
Discussion Forum 

 

1.  Any excellent salesman is bound to know something about the art of communication… and a 

little something about how to improve productivity, strengthen relationships, and, of course, 

increase numbers. Anthony Iannarino, President and Chief Sales Officer of Solutions Staffing, 

and adjunct faculty for graduate/undergraduate studies at Capital University (Ohio), blogs about 

expert sales strategies. Within his posts are golden communication tips and advice about human 

relationships. Read the post, “Fight it Out, Then March” and answer the following questions: 

 

http://thesalesblog.com/blog/2012/03/26/fight-it-out-then-march/  

 

a. Iannarino states, “Sales organizations that are uncomfortable with conflict, those that 

believe dissent and disagreement indicate problems, never become as great as they could 

be.” How do you relate this statement to interpersonal relationships?  

b. When Iannarino says “Get behind the plan and march,” how do you think that relates to 

interpersonal relationships? Give an example representative in interpersonal dyads. You 

may use an actual example or a fictitious example, such as in a dyad found in movies or 

television:  

a. Compromise 

b. Collaborate 

c. Accommodate 

d. Withdraw 

e. Force 

 

2.  We've all met her. She might even be your mother: a woman so intent upon tending to the 

needs of her children that she neglects her own wants and needs; a woman who has time to do 

her children's washing and ironing, pick up after them, drive them to sporting activities, yet a 

woman who can’t find time to read a book, go to the doctor, or get a good night's sleep. Based 

upon your understanding of the five styles of conflict management, explain what might be going 

on in her life. If this woman happens to be your mom, what might you plan to say to her? 

 

3. How do you deal with a perpetually negative employee? If you’re ever in a management 

position, this situation could come up. Liz Kislik, President of Liz Kislik Associates LLC, is 

viewed as a renowned authority in the field of customer service and organizational management, 

offers advice to clients (past clients include American Express and Staples, Inc.) to help remedy 

such issues. In Kislik’s blog, she focuses on all facets of business communication. Read “A 

Positive Charge for a Negative Employee” and answer the following questions:  

 

http://www.lizkislik.com/blog/a-positive-charge-for-a-negative-employee/ 

 

a. What type of interpersonal conflict is the Distressed Client describing to Kislik in 

their discussion? Refer to the types of conflict in the chapter.  

b. What collaborative conflict conversation steps do you see represented in this 

exchange? 

http://thesalesblog.com/blog/2012/03/26/fight-it-out-then-march/
http://www.lizkislik.com/blog/a-positive-charge-for-a-negative-employee/


c. “Ned” is characterized as being perpetually negative. How can a supervisor heed 

the advice to “avoid negative start-ups" when an employee with this type of 

attitude?   

 

4.  Have you ever gotten into a conflict with someone whose verbal style differed from yours? 

Maybe you have a direct verbal style and they have an indirect verbal style, or vice versa. How 

can people with two entirely different ways of communicating language find common ground?  

 

5.  Visit Basics of Conflict Management and read about types of managerial interactions that 

cause conflicts. Select two that you could teach to employees if you were a manager.  

 

http://managementhelp.org/intrpsnl/basics.htm

