unproductive listening with the first volunteer. You do not have to go in any order, in fact, switch it up if possible. Repeat with the second and third volunteer - modeling a different type of unproductive listening each time. Thank the volunteers. And say that now you’ll go over the three types, one at a time. Animate the slide revealing the first type, autobiographical. Ask participants which volunteer they think you modeled this type with just by going off of the name. Facilitator says: Autobiographical is when the supposed listener is now telling his or her own story and discounting the speaker’s. In some sense the listener does this to display empathy and understanding, yet in reality it is not listening to the speaker. An example might be when a speaker says, “My dog dies and I am so devastated. I didn’t think I’d feel this way.” and then the listener says, “I remember when my dog died. It was so sad. I had to take her to the vet and it was such a hard decision. I was heartbroken . . .” And the supposed listener is going on and on talking about themselves instead of listening.Facilitator does: Animate the slide revealing the second type, inquisition. Ask participants which volunteer they think you modeled this type with.Facilitator says: Inquisition is when the listener is now the inquisitor asking a million questions. While a few questions may be necessary for clarification purposes or to elicit more information, there is a clear line between being the inquisition and being a listener. Facilitator does: Animate the slide revealing the third type, solution. Ask participants which volunteer they think you modeled this type with.Facilitator says: The solution listener wants to solve, fix, rescue, or advise. In this situation the listener again switches into the role of the speaker by telling the speaker who is now the listener, how to solve or fix or do something. The roles have switched. Listening is difficult because we often just don’t do it. We speak instead of listening and the two actions cannot happen simultaneously.



Listening 

Presenter
Presentation Notes
Duration: 2 minutesFacilitator says: The Chinese symbol for listening gives us clues about what deep listening is. Take a moment and orient yourself to this character. What are some things you notice about the image? (Note the inclusion of the symbols for heart, head, and eye; the symbol for king; the symbols for one and ten.) This is deep listening—the kind one does with his whole body, focusing intently on someone a person intends to treat as royalty and serve as such. This is the kind of listening mentors do with mentees rather than the hurried transactions that often become autobiographical, inquisition-based, or solutions-oriented.



Deep Listening
Mentors listen to:

• value and appreciate the mentee
• witness the struggle
• honor where the mentee is
• understand through the mentee’s lens rather than through 

their own
• make the mentee right
• support
• give the gift of themself
• understand what is said and unsaid

Presenter
Presentation Notes
Duration: 5 minutesFacilitator says: Deep listening occurs when the mentor is listening for these purposes. Each purpose is a way of honoring the other person and holding that person in high esteem.Facilitator does: Choose a few to highlight, using experiences to explain what these mean.For example, you could elaborate on the point about making the person right using the following talking points:Listening is not about winning an argument. It is the process of accepting or at least listening to understand a person. So from each person’s perspective, he or she is right and we want to honor that. This doesn’t mean we won’t challenge the content after we are finished listening, yet while listening we are merely seeking to understand the other person.Ask participants what other ideas on this list they would like more explanation about. Have participants share out with the whole group and ask for clarification where needed before moving on to the next slide. 



Deep Listening is NOT

● Thinking what you will say 
back

● Finding fault
● Piggybacking
● Formulating the best advice
● Giving a solution

Presenter
Presentation Notes
Duration: 5 minutesFacilitator does: Choose a few to highlight, using experiences to explain what these mean. Ask participants what other ideas on this list they would like more explanation about. Have participants share out with the whole group and ask for clarification where needed before moving on to the next slide. 



Listening Self-Assessment

How well do I listen?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator does: Tell participants that they will be completing a quiz on listening. This quiz has two purposes:Heightening their awareness of behaviors that represent listening to others Giving them a sense of where they are both strong and less so in listening. The self-assessment can be found on pages 9-10 of their handout. Instruct participants to respond quickly to the questions without deliberating. This is not a scientifically calibrated survey. They will not have to report their answers, yet they will be asked to identify what they learned about themselves as they completed the survey and how they can use the information to improve their deep listening skills.



Practice Listening Task

Listen as your partner shares 
about:

• What am I learning about my 
listening skills?

• What do I want to be more cognizant 
of to demonstrate that I value and 
practice deep listening to support my 
mentees?

Presenter
Presentation Notes
Duration: 12 minutesFacilitator does: Determine a way to partner participants up from different tables. Prior to having participants partner up, let them know they can find a copy of the task directions & discussion questions on page 11 of their handouts.Facilitator says: Now we will both practice listening and share what you are learning about yourself as a listener (such as from the quiz you just took) and how it will influence your mentoring. You will work with a partner and each of you will share 1-2 things you learned about yourself as a listener as a result of completing the survey and how you want to strengthen your listening skills. The other partner will listen. Then you will reciprocate. The listening partner is the one with the hardest job because listening, true deep listening is unnatural for us. So be cognizant of what goes on in your head while you are trying to practice deep listening. Facilitator does: Listen in on conversations and pull some key takeaways from discussion for the whole group debrief to follow.



Practice Listening Task - Debrief

● How did it feel to be listened to in 
this way? 

● How did it feel to listen in this 
way?

● What is one action you plan to 
take related to deep listening as a 
mentor?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator does: Share some of the highlights from when you listening in on conversations. Invite participants to share some reflections using the guiding questions on the slide. Many will respond that listening like this seems awkward and uncomfortable. They often prefer to be the speaker rather than the listener and have bias habits of interrupting, using unproductive listening behaviors, etc. Acknowledge that this response is normal and that they have the ability to develop new listening behaviors with practice.  Try to encourage participants to focus how good the speaker felt to be listened to and not to be subjected to an autobiographical story, or to be interrogated, or to be given solutions.



LIS E N T
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Presenter
Presentation Notes
Duration: 2 minutesFacilitator says: A good reminder about the importance of deep and focused listening is that listening requires a person to be a receiver rather than a sender of information. When our brains are simultaneously constructing what we are going to say while someone is speaking to us, then two people are in the speaking or sending mode and no one is in the listening or receiving mode. Here’s how you might remember this.So when you think of the word “listen” - think of it spelled like this…Facilitator does: Animate the slide one letter at a time, saying the letters aloud as you click. 



It’s not about the nail…

Presenter
Presentation Notes
Duration: 2 minutesFacilitator says: This video shows what deep listening can look and sound like and how that can help the person being listened to feel listened to. It also introduces the next communication tool we will study, paraphrasing. Watch how the listener at first practices unproductive listening practices and then switches to deep listening. Also listen for how the listener demonstrates that he is listening by paraphrasing. We will unpack how to paraphrase after we watch this video.Play video.

http://www.youtube.com/watch?v=-4EDhdAHrOg


Key Takeaway

Mentors use deep listening when 
engaging in conversations to show 

they value the mentee’s perspective 
and needs.

