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In a Nutshell
The seven stanes of confict mansgement ane:
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Conflict Management Strategies A4

11.4 Define and distinguish between the effective and ineffective cnnﬂld
management stralegies. F 4

In managing conflict, you can choose from a variety of strategies, whﬁ we will con-
sider here. Realize, however, that a variety of factors will in ﬂﬁﬂ' the strategics you
choose (Koerner & Fitzpatrick, 2002). Understanding these faftors may help vou select €

more effective strategies to manage conflict with success. [

* Goals The goals (short-term and long-term) wish to achieve will influence

your choice of conflict :.l.ratl..gins If ymﬁ ant to enjoy the moment, you {
may want to simply “give in" and ign difficulty. On the other hand, if you
want to build a long-term n‘l.‘llilmhlzv"}l.'ll.l may want to fully analyze the cause of a
the problem and to choose s,a.mpc-f._pﬂ"\’ﬁ strategies.

* Emotional state When you're m you're |1kE}!. e use conciliatory strategies
designed to make peace; wifen veti're angry, you're more likely to use ilrate-gle-s
that attack the other person,

* Assessment of the sﬁﬂnn Your attitudes and beliefs about what is fair and
equitable will influenceyour readiness to acknowledge the faimess in the other
person’s position. Your own assessment of who (if anyone) is the dause of the
problem .;;ﬂi_‘ivﬂl;nﬂl.lencc your conflict style,

. Femnﬁy and Competence If vou're shy and
unasserfivé, you may want to avoid a conflict
_,pﬁ'than fight actively. If you're extroverted

4 and have a strong desire to state your position,
you may be more likely to fAght actively and Utl'
argue forcefully. =

* Family history If your parents arguedy abont
money or gave each other the s.tll:J;)_I treatment
when conflicts arose, you're likely to Tepeat these
patterns yourself if you aren t,m'mdl'ul of your

conilict strategies.
£,

Before examining these“various strategies, take
the seli-test “Conflict Management Strategies,” and
examing your own patterns of conflict management.

Win-Loseand Win-Win Strategies
As noted in the discussion of conflict styles, you can VIEW
lock at i‘nterpersnnal conflict in terms of winning and How would you compane interpersonal conficls in Gces o face encounfers

losing, Obviously, solutions in which both parties win a0 on social media sitas? Are the issues arguand about the same? Are Thi
are the most desirable. Perhaps the most important  atiempts af resohang the confict the same?

POINTS: Social Network Conflicts
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252 Chapter 11

Test Yourself
CONFLICT MANAGEMENT STRATEGIES
The following statements refiar 1o ways in which people engage in infenpersonal confict.

Fespond to each statement with Thue if this is a genemlly accurate description of your
Interpersonal confict bahavior and False i the statemant i a generally maccuraie description

of your behavios,
1. | strive to seek sokutions that will banefit both of us. r.umcalmnoms-dnmﬁyhmrmasutmmhu
2 | ook for solutions that will gree me what | wani. parsan.
—— 3 | confront conflict situations as thay amve —— B | advance.ie strongest arguments | can find avan
4. | avoid confiict situations as best | can, Mmase person, -h-,'

5. My messages are basically descriptive of the events — 9. i canlen my Afguments on Issues miner than on s
leading up to the conflict, - .
8. My messages ane often judgmental. — 10| usgMessages that may attack 3 person's self: '
“¥rage if this will hedp me win the argument. \.)'b
This selt-test was designed to sensitize you 10 5ome of the confic lim be disoussed v
in this saction of the chapter. it i not imtended 10 gve Yol a spacific’ A ' j
however, you'd be following the general principles of effectve interpersonal confict ®
rmanagemant |f you answared True 1o the odd-numbered statements (1, 3, B, 7, and ) » 4
and Faisa to the even-numbered statements (2, 4, 6, 8,9 As you think about your .*-'hf’
mmmmmmmmwm can do 10 mprove your own J
conflict management skllh.ﬂl-u'l'slhawtdlnﬁﬁmt saction, J‘}
W
>y

m is that win-win splutions lead to mi
resentment that win-lose solutions often _. i
developing win-win solutions makesthe next conflict less unpleasant; conflict can
more easily be viewed as “solving apu * rather than as “fighting.” Also, win-win
solutions promote mutual face-savi ';,hnlh parties can feel good about themselves.

%

Finally, people are more likely o, by the decisions reached in a win-win conflict
than they are in win-lose or situations.
In sum, you can look lutions in which you or your side wins and the other

person or side loses {wi&m solutions). Or you can look for solutions in which yvou
and the other pq:rsal.w:-th win (win-win solutions). Too often, we fail to even con-
sider the possibil [ win-win solufions and what they might be.

Take an inl{ rpersonal example: Let’s say that | want to spend our money on a
new car (ugd d one is unreliable), and you want to spend {t on a vacation (you're
exhaus feel the need for a rest). Ideally, through our conflict and its resolution,
we e what each really wants. We may then be able to figure out a way for each of

_'\ et what we want. | might accept a good used car, and you might accept a less
. mensive vacation. Or we might buy a used car and take an inexpensive road trip.
% Each of these win-win solutions will satisfy both of us; each of us wins, in the sense
) that each of us gets what we want.

.;-j' Instead of approaching coniflict with a win-lose mentality, consider the advan-
Y tages of win-win possibilities:
h 4 * Brainstorm potential win-win solutions.

* Focus on areas of agreement; see the other person’s point of view,

* Be willing to give up something (but not everything) for the sake of the other
person and the relationship.



