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'on)lict and *egotiation

 Confict has been dened as “the process which begins
when one party perceives that the other has rustrated,
or is about to rustrate, some concern o his”

 Confict can play a creative role in the planning process

 Debate over the proper technical approach to a problem

oten generates a collaborative solution that is superiorto any solution originally proposed

 Confict oten educates individuals and groups about the
goals/objectives o other individuals and groups

Chapter !"
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%he *ature o) *egotiation

  #he avored techni$ue or resolving
confict is negotiation


%egotiation is “the process throughwhich two or more parties see& an
acceptable rate o e'change or
items they own or control”

 (irms should view conficts within the
organi)ation as conficts between
allies, not opponents

Chapter !*
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+acilitating the $ntegration

o) Actiitie!

 Lateral Relations allow decisions to be
made hori)ontally across lines o

authority
 +ecause each area has its own goals,

integrating activities o two or more units

is certain to produce conficts
  #hese conficts may be resolved by

negotiating a solution, i one e'ists, that
produces gains or minimi)es losses- or
all parties Chapter !.
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*egotiating a Re!olution

 pproaching intraproject conficts with a
desire to win a victory over the other

parties is inappropriate0

  #he project manager should remember
that he will be negotiating with project
sta&eholders many times in the uture

  #he proper objective should be to
optimi)e the outcome in terms o overall
organi)ational goals

Chapter !1
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Partnering,'hartering, and

'hange
  #hree situations commonly arise during

projects that re$uire the highest level o
negotiating s&ill the project manager can

muster2
  #he use o subcontractors

  #he use o input rom two or more unctional

units to design and develop the project3smission

  #he management o changes ordered in the
project3s deliverables and/or priorities ater

the project is underway Chapter !4
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Partnering

 5n recent years there has been a steady
growth in the re$uency o outsourcing parts
o projects

  #here are many reasons or this trend2
 voidance o litigation

 Diversication o technical ris&

 voidance o capital investment
 6educing political ris& on multinational projects

 7hortening the duration o the project

 8ooling o complimentary &nowledge

Chapter !
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Partnering

 9enerally, relations between the
organi)ation carrying out a project and
a subcontractor wor&ing on the project

are at best characteri)ed as adversarial
 Conficting interests tend to lead both

parties to wor& in an atmosphere o

mutual suspicion and antagonism
  #o reduce this confict, a process or

building partnered projects can be used
Chapter !:
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Proce!! )or Building

Partnered Project!
 "0  #he parent rm must ma&e a commitment to

partnering, select subcontractors who will
do the same, and develop a “charter”

 *0 +oth parties must implement the partnering
process with agreement on2

  ;oint evaluation o the project3s progress
  method or resolving problems or disagreements
 cceptance o a goal or continuous improvement
 7upport or the process o partnering rom senior

management o both parties

 .0 +oth parties commit to a joint review o “project
e'ecution” when the project is completed

Chapter !<
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'hartering

  project charter is a written agreement between
the project manager, senior management, and the
unctional managers who are committing

resources to the project0 #he charter also otenincludes the client0

  #he charter may ta&e many di=erent orms

  #ypically it details the project deliverables, oten
including the project3s schedule and budget

 >ost projects do not have charters 
 ?hich is one reason or observing that most projects

are not completed on specication, on time, and on
budget

Chapter !@
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Scope 'hange

  #here are three basic causes or change
in projects2

 8lanners erred in their initial assessment

about how to achieve a given end or erred in
their choice o the proper goal or the project

  #he client/user or project team learns more
about the nature o the project deliverable or
about the setting in which it is to be used

  mandate is a change in the environment in
which the project is being conducted

Chapter !"A
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Prioritie!

 >ost rms actually have only three
levels o priority2


High priority projects ! the “set” oprojects currently being supported

 Low priority projects ! the projects “we
would li&e to do when we have the time

and money”
 Urgent projects or Mandates !

occasionally there are those projects that

must be done immediately Chapter !""

 



7/24/2019 Ch - 06-Conflict & Negotiation.ppt

http://slidepdf.com/reader/full/ch-06-conflict-negotiationppt 14/34

'on)lict and the Project

-i)e 'ycle
 Certain patterns o confict are associated with

the di=erent periods in the lie o a project

 Confict appears to all into three

undamentally di=erent categories2
 "0 9roups wor&ing on the project may have

di=erent goals and e'pectations

 *0 #here is considerable uncertainty about who has

the authority to ma&e decisions

 .0 #here are interpersonal conficts between people

who are parties!at!interest in the project

Chapter !"*
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Settling 'on)lict! Aout

Prioritie!
  #here are methods or settling conficts

about priorities between projects2

  #he project selection model used to approve

projects or unding oten generates a set o
projects ran&ed by some measure o value

 5t is common or senior management to

determine interproject priorities
  #he relative importance o the various tas&s in

an individual project is set by the project

manager
Chapter !".
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Settling 'on)lict! Aout

Prioritie!
  #hese methods are irrelevant i project and

unctional managers attempt to optimi)e
their individual interests over the total

organi)ation
  #he confict!resolution potential o partnering

and project charters should be clear

 %either techni$ue will stop confict rom
arising, but can sharply lower the intensity o
the conficts as well as provide a ramewor&
or resolving confict

