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Leadership coaching questions pdf

Leadership is an activity, not a position. It's a verb, not a noun. Traditional definitions conflict leadership and authority. These definitions take the leadership is the work of a few lite in companies and communities. Burdens and leadership privileges belong to those at the top. The traditional leadership notion is insufficient to deal with complex 21st
century challenges. As a coach, you have already understood that companies and today's communities need people who exercise leadership at all levels - CEO to the frontline operator, local volunteer to the great Mayor of the city. Those at the top need to exercise leadership. But it's not their work alone. There is a lot to read, some created by the
Kansas Leadership Center (KLC) and much more at the work of the university of Harvard, Ron Heifetz, about the distinctions between adaptive challenges and technical problems. Bottom Line: While we can solve technical problems with existing knowledge, adaptive challenges are disordered. They are complicated. They involve feelings and values of
people. Progress on adaptive challenges require people who don't think of us involve. For change to happen, all in a system must learn, stretch, grow, manage ourselves and intervene differently from what we have always done. Today it is complex complex challenges and urgent opportunities to make a difference, it nods to all the leadership coaches.
Leadership is a business available for anyone, at any time at any time. When the leadership is a verb, we need leadership coaches anywhere. Do not know other about KL.C's leadership principles and skills, you can start using the same powerful questions that our coaches use with customers trying to intervene and lead more skillfully. Here are some
samples to get started. 1) Digging in difficulty here are the questions to help your client or connect to unpack the complexities in which they want to exercise leadership: what assumptions did you do? Who has a different perspective? What are the other possible interpretations? Who has a pole on the subject? What values are different stakeholders?
What are loyal? What makes this situation so complex? Stimulating? Entrenched? For whom is the functioning system? What happens if the system does not change? What did you try so far? What do you need to learn or explore? 2) Pivoting to Leadership These are questions to help customers move towards Leadership activity: what kind of leadership
is necessary? What is the purpose of your intervention? What push can you expect? What job is it avoided? What conflict does you need to face? What is the burning question nobody asked? What ability Do you need to develop the system? What has negotiable? What is not? What makes it important? What is your curious about what? 3) Auto-
management of uncertainty or risk Finally, here are the questions to help customers run when the leadership is a business: what are your strengths in this situation? What is the stretch for you? What do you hold? What values or needs of yours coming coming? How credible are you with different players? What are the limits of your authority? What
are the constraints of your authority? What risks were you reluctant to take? What unpopular action could lead to progress? What would be the comfortable choice? If you decide to intervene differently, whose support do you need? Couples these three groups of leadership coaching questions with a good agreement, active listening and your strong
presence of coaching. Be a partner in the activity of leadership. A © 2019 Kansas Leadership Center A ¢ 4,— "I don't have time to train! A, 4,—" or A ¢ 4,— "I don't have skills to train! A, 4, =" The phrases we have commonly heard from Leader with which . As you can probably attest, many leaders are now required to incorporate coaching into their
daily work, and it's a responsibility that many Thy Thy away due to assumptions about what &4,— A & "CachingA ¢ 4,— 4,—~ — At the end of the day, coaching is simply to have engaging conversations and make powerful applications. You do not need to be a professional coach to effectively train to work and certainly you do not block a couple of hours
every week to train your employees. Simply you need to be armed with the right tools for coaching conversations cards you like. One of these tools is to have a set of powerful applications that can tap into at any time. Here are some of our favorites and the context for use in: identifying goals or challenges A ¢ & = A ¢ What is the real challenge for
you? A ¢ — ¢ A What areas do you want to strengthen, improve or develop? A ¢ & = A ¢ What are the three most important things you want to accomplish now? A potent question coaching fires the imagination of your customer and helps them overcome the boundaries. Let me ask you these four questions at once: how long have you coaching? When
did you start your career, as you have defined a powerful question? How it has changed? What did you do to become better at asking questions? The last three questions are good examples of A ¢ — "question time", while the first is obviously not. Throughout this article, you'll discover how to frame your powerful applications, with proven examples
