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Assertiveness in Difficult and Conflict Situations 

Open training 

 

Training description 

Training objectives:  

 Understanding various types of conflicts and their origins 

 A better understanding of one's behaviour in conflicat situations and their impact on problem-solving 

 Increasing efficiency through the use of assertive techniques and tools in everyday professional contacts 

Participant’s profile: 

All persons who are eager to improve their conflict management and assertive communication skills. 

Benefits for the participant 

After the training, the participant: 

 Constructively responds to difficult interpersonal situations, focusing on the problem and the possibilities of their 

resolution 

 Can clearly, unambiguously and reliably express opinions, expectations, feelings and thoughts 

 Uses assertive behaviour and knowledge of conflicts to prevent their escalation 

Methods: 

 Games and simulation 

 Moderated discussions 

 Auto-diagnostic tests  

 Short theoretical lectures 

 Feedback sessions 

Group size:  

6 - 12 persons 

Duration:  

2 days (9:00-17:00) 

Place:  

Warsaw 



 
 
 

 
 
 

 
02-235 Warsaw, Równoległa Str. No 4a, tel.: +48 22 37 63 000, fax: +48 22 37 63 033 

office@houseofskills.pl, www.houseofskills.pl 

 
 
 

2 

Participation costs: 2 900* PLN per person (+23% VAT) 

*Assumptions: 

 The above amount is the net cost and will be increased by VAT 

 The above amount includes the cost of participation in the program, teaching materials, training room and 

conference equipment, dinner and coffee break for participants 

 The above amount does not include the cost of participants' transport to the training venue and their 

accommodation if required 

 

Training content 

What is conflict? Characteristics of a conflict situation. Origins of conflicts 

 Introduction. Workshop on conflict situations that participants have to deal with in their daily work 

 Analysis of the causes of misunderstandings, emotional and communication barriers. Simulation during which 

participants perform a task requiring them to reach an agreement in a situation of divergent opinions, 

motivations, arguments and expectations 

Types of conflicts. Ways of responding to conflict situations 

 Introduction of the Conflict Circle model (conflict of data, relations, values, interests and structures) - specific 

examples of business conflicts 

 How can one eliminate the "hats of conflict"? Possible measures to be taken depending on the type of conflict: 

tools for responding to data conflict, conflict of values, conflict of relations  

 Methods of overcoming a deadlock. Workshop work based on a map of interested persons 

Conflict behaviours - assertive expression of thoughts, arguments, opinions, 
expectations 

 How people react to conflict - patterns of behaviour in conflict: assertiveness, submissiveness, manipulation, 

aggression. Opportunities and threats of all styles 

 How do I respond to conflict? Questionnaire and work on individual cases 

 Role-playing of scenes embedded in the professional environment of participants. Scenes are constructed in 

such a way that participants experience various difficult interpersonal professional situations. In the discussion 

of the scenes the focus is on: 

 the explicitness and legibility of the messages and information transmitted 

 ways of coping with difficult situations  

 attention to the relationship and ambience of the conversation 

 dealing with personal emotions 

 responding adequately to the emotions of the interlocutor 

 diagnosis of conflict and choice of an adequate conflict resolution strategy 
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Assertive attitude and conflict resolution 

 Assertive attitude: I am okay, and you are okay. My anti-assertive convictions How do I change them? 

10 assertive rights of an individual. In-depth individual work 

 Work on an assertive attitude: when I cannot say “yes”, when I want to say “enough”, why I do not ask, why I do 

not decline?  

 A team game during which participants will be in a conflict situation at the scenario stage. However, the success 

of the project depends on the ability to reduce the conflict to the structures and interests, as well as to protect 

your borders and not exceed the boundaries of the interlocutor   

Summary  

 Action plan - in what real-life situations, can I use the experience from this training? 

 


