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Challenging Conversations Learn & Impact Overview 

• Part 1: Why these conversations are necessary (10am EST 27 June) 

• Part 2: Making them work (10am EST 19 July)  
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Challenging conversations… 

• Are ‘high stakes’ discussions 

• Are often avoided 

• Help when handled well 

• Harm if mis-handled/avoided 

• Fail when you/they don’t listen 

 

‘IF YOU DON’T TALK IT OUT, YOU WILL ACT IT OUT!’  

                                                                            - Patterson et al 
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Are we talking constructively enough? 

According to the Gallup State of the Global Workplace report,  

85% of employees worldwide are not engaged or are actively 

disengaged in their job. 

© Blueintogreen Ltd. & KMH Associates 2018. All rights reserved. 
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In simple terms, how do we steer our lives 

© Blueintogreen Ltd. & KMH Associates 2018. All rights reserved. 

Values 

Goals 

Patterns 

Actions 

Purpose 

Day to day things we do…  

…support what 

we’re here to do 

…but we can’t do it all 

on our own…a key 

reason for forming 

relationships  



6 

What does an aligned relationship look like? 
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Values 

Zone of alignment & mutual acceptability 

Buyer   

Employer 

Seller  

Employee 

Zone of acceptability 
Zone of acceptability 

Values 

Actions 
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What does a misaligned relationship look like? 
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Purpose Purpose 
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Risk of 
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How about a relationship challenge (solvable)? 
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How to engage in a challenging conversation 
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Zone of alignment & mutual acceptability 

‘Six string’ model for discussion with empathy 

1. SAFETY & revisit purpose & values 

2. what you/they are Seeing & hearing 

3. how you/they start making Sense of it  

4. what Sensations/emotions you/they feel 

5. what could Subsequent results or options be 

6. what positive Steps/actions do you both agree 

 

Tool: ‘Six string’ guitar  
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String1. Safety 
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Throughout conversation, be prepared to:  

• Suitability (Right person/topic/level?) 

• Mutual Purpose/Respect/Trust (heartfelt) 

• Approach (permission for 2-way discussion/LISTENING) 

Throughout conversation, be prepared to:  Tool: SPACES 

• Contrasting & priming (what it’s not/is about) 

• Ease fears (look past avoidance & aggression) 

• Switch gears if need (eg. new issue/not working)   suspend content 
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String 2. Seeing & hearing 
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• What you saw/heard 

• Ask for other’s thoughts & listen 

• What other saw/heard 

• Listen & look for what’s not being said 

• Clarify that you heard each other right 

 

What she 
saw/heard 

What she 
saw/heard 

Thoughts & 
observations 

Be Factual, objective - Non-judgemental - Calm 
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String 3. Making sense of it 
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Zone of alignment & mutual acceptability 

 

Pre-discussion: 

• Examine & ‘loosen’ stories 

• Consider wider factors than ‘personality’ 

• Hunch - identify what might be going on 

Tool: ECHO 

Discussion:  

Offer tentatively: 

‘I’m wondering… is this what’s happening/how you see it?’ LISTEN  
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String 4. Sensations/emotions 
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• Calmly share what you’re feeling eg. 
 

• Ask/empathise with their feelings eg.  
 

• Welcome emotions as insights /guides 
 

• Reconvene if needed eg. if emotions too strong 

 

What she 
felt/feels 

What she 
felt/feels 

feelings 

Get in context of mutual purpose, values 
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String 5. Subsequent developments/options 
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• How might this situation play out (consequences) 

 

• What can we do together to find a workable solution 

 

• What’s at risk if we don’t  
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String 6. Next Steps agreed 
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• Actions we agree to take 

 

• Maintain mutual respect and trust 

 

• Be sure to follow up  
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The Six String Tool … 
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Zone of alignment & mutual acceptability 

‘Six string’ model for challenging discussions with empathy 

1. SAFETY & revisit purpose & values 

2. what you/they are Seeing & hearing 

3. how you/they start making Sense of it  

4. what Sensations/emotions you/they feel 

5. what could Subsequent results or options be 

6. what positive Steps/actions do you both agree 

 

Tool: ‘Six string’ guitar  
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…applied to a relationship challenge (solvable) 
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…which is restored to an aligned relationship 
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Thank-you 

 

Questions or comments? 

I’d love to hear from you on marianne@blueintogreen.com 
 

Resources: 
Crucial Conversations by Patterson, Grenny, McMillan, Switzler 

Crucial Accountability by Patterson, Grenny, Maxfield, McMillan, Switzler 

Non-Violent Communication by Marshall B. Rosenberg 

Gallup State of the Global Workplace Report 

Dictionary.com Dialogue means: ‘an exchange of ideas or opinions on a particular issue… with a 

view to reaching an amicable agreement or settlement.’ 

Businessdictionary.com Rapport means: ‘A positive or close relationship between people that often 

involves mutual trust, understanding and attention.’ 
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