and links to invaluable resources for any coach. In the end, you will have crammed more information on the art of asking questions and some ideas that can immediately be introduced to coaching sessions richest and productive. Before reading, we thought you'd like to download our three years of positive psychology for free. These science-based
exercises explore fundamental aspects of positive psychology, including strengths, values and self-compassion, and will give you the tools to improve the well-being of your customers, students or employees. You can download the free PDF here. What makes a good coaching question? A powerful question accomplishes several vital things, and it's
surprisingly easy to recognize, regardless of country of origin of one (Vogt, Brown, & Isaacs, 2003). For example, Vogt et al. (2003) asked people to a variety of cultures to mark the following questions on a scale of 1 "10, 10 is the most powerful. What time is it? Have you taken a shower? What possibilities exist that we think not ? What does it mean
to be ethical? Almost everyone has ranked the first two questions less powerful, and the last two most powerful. Vogt et al. (2003) stating that "questions are sometimes the ones that transcend many confini.A & = good coaching questions are able to do the following: generate curiosity in the listener stimulate reflective conversation causes the surface
of thought the underlying assumptions invite creativity and new possibilities generate energy and the motion channel Start Attention and focus Request Stay with participants Touch a deeper meaning to evoke questions travel well a question, whether it is a coaching, teaching or context of intervistazione, it is stronger when he encourages the person
to think and process. For example, asking, A ¢ = "Do you enjoy working as a coach? A & =" It has the potential to stop the conversation before it begins. This is a closed question. A better way to ask this question is: "What is your job as a coach you is satisfactory? A & — This is an open question. Note that begins with one of the five WS often used by
journalists. The ws other are those who, where, when, and why ©. journalists also use it as, how long and how much. you do not necessarily want or need to use all these. Asking closed questions is one of the 10 errors Author and Coach Tony StutontzFus (2008) recommends avoiding the coaches. It also suggests the following: Stay away from
solution-oriented questions. These questions are closed masked advice. Avoid trying to find that a question you believe will cause a detection waterfall for the customer. Let the process process of course. Don't wander. Think of what you want to ask. Let the silence work the magic of her while you're thinking. Sometimes the customer will continue to
talk and your question will not be needed. If it's still, ask for a question. Allow the customer's time to reflect and respond. Basically, at ease with a small silence. Avoid playing what the customer says. Use their words to make your question. For example, if a customer says, A ¢ 4,— "I am frustrated with my family. I am constantly cleaned after all the
others, and I don't have time to do what I want. A» You could answer with, A ¢ A, = A "Have you been frustrated for some time? A, 4,—, 4, - What are some things you want to do? A, 4,—~ Do not ask rhetorical questions. These are simply affirmations full of judgment and forholding, finishing with A question mark. For example, A ¢ 4,—~ "What were you
thinking? A, 4,—A "Of course, the tone of the voice you use and your body language can make or break this type of question. Do not conduct the witness. Driving the customer to respond specificly does nothing to help them understand things. Stop the customer. Sometimes the customer will climb and lose focus. Find a way to bring them to the
demand at your fingertips. The interruption too is also problematic. This includes talking and speaking for the customer. Count two before answering or asking a question. A, "Because questions can make a defensive customer and feel like they are judged. In this article, many of the questions mentioned were borrowed from the Stoltzfus book. From a
perspective of coaching, the customer is the expert who they are. Ask questions that encourage them to reflect on their answers are respectful of the peer-to-peer relationship between the coach and the customer. This is what good coaching questions make. Vogt et al. (2003) Describe the above as a powerful questions structure. The structure is not
the only consideration. A coach must also understand the scope of the questions asked, as well as the guidance hypotheses. When you determine the scope, ask questions that help the person to reflect from them before. For example, A ¢ 4,— "How to best use your strengths every day in your current position?" So, expanding the scope to include a
larger portion of their organization by asking: A ¢ &4,— "Can you use your strength inside your team? A ¢ &,— If appropriate, the coach could go Besides and expand this for the broadest organization. The customer's ability to act is a fundamental part of the definition of a question's scope. The hypotheses behind a question can be negative or positive.
