conflict resolution theory and
practice

Conflict resolution theory and practice is a field that examines the ways in
which conflicts can be understood, managed, and resolved. As conflicts are an
inherent part of human interactions, whether on an interpersonal,
organizational, or international level, the need for effective conflict
resolution strategies has become increasingly important. This article delves
into the key theories of conflict resolution, the various approaches and
techniques utilized in practice, and the role of communication and
negotiation in achieving resolution.

Theoretical Foundations of Conflict Resolution

Conflict resolution theory has evolved over time, drawing from various
disciplines such as psychology, sociology, political science, and law. Below
are some of the major theoretical frameworks that inform conflict resolution
practices.

1. Realist Theory

Realist theory posits that conflict arises from the inherent competition for
resources and power among individuals and groups. Key characteristics
include:

- Power Dynamics: Conflicts are often viewed through the lens of power
imbalances.

- Self-Interest: Parties involved in a conflict are primarily motivated by
their own interests.

- Zero-Sum Game: The assumption that one party's gain is another's loss.

2. Human Needs Theory

Human needs theory, as proposed by John Burton, suggests that conflicts stem
from unmet fundamental human needs. These needs can be categorized into three
main types:

- Basic Needs: Such as security, identity, and recognition.
- Social Needs: Community involvement and belonging.
- Political Needs: Participation and representation.

According to this theory, addressing these underlying needs is essential for
achieving lasting resolution.



3. Interest-Based Relational Approach

The interest-based relational (IBR) approach focuses on understanding the
interests of the parties involved rather than their positions. Key principles
include:

- Separation of People and Issues: Emphasizing that personal relationships
should be maintained even amid disputes.

- Focus on Interests, Not Positions: Encouraging parties to communicate their
underlying interests rather than rigid positions.

- Creating Options for Mutual Gain: Collaboratively developing solutions that
benefit all parties involved.



