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Conflict Resolution & Negotiation


Conflict Resolution
• Conflict arises when two or more individuals perceive that 


their goals are in opposition


• Two general forms: task and relationship


• Task conflict is conflict related to how the work gets done


• Can be positive if it is managed effectively


• Relationship conflict is related to interpersonal issue 
between people doing the work


• Almost always bad for performance 


Conflict Resolution
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Concern for Other’s Outcomes


Conflict Resolution
• Video: The Office


• Why is Michael’s conflict 
resolution style ineffective?








Negotiations
• Why do you need to care about negotiations as a 


leader?


• Why not just exercise your power/influence and tell 
people what to do?


Negotiation
• A discussion between two or more parties with the goal of 


resolving divergent interests


Distributive Bargaining
“Slicing the Pie”


• Win-lose negotiating over 
a “fixed-pie” of resources


• “Zero-sum” condition


Integrative Bargaining
“Expanding the Pie”


•Use problem solving and 
mutual respect to achieve 
a win-win scenario








Debunking Negotiation Myths
• Myth 1: Good negotiators are born


• Training is useful and relevant; everybody can learn to 
be a good negotiator


• Myth 2: Experience is a great teacher
• More experience can create overconfidence


• Myth 3: Good negotiators take risks
• The data is your friend. Risks generally aren’t necessary


• Myth 4: Good negotiators rely on intuition
• Preparation is the key to good negotiating


Terms to know
• BATNA 


• Best alternative to a negotiated agreement
• Could be another job offer, going back to school, 


living in your parent’s basement...
• Reservation price 


• Your “walk away” price
• Target price (also called aspiration price):   


• Your goal
• You’re a happy camper if you get this...


Negotiations
• Movie:  Nightcrawler








Negotiations
• Movie:  Nightcrawler


• What is his BATNA?
• Reservation price?
• Target price?


Distributive Bargaining
• Assumes your interests and other party’s interests are opposed


• Strategies: 


• Know your bottom line (BATNA), 


• research the other party’s interests & BATNA, 


• set high aspirations, 


• make first offer, 


• counteroffer immediately


• Each side seeks an agreement that benefits both parties


• Collaborating to find a “win-win” solution


• Strategies:  Focus on interests; be open; be fair ; use reason, 
not pressure


Integrative Bargaining


Signs of 
Win-Win Potential


• More than one issue
• Potential for side deals
• Parties have different 


preferences on issues


Faulty Perceptions of
Win-Win Potential


• Compromise
• Even split
• Feeling good


What is your first priority?
• As a leader is your goal to maximize your outcomes?


• NO.
• Maintain a good relationship
• If you are in a one-shot negotiation then this rule does 


NOT apply
• If you’re buying a house or a car, you don’t really 


care if the other person still likes you








What do you want?
• Figure out what you really want and what the other 


party wants 


• Don’t get caught up in milking every last concession or 
cent from the other party


Next Time:  Kay Sunderland Case












	Applied Sciences
	Architecture and Design
	Biology
	Business & Finance
	Chemistry
	Computer Science
	Geography
	Geology
	Education
	Engineering
	English
	Environmental science
	Spanish
	Government
	History
	Human Resource Management
	Information Systems
	Law
	Literature
	Mathematics
	Nursing
	Physics
	Political Science
	Psychology
	Reading
	Science
	Social Science
	Liberty University
	New Hampshire University
	Strayer University
	University Of Phoenix
	Walden University


	Home
	Homework Answers
	Archive
	Tags
	Reviews
	Contact
		[image: twitter][image: twitter] 
     
         
    
     
         
             
        
         
    





	[image: facebook][image: facebook] 
     









Copyright © 2024 SweetStudy.com (Step To Horizon LTD)




    
    
