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Why are you having this conversation?

Focus on healthy goals like learning, finding ‘ MASTE R

the truth, and strengthening relationships. YOU R STO RY

Stick to concrete facts. Ask questions
about those facts instead of passing
judgement.
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Look at your role before accusing the
other person. How have you contributed
to the problem and how can you improve
it?
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Be fully present without distractions, and

avoid dangerous or extreme phrases, such
as ones that include “always” and “never”.
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STATE YOUR
PATH

Encourage asking for help. State how you
would like the issue resolved, and ask for
help in finding that solution.
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Listen and hear what the other person
wants. Look at their perspective to calm the
discussion and move in the right direction.
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The most crucial step. What action items
have you both agreed to, and how will you
ensure those steps take root?
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