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Good Fights vs. Bad Fights

What it takes to have productive, creative and strategic conflict:
1. Open

2. About ideas, not personalities
3. Where people value the process of creative conflict

4. Where people skillfully manage their emotions 

In your workplace, which of these skills do people demonstrate?

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Three Keys to Strategic Conflict Management
I. Leadership

II. Preparation
III. Purpose
Which of these strategies do you most lack?

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Mapping Negotiation and Conflict









Map a current conflict you are struggling with.

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Historical Issues


Present Issues


“Beyond Issues”

List in each column, issues you are dealing with in a current conflict.

____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
Decision Process   


 Pros/Cons
     


Description

Unanimity







Everyone’s first choice
Happens to be a Mexican restaurant.

Decision Process   


 Pros/Cons
     


Description

Convincing Argument
One person likes a French restaurant. After presenting advantages, everyone is convinced this option is better than their original preference. 

Decision Process   


 Pros/Cons
     


Description

Follow a Popular
One person wants to go

Leader
 to a German restaurant; everyone else wants to do whatever that person wants more than they want their own food preference, or they believe that person knows better what is best for the group than they do.

Decision Process   


 Pros/Cons
     


Description

Compromise
Some want Thai food, some want seafood, and some want McDonald’s. They decide to go to a Thai place this time, seafood next time and McDonald’s the next time. Or they go to a different Thai restaurant that serves all 3 choices, but the food is not very good.

Decision Process   


 Pros/Cons
     


Description

Intensity of
Maybe the 5 who want

Preferences 
Thai food really just want ethnic food, the seafood lovers don’t like spicy flavors and the McDonald’s person only has $3 to spend. 

Decision Process   


 Pros/Cons
     


Description

Meeting Everyone’s 
They decide to go to a 

Needs; True 
 Japanese restaurant 
Consensus
(ethnic, but not spicy), and everyone chips in to cover the cost over $3 for the poor person.

Seven Tools to Use Consensus
· Step 1:
Decide if Consensus Is Really Required
· Step 2:
Identify Need and Interests

· Step 3:
Use a Facilitator

· Step 4:
For Contentious Issues, Conduct a Written Survey

· Step 5:
Use Subgroups for Small Groups of Polarized Positions

· Step 6:
Allow Sufficient Time for Consensus Decision-Making

· Step 7:
Educate Your People about the
Decision-Making Process

Variables of Agreement








*Variables of agreement. (Adapted with permission from Kaner, Sam. Facilitator’s Guide to Participatory Decision-Making. Gabriola Island, BC: New Society Publishing 1996)

Lynne Eisaguirre (pronounced eyes-a-gear) has two new books; We Need to Talk Tough Conversations with Your Boss: Tackle Any Topic With Sensitivity and Smarts and We Need to Talk Tough Conversations with Your Employee: Tackle Any Topic With Sensitivity and Smarts (Adams Media January 2009). As well as many other books on diversity and harassment. She has presented speeches and seminars to hundreds of organizations across the United States and Canada, including Harley-Davidson, Southwest Airlines, Bristol Myers Squibb, CH2M Hill, Sun Microsystems, Oracle, Coors and Excel Energy. Her company, Workplaces That Work, offers a variety of professionals trained in different disciplines who provide human resources consulting, speaking and training in the areas of conflict management and negotiation, leadership, employee retention, diversity and harassment. Lynne’s business experience includes founding and managing a public company, practicing litigation and serving as a law professor, professional arbitrator and mediator. She has published articles in many national and international magazines and newspapers, has appeared on ABC News and Bloomberg TV, and has been quoted as an expert on conflict, diversity and leadership in the San Francisco Chronicle, Entrepreneur, Executive Excellence, The Denver Post, The Orlando Sentinel and many other media sources. Lynne appears as a workplace expert on CNN Headline News.

You can sign up for Lynne’s newsletter and read her blog at her website, www.workplacesthatwork.com.

You can also follow Lynne on Facebook, LinkedIn, Twitter and YouTube!
Enthusiastic Endorsement: 


“I love it!”








Endorsement: “I think it’s okay.”








Endorsement w/ Minor Concerns: “I have a minor issue.”








Abstain: 


“I don’t care. I have no stake.”








Individual Concern: “I think it’s good for the organization, but it causes me individual problems.”








Concerned but Willing to Go Along: “I’m concerned but I will go along.”








Concerned and Not Willing to Go Along: “I’m not sure this is best, but I don’t want to veto.”








Veto: “I block this proposal.”
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