
Dear fellow coach  

31 March 2016…..91 days into 2016. 
It feels like yesterday we wished each other a “Happy New Year” and now we have 
celebrated Easter already.  

Time sure flies when you are having fun! 

What exciting things have happened to you so far this year? Have you made 
progress towards your goals? 

At Results Coaching Systems we have witnessed:  

•  the commencement of three courses already,  
•  Dr David Rock being rated as the fourth highest in thought leadership 

circles in the USA 
•  new material and models being launched and  
•  a gorgeous sun shining and brightening our days. 

The ICF launched a drive to credentialing. We are proud to be an ACSTP (ICF) and be 
part of this process. Be on the lookout for information telecall dates for us to 
support you in your application. 
  

Thank you for the support YOU bring to our environment…it is much appreciated. 
 

…and now, the next 12 weeks? What is your goal/s? Follow the process, 
trust the process and live the process and achieve your goals! 
  

!Marina 
Owner Results Coaching Systems 
Licensee, Regional Manager & CEO NeuroLeadership Institute (Open Enrolment) SA!
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The biggest quack! 

If you would like to see more of our 
“quacks”,  

“Like”  
our Facebook page. 

(www.facebook.com/RCSpoweredbyNLGsa) 

Future Events to quack about 

20 & 21 April 2016 : Information Session 
24 May 2016 : Coaches’ Toolkit starts 

27, 28 & 29 May 2016 : ICT face-2-face days (JHB) 
30 June 2016 : Executive Coach Training starts 

7 July 2016 : Information Session 



5 COACHING QUESTIONS THAT WILL 
GET THE CONVERSATION FLOWING  

When we think of stress we tend to think of the fight or flight response, but freeze is just as 
common. In my early days of coaching I used to freeze quite a bit—I’d get stuck in a coaching 
session and couldn’t think what to ask next. I was so concerned about delivering value and 
being a great coach that I often created the very situation I feared most. And then I would 
make the situation worse by beating myself up for my perceived failure to stay on top of the 
session. 
 
If it makes you feel any better, I can guarantee that that moment of panic when you have no 
idea what to ask or which direction to head in has happened to every single coach out there. In 
fact, it’s probably happening to someone right now. 
 
So, I developed a strategy to get me through those moments when I froze. If the whole point of 
coaching is that the client knows what’s right for them, why was I trying so hard? If they have 
the answers, doesn’t it make sense they might know some of the questions too? 
The strategy? Get the client to tell you what to ask next! 

1.   What is the best question I could ask you now? 
This suggests there are many questions but asks your client to 
suggest the best one. 

2.   What do you think I should ask you now?  
A constructive use of the word “should”, cutting through what they 
might want you to ask, to the question you should ask to move them 
forward. 

3.   I’m not sure where to go next with this. Where would you go? 
Sometimes the easiest solution is to be totally honest! By asking this 
you’re modelling a healthy willingness to be imperfect. Let them be 
the expert. 

4.   If you were your own coach, what question would you ask now?  
By asking your client to put their coaching hat on, you may get a 
surprisingly insightful question! 

5.   If you secretly knew the way forward from here, what would it be? 
This question suggests there is a way forward and that they may 
already know it! Use only with good rapport so your client feels 
supported. 

Top Tip: These questions work really well in workshops and group coaching too.  



FEELING REALLY BRAVE?  
HERE’S ANOTHER IDEA: 

The simplest and also the most challenging strategy is ironically… more silence. 
Simply wait for your client to speak again. Take a deep breath, feel your feet on the floor and 
trust that your client knows what to say next. 
 
When you’re already panicking it takes a lot of guts to give the client more silence. It means 
sitting with and allowing the discomfort of not knowing. But, if you lean in to the silence and 
your discomfort, real coaching magic can happen. 
 
And it may not happen too! If after this extended pause your client pipes up and says, “Are you 
still there?”, which has happened to me on more than one occasion, you can simply say, “I was 
waiting to see where you would take this next.” Then, like me you’ll quickly learn that your client 
didn’t think you were a terrible coach. You’ll learn that the world does not end simply because 
you don’t have the all the answers—or indeed the right questions. 
 
