NOTES FRoM

Say
Less, Ask More
& Change the

Way You Lead
Forever



—~HE CoACHING HABIT

o6l SulARY

> Queston MASTERCLASS # 1 :

ASK OVE puesTion
AT A TIMNE.

> Qi THe <ickof € Q
WHATS O YOUR MIVD ¢

—» e 27 MOoDEL PoR
DEEP Focus

emamie> PROVECT . THE SrUATOL [CoOTENT

TECRLE v COUEAGUES [BossES/ oTHER DERARTM -
Q\TT ERNS _o ARE Yo SHMDING

IV YR ovons way 2

ENTS.

- ROILD YooR NARIT

WHENE V=R T _

TU ASk- Wit cv Yo0R MiD?
IF NEECED, T MWE ov To THE
AP MoDEL.

S QUESTION NASTERCLASS #2 -

CuT THE INTRo AND A4Sk
THE QRUE STIoMN) ~ o dites e

HolE STARTS Stwly

TIF YoU MOST FREFACE THE
QL)ES’?TO(\), —]’Py f
OUT OF CORIOSITY

Q2 TiE AWE Q.
AND WHAT ELSE 7

THE FIRST ANSWER Yov GET
1< ALdosT f)eveR THE oLy
AVSWER AND RARELY
THE BEST.

#K//Uﬂ AUD WHAT E1SE P
MES  THE MWICE MWSTER
A0D BREARS THE ADVice-
TENDENCY CYCLE -

(> PRICTICAL TTPS -

® ASk [T ONG MorRE TINE.
MMBE 3-5 TIMES
@ Re6Co6VIZE Suress .
WHED SINEOVE SAYS -
TUERES N&TWA ELSE.

@ MoVE on WHELD 18 TIME.
WHEN o) CEEL THE ENERGY SWIFT

1S THERE MYTHVG ELSE?
IS A 400D YARIATION TO INVITE CLOSURE

—»Boud YWOR HARIT

WHENEVER I FEEL Lke ITH Retny
T© PROVIDE A SoLuTioN, Tiz PAUSE
AVD ASK: Avp WHAT £Ls62




WHATS THE REAL LHhue-
GE HERE FoR JoU 2

WITH CHLLENGES AVD DON'T
KOOW WHERE TO START.

HELPS IF THEY kEEP TALKING
ARyT A TRIRD PERSON AND
0T ADDRESSING A CHALLEMGC

—p QUESTION HASTE RCLASS # 4

STIck TOo QUEST‘IOMS TRAT START

WITH WHAT
Wﬂ PUTS THEM ov THe
DEFENVSIVE

0V ASk WHY RECAVSE
You WANT To SoluE

THE PROBLEM

5 Bowd YR HARIT

WHEN ITM TEMPTED To ASk WHY,
I WilL REFRANE IT © A'WHT' @.

L Qu: THE FOUDDATIN Q

WHAT Do 400 WANT ¢

? CAN Y00
GUESS THE
NEED?
_ WE OFTEn DoN'T KNW WHAT We WANT
- IF NE Do KOW TT, TT'S OFTeN HIRD
TO ASK.

lep 9 UMNIVERSAL NEEDS

aerecrion  (§) UNDERSTANDING
@ cReation (@ AgnicPATION
@ RecreATION @ PROTECT 0N

% Freeoor (9 SuBsisTENCE

IDENTITY
Ly |

A NEASURE oF
— How SAFE THeYy
Ve FEEL IV THE
CONVERS ATioN

ETRCTTA

TRIBE  ExPECTATION RANK AuTonoMY
ARE You oN CAN I SEE ARE You Do I HAVE
My SIOE?  THE FUTURE? :5:5 ';"?;W" A CHoicE?

L, BUILD YouR HAsm

WHENEVER I FEEL Like THe ConUeRsAvion
TINT GONG ANYWHERE oR THAT WE’RE Stuck,
I Wi Ask: WHAT Do You WALT ?

BOWS PolvTS IF Yoo sAY WHAT Yoo wAnT AS™ WELL.

