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Amy Climer: Welcome to The Deliberate Creative Podcast Episode 70. In today’s episode, we are
going to talk about how to ask useful and valuable questions. But before we get into that, I want
to share with you a brand new iTunes review that came all the way from Australia. This is not
the first international review this show has gotten, but it is the first one from Australia, which is
very exciting. This is a review by Mark Collard and it is titled “Inspiring and Authentic,” five stars.
Mark says:
“I’ve dived into Amy’s podcast on a few occasions and it always strikes me as inspiring
and particularly authentic. She walks her talk. As an author and entrepreneur, I’ve
picked up useful tips for creativity which would not have popped into my head if not
for listening. Thanks, Amy. Keep up the good work.”
Thank you, Mark. I really appreciate you taking the time to write the review. It means a lot to
me. If you want to write a review, you can go to www.climerconsulting.com/itunes. That is the
shortcut that will take you directly to the iTunes page. You can write a review there and I try to
read every review on a show so you might just hear your review on a future episode. It also
helps other listeners find the podcast and it is a great way to give back. You can also share the
podcast on social media, it’s another way to spread the love or tell your friends about it. In this
particular episode, my guest Chad is going to share a number of resources and you can get all of
those on the shownotes page which can be found at www.climerconsulting.com/070. Go there,
you can get all the links to the resources that Chad mentions.
Today’s guest is Chad Littlefield. Chad is creator of We! Connect Cards and co-founder of the
company We! and he is focused in on helping teams make connections with each other. He does
that by helping people understand how to ask good questions and asking good questions
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himself. It is pretty fun to get together with Chad because he always has these unusual
questions that make you really think and it is great. He is going to talk about how to formulate
questions and then how to use those to be more creative. Here is Chad.
Chad, welcome to The Deliberate Creative Podcast. Thanks for being on the show.
Chad Littlefield: Thanks for having me. I am feeling deliberately creative just being here.
Amy Climer: Awesome! Start off and tell us a little bit about yourself, about who you are, and
what you do.
Chad Littlefield: Yeah, sure. Maybe I will start by sharing the movie that I watched that shifted
the way that I saw the world and thought my world was going, if anybody has seen the movie
Patch Adams before. When I saw the movie, I was in middle school. Robin Williams essentially
throws on a clown nose and heads out into hospitals with the goal of improving the quality of
people’s life rather than the quantity. He does so through human connections. He just has this
really magical ability to connect with people. When I saw that movie, I had my whole life figured
that I was going to be Patch Adams. I was going to med school. It was happening. After a
chemistry class or two, I took a very hard right and said, "Oh my goodness! I am never ever,
ever, ever going to be a doctor, but I am still really obsessed with this human connection thing.”
That has very much, believe it or not, shaped the way that I see the world and what I do now
and where I spend all of my time.
Amy Climer: That is awesome. It is always chemistry that gets everybody.
Chad Littlefield: Yeah.
Amy Climer: I actually met the real Patch Adams. Sorry, I did not meet him, I saw him speak
once a number of years ago in Wisconsin. He is amazing.
Chad Littlefield: Really? I have heard mixed reviews. I have heard like he is really crazy and he is
really awesome and maybe the two coincide.
Amy Climer: Yeah, absolutely. I thought he was both and incredible. I was like, "Wow! I want to
hang out with you." Tell us a little bit about what is your work? What do you do on a daily basis?
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Chad Littlefield: I started a company called We!, like a group of people. Our mission and passion
is to create conversations that matter. In anything that we are doing, whether it be training or
coaching or designing the next card deck that we are coming up with, the aim is always and the
question is always are we creating conversations that matter? Because what we noticed is that
there seems to be this national and international deficit of curiosity and questions and
conversations that are really good and there’s an abundance of acquaintances and passing
connections that serve more like sips of connection rather than gulps of connection.
Amy Climer: When you are doing that work of creating connections that matter, one of the
things you do is you are in-person like working with teams, right?
