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FOREWORD

After a recent conference call with several of my peers in Europe, 
a colleague emailed me with a compliment. “Every time I’m in a 
meeting with you, I always come out of that meeting a little smarter,” 
she said. I thanked her for her kind words, but I also reminded 
her that all I had done in our meeting was to ask questions. My 
colleague has now caught the art and discipline of asking great 
questions. I learned that art and discipline from my good friend, 
Bob Tiede.

Bob has contributed much to my own professional growth by 
helping me understand the power of great questions. He is a peer 
with no equal when it comes to harnessing the power of asking. 

Great questions make us think. Great answers only reveal what we 
think. It isn’t often that I’ve heard “Now that’s a great question!” 
in response to something I have asked at work. But every time 
I’ve heard it, I’ve felt as if I am floating a few inches above my 
seat. It is a response that expresses appreciation (and sometimes 
admiration) for the question. It is a response that tells me that it is 
the question—not the answer—that illuminates.

I’ve come to learn that the greatest value I bring as Corporate 
Director of Learning at Emerson Electric (FORTUNE 130) is not in 
the answers I provide, but in the questions I ask. I work with some 
of the brightest business professionals anywhere. They bring deep 
knowledge from an array of disciplines to our conversations. I can’t 
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match their knowledge, but I have discovered that a great question 
introduces a different component into discussions. Great questions 
can help teams expand their thinking or bring their discussions 
into sharper focus. A great question can help us identify new 
opportunities, clarify the root of a problem, or discover a new 
solution. A great question can help us challenge our assumptions or 
confirm our approach. Great questions can transform a discussion 
because great questions introduce wisdom.

A great question also can move people toward dialogue. Think 
about the difficult conversations we all need to have—high stakes, 
emotionally charged, when people have strong opposing opinions. 
Instead of driving people to the “shut down or shout down” 
response, a great question opens a path to real conversation. 

Asking great questions takes skill. I’ve had the privilege of learning 
these skills from my interactions with Bob over the years. Since 
these are techniques he models every day, my learning was as much 
caught as taught. Now, Bob is generously sharing his expertise in 
his newest book. Read this book carefully, then share it with others. 
Grow and develop yourself and others to greatness by modeling 
the art and discipline of asking great questions. Make it your goal 
that at least once a week you hear someone say, “Now that’s a 
great question!” 

Terrence Donahue
Corporate Director, Learning
Emerson Electric
St. Louis MO

http://www.leadingwithquestions.com
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INTRODUCTION 

“Questions are like intricate brass keys which unlock 
the lock boxes of people’s minds, hearts, hopes and 
dreams.”  
— Bobb Biehl

What makes a Great Question? I am asking you! Before you read 
on, please take a couple of minutes to generate what you think 
might be the attributes of a Great Question!

Now that you have come up with your list you may be asking, “Bob, 
what do you think makes a Great Question?” Thanks for asking! 

Here is what I think might be some of the attributes of a Great 
Question:

• When you are asked a Great Question it unlocks things in
you that were already there, but in ways that you have never 
before put together. 

• When you are asked a Great Question you are eager to
answer. 

• A Great Question often shows you the way forward.

• When you are asked a Great Question you feel respected,
valued, and heard! 

• When you are asked a Great Question it can unlock a memory
which you have not recalled for years.

• When you ask a Great Question it does not just provide you
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with an answer, it actually deepens your relationship with the 
person being asked.

• When you ask a Great Question it often helps the person
you have asked solve their own problem.

• Asking questions of others allows them to own their own
decisions.

When you ask a question, if the person pauses, glances up at the 
ceiling, and takes some time to think before responding, you know 
you have asked a Great Question. 

WHAT WOULD YOU ADD?

Question: You may be thinking, “Those are attributes of Great 
Questions, but how do I come up with the Great Questions 
themselves?” 

Answer: That is a Great Question! Here is the best thing about 
asking Great Questions—you don’t have to be original! You can 
collect them!  Every time you hear, read, or are asked a Great 
Question—write it down and add it to your collection! There will 
also be times when the person you asked may start their response 
with, “Now, that’s a Great Question!”—you will want to add those 
questions to your collection, too!

Don’t be surprised that most Great Questions are often very simple 
ones, like:

• What do you think?

http://www.leadingwithquestions.com
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• Can you please tell me more?

• What did you learn from that experience?

• What would you do differently next time?

• How can I help?

• What might be the solution?

• X to Y by when?

• Can you please tell me your story?

• Why do you do what you do?

My hope for you is that you will find many more questions to add 
to your collection in the chapters of this book! 

If you have not already read my first free eBook, Great Leaders 
ASK Questions – A Fortune 100 List, that too, may be a great 
resource to add to your collection. 

Finally, if you are not already a subscriber to my blog, 
LeadingWithQuestions.com, you may also want to subscribe (it’s 
free) and additional Great Questions will pop into your inbox every 
Monday and Thursday morning!

And please know, I would be grateful to learn from you and add to 
my collection of Great Questions at the same time! Send the Great 
Questions you love to ask or have been asked, and the stories that 
go with them, to me at bob.tiede@cru.org.

https://leadingwithquestions.com/resources/
https://leadingwithquestions.com/resources/
http://LeadingWithQuestions.com
mailto:bob.tiede%40cru.org?subject=
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1
CONFESSION: 
I WAS A  
BENEVOLENT 
DICTATOR

I thought the job of a leader was to be directive – i.e. to tell his/her 
staff what to do.

I loved my staff! I wanted the very best for them. I wanted to do 
everything I could to help them win.

My strategy for their development as leaders was for them to hang 
around me. I frequently said, “A lot more is caught than taught! If 
you just hang around me you will learn a lot!”

My strategy for helping them to succeed was to let them benefit 
from everything I knew that would help them climb the mountain 
successfully.

When they came to me with a problem, I gave them step-by-step 
instructions on how to solve it.

When they came to me with an idea, I applauded them for their 
idea and then shared with them two or more things that would add 
horsepower to their plan.

When I asked them to take on a new project—if they said “Yes!”—I 
asked them to pull out a legal pad and I gave them step-by-step 
instructions on how to do it.
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And when one of my staff left my office, I smiled with the thought 
that they were walking away so impressed with my wisdom, and so 
appreciative that I had given them the perfect road map to success. 
I was absolutely clueless about how my “over-helpfulness” was 
actually making them feel.

Several years ago at the Global Leadership Summit, put on by the 
Willow Creek Association, I saw that one of the speakers was Liz 
Wiseman, speaking on Multipliers: How the Best Leaders Make 
Everyone Smarter—the same title as her book.

I thought, “This is going to be great session—because she will 
be talking about Leaders like me!” 

But I was in for a BIG SURPRISE.

Liz started by talking about “Diminishers.” And I soon realized she 
was talking about me! The more she shared, the lower I sank in my 
chair. What I had thought were “Multiplier” traits were actually 
“Diminisher” traits.

When you bring a “Diminisher” a problem, they not only solve it for 
you, but they think you will be really impressed with their wisdom 
and grateful for their help. But when you bring a “Multiplier” a 
problem, they ask you, “What do you think the solution might be?” 
They let you solve your own problem.

When you bring a “Diminisher” an idea, they tell you what 
would make your idea even better. They believe you will go away 
thinking, “Wow! I am so glad I asked. Those additional ideas will 
really improve my plan!” They do not realize that you will go away 
thinking, “Nothing I ever bring him/her is good enough!” But when 
you bring a “Multiplier” your idea they say, “Wow! Great Idea! Tell 
me more!”
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When a “Diminisher” asks you to take on a new project they will 
most often say, “Will you help me with my project?” They want to 
give you responsibility but no authority, and then tell you exactly 
how they want you to execute their project, step-by-step. 

When a “Multiplier” asks you to take on a new project, they share 
that they have a “Leadership Development-Rich Opportunity” for 
you. They invite you to take on this new assignment. If you accept, 
they make you the Project Director—giving you authority with 
responsibility. They ask you to do “Draft One” of the strategic plan 
to successfully execute the project. They will ask you to let them 
know what resources you will need to succeed and how they can 
help you.

DIMINISHERS MULTIPLIERS
Tell Ask

Solve your problem for you
Let you solve your own 

problem

Tell you how your Idea could 
be even better

Cheer your Idea

Give you “Responsibility,” but 
not “Authority” 

Give you “Responsibility” and 
“Authority”

Low Self-Awareness High Self-Awareness

Have no idea how their “over 
helpfulness” actually makes 

their staff feel

Know how to motivate their 
staff to excel

Develop Followers Develop Leaders
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THREE QUOTES:

“The leader of the past may have been a person who 
knew how to tell, but certainly the leader of the future 
will be a person who knows how to ask.”  
— Dr. Peter Drucker

“When you give advice, the brain is basically asleep. 
If you engage them and ask questions that help them 
come to their own insights, it comes alive.”  
— Dr. Henry Cloud

“An effective leader will ask questions instead of giving 
direct orders.” 
— Dale Carnegie

Today, I am a recovering “Diminisher”. The temptation to “Tell” 
is ever present, but by an act of my will I now seek to be a 
“Multiplier” by choosing to “Ask” instead of “Tell”!

• When a staff member comes to me with a problem I ask him/
her, “What do you think the solution might be?”

• When a staff member comes to me with an idea, I say, “Wow!
Great Idea! Tell me more!”

• When I ask a staff member to take on a new project,
I share that I have a “Leadership Development-Rich 
Opportunity” for them to consider. I state that I would like 
them to consider becoming the “(Name of project) Director.” 
If they agree, I ask them to draft the “Strategic Plan.” 
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THE CONFESSION BOOTH IS NOW OPEN!
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2
WHAT’S GOING  
ON IN YOUR 
BRAIN WHEN 
SOMEONE  
SAYS “I HAVE A 
QUESTION FOR YOU!”? 

Have you mastered the art of looking like you are paying attention 
when someone is speaking, when, in fact, your mind is a thousand 
miles away?

Without question, you have!

How about your staff? Your clients/customers? Your peers? Your 
supervisor?

You can bet they have as well!

I have no expertise to know or explain what exactly 
happens physiologically to your brain when you are asked a 
question. If you have that expertise, would you please share with 
me (in fact, with all of us)?

What I do know is that the instant someone says, “I have a question 
for you,” 100% of your attention/brain power goes to:

• Listening/focusing on the question being asked. Do you
understand the question? Do you need to ask a clarifying 
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question to make sure you understand the question?

• Your brain is also processing another question: Should you
share an answer or would it be more appropriate to respond 
with a question to their question?

• Your brain is sorting through all the data stored in it, in order
to find the pertinent file(s) where potential answers lie.

• Your brain then quickly rummages through the file(s) for
potential answers.

• Your brain is simultaneously analyzing the person who asked
you the question. Is this a “safe” person? What are their 
motives? Do you need to be careful? What do they already 
know? What would be most helpful to them? Where might this 
be leading?

• Your brain starts to formulate the answer that will soon come
out of your mouth. What will you say first, second, third? What 
kind of contextual information might you want to include? 
Should you share a story? A past experience? A resource?

• And now, as you begin to speak, your brain is simultaneously
reading the face of the person who asked the question—
do they look like they are understanding? Confused? Lost? 
Pleased? Angry? Your brain will adjust/edit/delete/add to your 
verbal answer accordingly.

• When you have verbalized your last word your brain
will continue to stay focused on the person who asked the 
question. What do they say next? Was your answer helpful to 
them? Are they going to ask you a clarifying question? Are 
they going to ask you to share more?

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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How long does all the above take? Sometimes only seconds! 
Hardly ever more than a couple of minutes.

During these moments, where has your brain focused 100% 
of its computing power? Has your brain spent any time thinking 
about last week? What your friend said to you this morning? What 
is on your “To Do” list? No!

So what’s my point? If you want to own/use 100% of the 
brainpower present with you in the room, what do you have to do?

You have to ask THEM questions!

My friend, Mark Goulston, shares that anytime we speak more than 
40 seconds (yes 40 seconds) the minds/attention of those we are 
talking with begin to go elsewhere. How do we get them back?

YOU HAVE TO ASK THEM QUESTIONS!
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3

LEARN TO LEAD  
WITH QUESTIONS 
IN 30 SECONDS

Whenever I speak, I share that many times I get the impression 
from people that they would like to learn to lead with questions, 
but that they imagine doing so will require getting a Masters in 
Questionology. It would be nice, but like becoming a brain surgeon, 
not likely to ever happen. 

Then I ask, “Who here would like to learn to lead with questions in 
30 seconds?” Almost every hand goes up! 

I then pick a volunteer, move to their side and ask them to please 
stand up. I share with them that I believe that they have such an 
incredible memory that they will only need to hear my 4 most 
favorite questions one time and they will have them memorized. I 
then ask if they are ready? 

They always say, “Yes!” 

Here we go: 

1. What do you think?

2. What else?
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3. What else?

4. What else?

I then ask, do you now have my four favorite questions memorized? 
They always do! And I then ask them to repeat them back. They do! 
And we then give them a big hand!

Upon first hearing these four questions in rapid order it may 
seem like you can’t really ask these one after another. But please 
remember these four questions will be part of a conversation. You 
will start by asking one of your staff, or a friend or family member, 
“What do you think about (some challenge, opportunity, situation, 
etc) and then listen to their response. Then when they finish, you 
will kindly ask with the appropriate voice inflection, “What else?” 
You can also use some variations of “What else?” by asking, “Can 
you please say more about that?” or “Wow, I want to take some 
notes, please keep talking.” 

Truth is, most of us are unconsciously protective of ourselves. 
So when we are asked what we think about something, our first 
response will almost always be a safe response. We are kind of 
testing the waters to see how the person asking the question is (or 
is not) responding to our answer. If they should say, “That’s dumb! 
Everyone knows that!” then we are glad we did not say more and, 
in fact, we will not say another word! But when the person who 
asked what we think listens carefully to our initial answer and then 
asks us, “What else?” and then again carefully listens and then 
asks us a second time, “What else?” and then again, after carefully 
listening, says, “Wow this is so helpful, what else?” – truth is they 
will receive our very best thoughts, what I call the “Gold Nugget”, 
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the 3rd or 4th time they ask us to say more. 

So if you want to get the very best thoughts your colleagues or 
staff or friends or family has – you will not only want to ask them 
“What do you think?” but you will want to continue to ask them 
“What else?” at least three times! 

So can you close your eyes and repeat back these four questions?

CONGRATULATIONS, YOU NOW HAVE THE QUESTIONS 
MEMORIZED TO LEAD WITH QUESTIONS!
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4

CAN YOU PLEASE 
TELL ME MORE? 

Am I the only person who has ever 
had his wife say—after I have quickly 
responded to what I thought was her 
question—“There you go again Robert! You 
don’t even know what I am asking and you are already giving me 
an answer!” 

OUCH!

Yes, more times than I care to admit, it can be said of me, “Bob 
answers before he listens.”

If this has ever happened to you, would you like a simple solution?

When you are asked a question, instead of instantly trying to 
answer, simply ask, “Can you please tell me more?”

Here is a great little story that illustrates the value of responding 
with, “Can you please tell me more?” when you are asked a 
question (even if you think you know the answer).

Johnnie (age 7) comes running into the house, yelling to 
his mom, “Where did I come from?” Johnnie’s mom had 
not been expecting this question–well, at least not yet! 
But after taking a deep breath and collecting her thoughts 
just a bit, she invites Johnnie into the living room where 
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she shares all about “The Birds and the Bees.” Johnnie’s 
eyes are wide as saucers as he takes in every word. 

When Johnnie’s mom is finished, she says, “Now Johnnie, 
do you understand where you came from?” Johnnie 
replies, “No! Joey said that he comes from California and 
he asked me where I come from!”

Do you think Johnnie’s mom had wished she had responded to 
Johnnie’s question with, “Can you please tell me more?”

Johnnie would have instantly blurted out, “Joey said that he comes 
from California and asked me where I come from?” And Johnnie’s 
mom then could have answered, “You come from Texas!” Johnnie 
would have immediately dashed back out the door to tell Joey, “I 
come from Texas!” And his mom could have saved her “Birds & 
Bees” story for another day!

So, do you now understand why your first question should always 
be, “Can you please tell me more?”

The real benefit of asking, “Can you please tell me more,” not only 
allows you to make sure you are responding to the real issue, it will 
also give you more time to thoughtfully respond:

• Sometimes just with a listening ear (for when he/she is not
actually asking for your input).

• Sometimes with an answer.

• Sometimes with a thoughtful question that will allow them to
solve their own problem.

“Can you please tell me more?” has become my second most 

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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favorite question in almost every conversation I ever find myself in. 
There are also many different ways you can ask this question:

• Please say more about that.

• What else can you add?

• Please keep talking.

Another option for getting them to say more is to ask what is called, 
“The Second Question.” 

Example: You ask a friend, “What have you been up to?” Your 
friend shares that he/she just completed their MBA. Your second 
question might be to ask: What would you say are your 3 biggest 
takeaways from this whole experience? And then you might follow 
with, “How are you going to put those into practice?”