The negative hypotheses often lead to answers Defensive, while positive ones encourage reflection, learning, exploration and growth. One way to identify the hypotheses is asked, A ¢ 4,— A "Which hypotheses or convictions I am taking on this situation? It could also encourage the customer to see things from a completely different perspective. For
example, when a customer is hard about themselves, a coach could ask, A ¢ &,— "if your best friend was self-critical for a er Rore who did, what could you tell them to help them feel better? A, 4,— at the beginning of your coaching career, asking for powerful questions requires some social security as you become more skilled as a coach, the questions
flone more naturally. The most powerful questions to ask are not those that a coach asks a customer, at least not at the beginning. Vogt et al. (2003) They offer great information on how coaches can improve questions. These are questions to ask you while developing questions for customers. This question is relevant to real life and the real work of the
person who will explore it? It is an authentic question A ¢ 4, "a question Which I/ don't know the answer? What A ¢ 4,— A "WORKA ¢ 4,— I want to ask this question? That is, what kind of conversation, meanings and feelings I imagine that this question will cause those who explore it? This question is likely to invite fresh fresh Is it quite familiar to be
recognizable and relevant, and quite different to call a new answer ahead? What are the hypotheses or beliefs are incorporated in the way this question is built? Is this question able to generate hope, imagination, commitment, creative action, and new possibilities? Or is it possible to increase a focus on the problems of the past and obstacles? This
leave room question for new and different questions to raise the initial question is explored? See also: Classic therapy questions therapists tend to ask. Best Life Coaching Questions to ask the purpose of Life Coaching is dual. On the one hand, it is about helping a customer to understand their life purpose and is future oriented. On the other hand, it is
about helping them to reorientate what is happening in their life right now. The goal, as stoltzfus (. 2008, p 49), is to create a better future and a better life today existing he defines life purposes like: &, the energy of passion, channeled through my experience and design at the service of greater vocation. Practicing OneA ¢ s purpose of life generates
lasting fulfillment and meaning. A ¢ Here, a designation means a character s talent, kind of personality, traits, etc. We know, without the need for quantifiable search, which when our lines work with Our talents, skills and skills, feel greater sense of satisfaction, fulfillment, and realization. The work does not feel like a work.A ¢ There are several
questions that coaches can ask customers to assist them in their path to the end. Here are 10 to get started. What do you know about what had been done? When you were a child, what do you want to be when you grew up? Which roles has attracted you? What roles or responsibility do you like and feel good about? What disgust dries? Appoints three
specific things that would definitely be part of your ideal job or role, and three things that certainly would not. What is your life experience told you about your destiny? What relationships or people have influenced your sense of destiny? Like? How could a good friend describe what you are like? Which of your traits seem to stand out to others? What
are you great to? What are your best talents or natural abilities? What do you feel has been revealed to you about your destiny or calling? What sense of goal did you draw from your culture or community? For big questions more, see our post out of 100 powerful Life Coaching questions for dedicated life coaches. For managers and administrators
there is a truth larxis in the world of martial arts that also apply to leadership. It's not until you reach the apex you realize and understand how much you don't know and still need to learn. It is through teaching to others that the growth and development of real wisdom takes place by leaders and administrators. Coaches Help Leader and Manager
develop as coaches. Michael Bungay Stanier (2016) recommends coaching in 10 minutes or less. He hea s the founder of the box of pastels and author of numerous books, including The Habit Coaching: to say less, make more and change the way of lead forever. The approach of him focuses on seven questions leaders can use to help his team. They
are: The Kickstart question: WhatA ¢ s on your mind? The wonder question: And what else? The request for focus: WhatA ¢ s the real challenge here for you? The foundation question: What do you want? Lazy question: How can I help? The strategic question: if you are saying a yesa to this, what are you saying no to the learning question:? What was
more useful for you? Each chapter ends with the way the customer can implement the new habit. For example, if the customer has the habit of jumping in and not allowing them of the time team to process and respond, then the new habit is, one I wait five seconds after my tongue team finishes first responding.A ¢ The coachA ¢ s role is to assist the
leader to use the Their best talent so that they can ask powerful questions about their team team Sometimes this may require mental shift when the leader is frustrated by a team member or lacks the patience needed for the coach for changing behavior. In these cases, a corporate wellness coach can employ questions for the leader who will help
them manage their emotions about the situation. The role-playing game is a good technique for practicing this. For careers and business there are moments in one's career when a person might feel lost or ready to make a change, but fear and uncertainty are keeping them back. This is when a coach can ask only the right questions to help the person
discover the answers they need. Often, the coach knows the answer but needs someone to reflect or say that they are moving in the direction they wish. Here are 13 questions to Coach can ask you to do this: what are you passionate about? How do you want to contribute? What do you want to learn? How much do you need the organization? How
much do you need the organization? What was your original view when you started your career? How has it changed? What aspects of your current job referring directly to your vision? What would you like to do in five years? What part of what could you do now? How do you think and get ready so you can be in that role in five years? What would you
say, are your best strengths? How are you using in your current role? How could you increase how much you are using your strengths? Like all lists that will read in this article, this is not exhaustive. These are a jumping point. Cooling questions for the development of trust using the appreciable investigation (AI) as a starting point helps customers
