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Feeling Into the Interpersonal Field

® Ask: “What is it like to be with these people?”

e Don’t take your feelings at face value.

e Don’t assume that your difficult feelings ar@bout you.
- Instead, ask, “What might it mean about what’s happening in the room

that I'm feeling X?”
- E.g., feeling incompetent. Maybe someone elsein the room is feeling confused,

frightened, stupid.

e Attend to your own inner state as a barometer of what might be happening
with the parties you’re working with. Follow up and explore as appropriate.
o(m)o’

Local Solutions. Global Reach.
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                                  Feeling Into the Interpersonal Field ● Ask: “What is it like to be with these people?” ● Don’t take your feelings at face value. • Don’t assume that your difficult feelings are about you. - Instead, ask, “What might it mean about what’s happening in the room that I’m feeling X?” - E.g., feeling incompetent. Maybe someone else in the room is feeling confused, frightened, stupid. • Attend to your own inner state as a barometer of what might be happening with the parties you’re working with. Follow up and explore as appropriate.   
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Listening to Me

e We need to be attuned to the arising of emotional
outcroppings in ourselves.

e This includes noticing things like judgments,
idealizations, irritations, impatience, etc.

e We will explore this further in our discussion of
Negative Capacity.

Local Solutions. Global Reach. .GMB.




image2.svg
                                          Listening to Me    ● We need to be attuned to the arising of emotional outcroppings in ourselves. ● This includes noticing things like judgments, idealizations, irritations, impatience, etc. ● We will explore this further in our discussion of Negative Capacity .
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Listening to You

e Who are these guys?

* Where are they stuck, defended, clinging, unconscious?

e What are their material interests?

e What are nonmaterial interests?

e What are their core needs?
- Material, emotional, relational, spiritual, identityrelated
- How do these relate to their stated interests?

e Be curious, ask questions.
- E.g., “what’s important to you about holding onto the house?” 5
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Local Solutions. Global Reach.
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                                                                Listening to    Yo    u ● Who are these guys? • Where are they stuck, defended, clinging, unconscious? • What are their material interests? • What are non - material interests? • What are their core needs? - Material, emotional, relational, spiritual, identity - related - How do these relate to their stated interests? • Be curious, ask questions. - E.g., “what’s important to you about holding onto the house?”   
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| e The third important domain is the “us” dimension:

» Together we constitute a single interpersonal field.

e We are not separate from our clients or from what’s
happening in the room.

¢ If we miss the “us” dimension we miss a crucial piece of
the dynamic puzzle.

Local Solutions. Global Reach. .GMB.
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                                          Listening to Us ● The third important domain is the “us” dimension: • Together we constitute a single interpersonal field. • We are not separate from our clients or from what’s happening in the room. • If we miss the “us” dimension we miss a crucial piece of the dynamic puzzle.   


