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ABSTRACT

Conflict is defined by the authors as a struggle over
scarce status, power, and resources. They discuss the role of
communication as one of the several strategies leading to conflict
and as a potential strategy leading to conflict resolution. First,
there is tacit communication, wherein the participants are engaged
not in face-to-face interactions but in achieving a mutual goal;
agreement, or success, is dependent on the interacting factors of
culture and knowledge of the other's probable response, Second, there
is implicit communication, the expression of intent to perform some
act and the subsequent bargaining, which involves three methods of
influence: persuasion, inducement, and constraint; the variables
associated with conflict resolution include trust, defection,
agreement, negotiation, and commitment. Finally, “here is ideal
explicit communication, showing confidence between the participants
and correct interpretation of acts among the participants, and
imperfect explicit communication, with attitudes of distrust and
misinterpretations of acts among the participants. All three forms of
communication interact with one another in almost every conflict
situation. (RN)
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METHODS FOR INTRODUCING ANALYSIS OF CONFLICT THEORY

Most speech educators recognize the inecreasin ng importance of
helping their students become aware of the role of communication in con-
flict situations, The purpcse éfAthis paper is to define conflict and
communication from a framewerk that allows simplified intréductiﬁn of
conflict end persuasioy thenyy jutn the rlnsatoom thamel, 8 mor)es of
excreises designed to aid the student in recognizing the role of comnnmi-
cavlon in conflict resclution,

Conflict situations tend to be either-ignared by authors within our
field or viewed as chactic, irrational actions. Some have noted that con-
fliet and the common strategies associated with conflict require means, and

sometime

m

s ends, that are opposite the ideals of communication, More

specifically, those principals whose modes of persuasion center on con-
flict are Aefined, by some in our field, as dFsth%l or t@talitarians_g
Even when value Judgments are not made, the most consistent view of conflict
from the spesch professioral's perspective iz that conflict situations can
best be studied by isolating the oral messages within the incidént,j

From this view stems the limited concept that cenflict resolution develops

. , 4 N . :
from Gpen channels of communication, However, conflict invelves more

communication elﬁments than just the oral and often limited formal
messages, Conflicts rangé from internatienal pelitics where there are
wars and threats of war, to rla srooms where there is competition for
grades, t@ the weekly football games wheve highly Jjustitutionalized and

symbolie forms of conflict are jnactai‘E



For the purposes of this paper, we define conflict as a struggle
évez scarce status, power, and résﬁurees,é Conflict behavior should be
considered essentially a bargaining Stfategy7 not necessarily limited to
explicit concessions, and conflict resolution should be considered
negotiated resolution, The advantages of this view are multiple and will
become more obvious with further development, Two primary advantages |
should be emphasized hgrés (1) conflict can develop over intangibles
(power and status) as well as tangibles (resources); and ' (2) recognizing
conflict as requitiug batgainiug strategies reminds us that couttict mceonvy
when iuterests are net always totally divergent, Often we are in conflict
and still share mutual goals, The latter advantage iutroduces the concept
of mixedsmgtivesg where cooperation and competition exist in thé-same
conflict situation,

‘With such definitions, it weuld be misleading to consider communi-
cation as the only element invelved in. a conflict situatlon, Communication
represents one of several strategies leading to'zcﬁflict, and communication
may not always be the best strategy leading to conflict resolution, We
define three possible forms of communication in the conflict situation:
tacit, implicit, expliecit, Each form of cammunicatign_will be delineated
within the context of conflict in the following sections, and exercises

for demonstrating the communication dynamics will be suggested,

I
Tacit cnmmuniéaiian is often defined as "no communication" because
~the participants 4o not directly engage in face-to-face intefacfiansiQ
However, by strict definition, if the participants are engaged in

achieving a mutual goal and depend mn each other's actions to achieve

that goal, then communication of some form can be said to exist,




Tacit bargaining is Thomas Schélling's térmlé to identify those
eituations of coenflict calling upen cultural and situational fuctors to
coordinate ronflict resclution among the participants, Schelling gives
numerous examples of how this type of communication can be demoustvatod iy

the classrocm, We cite a few examples here to illustrate tacit communi-

cati@ngll

(1) You and another person you know are te meet in Grand
Central Station in New York City, but you did not
agree on the hour of the meetiug,  You both misk gucma
the exact mimute of the day for the wmeaking,

(2) Circle one of the following numbers listed. You and
another person you know win if you both eirele the
same number without consultation with each other, The
numbers are: 7, 100, 13, 99, and 55.

