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“What a timely book for business managers and anyone who manages people.  Most of the 
time people don’t take responsibility because their responsibilities are not clear to them.” 

-- Tina D’Aversa, Publisher SPORTING KIDS MAGAZINE 
 

THE ART OF CONSTRUCTIVE 
CONFRONTATION 

How to Achieve More Accountability with Less Conflict 
by John Hoover & Roger P. DiSilvestro 

 
There is a seemingly endless supply of new and over hyped methodologies for helping businesses get 
things done. But none of those methodologies address one of the most fundamental problems in 
business today: our fear of face-to-face confrontation.  

THE ART OF CONSTRUCTIVE CONFRONTATION (Wiley, July 2005, $xx) shows why confrontation 
isn't something we should fear at all, but is instead something we should embrace and use to our 
advantage. Constructive confrontation can be the difference between people just doing things and people 
getting things done.  

Often, when we think of confrontation, we think of conflict and anger. But constructive confrontation isn't 
conflict; it's a structured, systematic approach to decreasing conflict and increasing accountability in the 
workplace. Unlike other business improvement methodologies, it doesn't cost you money and you can 
implement it today. Constructive confrontation works because it's simple.  

In THE ART OF CONSTRUCTIVE CONFRONTATION, authors JOHN HOOVER and ROGER 
DISILVESTRO present their straightforward, common sense system in three easy steps.  

● PART 1: COMMITMENT: Parties discuss specific goals, the schedule for reaching 
the goals, and the process for achievement.  Confrontation becomes a negative and 
potentially frightening proposition when it’s not engaged early enough. 
 
● PART 2: CONFRONTATION: It is misunderstood, avoided, and not applied as soon, 
or as often, as needed.  It can be the most powerful tool in your arsenal for increasing 
accountability and decreasing conflict. 
 
● PART 3: CELEBRATION: Rewarded behavior is repeated behavior.  Celebration 
helps keep confrontation constructive. Just as success over time builds confidence, 
appropriate recognition for every level of effort builds goodwill and the desire to meet 
and exceed expectations the next time around.   
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As team members and team leaders journey through the cycle from start to finish, constructive 
confrontation provides ample opportunity for course correction and adaptation to new realities. Not only 
is it simple and effective, it's flexible and adaptive—and it works for any business in any industry. For 
anyone assigned to a task or project, as well as the leaders responsible for seeing that the work gets 
done—and gets done right and on time—THE ART OF CONSTRUCTIVE CONFRONTATION is the 
most powerful tool available to increase accountability and decrease conflict.   

 
The authors describe the process for in three steps: 

 
For more information about THE ART OF CONSTRUCTIVE 
CONFRONTATION or to schedule an interview with the authors, 
please contact Newman Communications at 617.254.4500. 
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