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Read slide
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Communicate Effectively: 3 Key Components

● Listen and paraphrase
● Ask questions
● Give feedback

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: Another communication tool mentors use to build, strengthen, and maintain relationships as well as to conduct the business of mentoring is paraphrasing. Like listening, it is something many people assume they know how to do and give themselves credit for doing well. We will unpack three different types of paraphrasing to help raise your consciousness about effective use of paraphrasing as a tool to demonstrate deep listening. Let me emphasize that—the purpose of paraphrasing is for the listener to convey to the speaker that he or she is listening deeply. Some of you may have been wondering - what do I do after I have silently listened? Paraphrasing is it. Animate the slide. 



Skillful Paraphrasing

I Used to Think…, Now I Think…

• Silently read the article.
• Reflect on your current understanding of this topic and respond 

to the sentence stems
• I used to think…
• Now I think…

• Share your written statements with a shoulder partner.
• Whole group discussion

Presenter
Presentation Notes
Duration: 10 minutesFacilitator does: Share directions for the protocol on the slide and direct them to the article on page 12-13 of their handout. They should need about 6 minutes to read the article and write their statements, 2 minutes to share with their partner and then 2 minutes for a brief whole group debrief.Facilitator says: This article hopefully helped you to build some background knowledge around the key practice of paraphrasing and this next part of the session will reinforce that knowledge and give you some opportunity to practice. 



Paraphrasing

Communicates that a listener 
understands a speaker’s 
message 

Presenter
Presentation Notes
Duration: 1 minuteFacilitator says: Turn in your packet to p. 14 where there is a definition of paraphrasing. It emphasizes that it is a tool used to help a speaker know a listener is truly listening. Because listeners are human and listen through their own filters, they often or even misinterpret what is spoken. Often this isn’t intentional, yet it can impact a relationship, particularly if this happens frequently. 



Principles of Paraphrasing

● Seek to understand the meaning of the 
speaker.

● Reflect the verbal and nonverbal (emotions, 
gestures, tone, etc.) message of the speaker 
without adding or subtracting ideas.

● Use the pronoun you instead of I.
● Make the paraphrase shorter than the 

original message.
● Refrain from turning a paraphrase into 

advice or suggestions.

Presenter
Presentation Notes
Duration: 5 minutesFacilitator says: You’ll see the key principles of paraphrasing on p. 14. Each is a guide to formulating a paraphrase and to understand the purpose. Paraphrasing is not used in response to everything a person says, but rather in response to some of the more important elements of a message. Each principle will guide you in knowing whether your paraphrase is formulated well. (Go through each principle making sure to point out the following:)One of the principles is being clear about the multiple levels of a message—the content and the emotion. Another is the use of the pronoun you. We don’t use I when paraphrasing, but rather use you—again to keep the focus on the speaker rather than shifting it to the listener. That subtle shift of pronoun often opens the door for the listener to begin some form of unproductive listening. The paraphrase is always shorter than the original message, again because the listener is listening not becoming the speaker.Note that there is the absence of suggestions, advice, or solution in the paraphrase. It is merely a reflection of the speaker’s message.



Three Types of Paraphrasing

● Acknowledge and clarify
● Organize and connect
● Shift logic

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: We will study three types of paraphrasing: acknowledge and clarify; organize and connect; and shift logic. They are found in your packet on page 14-15.



Paraphrasing: acknowledge & clarify

• You’re thinking that. . .
• So, you’re wondering if. . .
• You’re frustrated because. . .
• You’re hoping that. . .
• You’re excited that. . 
• What upsets you is . . .
• You have strong feelings about this…  say 

more about how you are feeling.

Presenter
Presentation Notes
Duration: 5 minutesFacilitator says: The first type of paraphrasing is the most common. It is to acknowledge and clarify what the speaker says and feels. As such, the listener responds to the content and emotion of the speaker. Some phrases to begin an acknowledge and clarify paraphrase appear on p. 14 of your handout. We use very few words in our spoken vocabulary to describe feelings, so be careful and thoughtful about how you select a feeling label. Sometimes rather than trying to select the best word, you might consider saying, “You have strong feelings about this. Tell me more about how you feel.” Let’s look at an example.Facilitator does: Ask for a volunteer to read the “Speaker Says” under “Paraphrasing Examples” on page 15 of the handout. Then read the acknowledge & clarify paraphrase response statement. Ask participants to share aloud what they noticed about the Acknowledge & Clarify response. Now read the “Speaker Says” under “Paraphrasing Practice” on bottom of page 16. Ask participants to practice deep listening and then think for a minute about how they might paraphrase to respond to this statement by using an Acknowledge & Clarify type response.  They can jot their ideas in their handout. When they have an idea, they can raise their hand to share aloud with the whole group.



Paraphrasing: organize and connect ideas

● Three ideas stand out in what you 
are saying . . .

● First, . . . , then . . .
● On one hand . . . and on the other 

hand . . .
● You are wondering about two 

different issues . . .
● You mentioned these ideas….say more 

about how you see these ideas 
connected.

Presenter
Presentation Notes
Duration: 5 minutesFacilitator says: The next type of paraphrasing is organize and connect. The listener uses this type of paraphrase when the speaker has many different ideas—volume and variety. The speaker seeks to organize the message and to find connection among the ideas. Some connections we might find are simply order of the ideas, apparent significance of the ideas, or other relationships such as cause-effect. Listen carefully for the relationship, and don’t assume it. It is often best to stay with order if you are uncertain how the ideas connect or to ask for the connection such as, “You mentioned three ideas, students, testing, and accountability. Say more about how you see these ideas connected.”Facilitator does: Ask for a volunteer to read the “Speaker Says” statement under “Paraphrasing Examples” on page 15 of the handout. Then read the organize and connect ideas response statement. Ask participants to share loud what they noticed about the Organize & Connect response.Now read the “Speaker Says” statement under “Paraphrasing Practice” on the bottom of page 16. Ask participants to practice deep listening and then think for a minute about how they might paraphrase to respond to this statement by using an Organize & Connect type response.  They can jot their ideas in their handout. When they have an idea, they can raise their hand to share aloud with the whole group.



Paraphrasing: shift logic

● Elevate to goals, values, 
beliefs

● Increase specificity

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: The last kind of paraphrase is shifting levels of logic. It has two dimensions—up and down. Think about this as getting more global and more specific. Because this kind of paraphrase is new to most people, it is often a bit more challenging to integrate into your practice, yet it can be very useful not only to demonstrate listening, but also to move a speaker to acting.



Paraphrasing: shift up

● You believe that . . .
● Your goal is to . . .
● You value . . .

● _____________ is important to you.

