	Junior and Senior Level Ag Bus.


Colorado Agriscience Curriculum

	Section:
	Agribusiness

	Unit:
	Agricultural Issues

	Lesson Title:
	Conflict Resolution I

	Colorado Ag Education Standards and Competencies
	AGB11/12.01 - The student will possess a knowledge of business ethics.

 Demonstrate effective public relation skills.



	Colorado Model Content  Standard(s):


	English Standard 4:  Students apply thinking skills to their reading, writing, speaking, listening, and viewing

English Standard 3:  Students write and speak using conventional grammar usage, sentence structure, punctuation, capitalization, and spelling.

	Student Learning Objectives:
	The student will:

1. Define consensus building / conflict resolution
2. Determine the benefits of consensus building / conflict resolution
3. Discover the process of conflict resolution; identify several tools of mediation 



	Time:
	50 minutes
Student Evaluation will take an additional 50 minute period, but should follow “Conflict Resolution II”  lesson

	Resource(s):
	Association for Conflict Resolution: http://www.acrnet.org/about/CR-FAQ.htm
10 Organizations Concerned with Conflict Resolution: http://arsc.arid.arizona.edu/rangelands_west/template5.asp?level1=policy&level2=policyorgs&level3=conflictorgs
Resolve: Results through Consensus: http://www.resolv.org/
MontGuide fact sheet #2000-04/Human Resource Development, “Dealing With Anger in Relationships”, by Stephen F. Duncan, Ph.D., Family and Human Development Specialist: http://www.montana.edu/wwwpb/pubs/mt200004.html
“Building Bridges Between Research and Practice:
Learning Together to Improve the Resolution of Public Policy Disputes,” by Gail Bingham, Juliana Birkhoff and Janet Stone. Resolve No. 28, 1997. RESOLVE, Inc: http://www.resolv.org/pubs/issue28.htm
Life Knowledge ONLINE: http://www.ffa.org. (annual subscription required)

Life Knowledge, Version 2.0 Lesson AHS.22 “Conflict Resolution Techniques”

Life Knowledge, Version 2.0 Lesson AHS.23 “Applying Conflict Resolution Techniques”

	Instructions, Tools, Equipment, and Supplies:
	**It might be helpful for the students if you create an “Instructor Conflict Resolution Map” prior to teaching this lesson so that students will have a visual reference when creating their own maps.  Directions for creating this map are written into the lesson. 

Large piece of art paper (36” L X 24” W) for each student
Enough markers for each student to have several different colors

“Twenty Steps to a Better Meeting” Handout one copy for each student

Tape to Hang up Individual Student ‘Conflict Resolution” maps

Four Copies of “Agriculture Land Use” – one for each student role-playing in the interest approach. 

One each of the following toys: Tractor, Plow, Building (to represent a shopping mall).

Scissors and glue for student use (one pair of scissors and one glue stick for each pair of students is acceptable)

	Interest Approach:
	Cue up Slide #2 from the PowerPoint Presentation (Life Lesson from Crayons) so that students can read it as they file into the classroom and before the interest approach begins

Set up the classroom where all the desks / tables are in a semi-circle (if possible).  Allow the middle of the room to be open so that students can role-play a scene. 

Give the first four students that walk into the room a slip of paper; they’ve just become actors in a “Agricultural Land-Use” critically-acclaimed play.  After handing the students their ‘role’ quietly inform each of them they will be starting class out today by catching their classmates interest with a short play.
After the last student gets into the room, cue up your actors to begin their ‘play.’  The script is printed at the end of the lesson plan for easy copying and preparation for the students:

Johnny - the plaintiff        

Billy - the disputant

Conflict Manager #1

Conflict Manager #2

 

Scene one: Johnny is planting his field using a tractor and plow.  Billy comes by, takes his tractor, and puts a shopping mall in the middle of the field.  

 

Billy: Isn't it great being able to shop for everything I need right next to my suburban house?

 

Johnny:  Give me that land back!  It is MINE! My family’s been farming it for generations!

 

Billy: Too bad sucker!  

 

(Conflict Managers come in.) 

CM1: Do you guys have a problem.   

 

Billy and Johnny:  Yes.

 

CM2: Do you want to solve the problem?