(3) You and another person you know are each given a piece
of paper one of which is marked with an "X" and one
which is blank, The one who gets the blank sheet has
the choice of leaving it blank or writing an "X" on it,
The one who gets the "X" piece has the choice of leaving
it alone or erasing the "X", 'If when you have made your
choice, there is an "X" on only one of the sheets, the
holder nf the "x" gets $3.00 and the holder of the blank
gets 52,00, If both sheets have "X's" or both sheets
are blank, neither person gets anything, Your sheet of
paper has the original "X" on it. Do you leave it
alone or erase it? :

In these three problems tacit agreement is dépénﬂéﬁt on two inter-
acting factorc--culture and knowledge of the other person's prooable
response, From the cultural channel, we know the méjarity of people
answer the first problem "twelve noon,'" the second ?r@blem "100," and
the third problem by leaving the "X",

The overriding éhannel of tacit communicaticn, however, is knowledge
of the other‘s Protable résp@nsé_ Yet knowledge of the other's Pfaﬁable
response is contaminated by the participants' attempﬁé to acecount for

each other's probable response, Known as an infinite vegress, we find
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tacit communication is thinking about your choice about his choice about
your cholce--and se eon to infinity, In spite of this possibility, we have
found frem numerous tests of these and other similar problems a very high

agreement ratio indicating the influence of tacit communication in con-

fliet and confiict resolution,

1T

The second form of communicatimn found Tu the coutljct situation
we identify as implieit communication, Impliecit communication is the
expression of intent to Péﬁfcrm some act, The bargaining that takes place
within implieit ﬁ@m@uninaiign introduces a wide variety of counepks fmpovkant
to the study nf conflict,

Since implicit cemmunication is an intent, influence of the other
parhjgirants'i§ central to the concept, All means of influence are sym-
bolicjlg Implicit communication .and bargaining depend on the means of
symbolie influences used, Willianm GamsnnlB identifies three means of
influence; persiasion, inducement, and constraint, fhés& are three means
of influerce that will oecur within implicit communication channels, What
becomes of interest to the speech professional is the manner and conditions
in which these factors are used, - Both Gamson and Talcott Parsons make
hypuﬁhatical statements abnut their use. Additisenally, implicit communi-
cations depend on the power relatlonship of the.participants.

Given power relationships in conflict, strategy becomes very important,
There are a number of simple exercises that Wwill help the speech educator
demonstrate implicit communication and the strategies associated with it..

"Split-The-$100" is an éxércise typical for demonstrating power

relationships, establishing influen§é¢at%empts, and for exploring the

perishableness of commitment within impliecit commmication channels, ™




For the excrcise, three teams are formed and given the task of

dividing a $1€0 prize, The prize will be awarded to the two teams who

reach agreement on how the $100 will be split, Each team can send a
bargaining representative to any other team offering a proposed agrecment,
No two representatives from different teéms can appear befmﬁé the same
group simultaneously, All negotiations are kap% secret at the discretion
of the teams involved, Once any two teams reach égreamﬁnt, and they con-
sider snell agreement the Final and biuding agreemont, the game is over,
The dynamins of the cxeredise veually begin with kwe koame AL i ng
on a 50-50 split, The third team, being left out, then finds they can
afford to take some loss in order to gain a little something, They usually
offer semething on the order of a 40-60 split to one of the cther teanms,
Acconuting for greed, this means that one of the originally agreeing teams

has been left out. They now face the decision of offering a larger share

to the favored team in the last agreement (such as 30-70) or approaching ,
the weaker team and offering a. 50-50 split, Practice with this exercise has
demonstrated that some time limit must be established since there is more
likelihood of not reaching agreement than far a binding agreement to be
established,

