Improving IPRs: Continued
Ok…Let’s talk about “Individual Conflict Management Styles.
First…We can choose to handle conflict Non-Assertively.  

Non-Assertive communicators are either unwilling or unable to express their thoughts or feelings in conflict situations

Sometimes nonassertive communicators avoid expressing their thoughts & feelings because they: 

(a) Lack confidence

(b) Lack communication skills necessary to handle conflict assertively

*But sometimes, communicators have both confidence & communication skills to handle conflict directly…

  …But they make decision that a nonassertive style is best approach in particular situation.

For instance…Non-assertive behavior can be appropriate when the…

(a) Conflict isn’t serious enough to address. 

Ex. Let’s say your friend picks you up for movies fifteen minutes late…It’s probably better just to forget about it then to get in argument over it.

Non-assertive behavior can be appropriate when the…

(b) Conflict is short lived.

In other words…anytime minor dispute comes up w/ somebody you’re never going to see again…it might not be worth time & energy to deal w/ it.

Non-assertive behavior can be appropriate when the…

(c) Consequences of avoiding conflict outweigh benefits of confronting it.

Ex. Let’s say you’re driving on freeway…Some guy in beat-up Ford Pickup cuts you off…

…He’s got National Rifle Association stickers on his rearview window…He’s wearing camouflage hat & Smoking filter-less cigarette… 

…Might be good idea just forget about it.

Non-assertive behavior can be appropriate when the…

(d) Other person’s needs are more important than yours.

Ex. Let’s say you & friend had plans to go to gym…

      Your friend calls says, “I forgot I had test tomorrow…I’ve got stay home 

      & study…

      Obviously, your friend’s grades are more important than gym…plus you 

      can always go gym by yourself…

      So even if you’re little bit angry…probably best put things in perspective  

     & say “No, problem.  Good luck on your test.”

So there are times when avoiding or accommodating others is best…But obviously there are times when you need to be assertive.

*OK…So how do you know if you’re Nonassertive Communicator?

You are Nonassertive if… Your approach to others during conflict is:

“It’s my fault…you didn’t do anything wrong.”

Now obviously, if other person didn’t do anything wrong…This is best approach.

But if they did…their behavior needs to be addressed just as much as yours does.

You are Nonassertive if… You let others make decisions for you on consistent basis…

…And when you do resolve conflict successfully, it’s through chance or because other person felt sorry for you & gave in.

You are Nonassertive if… You handle problems by running away from them or by giving in to unfair conflict resolution suggestions.

If you make habit of handling conflict nonassertively…others will generally treat you with:

(a) Disrespect (Because we tend not to respect people who don’t stand up for   

                         themselves)

(b) Guilt (Because we tend to feel sorry for others who seem helpless)

(c) Anger (Because most of us get angry when we think others are trying 

                 make us feel guilty)

(d) Frustration (Because it’s frustrating when people don’t help us solve 

                         conflictive situations)  

*Another way to handle conflict is by being Directly Aggressive.

Whereas non-assertive people avoid conflict…directly aggressive people seem to almost go out of their way to confront others.

A directly aggressive message doesn’t just attack other person’s position…It attacks other person personally as well

Some example aggressive messages might be:

“What are you, stupid?  That would never work.”

“What the hell are you talking about?  Nobody thinks that way anymore.”

“Only an idiot would say that.  You’re not an idiot are you?”

Obviously, handling conflict by being directly aggressive can be disastrous for interpersonal relationships…

Directly aggressive messages:

Hurt others (because they show that sender doesn’t respect other person or 

                    really value relationship)

Humiliate others (because by definition, directly aggressive messages are 

                             insulting)

And finally, directly aggressive messages create a defensive communication climate…

…Because they immediately put receivers in position where they feel like they need not only to defend their ideas…but their character as well.

You are directly aggressive person if you:

Respond to conflict by saying “I don’t have problem…You’re one w/ problem.

