LEADERSHIP: FORD Framework

/ FORD

The FORD framework, an acronym for Family, Occupation, Recreation, and Dreams, is a
powerful method for nurturing effective relationships.

The FORD framework functions as a guide for deepening connections, building trust, and
ultimately, expanding the client base.

In organizations, where personal connections are crucial, the FORD framework provides a
roadmap for team members and providers to better understand and connect with their
clients and stakeholders. /

/ Key Objectives:
Develop trust and rapport

= with clients and
MEANINGFUL CONVERSATION: stakeholders.
Establish long-lasting

relationships with clients
and stakeholders. /




LEADERSHIP: FORD Framework

Family
One of the most effective ways to establish rapport with clients is by getting to know them on a personal
level. By starting with questions about their family, you can establish an emotional connection that will
help break down barriers and build trust. You can ask about their immediate family, their hobbies, their
pets, or any other topics that relate to their personal life. By showing interest in their life and what matters
to them, you are letting them know that you care about them as a person. Remember that family is not just
about blood relatives. Many people consider their partners, friends, or pets as part of their family. Here
are some sample questions:

= Do you have any siblings?

= How did you two meet? (if you are meeting a couple for the first time)

= How old is your child?

= Howisyour (sister, brother, mother, etc.) doing since  (event that happened?)

Occupation
Once you have developed a more personal relationship with your client, it is important to understand their
professional life as well. Ask about their job, their career goals, and any challenges they may be facing at
work. This will help you understand their needs, their strengths, and how you can help them achieve their
goals. By demonstrating a genuine interest in their professional success, you build trust and establish
yourself as a valuable resource for them. Here are some sample questions:

*  What do you do for a living?

= How do you like working at ?

= What’s your favorite part of your job?

=  What made you interested in becoming a ?
Recreation

It is important to take note of the activities and hobbies that your client likes to engage in during their free
time. By showing interest in their recreational activities, you can learn more about their personal interests
and how you can connect with them on a more personal level. It is also a great way to identify common
interests and find activities that you can do together. Whether it is playing golf, hiking, or going to a local
art show, finding common ground can help strengthen your bond. Here are some sample questions:

=  What do you like to do for fun?

= Have you watched (or read) (popular show/book)?

=  What are you up to this weekend?

Dreams
Finally, it is important to learn about your client's aspirations and dreams. Ask about their long-term
goals, what they hope to achieve in life, and where they see themselves in the future. This is a great way
to understand what motivates them, what their values are, and how you can help them achieve their
vision. By showing support for their dreams and aspirations, you build a deep level of trust and loyalty
that goes beyond the business-related relationship. Here are some sample questions:

= Where do you hope to be working in the next few years?

= Where would you like to travel?

=  What’s something you’d like to try in the future?

=  Would you ever consider trying (particular hobby or activity)?

Remember, the key to the FORD framework's success is sincerity and authenticity.
Be genuinely interested in your clients and approach these subjects respectfully.
By implementing these strategies, your organization can build deep, lasting relationships with your
clients, partners, stakeholders.




