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DEVELOPING THE RIGHT LEADERSHIP SKILLS TO AID IN NAVIGATING 
DIFFICULT CONVERSATIONS AND MANAGING DIFFICULT STAKEHOLDERS

By:-CPA Edwin Makori



TODAY'S 
DISCUSSION.

Difficult conversations are anything we find 
hard to talk about with another person. 

• There are a number of reasons that make 

certain conversations difficult, 

• an easy conversation can become a difficult 

conversation very quickly.

• There are also times when it is important not to 

engage in a difficult conversation and let it go. 
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OVERVIEW



SOLUTIONS.

How do you relate 
to this

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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Industry

Show that we offer a 
solution that solves the problems 

previously described and identified. 

End User

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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TODAY'S 
DISCUSSION.

It could be: 

• Telling someone bad news  

• Giving someone negative feedback about their 

behavior 

• Ending a relationship with staff

• Talking about tension points in a boardroom

• Confronting someone about a problem 

• Making decisions about finances 

• Talking to an instructor about frustrations 

• Challenging a grade on an assignment or test 

• Raising issues with the chairman or someone in a 

power position
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DIFFICULT CONVERSATIONS ARE ANYTHING WE FIND HARD TO TALK 
ABOUT WITH ANOTHER PERSON. 



SOLUTIONS.

Market

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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Industry

Show that we offer a 
solution that solves the problems 

previously described and identified. 

End User

Show that we offer a 
solution that solves the

problems previously described and identified. 
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AUKUS conversation

2 hours before the meeting
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End User

Show that we offer a 
solution that solves the problems 

previously described and identified. 

COVER INTRODUCTION DISCUSSION
WHY CERTAIN CONVERSATIONS ARE DIFFICULT

• Emotions are usually strong. 

• People have very different views about the topic. 

• It can impact our self-esteem. 

• There is real uncertainty about how it will turn out. 

• People worry about it going badly and hurting the 

relationship. 

• Typically people care about the issue and the person 

involved. 

• People have few experiences or models of these 

conversations going well. 

• Often times there is a power difference between the 

people







SOLUTIONS.

Market

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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Industry

Show that we offer a 
solution that solves the problems 

previously described and identified. 

End User

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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Framing the conversation

What are the reasons for this
conversation?

Why do I need to have this conversation 
now?

What factors have contributed to this?

What do I want to happen?





SOLUTIONS.

Market

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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Industry

Show that we offer a 
solution that solves the

problems previously described and identified. 

End User
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THANK YOU.
FOR YOUR ATTENTION

+123-456-7890

Telephone Website
www.reallygreatsite.com

123 Anywhere St., Any City, ST 12345

Address

What to do INTRODUCTION DISCUSSION



SOLUTIONS.

Market

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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Industry

Show that we offer a 
solution that solves the problems 

previously described and identified. 

End User

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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SOLUTIONS.

Market

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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Industry

Show that we offer a 
solution that solves the problems 

previously described and identified. 

End User

Show that we offer a 
solution that solves the problems 

previously described and identified. 
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