- QUEsTION AASTERCLASS # 5

GET COMFORTABLE WiTH ECHOW &, EMDLESS
SILENCE AFTER ASKkING THE QUESTION.
L RITE YouR ToNGUE!

Q5 THE LAZY @

How CAN T HELP?

\

WHED Yov OFFER HELP, YouRe RAISNG
YR OWN STATUS, AND LowERING THERS.

DoNT AssUME You know
WHAT THEY WANT.




stop the Dramal!

We tend to move around the triangle until ONE of us changes;
until ONE of us communicates in a clear and healthy pattern.

1.Stop!
2. Notice what role you are in.
3. Move out of the triangle to a clear and healthy role.

ATTACKER (Bully/Blamer)

Be THE ONE
\,cmns/
.

RESCUER (Enabler)

403.242.77%

» HOw T REspond o Tve Lizy &5
ANSWER ?
SAY: LeET ME THink ABouT -THAT.
SAY: T CANT DD THAT, BUT HERE'S
WHAT |\ CM TDo.

_» BOILD YouR HABIT

WHENGVER SodeEoNE REACHES oyt To
ME ASkivG FoR ADICE, T HILL EXPLRE
BEFoRE GINING ADUICE : WHAT ARE
YoUR THOUVGHTS? AND Askwg: How
CAN I HeL®P?

-» QUESTION MASTERCIASS 6

ACTVALLY LISTEN. AVD WHENS You
LET DISTRACED, CoNe BACk AuD
LISTEN AGAIM.

From VICTIM
(Underdog)

From ATTACKER
(Bully/Blamer)

From RESCUER

(Enabler)

to Survivor/Thriver w Challenger o Coach

with Resilience with Assertiveness with Empathy
Example: Example: Example:

1.State What You Want: 1. State Your Boundaries: 1. State Your Boundaries:
I want more time to finish 1 have 10 minutes to talk | have 20 minutes to talk
the task. andisten. and listen.

2. Active Listen: [heara 2. Ask What Support Is
v problem delayed you. Wanted: How do you

3.Ask n
get what I really want in @
healthy way?

REMEMBER: You make you!
The only person you can

L @6: THE SIRATEGIL Q.

JF YoURE SAYING YES To Tiis, wHAT
ARE Y00 SAYING No To ?
STRATEGY IS DECIDNG
WHAT NoT™ T DO.

The 3P MoDEL:
PROTECT ., WHAT PRSIECTS Do
You NEED T ABANDON:
PESPLE & RELATONSHPS Jexescrarons
PATTERNS_, WHAT HABITS You NEED
To BREAK ?

r’

5 HOW To SNy o wHew v cAvT
SAY no ?
@ sAY YES MoRE sLowlY. BE GRiovs
AND ASK MoRE GuEsTIONS.
(@) SAY YEs To THE PERSON. SAY Mo To
THE TASK.




> BULD YR HARIT

WHENEVER  SoMEQNE IS CoMMITTING To
SOMETHING: NEW, TNSTEAD OF RusHING
IND ACTioN, T WiLL ASk  WHAT ARE You
SAYIVG No To To SAY A Rock—Solid YES

To THIS? L

-

ACKNOWL EDE THE ANSWERS You GET.
BEFCORE You LEAP INTO: AND WHAT ELSE ?

SUGGEST 10N :
- FANTASTIC.

- Hﬁ\mm.

- YES. THATS GOOD.

+Q7: THE LEARNING Q

|, BUILD YR HARIT

WHENEVER T THmwk A CovVveERSATION
IS ENDED, T WILL ASK: HHAT WAS
MOST VALUABLE FoR You ?

_, QUESTIon MASTERCIASS g

QRUESTIONS WoRK JusT AS WELL
TYPED AS THEY'RE SPOKEN.

WHAT WAS MOST USEFUL FeR Jou ?

Dovale. LooP LEARNIN G
BECASE PeoPLE FORGET.
THE ANSWER IS FEEDBACK uU.

A Gt E ra)
&ENERATON

ATIENT 0N EMoTiony  SPACIVE

TAKING TINE & EFFoRT
T6 GENERATE ANSwERS

INTERRUPT THE PROCESS OF
FORG ETTING.
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