A TDG Executive Vignette(

“Disagreement Without Scars”

Often clients were most impressed, and valued highest, times when this was done artfully by my partners and I.

I often felt, when I was a major player in an organization, that this capacity was one of my qualities that was most sought after.

It’s also one of the Forum’s Objectives.

In depth conversations with executive leadership today, reveal their view that it’s a “lost art”.  Few do it well.  No one “teaches” it.

It’s a unique part of all my programs.  But it presupposed much, e.g., knowledge of self, credibility, insight re. context, sensitivity to “enough,” etc.

You should explore/expand your ability to do this.  With me.  With speakers.  With yourself!

Some possible Groundrules:

1. Know when to let go (second time?).

2. Be crisp (length kills).

3. Choose your battles carefully.

4. Keep an open mind/heart.  Always.

5. Follow up may be best.

6. No grudges.

7. Price of winning/being “right”.

8. Sometime politeness obliterates communication.

9. The Psychological Contract is at work here.

10. Be careful of style and timing.


Why is this important?

How can you do it best?  What’s in the way?

Have you seen role models?
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