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What MakesYour Organization Tick?
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Thelast two monthswe havelooked at how organiza-
tional behavior influencesevery aspect of every organi-
zation. We discussed the three main approaches of
studying an organization and how vital arole communi-
cation plays. We also explored theimpact motivation,
goals, and power havein organizationa behavior. This
monthwewill examine how conflict can be positivein
an organization, and how varying learning stlyesaffect
theorganization dynamic.

Conflictistherefusa to see, listen, or be open concern-

ingthebdiefsor opinionsof another. Itisnormaly sig-

nified by arguments, gossip, dander,

= and taking sides. Most people do

) not like conflict and view it asal-

ways being negative. There are

threemainwaysthat people handle

conflict: Running away fromit and

theindividual involved, confront it, or do nothing or act
inanon-assertiveway.

If handled correctly, conflict can be beneficial. Listed
bel ow are some positive examples of when conflictis
beneficid.

1. If it clearstheair without harming people.
2. If it reducesbad feelingsand taking sides.
3. If it createsabetter way of doing things.

One person with passion is better than
forty who are merely interested.
Thomas K. Connellan
Business speaker and writer
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4. If it opensup communication for futuredis-
cussions.

Inorder for conflict to refrain from becoming negative,
you need to have aplan of action before you approach
the person.

Focus on repairing the relationship.

Your goal when approaching someoneisnot to start a
fight. In many cases, conflict is caused because of
miscommunication. Hearing things through the
“grapevineg’ isamgor contributor of this. Talkingthings
out with the othersinvolvedisnecessary to clear theair.
Makesureyou arewilling to listen to the other person.

Describe your concerns.

Listindetail all the concernsthat you have. Getting
everything out onthetablewill ensurethat thereisno
hidden resentment | ft at theend of the discussion.

Give information and details.

Give specific detailson the areathat needs change and
how to go about it. Do not beambiguous. Peopleneed
to know what iswrong beforethey canfix it.

Be specific concerning your needs, performance,
or wanted behavior.

Tell people what you need from them. Otherscannot
read your mind. If achange needsto be made, specify
what needsto be done.

(continued on page 2 What Makes Your
Organization Tick?)
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Congratulations to Dr. Keith
Mathis on receiving his PMP
(Project Management Profes-
sional) certificate. The Mathis
Group will soon be offering
PMP Prep classes. Be watching
for further information.

Seek to help - not hurt.

Do not be condescending whenyou aregiving input to
others. Stay positive. Tell of areaswhereheor sheis
doing agreat job. Your goal isnot to make the other
personfed inferior, but to build up and makehimor her
better.

Be assertive - not aggressive.

It ispossibleto beforceful and get your point across
without being overbearing. People usually respond
better in anonthreatening Situation. Also, empowering
othersto devel op the solution or changewill increase
their willingnessand desireto change.

When making changesin an organization, therearefour
stylesof organizationd learnersinwhich everyonefalls.

1. Resgant learners—-They refuseto participate, discuss,
or even act as if they are involved. They are not
interested inlearning any additional information or new
skills. They feel that it is awaste of their time and,
therefore, want no part of it.

2. Passive learners--The trainer bears all the
responsibility for educating them. They expect youto
break it gpart with littleor no effort fromthem. They are
opentolearning, but do not want to exert themselves.

3. Cooperativelearners--They areopentolearning if
you can get themthirsty for it. They will meet you50%

of theway. Onceyou havetheir attention and they have
adesiretolearn, they will put forth
theeffort.

4. Assertivelearners—-They aredriven
and hungry for additional learning.
Most will read, study, and research
on their own. These are the ideal
learners. They want toincreasether knowledge sothey
will work hard to do so.

Each learning style is seen in every organization.
Knowing thesignsof whichlearner you havewill make
it easier to teach new information.

Understanding how your organizationticksallowsyou
toutilizeall of your resourcesto thefullest potential.
Grasping how everything from communicationto conflict
influencesemployeeswill hepyouto createan effective
workforcethat workswell together.

Check out our exciting
courses at
wwwi.themathisgroup.comt
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Contact The Mathis Group today to receive their catalog
of complete courselistsings or to discuss your
customized onsite seminar.
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