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Offer Assistance:





“I think you’re absolutely correct.  I believe speaking up more often will definitely help.  If you need me to check in with the team and gauge this at all, just call.”








New Behavior (ask versus tell):





“What is it that you think you can do to show the rest of the team that you’ve got the intellect for the position and build more credibility with them?”











Give Benefit of Doubt (developmental or negative feedback):





“I realize that’s not the impression you meant to create.  In our interview together, I heard you talk about many teams where you were actually driving the change, not just suggesting it.”











Impact (consequences, ramifications, gains, losses):





“Being the Director of Distribution, the impact is that you don’t seem to have a grasp on the department and that you may lack the necessary horsepower to solve the complexity of issues that arise.”











Action (behavioral observation):





“Yesterday in the team meeting, you only spoke up once to offer an idea for the shipping issue.”








Goal (standard/expectation/objective):





“Our expectation here is that everyone on the team will participate and offer ideas and solutions.  This creates a team-oriented atmosphere.
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