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MOL 5150   Conflict Management & Negotiation 
PRA 5932 Leadership Skills & Conflict Management 

May 15 - 18, 2017 
 
Instructor:  Lena Hegi Welch, Ed. D. 
Contact Information:   (615) 248-1393 (office) or (615) 689-1036 (cell) 
E-mail:   lwelch@trevecca.edu  
 
Course Descriptions:   

MOL 5150 Conflict Management & Negotiation 
(for Master of Organizational Leadership credit) 

 
Assists learners in integrating the experiential and intellectual learning components of 
negotiation and conflict resolution. Learners examine sources of conflict between supervisors 
and subordinates, as well as between/among peers, with a focus on methods of resolving such 
conflicts for the betterment of individual, team, and organizational performance. Considerable 
emphasis will be placed on simulations, role-playing, and cases. 
 

PRA 5932 Leadership Skills & Conflict Management 
(for Master of Arts in Religion credit) 

 
A study of leadership styles, personal leadership skills, and concepts of conflict management. 
 
Required Textbooks:  
• Fisher, R., Ury, W. L., & Patton, B. (2011). Getting to yes: Negotiating agreement without 

giving in. New York: Penguin. ISBN-13: 978-0143118756 (earlier editions are acceptable) 
• Mnookin, R. (2011). Bargaining with the devil: When to negotiate, when to fight. New York: 

Simon & Schuster. ISBN-13: 978-1416583332 
 
Student Learning Outcomes: By the completion of this class, the successful student will be 
able to: 
• identify his/her personal conflict style (Understanding); 
• define basic terms in negotiation (Understanding);  
• apply the nine stages of conflict escalation developed by Friedrich Glasl (Applying); 
• choose the best strategies for addressing destructive conflict behaviors (Evaluating); 
• evaluate the role of climate and constructive communication in managing team conflict 

(Evaluating); 
• recommend productive conflict management strategies to others (Evaluating); 
• role-play case studies in conflict management (Creating); 
• analyze the moral issues associated with deciding when to negotiate (Analyzing); 
• conduct two negotiations on a non-trivial issue with a classmate (Creating); 
• apply the five issues that should be considered before deciding to negotiate with an adversary 

in personal and professional situations (Applying);  
• apply conflict management and negotiation strategies to a past conflict and suggest alternative 

resolutions to that conflict (Applying). 
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Grade Scale:  The final grade will be determined on the basis of a 1,000-point system, which 
will convert to a letter grade according to this scale:  
 

Exceptional A            930 – 1000    Average C+      770 – 799   
 A-          900 –   929      C         730 – 769  
Superior B+         870 –   899       C-       700 – 729  
 B            830 –   869    Passing D+      670 – 699  
 B-          800 –   829    D         630 – 669  
    D-       600 – 629    
   Failing F         599 or less 

 
 
Assignments and Grading 
Point values indicate the maximum score for each assignment. Minimum score for each 
assignment is zero.  The “approximate time” gives you an idea about how much time you will 
devote to the course, however, some students will spend more time; others will spend less time.   
 

 
Assignment Due Date Points 

Approx. 
Time 

  1. Reflections on Getting to Yes  Midnight May 6  100 18 

  2. Reflections on the Style Matters:  
Kraybill Conflict Styles Inventory 

Midnight May 14  100 10 

  3.  “Live Negotiation” 1 & 2  During class – 
TBA 

50 each; 
100 total 

in class 

  4. Peer Evaluation of “Live 
Negotiations” 

Midnight May 25 25 each; 
total 50 

4 

  5. Analysis of Escalating Conflict     
Scenario  

Midnight May 25 150 8 

  6. Bargaining with the Devil Book 
Critique  

Midnight June 1 100 20 

  7. Report on Conflict Newsletter/Blog  Midnight June 1   50 4 

  8. Current Events Negotiation 
Analysis  

Midnight June 15 150 14 

  9. Integrative Paper Midnight June 15 100 12 

10. Discussion/Class Participation  100 23 
    Total:       1,000            113 
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EXPLANATION OF ASSIGNMENTS 
 

I. Reflections on Getting to Yes:  You are asked to read Getting to Yes in its entirety. In lieu 
of writing a traditional “book report,” you are asked to select and answer FIVE of the following 
questions regarding ideas covered in the book. Each answer should be 200-400 words in 
length. 

 
If you cite Getting to Yes in your answers (and you should!) and if you cite other references 
(optional), use APA style for in-text citations and end references. All responses should be 
submitted as one document with the specific answers numbered.    
 
Please submit this paper through Trevecca’s learning platform (Blackboard). You will receive 
instructions about this procedure in a separate e-mail from Gail Pusey. This assignment 
should be submitted by midnight on Saturday, May 6, 2017.  