Presenter
Presentation Notes
Duration: 5 minutesFacilitator says: We’ll look at each kind separately. The first one is shifting up. That means moving to a more general or abstract level than the speaker is. Think about it as speaking to what the speaker values, believes, considers important, etc. Often you are reading between the lines; in other words you are listening deeply to what the speaker says and use this paraphrase to say what hasn’t been said, yet what is intended.Facilitator does: Ask for a volunteer to read the “Speaker Says” statement under “Paraphrasing Examples” on page 15 of the handout. Then read the shift up response statement.Now read the “Speaker Says” statement under “Paraphrasing Practice” on the bottom of page 16. Ask participants to practice deep listening and then think for a minute about how they might paraphrase to respond to this statement by using a Shifting Up type of response.  They can jot their ideas in their handout.  When they have an idea, they can raise their hand to share aloud with the whole group.



Paraphrasing: shift down

● You want to decide …
● You want to determine what to 

do about…
● You want to plan how…

● You are considering…

Presenter
Presentation Notes
Duration: 5 minutesFacilitator says: The second form of shifting-logic paraphrasing is shifting down. This can be a tricky form of paraphrasing and often is misused as a way to provide specific advice, direction, or guidance rather than to be a way to demonstrate listening. Shifting down is helping the speaker know what he or she wants to do as a next action without saying the specifics of the action. For example, we might respond to a statement that you want to make a decision. That is appropriate. Yet to say you want to decide how to group students in the class so they are in mixed ability groups goes too far to advice. Because this is a little bit harder form, we might find that it is less useful or needed than other forms. Facilitator does: Ask for a volunteer to read the “Speaker Says” statement under “Paraphrasing Examples” on page 15 of the handout. Then read the shift down response statement.Now read the “Speaker Says” statement under “Paraphrasing Practice” on the bottom of page 16. Ask participants to practice deep listening and then think for a minute about how they might paraphrase to respond to this statement by using a Shifting Down type of response.  They can jot their ideas in their handout. When they have an idea, they can raise their hand to share aloud with the whole group.



Paraphrasing Practice

• In partners, determine who will be Person A & Person B

• Person A = Mentee. Read the first statement.

• Person B = Mentor. Deep listen. Choose one way to paraphrase and try 
using that to respond to Person A.

• Person A = React to the paraphrase. If someone paraphrased you like 
that, how would you respond?

• Both = Debrief. How did that feel?

• Switch roles & repeat.

Presenter
Presentation Notes
Duration: 8 minutesFacilitator does: Tell participants that now it’s time for a 5-minute practice on paraphrasing. They will work with a partner at their tables. They will each have a turn to practice paraphrasing to respond to a statement. The partner practice statements can be found on page 16 of their handouts.  They should also debrief how it felt to be in both roles. After 5 minutes, bring the whole group back together and facilitate a short discussion of how it felt to be in both roles.



Let’s Reflect

What is something you are feeling totally 
confident in?

What is something you will need a little more 
practice with?

What is something you would need to 
practice a lot before feeling confident?

Presenter
Presentation Notes
Duration: 3 minutesFacilitator does: To reflect on listening and paraphrasing, we’ll use the “Glass, Bugs, Mud” protocol. In this protocol, participants will privately reflect on their learning and skills practice with listening and paraphrasing. They should write their thoughts on page X in their handouts. They can think about how clear their vision of listening and paraphrasing is. Something that is “as clear as glass” is something they are feeling totally confident in - they will put it into practice right away with their mentee.  Something that is more like “bugs on glass” is something they need a little more practice with.  They can kind-of see themselves using these listening and paraphrasing skills with their mentee, but they want to practice a bit more first - such as on a friend or spouse. And finally, parts of these skills that feel like “mud” on glass are things they can’t see themselves doing at all yet - they need a lot more practice before they feel confident.Give participants 3 minutes to complete their private reflection. Ask them to keep these in mind after this session as they think about applying the listening and paraphrasing skills they learned today.



Key Takeaway

Mentors demonstrate understanding 
when listening to their mentees by 
thoughtfully paraphrasing to push 

the conversation forward.

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Read slide



The Mentoring Cycle

During which parts of the 
mentor cycle do you 
anticipate using listening 
and paraphrasing skills 
the most?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator does: Pose the question on the slide to participants. Ask them to first share with a shoulder partner, then facilitate a whole group short discussion.



BREAK!

Presenter
Presentation Notes
Duration: 15 minutes



Build Relationships

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: The next part of our session has us returning to the heart of the mentor cycle - Build Relationships. 



Build Relationships: 3 Key Components

● Establish Trust
● Build Confidence
● Maintain Momentum

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: In previous sessions we’ve focused on establishing strong, trusting relationship with your mentees. Animate the slide. Today we are moving to the second key component, build confidence. Today we will discuss a concept that will support your efforts in helping to build your mentee’s confidence.



Build Confidence with 
Growth Mindset

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Remind participants so far they have learned how to establish trust with their mentee through deliberate actions for building trust and through creating a Partnership Agreement with their mentee. Now we are moving into the next component of Building a Relationship - building confidence through using the principles of Growth Mindset.



Visible Results:
Successes or Failures

Invisible Mindset:
Growth or Fixed

40

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: When we look at success and failures that people experience, we are seeing the visible results, or the top of an iceberg. But just like 90% of an iceberg is under-water and invisible, 90% of what went into those successes and failures is also invisible - and that 90% is made up of the mindset people have, which leads to success or failure



Having a growth mindset can build a mentee’s confidence

Mindsets are the beliefs people have about the nature of 
human characteristics.

If a mentee believes that they are simply a good teacher 
or not, they will not be confident in their ability to grow 

and improve.

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Read the slide.Background information for facilitator:Recently, there has been a tremendous amount of research on how brains work - especially adult brains.  This is really exciting because for so long people believed that children’s brains were elastic, but that adult brains were fixed.  In her Mindset book, Dr. Carol Dweck shares her research on the different ways that people think about themselves and how these self-images affect our behavior and our ability to learn and adapt. She explains that there are two basic ways that we can view the world and our place in it.A fixed mindset believes that our talents and abilities are fairly fixed at birth. This means that each of us has a hidden upper limit to what we can accomplish. A growth mindset, on the other hand, is a belief that we never stop learning and improving. This mindset appears to actually encourage the growth of new neural pathways, forming new connections that weren’t there yesterday, instead of running over the same pathway over and over again. Brains that are programmed to operate with this type of thinking tend to learn new information much faster. More importantly, they seem better able to connect one new thought or insight to another, allowing truly transformational ideas to emerge.



Homework Connections

You watched two TED Talks introducing you to the 
concept of Growth Mindset.

What do you see as the power of “yet”?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator does: Review the two TED Talks on Growth Mindset that participants watched to get ready for this session.Pose the question the slide “What do you see as the power of ‘yet’?”  Ask participants to refer to the notes they took while watching the videos and discuss with a shoulder partner.Monitor conversations, calling out interesting and insightful answers. You may ask participants to share some ideas with the larger group.