If you:

Make decisions for other people…And you make it clear to them that you’re one making decisions.

You are directly aggressive person if you:

Handle problems by personally attacking person you perceive to be problem…

…If you succeed in getting your way through threats, insults, coercion.  

*Another method of handling conflict is by being Passively-Aggressive.

Basically, Passive-Aggressive strategies involve hostile behavior expressed under the cover of passivity or ignorance.  

To put it another way…Passive-Aggressive communicators are 

passively aggressive.

There are five general genres of passively aggressive behavior.

-“Pseudoaccommodators” pretend to be sorry, or promise to change…but then show no remorse or change of behavior.   

Ex. If mom says to her daughter: 

     “Honey, you’re not going to wear those jeans are you…”

       Daughter asks mother not to comment on her clothes please…

       Mom apologizes…agrees its none of her business…then says…

      “Oh, please tell me you’re not going to wear that jacket…”

-“Guiltmakers” try to gain control in conflict by making you feel guilty for helping them.

Ex. Guiltmaker might say, “Can you borrow, five dollars?  Sure I had dinner  

                                              last night, I don’t need to eat tonight.”

And usually, “Guiltmaking” is followed by “Pseudoaccomodating.”

Ex. After you ask for $5…Friend makes dinner comment….You say “Nevermind…”  

But he insists, promising he won’t hold it against you…but of course he does.  

-“Jokers” use humor to show their displeasure…& then, when you confront them about it, say “I was only joking.”

-“Trivial Tyrannizers” do little things to let you know they’re unhappy…instead of confronting you w/ their complaints.

Stereotypical wives are famous for being trivial tyrannizers. 

 If they’re mad at their husbands…All of sudden they become very tired at night…
Or they “accidentally” forget to buy beer at store…

You guys ever seen movie Christmas Story?

…Leg lamp…In living room window…Accidentally breaks it…

-“Withholders” on other hand, simply withhold something they have that other person wants.
Withholders might take away an intangible reward like attention or affection…or tangible reward like money.  

Ex. Ricky Ricardo threatening to withhold Lucy’s “Allowance” until she behaved.

Like Directly Aggressive individuals, Passive Aggressors like to think that they are being perfectly reasonable & polite…

…It’s other person has the problem.

Passive aggressors are manipulative…

They make decision for others, but tell themselves that other person could have done anything they wanted to.

Ex. Passive aggressor might say…

      “Oh…it’s O.K. if you don’t want to help me w/ my homework…

        I don’t even know if college is right for me anyway.”

Then when you come over…they tell themselves… “Hey, I didn’t make him come over…Nobody held gun to his head.”

Obviously, this type manipulation creates feeling of anger & resentment in person who was manipulated…

…So passive aggressive behavior isn’t best way to handle conflict.

*Like Nonassertion…But unlike Passive Aggression or Direct Aggression …Indirect Communication is beneficial in certain circumstances.

First of all…Indirect Communication Involves conveying a message in a roundabout manner in order to save face for the recipient of the message.
For example…If you’re at friend’s house & they offer you dinner you think looks disgusting…

…It’s obviously more polite & tactful to say, “I already ate,” than “Thank you, but I don’t care for road-kill.”

In general, Indirect Communication is a “win-win” strategy:

You win because you get your point across…Other person wins because they don’t feel insulted or directly threatened by you.

There are at least three potential drawbacks that we risk when we choose an indirect approach to conflict management.

First…When you send an indirect message…There is chance that other person simply won’t “get it.”

Second…Manipulative or Machiavellian people may take advantage of your politeness by pretending that they misunderstood you… 

…When both of you know they didn’t.

Third…Others may interpret an indirect approach as sign of weakness.

Ex. In team sports…some players are mature & self-motivated…others are 

      selfish, lazy, jerks.

     A “players coach” attempts to motivate players indirectly…He’s polite, 

     friendly, & understanding…he gives players benefit of doubt.

