[image: BOLC_Logo]                                                                  
   Assignment Cover Sheet





	Student Name:
	John Rose

	Student Number:
	23053

	Course:
	Conflict Resolution- Getting along in the work place

	Assignment NO:
	2 Different types of conflict



Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	Please insert your completed assignment (in word format) here:

Q: 1: Short Questions (15)
I. What is the difference between the Lose-Lose and the Win-Win outcomes of
conflict? 
A Lose-Lose conflict outcome is where neither party gets their desired outcome, and it is very likely that the conflict will have both parties feeling negative and a resolution is unlikely to be reached and therefore little progress will be achieved. 
A Lose-Lose outcome usually comes from poor recognition of confrontation and a lack of proper problem solving, where smoothing and avoiding are the default settings. This can be made worse if it involves people with a spontaneous character rather than a reflective nature and can prolong the entire resolution process and even cause it to regress.

A Win-Win conflict outcome on the other hand, can be arrived at by regularly addressing the issues, and can be augmented with the added factor of problem-solving, and is very useful in defining and resolving conflict. This is a more positive avenue involves recognition by those involved that something is not right, and when augmented with problem-solving and engaged in by all parties, the conflict actually gets resolved. With this method comes the added benefits of negating the need to continue with the conflict or have it re-emerge at a later date. As all aspects of the conflict are confronted and addressed. Win-win outcomes occur when all involved understand one another`s desired outcome and points of view, and again we can see the value of the Johari Window in reaching this level of understanding. Therefore, bringing “Hidden” issues into the “Open” area allows the conflict to be understood and provides a starting point for effective problem solving, whereas avoiding the issue or dealing in compromises could leave one or more of the parties involved feeling resentful and that their outcome has been suppressed.
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II. Define the arbitration technique for the resolution of disputes.

 Arbitration is a process which involves the intervention of a neutral third party, who`s role is to determine the way a resolution should be met. All parties must be in agreement with this process and to it proceeding. They must also be aware that all sides may have to give up on a particular stance or point of view to find common ground and ultimately come to a mutual outcome. This usually occurs when all desires are in the “Open” area, but problem solving becomes an issue or a stalemate cannot be broken. 

III. What is a Win/Lose Strategy?

A Win/Lose Strategy is one where only one party has a desired outcome with no resolution for the losing party. The issue with a Win/Lose Strategy, is that although you may end up with your desired outcome the other party does not. This apparent victory may leave you feeling like you have won and a resolution has been reached, but for the other parties it has a different outcome with no perceivable resolution, this will leave them with feelings of resentment and suppression. This will almost certainly lead to hidden conflict and there is a potential for this to surface again as it has not been resolved for both parties.


Q: 2: Discuss the different stages of conflict. 
Latent Conflict
This is the foundation phase for conflict. Where it has not been outwardly expressed that there is an issue and it is unrecognised by either party and remains in the “unknown” area of the Johari Window. This will lead to the conflict escalating and moving to the next stage as the desires of each party are unknown and therefore both parties are working toward their own ends unaware of what they are communicating to each other, verbally or though other mediums.  

Perceived Conflict
Perceived Conflict is the stage at which one or both parties are aware of the cause of the conflict. For example, management my issue new work policies that change routine for workers, this may be seen as progress to the management, but it may feel to the workers that quality or safety may suffer as a result of this change.

Felt Conflict
Felt Conflict is where tension is starting to build up, and this leads to visible signs of conflict such as short-temperedness with colleagues, or behaving in a negative way or resorting to negative remarks. It is important to understand that the transition though the stages of conflict can be swift, and progression to the next level can happen very quickly. Conflict does not necessarily have to pass through each individual stage in order, and each party may be at different stages to each other at any given time.

Manifest Conflict
This stage is where the conflict is very much on its way and the tension and issues are easily seen by both parties as well as on lookers. Feelings and opinions are no longer hidden or held back.  Arguments and disagreements can be very open and may happen in front of others who are not necessarily involved in the issue. These can include a myriad of scenarios, such as a shouting match with a boss and employee, arguments between spouses, or teenagers and parent, etc.

Conflict Aftermath
This is the stage at which the conflict has been either resolved or suppressed, and a newer stand point has been reached. This enables the conflict to lead to a more effective cooperation between the parties or for a new conflict and a higher conflict level to manifest. In some cases, the resolution can be positive one if things can be move into the “open” area of the Johari model in which proper problem solving is applied. This in turn may lead to a stronger working relationship and positive rapport between the parties.

Q: 3: Describe the six stages of the Struggle Spectrum. 
Stage 1: Mild Difference
Differences and conflict between people may and often do, start out as very small or minor differences. At this initial stage both of the parties involved deal with the problem in a way that allows them to mutually get together and discuss the matter openly and come to some understanding of each other`s needs and desires, and attempt to solve the problem to a mutual advantage. This however may not be achievable and this in turn will lead to the escalation of the dispute. 

Stage 2: Disagreement
If the stage of Mild Differences cannot be resolved, or a party chooses to avoid or smooth the situation an issue may fester and become a tangible disagreement. When conflict reaches this level the parties involved will begin to show signs of polarisation. We then see a shift from the mild differences stage to full disagreement, this is where are our stand point may become more of an issue to us than our initial differences. What we can do at this level, is to bring things into the open and apply good problem solving and reflectiveness and avoid spontaneous reaction as this will direct the conflict in a negative direction and away from a positive outcome. 



Stage 3: Dispute
Here at the Dispute stage communications have escalated and conversations will by now be heated. Both parties now view each other in a negative way and may accuse each other of improper behaviour and past issues may resurface. This is almost certainly the case if there has been a Win/Loose outcome for one of the parties in the past, and avoidance and smoothing have been the default setting for such conflicts within an organisation or relationship. Emotions become elevated and disputes become intense arguments, and threats are not uncommon. Communication may be very limited and tensions will run high.

Stage 4: Campaign
At this stage if both parties fail to find resolution the conflict may escalate and move to the campaign level.  When this point is reached both parties start to expand the conflict and will start to recruit support to their cause. This is usually done by word of mouth, but in a campaign of a much larger scale social media may also be employed as a tool to gain support. A valuable and critical tool at this stage is persuasion. At this stage of the conflict a win-lose outcome is very much the focus, and each party seeks to speaks to their own audience in an attempt to gain support, rather than to each other in an attempt to secure a mutually beneficial outcome. Neither parties at this point are showing any sign that they are willing to compromise or that there is any movement towards mutual understanding.

Stage 5: Litigation
This is basically the use of legal action to resolve a dispute or conflict. Here we have two options or levels. Arbitration which is a milder and less formal option at this stage and involves the intervention of an arbitrator. Witnesses give their statement and are generally looking for a Win/Loose scenario for their party. It is the role of the arbitrator to select aspects of these statements and make a final decision on the outcome. A more format version of litigation is Legal. This is where the role of arbitrator is assumed by a Judge and a legal outcome is sought. Here both sides of the dispute are presented and the Judge comes to a finding and a ruling made.
Stage 6: Fight and/or War
This is the final stage and is usually demonstrated by violent and destructive behaviour. Methods that can be exhibited may include: military action, homicide of a partner, workplace or domestic violence, are used as means to gain a perceived advantage over the other party.
There is still a form of communication at this stage, but it has long passed the form of conversation as a medium for communication, and moved to more extreme methods that are very physical and aggressive in nature. These methods may include the use of weapons, punching or kicking someone, or throwing an object at them in order to dominate and secure a perceived victory. 
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