Jigsaw: Learning more about growth mindset

● Your table group will number off 1-6.
● Regroup so all the 1s are together, 2s, etc.
● All of the 1s will read the same article, 2s, etc.
● Annotate your article using the key below
● Be ready to share highlights from your article with your table 

group.
● As you read:

○ ✅ something you agree with
○ a new idea you want to try
○ ❓a question you have

Presenter
Presentation Notes
Duration: 12 minutesFacilitator says: The two TED talks gave you a good introduction into the concept of Growth Mindset. Now we’re going to do a Jigsaw activity to help us learn more about Growth Mindset.We are going to first read different articles that all provide different information related to Growth Mindset.Facilitator does: Use the instructions on the slide to give an overview of the Jigsaw activity. The key for participants to follow during the activity are on page 18 of their handout followed by the articles on the next several pages.  There are 6 articles so you may have to adjust group size depending on the size of your group.  Everyone in the same group will read the same article, annotating it, and then will discuss.Facilitator says: As you read and highlight or underline new and/or important information to you please use the following key to code your notes: use a checkmark to note something that you agree with, a light bulb next to something you read that sparks a new idea you may want to try out, and put a question mark by something that makes you think of a question. Facilitator does: Regroup participants so they are with others who are also reading the same article at a DIFFERENT table. Tell participants they will have 10 minutes to read, annotate, and discuss. NOTE: Some of the articles are much longer than others -  encourage those who have a “longer” article to simply skim and scan rather than a thorough read. As you listen in on conversations prompt participants to share their checkmarks, light bulbs, and questions to help them all make meaning of their article.



Jigsaw: Learning more about growth mindset

● Return to your original table group. You 
all should have read a different article.

● Discuss the questions on page 46-48.

● Use what you read in your articles to 
discuss and answer the questions.

Presenter
Presentation Notes
Duration: 15 minutesFacilitator says: Now that you are back with your original table groups, your table should be made up of people who read and understood all the different articles. There are 6 questions for your group to discuss and answer together using your collective new knowledge. You will have about 10 minutes to answer all the questions. Designate a time keeper who will keep the discussion moving so you can get to all 6 questions. Each person in your group has the responsibility of helping the group to answer the question using what you learned from the article you read. In this way, you will all get the benefit of learning from all of the articles without having read all of the articles.Facilitator does: Facilitate a short, whole group discussion hitting some key takeaways. 



Reframing Mentor Language

Your language matters!

● Work with your table group on page 49-50 of handout.
● Use what you’ve learned about Growth Mindset to re-write the 

mentor’s words.
● Write why your new words are better than the old words.
● Complete as many rows as you can.

Presenter
Presentation Notes
Duration: 15 minutesFacilitator says: Now that you’ve had an opportunity to reflect on your own mindset, let’s begin to think about how you can help your mentee develop a growth mindset.  The first way you can help your mentee is by paying attention to the words you use with your mentee.  Your language can either inspire them to growth mindset or anchor them in fixed mindset.Facilitator does: Review the instructions on the slide. Allow groups to work for 10 minutes. They will not get through all of the statements in the table and that is okay. Bring participants back together for a whole group debrief. Invite them to share how they changed the mentor’s words and why those words are better than the original words. Invite participants to share any insights they gained from participating in this activity. 



Words for inspiring
Mentee’s Words Mentor’s Question

I tried. I failed. It’s just beyond me. Could you try a different strategy or approach?

I didn’t achieve what I set out to do Isn’t learning a process, and isn’t failure just part of 
that process?

I just don’t get it. I’ve never been good at this. Haven’t others tried, and succeeded through hard 
work?

I can’t do it. I’ll never be able to do it. Aren’t you giving up on yourself too soon? Isn’t it a 
matter of time?

Do you think you can do it for me? Can you do it with repeated effort?

I don’t know how or if I’ll get there...ever What plan can you make to get there?  What’s your 
first step?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator says: Another way you as a mentor can help your mentee grow their growth mindset is with the way you use words to respond to them. There will inevitably be low points that your mentee experiences. They will likely come to you feeling defeated and say words that exhibit a fixed mindset- that they’re horrible and will never be a good teacher. Take a look at the words on the slide. They are also found on page 50 of your handout.What effect do you think replying to these fixed mindset words with growth mindset questions could have on your mentee? Facilitator does: Have participants share their thoughts with the whole group.Based on Great Mindset Questions by PositivePsychology.com



Planning for Growth Mindset
● As a table group:

○ Create a T-Chart on your chart paper
○ Left side - ideas for introducing growth mindset to 

mentees
○ Right side - ideas for practicing growth mindset 

with mentees
● Gallery Walk to “capture” new ideas

Presenter
Presentation Notes
Duration: 15 minutesFacilitator says: Now it is time for us to put everything together that we’ve learned and think about how we can introduce and practice growth mindset with our mentees. Each table group will be given a piece of chart paper. On the chart paper you will draw a T-Chart. The left side is going to be for your group to brainstorm ideas for introducing this concept of growth mindset to mentees. An example of this might be using specific activities, articles or videos from this session. Or you can borrow an activity or idea from one of the articles you read. All ideas are welcome! The right side is to brainstorm ideas for practicing growth mindset with your mentees. An example of this may be one of the ideas from the article regarding self-reflection. For example, after engaging in a part of the mentor cycle together, asking your mentees to reflect on the experience by journaling and you as the mentor doing the same to show how you are also engaging in self-reflection. After about 7 minutes, we will hang up your posters on the wall, and then do a gallery walk so you can gather additional ideas for implementing this concept with your mentees as you continue to build a trusting relationship. Facilitator does: Give participants 7 minutes to make their posters. After 7 minutes, ask them to hang them up around the room. Allow 3 minutes for all groups to conduct a free-roaming gallery walk to “steal” ideas from each other using the handout on page 51. Encourage participants to take pictures of each other’s posters so they can refer back to the different implementation ideas when they return to their home campuses. Facilitator does: Before transitioning to the next slide promoting reflection, select a few strong ideas from the posters to reinforce with the entire group. 



Planning for Growth Mindset

Private planning time:

How will you introduce and 
practice growth mindset with 
your own mentee?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator does: Now participants will have 5 minutes of private planning time. They will write in their handout on page 51 their concrete plan for how they will introduce and practice growth mindset with their mentee.



Key Takeaway

Understanding and practicing growth 
mindset is a method for continuing to 

build a mentee-mentor relationship that is 
focused on learning and building mentee’s 

confidence.

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Read slide. 



Lunch

Presenter
Presentation Notes
Duration: 45 minutes



Set Goals

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says:  The next part of our session will be on the final stage of Diagnose - Set Goals. Let’s take a look at the mentor cycle to see where this falls. 