Observe the number of variables associated with c@gfiict and eunflict
resolution that develop from this simple exercise, Among the variables
should be: trust, defection, agreement, persuasion by negotiation,
coalition development, threats and promises, and commitment, Crucially,

this exercise underscores that none of these eight. variables can abzolutely
be predicted or guaranteed through implicit communication,
Translating beyond this exercise, we find the same provlems exist in

domestic and international conflicts, Peace negotiations in Vietnam




provide a recent exampie, The United States and North Vietnam could
conclude a "50)-50" treaﬁy‘which would remove American troops quickly and
allow the North Viatnamesé\great freedom of action after American with-
drawal, PFaced with this Pgssibility,xthe South Vietnamese would be
forced to negotiate with one of the two countries to try and change the

split, Perhaps Saigon enuld offer the United States a sure victory in a

few mouths and attempt to leave the North out of any agreement, 1In any
event, the process of negotiation ever alliaugaé wheve thiee pavhics must
divide limited resources occurs in varied degrees in mauy conflict
Situatjangjlﬁ The génerai prineiple evolves from the theory of alliances,
This theory attempts to determine why alliances form, why the division is

as it is, and why alliances break up.lé

III
Ideal éxplicii communication is the presentation of unequivocable
meaning, Whereas implicit communication was Aan expression of intent,

expiiclt communication is action performed, There are two considerations

to be glven explicit communication: (1) ideal explicit communication

- where a relationship of confidence exists among the participants and acts

by any participant are correctly interpreted by the other participants;

and (2) imperfect explicit communication where a trust relation is not

developed among the participants and acts by one of the pArticipants are
not correctly interpreted by the atﬁer participants,

For classroom use we suggest a couple of exercises that demonstrate
the dynamics of explicit communication in a conflict situation, The
"Prisoner's Dilémma" is a game rich in conflict strategies, 1In thé

Prisoner's Dilemma, as originally estahlished, two TPrisoners are brought




to a police station and placed in separate rooms, FEach is told that he

has two alternatives: +to confess to a crime the police are sure they

have committed or not to Qanfessgl7 Figure I displays the results from

each prisoner's choice, Repeated trials of the game tend to jutrodnce e
dynamics of "gain" and "preservation” which ultimately lead to a display
of the range of elements from conflict theory normally associated with the

gama, A simple maloiy ean ha sok np Lor thin ackions dorerihing the

FIGURE T

Prisoner A

Confessés Does Not Zenfess

Both A and B get less A gets maximum
than maximum senten-e sentence

for the ma i harge s eyl
Lor the major charg: B gets lenient
L treatment
Frisoner B

Does Hpt
Confess

A gets lenient
treatment

B gets maximum
sentence

Both A and B

‘get off with

light sentences
on minoer
charges

motivations In a given conflict, Three basic conflict situations emerge:
' O s N e .. 18
(1) gain-gain; (2) maln-preservation; and (3) preservation-preservation,

4is flgure II shows, the gain-gain situation occurs when individuals seeking

FIGURE IT
Player A
Gain N Preservation
Gain Gain-Gain Gain-Preservation

Player B

Preservation - Praeservation-Gain Freservation-Treservation




a particular benefit are brought into conflict with each other, The
gailu-preservation situation assumes players with different motivations,
For one player to win, the other must be worse off than he was at the
beginning of the game, Therefore, the motivation of each player is not
only to win, but also to lose as‘little as possible if winning does not
oceur, Income legislation is an example of where players, in this case
tsxpayefs, can bathbwin and lose depending on the outnome,

The preservatiou-preservation conflict is the most difficult to
comprehend, In this case, neither player is tuying to win trom +he olher
player but simply wishes to guarantee his own safety, Perhaps the best
example would be any arms race between two ccuntries, Although neither
country appar%ntly plans any immediate ageression, each country reacts to
the other's military moves with corresponding moves of their own, Host of
the theory of deterrence is based on the preservation principle,

These theoretical aspects can be richly demonstrated in class through

ta ]

the use of successive trials of the Prisoner's Dilemma Game, Figure IIT

typifies a payoff matrix for Prisoner's Dilemma when used as an in-class

cxereise,  Successive cholces of red or blue are made simultaneously by

Player 4
Red Blue
1,1 ‘5:8

Flayer B )
Blue 8,-5 =1,-1

the participants, Upcn repeated trials a pattern of responses should
begin to develop, The payoff is determined by the combined choices so
that each player exercises behavioral céntrallg over the other, This