And once you’ve had a few of these experiences you’ll realize you can handle anything. What a 
beautiful place to be! 

Next Steps 
I recommend that you take the five questions above and write or print 
them out on a piece of card, add the word SILENCE to the top, and stick 
it somewhere you can easily see when you’re coaching a client. 
 
And if I’ve done my job well, you’re now feeling inspired and keen for 
that next moment when you freeze so that you can try these strategies 
out! 

Acknowledgement to all contributors 



Tool: The 7 C’s of 
Communication 

Think of how often you communicate with 
people during your day. 
You write emails, facilitate meetings, 
participate in conference calls, create reports, 
devise presentations, debate with your 
colleagues… the list goes on. 

 Clear 
  
When writing or speaking to someone, be clear about your goal or message. What is your purpose in 
communicating with this person? If you're not sure, then your audience won't be sure either. 
To be clear, try to minimize the number of ideas in each sentence. Make sure that it's easy for your 
reader to understand your meaning. People shouldn't have to "read between the lines" and make 
assumptions on their own to understand what you're trying to say. 
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 Consice       . 
  

When you're concise in your communication, you stick to the point and keep it brief. Your audience doesn't 
want to read six sentences when you could communicate your message in three. 
•  Are there any adjectives or "filler words" that you can delete? You can often eliminate words like "for 

instance," "you see," "definitely," "kind of," "literally," "basically," or "I mean." 
•  Are there any unnecessary sentences? 
•  Have you repeated the point several times, in different ways? 
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 Concrete 
  
When your message is concrete, then your audience has a clear picture of what you're telling them. There 
are details (but not too many!) and vivid facts, and there's laser-like focus. Your message is solid. 
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We can spend almost our entire day communicating. So, how can we provide a huge boost to our 
productivity? We can make sure that we communicate in the clearest, most effective way possible. 
 
This is why the 7 C’s of Communication are helpful. The 7 C’s provide a checklist for making sure that your 
meetings, emails, conference calls, reports and presentations are well constructed and clear – so your 
audience gets your message. 



All of us communicate every day. The better we communicate, the more credibility 
we'll have with our clients, our boss, and our colleagues. 

 
Use the 7 Cs of Communication as a checklist for all of your communication. By 
doing this, you'll stay clear, concise, concrete, correct, coherent, complete, and 

courteous. 

 Coherent 
  
When your communication is coherent, it's logical. All points are connected and relevant to the main topic, 
and the tone and flow of the text is consistent. 
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 Complete       . 
  

In a complete message, the audience has everything they need to be informed and, if applicable, take 
action. 
•  Does your message include a "call to action," so that your audience clearly knows what you want them 

to do? 
•  Have you included all relevant information – contact names, dates, times, locations, and so on? 
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 Courteous 
  
Courteous communication is friendly, open, and honest. There are no hidden insults or passive-
aggressive tones. You keep your reader's viewpoint in mind, and you're empathetic to their needs. 
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Source:   Mind tools; written by the Mind Tools Editorial Team 

 Correct       . 
  

When your communication is correct, it fits your audience. And correct communication is also error-free 
communication. 
•  Do the technical terms you use fit your audience's level of education or knowledge? 
•  Have you checked your writing for grammatical errors? Remember, spell checkers won't catch 

everything. 
•  Are all names and titles spelled correctly? 
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Find a Coach with 
Results! 

We have recently added an exciting new “feature” to our website – Coaches’ Bios! 

Whether you are looking for a coach, or looking to promote your own coaching practice, this is 
the page for you!  

Looking for a coach? 

Here you will have access to all our currently listed coaches, be able to view their bios and 
follow the links to their websites/social medial connections. 
  

Want to promote your own coaching practice? 

For the month of April, all credentialed coaches can submit their bios to be listed on our 

Coaches Bios page for a once-off fee of R200! (that’s a saving of R200 annually!) 

 

If you are interested in joining our group of active coaches, please contact Tamryn on 
tamryn@resultscoaches.co.za or 0860 864 864. 

 

Feel free to visit our new Coaches’ Bios page on: 

http://resultscoaches.co.za/find-a-coach/coaches-bios/ 

That’s a ‘quack’!  
We look forward to ‘quacking’ with you again next quarter. 


