
Leading CLD 
Through  Coaching 

Session 2

Presenter
Presentation Notes
Welcome with Powerpoint screen off. Introduce facilitators and invite the use of the chat pane to start connecting.



Session overview

• Reconnect with
learning from session 1

• Deepen listening and
asking questions

• What next for my
coaching journey

Presenter
Presentation Notes
Go through the overview of the session.Connect to both AML and MLC learning so far and how this opportunity has been developed. 



What do you remember about session 1,  what was the 
highlight for you?

Presenter
Presentation Notes
11.10 finish



‘The Coaching Habit – Say less, Ask more and Change 
the way you lead forever (Michael Bungay Stanier)’ 

2 Sessions will offer the opportunity to:

• Build a coaching habit and skills which will support
your day to day practice as a leader
• Translate insights and learning about coaching into
action in your role as a leader
• Share practical tools and suggestions which will
support you to practise your coaching approach.

The 
Coaching 

Habit

Presenter
Presentation Notes
Key points to focus on:1. There will be a balance in the learning which will include some skills input supported by time to think about how this new learning might begin to support you in your role as a middle leader2. There will be no 1:1 coaching practice  - this can cause anxiety and get in the way of the learning.2. An questions pop them in the chat pane



Taming your advice monster
Michael Bungay Stanier

Presenter
Presentation Notes
Invite the group to add to the chat pane what they remember about the video?What resonated with them?What questions did Michael highlight to get to the real issue?What was the message?

https://www.bing.com/videos/riverview/relatedvideo?q=taming+your+advice+monster&mid=C2825B274BE26A0FC64EC2825B274BE26A0FC64E&FORM=VIRE


Staying curious a little bit longer

What is the real challenge?



Coaching Spectrum

Presenter
Presentation Notes
Give overview of the coaching spectrum and make the links to mentoring. 



Overview of Otto  Sharmer 4 levels of listening

Presenter
Presentation Notes
11.20Show Video if there is timeIf not go through the levels of listening with a focus on generative listening and highlight how this can be practiced in any conversation

https://www.bing.com/videos/riverview/relatedvideo?&q=otto+scharmer+4+levels+of+listening&&mid=D5F3648825CB02C815CFD5F3648825CB02C815CF&&FORM=VRDGAR


Reflection 
and 

Discussion

In groups:

Since we last met:

• Share your reflections and learning since we last met.

• How has coaching featured in your role as a leader?

• What questions do you have about coaching now?

• Anything else?

Presenter
Presentation Notes
Back 11. 40 - 5 mins feedback11.5020 mins in breakout roomsBring back your questions to the main room. 





New Learning

1.Creating a space to think

2.Questions

Presenter
Presentation Notes
Promotes Self-Discovery: By carefully crafted questions, a coach can guide the coachee to explore their own thoughts, feelings, and motivations. This self-reflection can lead to breakthroughs and a deeper understanding of themselves.Empowers the Coachee: When a coach avoids giving advice and instead asks questions that prompt the coachee to find their own solutions, it empowers them to take ownership of their goals and decisions.Enhances Learning: The process of answering well-formulated questions can significantly improve a coachee's understanding of a situation. It encourages critical thinking and analysis of various perspectives.Strengthens the Relationship: Asking open-ended questions demonstrates to the coachee that the coach is interested in their thoughts and experiences. This fosters a sense of trust and builds a stronger coaching relationship.Uncovers Challenges: Powerful questions can help unearth hidden assumptions or limiting beliefs that might be hindering the coachee's progress.In short, a coach's questions act as a catalyst for the coachee's growth and development. By asking the right questions at the right time, a coach can guide the coachee  on a journey of self-discovery and empower them to achieve their goals.pen_sparktunesharemore_vert



s 

View video on  
https://youtu.be/UbOijh3CVps

Presenter
Presentation Notes
11.45 - 11.55Present the time to think video  up to 5 mins where she talks about trusting in the process of a coachee finding their own solutions.Ask for feedback  - what are you thinking now? Place this thinking into the next exercise - to pull away from worrying about questions - or asking the right questions

https://youtu.be/UbOijh3CVps


Nancy Kline
Components of creating a thinking environment

Ease
Equity

Attention
Place

Encouragement
Diversity

Incisive questions
Appreciation

Feelings
Information 

Presenter
Presentation Notes
12.12.20



Time

In groups:

A volunteer presents a leadership challenge and group 

members give them the time to think. 

Wait for the presenter to give you permission to start 

asking questions to help their thinking.

