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ABSTRACT 

Negotiation is a dialogue between two or more people or parties intended to reach a mutually beneficial outcome, 

resolve points of difference, to gain advantage for an individual or collective, or to craft outcomes to satisfy various 

interests. Negotiation occurs in business, non-profit organizations, government branches, legal proceedings, among nations 

and in personal situations such as marriage, divorce, parenting, and everyday life. Conflict management is the process of 

limiting the negative aspects of conflict while increasing the positive aspects of conflict. The aim of conflict management 

is to enhance learning and group outcomes, including effectiveness or performance in organizational setting Conflict 

resolution involves the reduction, elimination, or termination of all forms and types of conflict. Businesses can benefit 

from appropriate types and levels of conflict. That is the aim of conflict management, and not the aim of conflict 

resolution. Conflict management does not imply conflict resolution. 
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INTRODUCTION 

CONFLICT 

 Conflict is a clash between hostile or opposing parties. 

 Conflict both the functional and dysfunctional aspects, permeates all types or relationship between individuals, 

groups and organizations and an attempt to eliminate conflict can result in stifling situations. 

 Conflict arises due to both individual and organisational sources may be intrapersonal, interpersonal or inter 

organisations.  

CAUSES OF CONFLICT 

 Generally organizational conflict arises from the following 

 Differences in information, values and interests.  

 Intergroup rivalry for rewards 

 Take difficulty 

 Skill differences 

 Pressure to avoid failure 

 Unworkable organisations structure 

 Shift in organisational power base  
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TEN TIPS FOR MANAGING CONFLICT 

 Share negative emotions only in person or on the phone. 

 Pepper your responses with the phrase, "I understand". 

 Take notice when you feel threatened by what someone is saying to you. 

 Practice making requests of others when you are angry. 

 Try repeating the exact words that someone is saying to you when they are in a lot of emotional pain or when you 

disagree with them completely. 

 Take responsibility for your feelings to avoid blaming others. 

 Learn to listen to the two sides of the conflict that you are in as if you were the mediator or the counselor. 

 Take a playful attitude towards developing the skill of emotional self-control in high conflict situations. 

 Wait a few days to cool down emotionally when a situation makes you feel wild with intense feelings, such as 

rage. 

 Make a decision to speak with decorum whenever you are angry or frustrated. 

NEGOTIATION 

 Negotiation is a form of decision making. 

 It is an exchange of series of offers by two or more people/group of people. It is a bargaining, deal-making 

process. 

 Negotiations do not always end in an agreement. Those making a decision by negotiation usually have the option 

of choosing some other solution, of saying 'no', of walking away, of minding their own business. 

 

Figure 1 

TYPES OF NEGOTIATION 

 Deal-making negotiation 

 Decision-making negotiations 
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 Dispute-resolution negotiations 

 Value-claiming negotiations 

 Value-creating negotiations  

CULTURE AND NEGOTIATION 

 When two parties negotiate both bring culture to the table with their  

 Interests and priorities Negotiation strategies  

 Interests are the needs or reasons underlying the negotiator's positions. 

 Priorities reflect the relative importance of various interests or positions. 

 Negotiation strategy is an integrated set of behaviours chosen because they are thought to be the means of 

accomplishing the goal of negotiating. 

 Negotiation Strategies are linked with culture because cultures evolve norms to facilitate social interaction.  

 Norms are functional because they reduce the number of choices a person has to make, about how to behave and 

how others in the culture will behave. 

RESOLVING DISPUTES 

 There are three ways to resolve disputes, regardless of whether the confrontation is direct or indirect  

 Interests and Culture Rights and Culture Power and Culture  

 Interests: Wants needs or concerns of negotiator, company or the other party. 

 Rights and Standards: Explicit & implicit rules, procedures and regulations. A trend, traditions, conflicts, asking 

& telling. 

 Power Statements: Uncooperative statements to intimidate suggest negative consequences. 

CONSENSUS 

 Consensus is finding a proposal acceptable enough that all members can support it. 

 After a decision has been reached, all members of the group should feel that their viewpoint was heard and 

understood, and that they heard and understood all other viewpoints of the group. They will support it because it 

was arrived at in an open and fair way. 

ADVANTAGES OF CONSENSUS 

 Better  quality decisions 

 Consensus reflects everyone’s view 

 Proposal comes from the group. The original author is no longer significant group reformulates it to deal with 
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concerns; the group makes the proposal its own. 

 Everyone has a stake. Unlike a non-consensus model. no one can walk away from a consensus decision and say, 

“I never liked that idea, I’m not going to do my part” 

 Facilitates listening. Because concerns must be addressed, you can’t afford to ignore someone’s input. This 

enhances understanding. 

DISADVANTAGES 

 Consensus is Slow. A talented or aggressive chairperson in non-consensus group can push through many 

decisions in a relatively short period if a majority faction can be maintained. 

 Consensus has Limits. As groups get large consensus becomes more difficult. Unlike voting, where radical 

minorities can be permanently excluded, consensus requires a base level of agreement on the purpose of the group 

to progress. If people have fundamentally different desires, consensus may be impossible. 

BASICS OF CONSENSUS DECISION MAKING 

The Steps 

 Open discussion of the issue  

 Identify all concerns of stakeholders  

 Collaboratively generate a proposal  

 Poll the group to identify the level of support  

 Modify proposal to include the concerns of any disserters  

 Apply the final decision rule 

CONSENSUS MANAGEMENT 

 Assumes that each individual is unique and valuable 

 Each individual has something to contribute 

 Values the differences in individuals 

 Fosters unity; the group must work together for the common goal of the organisation.  

EXAMPLES OF MANAGING CONFLICT 

 Avoidance 

 Competition 

 Accommodation 

 Compromise 

 Collaboration  
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