
 
 

Turning Conflict into Cooperation 
 

What are the three methods to resolving conflict? 
 
1. Method I: I win; you lose. 
2. Method II: You win; I lose. 
3. Method III: No Lose method. 
 
Is Method III unfamiliar to you? If so, it will not be for long. 
 
Methods I and II are problem solving methods that use Òcoercive powerÓ to get results 
that work for only one person. 
 
What is wrong with this, you ask? 
-Many different negative reactions result from this Method of conflict resolution. 
Some are as follows: 

- Reduction in communication (not consulting the person in charge) 
- Destructive Competitiveness and Rivalry (causes tattling, cheating, 

gossiping, etc.) 
- Submission and Conformity (knuckling under pressure) 
- Rebellion and Defiance (enough said) 

 
Now, we get to the No Lose Method! 
 
It is a method in which nobody loses; a compromise in which both parties end up 
happy.  It is a win-win solution in which both parties leave liking the person they 
were arguing with because they listened to each other and were able to come up 
with a solution that addressed both problems and solved them. 
 
Steps to follow to find a Solution for all: 

I. Identifying and defining the problem 
II. Generating alternative solutions 
III. Evaluating the alternative solutions 
IV. Decision-making 



V. Implementing the decision 
VI. Following up to evaluate the solution 

 
How to do this: 
 

1. The parties to the conflict move through the problem-solving process, at 
least through Step IV, Decision-making, and often beyond. 

 
2. The conflict must get defined and understood in terms of both personsÕ 

needs, feelings, or concerns.  You want your position to be understood, 
and you also want to be clear about the other personÕs position. 

 
3. It is important that each personÕs needs, feelings, or concerns are 

expressed with I-messages, rather than blaming or judging You-
messages, which usually impede the process. 

 
4. Active Listening must be used because it communicates your acceptance 

and understanding of the other person feel willing to understand your 
feelings. 

 
5. The initial Òpresenting problemÓ often turns into a deeper or more basic 

problem, which also has to be solved. 
 
Example: 
 
President: I feel frustrated when you constantly show up to our weekly e-board 
meetings late. 
 
Member:  I feel unimportant when I come up with an idea at these meetings, and 
then you use your authority to use your own solution.  I feel that these meetings are 
a waste of my time. 
 
P:  So, what I here you saying is that you do not want to be at the meeting because 
you feel unimportant because we always settle on my solutions or ideas. 
 
M:  Yes, that is what I am saying.  It is not that I feel you always do it, just that we 
jump to solutions and that they tend to be whatever you thought would work best.  
I think we should bring all of the ideas to the chapter to see what they think would 
be best for the big problems. 
 



P:  So, if we gave more time and thought to alternative solutions and then brought 
those ideas to the chapter then you would be more inclined to come to the 
meetings, and would show up on time.  
 
M:  Yes, I think so.  
 
P:  Okay, I will not be so quick to come up with a solution and will offer to bring 
all ideas to bring all ideas to the chapter for their thoughts for the big problems. 
 
M:  And, I will make sure to make more of an effort to come on time.   
 
See how they used Method III to get to the root of the problem and resolve both of 
the problems that the participants had.   
 
Practice, Practice, Practice 
 
Make up some dual problems that have or could occur in your organization.  Make 
sure to make two index cards stating one personÕs side of the problem on one, and 
the other personÕs side of the problem on the other.  Have a mediator to make sure 
all of the proper steps are being practiced.  At the end, review the proper process 
and do again with another problem, if necessary.   
 
 

 
  
 
 


