Conflict Resolution Strategy Style

(adapted from Stacy Bradshaw)

30 – 40 minutes

http://www.oup-usa.org/sc/0195219104/student/exercises/exer7.shtml
The textbook definitions of resolution styles vary slightly from this activity. This exercise builds team cohesiveness as an in-class activity both for discovery of differences in shared meanings of proverbs and recognition of different styles of conflict resolution. 

Dividing students into teams, one student reads the proverb and each member records a scaled answer whether they believe that the proverb offers a desirable or undesirable method for resolving conflict. More often than not, students need to discuss what each of the proverbs means to them before they can score an answer. 

After mathematical calculations are completed, each team records their answers on the board (by team without individual attribution). Insights, strengths and weaknesses of various styles, gender differences, cultural differences, and context influences are discussed.  

CONFLICT RESOLUTION STRATEGY STYLE

DIRECTIONS:  Indicate your opinion of each of the following short proverbs as a conflict strategy. In each case ask the question: How desirable is this strategy as a method for resolving conflicts? Using the following key, write the appropriate number in the blank to the left of each proverb.

               1 = Completely Undesirable

               2 = Undesirable

               3 = Neither Desirable or Undesirable

               4 = Desirable

               5 = Very Desirable

_____  1.  You scratch my back; I'll scratch yours.

_____  2.  When two quarrel, the one who keeps silent first is the most praiseworthy.

_____  3.  Soft words win hard hearts.

_____  4.  A person who will not flee will make the foe flee.

_____  5.  Come and let us reason together.

_____  6.  It is easier to refrain than to retreat from a quarrel.

_____  7.  Half a loaf is better than none.

_____  8.  A question must be answered by knowledge, not by numbers, it is to have a right

                 decision.

_____  9.  When someone hits you with a stone, hit back with a piece of cotton.

_____ 10.  The arguments of the strongest always have the weight.

_____ 11.  By digging and digging, the truth is discovered.

_____ 12.  Smooth words make smooth ways.

_____ 13.  If you cannot make a person think as you do, make them do as you do.

_____ 14.  One who fights and runs away lives to fight another day.

_____ 15.  A fair exchange brings no quarrel.

_____ 16.  Might overcomes right.

_____ 17.  Tit for tat is fair play.

_____ 18.  Kind words are worth much and cost little.

_____ 19.  Seek 'til you find, and you'll not lose your labor.

_____ 20.  Kill your enemies with kindness.

_____ 21.  One loses least in a quarrel who keeps one's tongue in cheek.

_____ 22.  Try, and trust will move mountains.

_____ 23.  Put your foot down where you mean to stand.

_____ 24.  One gift for another makes good friends.

_____ 25.  Don't stir up a hornet's nest.

SCORING

Now that you have indicated the desirability of each proverb, transfer your rating numbers to the following blanks.  The numbers correspond to the proverb numbers and are not in order. 

Total the columns.

          5 _____    4 _____   1 _____   2 _____   3 _____

          8 _____   10 _____   7 _____   6 _____  12 _____

          11 _____  13 _____  15 _____   9 _____  18 _____

          19 _____  16 _____  17 _____  14 _____  20 _____

          22 _____  23 _____  24 _____  21 _____  25 _____

Totals:    I _____  II _____ III _____  IV _____   V _____

RESOLUTION STRATEGIES

I. Collaborating (Cooperative) -

     Aims to satisfy the needs of both parties.

II.  Competing (Confrontational) -

     Desires to meet own needs at the expense of others.

III.  Compromising - 

     Both parties give up some of their needs to reach a solution.

     Only partially satisfies each person's wants and needs.

IV.  Avoiding (Nonconfrontational) -

     No attempt to address the conflict or to satisfy each other’s needs and concerns.

V.  Accommodating (Smoothing) -

     You place others needs and concerns above your own.

EXPLANATION

The higher your score on a particular column is, in relation to the other columns, the more likely it is that this is your dominant style for resolving conflict.  The more equal your column scores are to the other columns, the more likely it is that you adapt your conflict resolution style to match differing situations.

