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The 3 “P’s” of conflict management

• Prevention

• Perspective

• Persuasion
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“Prevention” is better than “cure”

What actions can you take to prevent conflict?

• SMART goals
• Clear measurables on all variables; (time, quality etc)
• Clear “milestones” agreed
• Communication channels for feedback; who, how & when
• Active seeking of information by both parties
• Common sense, right?
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Prevention
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Prevention – 1 more thing

• Assumptions 

• The enemy of clarity and the enabler of conflict  

• Remember when you “assume” you make an 
“ass” out of “u” and “me” 

• Don’t assume – clarify & document everything
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The 3 “P’s” of conflict management

• Prevention

• Perspective

• Persuasion
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The power of perspective 
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What can be the problem with 
our “evidence”?
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Evidence should be a deciding 

factor in settling disputes as the 

measurable, targets or 

deliverables are clear – the 

problem arises when they are 

not! - Prevention
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Acknowledging perspective  
• Assertive thinking acknowledges “perspective”

• You have your right to your opinion

• I have an equal right to mine – invoke the power of 
“Reciprocation”

• Let’s talk 

• Straight forward, right?
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Theory into action -
Acknowledging perspective 



The 3 “P’s” of conflict management

• Prevention

• Perspective

• Persuasion
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Three step assertive technique
1.“I understand from your perspective you 

may; (think, believe, feel…..)” - fully
acknowledge their perspective  

2.“However based on all the evidence, I 
believe ….” (your perspective) 

3.“Therefore I suggest you …” (your 
preferred “next step”)

Repeat as necessary! 
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Constructive feedback
1. Ask for permission (even if you don’t need to) –

include positive “nod”.
2. State the thing you are not getting.
3. Express the “implications” of that - why it’s a problem
4. State what you’d like to see instead
5. Ask for their ideas on HOW (not if) they are going to 

do that
6. Agree next (SMART) steps
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Negotiation tools to resolve conflict

• Knowing and using your tradeables to negotiate 

• Using the symmetry technique

• Packaging 

• Practice
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Tradeables

• What do you want in a negotiation?

• What can you “trade” with to get it?



Tradeables

• What do you have that is of high value to 
the other party?

• Remember, the value of the tradeable is 
determined by its “worth” to the other 
party – not it’s cost to you (and vice versa) 

• Your best tradeables are the low cost/ high 
value one’s

• What are your best tradeables?
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The symmetry technique

• Three magic words to “kick start” the 

negotiation process and avoid “discounting” 

or “giving away”

“..as long as…”
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Peppers
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Packaging
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Packaging/ repackaging proposals
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Exercise; putting it together

• Practice some of the techniques that 
would be most relevant to your 
scenarios

• Give your “partner” a mini brief to allow 
them to be your opposite number

• Use the techniques we covered to 
resolve the potential conflict 



Techniques; 

• Three step; I understand, however I feel, 
therefore I suggest… 

• Offer a “tradeable” to get what you 
want using “ as long as..” 

• Repackage where necessary 



Key messages for conflict management

1.Prevention  is better than cure, make all 
contracts as SMART as possible

2. Gather solid evidence to support your 
position

3. Open-mindedly explore the other person’s 
perspective & evidence

4. Challenge the other side where appropriate 
based on your evidence and/ or negotiate to 
resolve the issue. 



For any questions or feedback email me on;      
martin@successthroughimpact.com

Find free articles & tips on LinkedIn; Search “Martin 
Brooks” & the word “Impact”

mailto:martin@successthroughimpact.com


Martin Brooks, The Impacttologist®
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Conflict management & resolution 

Thank you 



Constructive feedback
1. Ask for permission (even if you don’t need to) –

include positive “nod”.
2. State the thing you are not getting.
3. Express the “implications” of that - why it’s a problem
4. State what you’d like to see instead
5. Ask for their ideas on HOW (not if) they are going to 

do that
6. Agree next (SMART) steps
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