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e Welcome to Utah

The ancestral homeland of the Ute, Piute, —
Goshute, and Shoshone Nations




Purpose:

To reframe conflict to liberate each of us in our
professional and personal lives



What is one word you think of when you think of
conflict?






Who has experienced conflict in their
personal life?



Who typically finds dealing with conflict to be easy
and comfortable?



Who tends to feel anxious, tense, or nervous when
dealing with conflict?






Thumb wrestling!

Goal: Score as many points as you can in 15 seconds

NO TALKING before or during the round






Thumb wrestling!

Round 2:

Goal: Score as many points as you can in 15 seconds

Talk with your partner for 30 seconds BEFORE the round
NO TALKING during the round



Who thinks they scored the most points?

What did you do?



Lessons from Thumb Wrestling

e Some issue of mutual concern (an opportunity or challenge) brings
people into interaction with each other

o “Score as many points as you can” = issue of mutual concern

e People have different needs and concerns (i.e., interests) related
to the issue of mutual concern
o They have conflict!



Lessons from Thumb Wrestling

e People often assume the situation is zero-sum, but it isn’t
o There is potential to create value for all parties (i.e., mutual
gains) through working together on the issue of mutual concern

e There is potential for all parties to lose value by not working
together on the issue of mutual concern



Lessons from Thumb Wrestling

e To create mutual gains, parties must reach agreement on and
implement an effective joint strategy
o l.e., they must negotiate

e Effective communication is key to identifying and implementing a
joint strategy
o Talking is not enough; you must talk about the right things

e Parties must have confidence in each other to follow through
o If one party does not follow through, it will erode confidence, and
future dealings will likely be more difficult






What is conflict?

The intersection of different perspectives, wants, or needs
that are in tension with each other and not easily
reconciled



POINT 1

Conflict just is




Conflict just is

e No matter what kind of work you do — whether you are a policy-
maker, attorney, planner, resource manager, developer, scientist,
advocate, or otherwise — you are going to encounter diverse
perspectives and interests

e The question isn’t whether you will encounter conflict — the
question is what you will do when you do encounter conflict






The fact that we see conflict as a problem
IS a problem



Why Is seeing conflict as a problem a problem?

We become dysregulated when we think conflict
IS a threat



Unproductive ways of dealing with conflict

—

Avoiding Fighting War

Arguing Violence



If you don’t do conflict,
- conflict does you.

Dr. Danya Rumore, Director of the Wallace Stegner Center Environmental ==
~ Dispute Resolution Program







Develop conflict competence skills

The ability to deal with conflict skillfully
(i.e., to make conflict productive - and not destructive)



Conflict competence is NOT

Just being nice
Compromise
Disagreeing better

“Sit down, shut up, and get along”



 Always have a choice




Conflict just is

Conflict can be destructive if poorly
dealt with

Conflict can be productive and
generative if skillfully dealt with

How parties deal with
conflict will determine
whether it is productive or
destructive

Conflict competence is key to
making conflict productive

Conflict competence also
helps us avoid conflict
becoming destructive and
resulting in disputes

When we need to reach
agreement on courses of
action, we need to
collaborate

Collaboration means “to co-labor” -
it is all about working together to
make conflict productive, and it is

rooted in interest-based negotiation

Conflict competence and
collaboration are pragmatic
skill sets that anyone can learn
(and everyone should know!)




How we view conflict shapes
how we navigate through it

Fight
Flight
Freeze
Fawn
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How we view conflict shapes
how we navigate through it

Fight
Flight
Freeze



Which responses have you
done in the past, if any?

Fight
Flight
Freeze
Fawn



“Between stimulus and response, there is a space.
In that space Is our power to choose our response.
In our response lies our growth and our freedom.”

- Attributed to Viktor Frankl
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- Negotiate your interests,
Ot pOSItIONS ... . . .







Focus on interests, not positions

Interests Positions
The "why” The “what” or “how”
Fundamental needs or Specific solutions or strategies
concerns




Substantive

We have
different
kinds of

interests Emotional/
Procedural relational




Most people just want to be heard and considered!



Collaboration is not just “being nice” or “let’s all get
along” or compromise

It is a pragmatic approach based on interest-based
negotiation









Collaboration is all about:

Effective problem solving
&
Help me help you help me



Level of concern
for your own
outcome

A

/

Compete

Avoid

Compromise

Collaborate

Accommodate

/7

Level of concern for others’ outcomes

>
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Do you choose to see and treat conflict as a
problem?



Do you choose to see and treat conflict as a
problem?

Or as an opportunity for growth, innovation, and
effective problem solving?



Do you default to unproductive conflict tendencies
(such as defend or protect behaviors)?



Do you default to unproductive conflict tendencies
(such as defend or protect behaviors)?

Or do you choose to deal with it skillfully (and learn
how to do so0)?



Remember....

Conflict just is
Always have a choice

Negotiate your interests, not positions
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