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CONFLICT MANAGEMENT
LESSON OBJECTIVES
LEVEL
MEASURE

A. Describe conflict
Knowledge
Written

B. Classify components of personal and group conflict 
Comprehension
Written

C. Discuss strategies used to cope with conflict 
Comprehension
Written

D. Identify components of problem solving process 
Knowledge
Written

E. Explain the benefits of coping with conflict
Comprehension
Written

F. Apply strategies used to cope with conflict in a military environment
Application
ISDE

SUPPORT MATERIAL AND GUIDANCE

Lesson Focus

Gain understanding of conflict management.  Be able to identify and describe the components of conflict and why it is both constructive and destructive.  Be able to practice strategies for coping with conflict.  Be familiar with components of the problem solving process and describe the benefits of coping with conflict.

Student Contributions

Ensure required reading, Conflict Management Strategy Handout, is completed prior to the class.  Take notes and ask questions to clarify material covered in the lecture.  Demonstrate understanding of material through participation in discussions and practical exercises in the small group environment.

Student Instructional Material
Notetaking Guide

Required Reading - Conflict Management Strategy Handout

Instructional Method
Lecture (1 Hr 30 Min)

Practical Exercise (3 Hrs)
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NOTETAKING GUIDE

A.  CONFLICT

1. Definition of Conflict - Conflict can be defined as disagreements between and among individuals; as a fight, a battle, a difference of opinion or idea, a misunderstanding.

2. Reasons Why Conflict is Destructive

a. Diverts energy from more important activities and issues

b. Destroys the morale

c. Polarizes groups so that internal cohesiveness is decreased

d. Deepens differences in values

e. Produces irresponsible and regrettable behavior

3. Reasons Why Conflict is Constructive

a. Opens up issues of importance
b. Increases the involvement of individuals
c. Causes authentic communication to occur

d. Results in the solution of problems

e. Serves as a release to pent-up emotion, anxiety, and stress
f. Helps build cohesiveness among people

g. Helps individuals grow personally

4. Primary Causes of Conflict

a. When wants or needs differ

b. When individuals’ values differ

c. Differing degrees of knowledge expectations

d. Differences in race, gender, ethnicity, religion, and age

e. Assumptions/perceptions

B.  COMPONENTS OF PERSONAL AND GROUP CONFLICT

1. Characteristics of Intrapersonal Conflict

a. Takes place inside an individual

b. Individual has built-in resentment

c. Individual has conflicting internal needs, values, and attitudes

d. Individual is not in internal harmony but may be internally disagreeable and, therefore is unacceptable to himself/herself

2. Characteristics of Interpersonal Conflict

a. Conflict which takes place between two parties

b. Each has mutually exclusive goals or values

c. Each tries to overpower the other

d. Parties attack each other instead of the problem

3. Characteristics of Intragroup Conflict

a. Takes place within a group

b. Parties within the group behave as to defeat each other

c. Manifest behavior; i.e., the resulting actions are aggressive, competitive, and argumentative

d. Conflict of interest; i.e., goals, values, beliefs, attitudes

e. Feelings; i.e., hostility, fear, mistrust, threat, defensiveness

4. Characteristics of Intergroup Conflict

a. Takes place between two or more groups

b. Available resources are perceived as inadequate for all

c. Each group tries to overpower the other

d. Each group has mutually exclusive goals or values

e. Perceptions are inaccurate or illogical

C.  STRATEGIES USED TO COPE WITH CONFLICT

1. Questions to Consider

a. How important is the relationship?

b. How important is the incident?

c. How will I feel if I do/don’t confront?

d. What is the likely outcome?

2. Negotiation Skills

a. Diagnosis - The ability to determine the nature of conflict.
b. Initiation - Influencing someone to change a behavior that may be causing the problem.

c. Listening - Very important.  The ability to hear the other’s point of view.  Listen, reflect, paraphrase and clarify.

3. Elements of the Conflict Model 

a. Avoidance--------------------------------------------Lose/Lose

Withdraw from or deny there is a problem.  When issues are not important and not worth the cost of dealing with them.  Need to “cool down”.

b. Accommodating------------------------------------Lose/Win

Differences are played down; surface harmony exists.  This approach is based on the view that peace must be maintained at all costs.

c. Competing ------------------------------------------Win/Lose

One’s authority, position, majority rule, or a persuasive minority settles the conflict.  This approach requires dissolving the conflict by eliminating the causes of conflict.  

d. Compromise------------------------------------------Draw

Each party gives something in order to meet midway.  It is powerful when both sides are right.  Useful method to achieve temporary solution until permanent solution can be negotiated.

e. Collaboration----------------------------------------Win/Win

Abilities, values and expertise of all are recognized; each person’s position is clear, but emphasis is on the group solution.  It involves the ability to isolate aspects of a conflict situation and to use negotiation skills.
D.  COMPONENTS OF THE PROBLEM-SOLVING PROCESS

1. State the problem 

2. List possible solutions 

3. Select the best solution 

4. Implement the solution 

5. Evaluate the solution 

E.  BENEFITS OF COPING WITH CONFLICT

1. Deals with reality 

2. Confronts the real problem 

3. Keeps identity and role separate 
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