


Indivadual Reflection

m \Write the word confilict in‘the center.ef ablank
piece of paperand draw a circle around 1t. Quickly
jot down all the'wordsg@nd"phrasesiy/ou associate
with the'word.eanflict by arranging them around
the'circle.







Indivaidual Reflexaon

m Review yourlist of associatiens:and
categorize them as,positive, hegative or
neutral. Count thetetal number of
pOSItIVe, negativeand neutral
assoclations,andscaleulate the
percentage that are positive.










Do you know, what percentage of
peoplenarmally hasnigher than

909%0 positive associations?
m |_ess than59%!

m Most people get lower than 50%

m Many have lowerthan-10%
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What 1s«confilict?

m Natural ocCurring process that eccurs
when people‘come together and

m PErcelve differences
m INnvasion amongsthem

m People live'in astate of negotiation




What 1s«confilict?

Conflict Is'a process that begins when
one,ofithe partiesto an interaction
perceives that another has frustrated,
or IS about'to frustrate one of his/her
needs or concerns

Thomas 1976




Teamworkichallengesand
Problems

m \What are:seme of the'most.common
challenges and preblems you’ve had
working intteams? Reflect for a
moment. Make a ITst.

m\What Is In Yourlist?




l_1st ofi some of. the challenges and
problems workingin teams

= Membersiwhordon’t show up ferfmeetings
or who show"tip'unprepared

m Members wherdominate the conversation

m Members wherdon’t participate in the
conversation

m [ime wasted by off=task talk

m Members who want to do the entire project
themselves because they don’t trust others




l_1st ofi some of. the challenges and
problems workingin teams

m Group meeting scheduling diffictlties
m No_clear focus‘or geal
m [-ack of clearagenda, or hidden agendas

m. Subgroups excluding.erganging up oniene
Or more members

m Ineffective or inappropriate decisions and
decision-making processes




l_1st ofi some of. the challenges and
problems workingin teams

m Suppression of:conflict or unpleasant
flare-ups among greup members

m Miembers not.doing their fare share.of
the work

m ack of commitmentto the group’s
work by some members




Identityingichallengesydifficulties
and barriers.to effective group

WOrk
m Reflect individually for a mement.andsstart a list

of challenges;dartiers, or proplems facing your
current group. I¥moreghan GnRe.greup Is involved,
list challengesgloarriers; and problems for all
groups

m Share the individtal list and create a joint™list that

Includes at least oneltem from.each group
member

m Be realistic and specific
m \Work cooperatively




Addressingarriers; challenges
and problems

Each groupisheuldiselect one itemfromgthe list

Clarify and make sure you have acommon
understanding of What theitem means or represents

ldentify threepossibleactions, that will-solve or
eliminate the barrer

Prioritize the pessible.selutiens: Plan A, Plan'B; Plan
C.

Focus on what will wWork: e pesitive and censtructive

Implement the solutions; report back; celebrate and
extend the ones that are effective




Ifference

|I ntrusion

SOLUTION: Communicate, Confront, Question [expecting
answer], tolerate
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ConflictzManagenient

To keep conflict productive and at the
very.least to prevent it fromecoming
destructive.

MortonDeutsch




Nature of Conflict

m Conflictis'a natural process
m.Can be positive ernegative

m Some conflict i1s good: It lays Issueson
the table, whichfiorings more
Information to ‘dealiwith the situation




How:can conflictive positive?

m Prevents.stagnation

m Presents divergent views.enriching
COnStructive experiences

m Calls attention_te,systematic preblems:
bring diversity:efzopinions; ideal for
brainstorming and leading the team to
think-out-of-the-box




5-SteprConflict Resolution

m Assessment

m Acknowledgement
m Attitude

m Action

m Analysis







Negotiating.Styles - Doer:

m The Doer negotiatoris interested INAwinninggand gaining
power: His/her.Concerns are:

Assuming that his/ler own ideas and approaches are best
Influencing through powerfuliactions

Arousing strong positive ornegative emotions In others
Not considering alternatives tnless they are his/hers
Acquiring a reputation ofgeosition

Imposing or hard-selling RIs/Aerewn peint of view:
Controlling the situation

Attaining status

Relying heavily on one-way communication




Negotiating:.Styles - Talker

m [he Talker negotiator style IS achievement
oriented and IStéoncerned aloUL:
=, Outperforming someene else

n \Meetingror surpassing a self=imposed standard of
excellence

s Striving to make agtinique contribution
m Setting long-term goals

= Planning to overcome personal or environmental
obstacles

s Competing for the sake of competing




Negotiating:Styles - Thinker

m This style Isinterestedin establishingymaintaining, or
restoring positive personal relationships. His/her concerns
Include:

