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) On this sheep-scale,
Check-In how do you fegl todag?

Introduce yourself to a partner and
share which sheep best
represents how you are doing
today and why?

AND, think about what your your
conflict superpower and conflict
kryptonite is and discuss.




Back to Back Draw

Sit back to back with a partner, one partner facing the screen, one
facing away

Facing away partner - DO NOT PEEK AT THE SCREEN

Facing the screen partner - your job is to describe the drawing to
your partner so they can draw as accurate of an image as possible.

You may not use any words to describe or say what the drawing is:
Example: if the drawing is a bunny in the woods, you may not
say bunny, ears, eyes, nose, cute fuzzy Easter character, woods,
forest, trees, grass, etc...

You might say, start drawing a round circle in the center of your

paper...




What did you notice about what was needed to get them to
understand?

What was tricky? What helped?

What feelings came up as you participated?

How does this relate to everyday communication?






Conflict Styles




ASSERTIVENESS

(Attempting to satisfy your own

needs or wants)
Importance of achieving goals

Assertive

Unassertive

Uncooperative

Cooperativeness

(Attempting to satisfy the other person’s needs or wants)
Focus on other's needs and mutual relationship

Cooperative
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ASSERTIVENESS

(Attempting to satisfy your own

needs or wants)
Importance of achieving goals

Assertive

Unassertive

Uncooperative

A

Cooperativeness

(Attempting to satisfy the other person’s needs or wants)
Focus on other's needs and mutual relationship

Cooperative
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Conflict Styles Defined

Compromising: both sides agreeing to make small or superficial concessions. Both parties make
concession and bargaining to and reach a settlement to which both agree.

Accommodating: cooperation wherein one side agrees to other's wants. Usually occurs when the
outcome of the situation is very important to one person but less so to the other.

Collaborating: meeting underlying needs of both parties. It allows assertiveness and cooperation in the
search for a solution that meets the needs of all.

Competing: is used when outcome is more important than relationship, e.g., in emergencies. This also
involves assertiveness but not cooperation.

Avoiding: can mean running away but evasion or delay can be appropriate and constructive. This
approach can be useful in highly emotional situations where time is needed to gain perspective.

https:/Mmwww.creducation.net/resources/conflict. management/conflict_styles.html
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Thomas-Kilmann Conflict Model

more assertive
A

Competing

High assertiveness, low cooperation

“Only one can win...
and it had better be me!”

Compromising
less cooperative @—— Medium assertiveness,
medium cooperation
AVOldll‘lg “Can we just meet in
Low assertiveness, the middle on this?”

low cooperation

“Uh, can we talk about
this some other time?”

Source: Kenneth Thomas and Ralph Kilmann, 1974 [558 GRS

Collaborating

High assertiveness, high cooperation

“l reckon we can both
get what we need.”

$» more cooperative

Accomodating

Low assertiveness,
High cooperation

“OK, OK - let’s just
do it your way.”

BiteSize L.earning
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Self-Reflection

Which style is hardest

What style do you What are the pros for you to work with

gerautioorreyon W and consforyou [l and wh

: ersonally?  What judgements do you
you learn this style? i Y associate with this style?

Can you think of a What is a situation
conflict in which your you are in now that it
style clashed with might benefit you to

another? try a different style?
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How does your style shift when...?

You are working with a With a significant other?
supervisor on a project?

When you are

You are in conflict with a supervising another?
sibling?

With a child, dependent,
You are in conflict with a or younger/less
distant family relative? experienced person?
When what is on the line With someone you don't
really matters? know?

With a neighbor?



THINK DIFFERENTLY

What is one thing you are
thinking about differently after
analyzing your conflict style?
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CONEFLICT

‘ PERCEPTIONS M\at Yo GET.

ATTITUDES wvALUES
Cultwe INTERESTS Gender
COMMUNICATION STYLE Feelings

Needa MOOD  Expectations

ASSUMPTIONS SUSPICIONS
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The Conflict Iceberg

v

Ask Questions to Go
Even Deeper

COllabs™

Positions Behaviors

Stated Expressed
Expectations Opinions

Known . Policies &
Everything We See
Knowns Y 9 Rules

Everything We Don't See




Example

Conflict triangles

Position
Your initial response

or solution to the
situation

Interests
‘What is
important
to you in this
situation,
fears and
COncerns

Lindsay Jon

I'm concerned
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PIN model

POSITION

What we say we want.
. Howwe say what we want.

Surface ====eeesccscsessscsn s e e e e e e e e e e e e
~° INTERESTS
~ What wereally want.
1| Whyweact to getwhat
- wewant.

NEEDS
What we must have.
Why we want something.

Medical Expert Leader
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Self-Reflection

Think of a conflict you are currently in or
have been a part of in the past. Use
the triangle to identify the PIN of you

and the other person.

PIN model
POSITION
What we say we want.
How we say what we want.

5“1_-'..“{ .....................................................

INTERESTS

What we really want.
Whywe act to get what
we want.

NEEDS h

What we must have.
Why we want something,

-

e el gt Livadher
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https://www.google.com/search?q=incredibles+argument+scene&rlz=1C1RXQR_enUS993US993&oq=incredibles+argument+scene&aqs=chrome..69i57j0i512j0i22i30j0i15i22i30.5357j0j7&sourceid=chrome&ie=UTF-8

How to approach conflict differently...

Internally Externally

|dentify your own Use | statements.

underlying interests and

needs. ~

Ask open ended questions. * e

|dentify your emotions. , . .
Listen without having the

need to argue.
|dentify, explore, or ask
about the needs the

other person has. Listening does not mean you

are agreeing.
P

Notice the emotions they ,
Share your own perspectives.

are expressing.
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