Chad Littlefield: Yeah. Actually flying out like doing a keynote at a conference or I am in the
headquarters of JetBlue facilitating a training, working with a group of JetBlue’s facilitators,
training them how to create more connection and weave that into their work. Lots of times
in-person and a little bit of virtual coaching with clients that are far away.
Amy Climer: Awesome! One of the things that you are basically an expert in is asking questions.
Can you talk a little bit about that?
Chad Littlefield: Man, once I am put in the expert box there’s so much pressure.
Amy Climer: Sort of an expert. Is that better?
Chad Littlefield: Thank you. Very humbling. I feel like the rest of the podcast I should just be
asking you questions. Question to question to question. A big factor of creativity is trust. This
idea of when I share an idea, are you going to build on it and uphold me and my idea or tear it
and me down. One of the most profound ways I saw that trust develop really quickly was
working for this organization called World in Conversation where my job was to sit in a circle of
strangers, six to eight people who’d never met each other, to talk about things you are not
supposed to talk about especially with strangers like race, gender, culture, sexuality, long-term
conflict, politics.
It was amazing to see that in a 90 minute conversation that was really well facilitated - and
facilitation is essentially really good questions and really good listening - and seeing the role the
facilitator had to create a conversation that actually really in the moment, in 90 minutes, built
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bridges across color, across borders, across all this in this room. Having experienced being a
participant in one of those dialogues, I was like, "Dude, teach me how to ask questions like that
and teach me how to listen like that because whatever you just created, there needs to be more
of it in the world.”
Amy Climer: That is cool. I love that inspiration.
Chad Littlefield: Yeah. Just because I like nuggets, one of the things as I was originally going
through the training that World in Conversation puts you through, which is this really rigorous -it is actually like a year-long process of how to ask powerful questions, which my now business
partner, Will, kind of created and lead. One of the pieces of that training is there is all this
self-work involved. If you learn a tool, for example, one of the tools is this concept that really
powerful questions tend to start with one of two words: how or what. There are open-ended
questions where you ask for a story and more than just a specific answer and how and what and
specifically not why questions. We can talk about that later if you want to.
In doing that, my life felt more creative because all of a sudden like my grandmother or my
mom, people that I had known my whole life, all of a sudden looked completely new to me
because I had this new skill of asking questions. I found out what my grandmother thought
about Ronald Reagan. I was not born when Ronald Reagan was the president of the United
States and to hear about that and that experience, expanded my own world view and
understanding. It was pretty cool.
Amy Climer: I love that because I think about too. All my grandparents have passed away, and I
think about the questions that I would ask them that I did not ask them when I had the chance,
and like, "Oh, yeah."
Chad Littlefield: It is called question regret. It is a thing. It is a thing.
Amy Climer: Yeah, it is question regret. That is awesome. Let’s go back to what you said a
minute ago about the “what” and “how” questions. Can you talk more about -- I was going to
say about why those are important and now I am like, "Oh, should I use that word?"
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The Essential Elements of Well-Crafted Questions [10:05]
Chad Littlefield: The word is off limits. If people are not familiar, closed questions versus open
questions, closed questions tend to bring closed responses. And often times, the questions that
we are most comfortable with when we meet someone for the first time are closed questions.
For example, where are you from? A person can answer that in one word, one location, one
phrase. Most people are generous enough or have answered that question enough to give a
little context, a little bit more, but for the most part, there is an end. There is a very clear end to
that conversation and it is once they have told you where they are from.
Whereas an open question would invite a much more open-ended story or response that you, in
no way, could predict. And so rather than where are you from, what would it look like if you
replace that question with what is something you really love about where you grew up? Now
you are learning something about who that person is rather than just a factor of chance of their
life, for example. Open versus closed questions, “what” and “how” tend to, not always, there
are exceptions, but tend to be open-ended questions. “Why” is this really weird thing where
when all of us were three feet off the ground and about three years old, if any of you have kids
or if any of you have been a kid, you walked around the world asking what question?
Amy Climer: Why?
Chad Littlefield: Why? Why? Why is the grass green? Why is the sky blue? Over and over again.
