
If you are not aligned on the 
destination you want to get to…

How can you EVER 
agree if we turn left or 
right to get there?



What 
does             
success          
look like?   



WHAT Qs – a strategic thinking framework

3. Until you get to the root cause of 
what you need to change to achieve 

success.

2. Peel back the underlying 
conditions

1. Describe all 
surface symptoms

What do you 
want? Is a hard 

question for us to 
answer. We jump 
into HOW before 
we know WHAT. 

Trust the 
process.

60+% of your 
time in the 

WHAT.

In full, in order, write it down 

What do I / we want? 

How will I / we achieve it?

Accountability for Action?

Timeframe?



Peeling the onion
- Don’t try to solve the 

symptoms, describe them 
all first, with curiosity to 
find the underlying root 
issue

- Work on the thing                  
that will move the        
needle, achieve the            
outcome you want 



What Qs – your thinking framework. Always in order and always in full!

What do I/we want? What does success look like?

How will I/we achieve it?

Accountability for action?  Who?

Timeframe when will I/we do it? Milestones and deadlines?



Step 3. 
Always use the W.H.A.T. Qs to frame or you risk it being just a nice chat.
     

Step 2. 
Bring an open curious mindset & questions. Listen to understand NOT respond. 
Ban the Low Why? Use the High Why? 
High Why inspires clarity, purpose & conviction
   Why is this important to you ? To our collective success?
   Why does this trigger you? What conflicts with your values?

   Low Why looks backwards & 
   provokes defensiveness.
   Why did you do that? Why didn’t you ask sooner?

Thinking Partnerships 
Step 1.
Ask for help to think …help someone else to think. 
Know if you are the thinking partner, it’s not your answer they need. It’s a great question to unlock 
their solution. 

What do I / we want? 

How will I / we achieve it?

Accountability for Action?

Timeframe?



• What do you want? What does success look like? 

• Visualise your successful outcome. Describe it.

• What is the reality?   What are all the “symptoms” 
around this topic? 

• What are any assumptions you might be making?
• What are the barriers to success?  What are the 

opportunities?
• What is the reality for all the stakeholders involved? 

Map them and their needs. What does success look 
like for the other person (s)? 

• Now walking in the other person’s shoes, what 
would they think, feel or do in response to your 
ambition?

• What’s the benefit of doing this?  What is the impact 
of doing nothing?

• If you knew you could not fail, what would you do? 
• What does your intuition tell you?

• What will be different in the future when you have 
achieved /done this?

• What motivates you to do / want this?
• Say what you feel out loud . . .  if someone else said 

this, what advice would you give them?
• What would the person you most admire think of 

this?

• What words would you use to explain this to a 10-
year-old?

These open questions help peel the onion to get to the underlying root cause of what you really want. 

Great Open Questions



What 
does             
success          
look like?   


