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"I thought tha t a seminar on as-
ser t iveness would give me what I 
needed . . . It didn't! Then, I read 
two books on asser t iveness , and I 
got more confused. I didn't know 
whether to become more self-seek-
ing , a b r a s i v e , a g g r e s s i v e , m a r -
tyred — or what ." 

"I t r ied some 'assert ive ' tech-
niques and almost got f ired." 

"Asser t iveness t raining was the 
best thing that ever happened to 
me." 

These are jus t a few of the many 
and varied reactions to assertive-
ness training heard throughout the 
country. 

B e f o r e , o r e v e n a s , a s s e r t i v e 
training or "AT" assumes faddish 
dimensions, let 's premise what the 
" s e e k e r of a s s e r t i v e n e s s " may 
really want and need. While recog-
nizing the enormous and desirable 
diversity of people, let us premise 
that most want the following: 

• To be t rea ted fairly 
• Equality of opportunity 
• Compensation directly related 

to achievement 
• A receptive ear — a "positive" 

listener 
• To keep their dignity intact 
• G r o w i n g s e l f - c o n f i d e n c e — 

feeling good about themselves 
• A feeling of significance as an 

individual 
• A feeling of personality inte-

gration or "having it all toge-
ther" 

• Growth as a communicator and 
as a person 

• C l e a r , r e a l i s t i c v e r b a l ex-
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change of expectations 
I began several yea rs ago to 

s t u d y key e l e m e n t s of h u m a n 
interaction in the workplace, the 
community, and the home to de-
ve lop c u r r i c u l a to m e e t t h e s e 
needs. I call the result of these ex-
periences and observat ions "tough-
mindedness." To say tha t "a tough-
mind and a tender hear t a re one," 
oversimplifies, but not as much as 
it may appear . 

Let me list what tough-minded 
living is not and what all too many 
s tereotyped notions of assert ive-
ness would seem to teach: 

• The best defense is a good of-
fense 

• Become a go-get ter ( r a t h e r 
than a go-giver) 

• Assume tha t o thers will exploit 
you 

• Adopt an abrasive, ar rogant 
manner 

• Competing with o thers ( ra ther 
than one's self) 

• Look out for number one 

Teaching Assertiveness 
Part ic ipants in t o u g h - m i n d e d 

training courses are helped by the 
c o u r s e l e a d e r t h r o u g h v a r i o u s 
g r o u p i n t e r a c t i o n t e c h n i q u e s t o 
realize and experience how streng-
t h e n i n g , t o u g h e n i n g and non-
threa ten ing it is to be vulnerable. 
This is one of my central tenets . 
Many books on assertion are say-
ing tha t to be vulnerable is to be 
weak. 

On the contrary, I believe and 
h a v e found t h a t t h e r e v e r s e is 
t rue . To steadily forge a r ing of 
defenses around your life — your 
e m o t i o n s , v a l u e s , h o p e s a n d 
dreams — is to exclude opportuni-
ties to grow. Defensiveness resul ts 
in atrophy — physical, mental and 
spiritual. On the other hand, vul-
n e r a b i l i t y o p e n s t h e door for 
o n g o i n g g r o w t h e x p e r i e n c e 
through which we discover new 
s t rengths , insights, skills and re-
sponse-abilities. When we are vul-
nerable to life's events , even ob-
stacles and seemingly closed doors 
a r e e x p e r i e n c e d as p o s i t i v e op-
portunit ies for growth and devel-
opment . 

The late Lillian Gilbreth shared 
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with me the secre t of her success 
as we cha t ted on a fl ight one a f t e r -
noon: "Eve ry morning I ask t he 
Lord for obstacles and diff icult ies." 
A t tha t t ime in my own g rowth . I 
was too i m m a t u r e to comprehend 
the p rofundi ty of what she was 
saying. I then asked , disappointed-
ly, "Is t ha t all?" She smiled gen t ly 
and said, "No, every night I thank 
Him, because He a lways a n s w e r s 
tha t r e q u e s t . " She knew the need 
for a t es t ing , ques t ing and s t r e t ch -
ing life s tyle t h rough vulnerabi l i ty 
and openness . 