And so that happens in your brain you get these really well-defined neural pathways that know
very well how to ask the question why. It is almost, not even almost, it is automatic. It just ekes
out. When we grow up, when somebody does something we do not like, "Why did you do that?"
When somebody shows up late, "Why are you late?"

The Reason “Why” Questions Close Off Creativity [12:00]
For me, there are two dominant reasons why we actually teach people not to ask questions that
begin with “why.” One of them is the idea that there is some level of inherent judgment in most
“why” questions because it is a very scientific question and it is basically saying to the person,
"Justify and defend why (fill in the blank).” Why this happened, why this occurred, why you were
late. The caveat is because we all grew up asking why, why, why, we also have answered the
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question why, why, why and so we have our defenses and our justifications ready to go. Imagine
you are at work and somebody shows up late to a staff meeting and the boss turns and says,
"Why are you late?" What was that person who was late probably already thinking about the
ten minutes before they showed up?
Amy Climer: What they are going to say.
Chad Littlefield: Exactly. They had this pre-fabricated and granted no one is trying to generate
creativity in that moment, but what happens is they just fell into a scripted conversation where
all that person had to do was plug in the tape and let their answer play out, as opposed to
thinking new novel, creative thoughts and generating new concepts.
Amy Climer: That is great.
Chad Littlefield: The second reason, real quick, going back to the neural pathway is, it is actually
just a little brain trick that when you say, "I only ask questions that begin with how or what now
and I do not ask questions that begin with why," it forces you to be really deliberate with your
questions. You will notice this as you go to try this in the world or even in the next 24 hours, if
you are listening, to ask questions that begin with only “what” or “how” you will eke out, you
will start to ask questions that begin with “do”, “when”, “where”, “why”. All these words that
either are closed questions or have some level of judgment and what you will do is you will reel
that question back, you will peel it back in and then utter it back out as an open-ended question.
I was, personally, and all of the people that we have taught, are really surprised at what happens
when you peel back the questions and ask a really juicy question.
Amy Climer: That is great. I know because I have tried this because I have heard this from you
before, it is harder than you think. Like you think, "Oh okay, that is not that hard," and then you
start realizing how often you used those other words.
Chad Littlefield: Yeah, really simple on concepts. The tool is ask questions that begin with “how”
or “what.” Super easy. Anybody probably above a kindergarten reading level can understand
that concept, but to practice it is really, really challenging.
Amy Climer: This is making me think of -- I have recently learned from my wife Julie, who you
know, like you know how so often kids will do something like this one kid hits another kid and
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you pull them over and you are like, "Hey, why did you hit them?" And they cannot answer that
question. Their brain cognitively cannot process why they did that. Which goes back to that
judgment like here at this young age you are asked why you did something and you are freaking
out because you are like, "I have no idea why I did that. What? I do not know."
Chad Littlefield: Yeah. It puts you in this panic because if you do not have an answer to that
question, there is an assumed some sort of feeling like this person is judging you. They are
asking you to justify and you are coming out empty handed.
Amy Climer: Yeah. Then if you ask them what just happened? Let’s walk through what
happened. Then they start walking through it and then eventually they can get to why and then
kind of identify, "Oh, here is where I should have done something different.”
Chad Littlefield: Yeah, breaking it down a little bit into smaller parts like you are asking people
to write a mini dissertation in the moment, on the spot, off the top of their head, which is too
much pressure for most people to perform under.
Amy Climer: Especially, if you are tiny.
Chad Littlefield: Yeah, especially if you are tiny.
Amy Climer: If you are ten or six or whatever.
Chad Littlefield: If you want an exercise to flex the how or what muscle, because like any other
actual muscle, if you do not use it, it atrophies and dies. One of the exercises that we will do in
groups, which you can do solo too, is we will read a passage, like a page or two of a book to
them and then we will say not a lot of content. Then, in a group of six to eight people that we
are teaching, we will have them whip around in a circle as quickly as possible asking questions
that begin only with how or what and frame it as a competition of how many times can you get
around the circle. Again, like good creative practice, going for quantity over quality and sort of
just the idea of asking those how or what questions over and over again.