 

Billy and Johnny: Yes, we do.

 

CM1: First, do you agree to these ground rules:  

1. Do you really want to solve the conflict, 

2. Do you agree to solve the problem, 

3. Do you agree to be honest ,

4. Do you agree to no interrupting, and 

5. Do you agree to no put-downs or name calling.  Okay?  

 

Billy & Johnny :Yes.

 

CM2:  Johnny what happened? 

 

Johnny:  I was farming my field and Billy came by, took my tractor and put a shopping mall in the middle of my crops  

CM1: So Johnny you were playing farming your field and Billy came up, took away your tractor and placed a shopping mall in the middle of your crops,  right?

 Johnny:  Yes.

 

CM2: So how did you feel about that?

 

Johnny:  Bad and sad.

 

CM1:  So Billy what is your side of the story?

Billy: Well I’ve noticed that Johnny’s been working on his land every day since I first moved into by new house 3 years ago.  I’ve repeatedly asked him if he could stop farming, especially during the night because his tractor lights and the noise it makes interrupts my sleep.  The dust created by his plow is also TERRIBLE for my allergies.  He said no, I’d just have to learn to deal with his farming because he was there first.  My neighbors and I decided that a better use of the land for our community’s economic development was to take his land through eminent domain and create a brand-new, all inclusive, one-stop shopping mall.
CM2: So you asked him to stop farming; he said no - and that is why you converted the field into a shopping center? 

 Billy:  Yes, that did happen.

 

CM1:  How did that make you feel?   

 

Billy:  It made me feel left out and made me feel like a crook or an outcast.

 

CM2: If this would happen again what would you do to solve it without a Conflict Manager

Johnny: I would discuss the reasons behind WHY I farm at night, and look into working with, and not against my urban neighbors..

 

Billy:  I wouldn't try to take the land through eminent domain without understanding Johnny’s business and the importance of the land to him and his family.

 

CM1:  Do you both agree to those terms?

 

Both of them say:  YES

 

CMs say:  Congratulations for solving your OWN conflict.

Let’s give our actor’s a great BIG Thank you for starting out our time together today!  Can anyone summarize what our ‘Ag. Education Dramatic Production’ was dealing with?

Elicit answers from the students – try to lead them into a discussion about Conflict Resolution. 

That’s RIGHT!  Our actors today were playing out a scenario where two different people had a conflict over one natural resource and its use.  Thank YOU actors for your help!  We certainly appreciate your willingness to help us learn about something as important as Conflict Resolution!
Now normally at this point in the class, I’d ask each of you to get out your notebooks. . .BUT TODAY when I say CONFLICT, all we need to do is dust off our artistic genes, grab a piece of Artist’s paper, and several different colored markers.  Any questions?  CONFLICT!

At this point, students should make sure they have a piece of Artist Paper and several different colors of markers.  After they are seated, get their attention and proceed with the following script:


	Objective 1:
	Objective: Define Consensus Building / Conflict Resolution
In the agricultural industry, groups and individuals often find themselves involved in conflict resolution / consensus building processes.  In your opinion, do you think the agricultural industry finds itself involved in conflict resolution processes more often than other industries?  

Elicit responses from students – probably lots of Yes’s and No’s – Perhaps ask the students to physically take a position within the classroom.  Yes’s on one side and No’s on the other.
Great answers everyone!  
What caused you to answer the way you did?  Why do you think the agricultural industry is/is not involved in conflict resolution more often than other industries?  

Elicit responses from students.  Ask several of the YES students; then ask several of the NO students. 
Excellent input everyone!  

People involved in agriculture utilize natural resources, deal with environmental hazards, contribute to habitat protection, are concerned with producing wholesome, safe food products, and are often involved in land use discussions because they represent one (of many different ways) to utilize land.  These complex decisions and discussions involve agriculturalists, government agencies, public policy groups, and concerned citizen groups, as well as radical environmental and animal welfare groups. 
As an agriculturalist, or an advocate for agriculture, you must understand the principles of, and processes behind conflict resolution / consensus building because the world is getting smaller, people are increasingly interested in where and how their food is produced, and using natural resources solely for agricultural production is being questioned.
When I say LET’S GET ARTISTIC, I want everyone to return to their seats, take out a marker; create a unique title across the top of your paper that reads: “Conflict Resolution in Agriculture.” Any questions?  LET’S GET ARTISTIC!