Time to think 

Presenter
Presentation Notes
Lesley20 mins in breakout roomsBring back your questions to the main room. 



...

The Power of 
Questions

Reasons for questions:

To use as a powerful tool for learning and understanding

To Create Awareness

To Generate Responsiblity

To Encourage Enquiry and Discovery

To Generate Commitment

To Gain Clarity

Presenter
Presentation Notes
12.20 - 12.30 - question inputMake the link from listening to questionsEg RASAReceiveAppreciateSummariseASK



Why not Why?

Presenter
Presentation Notes
Asking ‘why’ tells the client you want reasons or excuses. If you ask ‘why’ you tend to send the conversation into issues founded in the past, which is entering the realm of counselling or therapy. You may also notice that the person being asked goes on the defensive (think about your own reaction when someone has asked you a 'why/why not' question.)  As a coach, it is our job to move people forward and for this reason we try to focus on ‘where’, ‘what’, ‘when’, ‘how’ and ‘who’. This approach has a lot more potential and power.For example, instead of, ‘why didn’t you get your actions done this week?’ ask ‘how do you feel about the fact that you didn’t get your actions completed?’



Top Tips for effective questions:

1. Ask open questions - what, how, who, when,
where

2.Do not ask leading questions
3.Avoid problem solving
4.Avoid using ‘why’

Presenter
Presentation Notes
What are you thinking now?Being a good listener is essential to developing a good coaching approach. In the video above, Julian Treasure speaks about us losing the 'art of listening' and he offers a range of activities to help us strengthen this skill. Below, we have added five useful tips on how to be a good listener: 1.  Be presentWork hard at listening – give people your total attention; listen with all your five senses. When you feel yourself drifting off into other thoughts, purposefully bring yourself back to the client.Empathise with where the client is coming from; put yourself in their shoes.Make sure you receive the client’s complete message in totality without reacting. As you become more experienced you will see patterns, you will often know the answer for the client, or what they are about to say. You need to let them come to their own insight, not just give them the answer. Coaching is about forwarding the process of active learning. Hold yourself back, listen intently and give the client your complete focus. 2.  Listen to more than just their wordsThere are three levels of listening: words, tone of voice and body language. Listen to all three at once. The words a client uses can give you insight into where they are. Once you have worked with the client for a few sessions you will know their speech pattern and will notice when it changes. For example, a client may be using pronouns ‘they’ and ‘we’ and place of ‘I’, indicating blame or feeling like a victim or avoiding responsibility. If a client is swearing or using humour inappropriately they may be masking other feelings. Clients also may be uncomfortable talking about themselves as much as they do in coaching sessions.  In Neuro-Linguistic Programming (NLP) terms, listening to a client’s words will give you an insight into their preferred mode of learning/ representational system. This information provides you with a positive forum for establishing rapport with the client.A client’s tone of voice gives away everything they are feeling. As a trained coach, you will get to the point of knowing exactly how a client feels by the tone of their first few words in a session (particularly if you are coaching over the phone). Practice listening to people’s tones of voice to develop this skill.Body language can give away what people are thinking. Be conscious of the way people sit, hold themselves, touch themselves (often for comfort) and look at you. Obviously you can’t do this over the phone, but you can listen carefully for shifting around, body movements etc. – this gives some indication of the level of comfort/discomfort a person is feeling. 3.  Make sure you have heard correctly - ClarifySo often what we think people have said is not what they meant. As a coach you have to be really clear that you have heard exactly what the client is meaning, not just what they are saying. Consider this deeply.It is often valuable to say things back to the client to ensure you have captured their ‘meaning’.Clarifying skills you can use to do this are:Mirroring – saying back exactly what they said – this builds up trust by letting the client know you are listening carefullyParaphrasing – reflecting back using your own words – if you summarise and feedback what they have said more succinctly, it helps bring focus and clarity to the conversation.Summarising – repeating back in their own words a summary of what you are hearing.If you do paraphrase and change the words they use, you may change the meaning, so remember to check that you have grasped the meaning of their words.  4.  Listen from the coaching perspectiveWe all have an agenda when we listen to others. When we coach, it might be to ‘appear smart’ or to ‘be liked by the client’ or ‘to get the contract’. In order to be a powerful listener you need to be able to notice your agenda and put it aside, making the client’s agenda your own. This is one of the real challenges of coaching.Some keys to this are:Resist the distraction of trigger words – e.g. ‘I didn’t do my actions’ or ‘I can’t pay you this week’. Watch out for getting charged up about a conversation – you are no longer listening to the client when you are reacting to something they say.Listen without judgement – e.g. if a client says they hate something that you value, how do you listen to them for that? How does this influence the way you listen? If a client makes statements that conflict with your values, you need to be aware of judgements that you may be making and put them to one side.Above all, listen as someone totally committed to the client realising their potential – this is the agenda you have promised as a coach, it is what the client expects and it may be what they are paying you for.  5.  Clarify the conversation as you goClarifying is getting to the core of the conversation. It is saying something back to someone in a way that makes the essence of the conversation clearer. It is 
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CURRENT REALITY (CR)