     Unfortunately, some athletes take advantage of that, & end up making 

     their coach look bad.

     So my advice would be to always try indirect approach to conflict 

     management first…but if that doesn’t work…be prepared to handle   

     situation more assertively….

*Which brings us to our final conflict management style…

“Assertion” or “Assertiveness.”  

Assertive people handle conflict directly…but they do not judge or degrade others during conflict resolution process.

Assertive communicators are optimistic & realistic at same time…

In other words…They aren’t myopically delusional about making everyone happy, but they usually believe that reasonable solution can be found.

Being assertive isn’t always easy…

Sometimes it means having to say truth even if it might hurt other person little bit…

…But whereas a passive aggressor or direct aggressor is honest w/ intention of hurting others
…An assertive communicator has other person’s best interests at heart when he or she is truthful.









OK…let’s switch gears & talk about how Gender affects conflict management styles.

Obviously…as with everything we discuss…there are many factors besides gender that influence how individuals handle conflict.  

But steady research into gender & conflict styles does show that in general, gender does have impact on how we handle conflict…

For example…Boys tend to be directly aggressive, demanding, & competitive…

…Girls tend to be indirectly aggressive & more cooperative. 

Boys typically try gain compliance by giving direct orders…

…Girls are more likely to propose course of action or idea instead of simply give direct command.

For example, if group boys went over friends house to recruit friend for soccer game…

Boys probably say, “We’re going to play soccer, come on.” 

In same situation, girls would probably say something like:

“Let’s go play soccer, it’ll be fun.”

So boys tend to propose activities or ideas using a “Take it or leave it,” compliance gaining strategy…
Girls tend to use more inclusive “C’mon it’ll be fun…” type strategy to gain compliance.

And while their has been more research examining gender differences in handling conflict w/ children…Most research shows similar difference adult.

Researcher who study persuasion have identified up to 64 strategies we use to gain compliance…

…We’re only going talk about the 16 that I think best apply to discussion of how men & women prefer to get their way in conflictive situations.

So…We can gain compliance by: 

(1) Making Promises: 

In other words… “If you do things my way, I’ll reward you.”

Research has not demonstrated much difference between Males & Females when it comes to “promise strategy…”

-We can gain compliance by:

(2) Threatening Others:

      “If you don’t comply, I’ll punish you.”

Males are far more likely than Females to use threats as method of resolving conlict.

-We can gain compliance by using strategy known as:

(3) Positive Expertise:

     In other words, “If you do what I ask…you’ll be rewarded w/ wisdom & 

     understanding that’ll really come in handy later.”

(4) The opposite of Positive Expertise is Negative Expertise…

…which basically warns that “If you don’t listen to me…you’ll be sorry  

     later because what I’m telling you is very important.” 

I’m sure we’ve all heard parents or teachers use both of these strategies to gain our compliance…

I’ve used both these strategies try get you guys listen to me…without much success, it seems.

Anyway, Men are more likely use Expertise Negative gain compliance…

Women more likely use Expertise Positive gain compliance…

-We can gain compliance in conflict situations by using strategy known as: 

(5) Liking:

…Which basically means we either 
(a) Try to get person to like us & then ask them for something, or 
(b) Try to put them good mood…then ask them.

“Liking” is powerful persuasive strategy because research shows that: 

What type of mood people are in & whether they like persuader or not… 

…Plays enormous role in determining how they react to proposed conflict resolution solution.

Women frequently use liking strategy on both men & women…

Men use liking on women…But rarely use liking strategy w/ other men

And, in general, women are more successful practitioners of the Liking strategy than men are… 

…Which basically means that very few men are good at acting “perky” or “cute…”

…Unless of course, you’ve been on Queer Eye for Straight Guy & then you’re probably cuter & perkier than most girls.

-(6) Pregiving, or “Rewarding person you want something from before you 

      ask them for it…”

      …Is not only an extremely effective compliance gaining strategy…It 

      is also used equally as well & equally as often by both Males & Females.