Example: You ask a new acquaintance, “Please tell me your story?” 
And in the midst of their story they include that they grew up as the 
son/daughter of a policeman, that they went to Auburn University, 
that they are now married and have identical twin daughters. 
Second questions you might ask include: “What was it like growing 
up with a policeman for your father?” and/or “How did you choose 
Auburn University?” and/or “Identical twins—wow—what are the 
blessings and challenges of twin daughters?” 

Coaching: When I am in “Coaching” mode I make frequent use 
of, “Can you please tell me more?” The person I am coaching 
might think I am asking so that I will better understand the issue/
challenge/strategy/roadblock/next steps they are sharing with 
me. While this is absolutely true, what they might not understand 
is that as they tell me more about the issue/challenge/ strategy/
roadblock/next steps, their understanding also increases.
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HERE IS YOUR ACTION POINT: 
MAKE IT YOUR STANDARD, AUTOMATIC RESPONSE, 

WHENEVER YOU ARE ASKED A QUESTION, TO RESPOND 
WITH, “CAN YOU PLEASE TELL ME MORE?”

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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5

How Well Do You 
Know Them? 

In her book, Dare to Serve, my good 
friend, Cheryl Bachelder, former CEO 
of Popeyes Chicken asks: ”How well do 
you know the people that work for you?”

Cheryl then asks: ”Do you know the three or four events of their 
lives that have shaped who they are today?”

This has now become one of my favorite questions!

As I ask colleagues and friends, “What are the three or four events 
that have most shaped your life?” I am frequently amazed by their 
answers. I am learning many things about people that I already 
thought I knew very well, but apparently not as well as I thought.

Here are two examples:

One of my colleagues in Canada that I have known for 
eleven years and who I am privileged to coach, shared 
with me that his birth father died when he was only 9 
months-old. He has no memory of his birth father. His mom 
remarried and it is really his step-father that he identifies 
as his dad. But with this said, he then shared with me that 
his mom and others have told him that in the final weeks 
of his birth father’s life he spent many hours lying on 
his bed holding my friend—his little boy—praying over 
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him, asking that God would be a father to his little son, 
knowing that he himself would not be there to raise him. 
As my colleague shared his story, tears flowed from our 
eyes. It was an incredible moment. Today my colleague 
is the associate director of Leadership Development for 
a significant Christian organization that impacts all of 
Canada. I might have never known this incredible story 
had I not asked him to share the three or four events that 
have most shaped his life.

When I asked another of my friends—a man who is the 
director of training for a huge global organization and 
who has graciously coached in one of the Leadership 
Development programs I help lead for Cru—he shared 
that as a graduate student, he was preparing to qualify 
for the Olympic Trials in Track & Field for the USA. When 
his graduate stipend ran out while he was writing his 
graduate thesis, he got what he thought was going to 
be a great summer job working at a factory. But then, 
only a few days after he began, a large and heavy piece 
of manufacturing equipment fell on him, severely injuring 
his back. During the next five years he was in and out 
of the hospital, going through multiple surgeries in an 
attempt to recover. He shared that, to this day, he lives 
with constant pain. My friend is high energy and “other- 
focused.” I had absolutely no awareness of his ongoing 
physical challenges. He shared that he does not think that 
anyone where he works knows this story. And I would not 
have known it either had I not asked him, “What are the 
three or four events that have most shaped your life?”

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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My relationships with both of these men were good before I 
asked this question. But as you would guess with one question—
one answer—and about 15 minutes, my relationship with both 
deepened instantly!

In his book, The Three Signs of a Miserable Job, Patrick 
Lencioni shares that one of the three signs is “Anonymity.” Patrick 
writes:

”It is immensely more difficult to decide to leave an 
organization or a team (or a family for that matter) when 
you feel that others on the team know and understand 
you as an individual. And the person who can have 
the greatest influence by taking a personal interest in 
anyone on the job is the manager. Yes, even more than 
a CEO or an executive three levels higher in the food 
chain, a direct supervisor needs to take a genuine, 
personal interest in an employee in order to increase 
that employee’s satisfaction and fulfillment. ...to remove 
any sense of anonymity or invisibility from employees’ 
situation at work is simply to get to know them. Take 
time to sit down with each of them and ask them what’s 
going on in their lives.” 

AND, OF COURSE, I WOULD SUGGEST THAT YOU ASK 
EACH OF THEM, ”WHAT ARE THE THREE OR FOUR 
EVENTS THAT HAVE MOST SHAPED YOUR LIFE?”
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6

SILENCE

Have you ever experienced silence 
when you asked someone a question? 
Were you uncomfortable with their 
silence? What did you do? 

The average person waits only 2-3 seconds before rephrasing the 
question, answering the question themselves, or just moving on. 
Strange as it may sound, the average person has no idea that they 
do this!

How about you? When confronted with silence, have you too 
quickly re-asked the question? Or restated the question in another 
way? Or maybe asked a second or even third question hoping they 
would respond?

Please don’t! 

Your silence can in fact be one of the most effective questioning 
tools that you can use. 

Ask your question and then give the person the gift of silence. 
Give the person time to think and formulate their response. Be still. 
Focus your kind attention on them. Relax and wait. 

The good news is that they will answer, and often the longer the 
silence, the more thoughtful the response will be!
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WOULD YOU APPRECIATE SILENCE?

If you were asked, “What steps could you take in the next month to 
become a better leader?” would you be able to start answering in 
2-3 seconds? Or, would you appreciate some silence to craft your 
response? What would happen if, after 2-3 seconds, the one who 
asked you the question began to restate their question? Or asked 
another question? Would that be helpful? Or would you prefer for 
them to remain silent to give you time to think? I am guessing 
the latter! So if you would appreciate some silence to thoughtfully 
respond to a Great Question, what would those you ask Great 
Questions of also appreciate?

Don’t waste a Great Question by jumping on their silence with 
your words, preventing them from having the time they need 
to thoughtfully respond.

Four great quotes on the value of silence:

“Silence adds value to the questions you ask.” 
— Dan Rockwell, Leadership Freak blog

“The single most interesting thing you can do is ask a 
good question and then let the answer hang there for 
two or three or four seconds as though you’re expecting 
more. You know what? They get a little embarrassed and 
give you more.” 
— Mike Wallace, Legendary CBS News Reporter

https://leadershipfreak.blog/


NOW THAT’S A GREAT QUESTION!

25

NOW THAT’S A GREAT QUESTION!

BOB TIEDE LeadingWithQuestions.com

“Excellent leaders not only know the right questions 
to ask, but they also know how to patiently wait for an 
answer. They are comfortable with silence. If you are not 
comfortable with the silence, you will fill it with another 
question that leaves your original question unanswered 
and squelches engagement. After asking an employee 
a question, your patience creates power. Resist the 
gravitational pull to fill the void. Your silence creates 
accountability for a response. You would rather wait for a 
well-thought-out response than get a quick, half-baked 
reply.”  
— Lee J. Colan and Julie David-Colan, authors of  
The 5 Coaching Habits of Excellent Leaders

“When you ask, look the other person in the eye. And—
this is the most important part—then stay quiet. Ask, 
simply, and then wait. Don’t throw a bunch of garbage 
words into the space between your ask and the person’s 
response. The waiting part—that silence—is deafening, 
but critical.” 
— Sarah K. Peck, from her free eBook:  
The Art of Asking
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7

WHAT WAS THE 
FIRST QUESTION 
GOD ASKED?

It was, and still is, a great question: 
“Where are you?”

Adam and Eve were hiding in the garden when God asked His first 
recorded question, “Where are you?”

Why did God ask?

Are you guessing that God already knew where Adam and Eve 
were?

So, if God already knew where Adam and Eve were, why did God 
ask, “Where are you?”

Why didn’t God just tell Adam and Eve where they were?

Could it have been for their benefit? Could God have thought 
it was important for Adam and Eve to answer? Could God have 
been, “Leading with Questions”?

Sometimes when you are asked, “Where are you?” the one asking 
wants to know where you are physically. Like when a dad calls his 
son or daughter after curfew and asks, “Where are you?” He is 
not only wanting to know literally, ”Where are you?” but, without 
saying so, he is wanting to know, “Why aren’t you home?”
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But more often when you are asked, “Where are you?” the one 
asking is not asking where you are physically, but “Where are you”:

• In your life?

• In your career?

• In your education?

• In your growth as a leader?

• Relationally?

• In overcoming the challenge you are confronting?

• On your project?

• On reaching your goal(s)?

• Emotionally?

• Physically?

• Spiritually?

• Financially?

• On your time schedule?

• Overcoming your disappointment?

• In your transition?

• In recruiting your team?

• In developing your team?

• In raising the money?

Two more questions that will provide even more context for “Where 
are you?” are:

• Where (and when) did you start?

• Where (and when) would you like to finish?

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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Knowing where you started—where you are now and where you 
want to finish—gives you an instant view of your progress in your 
journey!

Of course, when you promised your wife that you would be home 
for dinner by 6:00 pm and you get a text from her at 6:45 pm 
asking, “Where are you?” she is not inquiring about where are 
you in your life.

As a leader, do you know where all your staff are?

Maybe you do! Sometimes an objective viewer has a better idea 
of where we are than we do. But even if you do know, with 100% 
certainty, where each of your staff are, you might want to remember 
that God knew with 100% certainty where Adam and Eve were, but 
instead of telling them where they were, He chose to ask, “Where 
are you?”

What might the benefits be to your staff for you to ask, “Where are 
you?” in relationship to any of the topics?

What might be the benefits to you as their leader to ask, “Where 
are you?”

Of course, since you and I are not God there will be many times 
that we have no clue as to where one of our staff might be. How 
can you find out?

WE CAN ASK THEM: WHERE ARE YOU?
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8

HOW DO YOU 
RESPOND?

Scenario: One of your staff comes to 
you with a problem and asks you what 
they should do. You know exactly what they 
should do! How are you most likely to respond?

The truth is that, most of us—being a lot more practiced at “Telling” 
than “Asking”—are likely to simply tell them what to do. One of 
my former supervisors—responding to this exact scenario—shared 
that he would tell them what to do, and he would also feel proud 
that he knew the answer, and hoped they would be impressed with 
his wisdom! His truthfulness was refreshing!

Same Scenario: Instead of simply telling them what to do, what 
are some questions you might ask them?

• Can you please tell me more?

• What do you think would be the best solution?

• What about a couple of other options?

• Now that you have placed several options on the table,
which one do you think would be best? (Don’t be surprised if 
they come up with another option that is really a combination 
of the ones they already shared.)

• Sounds like a great solution! Now, to move that from “idea”



32

NOW THAT’S A GREAT QUESTION!

BOB TIEDE LeadingWithQuestions.com

to “reality,” what do your first three steps need to be?

• What potential “roadblocks” or “hurdles” might you
encounter?

• How might you respond to each of them?

• So when are you going to pull the trigger?

• Summarize: May I feed back to you what I have heard?

• The problem is ___________

• The solution you have chosen is ______________

• Potential “roadblocks” and “hurdles” you might
encounter are _____________

• To respond to the “roadblocks” and “hurdles” you are
going to _____________

• Your first three steps are going to be _________________

• And you are going to begin ______________________

• What would you add?_______________________

• (What additional questions would you add?)

What are the potential benefits of responding with questions?

• They grow more.

• It would be easier for them to implement a solution they
came up with.

• Their self-confidence grows.

• They will be more likely to solve the next problem they
encounter without your assistance.

• You will be developing Leaders, not Followers.
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What else?

May I suggest an assignment to help you sharpen your “Leading 
with Questions” skills?

THIS WEEK LOOK FOR OPPORTUNITIES WITH STAFF/
FAMILY/FRIENDS TO RESPOND WITH QUESTIONS WHEN 

THEY BRING A PROBLEM TO YOU, INSTEAD OF JUST 
RESPONDING WITH ANSWERS.

As soon as possible afterwards, write down your thoughts and 
observations of what just happened and how it went.

Then, to help all of us sharpen our “Leading with Questions” skills, 
share your experience with me by emailing bob.tiede@cru.org. 

Your story just might appear in a future blog post on 
LeadingWithQuestions.com.
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9 

DO YOU MAKE 
DECISIONS
WITH OR FOR 
YOUR STAFF? 

What is the difference in the two Decision Making Processes 
above? Don’t they both ask for staff input? 

Is When you ask staff for input in the Decision Making Process just 
as important as What you ask?

Which process do you think will have the best chance of succeeding? 

Joel Manby, former President and CEO of SeaWorld, in his 
bestselling book, Love Works, shares this insightful story:

I have interviewed hundreds of people in my thirty-plus 
years in business, and I have seen almost every situation 

https://www.amazon.com/Love-Works-Timeless-Principles-Effective/dp/0310335671
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imaginable. However, over lunch with Gene, who was 
being interviewed for a senior leadership position at 
Herschend Family Entertainment (where Joel previously 
served as President & CEO), I saw something new.

Our lunch was going very well. He was working for a larger 
competitor, and he clearly knew his field of expertise. Not 
only that, but he seemed to like our direction, growth 
strategy, and culture. As we talked, however, I couldn’t 
understand why Gene was interested in joining the HFE 
team. He already had a great job that paid very well, and 
joining us would probably require a pay cut and moving 
his family.

“Gene, you don’t need to sell me any more on your 
capabilities,” I said. “It’s clear you have the skills and the 
drive that we need. But why do you want to leave the 
company you’re with?”

He looked at me, and tears welled up in his eyes. With his 
voice quivering, he said, “They cut one-third of my team 
in a mass layoff.” And after a long pause, he continued 
slowly, “And they didn’t even ask my opinion. They didn’t 
trust me enough to ask me.” Then he was silent. He could 
no longer speak without crying.

Gene’s leaders lost his trust because they made a major 
decision without his input. He was willing to leave his 
company because of a lack of trust. One of the best ways 

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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a leader can demonstrate trust and respect is to listen to 
and involve team members in the decisions that affect 
them.

The best decisions are always made with, not for, and showing 
that kind of trust is a true attribute of leading with love.

Have you ever followed Decision Making Process A, only to 
discover that when you asked the staff affected if they had any 
questions, you were quickly confronted with a bunch of information 
that would have caused you to make a different decision?

I have been there! Done that! And suffered the consequences! How 
I wish I had known about Decision Making Process B! The leader 
who thinks he/she has all the answers quits asking questions! Big 
Mistake!

The wise leader who uses Decision Making Process B will 
benefit in three ways:

1. Better Decisions — Asking staff who will be directly affected
gives leaders additional information that they may not receive 
in any other way!

2. Staff Support of the decision — Here is something very
interesting: did you know that if staff are asked for their input 
prior to the making of a decision that will affect their work/
lives, they will actually support a final decision—even if it is not 
the one they recommended? Just being asked for their input 
prior to the making of the decision makes staff feel valued/
appreciated/trusted/heard. And when they know their thoughts 
and feelings have been considered prior to the making of the 
decision, they are almost always willing to support the final 
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decision, even when it was not their first choice.

3. Time Saved—having to manage the fall-out of affected
staff not being asked for their input prior to the making of the 
decision.

SO GOING FORWARD, WHICH DECISION MAKING 
PROCESS ARE YOU GOING TO BE USING? A OR B?

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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10

STATEMENTS 
CAN BE 
TURNED INTO 
QUESTIONS! 
...CAN’T THEY? 

“A bad leader will tell people what to do. A good leader 
will ask questions and let his or her people figure out the 
answers. A great leader asks the questions that focus the 
intelligence of their team on the right problems.”  
— Liz Wiseman, Multipliers 

Ask—Don’t Tell!

Statement: This is what you need to do this week.

Question: What are your priorities for this week?

Statement: In order to solve this problem, this is what you need 
to do.

Question: What might you do to address this issue?

Statement: Profits are up by 15%!

Question: What contributed to our profits being up by 15%? How 
might we build on this?
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Statement: These are the new products/services we are going to 
start developing.

Question: What new products/services are our customers/clients 
asking for? or How can we find out what new products/services our 
customers/clients need?

Statement: You need to go to sales training!

Question: What do you think might be most helpful for your 
development?

Statement: Here is what I am going to do for you!

Question: How can I help?

Statement: Let me give you some feedback on that.

Question: How do you think that went? What went well? What 
would you do different next time?

Statement: Here is who I want on that Task Force: A, B, C, D & E!

Question: Who do you think might be a good fit for this Task Force?

Statement: We need to reduce costs by 15%!

Question: How can we reduce costs by 15%?

You get the picture! Almost every statement a leader makes can 
easily be turned into a question, can’t it?

What is your Questions to Statements Ratio?

Jim Collins, author of   Built to Last, and Great by Choice, challenges all 
leaders to “Double your Questions to Statements Ratio!”

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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Mark Miller, V.P. for High Performance Leadership at Chick-
fil-A, shares: “I was reminded of a meeting several years ago in which 
Jim Collins challenged me and all the leaders in our organization to 
double our question to statement ratio within 12 months, and then 
he said we should double it again in the following 12 months”.

BEFORE YOU CAN DOUBLE YOUR QUESTIONS TO 
STATEMENTS RATIO YOU HAVE TO FIRST TRACK YOUR 

CURRENT QUESTIONS TO STATEMENTS RATIO! 

In your next meeting you may want to assign someone to track 
how many questions you ask and how many statements you make. 
You might also want to review your recent written communications 
— emails, texts, letters etc.

