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3.1 Getting aware of entrepreneurial qualities

Johari Window


JOHARI WINDOW

A: The story

The "Johari Window" helps understanding the process of interpersonal relationship as well as its barriers and chances within a group set-up. It depicts in a simplified form the areas of shared knowledge and information as well as the unshared and the unknown areas. As such, it provides a theoretical framework for the need to share information, seek and provide feedback and openly discuss any matters which are about to come up during the training programme so that learning can take place.

A thorough preparation for this session is required in order not to stumble about easy-looking explanations. In the form of a didactic talk with the participants the "Johari Window" provides the theoretical background to preceding exercises such as "Knowing Me - Knowing You" or "Art Gallery" which all aimed at providing feedback to individual participants about personal issues so that an atmosphere of openness and mutual trust can be established.

The fact that the original frame of "Johari Window" depicts only the 1:1 relationship between two people, requires that it is widened to a larger understanding of group internal processes where many different people are involved in order to reach full comprehension of its application possibilities.

B: Basic information

Objectives of learning


Basic objectives to be achieved by participants


The participants 

· understand the theoretical framework of interpersonal communication processes;

· detect the importance of feedback for individual learning processes.

Additional objectives of a higher level depending on the situation and the current conditions of the target group
The participants 

· are stimulated to process feedback from others about themselves;

· initiate a process of self‑disclosure and openness to foster group cohesion.

Uses
Feedback, learning theory

The Johari Window should remain visible in the training room throughout the training programme for further reference, if required.

Developed in 
United States by Joseph Luft and Hari Ingham; applied by CEFE since 1984

C: Further Information

Time
1 h

Preparation of rooms
· U-shape arrangement

Requirements

Trainer/assistants
1 lead trainer

Didactic aids to prepare
· the Johari Window is developed during the exercise in front of the participants (see annex 1)

Materials for the trainers (during the exercise)
· marker and flip chart or white board.- or:

· chalk and blackboard

Materials for the participants (during the exercise)
· annexes 1 and 2 can be distributed at the end

Important conditions of the room
none

D: Learning Process – Overview

Step
Time
Most important contents

Introduction
5'
Relevance of the "Johari Window" model by linking it to previous sessions.

Johari Window model
20'
1? Meaning of the four quadrants and their interrelation in a single interpersonal relationship.

Possibilities of influence regarding the size of important quadrants through one's own personal behaviour.

Processing
20'
Multi-personal relationship in group processes.

Generalising
15'
Application of the model's message in the training group.

E: Integrated Learning Process Organisation (ILPO)

Step
Time
Most Important Contents
Activities of Trainer
Range of Possible Activities of Participants
Required materials
Hints

Introduction
5’
Relevance of the ‘’Johari Window’’ model by linking it to previous sessions.
explaining,

asking
listening,

contributing
marker,

flip chart
A large square is drawn on the flip chart indicating the persionality of participant X (choose the example of one participant who will not object and link to previous exercises!).

Ask several participants to show in the drawing how much they think they know already about that particular participant X.

What are the reasons why the areas known of participant X differ in size from one participant to another?
Does participant X voluntarily provide all information regarding any given subject?
This drawing depicts the left part of the ‘’Johari Window’’ (known and unknown by others).

Johari Window model
20’
Meaning of the four quadrants and their interrelation in a single interpersonal relationship.

Possibilities of influence regarding the size of important quadrants through one’s own personal behaviour.
explaining,

asking
listening,

answering
marker, flip chart


Ask if participant X knows everything about himself? Add the ‘’blind area’’ and find examples (bad breath, tics, etc.).

Three quadrants are visible by now.

Recapitulate the quadrant’s criteria (self - others; known.-. unknown) and ask if thereis anything which could be unknown to oneself and to others?

Later, ask the following questions to make participants aware of the window’s various possibilities:

relation entrepreneur - competitor;
relation entrepreneur - associ-ate;
relation entrepreneur - his wife (her husband)

Processing
20’
Multi-personal relationship ingroup processes.

listening,

contributing,

sharing
marker,

flip chart
As this mode works very well for the explanation of a relation of only two people, how does it look like with many different persons? (see annex 3)l

Generali-sing
15’
Application of the model’s message in the training group.
explaining,

asking,

guiding
listening,

contributing,

sharing
marker,

flip chart
Difference of an entrpreneur’s and the participants’ situation (working vs. learning).

