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AGENDA

• A- Attention and Awareness
• Listening

• Beyond words

• Silence



Thich Nhat Hanh
11 October 1926 (93 years old)
He is a Vietnamese Zen Buddhist monk.. In 1967 was nominated by Martin Luther King for the Nobel Peace Prize..
https://www.youtube.com/watch?v=lyUxYflkhzo

https://www.youtube.com/watch?v=lyUxYflkhzo


LISTENING

Thich Nhat Hanh

TNH: “Deep listening is the kind of listening that can help ease the suffering of 
the other person. You can call it a compassionate listening.”

TNH: “You listen with only one purpose: to help him empty his heart.”

TNN: “If you want him / her to change his / her perception, listen with 
compassion. And such an hour can bring transformation and healing."

OW: “When someone comes to you and really wants to vent, bring out 
whatever is going on inside of them, people start talking and giving advice.”

OW: ” If you allow these feelings to come out ... you would experience a 
deeper healing.”

TNH: “Yes, fear, anger, despair are born on the basis of a wrong perception… 
about ourselves and about the other person.”

TNH: “Dear friends, I know you suffer a lot. I have not understood enough of 
your difficulties and suffering. Please tell me more about them. I really want to 
learn and understand. ”

TNH: “If you are honest, sincere, he will open his heart and they will tell us. 
And then we practice deep, compassionate listening. "

INTENTION -> ATENTION

Listening encourages learning and 
widens perception.

Listen on a superficial level.

Listening facilitates self-understanding.

Genuine curiosity to understand the 
world of the other person: "Tell me 
more"

Deep listening comes from curiosity.



LEVELS OF 
LISTENING

Level 1: Attention on the inside.

Level 2: External attention in “What 
is said”.

Level 3: Listen from within: what is 
said and what is NOT said.



• We listen to “What for”.
• We see opportunities.
• We feel the energy of the client.

LEVEL 3 
LISTENING FROM WITHIN

• We listen to and use metaphors.
• Flow. 
• We identify the meaning.
• We see the greater impact.



LEVEL 3 
LISTENING FROM 
WITHIN

"What do you do (how do you behave) in this situation?" 
"What needs to be done?" 
"What skills did you demonstrate by doing this?" 
"What did you learn from what happened?" 
"What did you learn today that you have to do?"

"What did you learn about yourself?" 
"What just happened?" 
“I notice a change in your energy. What just happened?" 
"I can see that what you just said makes you feel ... is that 
so?"

"What makes this goal meaningful to you?”
"How will achieving this goal affect your relationship with 
others / your results in other situations?" 
"What makes this goal meaningful and important to you?"



WHEN DO WE NOT 
DEMONSTRATE 
ACTIVE LISTENING?

Failures to be present and actively listen 
can take these forms:

• Interrupting the client. 
• Speaking as soon as clients finishes the sentence. 
• Starting talking while clients finish their last words.
• Assisting superficially. 
• Break eye contact. 
• Multitask. 
• Random or restless movements.



Exercise: Active listening

Mirroring Say the same words someone just said.

Praphrasing “I understand that...” 

Summary “So what I’m hearing is that...” 

Foster self expression “It’s ok if you want to add something else” 

Undjudgemntal curiosity “Tell me more”, “This is really interesting “ 

LISTENING FROM WITHIN
Meaning (values/purpose) “What makes this topic important?”, “What for?”

Emotions (Energy) “What emotions can the client feel by experiencing this?”, 
“Are there changes in their energy whilst talking about this topic?”

Meaning of their gestures/expressions “What would this gesture mean?”

The potential of the client “What qualities/resources does this person have?”

Opportunities for the client “What opportunities are there for this client?”

INTUITION: Do you feel that there is anything missing?



Exercise: Active Listening
https://documentcloud.adobe.com/link/track?uri=urn:aaid:scds:US:f0c98faa-1961-466f-a555-a556ff365496

SHARE OUR THOUGHTS
Meaning • “What I have heard is that there is a also a higher purpose beyond this 

objective. What do you think it is? "

Values • "I've heard that one of your values is ..." or 
• “I have had the feeling that X is a very important factor for you. Is that so? "

Emotions • “I have noticed your energy when you told me about ... do you want to talk 
more about this? / What just happened?" or 

• "I have noticed this gesture when you spoke of ... What does it mean to you?"

Clarify Concisely expressing the essence / core of what has been said and adding 
something valuable that was intuitively captured from emotions or discrepancies 
in words or expressions on the client's face or body:
• "What I have understood is ... I have the intuition that ... Is that so?"

Learning • "What did you just learn about yourself?" , 
• "What did you just learn from this situation?" or 
• "What did you just learn from our conversation?"

https://documentcloud.adobe.com/link/track?uri=urn:aaid:scds:US:f0c98faa-1961-466f-a555-a556ff365496


BEYOND WORDS

“It is impossible not to communicate”

Paul Watzlawick 
25 July 1921- 31 March 2007

Austrian theorist, philosopher and psychologist. 
"The theory of human communication"

At a visual level:
• Color change on the face. 
• Tension in the muscles of the face, shoulders or body. 
• Spontaneous nervous movements 
• Fast blinking 
• Nodding while saying “yes” 
• Dry mouth 
• Avoiding eye contact 
• Breathing patterns, etc.

At an auditive level:
• Change in tone of voice. 
• The speed with which they speak. 
• The tone they are using 
• Analog markers: which word in the sentence they emphasize, etc.

At a sensitive level= INTUITION



SILENCE

"The fact that a person has stopped talking 
does not mean that they have stopped 
thinking”

Nancy Kline (Time to Think)

Proposal of ideas

• The natural reaction is to fill the silence. 
• Silence breaks the expectation pattern to get a reaction. 
• Within silence there is learning and growth. 
• The communication formula of Coaching is 80-20. Coaches listen 80% 

of the time. 
• Silence invites the client to reconsider their answer.

Look at your partner and point out a quality that you see in this person 
and that you think they do not manifest or that they do not recognize. 

What would be a character that could represent a quality of that 
person?

Exercise:



THANK YOU


