Overview of Otto Sharmer 4 levels of listening

“..1am connected to i :
: People are open their willingness to change and connect with the best future that
something larger

Listening than myself” they can imagine, without their personalities getting in the way.

4. Generative

3. Empathic \ “on, yes, | know how you By empathizing and seeing through someone else’s eyes, peopleare able to
Listening feel.” understand and respect the other person.

2. Factual “Oop. look GERGHE” People only listen attentively when the information is different from what they
Listenin g . : know. This new information is added to the information that is already known.

1. Down- “Yeah, | know that When transferring information that is already largely familiar, people only listen
loading already.” to reconfirm what they already know.



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?




The Art of Listening
Julian
Trehttps://education.gov.scot/profession
al-learning/coaching-in-education/asure



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

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




Why not Why?

Education
Scotland
Foghlam Alba



Top Tips for effective questions:

» Ask open questions - what, how, who, when,
where

* Do not ask leading questions

 Avoid problem solving

» Avoid using ‘why’




1.
2,

3.

Reframing closed questions to open questions

Closed question ‘

Did that approach work?
Is that the sort of thing you were thinking of?

Will you do X or Y?

1.

2,

3.

Open question

How did it go?
What sort of thing were you thinking of?

What will your next step be?

Reframing leading questions to open questions

Leading question ‘

Don’t you think it would be a good idea to ...?
Have you thought of doing x?
Why don’t you ...?

What about doing x (action)?

1.

Open question

What do you think would be a good idea?
What are your thoughts?
What would happen if you ..?

What will your next step be?




Reflecting on Your Questioning habits as an aspiring
middle 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 | want to achieve with my questions?
 When or how do my questions show genuine curiosity or a

need to be right?
« Am | actively listening to the answers | receive?



Group exercise to explore the power of questions

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

* The rest of the group list as many guestions you can think of
which might start a coaching conversation

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



For more about about Coaching in Education follow

this link
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