 
1. Define positional negotiating and principled negotiating (negotiating on merit). Do you 

agree or disagree with the authors’ belief that negotiating on merit is superior to positional 
negotiating? Defend your reasons.   

2. In Chapter 1, the author talks about people having a need to “save face.” What do you think 
is meant by saving face? Explain a time when you were unwilling to negotiate or to 
effectively settle a conflict/dispute, because of your need to “save face.” 

3. Why is it so important to separate the people from the problem? What roles do perceptions, 
emotions, and communication play in conflict? How can “people problems” be prevented in 
the first place?  

4. What is the difference between “positions” and “interests?” What should you focus on when 
in conflict/negotiations? Think of a situation when you have been involved in negotiation 
(you may use the same situation you used for question #2). Explain your interests and 
positions in that situation. Explain the other parties’ interests and positions. Which do you 
think would be easier to address: all of the parties’ interests or all of the parties’ positions? 

5. How can you invent creative options to resolve conflict?  
6. What are the four kinds of differences that lend themselves to dovetailing? How can you use 

each one of these to your advantage?  
7. Explain “BATNA.” What role does it play in negotiations? What happens in situations 

without BATNAs? Give an example of a situation in which you used your BATNA (it can be 
the same situation you used for other questions). What was the outcome? 

8. How can you use objective criteria, fair standards, and fair procedures to resolve conflict?  
9. If there is a power imbalance in negotiations, what is the best thing to do and how can you 

make the most of your assets?  
10. What is negotiation jujitsu and how can you use it?  

II. Reflections on the Style Matters: Kraybill Conflict Styles Inventory 

The Style Matters: Kraybill Conflict Styles Inventory helps you identify patterns in how you 
respond to conflict (disagreement) with other people and to broaden your options and 
flexibility when handling future conflicts.  

Access the inventory by going to this website: http://www.riverhouseepress.com/  
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Attached to your registration-response email is a pdf giving you step-by-step instructions for 
how to log-in to the inventory.  

After you have taken the inventory, write an essay on your personal conflict style. The essay 
should be at least 1,000 words in length. Please submit this paper through Trevecca’s learning 
platform (Blackboard) by midnight on Sunday, May 14, 2017.  
 
The essay on your personal conflict style should address ALL the following topics/questions: 

 
1. View your Style Matters report, paying particular attention to your scores when life is Calm 

(i.e., when conflict first occurs or in everyday minor disagreements). What are your highest 
(preferred style) and lowest scores (least preferred style) during Calm? How accurate do 
you believe these results are? Review the section on “How to Interpret Your Scores” under 
“Tutorials” so that you can draw conclusions about your results.  

2. View your Style Matters report, paying particular attention to the scores during a Storm 
(i.e., when conflict is unresolved and anger/frustration grows). What are your highest 
(preferred style) and lowest scores (least preferred style) during Storm? How accurate do 
you believe these results are? Review the section on “How to Interpret Your Scores” under 
“Tutorials” so that you can draw conclusions about your results.  

3. According to the Style Matters inventory, to what extent do you experience a “storm shift” 
in how you respond to conflict? To clarify, a “storm shift” occurs when the way you 
typically handle conflict during a Calm period (when conflict first occurs) changes when 
the conflict continues and becomes more emotional (i.e., during a Storm phase).   

4. Briefly share at least one personal experience involving conflict that illustrates one or more 
aspects of your results on the Style Inventory.  

5. Review your Style Matters report and several of the materials under “Tutorials” in the Style 
Matters inventory website. What are at least three strategies you could begin using that you 
believe would improve your handling of conflict situations? Don’t just list them; explain 
why you believe each strategy would be helpful to you. Discuss how these strategies could 
be implemented in specific situations or relationships.  

 
III. “Live” Negotiations #1 & #2:  During class, you will be assigned to work with a classmate 

in two actual negotiations which will be recorded digitally. Each of you will play the role of 
Partner A (who initiates the negotiation) during one negotiation and Partner B (who responds 
to Partner A’s attempts at negotiation) during the second negotiation.    

   
Evaluation of the negotiation will be on both partners’ (A & B) ability to apply key issues and 
concepts from the readings, not on which partner achieves his/her goal in the negotiation.   
 
Each Live Negotiation is worth 50 points (i.e., Partner A can earn up to 50 points and Partner 
B can earn up to 50 points) for a total of 100 points in the course. A rubric will be provided to 
evaluate the negotiations.   

 
IV. Peer Evaluations of “Live Negotiation” #1 & #2:  You will be asked to choose two of the 

“Live Negotiations” (not your own!) and analyze them.   Your critique should include your 
perceptions of  the overall success or failure of the negotiations, evaluation of what each 
partner did successfully in the negotiation, and insights into how each partner might have 
improved the negotiation.  Each evaluation should be a minimum of 250 words in length. 
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Each peer evaluation will be worth 25 points for a total of 50 possible points.  The peer 
evaluations are due in Blackboard by midnight on Thursday, May 25, 2017.   