get confidence in their ability to make immediate and lasting changes. The applications for investigations appreciated highlight "the truth, good and possible ... (McQuaid, 2015). The attention is of operation from a positive mentality rather than negative. At involves four elements, called 4-D cycle, Initially developed by David Cooperrider and Surresh
scrivastava (ND). I am: discovery A ¢ 4,—~ "when it is engaged, energized and enjoy life, what are you doing? Dream A ¢ 4,— "If I could do what you do better than constantly, what could it be possible? Design A ¢ 4,—" How can you go from where you are where you want to be? Destiny A ¢ &,— "If there was an action you could take, where would you be
willing to start? Coach Jackie Kelm explains how it works at. Frequently applied to the organizations looking for change, these same ideas work with individuals. Dr. Lynn Jones (ND) has developed a series of questions Coaches can use with customers. For example, when working with someone who has an entrepreneurial spirit, you might ask: what
could you imagine do if you didn't know that you have not failed? What will it mean For you when you succeed? What would happen? What would happen? What is the positive side for success? What did you already realize? Each of these questions requires that the person reflect, discover, and then dream of their future in positive way. The questions
ask what the person wants more and as a small step closes them closer to achieving their goal. For more information on this, check the book of Robe RT Maurer (2014), a small step can change your life: Kaizen mode. Small earnings build trust and increase our internal motivation to continue. For reflection and discovery these questions from VOGT et
al. (2003) Help customers reach the heart of what they want. The goal is to help the customer identify what is essential for them at this point in their lives. In the book of him, essentialism: the disciplined research less, author Greg McKewern (2014) supporters who makes less, but better. That allowing external forces to pull us into many directions,
these questions help to refine what is essential. What do they take shape? What are you listening to under the variety of opinions expressed? What in the center of the table? What emerges here for you? What new connections are you doing? doing? Had a true meaning for you what did you hear? What surprised you? What challenged you? What is
missing of this image so far? What are we not seeing? What do we need more clarity? What was your important learning, intuition or discovery so far? What is the next level of thinking we have to do? If there was something that has not yet said to reach a deeper level of understanding / clarity, what would it be? 13 Questions For the target setting The
setting of the achievable goals is not as simple as it might seem at the beginning. People often create small goals that really belong to someone else or are not divided into fairly manageable segments. Achieving any goal is of some key things. The first is desire. Secondly, the customer needs to break down the goal in parts of him. Thirdly, the client
needs to create a plan. A coach can help a customer with the latter two, but a coach can not instill the desire. The desire concerns the drive and internal motivation. Making a gradual plane and the achievement of small successes can increase the desire to continue (center for self-determination theory, n.D.). Here are some questions that a coach
could ask, borrowed from the South-African College of Applied Psychology (Sacap, 2019). What is more important for you in life? What is more proud of life? When was the last time you woke up feel optimistic or excited for the day in advance? Where would you be if all the obstacles on your way are ceased to exist? Where would you have if you had
unlimited resources? Where are you telling if nothing changes? Is there anything you think so strongly that you would be willing to sacrifice for this? When setting the objectives, it is important to identify any potential obstacles. This allows the customer the opportunity to create A ¢ 4,— A "if", so the answers to them if necessary. For example, if a
customer has an exercise goal, but travel more to a week for work, could be difficult to solve consistently. One A ¢ 4,— A "if -0" then the declaration could be, A ¢ &,— "if I were stuck at an airport, then walked from and to the bathroom further from my gate , but still in my terminal, for 10 minutes without stopping to look at anything. I will do it once a
hour until it will be time to get up on the floor. A »Sacap also suggests asking the following questions to help the customer with Obstacles. Are there any steps you could immediately take that would significantly improve your situation? Which of your goals requires assistance from other people and which depend entirely from you? What obstacles did
you deal with in the past, and how did you overcome them? What Errors you did in Pas Sato, and what did you learn from them? What is the biggest problem in your mind today / this week? What are the biggest problems that face every day? Assisting customers to identify and clarify the achievable goals is one of the primary roles of any coach. Big
questions of coaching for the decision-making process sometimes customers have difficulty making decisions. When it happens, the right questions from the coach can make a big difference. STOLTZFUS (2008) Recommends the following: How will the decision take? What factors do the difference more? What do you need to know to take a great
decision? How would it be a great decision? How do you usually take decisions? What other decision strategies could you use? What methods do you want to try? It also includes 13 decision-making strategies because some customers do not know or recognize the strategy they are using. They could even realize that others exist. Some examples are:
Principato: A ¢ 4,— A "How to make principles And the priorities you live apply here? A, 4,—~ "Tip:" What do you think your partner? How about some friends or key consultants? A, 4,— Rational: A ¢ 4,— "What are the pros / cons of pursuing every option? What is the most advantageous? A, 4,— spiritual: A ¢ 4,—" What decision would be better aligned
with Your faith? What God says about this? A, 4, — negative drives: A ¢ 4,— "What times or inner units are affecting your yours How can you remove those things from the equation so you can make a better decision to cost a: A ¢? How long would it cost in terms of time and resources to do this? How much would it cost if you donate t do this? WhatA ¢
s The cost if you give t decide or let the circumstances overtake one for couples and coaching relationships has, within it, a fundamental assumption: the customer asks for change (Hayden & Whitworth, 1995, mentioned in Hart, Blattner, and Leipzig, 2001). Coaching is present and future has concentrated, so the questions usually follow this path.