The Mentoring Cycle

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: animate the slide. In Module 3 we learned how to conduct an observation and analyze the data. We ended by prioritizing 1 or 2 areas of need/focus to work on with a mentee. Today we will complete the diagnose step by taking that prioritized area and setting a goal. 



Set Goals: 3 Key Components

● Align priorities and draft goals
● Plan to meet with mentee
● Engage in goal setting with mentee

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Go over the 3 key components of setting goals. (animate slide). Tell participants you will be starting with the first key component



Private Reflection

Think about a goal you set but didn’t reach.

Why do you think you didn’t reach it?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator does: Provide 3 minutes for participants to reflect on the prompt on the screen. There is space to write in the handouts on page 53.Share your own reflection on this prompt. Invite participants to share some reasons aloud with the whole group.Some common reasons you might bring up if they aren’t shared by participants include:Goal wasn’t realistic to achieveDiscomfort with the lack of time it may take to achieveFixed mindset - want perfection right away, discouraged by not achieving it immediatelyPlagued by negative thoughtsDon’t have small actions to take to make progressNot enjoying the journey - not working on the goal is way more funOverthinking/overplanning instead of just getting startedTrying to do everything, not specific enoughNo support system - feeling like you’re all aloneGoal was too bigDidn’t have the right tools to meet goalTell participants that you will be working together to learn about a way to help your mentee reach their goals and not fall victim to those same pitfalls



Why draft goals first?

We always sit down and draft 
and plan BEFORE meeting with a 

mentee.

This helps you make sure you 
are prepared!

Presenter
Presentation Notes
Duration: 1 minuteFacilitator says: You may have noticed that first we recommend the mentor draft goals before meeting with a mentee. We do this for the same reason that you would never teach a lesson without planning it first - if you draft and plan before you meet with your mentee you’ll be better prepared and it is more likely that your goal setting meeting with your mentee will be successful!



Draft Goals

• Specific: A goal should be linked to one activity, thought, or idea.

• Measurable: A goal should be something you can track and measure progress 
toward.

• Actionable: There should be clear tasks or actions you can take to make progress 
toward a goal.

• Realistic: A goal should be possible to achieve.

• Timely: A goal should fall within a specific time period.

Presenter
Presentation Notes
Duration: 2 minutesFacilitator says: We recommend you use the SMART goal framework when drafting goalsFacilitator does: Read slide going over the characteristics of a smart goal. These are also in their handout on page 54.



How to write a SMART Goal

Presenter
Presentation Notes
Duration: 3 minutesFacilitator does: Show the video. Ask participants to take notes on page 54 in their handouts.Review the key elements of SMART goals, participants can continue to make notes.Specific: A goal should be linked to one activity, thought, or idea.Measurable: A goal should be something you can track and measure progress toward.Actionable: There should be clear tasks or actions you can take to make progress toward a goal.Realistic: A goal should be possible to achieve.Timely: A goal should fall within a specific time period.

http://www.youtube.com/watch?v=U4IU-y9-J8Q


Making a goal SMART

“I want to be able to __________________.”
● Specific: Is the goal linked to one activity or one thought?

● Measurable: Can I plot my mentee’s progress on a graph? Can I say how much 
they’ve improved from the previous day or week?

● Actionable: What task or action will my mentee be doing? Can I draw a picture of 
someone doing that action?

● Realistic: Are there examples of people who have achieved this level of success in 
this amount of time? What are some obstacles they might face along the way? 
Would any of those obstacles stop them in my tracks?

● Timely: Did my mentee include a set time period in which they want to achieve their 
goal? Days? Weeks? Months?

Presenter
Presentation Notes
Duration: 3 minutesFacilitator says: The best way to check if a goal is SMART is to jot down something you want to achieve. “I want to be able to….” Then, check to make sure the goal is SMART by asking a series of questions and revising the goal. Facilitator does: Read questions on slide. These questions are in the handout on page 54.



59

Let’s look at a goal and make it SMART

● Timely: Did my mentee include a set time period in which they want to achieve their goal? Days? Weeks? Months?

“I want to be able to speak Spanish.”

“I want to be able to have a conversation in Spanish.”

“I want to be able to have a short, 2-3 minute, conversation in Spanish.”
“I want to be able to have a short, 2-3 minute, conversation in Spanish by practicing on Duolingo for 10 minutes a day.”

“I want to be able to have a short, 2-3 minute, conversation in Spanish in one year by practicing on Duolingo for 
10 minutes a day.”

● Specific: Is the goal linked to one activity or one thought?

● Measurable: Can I plot my mentee’s progress on a graph? Can I say how much they’ve improved from the previous day or week?

● Actionable: What task or action will my mentee be doing? Can I draw a picture of someone doing that action?

● Realistic: Are there examples of people who have achieved this level of success in this amount of time? What are some 

obstacles they might face along the way? Would any of those obstacles stop them in my tracks?

Presenter
Presentation Notes
Duration: 5 minutesNote to facilitator: Here, you will model taking a goal and using the questions to make it SMART. This slide is animated so that you can click to have the animations come in while you think aloud to make the goal SMART. You can use the following talking points to help you.Note: You are also able to revise this activity to match a goal you really have for yourself if you would like to personalize this. Just be sure you change the wording on the slide to match your goal (but don’t remove the animations!)Facilitator says: (click to animate) So let’s pretend I want to learn how to speak Spanish.(click to animate). Is this goal linked to one activity or one thought? Maybe not. It’s probably too vague. What specifically do I want to be able to do? Well, I want to be able to have a conversation in Spanish. So let’s try revising that.(click to animate).(click to animate). Is this goal measurable? Maybe I could set a length of time for the conversation goal for myself. I want to have a short, 2-3 minute, conversation with someone who speaks Spanish. (click to animate).(click to animate). Is this goal actionable? Yep, I can definitely picture myself having a conversation like this!(click to animate). Is this goal realistic? Sure, people learn other languages all the time. But I know it takes regular practice. And I’m going to have to find a program to use and stick with it, otherwise I won’t be able to achieve this. (click to animate)(click to animate). Okay, when do I want to do this by? Well, I’m not starting from scratch. I took Spanish classes in school, but I’m very rusty.  I downloaded duolingo and I’m ready to go. I think if I do this for 10 minutes a day in a year I should be able to have a 2-3 minute conversation. (click to animate)You should have noticed that I started by just jotting my goal down. Then by going through the questions I was able to make my goal SMART, and therefore more likely to be something I can accomplish, by asking myself the questions.