Before you hit send on your next email, take a quick look at your 
Questions to Statement Ratio and quickly change many of your 
Statements to Questions.

Before you walk into your next meeting, spend some time reviewing 
what you are planning to tell your team, and quickly change many 
of your anticipated Statements to Questions.

And how about at home? Pause before you tell your kids what they 
need to do and change that anticipated Statement to a Question.

My friend, Andrew Sobel, co-author of Power Questions says, 
“Telling creates resistance. Asking creates relationships.”
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NOT “HOW?” 
BUT “WHO?”

What is your first question when you 
see a fantastic new opportunity?

The wrong question will almost always instantly bury that 
opportunity from ever seeing the light of day!

The right question will greatly increase the likelihood that you 
will be able to take advantage of the opportunity.

If your first question is, “How could I do this?” you will almost always 
conclude that you already have way too much on your plate and 
therefore you cannot even consider taking on this new opportunity.

When you ask, “How could I do this?” you are revealing that the only 
resource you think you have to take advantage of this opportunity, 
is your own limited time! As a result, it is understandable that you 
will almost always instantly decline. In fact, if you think that the only 
resource you have is your own time and ability, you are likely to be 
blind to even seeing opportunities.

Big Mistake!

Great Leaders ask a different question when they see a new 
opportunity! They don’t ask, “How?” they ask “Who?”
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• Who do I know?

• Who could I ask to do this?

• Who would love to invest in this?

• Who would love to give to this?

• Who could I partner with to do this?

• Who could I hire to do this?

• Who could I contract with to do this?

• Who will know Who I could ask?

Great Leaders know that if the Opportunity is indeed a great 
opportunity—then it will attract Who.

• People to do

• People to invest/give

• Customers

• Clients

Great Leaders know that it is not What you know, but Who you 
know!

As a result, Great Leaders continually cultivate their personal network 
of friends. They understand the value of personal relationships. In 
fact, do you know any Great Leaders who have not recognized and 
focused on building a great network?

GREAT LEADERS ALWAYS KNOW THAT THE 
RIGHT WHO ON THE BUS WILL FIGURE OUT THE RIGHT 

WHAT AND HOW!
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Two Book Recommendations: 

1. If you don’t already have my friend Bob Beaudine’s book,
The Power of Who, buy it today! The subtitle of the book is: 
“You Already Know Everyone You Need to Know!” Bob writes, 
“This powerful principle has been utilized by successful dream 
seekers throughout time. You Got ‘Who’! I promise you do. 
You already know someone right now who knows the person 
who will help you achieve your goal or hire you or introduce 
you to the person you need to meet!” 

2. Another “must have” book is written by my friend, Jack
Killion, titled, Network: All the Time, Everywhere With 
Everybody. 

Networking is not hard. It will in fact bring joy to your life, and it will 
dramatically elevate the trajectory of your future success.

If your networking skills are weak or non-existent, Jack’s book will 
show you the “How to,” but you will have to provide the “Want 
to.”

Two quotes Jack shares in his book are:

“What really distinguishes high performers from the 
rest of the pack is their ability to maintain and leverage 
personal networks.” 
— MIT Sloan Management Review

“One of the four key essential leadership roles is 
relationships/network builder.” 
— Anne Baber and Lynne Wayman 
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THE POWER OF 
MIGHT

Based on the title, what do you think 
this chapter might be about?

• Physical Strength?

• Military Strength?

• Financial Strength?

• Verbal Strength?

• Leadership Strength?

Definitely not the first three! Perhaps it does relate to verbal and 
leadership strengths—but not the way you are thinking.

Take a careful look at these two questions:

• What should we do to fix this?

• What might we do to fix this?

What is the difference?

Yes, should in the first sentence has been replaced by might in the 
second sentence.

When you ask your team, “What SHOULD we do to fix 
this?” might they feel that they must come up with the RIGHT answer 
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before they speak? Might they be concerned that the immediate 
response to their answer will be, “That will never work!” 

However, when you ask your team “What MIGHT we do to fix 
this?”— might they be much more comfortable simply sharing 
POSSIBLE fixes?

Which of these two questions MIGHT increase the possibilities of 
your team finding a fix for whatever is broken? Other Examples:

WHAT TO ASK INSTEAD OF
What might you do? What will you do?

Who might know? Who will know?

What outcome might you 
pursue?

What outcome will you 
pursue?

Why might that be? Why is that?

Where might you look? Where should you look?

Do you now see The Power of Might?

It sets people free to verbalize multiple Possibilities! And 
just might dramatically increase the probability of your team 
finding a solution.

Your use of Might just might increase your verbal and leadership 
Might!

WHAT OTHER BENEFITS MIGHT THERE BE TO 
INCREASING YOUR USE OF THE WORD MIGHT IN YOUR 

LEADING WITH QUESTIONS?

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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HOW CAN YOU
COACH OTHERS
MORE 
EFFECTIVELY?

Coaching is simply asking questions to help someone get from 
point A to point B—from Here (where they are now) to There 
(where they want to go). 

Did you know that you could effectively coach a brain surgeon 
one day, a technology company CEO the next day, and a state 
governor the following day?

You may be wondering, “How can that be?” The answer is, you 
don’t need to be a Subject Matter Expert to coach someone. You 
simply ask the questions, and they provide the content.

Would you like to see The Coaching Process that I use to coach 
leaders around the globe? 

In its simplest form, The Coaching Process asks:

1. Where do you want to go? (There)

2. Where are you now? (Here)

3. What will you have to do to get from Here to There?
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The Coaching Process below adds a few more questions—but the 
essence is really the 3 questions above.

NOW THAT’S A GREAT QUESTION!

BOB TIEDE
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So what can you do to sharpen your coaching skills? (Clue: You 
can’t learn to swim by reading a book on swimming! You have to 
jump into the water!)

You are 100% correct—You have to start coaching someone!  

Which of your associates/friends could you share this chapter with 
to suggest that the two of you meet—perhaps over breakfast or 
lunch—to coach each other?

DO NOT BE SURPRISED IF, IN A COACHING SESSION AS 
SHORT AS 5 MINUTES, YOU ACTUALLY EXPERIENCE A 

SIGNIFICANT BREAK-THROUGH!
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14

HOW CAN WE 
DO THIS IN A 
WAY THAT WILL 
GUARANTEE ITS 
FAILURE? 

Does your team ever experience a brain freeze? You ask your 
team to think with you about all the items essential to the success 
of the BIG GOAL/PROJECT you are working on, and suddenly 
it appears that the whole team has just drunk an ICEE© way too 
fast!

Here is a question that will melt that brain freeze and turn that 
ICEE© into a hot drink: How can we do this in a way that will 
guarantee its failure? 

You will see your team come alive! They will love your question! 
They may begin talking all at once! You will quickly have a long 
list of all the ways to guarantee the failure of your BIG GOAL/
PROJECT!

Next Question—if we now know what it will take to guarantee 
the failure of our BIG GOAL/PROJECT, what do we have to do to 
guarantee the success?

It really is the same list isn’t it? For example, if never asking our 
customers for input will guarantee its failure, then asking our 
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customers for their input would help guarantee its success!

You also get two BONUSES:

1. What is the #1 energy drainer in brainstorming? The guy
who responds to a brainstorming idea with, “That will never 
work!” The good news is, that guy will love adding to the list 
of what won’t work! 

2. You will get a longer list of critical elements you might have
missed otherwise.

SO GO AHEAD, THAW THE BRAINS OF YOUR TEAM BY 
ASKING THEM THIS QUESTION: HOW CAN WE DO THIS IS 

A WAY THAT WILL GUARANTEE IT’S FAILURE?

Will you please do me a favor? Will you let me know how it worked? 
bob.tiede@cru.org.
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15

THE BEST 
QUESTION
I HAVE EVER 
BEEN ASKED!

In October 2003, after 24 years, I stepped 
away from my role with The Josh McDowell Ministry. 

I immediately began to wonder what could I give Josh to express 
my appreciation for 24 years of partnership in ministry. I had 
absolutely no clue. The only thing I sensed was that it was probably 
not something I could pick up at the mall.

Four days later I was having breakfast with Bobb Biehl—my mentor 
since 1980. As I recounted the events of the week, Bobb asked 



56

NOW THAT’S A GREAT QUESTION!

BOB TIEDE LeadingWithQuestions.com

me this question, “Bob, you worked with Josh McDowell for 24 
years—what did you learn from him?”

I immediately began to share things I had learned. After sharing five 
or six things, Bobb asked, “Do you have these written down?” 
“No,” was my response. He then asked, “Why not?” I immediately 
replied, “No one had ever asked me this question before!” 
After recommending that I write them down, he added, “And do 
you know what else? After you have made your list you need 
to share it with Josh—it will bless his heart!”

BINGO! That was it! I instantly knew that this was the gift I 
wanted to give Josh! 

Every day for the next two months, I added to my list. My goal 
was to create a booklet that I could have printed for Josh, his wife 
Dottie, their four children, and our four children—all to be wrapped 
and placed under our Christmas trees by December 25, 2003.  By 
December 19 my list numbered 62 things and it was time to head 
to the copy shop. 
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Around noon on Christmas Day, I got a phone call from Josh, “Bob, 
I don’t know where you came up with this idea, but this is the 
greatest gift I have ever received!“ He then put Dottie on the 
phone who said, “Bob Tiede, I am mad at you!” I said, “Dottie, 
it’s Christmas–you shouldn’t be mad at anyone on Christmas!” 
She said, “And you shouldn’t have to cry on Christmas Day 
either—but for the past half hour my eyes have been filled 
with tears as I have read ‘Sixty-Two Things.’ Bob, this is an 
incredible gift! Thank you so much!”

Later, as I reflected on this experience, I realized that while I 
had given a gift, I had also received a great gift in return—the 
gift of ending well!

How many times have you walked away from a work relationship 
and said to yourself, “That just didn’t end as well as I would have 
liked,” but you had no idea exactly what you could have done 
differently!

Since that day in 2003, when Bobb asked me that Great 
Question, every time someone shares that they are about to 
change jobs (voluntarily or involuntarily) I ask, “What did you learn 
from your supervisor?” After they share a few things, I ask, “Do 
you have these things written down?” To date, everyone has 
responded in the negative. I then encourage them to make their 
list and, when they are finished, send it to their former supervisor—
as a way to end well.

Your list does not have to be sixty-two things! It could be as short 
as two or three things that you learned from them that will serve 
you well for the rest of your life.

And it is never too late to send that gift. How many supervisors 
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have you had to date? Can you imagine how they would feel if they 
received a short letter from you, thanking them for the privilege 
of working with them, and then sharing two or three things you 
learned that continue to serve you well today? How many letters 
like this do you think they have received?

One More Thought: the world is small and life is long. So many 
times when 20-somethings leave their first job they might think, 
“Good riddance! I am glad I will never see those people again!” 
Two years later, they decide to make a move from their second job 
and as they walk into the interview room for what they hope will 
be their third job, who should be sitting there but the supervisor 
from their first job! Now, what kind of difference do you think it 
would make if, two years earlier, they had sent that supervisor a 
note thanking them for two or three things they had learned from 
him/her? My guess is that a job offer is almost guaranteed!

You can download a free copy of, Sixty-Two Things I’ve Learned 
from Josh at: TheTiedes.cccministry.org/resources.php. (You 
will also find 35 other Leadership Development resources that are 
available for free download.)

TO THIS DAY I AM STILL SO GRATEFUL TO BOBB BIEHL 
FOR ASKING ME THAT GREAT QUESTION!
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16

THREE SIMPLE 
QUESTIONS
TO SHARPEN 
YOUR GOAL  
SETTING SKILLS

In the 50’s the stated goal of NASA was: “Leading the World in 
Space Exploration.”

Then John Kennedy became President and changed NASA’s 
Goal to: “Land a man on the Moon and return him safely to 
Earth before this decade is out.”

What was the difference between the two goals?

The first goal certainly sounds noble enough—but what is missing?

What does the second goal have that the first goal does not?

The second answers the 3 simple questions that every goal should 
answer:

X to Y by When?

• X? Where are you now? What is your current reality?

• Y? Where do you want to go? What will be your finish line?

• By When? When is the exact date you want to cross the
finish line?



60

NOW THAT’S A GREAT QUESTION!

BOB TIEDE LeadingWithQuestions.com

Let’s run the 1950’s NASA goal through the test: Leading the 
World in Space Exploration.

• X? What is the current reality? Unknown

• Y? Where do you want to go? Vague. What will be your finish
line? Undetermined.

• By When? Unknown.

Let’s run John Kennedy’s NASA goal through the test: Land a man 
on the Moon and return him safely to Earth before this decade 
is out.

• X? What is the current reality? Earth—no American had been
to space.

• Y? Where do you want to go?  Moon—and return him safely
to Earth. What will be your finish line? A successful launch, 
landing, and re-entry.

• By When? December 31, 1969.

Which decade would you have wanted to work for NASA? The 50’s 
or the 60’s?

In which decade was the goal crystal clear? The 50’s or the 60’s?

Please pull out your goals—personal and organizational. Do they 
clearly answer the three questions of X to Y by When?

If Yes—please pat yourself on the back!

If No—how can you restate them so that they will clearly answer 
the questions of X to Y by When?

What will the benefits be to you and your organization if your goals 
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are written so that X to Y by When? is clearly stated?

What are the benefits of having a clearly stated finish line?

WHO WOULD YOU LIKE TO SHARE THE 3 SIMPLE 
QUESTIONS TO SHARPEN YOUR GOAL SETTING 

SKILLS WITH?
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17

WHAT CAN WE 
LEARN FROM 
JESUS ABOUT 
ASKING GREAT 
QUESTIONS?

When Jesus was 12 years old:  “After three days 
they (his parents, Joseph and Mary) found him in the 
temple courts, sitting among the teachers, listening to 
them and asking them questions.”  — Luke 2:46   

Why did Jesus ask so many questions?

Whether you are a follower of Jesus or not, we would all do well to 
study the communication practices of the greatest communicator 
in all of history. 

Jesus’ communication style focused on two things: He told great 
stories and asked Great Questions! 

I don’t know about you, but I ask a lot of questions because I do 
not know the answers. That was never true of Jesus. He knew all 
of the answers and yet He focused so much of His interaction with 
people on asking them questions. The four Gospels record 339 
questions that Jesus asked. 
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Why do you think He asked so many questions? Take a couple of 
minutes to list 3-5 reasons you think He asked so many questions? 

1. 

2. 

3. 

4. 

5. 

Here are a few that I have come up with:

• Engagement

• Questions build relationships

• Forced those he was interacting with to have to think

• Created conversations

• His listeners were more likely to own their own conclusions

• He sometimes answered questions with questions of His
own

• He sometimes asked warm up questions to get the
conversation started

Jesus asked so many different kinds of questions:

Questions to make a human connection: “When a 
Samaritan woman came to draw water, Jesus said to 
her, ‘Will you give me a drink?’ The Samaritan woman 
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said to him, ‘You are a Jew and I am a Samaritan woman. 
How can you ask me for a drink?’ (For Jews do not 
associate with Samaritans.).” 
— John 4:7–9

Questions that caused introspection: “If you love 
those who love you, what credit is that to you? Even 
sinners love those who love them. And if you do good 
to those who are good to you, what credit is that to 
you? Even sinners do that. And if you lend to those from 
whom you expect repayment, what credit is that to you? 
Even sinners lend to sinners, expecting to be repaid in 
full. But love your enemies, do good to them, and lend 
to them without expecting to get anything back. Then 
your reward will be great, and you will be children of 
the Most High, because he is kind to the ungrateful and 
wicked. Be merciful, just as your Father is merciful.” 
— Luke 6:32–36

Questions that addressed Worry: “Therefore, I tell 
you, do not worry about your life, what you will eat or 
drink; or about your body, what you will wear. Is not life 
more than food, and the body more than clothes? Look 
at the birds of the air; they do not sow or reap or store 
away in barns, and yet your heavenly Father feeds them. 
Are you not much more valuable than they? Can any one 
of you by worrying add a single hour to your life? And 
why do you worry about clothes? See how the flowers of 
the field grow. They do not labor or spin. Yet I tell you 
that not even Solomon in all his splendor was dressed 
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like one of these. If that is how God clothes the grass of 
the field, which is here today and tomorrow is thrown 
into the fire, will he not much more clothe you—you of 
little faith?” 
— Matthew 6: 25–30

Questions that gave balance to their grievances with 
others: “Why do you look at the speck of sawdust in 
your brother’s eye and pay no attention to the plank in 
your own eye? How can you say to your brother, Let me 
take the speck out of your eye, when all the time there is 
a plank in your own eye?” 
— Matthew 6:3–4

Questions to make an argument: “Then Jesus asked 
them, Which is lawful on the Sabbath: to do good or to 
do evil, to save life or to kill?” 
— Mark 3:4

“If a man owns a hundred sheep, and one of them 
wanders away, will he not leave the ninety-nine on the 
hills and go to look for the one that wandered off?” 
— Matthew 18:12b

Warm up questions: “Jesus and his disciples went on 
to the villages around Caesarea Philippi. On the way 
he asked them, Who do people say I am? They replied, 
Some say John the Baptist; others say Elijah; and still 
others, one of the prophets.” 
— Mark 8: 27–28

NOW THAT’S A GREAT QUESTION!
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In general, people love to talk about others and will almost always 
quickly respond when you ask them about other people.

