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Behavior strategies in conflict
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Conflict (by A. G. Kovalev) is a contradiction that arises
between people in connection with the solution of
certain issues of social and pqtéo al life.

t the same time, accord@&\\Yo the author, not every
contradiction is a con\& . Conflicts arise when
contradictions aff e social status of an individual or
group, the mat or spiritual values of people, the
prestige and m%ral dignity of the individual.




In psychology it is accepted to distinguish 5 strategies of behavior
in the conflict:

= Evasion (avoidance) - passive stylg{éf behavior in the conflict,
which is characterized by the |agk of human desire to both meet
the opponent and protect Q\&hown interests.

t the same time this sty%gf@f behavior in conflict exists both in
conscious and uncon s form. For example, a person who does
not recognize the @2{4(3 ence of a conflict situation when this
situation really exists also chooses a strategy of avoiding conflict but
he will do it subconsciously.



However, avoiding conflict can be considered rational if the
further development of events willé‘\é favorable for the
person, or bring him success wjtlﬁo%t much effort, or present

him with more favorable opQQN\unities, etc.

t should be noted that @Cf}requent use of this style of
behavior in the confl'@?an lead to a decrease in self-esteem
of the person, theéé\ergence of a sense of uncertainty in
their abilities. Therefore, when choosing evasion, you should
first weigh all the pros and cons of such behavior.



Fixture (concession) — can be designated as a form of
passive cooperation, which is chz@terized by a tendency
to mitigate the conflict situati&\ﬁ@nd preserve existing

relationships between peo@é\.

O
n this case, the persogo\?%o chooses this strategy of
behavior, there is ng@esire to achieve the goal, and the
other side of the@%nflict retains interest in their own
goals.



you do not have time to resolve the conflict, then fixture can be the
most profitable strategy of behavior in this situation.

There are other advantages of fixture{(S\F example, this behavior
allows you to maintain reIationshi&{‘Between people, helps relieve
tension, demands from the persoit of the least expenses of its
rces, , leads to the peao@l existence of the conflicting parties.
there are also disadvantages, such behavior can be perceived by
e other side as a manifestation of weakness, which can lead to
increased pressure an’demands. At the same time it is necessary to
remember that resorting only to such style of behavior in the conflict,
you most likely will not be able to achieve the desirable and to satisfy
own interests.




= Confrontation (competition, rivalry, domination,

suppression) — this is an actlve@avior of a person, which
is aimed at satisfying their terests, while at the
xpense of the interests Qﬁ\fhe other party.

he person who choose@/bonfrontatlon as a strategy of
behavior in the confliCt; seeks to achieve satisfaction only of
the purposes, for purpose he can try to convince or force
the opponent to make concessions.



The advantages of this style of behavior in conflict are to
stimulate development and progr@, and to be highly
effective in achieving the nece\gﬁ@ﬂ*y results.

owever, a person who cgﬁ%\gntly competes with others
becomes a conflict for q(ém. At the same time, a significant
disadvantage of co ntation is the constant need for
accuracy of inforq?ation and the cost of physical and mental
strength of a person, which can lead to stress.




= Compromise — means predisposition opponents to mutual
concessions under achieving partigl meet their aspirations.

It occupies a middle place amg)n%ﬂlarious styles of behavior

and is otherwise designated as‘a strategy of mutual
ncession, characterizeg\ a balance of interests of all

parties. However, com@%mise cannot be a permanent

solution to the pro&;s@n, since neither side fully satisfies its
own interests, whRich is the basis for the continuation of the

conflict.



The ability of a person to regulat nflicts through
compromise is seen as a sign)ofg}is high culture of
communication, this quali’%j&/ery important in negotiating
nd managing people. \ﬁg@ ompromise is not a way to fully
resolve a conflict, butfgé\nay well serve as an excellent

method of regula&/&t}git.
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= The strategy of cooperation (integration) is characterized
by a focus on the implementat@\ f the interests of all
parties to the conflict. “{O

is style of behavior in tf@conﬂict is possible with accurate
and timely diagnosis of.thie problem, identification of external

and hidden causes Q(Re conflict, the willingness of the
conflicting parti%&act to achieve a common goal.



The basis for such a style of behavior in the conflict as

cooperation is the recognition of{ﬁe value of interpersonal
relations by opponents. When {éu choosing of cooperation
you express the desire to joihtly resolve the conflict situation.

However, in order to i ement this strategy it is necessary

that all the conﬂicti@(bparties adhere to the positions of

cooperation wita@ch other which is not common in our
world.