Eventually, they get better and the longer you go, the weirder they get as you are running out of
things to ask about. But you can do that with yourself. You can just look at an object in your
environment or wherever you are listening to this right now and just start asking how or what
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questions about that object. Just like the Socratic inquiry of asking questions from different
angles. If it is an apple, "How did this become red? How does this taste so good? What are the
elements in it that make some people like it and some people hate it?" Just start going and push
until you get to the place where you are like, "I really cannot ask any more questions," and then
push another like two minutes. Flex that muscle.

How to use questions to drive creativity [17:34]
Amy Climer: Let’s go into this next question of how do you use questions to drive creativity?
Chad Littlefield: Sure. Two things come to top of mind. One is, if anybody has seen this study by
Google, a company that really, really likes data.
Amy Climer: I have heard of them, yeah.
Chad Littlefield: They did this huge project called Project Aristotle where they went on this giant
quest to build the perfect team. And as a part of the perfect team is obviously a team that is
really creative, innovative, high performing. Of all the characteristics that teams show, the
number one characteristic that rose to the top that defined teams that were consistently high
performing was this idea of psychological safety. Which is the PhD term for do I trust the people
that I am working with? And that is over simplified, but essentially that is what it boils down to.
Amy Climer: I wrote about that in my dissertation.
Chad Littlefield: There you go! If anybody wants to read Amy’s dissertation, go to...
Amy Climer: It is a long link. I will put it in the shownotes.
Chad Littlefield: On one hand, questions have this really amazing ability to kind of be keys that
unlock information inside of people that allows you to start establishing a relationship or trust.
One way that I use questions is to actually build that psychological safety. It is one of the like,
"Great, Google found that out. Great, high performing teams need to trust each other." Way
harder to make a group of complex human beings trust each other than it is to just talk about it.
And so one really concrete, almost mechanical, way of making it happen is asking really good
questions that are rooted in your own natural, genuine curiosity.
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The curiosity part is really important because I could give you a list of a 60 really awesome
questions and you could ask them in whatever tone you want. But if you are not naturally
curious when you ask that question, most people are socially intelligent enough to pick that up
and know that like, "Whatever. This person doesn’t care about me, they don’t want to hear me,
they don’t want to see me in this moment." That is, on one hand, using questions and rooting
your natural curiosity as a way to learn more about people and develop trust. Because there are
lots of aspects of trust, but one huge aspect where trust develops is just through social
connections of like, "I spend time with you and I overall have this general sense that you are a
cool, good person that has my best interest in mind." There are other components like are they
reliable and all this, but just the social piece questions are really a good way to access that trust.
Amy Climer: It is basically this idea that I know I can be myself with you and you are not going to
be a jerk back to me. You are not going to throw me under the bus later.
Chad Littlefield: Yeah. Notice as you go back in your life and you have a staff meeting or you go
grab coffee with somebody or something like that, pay attention to the questions they ask and
just see if you can be a little bit aware of how those questions hit you or make you feel. And are
they the kind of questions like, "Hey, how are you? How was your weekend?" Almost the stock
questions that were already formed ten years before they even asked you that question or do
they really look at you and say, "Hey, how was your weekend?" Or "What’s a moment from your
weekend worth remembering?" Things that create that novel thought right away.
That is on the connection front. I would say that is the indirect method of using questions to
drive creativity. The direct way is actually asking really good questions that promote novel
thought. One of my favorite questions that - who knows where it was actually coined - it is a
question somebody’s asked probably back in 100 A.D., but the Stanford D-School likes to claim
credit for this question that starts with three words: how might we... Have you talked about this
question before?
Amy Climer: Yeah. And it is definitely a very old question. At least, since the 60s it has been
associated with creativity and generating ideas.
