




A Process to Build & Lead High Performing Teams:
The DASR Technique Worksheet  
The DASR technique helps to make your feedback more effective when you have a very specific message to deliver. DASR stands for describe, acknowledge, specify, and reaffirm. Each step is shown below. When using this tool, consider how many different issues you may need to address with an individual and how many different items of feedback they may be able to handle in one exchange. Use the “Giving Feedback—Planning Worksheet” to plan out a larger strategy for delivering feedback on multiple topics.

This guide has been created with materials from the Wake Forest School of Business Organizational Behavior group. 

Step 1: Describe

At this stage, describe what you have observed about the person’s behavior or performance. Avoid starting statements with “you” statements—these can sound as though they blame the recipient of the feedback. Instead try to describe what you have observed. Say: “I noticed . . .” or “I saw . . .” 

Example: Start with an “I noticed . . .” statement that describes the behavior without judgment, exaggeration, labeling, attribution, or motives. Just state the facts as specifically as possible.

“I noticed when you  . . .

Insert the complete thought. 

Step 2: Acknowledge 

Acknowledge the impact that the recipient’s behavior or performance has on you or on others. Say: “I felt angry when you . . .” Do not use sweeping statements such as “You always . . .” or “You never . . .” as this encourages conflict and disagreement. Be specific about what you say, and do not let sarcasm and emotion creep into your feedback.
Example:

Tell how their behavior affects you. If you need more than a word or two to describe the feeling, it’s probably just some variation of joy, sorrow, anger, or fear. Also, say why you are affected that way. Describe the connection between the facts you observed and the feelings they provoke in you.

“I feel, _____________________, because I ___________________

Now pause for discussion and let the other person respond. 

Insert the complete thought. 

Step 3: Specify 

At this stage, be direct, and actively give suggestions about desirable behavior. An example is: “How about if I remind you to do the reports the day before they are due—how does that sound?” Encourage the recipient to make suggestions.

Example:

Describe the change you want the other person to consider and why you think the change will alleviate the problem.

“I would like __________________ because ________________________.”

Insert the complete thought.


Step 4: Reaffirm
Reaffirm understanding and commitment to change. Confirm that you have faith in the person to make the changes in behavior or performance. End your feedback by confirming what you have both agreed to. Say: “Thanks for agreeing to get your work in on time. I’m sure that this will help you to get on top of your work more easily.”

Example:

Listen to the other person’s response. Be prepared to discuss the options and compromise on a solution.

“Do I have your commitment to ___________________?”

Insert the complete thought.

When you [do this], I feel [this way], because [of such and such]. What I would like you to consider is [doing x], because I think it will accomplish [Y]. What do you think?


Example:

“I noticed when you are late for meetings, we get upset because the group has to wait to start the meeting and then we are unable to get through all our agenda items because there is not enough time left. I would like you to consider finding a way of planning your schedule that allows you to get to these meetings on time. That way we can have more productive meetings, and everyone can keep to their schedules for the rest of the day. I know you are a professional and respect others’ time.” Pause for reaction. “Do I have your commitment to be on time for future meetings?”
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