To-the-point questions: “‘But what about you?’ he 
asked. ‘Who do you say I am?’ Peter answered, ‘You are 
the Messiah.’” 
— Mark 8:29

Questions that revealed inadequacy: “His disciples 
answered, ‘Where could we get enough bread in this 
remote place to feed such a crowd?’ ‘How many loaves 
do you have?’ Jesus asked. ‘Seven,’ they replied, ‘and a 
few small fish.’” 
— Matthew 15: 33–34

Questions that reminded them of what they already 
knew: “Some Pharisees came to him to test him. They 
asked, ‘Is it lawful for a man to divorce his wife for any 
and every reason?’ ‘Haven’t you read,’ he replied, ‘that 
at the beginning the Creator “made them male and 
female,” and said, “For this reason a man will leave his 
father and mother and be united to his wife, and the two 
will become one flesh”?’” 
— Matthew 19: 3–5

Haven’t you read this passage of Scripture: “‘The stone 
the builders rejected has become the cornerstone; the 
Lord has done this, and it is marvelous in our eyes’?” — 
Mark 12:10–11
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Questions that asked for opinion: “On one occasion 
an expert in the law stood up to test Jesus. ‘Teacher,’ he 
asked, ‘what must I do to inherit eternal life?’ ‘What is 
written in the Law?’ he replied. ‘How do you read it?’ He 
answered, ‘“Love the Lord your God with all your heart 
and with all your soul and with all your strength and with 
all your mind”; and, “Love your neighbor as yourself”.’ 
‘You have answered correctly,’ Jesus replied. ‘Do this 
and you will live.’” 
— Luke 10:25–28

Questions that allowed people to voice their own 
needs: “As Jesus and his disciples were leaving Jericho, 
a large crowd followed him. Two blind men were sitting 
by the roadside, and when they heard that Jesus was 
going by, they shouted, ‘Lord, Son of David, have 
mercy on us!’ The crowd rebuked them and told them 
to be quiet, but they shouted all the louder, ‘Lord, 
Son of David, have mercy on us!’ Jesus stopped and 
called them. ‘What do you want me to do for you?’ 
he asked. ‘Lord,’ they answered, ‘we want our sight.’ 
Jesus had compassion on them and touched their eyes. 
Immediately they received their sight and followed him.” 
— Matthew 20:29–34

“So they called to the blind man, ‘Cheer up! On your 
feet! He’s calling you.’ Throwing his cloak aside, he 
jumped to his feet and came to Jesus. ‘What do you 
want me to do for you?’ Jesus asked him. The blind man 
said, ‘Rabbi, I want to see.’ ‘Go,’ said Jesus, ‘your faith 
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has healed you.’ Immediately he received his sight and 
followed Jesus along the road.” 
— Mark 10:49–52

Clever questions: “‘Tell us then, what is your opinion? 
Is it right to pay the imperial tax to Caesar or not?’ But 
Jesus, knowing their evil intent, said, ‘You hypocrites, 
why are you trying to trap me? Show me the coin used 
for paying the tax.’ They brought him a denarius, and 
he asked them, ‘Whose image is this? And whose 
inscription?’ ‘Caesar’s’ they replied. Then he said to 
them, ‘So give back to Caesar what is Caesar’s, and to 
God what is God’s.’ When they heard this, they were 
amazed. So they left him and went away.” 
— Matthew 22:17–22

He answered questions with questions: “They arrived 
again in Jerusalem, and while Jesus was walking in the 
temple courts, the chief priests, the teachers of the 
law and the elders came to him. ‘By what authority are 
you doing these things?’ they asked. ‘And who gave 
you authority to do this?’ Jesus replied, ‘I will ask you 
one question. Answer me, and I will tell you by what 
authority I am doing these things. John’s baptism—
was it from heaven, or of human origin? Tell me!‘ They 
discussed it among themselves and said, ‘If we say, 
“From heaven”, he will ask, “Then why didn’t you 
believe him?” But if we say, “Of human origin”’ … 
(They feared the people, for everyone held that John 
really was a prophet.) So they answered Jesus, ‘We 
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don’t know.’ Jesus said, ‘Neither will I tell you by what 
authority I am doing these things.’” 
— Mark 11:27–33

Questions that asked his listeners to tell the point 
of a parable: ”’Which of these three do you think was a 
neighbor to the man who fell into the hands of robbers?’ 
The expert in the law replied, ‘The one who had mercy 
on him.’” 
— Luke 10:36–37

It is easy for us to miss the real brilliance of this question because, 
in our culture, we have no hatred for Samaritans. But in those days 
the Jews hated the Samaritans. Those living in northern Israel would 
take the long route to Jerusalem, simply to avoid going through 
Samaria. So when Jesus asks, “Who was the neighbor?” there was 
most likely a long pause before the Jewish expert in the law replied, 
and almost certainly it was very difficult for him to verbalize that the 
hero of this story was a Samaritan when he hated all Samaritans. 
Jesus could have told this story and ended by stating, “Therefore, 
the Samaritan was the good neighbor,” but instead He brilliantly 
asked the expert in the law to answer; knowing how potentially 
powerful answering that question might be in his life and the lives 

of the others present. 

Questions that asked people to consider the cost: 
“Suppose one of you wants to build a tower. Won’t 
you first sit down and estimate the cost to see if you 
have enough money to complete it? For if you lay the 
foundation and are not able to finish it, everyone who 
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sees it will ridicule you, saying, ‘This person began 
to build and wasn’t able to finish.’ Or suppose a king 
is about to go to war against another king. Won’t he 
first sit down and consider whether he is able with ten 
thousand men to oppose the one coming against him 
with twenty thousand? If he is not able, he will send a 
delegation while the other is still a long way off and will 
ask for terms of peace.” 
— Luke 14:28–32

Questions that called forth commitment: “From 
this time many of his disciples turned back and no 
longer followed him. ‘You do not want to leave too, do 
you?’ Jesus asked the Twelve. Simon Peter answered 
him, ‘Lord, to whom shall we go? You have the words of 
eternal life. We have come to believe and to know that 
you are the Holy One of God.’” 
— John 6:66–68

Questions that restored the disciple who denied 
Jesus three times: “When they had finished eating, 
Jesus said to Simon Peter, ‘Simon, son of John, do you 
love me more than these?’ ‘Yes, Lord,’ he said, ‘you 
know that I love you.’ Jesus said, ‘Feed my lambs.’ Again 
Jesus said, ‘Simon, son of John, do you love me?’ He 
answered, ‘Yes, Lord, you know that I love you.’ Jesus 
said, ‘Take care of my sheep.’ The third time he said to 
him, ‘Simon, son of John, do you love me?’ Peter was 
hurt because Jesus asked him the third time, ‘Do you 
love me?’ He said, ‘Lord, you know all things; you know 
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that I love you.’ Jesus said, ‘Feed my sheep.’” 
— John 21:15–17

And lastly, my favorite question: “What do you think?” 
— Matthew 18:12

AS WE WRAP UP THIS CHAPTER I HAVE THE TWO 
QUESTIONS FOR YOU:  

WHO DO PEOPLE TODAY SAY THAT JESUS IS? 
WHAT ABOUT YOU: WHO DO YOU SAY JESUS IS? 

If you are not sure or would like to know more about who Jesus 
is, I would be delighted to send you one of my favorite books, 
More Than a Carpenter by Josh McDowell, my former colleague 
of 24 years. Please email me at bob.tiede@cru.org with your 
mailing address and your book will soon be on its way – with my 

compliments (offer available U.S. only).

You can download my second free eBook by visiting 
339QuestionsJesusAsked.com.

All quoted scripture is from the New International Version of the 

Bible. 
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18

WHAT ARE YOU 
DOING WHEN 
YOU FEEL GOD’S 
PLEASURE? 

Do you remember the movie, Chariots of 
Fire?

In 1981, Chariots of Fire won the Academy Award for Best 
Picture.  It also took top honors for Best Screenplay, Best 
Original Score, and Best Costume Design.

If you have never seen it, here is a brief synopsis of the story, 
summarized by Ben J. Ditzel:

On a Sunday in Paris, France 
at the 1924 Olympics Eric 
Liddell disqualified himself 
from the 100 meters because 
of his conviction not to run 
on the Sabbath. This put 
Britain’s hope of a medal in 
jeopardy as well. The British 
were very disappointed in 
him because he was the 
favorite to win the 100 meters 
race and he wasn’t going to 
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run. Instead, Eric was going to run in the 400 meters race. 
This was a race he wasn’t prepared or trained for. He was 
criticized and mocked by people in the streets, shops and 
diners. 

Above: Erik winning the 400 Meters Race 1924 Olympics

Nevertheless, despite fears, Eric ran to victory, five meters 
ahead of the silver medalist. Eric Liddell had won the 
Gold Medal and a world record, but most important of all, 
Eric had kept his commitments to his convictions of faith 
and belief in God. After the Olympics and graduation he 
returned to North China where he served as a missionary 
from 1925 to 1943. He was a man who ran, spoke and 
lived with great faithfulness and solid commitment to 
Christ. 

If you have never seen Chariots of Fire—rent it—you are in for a 
treat!

If you have seen Chariots of Fire, I have a question for you: what is 
your favorite quote from the movie?
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One of the most famous is this:

“I believe that God made me for a purpose, but he also 
made me fast and when I run I feel his pleasure.” 
 — Eric Liddell

All that you have read so far is simply a set-up for asking you one of 
my favorite questions: “What are you doing when you feel God’s 
pleasure?”

God made you for a purpose. He hardwired you with strengths and 
talents. When you are in your “sweet spot” it is almost effortless. 
Your results are 3-10 times greater than anything you have to 
do through sheer discipline and intentionality. 20% of what you 
do produces 80% of your results. For you, what is that 20% that 
produces 80%?

Would you please be so kind as to share your answer to “What 
are you doing when you feel God’s pleasure?“ with me? bob.
tiede@cru.org Reading your response will make my day! Thank 
you in advance!

IN YOUR NEXT MEETING—ONE ON ONE OR WITH YOUR 
WHOLE TEAM—TAKE TIME TO ASK, “WHAT ARE YOU 

DOING WHEN YOU FEEL GOD’S PLEASURE?”
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19

TWENTY-TWO 
LEADERS SHARE 
THE VALUE OF 
QUESTIONS IN 
THEIR LIFE AND 
LEADERSHIP 

Great Questions are more valuable than Gold!

When I decided to write this book, I reached out to 22 incredible 
leaders—whom I am privileged to call my friends—to ask them to 
share a few sentences on the value of questions in their life and 
leadership.

“Questions give me the right information to make an 
intelligent decision, and the context in order to make a 
wise decision.” 
— Josh McDowell, speaker, author of more than 
100 books including Evidence That Demands a 
Verdict and More Than A Carpenter.

“Whenever I talk with someone I am alert to how God 
might be specifically working in their life at that time. 
Asking the right questions opens up people’s hearts 
and souls so I can glimpse inside and identify, and then 
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join, God’s activity.” 
— Richard Blackaby Ph.D., President of Blackaby 
Ministries

“Questions are the currency of dialogue. They create 
connections, context, insights, understanding, and 
energy. If leaders could choose just one super-power, I’d 
recommend cultivating the ability to ask great, meaty, 
engaging, thought-provoking questions”. 
— Julie Winkle Giulioni, Co-author of Help Them Grow 
or Watch Them Go

“The right question means everything because it 
leads you to the right answer. Life is too short to ask the 
wrong questions.” 
— Tom Ziglar, President at Ziglar Incorporated

“One of my newer learnings about the value of good 
questions is that a well-stated response question 
disarms a “gotcha” question. Just today, I received an 
email with an, “Is there a reason why…?”question that 
shouted “I want to pick a fight.” I have learned that 
answering that type of question with a statement usually 
fuels the fire and starts an email war. After using my 
“wait 24-minutes to respond” rule I framed a response 
question starting with, “How” that served as a calming 
influence and facilitated a face-to-face conversation. I 
find value using well-formed, open-ended questions in 
just about every situation.” 
— Pam Smith, Leadership and Transition Coach and 
author of Nine Ways Women Sabotage Their Careers
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“I’ve never learned a thing while I was talking. However, 
I have learned much from asking questions and 
listening.” 
— Mark DeMoss, Founder of DEMOSS PR

“Being insatiably curious—about other people, about 
ideas, about what’s working and what isn’t, and 
why—is a big part of who I am as someone who runs 
an organization, but also just as a person. Asking 
questions is kind of like breathing.” 
— Rick Wartzman, Executive Director, Drucker Institute

“Greatness happens when you ask. You build 
alignment, engagement, and accountability. The first 
step is simple: ask, don’t tell. The difficult part is refining 
your questions to the right ones, the ones without 
easy answers. And secondly, listening deeply and 
generatively while letting go of your own answers.” 
— Gary Cohen, Managing Partner, CO2 Partners, LLC

“Why questions? Questions inspire change. Questions 
shift thinking. Questions facilitate innovation, 
creativity and growth. Questions make space for 
answers that solve for the right direction.” 
— Donna Brighton, CEO, Brighton Leadership Group 

“Questions play a significant role in my leadership. 
They enable me to empathize, understand and 
diagnose, which enables me to be a more effective 
leader, coach and friend. Not to mention, they help me 
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learn and grow myself.” 
— Mark Gauthier, V.P. and Executive Director, U.S. Cru 
Campus

“Questions are like the hood release latch on my car. 
I use it to get under the hood of things to get a view of 
how things are running.” 
— Terrence Donahue, Corporate Director of Learning 
- Emerson

“The main reason I had such a successful career without 
a college degree is that I have a lot of curiosity. As one 
of my bosses told me many years ago, “Lee, if you don’t 
know something or don’t understand something, ask 
questions. You can be a fool once or a fool all your life.” 
When I ask questions I make fewer bad decisions. 
When I speak, it is knowledge I already have. When I ask 
questions and listen, I gain knowledge I did not have. 
This is powerful. With Google and asking questions 
nobody has any excuse for not getting smarter and 
getting smarter faster. Asking questions and gaining new 
knowledge builds self-esteem, self-confidence and helps 
me believe in myself.” 
— Lee Cockerell, Former Executive Vice President 
of Operations, Walt Disney World Resort, author 
of Creating the Magic, The Customer Rules, and Time 
Management Magic
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“Questioning—and then listening deeply to the 
answer—is the most important pivot-point in my 
life and leadership. It is central to fulfilling the promise 
of our company, the Goulston Group, when we say, 
‘We create ‘gotta have it!’’ What that means is, we 
help companies put themselves completely (and we 
mean completely) in their customer’s shoes and then 
help them ask and answer the question, ‘What would 
your customer need to see, hear, read, think, and feel 
that would cause them to go, ‘I gotta have it?’ Why? 
Because when you create, ‘gotta have it,’ you don’t 
have to persuade, convince or sell, you just take sales 
orders (picture all the customers lined up around the 
block of an Apple Store when a new product becomes 
available and what they’re thinking, i.e. ‘I gotta have it!). 
Furthermore, in our attention span challenged times, if 
you don’t create, ‘gotta have it!’ you’re creating, ‘Nah, 
never mind. Pass.’”  
— Mark Goulston, Founder and Co-CEO of 
the Goulston Group, author of Just Listen

“Asking questions is valuable because it:

• Helps me to listen before speaking.

• Encourages me to focus on the other person.

• Causes me to seek to understand before making 
conclusions.

• Reminds me that, ‘it is not about me’.

• Prevents me from getting defensive in disagreements.
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• Shows patience, interest, and love.

• Honors God when asking Him questions.”

