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3 Stages of Leadership
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1. Teach “what” without the “

2. Motivating through

3. Relying on VS.
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Your Coaching Prep Checklist

Am [ in the right Emotional State?
Am [ willing to serve without being attached?
Am [ willing to do whatever it takes?

Is this a Strategy or Accountability conversation?

What is the trajectory of this relationship?

What structure will best serve this conversation?

NOTES:
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Strategic Listening

[Conversation Structure Diagram]

o The spoken
» Visible
» The starting point

* The unspoken
e Invisible
 Where we want to go

Strategic Listing Is

1. Listening to intensity

2. Listening for

3. Listening for what is being ) , Or

NOTES:
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Quality Questions

Questions are powerful because they...

Empower
others to be
solution
finders

Inspire
confidence in
the solutions

Keep others
engaged

Can be
strategically

maintaining T

control

Examples of Quality Questions
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NOTES: Motivating others

always starts with
understanding
another person’s
priorities...

*And remembering that,
to them, their priorities
are more important
than ours.
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2 Forces That Determine All Behaviors

Away Towards

From Pain Pleasure

Human nature says When the why is
we will do more to strong enough, the
avoid pain than to how will reveal its
gain pleasure. self.
NOTES:
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