      …Almost every time guy takes girl out to expensive restaurant…He’s 

      pregiving… 

      “I’m buying dinner now…you can make it up to me at end of night.”

      And unfortunately, I’ve had women tell me they do feel kind of 

      obligated to “do something” after they’ve had money spent on them…

     So...The reciprocity norm is very powerful…We’re taught to repay others 

     who do things for us…
     But we have to be careful we’re not being   

     manipulated.

-(7) Aversive Stimulation involves punishing others until they give in.

For example, when parents tell their kids “No TV until you’re grades go up…”  
They are using aversive stimulation.

-(8) The compliance gaining strategy “Debt” involves reminding others that 

       They owe you favor for something you did for them in past.

Ex. You & friend arguing about what to do Friday night…You say: 

“Last Friday we did what you wanted to do,” You’re using this tactic.

Both men & women are equally likely to use “Debt” as strategy to end conflict.

-(9) A “Moral Appeal” involves telling someone that their position is immoral, and should therefore be abandoned. 

For example, if you were speaking w/ Catholic Priest about whether or not people should use birth control… 

Priest’s position would be: “Birth control is immoral.  Pregnancy is part of having sex…”

Easy for him to say because alter boys can’t get pregnant…

There is no significant difference between male & female’s use of the Moral Appeal to end conflict.  

-(10 & 11) And then there is “Self-Feeling Positive & Self-Feeling Negative.”

Self-feeling positive is used more by women & involves telling other people they will “Feel so much better” if they comply.

Self-feeling negative is used more by men & involves telling other people they will “Feel terrible” if they don’t comply.

For example, let’s say couple has teenage son who wants to quit basketball team.

Mother would be likely to say: 

“But you have so much fun playing basketball…All you’re friends are there…C’mon, don’t quit…It’ll be blast, I promise.”

Dad would be more likely to say:

“You’ll be miserable if you quit.  You’ll just mope around house all day…you’ll be bored out of your mind if you quit.”

-(12 & 13) The next two strategies -Positive & Negative Altercasting- Are also used either more or less frequently depending on gender. 
Positive-Altercasting involves telling person you want to comply that

“A person with good qualities would see things my way.”

Negative-Altercasting involves telling person you want to comply that

“Only a bad person would not see things my way.”

Not surprisingly, Women are more likely to engage in Positive Altercasting…

Men are more likely to engage in Negative-Altercasting.

-Another strategy for ending conflict is the “Altruistic” or “Just do it for me” appeal.

By the way, if you want to do know how much somebody likes you…

Try this appeal next time you are in conflict w/ them about something.

If you say, “Just do it for me,” & they say “Well O.K.,” you’re in charge.

If you say, “Just do it for me,” & they say, “Sorry,” honey moon’s over.

And although in romantic relationships…women tend to use Altruistic appeals more than men…

…In non-romantic relationships there’s little difference between genders.

-Finally, last two conflict resolution tactics we’ll discuss are 

 “Esteem Positive” & “Esteem Negative.”

Esteem Positive involves telling other person that other people will think better of them if they comply…

Esteem Negative involves telling other person that other people will think worse of them if they do not comply.

As would be expected…

Women are more fond of Esteem Positive…

Men are more fond of Esteem Negative.

Now many theorists believe that reason men & women approach conflict so differently because of way they’ve been socialized.

In other words…

Because our society equates certain behavior w/ masculinity & certain behavior w/ femininity…males & females tend to handle conflict the way they do.

Other theorists…for example, psychobiologists & sociobiologists… 

…Believe that males & females have certain genetic predispositions toward the handling of conflict.

OK…We’ve got couple more minutes…Let’s finish up w/ quick discussion of how Culture influences perceptions of conflict.

The ideal European-American Communicator approaches conflict in a composed, logical, & straightforward manner.