— Cliff Robinson, Senior V.P. of Field Operations, Chick-
fil-A

“The value of questions is seen in their ability to 
interrupt and disrupt. Without questions, the past 
is the future. Recently, I was interrupted for a few 
moments when someone asked, “What are you learning 
about traveling and speaking?” I’d been busy and 
hadn’t reflected on recent experiences. The question 
interrupted my bias toward action. Disruptions slow us 
down and provide opportunity to learn from mistakes, 
elevate performance, and find confidence to repeat 
what works. Questions create space where people 
grow.” 
— Dan Rockwell, Blogger at Leadership Freak

“Inquiry is the path to learning—and continuous 
learning is essential to leadership. Questions help me 
gain understanding of a situation. They help me find 
a place of empathy with people. They help me teach by 
challenging the thinking of others. They help me listen 
before I speak. All of which leads to better information 
for giving direction or making decisions.” 
— Cheryl Bachelder, former CEO of Popeyes Louisiana 
Kitchen, and author of Dare to Serve: How to Drive 
Superior Results by Serving Others 
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“Wise, thought-provoking questions are invaluable 
in my life. They serve as a catalyst for inspiring me to 
explore and investigate answers and new opportunities 
which often lead to key learnings and innovative 
leadership insights.” 
— Dr. K. Shelette Stewart, Senior Strategic 
Relationship Manager at Harvard Business School 
Publishing, author of Revelations in Business

“Asking questions of others remind me that I have 
needs that I cannot meet. Those needs can range from 
needing directions when I am lost to needing emotional 
support when I am feeling discouraged. In short, when I 
ask questions of others I tend to stay humble!” 
— Mark Householder, President of Athletes in Action

“I believe that all leadership begins with awareness. 
There is no action without first an awareness of need. 
Questions open the doorway to awareness, and 
the most effective questions are those that improve a 
leader’s awareness of his team’s personalities, problems, 
and opportunities.” 
— Sean Glaze, Team Building Facilitator, Speaker, 
Author and Blogger at Great Results Team Building

“Great Questions help me understand those...(my 
bride of 43 years, 6 adult children and their spouses, 
23 grandchildren, friends, staff and associates, and the 
people with needs that God places in my life)...those I 
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desire to love, serve, lead and minister to.” 
— Dennis Rainey, Host of Family Life Today

“The regular practice of asking carefully formulated 
questions has opened the door to all kinds of 
relationships for me. It has also added profound depth 
to existing relationships . . . allowing me to wonder and 
wander far beyond what I ever could have imagined 
otherwise.” 
— Kent Stroman, Principal and Founder at Institute for 
Conversational Fundraising

“As a teacher, speaker, and parent, one of my most 
important tasks is to ask good questions. As I look 
back on my career as a student, it was the teachers who 
asked me good questions, and refused to give simple 
answers, that motivated and equipped me the most. It is 
much easier to give an answer, but much more strategic 
to ask a question. In fact, whenever a student asks a 
question, I almost always respond back with another 
question. They sometimes get frustrated, but they often 
come to realize it’s for their good. My goal is to surface 
their assumptions and to help them come to the answer 
for themselves. In teaching, asking questions does three 
things: (1) helps reveal what students are really thinking 
(so we can understand them better), (2) Helps students 
learn how to think for themselves, and (3) helps students 
own their answers. Isn’t that the goal of education?” 
— Sean McDowell, Speaker, Author and Assistant 
Professor in the Christian Apologetics program at Biola 
University
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Now that you have read all of their thoughts on the value of 
questions in their lives and leadership, I would love for you to 
join the conversation via email bob.tiede@cru.org to share your 
thoughts on this question: 

WHAT IS THE VALUE OF QUESTIONS IN YOUR LIFE AND 
LEADERSHIP?
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20

QUESTION- 
STORMING 

Are you facing an incredible oppor-
tunity, a particularly difficult challenge, 
the launch of a major new project, or get-
ting ready for a hugely significant event?

How are you planning to lead your team as you take on this new 
opportunity, challenge, project or event?

In the past you might have used brainstorming to find solutions. 
That is always a viable option. But if you have experienced limited 
success with brainstorming, are you ready to try another approach?

I recommend Question-Storming.

Your next question is probably, “Bob, can you please tell me more?”

Great Question! I would be delighted! First, as you already know, 
the focus of brainstorming is for your team to spend a defined 
amount of time suggesting as many possible solutions as they 
can—without evaluating any of them—as long as they remain in 
brainstorming mode.

Brainstorming & Question-Storming have some similarities:

• Both are Group/Team exercises

• There is no initial evaluation of either ideas or questions
offered
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• Out-of-the-Box thinking is wanted and valued

But here is how the two differ: 

• Brainstorming focuses on solutions.

• Question-Storming focuses on identifying the Problems/
Issues that need to be addressed to create unparalleled 
success.

Here are the rules for Question-Storming:

1. Name an opportunity, challenge/problem, project, or event,
that needs to addressed.

2. Set a goal for the number of questions the group needs to
suggest. Example: The group should suggest 50 questions.

3. Each question is written on a white board or poster board.
Another great alternative is making use of a shared Google 
Doc where everyone on the team can enter their questions at 
the same time.

4. Once the goal for the number of questions is reached,
every team member reads all of the questions listed, and then 
votes on the top 5 questions (in priority order) that they think 
must be answered to insure the success of the subject named 
in Rule #1.

5. List the top 5 questions.

6. Starting with the #1 Question—ask your team: How can
we find out the answer to this question? Who on our team 
(individual or small group) is willing to do the research needed 

NOW THAT’S A GREAT QUESTION!
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to come back to our team with the answer(s)?

Head’s up: Almost every team will stall out at about 25 
questions. Do not let them stop! The best questions that will make 
the biggest difference almost always come from questions 26–50! 
By forcing them to continue to at least 50 (or 75 or 100) questions 
you are forcing them to plow new ground!

Advantage: Great Questions beg to be answered! 

Here is a Question-Storming Example: 

Topic: Sales are 15% behind where they were last year.

Question-Storming (Goal 50 Questions):

1. What are the comparable sales numbers for each of our
products/services?

2. Were last year’s sales normal, above or below normal?

3. How many new customers have we had in that past 12
months? 

4. How many customers have we lost in the past 12 months?

5. Are we doing anything differently this year to generate sales
than we did last year?

6. How do our “Brick & Mortar” sales, Internet sales, phone
sales, and Face-to-Face Customer/Client sales compare from 
this year to last year? 
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7. What are the implications regarding the products/services
that are experiencing the biggest declines?

8. How might changes in the overall economy, business climate,
or culture, be affecting our sales? 

9. How can we get ahead of those changes so that they are
working for us and not against us?

10. How can our sales force move from presenting to prospects,
to engaging with prospects?

11. What are competitors doing better than us?

12. What can we do to strengthen our customer service?

13. What do we need to do to make sure we under-promise
and over-deliver?

14. Have we asked our customers/clients if it is easy or difficult
to do business with us? 

15. What might be our greatest opportunities to dramatically
increase sales?

16. What would it take to cut our sales-to-delivery time in half?

17. Would our customers/clients pay more if they knew that
they would receive superior quality and a lifetime guarantee 
from us? 

NOW THAT’S A GREAT QUESTION!
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18. What would happen to our sales if we doubled our
marketing budget?

19. What would happen to our sales if we doubled our research
and development budget?

20. How would we, as an organization, need to change to
double our sales in one year? What about two years?

21. How can we make sure that our sales quotas for our sales
personnel are maximizing our sales vs. being counterproductive?

22. Why do we do what we do?

23. How can we evaluate our current advertising agency?

24. Do we need more leads or is our greater need to increase
our “leads to sales” ratio?

25. Why are customers/clients not buying from us?

26. How can we move our new customers/clients from viewing
a first-time sales transaction with us as one-and-done to the 
start of a customer for life relationship?

27.Are our products/services perceived as cheap and average
or as expensive but worth it?

28. How would a focus group with our Clients/Customers/
Prospects help us better see the future?



92 LeadingWithQuestions.com

29. What is it that we perceive as impossible to do, but if we
could do it, would dramatically increase our sales? 

30. What is going well?

31. What’s not?

32. Where are we stuck?

33. What needs to change?

34. What is one item we are currently offering that we need to
consider dropping? 

35. What is one item we do not offer that we need to consider
adding?

36. Do we have too many goals or would we do better to focus
on fewer goals and execute them well? 

37. What is the current morale of our organization?

38. Do we have the right people in the right positions in our
organization? 

39. What are we learning from customer/client complaints?

40. Do our sales follow the 80/20 rule (i.e. do 20% of our
products/services provide 80% of our sales income)?   

41. Who do we know that could help us?

NOW THAT’S A GREAT QUESTION!
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42. Would our customers/clients pay more if they knew that
100% of the time we will deliver within the next 24 hours?

43. What could we learn from our sales team?

44. Have we had any surprising successes?

45. What can we do to decrease our production costs in order
to offer a better price to our customers/clients?

46. Are we leveraging social media?

47. Is our website helping or hurting our sales?

48. Does the physical look of our product help or hinder our
sales? 

49. What could we do to make our product more physically
attractive?

50. What do we know about our customers/clients?

Once you get your questions, ask: Which of the 50 questions—
when answered—do you think has the greatest potential to help 
us dramatically increase our sales? Each team member puts their 
top 5 in priority order. Then, one or two team members calculate 
the results.
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Here are the top 5 questions selected from the 50 above:

1. What could we learn from our sales team?

2. Do our sales follow the 80/20 rule (i.e. do 20% of our
products/services provide 80% of our sales income)? 

3. What are we learning from customer/client complaints?

4. Would our customers/clients pay more if they knew they
knew that 100% of the time we will deliver within the next 24 
hours? If we don’t know, how can we find out?

5. Do we have too many goals or would we do better to focus
on fewer goals and execute them well? 

Now that the top 5 have been identified, go down the list and 
ask your team:

1. How can we find out the answer to this question?

2. Who on our team (individual or small group) is willing to
do the research needed to come back to our team with the 
answer(s)?

When you start using Question-Storming you will be joining scores 
of organizations that are already using this method to discover the 
best ways to move forward!

May I ask a favor? Will you please email me to let me know how it 
worked with your team? bob.tiede@cru.org

NOW THAT’S A GREAT QUESTION!
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21

THERE IS ONLY 
ONE QUESTION 
THAT I ASK 

“Man plans his way, but God orders his 
footsteps.” 
— Proverbs 16:9, paraphrased from the New 
International Version of the Bible.

Have you ever crossed paths with someone at just the right 

time? Looking back, is it obvious to you that the Lord had 

directed your steps? 

In January 2005, I was spending 
time with our dear friends and 
ministry partners, Don and Vicki 
Carmichael, in Birmingham, 
Alabama. During my visit, Don 
said, “Bob, because of your role 
in Leadership Development for 
Cru, tomorrow morning we are 
going to have breakfast with 
our pastor, Chris Hodges.” Don 
shared that four years earlier, 
Chris moved to Birmingham to 

plant a new church—the Church of the Highlands—which had 
grown to an average attendance of about 3,000 every Sunday. 
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(Today, average Sunday attendance is 32,500 members attending 
its fourteen campuses.)

The next morning, Don and I met Chris at IHOP. I wish you could 
have been there. I should have brought a tape recorder. I could not 
eat and take notes nearly as fast as Chris was sharing his incredible 
insights and wisdom about building a leadership development 
culture.

Chris shared several things with me that morning that I will never 
forget! Let me preface this by saying that he shared his insights 
with a humble heart. Since the start of The Church of the Highlands 
four years earlier, Chris had disciplined himself to never ask two 
questions. He shared that he would guess that 99% of his fellow 
pastors ask these two questions every Monday morning.

He then asked me if I could guess what those two questions were? 
With the help of a bit of charades (Chris rubbed his thumb and 
index finger together and then pointed to his nose) I came up with 
the two questions, “How many nickels and how many noses did 
we have yesterday?”

NOW THAT’S A GREAT QUESTION!
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Pastors are not the only people that ask these two questions. Cru 
staff—including me—also do.

Chris said that the reason he has disciplined himself to never ask 
those two questions is that if he did, it would not matter what he told 
his staff, lay leaders, and congregation about what was important 
the rest of the week–they would instinctively know that what was 
really important to Pastor Hodges is, “Nickels and Noses!”

Chris went on to share that there is only one question that he 
consistently asks. In fact, there is only one question on the 
development review forms for his staff, by which they may receive 
merit pay increases. He asked me if I would be interested to know 
what that question was.

Interested? He not only had me hooked, I was ready to jump into 
the boat! He then shared the one question he keeps asking:

“WHAT ARE YOU DOING TO DEVELOP LEADERS?”

Chris shared that no church or organization or business can grow 
any faster than its ability to develop leaders. When a church/
organization/business focuses on developing leaders, growth 
takes care of itself.

WOW! Although my pancakes were gone before we left IHOP, 
I am still chewing on the things Chris shared with me that 
morning.
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Now four questions (and two answers) for you:

1. If you place the highest value on “Who will do the
absolute best job?” then who is most likely to lead the 
effort from beginning to end? Answer: Most likely, YOU!

2. But if, in that same role, your highest value is “Developing
others to lead,” how might that change how you will 
approach that effort? Answer: You would be more focused 
on consistently looking for opportunities to allow others to 
lead, so that by the end of that effort you might have 2-3 or 
more individuals ready to lead future similar efforts.

3. How will consistently asking yourself, “What am I doing
to develop leaders?” change your leadership?

4. How will consistently asking those you lead, “What are
you doing to develop leaders?” change their leadership?

“Good leaders are remembered by how many followers 
they create, but GREAT leaders are remembered by how 
many leaders they create.” 
 — Insideout Leadership

NOW THAT’S A GREAT QUESTION!
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22

STRENGTHEN 
YOUR MEETING 
AGENDAS! 

How many meeting agendas have you 
read where the leader listed topics but 
gave you no clue as to what outcome he/she 
wanted?

Or how many times have you discovered—during your meeting—
that the leader had no intended outcomes for the agenda items?

And on top of all of that, how many times have you discovered 
that the leader in question…is YOU? Take for example:

Executive Team Meeting Agenda:

1. Sales

2. Budget

3. Customer Service

4. Leveraging Strengths

5. National Conference

When you read though the above agenda, do you have any idea 
what outcome the leader is wanting from the discussion of each 
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item? You could, of course, guess, but how often do you think your 
guess would be correct?

So how can you strengthen your agenda? It really is quite 
simple: turn your agenda items into questions!

The leader simply asks: What outcome am I wanting from the 
discussion of each agenda item? How can I turn that outcome into 
an easy-to-understand question?

If an outcome cannot be identified, then there is no need to include 
that item in your agenda.

Here is the revised executive team meeting agenda:

1. What are our top 20% sales force members doing that the
rest of our sales force is not?

2. Are your expenses over, under, or on track with your budget?

3. How can we turn customer complaints into satisfied
customer endorsements?

4. How are you leveraging the unique strengths of each of
your team members to accomplish your Strategic Plan?

5. What can we do to increase attendance at our
National Conference?

When you read through the revised meeting agenda can you now 
clearly understand what outcome the leader is wanting from the 
discussion of each item? Not exactly rocket science is it? 

NOW THAT’S A GREAT QUESTION!
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TURNING YOUR AGENDA ITEMS INTO QUESTIONS IS 
ANOTHER EASILY DOABLE EXAMPLE OF HOW LEADING 
WITH QUESTIONS CAN DRAMATICALLY INCREASE YOUR 

LEADERSHIP EFFECTIVENESS!
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23

LOWER YOUR 
TURNOVER 
RATE – A LESSON 
FROM WALT  
DISNEY WORLD©

TEXTILE SERVICES 

A few years ago, we took a group of our Emerging Leaders on 
the Business Behind The Magic Tour at Walt Disney World.

Our first stop was the laundry.  I bet you are thinking, “Wow! The 
Walt Disney World Laundry! How Exciting! NOT!”

With future stops at Epcot Cast Services—where all of the Cast 



104

NOW THAT’S A GREAT QUESTION!

BOB TIEDE LeadingWithQuestions.com

Members report in for work and change into their costumes—and 
then with a visit to the “Utilidor” system (tunnels) underneath the 
Magic Kingdom; I was hoping that the stop at the laundry would 
be quick so we could get to the more exciting locations. Turns out 
that this first stop contained the best leadership story of the 
day:

The annual employee turnover rate at the WDW Laundry 
services was approximately 85%. WDW was considering 
outsourcing laundry to another company. But then 
their leadership decided to try another approach. They 
decided to push leadership down to the Cast Members 
(all employees at WDW are called Cast Members). 
Leaders at the WDW Laundry met with all of the Cast 
Members and asked them two questions:

1.What can we do to make your job easier?

2. What changes would you recommend to serve
our Guests better?

They shared that it took some time before the Cast 
Members began to respond. Initially, Cast Members did 
not feel the freedom to share their thoughts—they feared 
that their responses would be viewed as criticism. It took 
about six months of asking before the Cast Members 
began to engage.

But, when the Cast Members began to share their ideas, 
Leaders listened and changes were made. For example, 
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today all Cast Members can raise or lower the platform 
on which they are standing to an ideal working height. 
Air conditioning vents are now directly overhead of their 
work areas.

There was also a “hook type” tool that they were using 
to empty the dirty laundry carts—which was tearing a lot 
of bed sheets. Engineering was brought in and, with the 
Cast Members help, they re-designed this tool, saving 
several hundred thousand dollars a year!

They have machines that automatically fold sheets and 
towels. This machine has bands that move the sheets 
and towels forward, but, there was a problem. The bands 
quite often break—stopping the whole process. 

One of the Cast Members who had recently left the Navy, 
had an idea. He had learned to tie a special knot in the 
Navy that he thought could be used to tie together the 
ends of a broken band. It worked! An annual cost savings 
of over $100,000!

Laundry Cast Members suggested some cross-training 
with the Housekeeping and Restaurant Cast Members, 
where they got to see exactly how the room linens and 
restaurant linens touch all their Guests. WDW calls this 
cross-utilization, and it is intended to have the different 
teams experience the others jobs for a few days. 
When Housekeeping and Restaurant Cast Members 
spent a few days working in the Laundry, they came back 
with new appreciation for their counterparts and the daily 
challenges they face.
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The Disney leaders also shared with the laundry Cast 
Members how significant their contribution is to every 
Guest. Without the laundry done well, everything at Walt 
Disney World would come to a complete stop.

Today, Cast Members set their own Production Goals. As 
it turns out, they consistently set higher production goals 
than their leaders, and have demonstrated that they are 
more likely to actually achieve those goals than if their 
leaders had set them.