Chapter !"1
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'on)lict uring Project

+ormation

 5n the initial stage o the project lie cycle,
most o the confict centers around the

inherent conusion o setting up a projectin the environment o matri' management

 t this point, almost nothing about the
project or its governance has been decided

 >oving rom this chaotic environment to
the buildup stage can be diBcult

Chapter !"4
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  #o ma&e the transition rom project ormation to
buildup, our undamental issues must be addressed2
  #he technical objectives o the project must be specied to a

degree that will allow the detailed planning o the build up
stage to be accomplished

 Commitment o resources to the project must be orthcoming
rom senior management and unctional managers

  #he priority o the project relative to the priorities o the

parent organi)ation3s other projects, must be set andcommunicated

  #he organi)ational structure o the project must be
established to an e'tent suBcient or the action plan, ?+7
and linear responsibility chart to be prepared

Chapter !"

'on)lict uring Project

+ormation
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  #his is the period during which the project
moves rom a general concept to a highly
detailed set o plans

 s the plans become detailed, conficts over
technical issues build

 Conficts between the project manager and

the unctional areas tend to predominate
 sually, the unctional areas can claim more

technical e'pertise than the project manager
who is a “generalist”

Chapter !":

'on)lict uring Project

+ormation
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 7chedules are still a major source o confict

in the main program, though the pro'imate

cause o schedule!related confict is usually

di=erent than in earlier stages
 “Catching up” re$uires e'tra resources that

the unctional groups will demand, but which

the project manager may not have
  #echnical conficts are re$uent and serious

during the main program stage

Chapter !"<

'on)lict uring Project

+ormation
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 During this phase o the project the many

parts must be lin&ed properly

  #hese lin&ages are &nown as interfaces

  #he number o interaces increases rapidly as

the project gets larger, which is to say that the

system gets more comple'

  #he need to manage these interaces and

correct incompatibilities is the &ey to the

technical conficts in the main program phase
Chapter !"@

'on)lict uring Project

+ormation
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 7chedule is the major source o confict during project
phaseout

  #echnical problems are comparatively rare because

most have been solved or bypassed
 8ersonality conficts are the second ran&ed source o

confict during phaseout

  #hese conficts can be caused by pressure to

complete the project and to the an'iety about leaving
the project

  #he primary tool to accomplish confict resolution and
reduction is negotiation

Chapter !*A

'on)lict uring Project

+ormation

 



7/24/2019 Ch - 06-Conflict & Negotiation.ppt

http://slidepdf.com/reader/full/ch-06-conflict-negotiationppt 23/34

 (ew o the conficts arising in projects
have to do with whether  or not a tas&

will be underta&en
 5nstead, they have to do with

  #he precise design o the deliverable



How the design will be achieved
 +y whom and at what  cost

  #he implication is clear2 The work of

the project will be done Chapter !*"

'on)lict uring Project

+ormation
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 ne re$uirement or confict reduction/resolution by
the project manager is that they must allow confict to
be settled without irreparable harm to the project3s

objectives

  #o do this, the project manager must2
 llow and oster- honesty between the negotiators

 Employ only ethical tactics during the negotiation
 nderstand that any behavior that breeds mistrust will ma&e

uture negotiations diBcult, perhaps impossible

 Emphasi)e that the conficting parties!at!interest are not
enemies but rather allies ! members o an alliance with strong

common interests Chapter !**

'on)lict uring Project

+ormation
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  techni$ue called “principled
negotiation” tends to maintain these

re$uirements o negotiation and isdened by our points2

 "0 7eparate the people rom the problem



*0 (ocus on interests, not positions
 .0 +eore trying to reach an agreement,

invent options or mutual gain

 10 5nsist on using objective criteria
Chapter !*.

'on)lict uring Project

+ormation
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Summary

 %egotiation within the rm should be directed at
obtaining the best outcome or the organi)ation,
not winning


 #here are three traditional categories o confict2
goal!oriented, authority!based, and

interpersonal

  #here are three traditional sources o confict2

  #he project team itsel 

  #he client

 (unctional and senior management
Chapter !*1

 



7/24/2019 Ch - 06-Conflict & Negotiation.ppt

http://slidepdf.com/reader/full/ch-06-conflict-negotiationppt 27/34

Summary

 Critical issues to handle in the project ormation stages
are delimiting technical objectives, getting management
commitment, setting the project3s relative priority, and
selecting the project organi)ational structure

  #he total level o confict is highest during the project
buildup stage

 7cheduling and technical conficts are most re$uent and
serious in the project buildup and main program stages,
and scheduling conficts, in particular, during the
phaseout stage

Chapter !*4
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Summary

 8roject negotiation re$uirements

 Conficts must be settled without permanent

damage

  #he methodology must oster honesty

  #he solution must satisy both individuals3 and

the organi)ation3s needs

 ne promising approach to meeting the
re$uirements o project negotiation is

called principled negotiation

Chapter !*
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'on)lict and *egotiation

FuestionsG

Chapter !*:
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'on)lict and *egotiation

8icture (iles
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'on)lict and *egotiation

(igure !"
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'on)lict and *egotiation

 #able (iles

Chapter !*:
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'on)lict and *egotiation
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'on)lict and *egotiation


