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UNIT 9
MANAGING CONFLICT.


Q1 
Conflict is the result of contrasting values and interests on an issue which results in a threatened position to others. 

Conflicts occur when there are differences between people when they disagree over matters of motivation or their perceptions on issues. These issues may seem small or big to the outsider to the conflict, but very existential to the feuding parties in any conflict situation. 

Conflicts, however undesired, are a normal part of every healthy relationship as its not always possible for different people to always agree on everything all the time.  Indeed, to do so would stifle creativity and motivation of brilliant ideas in others in that relationship. 

Conflicts not understood or properly resolved in order for the threatened party to be able to move on can contribute to arguments, low productivity and continued disputes at the workplace or in a relationship. 

It is therefore, very important not to avoid dealing with conflicts, however difficult they look to us. While conflicts cannot completely be removed as people continue to engage, it is important to reduce them and their impact on relationships both in personal and business relationships. 

Conflict is avoided or reduced by very deliberate set of actions and decisions, some of which are; 

Respecting the relationship be it a business or personal one. This has the values of treating parties to the engagement with respect in what they value as their way of life or principle. 

Be very empathetic to the needs and concerns of the parties in such relationships. This is done by being understanding of the problems of other parties in a relationship.  

Resolving dangerous misconceptions about issues that occur in the relationship, as this has a way of making clear, any thorny issues which if left unchecked can create conflicts.  

Q2: 
The three F in conflict and conflict management are a system of approach used to get to the heart of any conflict situation, with the aim of carefully dealing with the difficult person in the conflict. These are namely, Facts, Frequency and Frustrated relationship. 

Facts: 
To successfully engage the difficult person in a conflict to a resolution, one must create a list of sure wrongs and plan how the meeting with that arty must be held without side issues or any mention of previous matters. The facts must be relevant to the meeting and topic of the meeting. 

Frequency:
One must have a proper record of the frequency of the issues of concern to be discussed at the meeting to find answers and resolution. How often have these wrongs been from the party of interest. 
This reveals to the party that as their supervisor or partner, you have noticed such acts on their part and you don't think it is okay for it to continue.  

Frustrated Relationship: 
Here, you discuss with them how much toll their negative behavior is having on your ability to trust them in the relationship. This leads to a reduced role for them on the job as you cannot trust them to do a good job due to their constant repetition of the same errors that you have both discussed and agreed onto improve. 

Let the discussion be more about the failing trust and damaging relationship than it is for now about their actual mistakes. 

This way, you bring their minds to the much bigger relationship that is under consideration for saving, which leads on to a change in behavior for the positive.  


Q3: 
NB: 
I apologize for my inability to draw the steps in question 3, due to a problem with my computer, I have been writing the last few assignments from my mobile phone. 


STEP 1; RESEARCH:
- Decide if the issue is worth your time
- Clarify the problem
- Determine the facts, frequency and frustrated relationship.  

STEP 2; PRESENTATION:
- Host the difficult person in a conversation 
- Create a safe zone
- Describe the behavior gap
- Make it easy

STEP 3; TAKE ACTION:
- Create agreement 
- Create an action plan
- Follow up 

An explanation of the three tier conflict resolution models above is that it forms a series of steps by which the difficult person identified is carefully taken through steps to make them aware that their behavior is becoming or has become toxic to the relationship, and given a chance to work through a solution to save that relationship with the other parties. 

The steps summed up above is, locating the problem, presenting it to the person and together with them, finding a lasting solution to them and saving the relationship. It must first be carefully decided if the issue is actually a problem, if it is, whether it requires attention or can be avoided.  

Where the decision is make that it requires attention, then a determination of the facts relevant to that particular problem must be gathered, including the frequency of it and the toll of the behavior in frustrating relationship. 

The second phase is to set up a conversation with the person in a very safe zone for privacy and safety reasons, bearing in mind the person's previously known history of aggression, to make it easy for both parties in the matter. 

The third and final level is where agreement plans are agreed and created with the person, setting out what has to change and sometimes given set time lines to achieve these. This stage is called the action stage which is followed up to ensure full compliance. 
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