Notes for Cooperation to Conflict session, Chesnut and Mannion 

Information shared was selected from portions of the following textbooks:
Introduction

Dee Chesnut

Diane Mannion I am a continuing education coordinator at the MCC –Longview. I have a Bachelor of Science in Information Mgmt, am currently working on my Masters in Management and Leadership and will obtain a certificate in Dispute Resolution. 

Today we will be discussing Cooperation in the Workplace and we will be using the concepts from:

Ury, William. Getting Past No. Bantam Books, 1993.

Dr. Ury co-founded Harvard’s Program on Negotiation and currently directs the Global Negotiation Project. Consultant and author of several books. Social Anthropology background.

Dana, Daniel. Managing Differences. MTI Publications, 2005

Dr. Dana is internationally recognized as the originator of Managerial Mediation. Former international faculty and founder of Mediation Training Institute International (MTI), located in Prairie Village, KS. Psychology background. 

Gilmore, Susan Fraleigh, Patrick. Communication at Work  3rd Edition. Friendly Press, 1993 Susan and Patrick worked together for over 30 years  in a variety of settings. Both have a PhD in psychology and have been coaching others to reach their maximum performance levels. 

Notes

We have opportunities for conflict each day. With 6.5 billion inhabitants on our globe – almost 300 million US citizens and almost 2 million people in the MO/KS metro statistical area (MSA – 2005 stats) It’s not about IF we’ll have a conflict in the future, it’s about being prepared for our next conflict. Will we do anything differently than we’ve done before?

CHANGING THE WAY WE LOOK AT CONFLICT:

· DIFFERENCES BECOME CONFLICT WHEN EMOTIONS GET INVOLVED

· Ury - If organizations do not work together, they may not work at all. The ability to cooperate with “perceived” adversaries is the key to survival. The less effectively we manage differences, the more conflict we experience as a result.

· Shift your perception to the fact that cooperation is a choice!

· Embrace the personal philosophy of BEING SOFT ON PEOPLE – TOUGH ON THE ISSUES! 
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TWO BASIC ROOTS OF CONFLICT:

· Power struggles

· Emotions – self esteem issues / saving face or shame issues / hurt feelings (most angry first experience hurt)


HOW DAILY DIFFERENCES SHAPE OUR LIVES:

· Workplace conflicts lead to stagnated careers, job stress, lowered productivity, lessened motivation, even termination and resignation. Not to mention the money lost on productivity and earnings.

· Emotional alienations lead to broken families, unrewarded marriages, troubled children, distant relationships, abandonment, and sometimes violence

· Chronic unresolved interpersonal conflicts cause needless emotional pain and wastefully drain individual vitality and organizational resources.



WRONG REFLEXES AND REACTIONS

· Fight (another name for coercion) – to protect ourselves from a threat by being forceful against another person

· Flight (distancing oneself from another person) – to avoid danger by escaping – removing ourselves from a perceived threat

· Wrong Illusions (distorted perceptions) – are we always correct in our perceptions?

· Bad Person Illusion (inflexible attitudes) – when we become entrenched in the idea that someone is totally bad and defected.

· The Win-Lose Illusion (adversarial) – only one person can win.

· The Boulder-in-the-Road Illusion (when we view a situation as impossible) - we can’t move around the problem



FIVE BARRIERS TO COOPERATION – BREAKTHROUGH STRATEGIES

· Don’t React – Go to the balcony! Don’t try to control the other person’s behavior. Instead, control your own. Don’t strike back, give in or break off a relationship quite yet. Don’t lose your personal power. Find a way to regain your peace. (Class exercise – discovering your balcony). Learn to recognize negative tactics used against you. Know your hot buttons and be emotionally in control against any negative reactions on your part. Buy time to think (Balcony!). 

· Don’t argue – step to their side. People with differences have more similar interests, needs and goals than we realize. Find those similarities and build on them. Learn to ask relevant, thoughtful questions. Asking sincere questions is a good way to find your way to similarities.

· Don’t reject what others have to say – Reframe. Reframing is another way of saying, ‘change the game.’ Be flexible and respond in a way that you encourage others to be flexible. Respond to unreasonable people by doing the opposite of what your negative emotions tell you to do. ‘Wear’ the attitude of – ‘How can we make this work for both of us.’   

· Build A Golden Bridge – After reaching agreement, forge an even stronger relationship than before. By suspending your reactions, defusing the other person’s negative emotions and reframing or changing any retaliatory or negative cycles, you convert positions into mutual interests. Look at conflict as a journey with another individual. Celebrate peaceful solutions.

· Use power to educate.  “The best general is the one who never fights.” -Sun Tzu. Be wise about conflict situations. Know that destroyed relationships are high prices to pay for being right and winning arguments. There is nothing wrong with having differences. Do your best to keep emotions out of differences and resort to conflicts rarely. Don’t leave a conflict without reaffirming the importance of the relationship. Let the other party know that your ‘golden bridge’ is open to them.  
Terminology that may be helpful in the future:

Aggression - Behavior intended to harm the interests of its target.

Ambivalence - The coexistence of opposing or incompatible attitudes, needs or interests in the same individual, resulting in uncertainty about courses of actions.

Blips – Conflicts of minor importance, easily resolved or disappear (Level 1 conflict)

Both-gain – An attitude of mutually beneficial outcomes

Breakthrough – Shifts of attitudes by both sides from adversarial to both persons against the problem.

Clashes – Conflicts, if disregarded, impair relationships (Level 2 conflict)

Conciliatory Gestures – Uncoerced behaviors, typically verbal, that display vulnerability to one’s opponent in conflict – kind gestures often used as trust building.

Self-Mediation – Managing differences between people, independent of outside mediators.

Inhibitory Reflex – The instinctive response to a conciliatory (kind) gesture displayed by an opponent in conflict, resulting in termination or suspension of aggressive behavior.

Mediation – The role of a neutral third party in facilitating the search for mutually acceptable, self-determined agreements between disputants.

Polarization – Opposite positions on issues in conflict

Power plays – The behaviors of coercion (fighting)

Projection – Projecting your unwanted feelings, attitudes, values, and beliefs onto other people.

Retaliatory Cycle – An interactive process in which two persons in conflict engage in mutual retribution and defensive counter attacks.


Where all think alike – no one thinks very much.” Walter Luppermann








Don’t be afraid of opposition. Remember, a kite rises against; not with; the wind. –Hamilton Mabie








Peace is not the absence of conflict but the presence of creative alternatives for responding to conflict… Dorothy Thompson





You can’t shake hands with a clinched fist. –Indira Gandhi








It takes to tangle, but it takes only one to begin to untangle a knotty situation. It is within your power to transform even your most difficult relationship.” Dr. -William Ury








Out beyond ideas of wrongdoing and rightdoing there is a field. I will meet you there. –Rumi 1207-1273








Speak when you are angry, and you will make the best speech you will ever regret. –Ambrose Bierce











�





When scolded by a Union person for speaking sympathetically about Southern rebels, Abraham Lincoln responded:  





“Do I not destroy my enemies when I make them my friends?” – Abraham Lincoln





�





Thank you for joining us today!


Diane Mannion & Dee Chesnut


� HYPERLINK "mailto:Diane.mannion@mcckc.edu" ��Diane.mannion@mcckc.edu� - 816.672.2369


� HYPERLINK "mailto:dee.chestnut@mcckc.edu" ��dee.chestnut@mcckc.edu� - 816.672.2253
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