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    Topics Covered:

· Definition of conflict

· Views of conflict

· Functional & dysfunctional conflict

· Stages or process of conflict

· Model Questions
DEFINITION OF CONFLICT

Conflict is a process that begins when one party perceives that another party has negatively affected or is about to negatively affect, something that the first party cares about.

VIEWS OF CONFLICT

There are three views/schools or thoughts of conflict. These are: 
      1) The traditional view

2) The human relations view 
3) The interactionist view

1. The traditional view

The traditional view to conflict assumed that all conflict was bad. Conflict was viewed negatively and it was used synonymously with such terms as violence, destruction & irrationality to reinforce its connotation. Conflict was harmful and was to be avoided.

2. The human relations view

The human relations view argued that conflict was a natural occurrence in all groups & organization. Since conflict was inevitable, the human relations school advocated acceptance of conflict. It cannot be eliminated and there are even times when conflict may benefit a group's performance.

3. The interactionist view

The interactionist view of conflict states that conflict is not only a positive force in a group but that it is absolutely necessary for a group to perform effectively.

FUNCTIONAL & DYSFUNCTIONAL CONFLICT 
Functional Conflict:
Conflict that supports the goals of the group and improves its performance known as functional conflict (constructive).

Dysfunctional conflict:

There are conflicts that hinder group performance; these are dysfunctional or destructive forms of conflict.

STGGES OR PROCESS OF CONFLICT

There are five stages in the conflict process. These are

1) Potential opposition or incompatibility

2) Cognition & personalization

3) Intentions

4) Behavior

5) Outcome

1. Potential opposition or incompatibility
The first step in the conflict process is the presence of conditions that create opportunity for conflict to arise. They need not lead directly to conflict, but one of these conditions, is necessary if conflict is to arise.

2. Cognition& personalization

If the conditions cited in stage I negatively affect something that one party cares about then the potential f or opposition or incompatibility becomes actualized in the second stage. The antecedent conditions can only lead to conflict when one or more of the parties are affected by and aware of the conflict.
3. Intentions

Intentions intervene between people's perceptions & emotions & their overt (open) behavior. These intentions are decisions to act in a given way. Five conflict handling intentions can be identified:

· Competing (one party's interest)

· Collaborating (both party's interest)
· Avoiding (withdraw from conflict)

· Accommodating (opponent's interest above his/her own) 

· Compromising (both party gives up something)

4. Behavior

The behavior stage includes the statements, actions and reaction made by the conflicting parties. These conflict behaviors are usually overt attempts to implement each party's intentions.

5. Outcomes

The action ‑ reaction interplay between the conflicting parties results in outcomes. These outcomes may be functional in that the conflict results in an improvement in the group's performance or dysfunctional in that it hinders group performance.
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