The coach is not concerned about who or what the coachee feels is a blazeA ¢ for their current situation. The purpose is more purpose-oriented exploration as to switch from problems perceived to solutions identified by the couple or individual (Wingert, 2016). With this in mind, here are some interesting questions that can be used with your
customer. How did you decide to pursue the Couching Couching ¢? What are your hopes for coaching How could it be useful for your relationship? What do you want to achieve through this coaching relationship? How long is it expected to take for you to reach your goals? What would you like to start happening in your relationship? What would you
like to stop happening? What is going well that you don't want to change? If there was a single tool that could help you significantly your relationship, what would this tool do? If a miracle has happened this evening while I slept that has solved all the problems, what would it differ tomorrow? It is important to recognize that coaching is not a therapy,
and the requirements for the two differ. In the United States, therapy is highly regulated, requires training and issuing authorizations. Coaching is still an unregulated field. Some coaches have extensive backgrounds, while others do not. Coaching is not the same or a replacement for therapy. If a couple looks for a coaching relationship, but it is clear
that therapy is a better size, then it is up to the coach to point it out, in particular if the coach does not have an adequate level of training. Some coaches follow the ethical guidelines established by the International Coaching Federation. Questions to ask to build the resilience of coaching resilience deals with helping a customer to develop their ability
to stay flexible in thoughts, behaviors and emotions when under stress (Pemberton, N.D.). Resilience takes a shot when a person encounters bankruptcy, like a career arrest joke. It can also happen when too many requests overload a person. Pemberton points out that these situations can lead to a person who is able to make decisions, be creative, or
manage their emotions. Their self-confidence also decreases. Asking questions craftsmanship can help the customer rebound. A resilience coach will want to know a clientA ¢ s well-resilience level. How does the person generally respond to LifeA ¢ The stress factors and setbacks? Pemberton offers a useful 24-question survey. It includes the
statements that the customer can answer, such as: I have the abilities and experience to address the needs of my life. I have the flexibility needed to adapt to everything that is presented to me. I have a clear sense of what is important in my life, which gives me a bush point for the decisions I take. The client scores each element in a scale of 1
(strongly disagreed) to 5 (a lot of agreement). Once completed and presented, the customer receives an explanation. The covered areas are: self-confidence elasticity meaning solution construction support proactivity management of emotions realistic positivity from these results, a coach can begin ask questions to assist the customer. For example, if
the client scores particularly high in elasticity, the technician might ask: A, what factors you feel contribute to your ability to stay flexible in front of a stopping joke, &, as you can apply that for ? Your current challenge? to 6 best books on the topic whether you are just in the beginning your career as a coach or are more more These books have
something to offer. For a more wide selection, read our article on 20 Life Coaching books you should read. 1. Coaching questions: Guide a coach for powerful skills asking A ¢ &,— "Tony Stoltzfus This book covers everything to become a master asking questions (and why you should) to train niches. You will learn about the coaching process , including
various models how to grow, a coaching funnel and the life wheel. Available on Amazon. 2. The habit of coaching: dA— less, ask more and change the way you conducts forever - Michael Bungay Stanier Stanier uses a fun and engaging style to teach you how and why you should build a coaching habit for yourself and others. He shares seven essential
questions to help you develop this habit. The first question that gets the ball rolling is, A ¢ 4,— "What's in your mind? A, 4,— "Available on Amazon. 3. The book of nice questions: the powerful questions that will help you decide, create, connect and lead A ¢ 4,—" Warren Berger This book provides questions for: a better decision of Making the creativity