EXPLORE 
ALTERNAVTIVES (EA)

TARGET ENERGY (TE)

In a session or conversation, begin by discussing the 
current reality until both you and the other person 
have a clear picture of what is going on. 

Once you are both clear on the current reality and 
have established a baseline that you can measure 
any progress against, begin to explore all the 
possible options and alternatives. 

In a conversation where you are exploring options 
you will notice the change in energy when the 
purpose comes across an option, activity, idea or 
insight that they feel connected to – often the 
energy increase is on a sub-conscious level so 
sometimes even the person wouldn’t recognise it. 

The CREATE model

Presenter
Presentation Notes
Present the CREATE model followed by the questions slides. Give a few minutes pause for reflection after these slides



Current Reality 
Powerful Questions

How long have you been thinking like this / or about this? Hours / weeks / months / years?

How long do you think about it; when you do think about it; in minutes or hours?

How important is this issue to you? On a scale of 0 – 10?

Is this in your top three, five or ten priorities right now?

How committed to changing this issue are you, on a scale of 1 – 10?

How do you feel about the thinking time you have given this so far?

What are your main insights about this issue up to now?

On a scale of 1 – 10, how confident are you that you have all the information you need to take action?

Presenter
Presentation Notes
Present the CREATE model followed by the questions slides. Give a few minutes pause for reflection after these slides



Explore Alternatives (EA) 
Powerful Questions

What are some possible paths you could take from here?

How do you want to explore a few different ideas for how to move this forward?

How could I best help you from here?

How do you think we might move this insight forward?

What are some different ways we could tackle this?

What other perspectives can you see this from?

Presenter
Presentation Notes
Present the CREATE model followed by the questions slides. Give a few minutes pause for reflection after these slides



Target Energy (TE)

What are some possible paths you could take from here?

How do you want to explore a few different ideas for how to move this forward?

How could I best help you from here?

How do you think we might move this insight forward?

What are some different ways we could tackle this?

What other perspectives can you see this from?

Presenter
Presentation Notes
Present the CREATE model followed by the questions slides. Give a few minutes pause for reflection after these slides