Possible questions:

How should the behaviour of participants be like?
How can feedback be actively solicited?
How to react to feedback?
How should feedback be formulated?

Synthesis

See list of articles referring this subject





F: Hints for preparation, typical situations and dangers

Arrange for a rehearsal among the team of trainers during the preparatory phase in order to be well-prepared to any questions.

If you start explanations with all quadrants of the "Johari Window" from the very beginning, the participants' comprehension will be over-stretched. That's the main reason why the different windows should be "opened" one after another while linking them to previous exercises.

The most important issues are appropriate examples to ease comprehension and to bring it to a practical level. Find more examples during the preparation to be well-equipped.

Regarding the generalising part, some more examples are provided:

Public Area: Difficulties in disclosing one's self are discussed centring around the need to create an open atmosphere during the training programme in order to reach mutual trust and confidence. This area can be enlarged under optimum conditions of self disclosure and feedback.

Secret Area: Is it useful and desirable to disclose oneself fully to others or is there a necessity to keep certain secrets? Discuss with the participants. Give examples of personal and business relationships and insist on their differences.

Blind Area: Let the participants find other examples apart from the bad breath syndrome (e.g., certain body postures, mannerisms; in general: how people have an effect on others without knowing it!). The use of constructive feedback to minimise one's blind area is discussed. The more people know about themselves, the easier they can assess their influence (impact) on others.

Unknown Area: What are the consequences of a large unknown area? How could this segment be minimised? Elicit the fact that feedback and open discussion may contribute to minimising it considerably, although a certain unknown area will always be existing.

G: Variations

1) Alternative uses and objectives 

The "Johari Window" should only be used in groups of a certain educational level. The window prepared with the help of the participants should remain visible in the training room. There might be incidents of poor or destructive feedback during the training programme so that you have always a point of reference which can help you to get the non desired feedback behaviour back on track.

2) Minimising/Maximising

With the constructive feedback issue being at the centre of this exercise, this message might be disseminated with the help of good examples which occur frequently during the training without taking refuge in a theoretical example. This is particular valid when the group is of a lower educational level.

3) Substitutions

None.


H: Annexes

Handout

Annex 1 (Johari Window)
The ”Johari Window” Model

Public Area: This is the area which is known to oneself and to others. This window of your life is also called the open area. The behaviour revealed in this area is behaviour about which one is not defensive and about which the individual himself and others around him are familiar with or know about. 

Secret Area: This is the area which one knows about oneself but which others are not aware of. This window is also known as the hidden area. This is the area where one keeps secrets about oneself. Secrets are kept for fear of others' reaction to them. Secrets may pertain to feelings, attitudes and behaviour.

Blind Area: This is the area in oneself about which others are aware but about which the individual himself is not aware. This area remains blind to the individual because the others who are aware of this area may abstain from telling the individual for fear of offending him. This window is also called your bad breath area.

Unknown Area: This is the area about which neither the individual nor others around him are aware of, but in this area exist many undiscovered or unknown potentialities and aptitudes. Others would like to call this area "the future", the undiscovered area.
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Unknown by me
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Annex 2 (Johari Window) 

Handout

The applied ”Johari Window”

in single interpersonal relationship
















Handout

Annex 3 (Johari Window) 

The ”Johari Window”

in a multi-personal group process














There is always a different window vis-à-vis any other person of the group; some people might share their secrets while others don’t. But there are always some parts of the individual public area known to all (e.g. contributions made in plenary).

The relationship between A and B seems to be very open and hearty whereas B closes down vis-à-vis C. The latter seems to be an open character. Person A also seems to have reservations vis-à-vis C as can be shown from the rather small interpersonal public area. 

It may happen so, that the unknown area between B and C is known to Person A! How this? Person A may have been a witness of a talk between two other group members gossiping about B and C, or he may have some information from others who intend to approach B and C in an important matter during the next time; this is unknown to both B and C. This unknown area can only be overcome if people talk about it!

Sharing (feedback) means giving the other one a chance to comprehend, to prepare and to learn about oneself in order to do better!
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