 
V. Analysis of Escalating Conflict Scenario:  You are asked to write an essay in which you 

describe a destructive conflict with which you are personally familiar. As you describe the 
conflict, identify as many of the nine stages of escalating conflict as are relevant to the story. 
Then, consider what the parties involved in the conflict might have done differently to obtain a 
more satisfactory resolution.  Finally, address the perceived usefulness of understanding the 
stages of conflict escalation.  What insights about the conflict are revealed to you after 
applying Glasl’s stages of conflict escalation?  The essay should be 500-750 words in length 
and include citations and references in APA style.  (The works cited or references should not 
be part of the word count.)  This assignment will be explained in more depth during a class 
session.  The analysis is due in Blackboard by midnight on Thursday, May 25, 2017.   

 
VI. Bargaining with the Devil Book Critique:  Students will read Bargaining with the Devil 

in its entirety and prepare a 750-1,000 word book critique, due by midnight on Thursday, 
June 1.  Your critique should follow the following guidelines: 
1. Read the book thoroughly, thoughtfully, and carefully. Particularly be aware of significant 

and meaningful sections of the book and pay special attention to how the author develops 
the thought of the book. 

2. Begin your critique by describing what you observed in #1 above, along with what you 
perceive the author’s purpose to have been for writing the book. 

3. Describe in detail the author’s strongest and weakest points. What central ideas were 
thoroughly examined?  Were there any important issues that were ignored or avoided? 

4. Interact personally with the author and the overall purpose of the book. What was most 
helpful for you? Why? What did you learn in the book? With what areas did you 
particularly agree? Why? With what areas did you find troublesome or even 
disagreement? Why? For whom do you think reading this book would be of value? 

5. Throughout your critique be certain to focus on major ideas, think critically (thoughtfully 
and reflectively) and analytically (how the parts of the book relate to the whole).  Be sure 
to work with the full book rather than one area that engaged your attention.  

   
VII. Report on a Conflict Management Newsletter or Blog: Research and report on a 

conflict management newsletter or blog that you believe would be useful to yourself and your 
classmates.  Your report should be at least 250 words in length.  In your report, explain who 
you believe would be particularly interested in the newsletter or blog (i.e., pastors, small 
business owners, educators, etc.).  Identify who the primary authors or writers of the 
newsletter/blog are and explain why you believe them to be credible authorities on the subject.  
Present a sampling of the topics that are typically discussed in the newsletter/blog, and 
include in your report at least one topic/piece of advice/insight that you personally found 
particularly useful or interesting.  You should include a hyperlink to the newsletter/blog if it is 
an electronic source or a mailing address if the newsletter is available via traditional mail. 

 
This report will be shared with other students in the class via a discussion board in Blackboard 
so that others will have access to the conflict management newsletter or blog.  This assignment 
is due by midnight on Thursday, June 1. 
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VIII. Current Events Negotiation Analysis:   Relying on popular media accounts (newspapers, 
magazine articles, Internet blogs, etc.) or other accounts of current ongoing negotiations 
(local, national or international), write an analysis of the negotiation using the concepts, 
categories and criteria introduced in the required readings to describe and analyze the 
negotiation.  In addition to analysis, develop a list of 10 (minimum) to 15 (maximum) 
questions that you would ask the parties involved to help move the negotiations toward a 
productive end. If the value/intent of each question is not obvious to the reader, you may have 
to offer a brief explanation for the hoped-for outcome from each question. The analysis should 
be a minimum of 1,200 words, not counting a reference page of all sources used in this 
analysis.  (This assignment was developed by David Anderson Hooker, professor at Eastern 
Mennonite University, 2011).  This assignment is due in Blackboard by midnight on 
Thursday, June 15.   

 
IX. Integrative paper:  Students will write a 750-1,000 word synthesis paper that summarizes 

and integrates all the insights and major concepts covered in the readings and class sessions, 
with reflection upon how the content can be applied in your particular area of ministry.  A 
rubric will be provided for you in Blackboard.  This assignment is due by midnight on 
Thursday, June 15.    

 
X. Discussion/Class Participation: This class is highly participative so your physical and 

mental presence is important!  Come to class prepared to participate in spirited discussion.  
See page 7 of this syllabus for the class attendance policy, and please minimize any outside 
distractions while you are in class.   