Review and revise example goals

1. Review the example goals.

2. Use the questions on page 54 
to check if the goal is SMART.

3. If the goal isn’t SMART, revise 
it to make it SMART.

Presenter
Presentation Notes
Duration: 8 minutesFacilitator does: Group participants in a new way for this activity. Ask participants to look at the example goals in the handout on page 55. They will have 5 minutes to work together with a group to review the two example goals.  They will work together to review the questions and check to see if the goal is SMART. If they agree that the goal is SMART, they can leave it alone. If the goal is not SMART, they will work together to revise it to make it SMART.



Discuss example goals

Which goals were SMART? 

Which goals were not SMART?

What revisions did you make to 
make them all SMART?

What do you notice that all the 
SMART goals have in common?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator does: Bring participants back together and have at least one group per SMART goal share out with the whole group. Other groups can take notes on how the other groups revised the goals they didn’t necessarily work on. If you see any missed opportunities to make a goal SMART, bring it up now - don’t let any misconceptions about SMART goals persist.Use the last question on the slide to have a discussion about SMART goals overall. They should notice that the SMART goals feel achievable and doable - someone working towards that goal shouldn’t fall victim to the pitfalls discussed at the beginning of this section.



In 
Alignment 

with

Priority 
Area of 
Growth

Upcoming 
InstructionOut of 

Alignment 
with 

Make goals SMARTer by aligning priorities

One main reason why those in education fail to reach their goal 
is that the goal is not SMART

given what’s upcoming in the classroom
Priority 
Area of 
Growth

Upcoming 
Instruction

Presenter
Presentation Notes
Duration: 2 minutesFacilitator says: Thanks for working together to make those goals SMART. Now those goals are all SMART, but they are also a little out of context. Facilitator does: Read the first part of the slide and animate to show that the area of growth must be in alignment with upcoming instruction.Facilitator says: Now we’ll go through some steps to help you make sure your goals are successful in the real world of your school, considering the other things that are happening in the classroom at the same time



Review Upcoming Instruction

• What are the objectives for the upcoming lessons?

• What would it look like to teach those lessons well?

• What would you look-for in your focus area?

• What teacher moves do the lessons call for?

• What student moves do the lessons call for?

Presenter
Presentation Notes
Duration: 2 minutesFacilitator says: ALWAYS review what’s coming up next in instruction in your mentee’s classroom because your first job as a mentor is to help your mentee teach their curriculum well.  You don't want to set goals that run contrary to the curriculum or that would not be possible to achieve given what the mentee is planning to teach next. When you study the upcoming instruction, there are several things to keep in mind. Note that this may be helpful to do when mentoring for classroom management, and is VERY important to do when mentoring around content area specific instructional strategies.Facilitator does: Read slide



Align Priorities

I have prioritized 
area of growth

Where do you 
see opportunities for your 
mentee to practice what 
you see as their area of 

growth in upcoming 
instruction?

Presenter
Presentation Notes
Duration: 2 minutesFacilitator says:   In the analyze data step, you learned how to prioritize areas of need for your mentee. You asked yourself a series of questions to help you zoom in on what matters most for your focus area and you learned how to name priorities.  Next, you'll take that prioritized area of growth and align it to the upcoming instruction.  Where do you see opportunities for your mentee to practice what you see as their area of growth in upcoming instruction?  Finding those opportunities will set you up to draft some potential SMART goals for your mentee that are informed by your priorities from your observation as well as what's coming up in their curriculum and will help you ensure that you aren’t setting goals that will be impossible for your mentee to try out and practice.



Let’s Practice
Practice Scenario:
● Pretend that the teacher in the video we observed and 

analyzed the observations for in Module 2 is your mentee.
● Pretend that teacher teaches at your school in your grade and 

content area.
● Think about your instruction during the first 3-4 weeks of 

school. 
● Use what you know about that upcoming instruction to inform 

your practice today. 

Presenter
Presentation Notes
Duration: 2 minutesFacilitator says:  Let's practice writing some SMART goals using your practice observation notes and analysis of your observation from the last two sessions. Please take out your observation notes and your analysis of the teacher's strengths, weaknesses, and the area of growth you prioritized. Now, since we are practicing today, we’re going to set up a scenario to allow you to practice these mentoring skills before you need to try them out with your menteeFacilitator does: Read slideLink to the original video: Classroom Management Video



Align Priorities and Draft SMART Goals

Discuss: What 
about the 
upcoming 

instruction would 
inform the SMART 

goals?
(2 minutes)

Discuss: Where 
might the 

priority area of 
growth and the 

upcoming 
instruction 

align?
(2 minutes)

Draft 2 
SMART 
goals.

(5 minutes)

Presenter
Presentation Notes
Duration: 10 minutesFacilitator says: (group participants however you’d like) So keeping that scenario in mind, you will work in trios to practice the questions on the slide. One of you should be sure to keep time and move your discussion along. First, what about the upcoming instruction would inform the SMART goals? Take 2 minutes to discuss this. You may jot down notes on the additional handout on page 56.Then, revisit the priorities that each of you created based on your observation analysis.  Discuss where there may be opportunities in the upcoming instruction to work with you to grow in their priority area. Take 2 minutes to do this.Finally, try drafting 2 SMART goals that are specific, measurable, attainable/actionable, relevant, and time-bound for the teacher in the video based on the upcoming curriculum and her priority area of growth. Take 5 minutes to do this.Facilitator does: Circulates, clarifies, supports trios as they write their SMART goals. Ask trios to share parts of their goals with you as they are writing them so that you can provide feedback and support.



Let's Share and Give Feedback

● Specific: Is the goal linked to one activity or one thought?

● Measurable: Can I plot my mentee’s progress on a graph? Can I say how much they’ve improved 

from the previous day or week?

● Actionable: What task or action will my mentee be doing? Can I draw a picture of someone doing 

that action?

● Realistic: Are there examples of people who have achieved this level of success in this amount of 

time? What are some obstacles they might face along the way? Would any of those obstacles stop 

them in my tracks?

● Timely: Did my mentee include a set time period in which they want to achieve their goal? Days? 

Weeks? Months?

Presenter
Presentation Notes
Duration: 10 minutesFacilitator does: Invite 2-3 trios to share their goals with the whole group.  As each trio shares, ask other participants to identify the S-M-A-R-T parts of the goals after they are read, using the acronym on the slide to support the discussion.



Let's Review

• WHAT: What did you just learn about setting 
goals?

• SO WHAT: Why is setting goals 
important? What are the implications of this 
method of setting goals on your practice as a 
mentor?

• NOW WHAT: How will you apply this               
in your practice?

Presenter
Presentation Notes
Duration: 4 minutesFacilitator does: Read the instructions on the slide.  Participants should take 4 minutes to privately reflect on page 57 in their handouts.



BREAK!

Presenter
Presentation Notes
Duration: 15 minutes



Set Goals: 3 Key Components

● Align priorities and draft goals
● Plan to meet with mentee
● Engage in goal setting with mentee

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: (animate slide). Tell participants you will now talk about the second key component - Planning to meet with their mentee to discuss the goal. 



