S C A L I N G P E A C E

A Winning Approach
TO

ANY

CONFLICT

INTRODUCTION

When you come face to face with a conflict, you may have a
tendency to label positions as right or wrong, true or false, 'your
way' or 'my way.' This is an adversarial

(or oppositional) approach.

The other person becomes your opponent and you continue to
pound them with your points. You might end up the winner, but at
what cost? Alienation, depression, and broken relationships.

Cutthroat competition and the win-lose approach produces toxic
work environment and promotes mediocre decision-making. You
might defend your idea and attack theirs, but did you leave any
space for a better idea to emerge?

We are facing a powerful reality:
conventional approaches to conflict
produce sub-par results. It's time for a
fundamental shift away from oldfashioned competition towards future-
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focused collaboration.

This doesn't mean that you cave in to
the other's wishes. It means you listen
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for opportunities for new solutions. This
is the beginning of a collaborative
approach to arguments and difficult
situations.

If you don't voice your needs,
you won't feel good about
the results. If they don't voice
theirs, they won't feel good
about it either.

When you have the skills to
respond to conflicts well,
everyone can win. The
illusions of 'defeat and
victory' are replaced by a
new reality: partnership and
problem-solving.

This is the stuff of good will
and good skill, and it's just a
better way to play. You'll get
more of what you want more
of the time. And so will the

Of course, there will be times
you don't feel like a winner,

turn any situation into an
opportunity for positive
change.
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but you'll always be able to
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people around you.

SHIFTING FROM OPPONENTS TO
PARTNERS

The winning approach is about
changing the conflict from attack and
defense, to co-operation and
collaboration.

By using these skills, you completely
alter the direction of communication.

It only takes one person - consistently
applying a joint problem-solving
approach - to transform a conflict.

That person will be you.

So the only person in the conflict you
need to change is yourself.

And that's good news, because you are
the only person you have control over
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changing.

So don't waste your time trying to
change anyone else. Spend the rest of
your time trying to listen to them.
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Until you pay attention, you might not
notice the way you argue.

You might have knee-jerk reactions in
difficult situations – based on long
established habits combined with the
passing mood of the moment.

You might have a tendency to run and hide,
and avoid confrontation altogether.

But you'll need to take a moment to
consider a better approach for the
circumstances.

The most important win-win maneuver you
can make is to change direction of the
conflict by listening, then discussing.

The Winning Approach says:
I want to win and I want you to win too.

"I destroy my enemies when
I make them my friends."
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Abraham Lincoln
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How can we make this happen?

LOOK FOR THE UNDERLYING NEEDS
Take the time to identify underlying needs, rather
than jumping into solutions.

Take this illustration as an example:

There are two people in a kitchen. There is only one
orange left, and both of them want it. What would
you expect as the solution? Compromise is one
option. They might cut it in half and each gets half.

Let’s assume that’s what they do. One person now
goes to the juicer and starts squeezing a too-small
orange juice. The other, with some difficulty, begins
to grate the rind of the orange to flavor a cake.

If they had discussed needs rather than heading
straight to solutions, they could have both had the
equivalent of a whole orange. Their needs were
complementary, not conflicting.

Addressing each person’s underlying needs means
you build solutions that acknowledge and value
those needs, rather than denying them.

Even where solutions cannot be as perfect as in
the orange story, people feel differently about the
outcome if their needs are heard and addressed.
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QUESTIONS TO HELP YOU
PINPOINT THE NEEDS
To probe below the surface, redirect the
energy of the conflict by asking questions
like:

“Why does that seem to be the best
solution to you?”

“What’s your real need here?”

“What interests need to be served in
this situation?”

“What values are important to you
here?”

“What’s the outcome or result you
want?”

Each of these answers can significantly

This helps you dig up the raw materials
for co-operation and collaboration.

for other people to say what they need
too.
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It allows you to say what you need and
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alter the discussion.

THE FOUR STEPS TO A
WINNING APPROACH

The four steps to a winning approach
are to:

1. Go back to underlying needs.

2. Recognize individual differences.

3. Adapt your position in the light of
shared information and attitudes.

4. Attack the problem, not the people

This works because co-operation
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gives both people more of what they
want.

The Winning Approach is the first step
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to conflict resolution, sustainable
solutions, and mutual gain.

ABOUT SCALING PEACE
Scaling Peace is committed to
transforming the way the world
handles conflict.

We believe that if each person
approached conflict as an
opportunity to learn more about each
other, build better relationships, and
come up with creative solutions, we
could use conflict as a constant
catalyst for positive social change.

We use the power of technology to
bridge divides across industries,
across generations, and across
communities, in order to bring conflict
skills to people around the world.

For every program you purchase, we
train a changemaker in a community
in conflict.

For more information, visit
www.scalingpeace.com
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