Ex. The Richard Nixon / John F. Kennedy debate in 1960 was first time presidential candidates deliberated before a Television audience.

People who listened on radio thought that Nixon won debate because they reported that he: 

(a) Addressed issues more directly 

(b) Had more detailed solutions 

(c) Seemed have better overall grasp of where nation was & where it needed to go.

However, people who watched debate on television thought Kennedy won because he seemed calm, cool, & collected…

…While Nixon looked flustered, impatient, & edgy.

In other words…even though Nixon was really more competent…

…American’s preference for composed & relaxed approach to conflict was so powerful that they paid more attention to Kennedy’s relaxed approach than to Nixon’s expertise.

-However, not all cultures value non-emotional approach to conflict management.

For example, traditional African-American Culture tolerates & sometimes admires an intense & emotional approach to conflict management. 

The same goes for contemporary Latino-American culture…

…Which is interesting because traditional Latino-American Culture prefers a more accommodating & compromising approach to conflict management.

-How accepted it is for people to argue for their individual wants & desires also varies depending on cultural norms & rules.

In traditional collectivistic cultures, individuals who protest against group goals are looked down upon.

In individualistic cultures, individuals are expected to “speak up” when they disagree w/ the group.

Ex. If you’re in collectivistic Korea…

      And you’re family rented movie you didn’t want to see…

      You’d be expected to watch for sake of your family (i.e., “group”)

      In individualistic United States…

      Nobody would hold it against you for saying:

      “I’ve already watched that…I’m going go upstairs read book.

*In other words, your individual preference took precedence over group’s,

 Which is usually acceptable in United States; Not acceptable Korea.

*Whether or not person comes from High or Low context culture is also important in how they decide to handle conflict.

Basically, low-context countries like Thailand or India place high value on indirect verbal communication & nonverbal cues to save others’ face during conflict…

In low-context culture…The receiver is supposed to figure out what speaker wants, needs, or means.

On other hand in high-context countries like Italy or Germany, speaker has responsibility to clearly & articulately communicate what he/she wants, needs, or means.

As result, in high-context countries…speakers tend to be approach conflict or issue directly.

Children in high-context countries are taught to “Get to the point…” & “Say what you mean.”

…On other hand, speakers in low-context cultures are taught to be indirect.

So while Americans say “Don’t beat around the bush…”

Indians or Thais are supposed to do just that.

Another thing to consider when you’re interacting w/ members from other cultures is that differing cultural expectations can create conflict.

Ex. For example…In Horizontal Cultures, people who purposely try to stand out from others are considered troublemakers.

For instance, The Japanese have saying:

“The nail that sticks out gets hammered down.”

On other hand, In Vertical cultures like Great Britain, people are expected and even rewarded for differentiating themselves for others, hence saying:

“The squeaky wheel gets the grease.”

*Ignorance of cultural Power-Distance differences also helps to explain how intercultural conflict occurs.

Power-Distance can be defined as “The extent to which the less powerful members of institutions and organizations accept that power is distributed unequally.”

In other words…Individuals from High Power Distance Cultures accept power differences as inevitable & even desirable.

Individuals from Low Power Distance Cultures do not accept power differences as inevitable and definitely do not look at them as desirable.

The United States is Low Power Distance Culture:

-We are taught that everyone is equal, regardless of how much money they make or what title they have.

-We look at Coach/Player, Employee/Employer, Supervisor/Subordinate

relationships as equally interdependent…

In other words, coachers & players, employees & employers, supervisors & subordinates need each other to survive.

-We do not respect of fear people just because they are older than us.

*On other hand, high power distance countries like Saudi Arabia:

-Do not view everyone as equal.

-Look at those w/power as more important & valuable than those w/out power.

-Do respect & fear elderly simply because they are old.

So obviously, if high-power distance person interacts with low-power distance person and either person is ignorant of the other’s views of power…  

There’s going to be problem.                                                                               