Debrief Planning Guide

Use the planning sheet!
Before:

• Plan goal setting meeting
• What guiding questions will you ask your mentee?
• What will you focus the conversation on to help 

them understand the prioritized area of growth 
and set SMART goal(s)?

During:
• Take notes during goal setting meeting
• Set SMART goal(s) with mentee
• Generate ideas for a coaching plan 

After
• To help you write a mentoring plan (We’ll focus on this 

in Session 5!)

Presenter
Presentation Notes
Duration: 8 minutesFacilitator Says: Like we talked about in previous modules, you'll have already scheduled a goal setting meeting with your mentee, and you'll have given yourself some time in between your observation and your goal setting meeting to sit down and plan for the meeting.This will first involve doing all the things we've been practicing so far – you'll analyze your data and draft 1-2 potential SMART goals.  The last thing you'll do before engaging in the debrief is plan exactly the questions you'll ask during the debrief.  Take a look at the blank goal setting meeting planning sheet on page 58-59 of your handouts.  You'll see that there is space to customize your questions and plan the debrief and also to take notes during the debrief to refer back as you continue to work with your mentee after the conversation.  You'll want to keep your observation note sheet as well as any student work produced during the lesson handy to refer to during the debrief conversation. But to make it easy for you, you'll also want to have all of your most important ideas right front-and-center on this one sheet.  For that reason, there's a space to jot down the area of growth that you prioritized as well as space for your 1-2 ideas for SMART goals that you created based on the upcoming instruction and the prioritized area of growth.  One of your goals in the goal setting conversation will be to finalize 1-2 SMART goals with your mentee, and you'll do that through asking questions and discussing the lesson with your mentee. Facilitator does: Read slideFacilitator says: You have a few copies - one to use today and more to copy and use in your work. Take 3 minutes to read through the guiding questions you can use to focus the debrief conversation with your mentee.  Think about how asking guiding questions such as these can help you discuss the prioritized area of growth and set SMART goal(s).  Also consider when it might make sense to look at student work to inform and support your conversation.



Look at an example

Look at some planning notes for a goal setting 
meeting.

What do you notice about the planning notes? 

What do you wonder about the planning notes? 

Presenter
Presentation Notes
Duration: 8 minutesFacilitator says: Now, turn to page 64-65 of your packet.  There, you will see a sample filled-in planning sheet.  Take 3 minutes to read through the sample.Facilitator does: After 3 minutes ask participants to share aloud what they notice and wonder about the example. They should notice how in this sample the mentor has planned out what guiding questions they’ll ask their mentee. They should also notice how they are planning for how they will focus the conversation to help the mentee understand the prioritized area of growth and the SMART goal the mentor has in mind. They should also notice that the questioning format helps the mentee build this understanding together with the mentor. This will make it more likely that the mentee will buy-in to this area to work on, and that through the conversation they’ll build ownership of the ideas around the goal. It’s a very different feeling than they would have if the mentor just told them “you have to work on this goal” Make sure to clear up any misconceptions now.NOTE: These are notes for planning a goal setting meeting for the scenario we were following last session about the mentor who conducted an observation and analyzed their notes for the mentee who was focused on getting feedback regarding checking for student understanding throughout the lesson (formative assessment). 



Let’s Practice

● Choose one of the SMART goals 
you drafted earlier.

● Pretend you are going to have a 
goal setting meeting with your 
mentee about that goal.

Presenter
Presentation Notes
Duration: 15 minutesFacilitator says: Now, you’re going to go back to one of your blank planning guides which start on page 58. Using the draft SMART goals you worked on earlier for the mentee in our video, you’re going to continue envisioning your scenario at your school, and go ahead and plan out how you would want the goal setting conversation to go using the planning sheet.   You’ll have 8 minutes to try this out.  Later, you will be role playing these goal setting conversations, so make sure you take the time to plan it now.NOTE: You may choose to have participants continue working with the same partner from earlier during this process.  Participants will work on their own handouts to plan out how they would like that goal setting meeting to go. Facilitator does: After 10 minutes, bring everyone back together and highlight any strong work you saw or bring up any questions or areas of confusion that you want to make sure to clear up for the whole group



Set Goals: 3 Key Components

● Align priorities and draft goals
● Plan to meet with mentee
● Engage in goal setting with mentee

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: (animate slide). Tell participants you will now talk about the third and final key component of set goals. 



Non-Negotiables for Goal Setting Meetings

• Private 
• Aligns to the Partnership Agreement between mentee and mentor
• Is based on factual observation notes
• Uses student work to support the discussion and inform the goals
• Results in the mentee and mentor agreeing to 1-2 SMART goals
• Mentee and mentor understand how mentor will support the mentee in 

working toward the SMART goal(s)
• Generate and discuss ideas for next steps for the Mentoring Plan you’ll write 

next

What do you think are non-negotiables for debriefs?

Presenter
Presentation Notes
Duration: 5 minutesFacilitator Says: There are some aspects of goal setting meetings that are non-negotiables - aspects that absolutely have to be true about goal setting meetings. Take 30 seconds to think - “what do you think are non-negotiables for goal setting meetings?” Facilitator does: Give participants 30 seconds to reflect (animate slide) Read slide. 



Connection to Mentoring Stances

● Provides information & 
assistance

● Ensures mentee implements 
the content & pedagogy 
accurately

● Provides resources & 
assistance through 
demonstration lessons, 
planning conversations, and 
observations with debriefs

● Shares ideas & problem 
solves collaboratively

● Reciprocal support for growth 
& improvement of practice

● Co-planning, co-teaching, 
exchanging resources, etc.

● Increase reflection on practice 
& encouraging self-directed 
thinking about instruction

● Non-judgmental support for 
planning, instruction, 
reflection, etc.

● Learning-focused 
conversations which include 
inquiry, reflection, etc.

Presenter
Presentation Notes
Duration: 3 minutesFacilitator Says: Let’s make a quick connection to the mentor stances we discussed back in module 1. We talked about 3 different stances a mentor can take when working with a mentee including consult, collaborate, and reflect. Each of these stances is summarized on the slide and a more detailed summary is included in your handouts on page 66. As you begin your work with the mentees, you will most likely spend the majority of your time in the consult mentoring stance. You will need to be more direct in your feedback, providing lots of helpful guidance and information regarding content and strong pedagogy. As you mentees improve their practice and begin to be more reflective you will move down the continuum to collaborate, where the debrief can become more of a collaborative conversation and open up co-teaching opportunities. By the end of the first year you may have just a few mentees for whom are ready for you to take on the reflect stance. At the beginning of the year when you will likely be mentoring around classroom management, you should expect to do more consulting in your goal setting conversations.