But the really amazing part of the story is that, today, annual Cast 
Member turnover in the WDW laundry is less than 10%! Cast 
Members get hired and stay until they retire. And it all started 
when Leaders began asking the WDW Laundry Cast Members two 
questions:

1. What can we do to make your job easier?

2. What changes would you recommend to serve our
Guests better?

WDW calls this, “Employee Engagement.”

WHAT NEW QUESTIONS COULD YOU START ASKING 
YOUR STAFF TO IMPROVE YOUR “EMPLOYEE 

ENGAGEMENT”?



NOW THAT’S A GREAT QUESTION!

107

NOW THAT’S A GREAT QUESTION!

BOB TIEDE LeadingWithQuestions.com

24

DO YOU HAVE A 
HARD TIME   
SAYING “NO”?

Do you have a hard time saying “No?”

If YES, then this chapter is for you!

If NO, then please share this chapter with all your friends who 
do, and move on to something else!

If you do have a hard time saying, “No,” then ask yourself these 
questions:

• When you are asked to do something for someone do you
always—almost instantly—say, “yes”?

• And then, within minutes (sometimes seconds) do you ask
yourself, “Why did I commit to that when I am already way 
overloaded?”

If you almost always say “yes,” it is most likely that you have 
developed a knee-jerk response of saying “yes” whenever asked 
to do something.

Truth is, it would be almost impossible for you to instantly change 
your knee-jerk responses from “yes” to “no”.

So, here are a couple of questions that you can begin using 
immediately that will allow you to become more thoughtful at 
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when to say, “yes” or when to say, “no”:

• “Can you please tell me more?” Sometimes, just hearing
more of the details of the request will give you more time to 
consider and —if necessary—to craft a very diplomatic, “no”.

• “Can you please give me a day (a few minutes/an hour/a
week) to give your request the careful consideration it 
deserves?”

Neither of the two questions above requires you to say, “no”. And 
in fact, a day later you can still say, “YES!” to any request you want 
to help with.

The value of the two questions is that they both buy you time to 
make a wiser decision. And then, when necessary, the time to craft 
a thoughtful “no” response! 

For example, “I am honored that you thought of me. If I had the 
time, this is something I would enjoy doing, and especially for you. 
However, as I have given careful consideration to all of the things 
already on my plate, I must regretfully decline.” 
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My life-long mentor Bobb Biehl says, “Wisdom is placing 
Process between Opportunity and Decision.”

For example:

UNWISE 
PERSON WISE PERSON

Opportunity: 
Do you want to buy 

my car?

Opportunity: 
Do you want to buy my car?

Process: 
None

Process: 
What kind of car is it?

How many miles does it have?

Has it ever been in an accident?

Is there anything wrong with it?

Why do you want to sell it?

How much are you asking?

Decision: 
Yes!

Decision: 
Thanks for the opportunity, but for now I 

will need to pass!
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So the next time you are asked to do something, ask questions!

• Can you please tell me more?

• Can you please give me a day to give your request the
careful consideration it deserves?

You would also be wise to put your own “Wise Process” between 
“Opportunity” & “Decision”. 

Your Process might include questions like:

• What exactly am I being asked to do?

• How much time will it take and  when must it be completed?

• What will I have to say “no” to, in order to say “yes” to this?

• What present commitments will have to be delayed in order
to say “yes” to this?

• Will doing this help me move forward on my current
commitments/goals?

• Will this require travel? How might that affect my family?

• Will there be a financial cost to me personally, or to my
organization?

• What might the benefits of saying “yes” be for me, or my
organization?

• What would you add?

HAVING A PROCESS FOR MAKING DECISIONS, YOU CAN 
NOW GRACIOUSLY DECLINE THOSE THAT YOU REALLY 

DO NOT HAVE THE CURRENT CAPACITY TO UNDERTAKE.
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25

LESSONS FROM A 
PANCAKE HOUSE

I love eating breakfast at The Original 
Pancake House near my house. It has 
great food and great service. I feel at 
home and always leave with my heart—and 
belly—full. And the last time I went, I left with my mind 
full of thoughts after observing my waiter.

Yes, the waiter. And no, it didn’t have anything to do with how to 
make fluffy pancakes. It had to do with being a good leader!

Within seconds of being seated, our waiter approached us and 
asked the standard questions that a waiter asks:

• How are you doing this morning?

• What can I get you?

• How would you like that?

• Anything else?

He then returned several times to ask:

• How are we doing?

• Do you need anything else?

• Are you ready for your check?

A couple of times he took the initiative to meet my needs without 
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even asking—like refilling my water glass and my coffee cup and 
bringing me more cream for my coffee.

Of course, he did more than just ask. He also carefully listened, took 
notes, immediately followed through, and then double-checked to 
see if I had everything I needed or if I needed anything else!

I was very pleased with his service and I expressed my appreciation 
with a much larger than normal tip.

Sounds pretty ordinary, doesn’t it? But, as I drove away, I began 
to ask myself: Wouldn’t the questions my waiter asked and his 
immediate follow-through actually help all leaders be more 
effective with their staff, their clients/customers, and with 
their family and friends?

This was an epiphany for me. I’m not afraid to admit that I’m a 
recovering “teller.” I love telling stories and sharing opinions. But 
you don’t learn by telling. As Dale Carnegie wrote, “An effective 
leader will ask questions instead of giving direct orders.”

So, I ask you, when is the last time you asked your staff:

• How are you doing this morning?

• What can I get you? (How can I serve you today?)

• How would you like that? (How exactly would be the best
way for me to serve you today?)

• Anything else? (Yes, really! I would be honored to do even
more to serve you today! What else could I do?)

• When is the last time you returned to your staff several times
to ask:
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• How are we doing?

• Do you need anything else?

• Are you ready for your check? (I threw this question in here
just to see if you are paying attention–probably not the right 
question to ask your staff.)

BY BEING MORE ATTENTIVE AND ASKING QUESTIONS, 
YOU – LIKE MY WAITER – WILL UNCOVER TRUTHS AND 

BUILD RELATIONSHIPS.
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12 GREAT  
QUESTIONS 
LEADERS ASK 
OTHER LEADERS

When you connect with other leaders, 
what do you ask them? 

Have you ever had the opportunity to spend time with another 
leader that you would love to learn from, and felt tongue-tied? 
These opportunities can happen spontaneously, like during a 
refreshment break at a conference, or finding yourself seated next 
to a leader on an airplane. Or maybe you are scheduled for a one-
on-one breakfast/lunch/coffee time.

Or maybe you have had the opportunity to hear a great leader 
speak who then opened it up to Q & A and you didn’t know what 
to ask. (Did you know that every speaker I know is always very 
grateful for the person who instantly raises their hand to ask the 
first question?)

Here are my “Baker’s Dozen”:  You might want to start by asking, 
“May I ask you a question?” (I have never had anyone say, “No.”) 
You might also preface your question with, “I’m curious”, then ask 
one of the questions below:

1. What are your favorite questions to ask those you lead?
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2. How did you get your start?

3. What is your “Secret Sauce”? i.e. what are the 3–5
leadership principles that you have discovered and 
executed that have contributed to your success?

4. What would you say has been your greatest
accomplishment?

5. Who opened doors for you?

6. What role does God play in your life & leadership?

7. What has been your greatest failure? And what did you
learn from it?

8. Can you please talk to me about execution? What do
you do to ensure that your strategic plans actually become 
reality?

9. What do you do to keep your family Priority #1?

10. What do you do to take care of your staff?

11. What are the keys to developing the next generation of
leaders in your world?

12. How do you continually deepen your personal
relationships with your clients/customers/staff/peers/
leaders?

13. What questions are you asking yourself lately?

NOW THAT’S A GREAT QUESTION!
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If their answer to any question leaves you wanting to know more, 
go ahead and ask, “Can you please tell me more about that?”

And, of course, you will want to thank them for their answers and 
time.

Head’s Up! Don’t be surprised if, after they answer your 
question, they return the favor by asking you the very same 
question(s).

If you are asking your questions in a meeting or over a meal, be 
mindful of the clock. But also be aware that many times they will 
enjoy the interaction so much, they will extend the time.

Benefits:

• You will gain valuable insights.

• The leader you are interacting with will appreciate how your
thoughtful questions actually provided an opportunity for 
them to explore more deeply their own thoughts.

• You will almost always come away with a new friend, or will
have deepened your relationship with an old friend.

• You will no longer feel tongue-tied!

WHAT QUESTIONS WOULD YOU ADD?



NOW THAT’S A GREAT QUESTION!



NOW THAT’S A GREAT QUESTION!

119

NOW THAT’S A GREAT QUESTION!

BOB TIEDE LeadingWithQuestions.com

27

TEN QUESTIONS 
TO ASK 
YOUR MOM OR 
DAD  

With my Dad and Mom in 2003

My mom, Clara Tiede, was the best mom I could have ever had. 
With just one year of Junior College, she became a school teacher 
and taught for many years in several one-room schools in rural 
South Dakota. She met my dad, Arnett, at the county fair, and they 
soon fell in love. Then World War II intervened. She prayed every 
day for his safe return. They married soon after the war ended, 
and in 1949 she became a mom when I was born. It was a mystery 
to me, but my mom could tell if something was wrong, just by 
watching me walk up the driveway after school. My mom loved 
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Jesus and she loved my dad and she loved me and my sister, Carol. 
She was always my cheerleader. She prayed for me every day of 
my life.

In her final years, Mom had Alzheimer’s and endlessly repeated 
herself. Here is one conversation that she and I had many, many 
times. It always began with a question:

Mom: Robert, do you know what? 
Me: What, Mom? 
Mom: I love you! 
Me: I love you, too! 
Mom: But you know what?

Me: What, Mom? 
Mom: You work too hard! 
Me: Mom, where do you think I got that “Work Too 
Hard” gene? 
Mom and Me: {Laughter}

Just remembering this conversation today makes me feel very 
loved!

My mom has been in Heaven since January 2005. Since her passing, 
I realized that there are so many questions I wished I had asked her!

My Dad, Arnett Tiede, was the greatest influence on my life 
and was always my hero! He was a member of that “Greatest 
Generation” having made (and survived) the Normandy Invasion 
that led to the defeat of Nazi Germany. He returned from the war 
and quickly married my mom. He became a successful farmer as 
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well as running a successful insurance agency. He was the President 
of G.M. (no, not that G.M.), a 3-county farm mutual fire insurance 
company called, German Mutual! For many years he taught Sunday 
School at our church. There are so many things I learned from him. 
During Mom’s final four-year battle with Alzheimer’s, he showed 
me—and all who knew him—what it meant to be fully-committed 
to your spouse as he devoted 100% of himself to her care.

I asked him a lot of questions growing up, and even more as an 
adult. He has been in Heaven since May 2009, and since then, I 
realized that there are even more questions that I wished I had 
asked!

On the next Mother’s Day or Father’s Day or on your mom’s or 
dad’s next birthday, what are your plans for honoring your mom/
dad? I bet they are great! Would you like to add horsepower to 
what you already have planned? Would you like to find out some 
things about your Mom/Dad that you didn’t already know? Do you 
know how you can? All you have to do is just ask her/him some 
questions! 

Here are 10 Questions to ask your mom/dad (or grandma/
grandpa) on Mother’s/Father’s Day or their birthdays (You 
might even want to videotape your mom/dad as she/he answers): 

1. What are your favorite memories of time spent with your
grandparents?

2. What was your grade school like? What do you remember
about your favorite teacher?

3. Who was your best friend? What did the two of you like
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to do?

4. What kind of things did you do as a kid that got you into
trouble at home or school?

5. Growing up, what did you want to be?

6. Outside of the family, what was the very first job you
had that you got paid for?

7. How did you meet Dad/Mom? How did he ask you to
marry him? (How did you ask her to marry you?)

8. What is the hardest thing that you ever had to do in your
life?

9. What is the greatest compliment that you have ever
received?

10. What is one thing you still want to do that you have
never done? (What is still on your “Bucket List”?)

Bonus Question: If her/his answer on any question leaves you 
wanting to know more, simply ask: “Mom/Dad, can you please tell 
us more about that?”

Bonus Question: If your mom/dad is a Follower of Jesus, ask, “Is 
there a story you can share about how you came to be a Follower 
of Jesus?”

You can add to the list! In fact, would you please share your 
additional question(s) with me? bob.tiede@cru.org  Thank you 
very much!
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BORROWING FROM A ZIG ZIGLAR SAYING: “IF YOU ASK 
YOUR MOM AND/OR DAD THESE QUESTIONS, YOU WILL 
BE GLAD YOU DID! IF YOU DON’T ASK YOUR MOM AND/
OR DAD THESE QUESTIONS, YOU WILL WISH YOU HAD!” 
I KNOW I WISH I HAD! I AM BETTING THAT YOU WILL BE 

GLAD YOU DID, TOO!
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28

LISTEN!

If you want to be effective at 
Leading With Questions, what is 
the first thing required every time 
you ask a question?

LISTEN!

“Being heard is so close to being loved that for the 
average person, they are almost Indistinguishable.” 
— David Augsburger, Senior Professor of Pastoral Care 
& Counseling at Fuller Seminary.

Ken Blanchard shares that whenever he asks people to talk about 
the best boss they have ever had, they always mention one quality: 
listening! 

A seminary student carried out an experiment for a class 
assignment. He put an ad in the local paper that said, “Will listen 
without interrupting for one hour. $50.” He was hoping to get a 
few calls from people who would simply give their reactions to his 
unusual approach. But before the experiment was over, he made 
about $600.

So has anything I just shared in this chapter surprised you? I’m 
guessing not! 

How would you rate yourself as a listener?
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A ) Above Average

B ) Average

C ) Below Average

How would your spouse or best friend rate you as a listener?

A ) Above Average

B ) Average

C ) Below Average

A while back, I read that 90% of all American drivers rate themselves 
as Above Average Drivers. Of course, statistically, that is not 
possible. But we all have this perception that the road demons are 
everyone driving faster than us, and the road snails are everyone 
driving slower than us, because we, of course, are driving the 
perfect speed.

I am guessing that most of us hope that we are an Above Average 
Listener, while at the same time having this nagging doubt that we 
might actually be a Below Average Listener. 

So how can we become better listeners? 

If we all already know how valuable listening is, why aren’t we 
better at it? What do you think? (I would sincerely love to hear your 
thoughts.) 

And the really important question: How can we get better at 
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listening? What do you think? 

THE FOLLOWING PRACTICES ARE SOME THAT 
I HAVE FOUND HELPFUL IN MY JOURNEY OF 
LEARNING HOW TO LISTEN AFTER I ASK A 
QUESTION:

Focus on being interested NOT interesting!

The 8 Second rule. Of course when most people hear “The 
8 Second Rule” they instantly think of Bull Riding – where the 
bull rider has to stay on the bull for 8 seconds for his ride to 
be scored. For a bull rider the 8 seconds feels like an eternity.  

Truth is, when we ask a question, waiting 8 seconds for an answer 
can also seem like an eternity. As shared in Chapter 6: The average 
person waits only 2-3 seconds before rephrasing the question, 
answering the question themselves, or just moving on. Strange as 
it may sound, the average person has no idea that they do this! 

The 8 Second Rule for listening is after you ask a question, count 
silently to yourself, “One thousand one, one thousand two, one 
thousand three……”, relax and wait patiently for them to answer. 
They will answer, and the longer you wait the better their answer 
will be. There have been times I have counted silently to 20, or 
even more, before they began to answer. The good news is that 
they will answer if you will simply give them time to respond. 

Don’t Hijack the Conversation. Has this ever happened to you:

Friend: “Where did you go on vacation?” 
You: “Walt Disney World.”  
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Friend: “We love going to Walt Disney World. Let me 
think – I think our last trip was our 5th. We love to stay at 
Disney’s Art of Animation Hotel. There, our kids just love 
seeing all the full-sized cars from the movie, “Cars”! They 
have Lightening McQueen! And Doc Hudson! And Mater! 
And Sally! And the kids love to go to all 4 parks. At the 
Magic Kingdom they love Space Mountain. But let me 
tell you about the lines. Oh – we did make use of the Fast 
Pass. ………and on they go telling you all about their 
multiple trips to Walt Disney World. 

What did your friend do? Yes, he/she hijacked the 
conversation!  

It does not matter if you have been to WDW a hundred times 
or if you have expertise on whatever your friend is sharing 
– don’t hijack the conversation by sharing your experience,
instead focus on listening and asking more questions about 
their experience.

Focus on asking follow-up questions:

• Please say more about that?

• What else would you add?

• What did you think about that?

• How did that make you feel?

• How did you figure that out?

• What did you learn from this?

• How will this benefit you going forward?

NOW THAT’S A GREAT QUESTION!
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Mirroring ”I am hearing you say __________.” Simply repeat 
back, verbatim, what they have just shared. This really works!  
For example, your friend shares with you, “I am so angry! I have told 
my boss so many times that I can’t do my best work if she is going to 
micromanage me! But today again, no sooner had she assigned me a 
new project and she is back in my cubical, asking me what I am doing!”  

You can respond by saying, “I am hearing that you are so angry. 
That you have told your boss so many times that you can’t 
do your best work if she is going to micromanage you! But 
today again, no sooner had she assigned you a new project, 
she was back in your cubical, asking you what you are doing.”  