Beingypart of a group or team

Striving foryoint understanding offproblems and goals
Being liked and accepted

Maintaining positive interpersonalirelationships

Looking for new approaches

Being involved with peaplemithe work situation
Encouraging explorationfand experimentation

Minimizing conflict while'maximizing results

Coming up with solutions to problems that benefit all parties
Encouraging two-way communication




Negotiating:styles - Guardian

m [ his security-orientedistyle:

Needs preparation/research prior toynegotiations
Takes calculated risks

Maintains stability,

ISwilling torconsider alternatives but needs proof of success
Dogsn*t'want problems or surprises

Is willing to let.others experiment

Expects rule of‘reciprocity

Resist change and new 10eas

Prefers highly structured; predictable systems
Needs trust and sincerity




Effectiveness of Negotiating Styles

Negotiator Effectiveness

what he/she wants
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Some manipulative tactics

m Blanketing: *How can:licontinue to buy.from you?
Everybody elseisilowering theirk prices.”
m Flinch: when mentioning provisions of:agreement.
m PartysL:“The report Is due temorrow”
m Party 2: “Tomorrow????” (flinch)
m Missingperson: “Ifcan’t discuss delivery times because our
scheduling manager Is,out forthe rest of the week.™”

m Deadline (artificial deaglinestorrtish:decision). =l have to
leave at noon and"l needtersign the agreement.”

m Nibbling: asking for additional small concessions, usually
at the last minute




Some manipulative tactics

m Moral appeal: “I_et’s be fair. Youcan’t-expect afirm price
with the problems i the economy”

m Limits: “I like yourproduet betterthan brand X, but | only
haver$1.0:000 to spend eniit™

m Competition: I like,your product but ACME down'the
street'sells almost the same thing for $100 less™

m Take it or leave 1t. ™ l@x0€t that price, you must guarantee a
volume of 200.000 gallens: 1*miserry. 1’d like to.do
business with you, butWejust can’t justify therbusinesson
a smaller volume. Thisiis It. Take it or leave it”

m Apparent withdrawal: give the impression of walking out




Some manipulative tactics

m | egitimacy: \Herels the graph fromithe. labgtests that
shows our grease nasgreater persistence anditackiness than
all other major branas.”

mAssociation: “We’ve been selling surfactants to many of
the'inaustry:leaders: Colgate, Proctor and Gamble and
Lever Brothers.”

m_Krunch: “you’ve'got te,do, better than that.”

m [f/Then: “If you™ll, give usitwao cents a pound-ofifithe price,
then we’ll double‘the Graer?

m Limited authority: “I can,make all decisions up to
$50.000”




Negotiation

m Principledinegotiation
m Separate peoplefrom problem
m [FOCUS ON Interests; ROt positions
m Invent optionsgferymutual gain
m Insist on using GRJECtIVE criteria




Negotiation

m Interests (Whyy)

m Issues (What)

m [angibleitems that.a person believes must.be
distributedier dealt with to resolve a conflict

m Positions (How)

m Specific actions and agreements desired by
each party and explained at the beginning of
each negotiation.




Negotiation

m Degrees ofidesire
m \Wish: the best result you‘can imagine

m Aspiration: LLevel®y/ou expect to achieve
IN a negotiatron

m Bottom line: the veny least you'can live
with, the point'where you’re willing to
walk away




Negotiation

m Best Alternative To a/INegotiatéd
Agreement: If you,don’t reach agreement,
It’spyyour best altermative. To'develop your
BATNA requires

1, Inventingalisiyef actions you can take Ifino
agreement; Is reached

2. Improving the'possiBie actions and
converting them into practical options

3. Selecting the one option that seems lbest




Negotiation

m  \Worst Alternative Toa Negotiated
Agreement: It Isithe standard by
WhHICch-to measure the worst possible
outcome, Askis‘Seawhat If your
bottom line IsA*t met?” Project the
worst possible.scenario. It willhelp
you be realistic about your aspiration




TomiandiJerry...and the

nNouse
m Tom must sell his house; Tom Jerry
he IS moving outefitewn. Wish $150K
His wish.is $150K,
aspiration leveliis $130K g\spiration
. ) $130K :
and will*loose mongy if he g  Bottom line
sells for less than'$90K: R iﬁ?r';ion
m Jerry needs to buy,a § $100K
house. His aspiration Bottom line S
level is $100K, cannot YR Wish $75K

afford more than $125K
and he would wish to pay
$75K
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