Example Goal Setting Meeting

Read the transcript of the goal setting conversation

• How does the mentor use the guiding questions to 
guide the mentee to...

• Understand the prioritized area of growth?
• Agree on a SMART goal?
• Agree on actions and activities that could be included 

in a mentoring plan for the goal?

Presenter
Presentation Notes
Duration: 8 minutesFacilitator Says: Now turn to page 67-68 of your handouts.  There, you will see a transcript of a goal setting meeting between a mentor and a mentee.  Take 5 minutes to read through the transcript.  As you read, make notes using the questions on the slide. What questions did  the mentor ask? How did the mentee respond? How did the mentor use the guiding questions to guide the mentee to understand the prioritized area of growth, and to agree on 1-2 SMART goals? How did the questions set the mentor and mentee up to write a coaching plan for working on the goal?Facilitator does: Facilitate a discussion around what they noticed about how the mentor used questions. They should notice how in this sample the mentor has clearly planned out ahead of time a careful series of questions to ask their mentee. But they didn’t ask every question on the list - they had a bunch planned but then were responsive to what the mentee said and had a real conversation with the mentee. They should also notice how the mentor used the questions to focus the conversation to help the mentee understand the prioritized area of growth and the SMART goal the mentor has in mind. They should also notice that the questioning format helped the mentee build this understanding together with the mentor and the mentee seemed to buy-in to this area to work on.



Let’s Practice: Goal Setting Meeting

Round 1:
A: Mentor
B: Mentee
C: Observer

Round 2:
A: Observer
B: Mentor
C: Mentee

Round 3:
A: Mentee
B: Observer
C: Mentor

Presenter
Presentation Notes
Duration: 15 minutesFacilitator Says: (You’ll want to group participants in trios once again). Now, we’re going to ask you to be brave and to put on your acting hats.  It can sometimes feel a little silly to role play, but often trying out a new practice such as a goal setting meeting ahead of time in a safe environment is the best way to get more comfortable, faster. This is also a good chance to practice taking notes while you’re having the conversation, which you’ll need to do when meeting with your mentee.With your trio, you will practice having a goal setting meeting, with one of you taking the role of the mentor, one of you taking the role of the mentee, and one of you observing and keeping time. After 2 minutes, you'll switch roles, and then after another 2 minutes you’ll switch again so that everyone has a turn.When you are the mentor, you will be role playing the role of the mentor of the teacher in the video. You will use the plan you created just a few minutes ago to inform the questions you ask and the things you say.When you are the mentee, you will be role playing the role of the teacher in the video we watched earlier that all of our practice in taking notes, analyzing notes, and writing goals has been based off of. Do feel free to play up your role when you’re the mentee - how do you think that teacher might really react in real life in this situation?When you are the observer, you will watch and learn - and you can be on call for the mentor if they need to call a time out and ask for some support!Facilitator does: Circulate as trios are practicing looking for exemplary models. After bringing everyone back together, congratulate everyone for being brave and trying out the goal setting meeting. Highlight any stand-out moments you saw



Your Take-Aways

• What were your three biggest 
learnings about goal setting 
meetings?

• What are your two biggest 
concerns about goal setting 
meetings?

• What is your next action for goal 
setting meetings?

Presenter
Presentation Notes
Duration: 3 minutesFacilitator Does: Provide 3 minutes for participants to quietly reflect and plan forward for goal setting meetings. If you feel it’s needed, remind participants about growth mindset about this new practice!



Key Takeaway

The SMART goal framework 
creates useful and actionable goals 

that are used during goal setting 
meetings to consolidate learning 

and plan next steps. 

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Read slide



Connection to Assessments

Presenter
Presentation Notes
Duration: 30 secondsFacilitator says: So let’s take a look at where set goals appears in the assessments of your mentoring practice. 



Mentoring to Improve…

Presenter
Presentation Notes
NOTE: THIS SLIDE INCLUDES ANIMATIONS - THE SLIDE CONTENT IS NOT MESSED UP.Duration: 5 minutesFacilitator says: Let’s take a look at how what we’ve talked about today connects to the two course assessments.Facilitator does: Point out the following to participants:The Setting Goals conversation will result in the actual goal mentors work on with their mentees. In the ANALYZE portion of the assessment mentors must, “...submit a written response that identifies the mentee’s classroom management goal that will drive the mentoring cycle…” This is the same for the other assessment, Mentoring to Improve Content Instruction, except the goal is focused on something having to do with instruction rather than classroom management. Animate the slide. Point out under step 3, IMPLEMENT, under Coaching and Support it talks about ARTIFACTS to demonstrate your support for your mentee…One artifact could be your notes/completed template  from the setting goals conversation. Animate the slide. Also point out under the Relationship Building heading here they have already learned many ways to build a strong relationship with their mentee and here under IMPLEMENT is where they would upload those artifacts. Possible artifacts include their partnership agreement, any of the Growth Mindset activities they decide to engage in with their mentees, email exchanges back and forth/get to know you surveys to establish trust - all of these are potential artifacts they could use here. 



Work Time

Presenter
Presentation Notes
Duration: 15 minutesFacilitator does: Allow participants to get on the assessment website to look through and start working on any pieces they are able to at this point in time. This is also a time participants can ask clarifying questions or get facilitator support. 



Closure

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Let’s bring some closure to our time together today.



Preview of Module 4

• Use Gordon’s Skill Development Ladder as a tool to 
build awareness of self-efficacy for maintaining 
momentum

• Understand the different types of support a mentor can 
provide and when each is most appropriate to 
implement

• Explain how to effectively implement classroom support
• Explain how to effectively provide resources and act as a 

curriculum/instructional specialist

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Review what’s to come in the next module.
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• Continue to plan forward for how you’ll lay the groundwork for 
the work required for the assessments.
• Bring all of your mentor materials to each session - especially 

the artifacts of your work you’ll be collecting when you start 
your work with your mentee!

Homework

Presenter
Presentation Notes
Duration: 30 secondsFacilitator does: Review the homework participants need to complete between sessions.



Exit Ticket

Get two sticky notes:

1. Biggest takeaway 
2. One question you 

currently have

Presenter
Presentation Notes
Duration: 5 minutesFacilitator says: Everyone please take out two sticky notes.  Label your first sticky note #1 and write down 1 big takeaway you have from today’s learning. Label your second sticky note #2 and write down 1 question you currently have as we head out for the day. Please bring your sticky notes up to the facilitators before you head out.Note to facilitators: After participants leave for the day, work together as a facilitator pair to review the takeaways and questions on the sticky notes.Prioritize which takeaways to share: which takeaways did many people say? Which takeaways are particularly insightful and will move mentor thinking forward?Prioritize which questions to share and answer: which questions will NOT be answered tomorrow and are necessary for the mentors to understand their role, the mentor cycle, and the mentor program of modules and assessments?
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