. Do s . 5 20
power relationship is known as bi-lateral,




Ls an example of eXpliclt comminination, Prisouce's i leammn 0 an
ayal lant et ae ol aaeh mave 4a 1370477 men -4l
crostlont exercise since each move 1s fulfillment of action, Red i=s
identified as an ecsentially nrooperative cholce and blue is an crmonlinlly

competitive cholea, BSincao

the game, several sonflict theory ﬁynamics can be illustrated, Among the
prominent dynamics are: (1) the particlpant's perception of the game
(does he see it as a competitive ov cuopervabive axercis e?); (2) the
rarticipant's peraeption of the other (is tho okher ko T Lrnﬁrnﬁ?; will
he rooperate or compote?s if he couperates will he defect?); and (3)
the participant's percention of himself, 2z
It should be noted that Prisoner's Dilemma accouuts for the explicit
communication condition where no trusting relation exists, Although a red
choice is essentially a cnopcrative choice, neither player can assume that
cooperation is the reason for the choice, For example, the red choice may
signal that a threat or promise has been .effective but that a cooperative
position of trust has not been developed, This would allow the instructor
to use the exercise for the introduction of theories of attitude Qhange_gg
Furthermore; the ceoperative choice may be a result of either high or low
levels of* utility, both of which could justify a repeated use of the

cooperative choice, If this

m

is the case, a discussion of utility theory is
worthy of consideration as a factor of conflict résgluti@n.24
Variations of the Prisoner's Dilemma yield differing strategic choices
within the conflict situation, 25 If the number of trials are increased, the
the participants have to decide whether they want long-term gains or
srort-term gains_and what each position means to the operating and develop-
ing rélatianshipizé If the matvix p%yﬁii‘ja aifﬁrei,rbriﬁkmanahiﬁ can be

introduced, 27
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hs a demonstration of brinkmanship we suggest the game of
"Chickéﬁ."gg Figure IV shows the payoff matrix for the game of "Chicken, "
In this configuration, note the Blue choice is the better choice if the
other player can be made to choose red, The strategy to acconplish that A gr
shift is part of the reason the game is called "Ghicken." Consider two
black-leather jacketed high school dropouts in their souped~-up 1957 Chevys
racing téwaiﬂ each other each with two sets of wheels on the centerline of
the highway, As they near each other they face the ultimate decision of
staying with their decision or veering away, . If they both stay they both
lose, 1If one veers, he loses tho game while the other wins, Aceouding b,
our previous discussion, no implicit commindeatdan ran vaerify that one
player or the other wil; really maintain his position, Only through explieii
communication can assurance be given a commitment, Imagine one playoer's
surprise when the other rips the steering wheel from the car and throws it
out the window, In the game this would be tantemount to tearing up the
red decision card and leaving only the blue, We ask: "Isn't that sort of
prliéit comnitment as close to a perfect trusting pesition as one can
get?" In terms of féajéwarjﬁ events, the fail-safe device on our nuclear
bombers that locks in once a certain point has been reached is an explicit

comminication teo our enemies of commitment,

FIGURE IV

Chicken

Player A
Red Blue

Blue g;:—g '33!;'3
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The preceding exercises demonstrate the various types of communi-
cation possible in a conflict setting, For purposes of explanation we have
implied that the éhrée forms of communication within the conflict situation
are on a continuim and, therefore, are distinct from each other, More
yealiétically, all thrée forms of é@mmunigatian interact with each other in
almost evéry conflict situation, In fact, the separation of the three is
only useful for demonstratien purposes, The interaction of the three motdes
of communication may also complicate the contliet situation as HWoving Golluny,
demonstrates in §§;§t§5§g;§§§g§§§§i§§.g§ The speech teacher will want to
emphasize the-intérrelatedness of these tyQDEADf communication and their
possible effects on each other, |

One of the difficulties of studying conflict has been Dbtaiﬁing the
dynamics of a conflict situation without the potential damage of real con-
flict, The discussicn presented here provides a means to demonstrate the
varlous aspects reléQant to understanding and dealing with conflict and
still maintain the hypothetical nature of the exercises,

The games and simulations glve the student the opportunity to under-
stand conflict by aaﬁively participating in a conflict inducing situation,

The power of this type of excrcisc wag emphasized by Marshall McLuhan in

War and Peace in the Global Village, "Real play, like the whodunit, throws
the stress on process rather thaﬁ on product, glving the audience Eiﬁ
this caszo studentsj the chance of being a maker rather than a mere
Q@nsumﬁri"ga _

Perhaps Ana{al Rapoprrt provides the most legitimate rational for '

studylng conflict and using these exercisos in the classroom:
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I suspect that the most important result of a systematic
and many=sided study of conflict would be the changes
which such a study could effect in ourselves, the
conscious and unconscious, the willing and unwilling
participants in conflicts, Thus, the rewards te be
Lealistically hoped for are the indirect ones, as was
the case with the sons who were told to dig for buried
treasure in the vinyaxd,. They found wo treasuve, but
they improved the seil,”™ : '
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