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�A distinction leaders frequently get wrong, in both directions

Some leaders avoid being direct because they worry that any firmness will be read as aggression.

Others believe forceful, pointed communication is simply what assertiveness looks like, and are

genuinely surprised when it damages trust. Both misread the actual distinction, which has less to

do with how firm or direct a message is, and more to do with whether it respects the other person

while being delivered.

�What actually separates the two

Assertive communication respects both parties; aggressive communication prioritises only the

speaker. An assertive statement, "I disagree with this approach, and here is why, I'd like us to

discuss it," makes a clear claim while leaving room for the other person's perspective. An

aggressive version of the same underlying point, "this approach is clearly wrong and I don't

understand why anyone thought it would work," makes a similar claim while discounting the other

person entirely.

Assertive communication addresses the issue; aggressive communication often addresses the

person. "This report had three significant errors" is a direct, assertive observation about the work.

"You're careless with details" shifts the same observation into a judgement about character, which

tends to trigger defensiveness regardless of how accurate the underlying concern might be.

Assertive communication can tolerate disagreement; aggressive communication often seeks to win.

A leader communicating assertively can hear "I see it differently" and genuinely engage with it. A

leader communicating aggressively often experiences disagreement as a challenge to be

overcome, which tends to escalate rather than resolve the underlying issue.

�Why leaders cross the line, even when they do not intend to

Pressure and frustration are the most common triggers. A leader who has raised a concern once,

gently, and seen no change, may escalate the next attempt into something sharper, sometimes

without fully registering the shift themselves. Fatigue plays a role too; the self-regulation required to

stay assertive rather than slide into aggression is a real cognitive resource, and it depletes under

sustained stress, a pattern closely related to the discussion of derailers in Hogan-informed views of

executive presence.

�Signs you may have crossed the line

The other person becomes notably quieter or more guarded rather than more engaged. The

conversation starts addressing character or intent rather than the specific issue at hand. You

notice, afterward, that you said more than the situation required, or said it more sharply than you
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had planned. None of these are catastrophic on their own, but a consistent pattern is worth

addressing directly, ideally with honest input from someone who has observed it.

�Recovering when it happens

A brief, direct acknowledgement, "I was sharper than I meant to be just now, let me restate that,"

tends to repair the moment far more effectively than either ignoring it or over-apologising at length.

Leaders who can recognise and correct this in real time, rather than only reflecting on it afterward,

tend to build more trust over time than leaders who rarely cross the line but also never visibly

notice or own it when they do.
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