The Art of Listening
Julian 

Trehttps://education.gov.scot/profes
sional-learning/coaching-in-

education/asure

Presenter
Presentation Notes
What are you thinking now?Being a good listener is essential to developing a good coaching approach. In the video above, Julian Treasure speaks about us losing the 'art of listening' and he offers a range of activities to help us strengthen this skill. Below, we have added five useful tips on how to be a good listener: 1.  Be presentWork hard at listening – give people your total attention; listen with all your five senses. When you feel yourself drifting off into other thoughts, purposefully bring yourself back to the client.Empathise with where the client is coming from; put yourself in their shoes.Make sure you receive the client’s complete message in totality without reacting. As you become more experienced you will see patterns, you will often know the answer for the client, or what they are about to say. You need to let them come to their own insight, not just give them the answer. Coaching is about forwarding the process of active learning. Hold yourself back, listen intently and give the client your complete focus. 2.  Listen to more than just their wordsThere are three levels of listening: words, tone of voice and body language. Listen to all three at once. The words a client uses can give you insight into where they are. Once you have worked with the client for a few sessions you will know their speech pattern and will notice when it changes. For example, a client may be using pronouns ‘they’ and ‘we’ and place of ‘I’, indicating blame or feeling like a victim or avoiding responsibility. If a client is swearing or using humour inappropriately they may be masking other feelings. Clients also may be uncomfortable talking about themselves as much as they do in coaching sessions.  In Neuro-Linguistic Programming (NLP) terms, listening to a client’s words will give you an insight into their preferred mode of learning/ representational system. This information provides you with a positive forum for establishing rapport with the client.A client’s tone of voice gives away everything they are feeling. As a trained coach, you will get to the point of knowing exactly how a client feels by the tone of their first few words in a session (particularly if you are coaching over the phone). Practice listening to people’s tones of voice to develop this skill.Body language can give away what people are thinking. Be conscious of the way people sit, hold themselves, touch themselves (often for comfort) and look at you. Obviously you can’t do this over the phone, but you can listen carefully for shifting around, body movements etc. – this gives some indication of the level of comfort/discomfort a person is feeling. 3.  Make sure you have heard correctly - ClarifySo often what we think people have said is not what they meant. As a coach you have to be really clear that you have heard exactly what the client is meaning, not just what they are saying. Consider this deeply.It is often valuable to say things back to the client to ensure you have captured their ‘meaning’.Clarifying skills you can use to do this are:Mirroring – saying back exactly what they said – this builds up trust by letting the client know you are listening carefullyParaphrasing – reflecting back using your own words – if you summarise and feedback what they have said more succinctly, it helps bring focus and clarity to the conversation.Summarising – repeating back in their own words a summary of what you are hearing.If you do paraphrase and change the words they use, you may change the meaning, so remember to check that you have grasped the meaning of their words.  4.  Listen from the coaching perspectiveWe all have an agenda when we listen to others. When we coach, it might be to ‘appear smart’ or to ‘be liked by the client’ or ‘to get the contract’. In order to be a powerful listener you need to be able to notice your agenda and put it aside, making the client’s agenda your own. This is one of the real challenges of coaching.Some keys to this are:Resist the distraction of trigger words – e.g. ‘I didn’t do my actions’ or ‘I can’t pay you this week’. Watch out for getting charged up about a conversation – you are no longer listening to the client when you are reacting to something they say.Listen without judgement – e.g. if a client says they hate something that you value, how do you listen to them for that? How does this influence the way you listen? If a client makes statements that conflict with your values, you need to be aware of judgements that you may be making and put them to one side.Above all, listen as someone totally committed to the client realising their potential – this is the agenda you have promised as a coach, it is what the client expects and it may be what they are paying you for.  5.  Clarify the conversation as you goClarifying is getting to the core of the conversation. It is saying something back to someone in a way that makes the essence of the conversation clearer. It is 

https://www.bing.com/videos/riverview/relatedvideo?q=julian+threasure+art+of+listening&mid=F523B21C81015D5E9239F523B21C81015D5E9239&FORM=VIRE


Reflecting on Your Questioning habits as a leader

By reflecting on your questioning process, you can become a 
more  effective questioner. This will ultimately lead to deeper 

understanding and better learning.
• What are the goals I want to achieve with my questions?
• When or how do my questions show genuine curiosity or a

need to be right?
• Am I actively listening to the answers I receive?

Presenter
Presentation Notes
Lesley - Connect into PLA learningCamera off5 minutes to reflect 30 mins in breakout rooms, coaching trios.Feedback to whole group main learning points. If time before breakouts show the vision video....Last session demonstration of the CREATE Model introduced the idea of visioning.If we have a clear vision of the outcome we'd like to see realised in the future - whether personal, professional or for the organisation - it really supports the collective intention to mak



Group exercise/action learning model to explore the power of 
questions

1. Framing: One person in the group offers a current issue
or dilemma.

2.The rest of the group list as many questions you can think
of which might start a coaching conversation

3.Analyse and go deeper. Ask what assumptions are
embedded in the questions? What are the most useful
questions in this coaching conversation? What kind of
answer are you hoping to find from asking these
questions?

Presenter
Presentation Notes
Mandy Breakout groupsThis exercise is designed to support you in your thinking and awareness around how you ask questions. Become more conscious about your listening and your questioning. To help you to make more conscious choices about what questions you ask, what is the purpose of asking a question. 30 mins in breakout rooms, coaching trios.Feedback to whole group main learning points. If time before breakouts show the vision video....Last session demonstration of the CREATE Model introduced the idea of visioning.If we have a clear vision of the outcome we'd like to see realised in the future - whether personal, professional or for the organisation - it really supports the collective intention to mak



What  was the most useful or valuable learning for 
you as a leader from this session?



Coaching in Education 
Webpage

Coaching in Education
Welcome to the Coaching in Education online resource.
Coaching has far reaching benefits and is an approach which can have a significant impact on how we learn and 
develop within Scottish education. This resource is designed to support educators and leaders to:

build an understanding of coaching in education and how it can benefit learners
build skills in using a coaching approach across different contexts
develop an understanding of how a coaching approach can be applied across different contexts in education.
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