How it Works 

For equal i ty of oppor tun i ty to 
r e a l l y w o r k a n d not j u s t be a 
s u p e r f i c i a l c o s m e t i c a p p l i e d to 
y o u r p o l i c i e s , p r o c e d u r e s , p r a c -
t i c e s , p r o c e s s e s , p r o g r a m s , a n d 
people, it is impor tan t to under-
s tand the following: Men and wo-
men are the same! No, not anatom-
ically. we all know tha t , but r a t h e r 
t he same in t e r m s of a basic profile 
a s h u m a n b e i n g s — a s people. 
E v e r y o n e h a s d r e a m s , h o p e s , 
fears , anxiet ies , t r iumphs , wan t s , 
and needs ; we a re people f i r s t and 

men and women second. 
It becomes crucial, then , t h a t 

t h i s k ind of u n d e r s t a n d i n g p e r -
mea t e s an a w a r e n e s s of what we 
possess to assert . . . Ourselves! 
And what is our " se l f ' composed 
of? Our strengths! 

J u d y P o r t e r , my sec re t a ry and 
c o l l e a g u e , s a y s , " A s s e r t i o n is a 
t rue express ion of ourse lves — our 
though t s , feel ings and beliefs; it 
should be del ivered in a direct , 
h o n e s t a n d a p p r o p r i a t e m a n n e r 
tha t encourages a s se r t ive behavior 
of t he rec ipient ." 

Le t ' s examine and aff i rm this 
s t a t e m e n t tha t asser t ion is a t r u e 
express ion of ourse lves . W e be-
lieve t h a t a person is defined and 
profiled by h i s / he r s t r e n g t h s — 
tha t a weakness is simply wha t is 
lacking or needs f u r t h e r develop-
ment . The re fo re , let u s p remise 
t h a t t o u g h - m i n d e d a s s e r t i o n is 
bes t defined as " the vulnerable ex-
position of s t r e n g t h s " and examine 
how to apply it for v ibrant living 
and working, wi thout ab ras iveness 
or polemics. 

D i a n n e H o c k e t t , a n o t h e r col-

league, once said, "To me real as-
s e r t i v e b e h a v i o r is b e i n g o p e n , 
vulnerable and hones t . " Regre t -
tably , too many (or so we hear) a re 
being t augh t to be defens ive and 
self-serving. Outlined in F igu re 1 
a re some specific ways to pract ice 
tough-minded as se r t iveness and 
w h a t t o avo id d u r i n g v a r i o u s 
s t ages of employment . 

F igu re 1 covers jus t a few ex-
amples of the d i f fe rences in focus. 
Basically, a sse r t ive t ra in ing is de-
s i g n e d t o r e v e r s e a t l e a s t 36 
s t e r e o t y p e s f rom rigid, self-seek-
ing tactics to tough, flexible, open 
tactics designed to produce posi-
t ivism, openness , g rowth , syner-
gistic t eamwork and more effec-
t ive pe r fo rmance as a s t rong , con-
f ident individual. 

Results 

I have found tha t this kind of 
tough-minded t ra in ing helps t he 
par t ic ipant to achieve g r e a t e r per-
sonal g rowth , self-confidence, in-
t e rpersona l skill and — above all 
— an increment of hope. I might 
add t ha t the effect of such at t i -
tudinal changes on job product ivi ty 

Wait!! 
Why force-fit your 
sales organization 
into a general selling 
skills program that 
won't last? 
Chances are Systema 
has a selling skills 
system designed for the 
way your industry 
sells. Not just a 
"customized" program, 
but one specifically 

created for the way 
your people sell. 

Systema has created 
more selling skills 
systems than anyone in 
the business. Programs 
that last for years-
not just make an 
initial splash. 

Let's discuss how we 
can help your sales 
organization improve 

sales performance. 
Call or write: 

Director of 
Business Development 
Systema Corporation 
150 North Wacker Drive 
Chicago. Illinois 60606 
312 984-5000 

Consultants to 
marketing and 
sales management 

The refreshing 
alternative in 
sales skills development. Circle No. 170 on Reader Service Card 
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Scott, 
Foresman 
Management 
Applications 
Series 
Ten Steps 
to Effective 
Management 
Skills 
New In the Series 

Managerial 
Decision Making 
George Huber. 
The University of Wisconsin, Madison 
A valuable supplement to intro-
ductory courses in management or 
organizational behavior that include 
coverage of decision making. Step-
by-step procedures and examples of 
actual applications explain both 
well-known and litt le-known 
techniques for improving individual 
and group decisions. 
Available March 1980, 250 pages, 
illustrated, paperback 

volumes Already Published 
In the series 

Task Design and Employee 
Motivation/Ramon J. Aldag, 
Arthur P Brief 

Organizational surveys/Randall B 
Dunham, Frank J. Smith 

Managing by Objectives 
Anthony P Raia 

Leadership and Effective 
Management/Fred E. Fiedler, 
Martin M. Chemers 

Performance In Organizations 
L. L. Cummings, Donald P. Schwab 

Croup Techniques for Program 
Planning/Andre L. Delbecq, Andrew 
H. Van de Ven, David H. Gustafson 

Interpersonal Conflict 
Resolution/Alan C. Filley 

organizational Behavior 
Modification/Fred Luthans, 
Robert kreitner 

Organizational Change/Newton 
Margulies, John Wallace 

For further information write 
Jennifer Toms, Department SA 
1900 East Lake Avenue 
Glenview, Illinois 60025 

Scott, Foresman and Company 

Figure 1. 