Your friend will not only feel heard – but she/he will feel understood 
by you! 

Focus on giving whoever I am talking with the gift of being 
listened to! I can’t fully explain it, but when I remind myself that I 
am giving them the gift of listening, it helps me listen better.

My goal in most conversations is to listen 70% and to talk 
30%. When I am coaching, that moves up to listening 90% 
of the time and talking just 10%! And then immediately after 
any conversation or coaching session, to ask myself, “How did 
I do? What % of the time did I listen? What % of the time did 
I talk?” Knowing that I am going to ask myself those questions 
when the conversation is over helps me stay focused on listening. 
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Here is an acrostic I keep by my computer: 

It reminds me to focus on listening rather than talking!

“Remember that people care more about themselves 
than they care about you. People want to talk about 
themselves. Listening and letting people talk is key to 
winning them over in life, in business, and in all human 
relationships.” 
— Dave Kerpen from his book, The Art of People - 11 
Simple People Skills That Will Get You Everything You 
Want

WHAT PRACTICES DO YOU USE FOR 
LISTENING SUCCESS?

I would love to learn from you! Email me at bob.tiede@cru.org

NOW THAT’S A GREAT QUESTION!
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HOW YOU ASK IS 
EVEN MORE 
IMPORTANT 
THAN WHAT YOU 
ASK!

Have you ever extended an invitation/request of any kind via letter?

• An invitation to invest financially?

• An invitation to help with a special project?

• An invitation to join a team, group, or committee?

• An invitation to attend a special event?

If you did not receive any response what did you assume?

Did you assume that they opened your letter, read your invitation/
request, and after careful consideration decided that they needed 
to decline?

BIG MISTAKE!

Let me ask you more questions:

1. Do you open and read every letter you receive? If “no,” what
% of letters that you receive do you actually open and read? 

2. Do you ever open a letter, glance at it for a couple of seconds, 
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and then say to yourself, “I need to look at this later,” then lay 
it aside—with good intentions—only to forget about it? 

3. Would it be far from the truth if I guessed that you—like
me—don’t have time to open every letter you receive and that 
you—like me—frequently don’t get back to the letters you do 
open and lay aside with good intentions of reading later?

Big question: If someone sends you an invitation via letter that 
you either didn’t open or that you laid aside with great intention 
to read later, only to forget, and therefore never made a decision 
about their invitation—why would you conclude, when you don’t 
receive a response, that those you extended an invitation to actually 
decided to decline your invite?

BIG MISTAKE!

Most likely, you have already come to the same conclusion—yes, 
you sent the letter—but they either did not open it or they laid it 
aside with good intentions but promptly forgot and therefore they 
did not make any decision!

So what did you do then? Might you have done what I did? Might 
you have picked up the phone to give them a call so that you could 
move your request to their frontal lobe where they could actually 
make a decision?

So when you got them on the phone (and that is no easy task) what 
did you say? Might you have said, “I am following up on the letter 
I sent you”?

What happened when you said, “I am following up on the letter 

NOW THAT’S A GREAT QUESTION!
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I sent you?“ Did they respond with:

• Silence?

• “Don’t think I saw that?”

• Or, if you sent it to their home might you have heard them
covering the mouth-piece and calling out to their spouse, 
“Hey did we get a letter from (your name)?”

The reality is, even when you made the follow-up phone call, you 
shot yourself in the foot by sending the letter first!

BIG MISTAKE!

How do I know?

I wish this weren’t true, but for years (I am a very slow learner) I kept 
doing this. I even added a handwritten note on the bottom of the 
letter stating, “I will give you a call in the next few days to find out 
your decision,“ only to discover that almost everyone was unaware 
of receiving my original letter!

I kept shooting myself in the foot by sending a letter and then 
following up via phone, only to hear that they had never seen the 
letter!

I no longer extend important invitations or requests via letter. 
Instead, I get them on the phone and extend my invitation ear-
to-ear!

Maybe you’re thinking, “Sounds nice, but people today just don’t 
answer their phone like their grandparents once did.”

Or maybe you’re thinking that leaving voicemail messages is also 
a BIG MISTAKE because so many people no longer listen to their 
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voicemail messages. Do you?

So how do I get people on the phone? I’m glad you asked! 

THE MAGIC TEXT

Would you like to know how you can get the people you want to 
talk with to actually call you?

These days, when I have an important invitation to extend to anyone, 
I begin by sending them, “The Magic Text!” (which I discovered in 
Michael Maher’s book, The 7 Levels of Communication.)

Here is my “Magic Text”:

Hi (their name). (My name) here. I have a quick question 
for you. Can you please give me a call at your earliest 
convenience? It is not an emergency—but as soon as 
you have a couple free minutes, please give me a call. 
My number is XXX-XXX-XXXX. Looking forward to 
hearing your voice!

Warning: Your phone will start ringing almost immediately—so 
you would be wise to space out the sending of your “Magic Texts.”

Why does this work? Although many people are no longer 
listening to their voicemail messages or reading all of their emails, 
almost everyone still reads their texts!

EXTENDING YOUR INVITATION

They are now on the phone with you! What do you say?

People are busy so they appreciate you getting right to the point. 

NOW THAT’S A GREAT QUESTION!
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Here is what I say:

• Thanks for calling!

• I have an invitation/request I want to extend to you.

• But before I do, there are two things I want to say:

• Our friendship is not on the line!

• I do not want to put you on the spot for a decision. I
want to extend an invitation (share a request) with you, 
but you then can have the time you need to give this your 
thoughtful consideration.

• Outline the request.

• Offer to follow up your phone call with an email that shares
all of the specifics.

• Wait for their response:

• 10% usually immediately say, “YES!”

• 10% usually immediately decline.

• 80% say “Yes—please send me that email.”

• Ask, “Can you help me by letting me know your decision by
(specific day)?” They almost always say, “Sure.”

And the surprising thing is, when people request for you to send 
them a follow-up email, almost all of them actually read your email 
and respond as promised!

None of this is high-pressure! But the high percentage of “Yes” 
responses will amaze you! By simply making sure that everyone 
you are wanting to extend an invitation to has actually heard 
your invite and then come to a decision, the percentage of “Yes” 
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responses is likely to be 10 times higher than if you had relied on 
your letter invite alone!

If you’re wondering, “How about using email to extend an 
invitation or make a request?” That’s a Great Question!

In a her guest post on my blog, Vanessa K. Bohns, Assistant 
Professor of Organizational Behavior at Cornell University, shared 
that research has shown that, “A face-to-face request is 34 times 
more successful than an email.”

SO HOW ARE YOU GOING TO EXTEND YOUR NEXT 
IMPORTANT INVITATION OR REQUEST?

NOW THAT’S A GREAT QUESTION!
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30
MY TOP 15 
LEADING WITH 
QUESTIONS 
BOOKS

This chapter answers a question I am 
asked frequently, “What are your favorite Leading with 
Questions books?” 

I have more than 70 “Question” type books in my book case, and 
have gained wisdom from each! Which makes coming up with a 
“Top 15” list a challenge—albeit a fun one!

Each of these books will add many questions to your collection of 
Great Questions!
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A PERSONAL NOTE TO ALL THE AUTHORS

Thank you for granting me your permission to excerpt from your 
incredible books for my blog! Each one of you has contributed 
significantly, not only to my leadership, but to the leadership of 
many! Thank you very much for sharing your wisdom with all of us! 
You will be pleased to know that I have not only read your books, 
but I have bought multiple copies to pass on to my associates and 
friends. Thank you for your friendship! May God’s hand of blessing 
be on each of you!

COUNTING DOWN MY TOP 15:

The reason I love Love ‘Em or Lose’Em is that it’s 
all about initiating conversations with your staff to 
ask them what will keep ’em? Just asking them is a 
great retention strategy! Beverly and Sharon share 
scores of Great Questions you can ask.

So, What’s Your Point? showed me how to use 
questions to create agreements/alignment to avoid 
misunderstandings and disagreements.

Help Them Grow or Watch Them Go had me 
at the title! Beverly and Julie share incredible 
questions you can use to help others pursue their 
career goals by facilitating an exploration of three 
key areas: Hindsight, Foresight & Insight!

NOW THAT’S A GREAT QUESTION!
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The reason I love A More Beautiful Question is 
that Warren sees questions in places I had not 
previously seen them. Just one example is turning 
“Mission Statements” into “Mission Questions.”

Speaking of adding to your collection of Great 
Questions quickly, in Quantum Coaching 
Questions, Marilena shares more than 150 great 
coaching questions! When I posted The Art of 
Active Listening, an excerpt from Marilena’s book, 
it soared to the #1 post ever on my blog! 

The reason I love QBQ is that knowing the three 
guidelines for asking “QBQs” (Question Behind the 
Question) has consistently moved me from being 
stuck to having a way forward!

The Table of Contents in 78 Important Questions 
Every Leader Should Ask and Answer alone is 
worth the price of the book. It lists all 78 Questions!

In Just Ask the Right Questions to Get What 
You Want, Ian shares example after example of the 
things he has received, simply by asking questions! 
Things like: a dinner reservation after he was told 
that they were completely booked, or entrance to a 
parking garage displaying a “full” sign, or tickets to 
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a play that was sold out. Ian shares time and time again, “You have 
not because you ask not!”

Keith Webb’s book, The Coach Model for Christian 
Leaders, is a great resource that we give to all the 
leaders from outside of our organization who coach 
both our current and emerging leaders. 

The Art of People was a page-turner for me, filled 
with “turn-key ready” questions that you will be eager 
to put into use to enhance your people skills! I also 
think Dave Kerpen and I must share the same DNA! 

Reading Kent’s book, Asking about Asking, 
was like taking my first doctorate level course in 
fundraising. Wouldn’t we all like fundraising to be 
less presentational and more conversational? 

The reason I love Just Listen is that no one will ever 
become great at “Leading with Questions” without 
becoming a great listener! When your family/staff/ 
friends feel heard, your relational effectiveness will 
sky-rocket!

The reason I love The Power of Who – You Already 
Know Everyone You Need to Know is that Bob’s 
wisdom proved itself in my life (in a story too long 
to share here) 13 years ago! He was right! I already 
knew everyone I needed to know!

NOW THAT’S A GREAT QUESTION!
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Andrew and Jerold do two things in Power 
Questions exceedingly well. They share great 
stories and share Great Questions! Their stories 
give life to the questions they share. You cannot 
read any chapter without wanting to immediately 
find someone to ask that same question

Leading With Questions is the book that started 
me down my journey of “Leading With Questions!” 
In 2006, while browsing at a bookstore, I came 
across Dr. Marquardt’s book. This book forever 
changed how I lead!

The reason I love Asking Profound Questions is 
that Bobb Biehl has been my personal mentor for 
more than 35 years. The first time we met he shared 
with me that he had an unusual hobby: “Collecting 
Questions.” In this pocket-size booklet, Bobb 
shares more than 100 of his favorite questions out 
of his collection of thousands!

Ask Powerful Questions - Create Conversations 
That Matter by Will Wise.  Will delivers what the 
title states!  Tens of thousands of people have 
been empowered with positive communication 
skills after spending time with Will.  You can spend 
time with Will too, just by reading this terrific book.
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Asking Great Questions – An Essential 
Companion for Every Leader by Aileen Gibb, 
contains over 1500 questions and provocative 
statements to kick-start difference-making 
conversations.  Aileen is a master coach and has 
become a good friend.  All of our Cru Coaching 

Teams have benefited greatly from her wisdom.
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! 

congratulations!

congratulations – you did it! You 
finished my book! Please note that 
the small “c” on “congratulations” was 
not a typo – it was on purpose! 

Would you like to know what you need to do to get a Big “C” 
“Congratulations?” 

You can probably guess. Yes, first you need to start your own 
collection of Great Questions followed by actually asking Great 
Questions of all those in the shadow of your influence! 

When you email me: bob.tiede@cru.org to say that you are now 
doing both, I promise to email you back “Congratulations!” In 
fact I might even email you back “CONGRATULATIONS!”

REMEMBER: A LEADER WHO “LEADS WITH QUESTIONS” 
WILL OFTEN BE 10 TIMES MORE EFFECTIVE THAN A 

LEADER WHO ONLY “LEADS BY TELLING!”
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? 

OTHER LEADING 
WITH 
QUESTIONS 
RESOURCES

GREAT LEADERS ASK QUESTIONS – A FORTUNE 
100 LIST

Would you like to increase your Leadership Effectiveness X 10? 
Would you like to know over 100 questions the world’s best leaders 
use to improve their effectiveness, to motivate their teams, and to 
connect deeply with others? Available for free download in English, 
Spanish, Chinese, and as an audio book in English and Spanish. 

339 QUESTIONS JESUS ASKED 

If you desire to continuously increase your communication skills, 
would you not be wise to study the one many believe to be the 
greatest communicator in all of history: Jesus of Nazareth?

Even if you are not a follower of Jesus, would you not be wise 
to learn from his communication practices? Jesus did two things 
exceedingly well: He told great stories and he asked great 
questions. Available for free  download in English, Spanish, and 
Chinese.

Available at: leadingwithquestions.com/resources
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questions throughout the process. 
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ADDITIONAL PRAISE FOR NOW 
THAT’S A GREAT QUESTION

“I believe the greatest question of any business book is how will this information 
impact my life?  In other words, will this book be worth my time?  The quick 
answer to those questions is, ‘Without question, YES!’  Bob Tiede’s first two 
books changed my perspective and increased results with clients and teams that 
I serve.  Now That’s A Great Question provides the purpose and why asking great 
questions leads to better results in any environment!  If you desire to improve 
as a leader, a multiplying leader, or a performer, this book will impact you in 
profound ways.  Bob clearly provides the process that uses great questions to 
build trusting relationships and better decision making processes, which leads to 
greater results.  This book should be a ‘must-read’ for any business school, and for 
those who wish to improve their leadership skills.

 —Pat Combs Sr. Performance Consultant, Strategist for businesses and 
non-profits

“Bob Tiede is the king of questions and has delivered another powerfully practical 
leadership resource in Now That’s A Great Question.”

— Lee J. Colan, President of The L Group, Inc.

“Now That’s A Great Question will make you rethink the way you’ve been trying 
to help others improve. Do others need your best ideas? Or do they need you to 
stimulate their best ideas? If the later is true, how will you do that?
   Bob has completely reshaped the way I think about communication. He has 
made me a more curious person and he has helped me to stir curiously in others 
about reaching their goals and reaching our mutual goals. I’m getting more done 
and having more fun doing it.
   Whether you are trying to be a better parent, grandparent, spouse, CEO, or 
mentor others to greatness, Bob will help reshape your thinking with some of the 
most stimulating questions that you could imagine.”

— George Cook, Managing Director – Investments 
(Major Wall Street Firm)



150 LeadingWithQuestions.com

“As an author, coach and educator, I have been studying the art of asking 
questions for 20 years.  It takes time, patience and dedication to grow as a coach.  
Whether you coach  as a professional or as a manager, asking the RIGHT question 
creates  effective communication. Read Now That’s A Great Question…  and get 
to that next level.”

— Brenda Corbett, Author, Educator, Founder Sherpa Coaching

“Anything Bob Tiede communicates in his books or blogs is thoughtful and 
practical!  I am a big fan!”

— Craig Domeck, Ed.D., MBA, Dean, Chief Culture Officer, and Associate 
Professor of Leadership MacArthur School of Leadership@ Palm Beach 
Atlantic University

“Bob Tiede’s first two books were really good. This one outshines them both. 
Compelling, insightful, and eminently practical, Bob has tapped in to the 
most powerfully energizing side of building an effective strategic team. Well- 
researched, replete with real life examples, and warmly crafted, Bob has built 
his reputation as a keen observer of effective leadership principles and practices. 
Now I ask you, why would you not get this book and let it make you an even more 
effective leader?”

— Jack Dunigan, Principal Owner at The Practical Leader

“Bob’s work in Now That’s A Great Question speaks right to the heart of business 
leaders, because asking great questions and listening are areas of common 
struggle.”

— John Eades, CEO of LearnLoft and LinkedIn Top Voice in Management 
& Workplace

“If you want to be a better leader, communicator and human being, you need to 
be more adept at and willing to ask more questions.  When you take the advice 
in Now That’s A Great Question, you will build your question asking skills, but will 
also understand more deeply why that skill is so important.”

 — Kevin Eikenberry, bestselling author and Chief Potential Officer of The 
Kevin Eikenberry Group

NOW THAT’S A GREAT QUESTION!
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“Now That’s A Great Question is a must read! When you lead with questions you 
help others open new doors to possibilities they never thought possible.”  

— Dr. Maria Ferrier, former President of Texas A&M San Antonio

"Bob Tiede has a gift for articulating the complexity of interpersonal skills, in 
clear, accessible language. This practical, usable book is a powerful asset to 
everyone engaging in conversation at work and at home. Read it daily.“

— Aileen Gibb, Master Coach and Author of Asking Great Questions: an 
Essential Companion for Every Leader

“Better questions will make you more influential and successful than better 
answers, because the smarter you help someone else to become and feel, the 
more grateful they’ll be to you. And Now That’s A Great Question is your best 
guide to doing that.”

