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People Management Resources
Follow-up session 
COMMUNICATING WITH ASSERTIVENESS


	Objectives 
· Practice different communication styles and experience their impact
· Build strategies to communicate in an assertive way with your partners




Duration : 90 minutes
WORKSHOP OUTLINE
	10’
	If first/only session
Take a moment for:
· ice-breaking
· propose/co-design working agreement (no judgement, participation, confidentiality…)


	
	If other sessions before
Take a moment to
· welcome participants, quick ice-breaker/energizer
· come back to last session (what they remember, what they applied…) 

	10’
	Introduction 
Ask the question: On a scale from 1 to 10, how often are you frustrated by the collaboration with other teams/departments/partners?
(the question is negative to normalize the fact that things are not always going well; do not ask them to point out specifically who are their most problematic partners, as they might be in the room) 
Online: use a poll
In real life: ask them to position themselves on a line between 0 and 10. 

Objectives 
· Practice different communication styles and experience their impact
· Build strategies to communicate in an assertive way with your partners
Outline
· We will practice together different communication styles and see how others react to them
· We will reflect on our collaborations with other stakeholders and how to better communicate with them to reach our objectives  



	5’
	Explain briefly the difference between aggressive, passive, assertive communication styles (see table at the end of this session plan- not necessary to describe the passive-aggressive as will not be used in exercise)

	20’
	Activity 1
· In sub-groups (15 minutes), think about a situation where you want somebody to change their behavior (small or big, and it can be in your private life- with your partner, children, friends…).  When you’re ready, in turns, express it to the other sub-group participants:
· passive way (submissive, almost already giving in…)
· aggressive way (imposing your point our view)
· assertive way (explaining our needs while demonstrating that we take into account their needs as well
· When you are done, ask others: how did each communication style make you feel? 

· Back in plenary, ask if they have any interesting insights to share. 
 

	5’
	BREAK/ ENERGIZER

	35’
	Activity 2
· Ask participants to take five-ten minutes to think about a situation where they don’t get what they want from your partners (other units, departments, external partners, beneficiaries..):
· What is their objective in this situation and how does it differ from yours? 
· How can you show that your objective will benefit them as well? (‘what is it in there for me?’)
· How can you explain it to them?
· In sub-groups (20-25 minutes), ask each participant to share their analysis of the situation and way forward, and to other to share feedback (both positive and constructive)

· [bookmark: _GoBack]In plenary, ask if anybody would share insights after the discussions. 




	5’
	Closing round 
Ask each participant to share in turn:
- one thing that they take from this session
OR
- one question that they still have
OR
- one thing that they will do differently now (even small)
OR
- how do they feel at the end of the session
OR… 







Annex: 4 Styles of communication
(passive-aggressive as reference, will not be practiced in exercise)
	
	ASSERTIVE
	PASSIVE
	AGGRESSIVE
	PASSIVE AGGRESSIVE

	Point of view
	I will stand up for my personal rights and say what I think and feel without violating the rights of others

	I will not express my thoughts and feelings at all, or with such diffidence that they can easily be ignored
	I will stand up for my rights at the expense of others
	I will express my thoughts and feelings in such a way that others will not realise I am competing with them


	Basic message
	I respect you and expect you to respect me. This is what I think, this is what I feel, and this is how I see the situation
	I don’t count. You can take advantage of me. I don’t matter as much as you
	This is what I think. If you think differently from me you are stupid. What I want is more important than what you want
	I won’t tell you exactly what I think and feel, but I expect you to guess what is in my mind and to behave as if I am more important than you


	Crisis behaviour
	Evaluates situation and takes action
	Flees or gives in
	Rebels or attacks
	Rebels or attacks covertly. Finds someone to blame


	Goal
	Communication; to understand and to be understood; to give and receive fair play; to negotiate
	To appease others and to avoid conflict
	To win; if necessary by humiliating or overpowering others so that they are less able to stand up for themselves
	To win and to be seen as non-competitive
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