Unit: Human Relations





Grade Level: 11

Topic:  Conflict Resolution: 

Supplemental material #1 Game Instructions
   Exploring Negotiating Styles Game Instructions

Purpose – To demonstrate methods of managing conflicts – win/win versus win/lose approaches.

Materials needed  (this is a good TA job!)
An envelope for each student


Small colored paper squares (or beads)


Copies of the 3 different instruction strategies (Supplement #2)

Assembling the Game 

One envelope for each participant; 10 assorted squares of colored paper (or beads) for each participant.  Prepare the envelopes as follows for a group of 24.  If you have more students, just duplicate some of the envelopes.   

	Number of bags
	Red squares
	Blue squares
	White squares
	Green squares

	1.    2 bags
	4
	2
	2
	2

	2.    2 bags
	2
	4
	2
	2

	3.    2 bags
	2
	2
	4
	2

	4.    2 bags
	2
	2
	2
	4

	5.    4 bags
	3
	3
	2
	2

	6.    2 bags
	3
	2
	3
	2

	7.    2 bags
	3
	2
	1
	4

	8.    2 bags 
	2
	1
	4
	3

	9.    2 bags
	4
	3
	2
	1

	10.  2 bags 
	1
	4
	3
	2

	11.  2 bags
	2
	2
	3
	3


Place these instructions in half of the bags:  

You are to use a win/lose negotiating strategy in which you try to get more colored squares of the same color than anyone else. Some are going to win, some are going to lose.  You want to be a winner and will stop at nothing to be one!   The use of deceit, threats, and force may be helpful in negotiating with your group members.  Try to achieve the best outcome for yourself, and use your power and skill in any way that helps you get the colored squares.  Remember, if you keep the other group members from winning, you will increase your chances of winning.

Place these instructions in the other half of the bags:

You are to adopt a win/win negotiating strategy.  Find creative solutions that are satisfying to as many members of the group as possible.  In negotiating, try to make the problem solving creative.  Communicate openly and honestly about your needs and try to find ways to help both you and other members of the group experience success.  Avoid all threats and deception that might destroy trust among group members.  The problem is to figure out how as many group members as possible can complete the task.

For an added dimension, place the following instructions in one of the bags for each group:  

You are to adopt a lose/win negotiating strategy.  You just don’t care about the game and you don’t have any skills to obtain the colored squares (beads).  Demonstrate that you are not interested in playing the game.  You don’t want to collect any colored squares and you’re not willing to share your colored squares with anyone else.

Dividing Into Groups – At least 8, but no more than twelve students in each group.

Instructions – You are being given an envelope with 10 squares of paper of four different colors: red, blue, green and white.  Each bag contains a different proportion of the colors, but each bag has 10 squares.  In the next 15 minutes, your objective is to collect 15 squares (or beads) of the same color and turn them in at the end of the game and receive 150 points.  If you collect more that 15 squares (or beads) of one color, you will receive a 10-point bonus for each extra square (bead) of the same color. 

On a card inside the envelope, each of you also has specific negotiating instructions (strategy) that you are to follow in obtaining your objective.  Follow the instructions on the card, but do not show the instructions or share the information with anyone else.  

The success of the game depends on your ability to carry out the negotiating instructions (strategy) given to you.

Play the game!  Monitor the game carefully to insure that the different instructions are acted upon but not shared openly with others.  At the end of the 15-minute negotiating period, total the scores for those who collected 15 or more colored squares (or beads) of the same color.

Debrief: 

· Ask the participants to share their feelings about the negotiating strategies.

· Ask what they learned about each member of the group during the activity.

· Divide the group according to the instructions they had for negotiating.

· How successful were the members of the win/win group in getting 15 or more squares (or beads) of the same color?

· How successful were members of the win/lose group in reaching the objective of 15 or more squares (or beads) of the same color?

· If you had a lose/win person in your group, what did you think about their strategy?

· What were the positives and negatives of each negotiating style?

From:
Conflict Management Training Activities: Promoting Cooperative Learning 

And Conflict Resolution in Middle and High Schools by  Don L. Sorenson, 

Ph.D.  Minneapolis, MN: Educational Media Corporation, c1994.