Chad Littlefield: Wow! Breaking that down, one, it is a really good open-ended question. The
reason I like it is it is one of those tools that you can have in your back pocket. You can say,
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"How might we…” and then fill in pretty much any context. Whatever you are doing, whatever
your specialty is, whatever your focus, whatever your work, your family, whatever you want to
drive creativity, fill in the context and you just need to remember those three words. How might
we blank, blank, blank? It is a really open question. The word “might” takes off this pressure of
judgment and “we” has this sense of collaborativeness that is not always present in meetings in
particular where someone is asking how are YOU going to do this? It is like the freedom to be
creative feels very limited when somebody puts that pressure on you. So yeah, it takes the
pressure off there.
Amy Climer: I was recently facilitating a team kind of strategic planning process where they
really want to be creative and I asked that question of how might we blah, blah, blah whatever,
and one of the team members said, "Don’t you mean how will we?" I am like, "Oh no, I do not
because we are not at that point yet. Eventually, we will look at the list and figure out what are
we actually going to use here, but right now I want you to think of just how might we get
creative.” I think of might as a mighty word.
Chad Littlefield: That is a good little memory tool to keep it. My piece too is like one of the
brainstorming was letting go of judgment. Because “how will we” is like well, this has to be the
perfect idea or we cannot write it down on a piece of paper. There is that element there. That is
one specific question. There are a couple of questions that I like to just have in my back pocket
to solicit feedback from people as a way of generating creativity.
One of my favorite questions is, "What struck you about (fill in the blank)?" The reason I like the
word struck in particular is when I ask that question to a group of people, so I am facilitating a
team develop session with a group and I ask that question to a group of, let’s say, 15 people,
with that question, I am able to reach both thinkers and feelers, both kind of “sides of the brain”
with that. When I do that, I get to expand my own world view and my own perspective of the
world because I hear things that I otherwise would not ask about.
Whereas if I ask questions all from my perspective and from my view of the world in my lens,
that is exactly what I will get and I will continue to be in this funnel like the way a Facebook
algorithm works. The more things you like, the more of that shows up. If you are really liberal
and you like lots of liberal things or if you are really conservative and you like lots of
conservative things, your news feed will get blue or it will get red. That will show up over time.
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The same thing with questions. If you have questions that are almost self-fulfilling prophecy
questions, that is what you will get. You will not learn anything new.
Amy Climer: Can you give an example of that kind of question that you try to avoid?
Chad Littlefield: Let me ask you, what is something that you really believe strongly in?
Amy Climer: I believe that everybody is creative and has incredible capacity to be more creative.
Chad Littlefield: Cool. If you were to support that view of the world, let’s say you walked down
to downtown Asheville and you wanted to support that world view, a question that you might
ask someone, if you are canvassing and you are trying to figure out can everybody be creative?
Is that really a thing? You might ask more leading questions like, "have you been creative?" It is
almost like cherry-picking and you are not getting the whole picture. They are not closed
questions, but they have narrow scopes of response. Whereas if you can ask a question that is
broad enough -- it needs to be clear, but broad enough that it allows people to answer from a
direction that you might not be expecting. When you put, basically, your belief in the question,
so if you believe something and you find at least, let’s say -- this is an estimate -- if you find
three to eight words of that belief are in your question, it is probably a leading question that is
guiding someone towards not a fully open response.
Amy Climer: Great. I love that example.
Chad Littlefield: Is that helpful?
Amy Climer: Yeah, that is.
Chad Littlefield: Cool.
Amy Climer: Before we wrap up, any final things about questions and creativity?

How to Use Questions to Drive Creativity [26:56]
Chad Littlefield: My business partner, Will, just wrote this book called Ask Powerful Questions
and the penultimate chapter is on empathy. It has nothing to do with necessarily the structure
of questions or mechanics of questions and the tool. One of the tools that is offered in that is as
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a way of empathizing with people, look at that person or think of that person, imagine that
person and in writing or in words, describe the world as they see it. And just go through that
experience of clearly articulating the world as they see it.
I think what I have found, personally -- I am speaking from a place of I -- what I found in doing
that is I do not know people’s worlds as much as I think I do. In my head, I have this assumption
of who they are, what they want, what they need and so a huge part of human centric design in
almost every good design thinking process has this element of empathy in it. And so to have the
tool of like describe the world as they see it, then show it to them and see how that lines up.
