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YOUR STYLE OF MANAGING DIFFERENCES

Directions:   Following are pairs of statements that describe possible responses to a situation of difference. As you read each statement, imagine yourself in a work or home environment, and visualize situations in which your views are different from someone else’s. For each pair, circle the “A” or “B” statement that most closely typifies how you would respond.

1.
A. 
There are times when I let others take responsibility for solving the problem.

B. Rather than negotiate an agreement, I try to resolve only what the other person 

            and I agree upon.

2. 
A. 
I tend to find a compromise for both parties during a difference of opinion.


B. 
I try to soothe the other person’s feelings to preserve our relationship.

3.
A. 
I usually remain firm in the pursuit of my goals.

B. I might try to soothe the other person’s feelings to preserve our relationship.

4. 
A. 
I try to find a compromise when there are differing points of view.

B. I sometimes sacrifice my own point of view for that of another person.

5. 
A. 
I consistently seek another person’s help in resolving differences.

B. I usually try to resolve differences on my own.

6.
A. 
I am willing to do what is necessary to avoid tension when there is a 

                        difference between myself and another person.

B. I try to win my position.

7.
A. 
I try to postpone dealing with differences until I’ve had time to think over the

                        situation.

B. I will concede some of my points in exchange for others.

8. 
A. 
I do not often change my goals.

B. I attempt to get all concerns and issues immediately out in the open.

9. 
A. 
Differences are not always worth worrying about.

B. I make some effort to get my way in spite of differences.

10. 
A. 
I am firm in pursuing my goals.

B. I try to find a compromise solution.
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11.
A. 
I attempt to get all differences out in the open as soon as possible.

B. I might try to soothe the other person’s feelings to preserve our relationship.

12. 
A. 
I sometimes avoid taking a position that would create controversial 

                        differences.

B. I’ll concede certain issues to the other person if he or she will concede some to 

me.

13. 
A. 
I will propose finding a middle ground.

B. I press issues of difference to make my points.

14. 
A.
I tell the other person my ideas and ask for his or hers in return.

B. I try to persuade the other party to accept the merits of my position.

15. 
A. 
I might try to soothe the other person’s feelings to preserve our relationship, in 

                        spite of the differences.

B. I try to do what is necessary to avoid tension when there are differences.

16. 
A. 
I try not to hurt the other person’s feelings if we have differences.

B. I try to convince the other person to accept the merit of my position.

17.
A.
I am usually firm in pursuing my goals.

B. I try to convince the other person to accept the merits of my position.

18.
A. 
If it makes the other party happy, I might let a group maintain their point of 

                        view.

B. I’ll concede certain issues to the other person if he or she will concede some to 

                        me.

19.  
A. 
I try to get all concerns and issues immediately out in the open.


B.
I try to postpone the issue until I’ve had time to think it over.

20.
A. 
I immediately attempt to work through the differences people have between them.

B. I try to find a fair balance of gains and losses for both people.
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21.
A.
In approaching negotiations, I try to be considerate of the other person’s wishes.

B. I always lean toward a direct discussion of the problem.

22.
A. 
I try to find a position intermediate between the other person’s position and my  

                        own.

B. I try to convince the other person of the merits of my position.

23. 
A. 
I am often concerned with satisfying everyone’s wishes.

B. At times, I let others take responsibility for solving the problem.

24.
A.
If another person’s position seems very important to them, I try to meet their 

                        wishes.

B. I try to get the other person to compromise his or her position.

25. 
A. 
I try to show the other person the advantages of my position.

B. In approaching negotiations, I try to be considerate of the other person’s wishes.

26. 
A. 
I propose a middle ground to resolve differences.

B. I nearly always concerned with satisfying the wishes of all parties.

27.
A. 
I sometimes avoid taking positions that would create controversy.

B. If it makes the other person happy, I might concede my differences and accept 

their position.

28.
A.
I usually pursue my goals firmly.

B. I usually seek the other person’s help in working out a solution to our differences.

29. 
A. 
I propose a middle ground to resolve differences.

B. I feel that differences are not always worth worrying about.

30. 
A. 
I try not to hurt the other person’s feelings.

B. I communicate the problem to the person so we can work out our differences.
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Scoring – Your Style of Managing Differences

	
	COMPETING
	COLLABORATING
	COMPROMISING
	AVOIDING
	ACCOMMODATING

	 
	FORCING
	PROBLEM SOLVING
	SHARING
	WITHDRAWAL
	SMOOTHING

	1
	
	
	
	A
	B

	2
	 
	B
	A
	 
	 

	3
	A
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	4
	 
	 
	A
	 
	B

	5
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	B
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	B
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	A
	B
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	A
	 
	B
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	A
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	B
	
	A
	
	

	14
	B
	A
	 
	 
	 

	15
	
	
	
	B
	A

	16
	B
	 
	 
	 
	A

	17
	A
	
	
	B
	

	18
	 
	 
	B
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	19
	
	A
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	20
	 
	A
	B
	 
	 

	21
	
	B
	
	
	A

	22
	B
	 
	A
	 
	 

	23
	
	A
	
	B
	

	24
	 
	 
	B
	 
	A

	25
	A
	
	
	
	B

	26
	 
	B
	A
	 
	 

	27
	
	
	
	A
	B

	28
	A
	B
	 
	 
	 

	29
	
	
	A
	B
	

	30
	 
	B
	 
	 
	A

	TOTALS
	 
	 
	 
	 


Note: When it comes to behaviors that manage differences, there are no right or wrong 

          answers. All five styles are useful in certain situations.
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