
CONFRONTATION & CONNECTION



VISION

We offer transformational learning experiences that strengthen relationships, align teams, and build 

stronger communities. 

We imagine a society where leaders have the skills and courage to care.

MISSION
Leadership Philosophy 

Everyone has the capacity for leadership

Leadership impacts all aspects of life – family, workplace, & community

Leadership is a privilege and a profound responsibility



Learning Objectives

After completing this session, participants will be able to:

• Consider how they want to lead in challenging 
conversations.

• Understand skills and a framework for confronting with care

• Explore confrontation as an opportunity to connect.

Learning Objectives 



Real World Reflection

Reflect and Respond

Consider a current relationship 
where you find that you are 
regularly 'bugged'. 

• How do you typically respond?

• What goal do you have in mind for 
this relationship?



How do you typically respond when 
you are regularly bugged by someone?



I confront someone with the 
facts and feelings of my 

problem and ask for 
change

Ask for 
Change

Three Moves

I change to see that 
which originally upset me 
as something I can now 

accept

I change the situation by 
removing what originally 
upset me from the scene

Accept the 
Behavior

Adjust the 
Circumstances

I CHANGE I CONFRONT



Confrontation is to face someone with 
the facts and feelings of my problem 
and ask for change.

Confrontation is simply a conversation 
starter.

Confrontation Defined



How to 
Confront

1. Check your motive

2. Craft your confrontation 
message

3. Send your confrontation 
message

4. Reflectively listen

5. Repeat as needed



Crafting Your 
Confrontation Message

• Include three ingredients

• FBI: Feelings, Behavior, 
Impact

• The order is flexible

Confrontation
Message

Primary 
Feelings Impact

Specific 
Behavior

F B I



Feelings and 
Emotions

Benefits
•Emotional intelligence is a key 
mark of outstanding leadership
•Generate less defensiveness
•Provide a clear understanding of 
our needs



Ingredient 2 - Specific Behavior (not Judgment)

•Behavior can be seen & heard – it's factual

•Judgments are opinions we form based on 
our perspectives and beliefs 

•We label others by attaching judgments to their 
behaviors

•Often we wrap behaviors in judgment 
statements

Laz
y

"You're not a team player" … "That was unprofessional" … "You lack initiative"



Time

Ingredient 3 - Impact 

Energy Money Fulfillment

Critical Question: What impact is the other person's specific behavior having 
on me, the team, or the organization?



Completed Confrontation Message

1. The primary feeling(s)

2. The specific behavior

3. The impact(s)

“Pete, I am anxious; you have been 
late for work three times this 
week. It's affecting 
productivity and forcing the team to 
play 'catch up'.”

“Jim, I overheard you say, ‘Tim is 
incompetent’ to a customer.  I’m 
concerned about what the 
customer thinks and how this 
reflects on our team.”



Personal Practice

Think of the relationship you 
considered at the start of our 
session: 

• Identify the F.B.I. 

• Feelings

• Behavior

• Impact

• Craft a confrontation message 



How to 
Confront

1. Check your motive

2. Craft your confrontation 
message

3. Send your confrontation 
message

4. Reflectively listen

5. Repeat as needed



Five Reflective Listening Skills



Personal Action Plan

•What skills would you like to focus on?

•What changes would you like to make?

•Goal setting:

• Focus Area – Skill, Relationship or Environment

• Concrete Goal – Desired Outcome or Improvement

• Action Steps – Specific Tactics to Implement



“See” you 
at the next 

session!

Next Steps

Sign up for Our Community Listens!

Contact us about becoming a Caring 
Workplace!

Check out our online 
resources!


