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Objectives

s [0 INCrease awareness of boundary: issues

In the, professional/client relationship
s [0 develop skills that aid prudent practice
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e BeunRdany/ Framework
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The Onion Skin Analogy.
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YWhat dees the lveundany.

RAMEWOi Promote anapreVvent?
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lihe Pewer thatVWe =
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e or False?

Many professionals; have

difficulty in ewning the power
that they have In their
relationship with their clients
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What are Boundaries?

s Boundaries are the limits that allow: for a
safe connection between the professional

and! their client. This safe connection IS
always based on clients” needs — not:
wants.
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Boundary Violation

A boundary: vielation eccurs when

the professional places hisior her
OWN needs above the needs of their
client so that the, profiessional gains
personally and/or professionally
at the expense of their client.
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General Characteristics of
Boeundany Vielations

a Frequently appear harmless
s Begin as innoecent situations

s Not recognized or felt as a violation
until something goes wrong
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Key Red Flags

s Do you make your client feel special?

= Do you enter into self-disclesure? If so, what: is
your profiessional reason for doing so?

= Are youl always right?

= Do you make your own rules - that is, you don't
like “this” rule so you substitute your own?
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Key Red Flags

s Do you have a pre-exiting dual relationship —
e.d., being| the profiessional plus friend or
neighboeur or business associate?

s Do you develop firiendships with clients after
they become your client?

s Do you enter into touch of a personal nature

with your client, whether it is a hug or some
other form of personal physical contact?

Copyright 2002 - 2007 NCA Associates



Key Red Flags

= Do you| fail to define your professional role and
the parameters of your service with your client?

= Do youl place your Personal beliefis or values
pefore your clients” needs when you feel that it
IS In their best interests, 1.e., In this situation you

would do “this™?

- = Do you promise on-going availability to your
client, e.g. gave your home, cell number or

ema|I address?
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Key Question - Whose Needs Are
Coming First?

= Are my own values and beliefs “entering
INte™ my work with my: client?

- = Have I gained at the expense off my. client
N any: Way?

s Have I started in the middle of “my story”
I.e. does my client have all the information

that they need to make a fully informed
decision?
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Other guestions to ask yourself

s Would I document this decision/
pbehaviour int my: client’s file?

s Would I like to see my: decision/behaviour
published ini the newspaper?

s Can I explain why I took this' course of

action?
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Be Clear

s Outline your service, parameters
s Define your role
s Set your goals with your client

s Ensure client knows who & how to
contact someone should the need
arise
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VWhen in Doubt - Develop a
=HE

s Consult, consult, consult
s Determine iff there Is an ethical

ISSue
s Brainstorm options
= Develop, implement & evaluate an

-~ action plan
s Document, document, document
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Remember

Don't panic, you are human
Seek advice/consultation

KNow: your' professional strengths and
iImitations

Know! your obligations — Regulatory
College, Employer, other pertinent statutes
or Acts

Take responsibility for your actions - it is
the heart of ethical practice
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