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% Questioning
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Most of us can ask questions. When coaching, you need to be using powerful
questions. These are questions that:
% « Are short, typically 7 words or less
+¢ * Are open rather than closed
% * Deepen the learning of the person being coached
¢ » Move the person forward towards a goal
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¢ Listening

When growing up we received formal education on reading and
writing but not how to listen. Yet when it comes to business, listening
is probably one of the most important skills to have.
If as a manager you take on the role of coach, you need to learn to
listen with real focus, suspending all of your judgments and opinions.
You also need to be listening not just to the words but also to the non
verbal signals such as body language.
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- Marshall J. Cook(1999). Effective Coaching, International Ideas
Home.Inc.11West 19" Street. New York,Ny10011,U.S.A.

- http://EzineArticles.com/?expert=Duncan Brodie
- http://www.goalsandachievements.co.uk
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