THE PRE-EMPLOYMENT INTERVIEW 

Stereotyped Asser t iveness T o u g h - M i n d e d Asser t iveness 

"Te l l me al l about your benef i t p r o g r a m . " " I 'd l ike to know what the c o m p a n y ' s ob jec -
t ives are . " 

"What is in it for me?" "What do you expec t f rom m e ? " 

FIRST DAY ON THE JOB — MEETS NEW SUPERVISOR 

Stereotyped Asser t iveness T o u g h - M i n d e d Asser t i veness 

Fight or f l igh t op t i on Vulnerab le , open 

Passiv i ty or aggress iveness o p t i o n "P lease let me know h o w I can g r o w . " 

"What s h o u l d I d o ? " "What s h o u l d I get done?" 

An t i c ipa tes d i rect ive management An t i c i pa tes expect ive managemen t 

I 'm O.K. — You're not O . K . I'm O.K — You're O.K 

"Wha t ' s the power s t ruc tu re here?" "Wha t are the pe r fo rmance s tandards?" 

" I want to learn al l the a n g l e s . " "Wha t can I help bu i l d? " 

" W h o shou ld I s u s p e c t ? " " W h o can I t rus t? " 

DURING A P E R F O R M A N C E APPRAISAL 

Stereotyped Asser t iveness T o u g h - M i n d e d Asser t iveness 

Dwel l on weaknesses Bu i ld on s t reng ths 

Main ta in Inc ident f i le o f gr ievances Ma in ta in inc ident f i le of pos i t i ve con t r ibu -
t i ons 

Assess ac t iv i t y Assess resu l ts 

Declarat ive s ta tements Clear, relevant ques t i ons 

" I " o r ien ted " W e " o r ien ted 

What can I get? What can I g ive? 

IN DAY-TO-DAY OPERATION 

Stereotyped Asser t iveness T o u g h - M i n d e d Asser t iveness 

Work the angles Play it s t ra igh t 

F inger po in t i ng Look at the three f ingers po in t i ng back at 
y o u 

Be d i ssa t i s f i ed Be unsa t i s f i ed 

Focuses on " r i g h t s " Focuses on "p r i v i l eges " 

Beai them to the punch They're r ight unt i l proven w r o n g 

The boss is exp lo i t i ng me I'm here to s t re tch and con t r i bu te 

Circle No T66 on Reader Service Card 
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is very positive. 
At t h e h e a r t of e v e r y t h i n g I 

have a t t empted to share, is the 
importance and need for a vital and 
significant concept of self. T h e 
" g o l d e n age of G r e e c e " w a s a 
direct product of a concept of self 
which was t h e w e l l s p r i n g and 
nourishment of the grea t intellec-
tual and architectual achievements 
of that era . They believed tha t if a 
person hurts another , they hurt 
themselves . They believed, fur-
ther , t ha t if one sought beauty and 
t ru th in another, they found these 
same qualities in themselves . The 
self was made whole and complete 
only in caring and synergist ic rela-
tionships with others . 

W h e n t h a t b e a u t i f u l — and 
eminently practical — concept of 
self shrunk back into a narcissistic 
preoccupation with one's own body, 
mind, and spirit , the golden age of 
Greece — the tough-minded sub-

stance — crumbled. Today Madi-
son Avenue is leading Americans 
down the same primrose path. We 
are bombarded with commercials 
saying: "I buy it because I deserve 
i t " ( t he " M E g e n e r a t i o n " ) . W e 
must move beyond a limiting and 
self-serving concept of asser t ive-
ness to a renewing and s t rengthen-
ing commitment to "reach out and 
build someone" and then we can 
truly find ourselves. — Joe D. 
Batten 

Joe Batten is president, chairman of 
the hoard, and chief executive officer of 
Batten. Batten. Hudson & Swab, Inc., a 
human resources company engaged in 
creat ive management research, film pro-
duction and educational services. The 
firm is internationally recognized for in-
novative programs which help develop 
people and organizations to their opti-
mum potential. He has wri t ten numer-
ous articles for national publications and 
has appeared on local and network tele-
vision and radio programs. 


