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Conflict is Inevitable: Seize the Opportunity! 

 

 
 

Conflict is a normal and inevitable part of the process towards achieving our collective mission. As in 

personal relationships, learning to deal with conflict helps build stronger working relationships. This is 

important because high-performing teams require cohesion and collaboration to make effective 

decisions. The truth is, conflicts and the process of working them out actually results in developing a 

greatly enhanced end goal as each team member is able to provide valuable input.  

 

Knowing the source of the conflict helps us to anticipate and understand how to resolve the conflict at 

the core. A list of possible sources of conflicts that impact our perceptions and our successes as a team 

is presented below. 

Sources of Conflict 

Conflicts stem from many different sources.  Successful leaders diagnose the source of conflict to 

move forward in the problem-solving process.  

 

Communication Style. Each of us communicate most effectively through our naturally preferred 

communication style, for this is how we are wired to engage with others. When we interact with 

individuals whose communication style differs from our own, messages, body language, and 

inflections can be misinterpreted by others leading to situations of misunderstanding or conflict. 

The most effective communicators flex their own communication style to who they are 

communicating with in order to eliminate conflict and engage in selfless leadership. 

 

Needs.  Individuals are born with the desire to satisfy fundamental human needs, including 

provision, safety, affiliation/love, esteem/respect, achievement, recognition and legacy.  If our 

needs are not met (which often occurs), we may develop unproductive emotional reactions to our 
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circumstances.  Our problem-solving abilities are impacted by our emotional reactions.  Successful 

leaders address their own and other’s needs. 

 

Values.  Individual values drive strong personal convictions.  For example, when individuals with 

a strong results-orientation face others with an equally strong people-orientation, misperceptions 

can derail conversations.  Values are like a compass and when teammates unknowingly come at 

problems from different directions a collision may result.  Successful leaders understand and 

account for differing values. 

 

Motivations. Individual motivations and interests can impact teammate agendas.  For example, 

when compensation plans for sales reps incent selling a particular product, the best interests of the 

customer may be subordinated to the best interest of the family bank account. Successful leaders 

align individual motivations with team goals and organizational purpose. 

 

Ideas.  Individuals often equate their ideas with who they are!  In Answering the Central Question 

(2011), Demarest and Schoof said, “Emotional attachment to our own ideas, and/or a tendency to 

be resistant to other people’s ideas, is present at some level in about 95% of all relationships.”  

This resistant must be understood and deflated in order to become high-performing teams. 

Successful leaders demonstrate the confidence to support best ideas over their own ideas. 

 

Assumptions. Our experiences shape our beliefs and view of the world.  When these experiences 

conflict with “truth,” we are prone to form false assumptions that inhibit our ability to resolve 

conflict as effectively as we’d like.  Successful leaders relentlessly pursue their blind spots and 

false assumptions to gain clarity consistent with truth. 

 

Understanding the common sources of conflict helps us to diagnose the source of the problem and 

leads to the formation of strategies to address, meet and navigate conflicts for successful resolution.   

Conflict resolution is a skill founded on a strong understanding of people’s communication style, 

needs, values, motivations, ideas, and assumptions.   

 

 


