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CONFLICT Conflict in the Workplace: M anaging Relationships,
Jouse BUrEien - nter actions and Conflicts

1 day

Related » Effective Negotiation: Beyond Win-Win! (NEGOTIATE, 1 day)

Courses

Aimed At It's no secret that those who can successfully nawithet complexities of human

interactions are not only able to achieve success im#ks tissigned to them, but
they are also the ones who rise to the top in the longThase who get mired in
misunderstandings, miscommunications, or conflict, usuallyotio The
relationship and conflict management skills taught in thigge will benefit
anyone at any level who has to work with or through otteeget the job done.

Group Size 725
Prerequisites None

Course Many of today’s jobs demand that people work collaborati@alguch things as

in a Nutshell work schedules, product requirements, quality criterisigdlemethodologies,
creative ideas, solution approaches, and the like. As pedplelifferent work
styles and goals come together, conflict is inevitable. nGifte party perceives a
conflict that the other party is unaware of. With thecess of the project and
often also the critical, ongoing relationships at stakeflicois not something that
one can choose to ignore.

We will begin by administering a personality profile thall inelp you understand
how differences in communications, decision-making, and wglissare behind
most conflict. We will show you how to adapt you work stglevork more
effectively with individuals whose style differs from yoursouvwill learn the six-
step negotiation process to work through the perceiveereliftes jointly with
others to achieve successful outcomes. The techniquéd badlyis course will
help you resolve conflicts with colleagues, subordinates, isupeand customers.
They will also help you improve the disharmonious relationshigistave not yet
risen to the level of conflict.

Customizelt! Customize this course at little-to-no additional cost taryspecific needs:

 Tell us about the relationship issues or conflict situatiaced by your team
and we’ll tailor the course to address your specifallehges.

« Joint action learning program: Take the course togethbrthase within your
team or in another department that you have ongoing interagition Turning
the course into an action learning program, we will tgexthhow to resolve
conflicts while working though your particular issues in afggsionally
facilitated setting.
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« Extended -dayprogran: Take theone-daycourseallow a few weeks t

practice the worksheets, templates, and strategies taugass, then come

back for a one-day follow-up workshop to discuss what workecbaquire

new skills to build on those learned in the first session.

« Combined program: Combine this course with its sisterseoon negotiations
for a two-day high-impact program on the whole range of psaieal
relationships and interactions.

Learn How « Put conflicts and crises in a constructive perspeativietable to deal with
To them more effectively
« Recognize the one thing in human behavior that impedes aaefolution
« Define a conflict as proactive, adaptive or reactive, gapdyehe appropriate
strategy to resolve it
« Follow a six-step negotiation process for a joint discussi@veryone’s
needs, wants, interests, and goals
« Determine your preferences for how you perceive, communiatemake
decisions
 ldentify the differing preferences of those who worth with yod develop a
plan to effectively deal with those differences
« Design a structured system of goal-setting and commuaricttat provides the
framework for proactively working through the conflictattain mutual goals

Course * Dissecting Conflict
Outline ° Is conflict truly harmful?
° Bubbling issues to the surface
° Factors that influence conflict
° Levels of conflict: Proactive, adaptive, reactive

. Negotlatlon as a Resolve for Conflict
Discussion: Relationship building
° Self-assessment: MBTI or other work style inventorgug work
° Setting the stage: Why is this critical?
° Definition of goals and issues
° Negotiation of recommendations: Inventory, game
°  Follow through: Why we usually leave it out!

» Reflection: How Could | Have Handled It Differently?
° Dissecting historical approaches to conflict
°  Applying current learning to alter natural tendencies
°  Working through conflict to build a harmonious, long-termtieteship

* Wrap Up
° Q&A
° Action planning and accountability
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How Y ou + A seasoned instructor will present this course in a higitgractive
Will Learn “works_hop” (Iecture/practlce) format. .

« You will undergo a personality assessment to determine your
communication/conflict style and understand how it affects yaeractions
with others.

« You will practice communication/conflict styles and stgate that work better
than your natural tendencies with different styles of indiv&lua

« You will receive a printed Participant Handbook which welp you remember
and retain what you learned in class and apply it on jphur
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