Pre-Entry 


At pre-entry, the practitioner and the client are at a threshold, getting ready to step toward each other.  There is a shadow cast across the threshold before that step is ever taken.  Being familiar with one’s shadow is one of the core competencies for the OD practitioner and essential in order to successfully achieve the goals of this stage.
The goal at pre-entry for OD practitioners is to prepare for practitioner/client meeting(s) by:

· Conducting a practitioner self-assessment of such areas as skill sets, philosophical approach, mission, values, guiding principles, expertise, experience, strengths, style, energy, biases, fears, interests, focus of OD practice, consultant role, competence, traits, and development (Dillon, 2003), and assumptions, projections, feelings about the work, the client, and the client organization.
· Gathering and reviewing available information about the client organization—for example, mission, values, philosophy, history, size, character, structure, products/services, market position, and reputation.  Knowledge of the clients’ industry and business is an important factor.
Thoughtful consideration of those areas by the practitioner will influence the form and nature of entry.  If the practitioner does not systematically think through them, unnecessary confusion and ambiguity may result, in tandem with a les than effective consultative relationship (Cherniss, 1976).

The practitioner is ready to move from pre-entry to entry when:

· There is a clear, strong rationale for providing consultation.

· The self-assessment has been completed.

· Adequate information about the client organization has been gathered and reviewed and that information indicates likelihood that the consulting work identified by the client will match the practitioner’s skill sets, philosophical approach, and value system.
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