—Dr. Mark Goulston, author of Just Listen

“In today’s frequently too-busy, too-technology-enabled world, it’s easy to forget 
the importance of engaging others. In his latest book, Now That’s A Great Question, 
Bob Tiede addresses this head-on, offering a user’s manual for meaningful 
conversation. Filled with stories, strategies and tons of great questions, this book 
offers practical, actionable advice that can be put into immediate practice.”

— Julie Winkle Giulioni, Co-author of the Amazon and Washington Post 
Bestseller, Help Them Grow or Watch Them Go: Career Conversations 
Organizations Need and Employees Want 

“As I think back over my many years in media and ministry, I recognize that the 
best leaders and mentors I had asked questions. Bob Tiede has helped many see 
just how important asking questions is for today’s leader, and his new book, Now 
That’s A Great Question, will take you further down that good path.”

— Ronald L. Harris, President/Founder, MEDIAlliance International

“Over the past 30 years I’ve never met someone who leads more consciously with 
questions than Bob Tiede.”

 — Curtis Hite, CEO, Improving 
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“If you have ever asked: 'What is the must-read leadership book for every 
executive? Which book can consistently open doors for you and close those 
challenging deals? Whose book is best on relationship at home and at 
work?'Then you will want to read Bob Tiede’s new book, Now That’s A Great 
Question!”    

— Dr. Andy Huang, President & CEO NewsOnChat, Inc. 

“Bob Tiede has done it again! Now That’s A Great Question is a perfect resource 
for my business.  When we ask the right questions we build healthy relationships, 
gain clarity and stimulate creativity. I love it!”

— Dr. Jada Jackson, Licensed Professional Counselor

“I love that Bob shares his vulnerability in his new book…I could relate to his 
lesson learned and continue to grow with his great questions and meaningful 
insight as a leader.”

— Catherine Jefferson, Chief People Officer at The Krystal Company

“With so much valuable insight and so many powerful stories and examples in 
one terrific book for leaders, why wouldn’t you grab and read this book right 
away? Now that’s a great question!”

— Dave Kerpen, CoFounder, Likeable Media and NY Times Bestselling 
Author, The Art of People 

“Bob Tiede is clearly an expert on all aspects of asking questions. His third book 
on the topic, Now That’s A Great Question, is a game changing, must read for all 
of us. Bob’s book opens up by engaging readers on page 1 of the introduction 
with a question, i.e. the title of the book. From that point on we are positioned to 
learn from this important ‘how to’ life and career guiding resource.”

—Jack Killion, Entrepreneur, Growth Strategist, Educator & Coach, 
Author: Network All the Time, Everywhere With Everybody

“Great questions can empower your team to better achieve the goals of your 
organization.  Bob does a great job in walking the reader through the process of 
asking great questions in his book, Now That’s A Great Question.”

— John Y.H. Ma, Brigadier General, US Army (retired)

NOW THAT’S A GREAT QUESTION!
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“Bob Tiede’s message to ‘ask more, talk less’ is nothing short of world-changing. 
Can you imagine how our work, homes and communities would be if we stopped 
waiting to tell and instead opened up to ask?“

— Nancy Marmolejo, Leadership and Personal Branding Coach, 
TalentAndGenius.com 

“Asking someone a great question will change that person’s life. Bob’s latest book 
provides wonderful insights and strategies for asking your next great question.”

— Michael Marquardt, Author, Leading with Questions

“Bob Tiede, my former colleague of 24 years can help you, as he has helped me, 
become a more effective leader by leading with questions.  Bob’s new book Now 
That’s A Great Question is packed with questions you will want to start asking your 
team, family, clients and friends!”

— Josh McDowell – Speaker, Author & Ministry Leader

“Wow! Another great book from Bob Tiede that will challenge your leadership 
approach with simple concepts that you can easily implement but see immediate 
impact.”

—Brian McKinney, CEO, Benchmark Mortgage

“I have had the privilege to mentor and coach rising young executives both within 
my own organization and outside of it.  Bob’s unique approach to utilize well-
conceived Questions as the basis for coaching has revolutionized my approach 
and has significantly increased my effectiveness in helping my colleagues realize 
their professional and personal goals.” 

— Curtis McWilliams, Former CEO – Trustreet Properties, Inc.

“Bob Tiede has rediscovered an ancient superpower capable of making virtually 
anything better… schools, churches, businesses, non-profit organizations, 
universities, hospitals, governments, and yes, people too. Here’s the best part… 
he has shared this power with the rest of us in his new book Now That’s A Great 
Question! Follow Bob’s lead, embrace your own superpower, and turn your 
dreams of impact into reality. “

— Mark Miller, V.P. High Performance Leadership, Chick-fil-A, Inc. 
International Bestselling Author of Chess Not Checkers and Talent Magnet
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“My friend, Bob Tiede, is a multiplier. By reading Now That’s A Great Question 
you can learn to multiply too; for the benefit of others and our Lord.”

— Craig Morgan, Founder, Blended Together Forever

“Bob Tiede has taken his Leading with Questions brand to a new level of excellence 
in Now That’s A Great Question!  I enthusiastically endorse this new work!”

— John Mumford, The Washington Group

“Bob understands the importance of asking great questions, and in this book helps 
others understand their importance as well. Great questions are the bedrock of 
great leadership and innovation. Bob uses quotes, stories and personal anecdote 
to help the reader begin to integrate the art of asking great questions into her 
own life.”

— Bryan Murray Director, Public Affairs, Pfizer Internal Medicine

“The art of asking effective questions and listening go hand in hand. Leaders 
must continue to hone this skill set in order to continue to grow and develop in 
their journey of effectiveness. Bob’s book gives inspiration for creating and asking 
powerful questions to inspire deeper conversations.“

— Dianne Ogle, Founder & President, Areté-Executive Women of 
Influence, Atlanta, Georgia

“Bob looks back with honesty and love, learns and then looks forward by 
challenging himself with powerful questions that multiply ideas and deliver actions 
with extraordinary results”

— Barrie Oxtoby, Founding Partner, Leading Sustainable Development, 
UK

“Every time I read Bob Tiede, I start asking myself questions without even 
noticing. Bob takes me from the simple to the profound, from the lightness of 
practical concepts to the shockingly significant transformation of myself, others, 
and relationships; all this through the art of making powerful questions. It should 
be a circular item in all our educational programs and all companies should adopt 
this basic competence as part of the profiles. This book is simply wonderful.”

— Zulma Pacheco, Human Capital Director, Artipac, Mexico

NOW THAT’S A GREAT QUESTION!
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“I look forward to receiving everything Bob Tiede writes, whether it’s a blog post or 
an eBook, because they always contain a profound question or insight, providing 
fresh perspective for each challenge.  This one exceeds my expectation.  Great 
read!”  

— Pat Pearce, former director of Cru publishing

“Now That’s A Great Question is another absolute winner from Bob Tiede. It’s 
avoids all of the long theory and instead offers direct information that I can put 
into practice immediately. Great leaders are often defined by the quality of their 
questions and I must get better at this every day. I hope that Now That’s a Great 
Question comes out in an audio version so that I can enjoy it and grow from it 
through listening to Bob’s wisdom and insights over and over and over again.”

— Joe Petersen, Managing Chairman, C12 Group

“This book is a gem – full of great questions and equally great illustrations - for 
anyone who wants to genuinely help people become all they can be!”

— Elaine Petty, Associate Faculty - Pellegrino Center for Clinical Bioethics, 
Georgetown University, international speaker, trainer and coach

“In Now That’s A Great Question, Bob not only gives me simply tools to be more 
productive, but it shapes me into a better person.”

— David Preston, National Director of Valor, a ministry of Cru

“Questions are so much more than mere requests for information — they are a 
powerful tool we can use to guide and focus our thinking, develop leaders and 
empower our people.  Thank you for creating such a usable guide, Bob!”

— John Ramstead, CEO Beyond Influence, Inc. and host of the international 
podcast, Eternal Leadership

“The concepts within the book are simple and yet relatable and applicable in 
personal or professional situations.  Bob Tiede is a master technician when it 
comes to developing questions and questioning skills.”

— Merritt Robinson Dean of Enrollment Services, California Baptist 
University
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“Bob Tiede has taken his years of leading and learning and presented to us a 
gift and a path. It is a gift of wisdom and a path for leader and personal growth. 
Each chapter begs the reader to hit the pause button and reflect on simple yet 
profound questions that grow one’s leadership influence. Let me ask: What might 
stop you from walking this path and what are some steps you can take now? This 
book is a great starting point!”

— Marc Rutter, U.S. Cru Director of Leadership Development and H.R.

“Now That’s A Great Question could be one of the most effective leadership 
development tools you have ever used. My friend, Bob Tiede, is an expert in 
asking Great Questions, and challenges you not to produce followers by telling 
what to do, but to multiply great leaders by asking them Great Questions. Reading 
his book has already inspired me to adjust some of the ways in which I interact 
with other leaders.”

— Dr. Bekele Shanko, Vice President, Cru Global Church Movements & 
Chairman, Global Alliance for Church Multiplication

“Regardless of our profession, asking good, productive, open-ended questions is 
truly an art and Bob Tiede is helping all of us improve our artistry.”

— Wayne Shepherd, Christian radio host 

“Bob Tiede has been a friend and mentor for years. His wisdom, insight, and 
guidance have played an instrumental role in not only my leadership style but the 
direction of our entire company.   Bob’s new book, Now That’s A Great Question, 
focuses on the importance of not just questions, but the right questions. I guess I 
would ask, WHY ARE YOU NOT READING THIS BOOK?!!”

— Tom Sherman, Branch Manager, Benchmark Mortgage

“Bob writes persuasively about the value of thought-provoking questions to elicit 
insight in others and to help engage effectively with them. His questions also 
provide a great structure for personal self-reflection.” 

— Chris Skellett, clinical psychologist and author of The Power of the 
Second Question-Finding Simple Truths for Complex Lives.

NOW THAT’S A GREAT QUESTION!
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“Warning: Golden nuggets that will change your leadership ahead! (If you want to 
improve your ‘asks’, don’t miss the ‘Magic Text’.)”  

— Steve and Pam Smith, Leadership Coaches

“What would it be worth to be seen, more than ever before, as instantly 
trustworthy, competent, and likable when you meet others? For me, a lot— 
which is why I read Bob Tiede’s terrific new book from cover to cover. Master his 
questions, and your relationships will become richer than ever.”

— Andrew Sobel, Author of the international bestsellers Power 
Questions and Clients for Life

“‘Asking’ develops connection with others; ‘telling’ diminishes it. Bob Tiede’s new 
book is the ‘go to’ place to learn the art of asking great questions, boosting your 
ability to influence and lead others in a positive way.”

— Michael Lee Stallard, Author, Connection Culture and Fired Up or 
Burned Out, Co-Founder and President, Connection Culture Group 

“Bob Tiede’s new book, Now That’s A Great Question, is a game-changer for 
every leader - challenging you and me to lead differently - for us to quit ‘Telling’ 
and to start ‘Asking!’”

— Curt Steinhorst, Distraction Expert and Amazon Bestselling Author 
of Can I Have Your Attention?

“Bob Tiede’s Now That’s A Great Question is an excellent resource for leaders 
who desire to take their communication skills to a higher level!.”

— Dr. K. Shelette Stewart, Harvard Business School, Stewart Consulting, 
LLC, Author of Revelations in Business

“Bob Tiede does it again. Whether you’re a beginner or an expert, learn keys to 
asking great questions. Bob helps us go from “diminishers” who solve other’s 
problems (and then pat ourselves on the back for doing such an awesome job) to 
“multipliers” who help others solve their own problems and help develop leaders 
who develop others by asking great questions. This is a must read if you want to 
understand the importance of and secrets to asking great questions.”

— Joyce Steele, Retired Workforce and Career Development Officer, 
CDC, Currently Serving on the Cru U.S. Leadership Development Team
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“My friend, Bob Tiede, truly understands one of the absolute musts to becoming 
a more effective leader in all areas of life...leading with questions.  Stout 
Advice:  Read and devour Bob’s new book, Now That’s A Great Question, and 
watch your business, relationships, and life improve in ways you only imagined.”

— Logan Stout, Author, Speaker, Entrepreneur, Founder and CEO, IDLife

“Bob Tiede’s new book raises the bar for ‘gold standard’ in the fine art of asking 
questions that stir the soul.  Thank you, Bob, for enriching our lives with your 
insight and wisdom!”

 — Kent Stroman, Author, Asking About Asking:  Mastering the Art of 
Conversational Fundraising 

“Some more great insights and tips about good questioning that we all can 
benefit from – thanks Bob!”

— Lindsay Tighe, Author, The Answer – Improve your Life by Asking 
Better Questions, Australia

“How can you earn a wall full of degrees and still be unprepared to 
learn?  Easy.  We’ve never been taught the keystone of doing business or doing 
life.  Simply put:  You learn nothing when your lips are moving.  Thankfully, Bob 
Tiede is equipping us to learn by listening.  Why oh why didn’t I meet him earlier 
in life?  Now THAT’s a great question.”

— George Toles, Founder, His Deal

“It’s simple, great questions lead to better decisions.  Now, with the help of Now 
That’s A Great Question, I expect my decision making to improve accordingly.”

— Phillip Van Hooser, Keynote Speaker, Trainer and Leadership Authority, 
Author of Leaders Ought To Know: 11 Ground Rules for Common Sense 
Leadership 

“My friend, Bob Tiede, has influenced me greatly in becoming a leader who asks 
great questions. A recent transformational exchange involved a trip with my aging 
parents and siblings where much ‘water under the bridge’ had collected. My times 
with Bob challenged me to probe and ask questions at a level I never had before 
with my family of origin which resulted in much growth and transformation in our 
relationships. I’m learning to probe, listen, and be present at a level I’ve never 
known thanks to Bob’s influence in my life.”

— JD Tomlin, Founder/Team Leader of The Tomlin Team Real Estate 
Services

NOW THAT’S A GREAT QUESTION!
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“Great questions lead to great relationships and great relationships lead to 
better reputations, better engagement and better results. But, most of us ask 
lazy questions.  How can you ask great questions?  Read this book and follow the 
examples.”

— Wanda T. Wallace, Ph.D. President and CEO, Leadership Forum, Inc. 

“It’s difficult to ask great questions because our thinking is usually focused on 
helping others by putting in, not drawing out. Now That’s A Great Question teaches 
leaders the attitudes and skills necessary to draw out from others by ask great 
questions. This book will challenge your thinking to help you become a better 
question asker, and therefore a more empowering leader.”

— Keith Webb, Author, The COACH Model for Christian Leaders

“Perhaps the most underused yet compelling communication tool is the well 
considered question that shows interest and caring of others. Bob Tiede is the 
humble guru of the art of asking insightful questions, his wisdom is generously 
shared in Now That’s A Great Question!”

—James C. Wetherbe, PhD, Richard Schulze Distinguished Professor, 
Executive Editor Entrepreneur and Innovation Exchange, Rawls College 
of Business Texas Tech University

“There are some real gems in this book that you will use right away!”
— WiLL WiSE, Chief Weologist at We!, Author, Ask Powerful Questions, 
Create Conversations that Matter

“One of our deepest needs is to be known.  Bob Tiede’s work truly gets to the 
heart of the matter in how to deepen relationships thru great questions.”

 — Robert Vogel, C12 Managing Chairman, Central Texas 

“I am blessed to work with business leaders from all over the world.  Whenever 
the question of questioning comes up, I immediately connect them to Bob Tiede.  
In my experience, Bob is the best in the world at asking just the right question 
at the perfect time.  Devour this book.  The right question changes everything!”

— Tom Ziglar, CEO, Ziglar Inc. 
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ABOUT  
BOB TIEDE 

Bob Tiede grew up in South Dakota 
and graduated from the University of 
South Dakota in 1971. He has now been 
on the staff of Cru for 47 years serving with Cru 
Campus, Josh McDowell Ministry, Global Operations Leadership 
Development and U.S. Leadership Development. 

Developing the next generation of leaders for Cru is Bob’s focus. 
Bob says, “In 15–20 years almost all of our current Cru leaders will 
no longer be leading. In their places will be the leaders we are now 
developing. If we fail now, Cru does not fail today or tomorrow—
but may fail 15–20 years from now! History is filled with the stories 
of companies and organizations which were once vital, but no 
longer exist. A closer study reveals that, in many cases, there was 
no intentional effort to develop their next generation of leaders.” 

Bob’s role on Cru’s Leadership Development team is to recruit 
outstanding leaders from business, education, government, and 
medicine to coach Cru leaders every other week via SKYPE video. 

Bob started his blog, LeadingWithQuestions.com, along with 
Twitter, LinkedIn, and Facebook profiles, as a way to better connect 
with his target audience: Cru’s emerging leaders who are 20- and 
30-something. Today, his blog provides a continued source of new 
tools (new questions) for all of Cru’s Coaches and Leaders and is 
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viewed by leaders in more than 190 countries. 

Bob and his wife, Sherry, are proud parents of four adult children, 
and super proud Grandparents of six incredible grandchildren—all 
of whom love to ask their Papa Bob questions!
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For more Leading With Questions tips and articles, visit:

LeadingWithQuestions.com



http://www.leadingwithquestions.com
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