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FACILITATORS GUIDE – LEGACY VALUES CARDS SYSTEM™

Values drive decisions. The desired goal of the Legacy Values Cards System™ is to help the client identify the values that have led them to the lessons that they have learned and the experiences that define their character. The process will allow you to deepen and strengthen the bond with the client and to provide an incredibly unique gift to a family. Just discerning their greatest values is an experience all its own. 

INSTRUCTIONS:
1. Have the client look through the cards and select the top 15 values that are the most important to them. Blank cards have been provided if they would like to write-in any additional values they may have.
2. Ask them to narrow down the top 15 to the top 10 values.
3. Then have them narrow down the top 10 to the top 5 values.
4. Once they have their top 5 selected, ask them to identify a time in their life when each of the values they selected was present.

FOCUS ON ASKING AND LISTENING.
· Ask what each value means for the family/individual. 
· Listen to each unique and individual response from each respondent.
· Ask them to explain the background behind why the card was selected and what life experience it relates to.

THINGS TO REMEMBER DURING THE MEETING:
· The only ‘technique’ you need to conduct a powerful Values Cards System™ meeting is a sincere sense of curiosity.
· Refrain from any judgement, good or bad. Acknowledge the answers. Thank them for them. Understand the answers and then move forward.
· Refrain from adding commentary or weaving your own experiences into the mix. Your sole focus is hearing what drives them, not what drives you.
· It is highly recommended that each meeting be recorded so that you know with 100% certainty that you are capturing their perspectives accurately. 

DELIVERABLE:
[bookmark: _GoBack]After the process is complete, enter the Values in the Qualitate™ application to produce outputs that will be referenced throughout the planning process.
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