 
 

CLASS SESSIONS/SCHEDULE  
(subject to change) 

 
Day (hours 
without 
breaks) 

Session 
 
Hours 
 

Unit 

Monday 
Afternoon 12:30 - 2:30 2.0 Introduction to Conflict Management 

 3:00 - 4:30 1.5 continued  
Tuesday 
Morning 8:00-9:30 1.5 Understanding Conflict Escalation 

 10:00–11:30 1.5 continued 
Tuesday 
Afternoon 12:30 - 2:30 2.0 Team and Organizational Conflict 

Competence 
 3:00 - 4:30 1.5 continued 
Wednesday 
Morning 8:00-9:30 1.5 Adding to Our Toolbox:  Additional 

Resources 
 10:00–11:30 1.5 continued 
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Wednesday 
Afternoon 12:30 - 2:30 2.0 continued 

 3:00 - 4:30 1.5 continued 
Thursday 
Morning 8:00-9:30 1.5 Knowing When to Negotiate (Global 

Decisions) 
 10:00–11:30 1.5 continued 
Thursday 
Afternoon 12:30 - 2:30 2.0 Deciding When to Negotiate (Business 

& Family Decisions) 
 3:00 - 4:30 1.5 continued 

                             Total Hours: 23  
 
Professors will break for ½ hour during morning and afternoon sessions. Break times and lunch 
times may be flexible. 

 
 

COMMON POLICIES 
Attendance Policy 
Regular class attendance is an important obligation and each student is responsible for all work 
conducted in class meetings.  In emergency situations, a student may request to the faculty 
member, with approval by the Associate Director of the Christian Ministry Program, for missed 
sessions to be audio or video recorded (the student is responsible to provide for this). 
In addition to the student’s listening/watching the recording, the faculty member  
may require further work in order to make up for the missed sessions.  The student must be in 
attendance for a minimum of 85% of the class sessions in order for this request to be considered.  
Appeal may be made to the dean of the School of Religion for further flexibility. 
 
Academic Honesty 
To protect the integrity of your university degree, academic honesty is expected of all students at 
Trevecca Nazarene University. TNU students are held to high standards of academic ethics, 
personal honesty, and moral integrity. Trevecca enforces these standards by dealing with 
academic dishonesty fairly and firmly.  If plagiarism (using another’s statements or thoughts 
without giving the source appropriate credit) is confirmed, the assignment receives a grade of 
zero. The assignment is to be resubmitted properly (although the zero grade remains). Cheating 
on an exam, falsifying documentation, and dishonesty in reporting reading are just a few of the 
infractions that are grounds for course failure and/or program termination.  
 
Disability Accommodations 
Trevecca Nazarene University provides disability support services.  Anyone who feels they may 
need an accommodation based on the impact of a disability and who would like to receive 
accommodations must register with Disability Services, in the Center for Leadership, Calling, and 
Service, room 212, 615-248-1346. 
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Late Work Policy 
Papers need to be submitted to Blackboard on or before the designated due dates. Each day (not 
counting Sundays) your assignment is late, your grade on that assignment will be deducted by at 
least 10%. 
 
Electronic Submissions 
It is the student’s responsibility to ensure the professor received the assignment. All electronic 
submissions are to be made to Blackboard by midnight (CDT) of the assignment due date. 
Submissions after midnight will be subject to the Late Work Policy described above, unless, under 
extenuating circumstances, the professor has provided (via email) an extension to the deadline. 
 
Cell Phones/Internet 
As a courtesy to the professor and other students cell phones (calls & text) and internet 
connections (email & surfing) are not to be utilized during class. In rare situations taking a 
personal call or text message may be appropriate, but arrangements should be made in advance 
with the professor. 
 
Academic Support/Writing Help 
Writing help is available from Trevecca’s Academic Services Center. To take advantage of this 
service, you must email your paper to writingservices@trevecca.edu along with the following 
information: 

• Class name 
• Specific assignment requirements (or attach the class syllabus) 
• Date the paper is due 

A writing tutor will read the document and respond with suggestions for improvement. Please 
allow at least four days for this process.  
 
Required Paper Format and Product 
Papers should conform to APA standards.  For citations and formatting see: 
http://libguides.trevecca.edu/documentation   A polished product (with proper grammar and 
spelling, structured writing, and mature thought) is expected.  See the rubric on page 9 of this 
syllabus for the standards expected of all writing assignments.  
Ask yourself:  

1. Is the paper clearly written and logically organized?  
2. Does it have a coherent argument toward a stated conclusion?  
3. Have I, the writer, articulated a definite position of my own?  
4. When other texts or positions are engaged, are they adequately understood, fairly 

characterized, and cited appropriately?  
5. Does the paper follow sound conventions of academic writing, and is it polished?  

It is advised that students ask a trusted colleague or friend to proofread their work after the 
student has proofread his paper. 
 
Disclaimer: 
Please note that all digital communication content exchanged as part of this course, including 
email, online discussions, and chat sessions, are the responsibility of and owned solely by the 
author.  It is also understood that all digital exchanges are submitted freely by each student.


