
HOW TO BECOME MORE ASSERTIVE  

 

 

 

 

COURSE OVERVIEW 

Have you ever agreed to do something because you did not know how to say no? 

Have you ever avoided a conversation because you were worried it might become 

confrontational? 

Have you ever lost your temper and regretted it afterwards? 

If you answered yes to any of these questions then this course is for you. Assertiveness is 

something most of us want to improve but need help to develop the ability to say the right 

thing, to the right person, in the right way at the right time. 

The program is focused around a mixture of case studies, practical tips and exercises.  



COURSE OBJECTIVES 

At the end of this course supervisors will be able to: 

• Develop your self-confidence 

 

• Increase your range of tools and techniques to use in everyday 

situations 

 

• Create an action plan to improve your interpersonal effectiveness 

 

• Explore which behaviour you exhibit most 

 

• Determine the effect each behaviour has on us and other people 

 

• Identify the things that stop you behaving assertively 

 

• Develop the technique to say NO 

 

• Use the skill of good communications  

 

• Deal with a diverse range of people 

 

WHO SHOULD ATTEND 

Managers and coaches, and individuals who are interested in developing their interpersonal 

effectiveness, particularly in situations where employees/co-workers present a difficult 

position to resolve.  

 

COURSE DURATION 

2 days 

 

COURSE LANGUAGE 

English 

 



PROGRAM  METHODOLOGY 

The approach in this program is not only to outline the principles of assertiveness but to 

create an environment where experiential learning can take place.  

 

COURSE OUTLINE 

 

MODULE ONE – What is Assertive Behaviour? 

High level aggression 

Low level aggression 

Submissive 

Assertive 

Recognising the four behaviours 

Behaviour breeds behaviour 

Exercises 

 

MODULE TWO – Assertive Communication Skills 

Using the right language 

Banked phrases 

Tone of voice 

Body language 

Listening skills 

 

MODULE THREE – The Art of Saying NO   

Communication skills    

The skills of speaking and listening 

Assertive speaking 

3 stages of listening 



Conflicting perceptions 

Personality types 

Transactional Analysis 

Handling difficult people 

Get mad, get even, get over it! 

Self-awareness versus Self-management 

IQ versus EQ 

Balanced perception 

 

MODULE FOUR – Assertiveness Techniques 

Making requests 

Disagreeing with someone 

Handling angry people 

Standing your ground 

Responding to criticism 

Dealing with negativity 

Giving feedback 

What do I want to happen? 

Address the issue confidently 

How can I deal with this assertively? 

Can I compromise on this issue? 

My action plan 

Summary 

 

 

 

 