sparkling with others by developing a stronger leadership how to conduct a life investigation available on Amazon. 4. The heart of the focused laser coaching: a revolutionary approach to master's coaching - Marion Franklin This book contains tools, strategies and coaching techniques for the creation of powerful questions. Franklin also shares 25
themes that are the basis of every coaching situation. You explain a step-by-step process to create a change in perspective that is easy to follow. Available on Amazon. 5. Ask powerful questions: create conversations that count - wise and Chad Littlefield wise and Littlefield explain how and why use intent, reports, openings, listening and empathy to
develop stronger questions. In the last chapter, the book covers co-facilitation, managing over-taraker, debate, dialogue and silence. Available on Amazon. 6. Resilience: a practical guide for buses - Carole Pemberton This guide tells you everything you need to know what resilience is and is not. Includes research-based interventions. The chapters
cover different areas including: management of thoughts that use the cognitive-behavioral therapy of acceptance and commitment therapy of awareness therapy that builds positive psychology writing positive psychology as a recovery recovery of recovery of recycling career coaching career For resilience available on Amazon. What books would
suggest? Please share your recommendations in the Comment section. A Take-Home message There are many convincing questions that coaches can use during a session. Open questions make it possible to reflect and establish a peer-to-peer relationship between the coach and the customer. Some closed questions can be useful if you are spreading.
Coaching is still an unregulated field. While some coaches have extended training, others no. People looking for this kind of agreement can interview the coach before undertaking a Coach / Coachee report. The certification can indicate a certain level of knowledge. However, it does not necessarily mean that the coach is the right fit or has the
necessary experience that the customer wants or needs. Every trainer can develop their use of powerful questions during a coaching session. This helps the coach to create a stronger and more effective relationship with the customer. How are you using powerful questions in your coaching practice? What questions would also suggest other buses?
We hope you enjoyed reading this article. Don't forget to download our three positive psychology exercises for free. If you want more, our psychology toolkit A © contains over 350 positive psychology exercises based on science, interventions, questionnaires and evaluations for professionals to be used in their therapy, coaching or workplace. Berger,
W. (2018). The book of nice questions: the powerful questions that will help you decide, create, connect and drive. Bloomsbury. Center for self-determination theory (n.D.). The theory. Recovered recovered 27, 2019, from Cooperrider, D. (N.D.). What is the grateful survey? Recovered on 26 December 2019, from, Franklin, M. (2019) .a, The Heart of
Laser-Focused Coaching: a revolutionary approach to master's coaching. Thomas Noble Books. . Hart, V., Blattner, ]J., & Leipsic, S. (2001). Coaching versus therapy: a perspective. Consulting Psychology Journal: Practice and Research, 53 (4), 229 A ¢ &4,— "237. Jones, LK (ND). 70 Big questions of Coaching of the Houston ICF. Recovered on 26
December 2019, from http: // www .LYNNKJONES.COM / Categories / Suiting-Inquiry-Categories / Coaching-Questions / Kelm, J. (2011 4 October). What is the grateful survey? [VIDEO]. YouTube. Maurer, R. (2014). A small step can change your life: the Kaizen way. Editorial company (2015, 13 July). A simple question can change your life? [VIDEO].
YouTube. Https://youtu.be/rpld5gzjkOu Pemberton, C. (ND). Resiliance Coaching. Recovered on 27 December 2019, from HTTPS : //carolepemberton.co.uk/resilience-coaching/ Pemberton, C. (2015). [Resilience: a practical guide for coaches. Open the University. South African College of Applied Psychology (2019, March 13). The questionsMore
powerful than a coach can ask [Web Blog Post]. Recovered on 27 December 2019, from Stanier, MB (2016). The custom of coaching: to say less, ask more and change the way the way you conduct us forever. Page two. Staltzfus, T. (2008). COACHING QUESTIONS: Guide a coach for powerful Porrette.a, Coach22 BookStore skills. VOGT, E. E., Brown,
J., & Isaacs, D. (2003). The art of powerful questions: catalyst intuition, innovation and action. Associates of whole systems. Wingert, D. (2016, 23 August). What is the difference between a therapist and a life coach? Good therapy. Recovered on 26 December 2019, from Wise, W., & Littlefield, C. (2017). Ask for powerful questions: create
conversations that count. We! Matter. We!
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