Ask for what you want CONTRACT
1. Request – Ask
“Would you be willing to have the lawn mowed by 6 PM today?”

“I need you to have that report on my desk by Friday at 3 PM.”
I need you to. . ..   or  Would you be willing to. . . by  (time)?

Possible acceptable responses:  


Yes, I will.


No, I will not.


Yes I will under these conditions. . ..

2. Can you think of anything that would stop you from keeping your agreement? 

3. What would help you to remember to do what you agreed to do?  

OR

How do you want me to respond if you don’t do what you agreed to do?     (Bring the person into the problem-solving process by having them set their own consequences.)

4. If I think you are going to forget, what kind of non-verbal sign can I give you?

5. What was our agreement?  (Have them restate the agreement and consequences in concrete behavioral terms.  How would it look when it is finished?)  Once the agreement and consequences have been set don’t nag by repeatedly reminding them.  
If the person keeps the agreement be sure to 

give lots of recognition and/or praise.




BUT

If the person does not keep the agreement, 

go to #6. 
6. What was our agreement?  (Have them restate the agreement and consequences to make sure they understand.)

7. Then I accept your decision that. . . (state agreed consequence).  In this organization we keep our agreements.  
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