“Selling” Masculinities
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Assumptions
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Goals
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Framing Thoughts:
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Sales Technique
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Sales Technique
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Sales 'T'echmque
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Sales Technique
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A Framework...

Self Interest* Altruism* Social Justice*
Barriers Barriers Barriers

Qg

Joe

On good days we reach

Framework created by Jonathan Grove, brain-child of Bobbi Hughes, and drawn from the work of Dr Erin Casey, Rus Funk and Dr. Keith Edwards.

*Edwards, Keith; Aspiring Social Justice Ally Identity Development: A Conceptual Model
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