That can take the place in reflective listening. If you are listening to somebody and let’s say you
are in a brainstorming session, you are wanting something creative, a creative outcome and
somebody shares an idea, one thing that you can do, because you have listened to this
awesome podcast, is just reflect back what you heard to that person in the form of describing
the world as they see it and they will, undoubtedly, respond with either like a, "Yeah, that’s
totally it! You’re right on point." And feel really heard or it will be like, "Chad, you just missed
the ball so much. That is not even close. Whoa!" That reflecting and describing the world as I see
it can be real powerful. So empathy.
Amy Climer: I love that because then they can clarify like, "No, you totally missed it. Here is
what I meant." You are like, "Oh, okay cool." As opposed to going forward and realizing or
thinking that you are on the same page and you are not. That is a mess.
Chad Littlefield: You just kind of created an aha in my brain which has not happened before,
which is like part of one of your steps of the creative problem solving process is this step of
Clarify, which we were talking about earlier like I am kind of terrible at because I want to go in
and implement things right away. But reflective listening does have this really beautiful ability to
clarify and bring clarity to what you are even trying to be creative about in the first place.

The Weekly Challenge [29:29]
Amy Climer: Yeah. So true. I love it. We have talked about so much. One of the things I like to do
at the end of every podcast episode is give listeners a weekly challenge. One thing that they can
do this week to start applying what they learn from you. What would be a weekly challenge you
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would give people this week?
Chad Littlefield: I am going to give you the weekly challenge that we give all of our students that
go through this facilitation training process. They come in the first day, they are scared out of
their mind and at the end we leave them with, rather than homework, self-work. Work on
oneself. And that is in the next week, go find three strangers -- it could be in your daily work
flow like a cashier or somebody random on the street -- find three strangers and ask them an
open-ended question that begins with “how” or “what” rooted in your natural genuine curiosity.
Some of you just said, "Oh, heck no! That is never happening." My invitation would be before
you dismiss it, just ponder the perceived risk versus the actual risk. Because the perceived risk is
usually pretty high, the actual risk is that you will never see this person again.
Amy Climer: Right. It is pretty low.
Chad Littlefield: And this stranger that you are never going to see again thinks you are weird.
And that is about it.
Amy Climer: Maybe that is a good thing.
Chad Littlefield: It could be.
Amy Climer: I love it. That is awesome. Chad, how can people learn more about you?
Chad Littlefield: So the We! website is www.weand.me. You can Google We! Connect Cards. We
have got this cool deck of cards with 60 really awesome questions on them. You can Google
those or you can find them on the website as well.
Amy Climer: Cool. I love it. Thank you so much for being on the show.
Chad Littlefield: Thanks for having me. It was a blast.
Amy Climer: Thank you Chad for being on The Deliberate Creative Podcast. It is great to have
you on the show. I appreciated all the insights and resources that you shared for everyone.
Again, if you want to get the resources that Chad shared and get links to everything he
mentioned, you can go to www.climerconsulting.com/070. You will find the links to Chad’s
website, the Patch Adams movie, to the real Patch Adams, who is pretty amazing, and also to
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Chad’s We! Connect Cards. That is actually how Chad and I first met, was through cards. Because
I have Climer Cards and he has the We! Connect Cards and as he was creating his, he reached
out to me and we got to know each other that way. So it is kind of fun. And then miraculously,
we both later ended up living in the same town, which is super cool. Anyway, small world.
I hope you enjoyed this episode and if you work on the challenge, share your comments in the
shownotes. I would love to hear what happened. What questions did you ask the stranger and
what happened? How did they respond? What answer did you get? How did it feel? Again, the
shownotes with all the resources are at www.climerconsulting.com/070. If there is a question
you want answered on a future episode, feel free to email me. Or if you have a guest you would
like to see on the show, let me know. Most of these episodes are based on what would be most
helpful for you to help you lead innovation in teams.
Have a wonderful, creative week everyone and I will see you next time. Bye.
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