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Organizational Conflicts and Negotiation: A Personal Reflection
Organizations comprise of a personality, ideological, beliefs, philosophical, behavioral diversity of employees. They interact differently at interpersonal and inter-organizational levels. Several aspects of employees and organizational issues cause conflicts in the organization (Debow, 2015). Employees in the organization approach conflicts in different styles. In fact, solving these conflicts is process that requires involvement of the opposing sides and perhaps third parties. This process requires parties to negotiate and find an amicable solution to the conflict issues. This essay examines types of organizational conflicts, causes, conflict negotiation process; conflict management styles used using an example to illustrate these concepts.
	To start with, generally, conflicts can either be functional or dysfunctional. A functional conflict is a conflict in which parties to the conflict are open to problem solving and mutual dissolution of the conflict. On the other hand, a dysfunctional conflict has intense expression of emotions, withholding of information and parties are not open to problem solving thus the issues end up unresolved and pile up. In an organization, conflicts can be intrapersonal meaning they are conflicting issues within the individual employee in the organization. Similarly, conflicts can be interpersonal meaning that the conflict is between two or more individuals in the organization (Debow, 2015). Lastly, a conflict can be inter-organizational meaning there it involves two or more organizations.
	Moreover, conflicts can be caused by interpersonal or organizational issues. Interpersonal issues that lead to conflicts in an organizational include personality, ideology,  and religious difference, political inclination, and behavior aspects, for instance, intolerance, anger, insensitivity, mockery among others( Luthans, Luthans, & Luthans, 2015). On the other hand, organizational causes of conflicts include goal incongruence, unclear job descriptions that conflict with others, unfair treatment of employees, competition for resources and supremacy, communication mishaps,  corruption, opposing desires of workers among others (Luthans et al., 2015).
	I witnessed a conflict in my organization between two departmental managers where the conflict was brewed by the competition for resources. Employees in these two departments -tactics and operations planning department and maintenance and repairs department whose offices were adjacent to each other shared common stationeries like paper punch, staplers, printing papers, printer and photocopier among others. The central stores would dispatch supplies each to be shared by two departments according to the organizational policy. There was an agreed place where these stationeries would be accessed from, a table in the tactic and operations office. Tactics and operations department launched a complaint to their manager that the resources were getting depleted fast accusing the maintenance and operation department of misusing resources.
	Consequently, tactics department would take some of the printing papers and hide them as soon as supplies are made, something that annoyed the other department. Soon this became the norm; resources would be hidden as soon as they are dispatched to the department. Manager kept on receiving complaints from their departmental members and as usual, they would defend the members of their department. Later, this became a grave conflict. The managers kept on pointing fingers. The maintenance department which would receive separate Maintenance, Repairs, and Operations (MRO) supplies was accused of using the other department resources yet they had their own resources. This shows that there was a communication problem from the central stores as many members in the tactics and operations planning department did not know that MRO was a separate set of supplies that did not include the stationeries that they were required to share.
	The conflict escalated and senior members in the organization had to intervene to negotiate and solve the conflict. Conflicts can be solved by avoiding, competing, collaborating, accommodating or compromising (Shearouse, 2011). Avoiding means that both manager would avoid the process resulting to a lose-lose situation while competing means that they would negotiate; whoever win the negotiation would be lucky the other party loses, something that would be hard to implement in this situation. Likewise, accommodating would mean that that one manager would give up their interest to entertain the other’s interest for the sake of the interdepartmental relation resulting to a lose-win situation. Similarly compromising means that both mangers would give up something in their original desire to settle for a lesser deal to avoid a deadlock or a lose-lose situation (Sims, 2002). Finally, the manager can choose to negotiate and agree on something that is mutually acceptable by both parties.
Furthermore, this was a functional conflict as both managers were willing to sit down and negotiate for a solution. In this case, the negotiations involved organization management and central store manager as the arbitrators. Both managers could not agree where to situate the stationery as every manager wanted the stationery to stay in their department, meaning it was highly competitive. Each manager had pressure from the departmental members to ensure that the resources are kept in their office. Consequently, the management, after seeing how competitive the negotiation was and that none of the managers was willing to accommodate or compromise, decided to solve the conflict by proposing to acquire a new set of stationery so that the departments would not need to share. Still, the managers argued over who should use the old stationery as each wanted the new stationery. The management adjourned the negotiations until the afternoon to take a break and brainstorm on new conflict.
	In an attempt to solve this latter conflict, the management guided the managers through the conflict negotiation process. First, the managers and management recognized that there were opposing interests and incompatibility in the needs of the two departments as they were competing over who should use the new stationery resources (Bauer& Erdogan, (2012). Later they engaged their cognitive abilities and brainstormed on what led to the conflict, could it have been avoided, how to solve it in a mutually acceptable manner where personal interests of each department would be catered for.
 	Consequently, each manager floated their interest for discussions and problem solving (Bauer & Erdogan, 2012). It was an intense negotiation to appoint that one of the manager got furious and had an emotional outburst. After taking a break, the negotiations resumed and the tactics and operations planning department accommodated the wishes of the other MRO department. The outcome of the negotiation was, both managers agreed that the new stationery should stay in MRO department while the other department would continue using the old stationery. The latter negotiations were integrative comparing to the earlier negotiations that were highly distributive and ended up in a deadlock and management had to intervene and settle the conflict.
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