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Asking Questions (as a Speaker) for involvement,
then dialogue, then discussion, then facilitation.
· Ask several questions to warm up ‑ almost rhetorical.

· Wait for an answer/reply ‑ it always seems long.

· Ask for opinions/insights/ideas that will make people feel

OK/important.

· Ask some questions or make a request by name, to a specific

person, especially the less involved.

· Allow answers/replies from others i.e., path isn't always to

be back to the speaker.

· Ask for reply/comment on questions from the floor.

· To warm up, reference situations/organizations in the

audience.

· Don't make excuses (I haven't enough material or I'll talk all

day).

· Ask for feelings or facts behind an opinion.

· The "show of hands" questions are effective if followed up

quickly by interpretation.

· "Going around the room" should be fast or it can be a
deadening.
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