Give students approximately 1-2 minutes to create their titles.
Great work everyone!  Your titles are amazing!
Make sure all students are making a title across their papers
Next, when I say THINK IT, I want you to close your eyes and picture the following words in your mind, “Conflict Resolution,” make sure to use your creative genes here; really concentrate on what picture first comes to mind when I say “Conflict Resolution.”  Ready!  THINK IT! 
Ensure that all students have their eyes closed and are participating in this exercise
Great work everyone – I can tell that you’re really thinking hard about “conflict resolution.”  Now, let’s keep our eyes closed while I give you the next set of directions.  When I say DRAW IT, I want you to put the picture you have in your minds eye on your papers in front of you!  Make sure to put your picture in the top left-hand corner of your paper – just below your title.  Any questions?  If not, DRAW IT!

Students should take 1-2 minutes to draw a picture of Conflict Resolution. After drawing their pictures, ask the students to finish this Hieroglyphic Moment by writing the words “Conflict Resolution” next to their pictures. 
I love your artistic abilities everyone!  Now, take a few minutes and write the words “Conflict Resolution” next to your drawing.  

Fantastic!  I’m going to put a definition of Conflict Resolution on the overhead in just a few minutes; when I do so, please take a few minutes to capture this information on your papers – right next to your picture of “conflict resolution.”
Pull up Slide #4 on the PowerPoint Presentation.  The following definition should come up: Conflict Resolution: Process used to start discussions, clarify issues and concerns, or make joint decisions among people with diverse viewpoints.
Excellent work everyone!  Next I’d like you to move down on your paper; make sure you’re still working in the upper-left hand side of the paper; just below your definition of Conflict Resolution.  Is everyone there?  Great!

So now we know that Conflict Resolution starts discussions, clarifies issues and concerns, and helps people with differing viewpoints make joint decisions.  Can anyone share with us WHO might be involved with, or WHAT might be addressed through Conflict Resolution?  

Elicit Student Responses
Great responses everyone!  Now - when I cue up the next slide, and say CREATE, I want you to draw pictures that represent the words written on the screen.  These words and phrases identify several of the many people and topics that might be involved in Conflict Resolution.  If labeling your pictures helps you out; feel free to do so.  Everyone ready?  CREATE!

Make sure you’ve pulled up Slide #5 on the Presentation.  Walk around the room and monitor students as they draw pictures representing the following words:
Types of Disputes Addressed Through Conflict Resolution:  
· Divorce
· Custody issues
· Parent-child or sibling conflicts
· Elder care issues
· Family business concerns
· Adoption
· Premarital agreements

· Neighbor disputes
· Workplace disputes

· Labor/management issues
· Environmental/public policy issues
· Health care disputes
· International conflicts

You are all SUCH creative artists!  Now I want you to take your artistic talents and put them to work as cartographers.  A cartographer is someone who makes maps.  Today we’re going to MAP our way through the Conflict Resolution Process.  
SO – as all good maps have roads, I want you to draw a road / or path connecting your Picture of “Conflict Resolution” to your pictures representing the “Types of Disputes Addressed Through Conflict Resolution.”
Excellent roads everyone!  Let’s draw our roads a little farther down our maps; give yourself plenty of room to draw (still on the left-hand side of the paper), and creatively write the words “Conflict Resolution Professionals”  
Does anyone know WHO a Conflict Resolution Professional might be?

Elicit Student Responses
Excellent answers!  In the next three slides we’re going to learn exactly who conflict resolution professionals are, and WHAT they do.  Below the title you’ve so creatively made, I want you to capture the information we’re going to see on these slides after I say GET TO IT!.  Make sure to draw a picture of each professional; then capture the information about them next to your picture.  Any questions?  If not, let’s GET TO IT!

Cue up slides #6, #7, #8, & #9; giving students time to draw pictures of each professional, and capture the information on their maps. 
Three specific professionals involved in Conflict Resolution / Consensus Building:

· Mediators: 
· Help people negotiate more effectively. 

· Do not make decisions about ‘who is right or wrong’ or ‘what the best outcome should be.’ 

· Give all sides significant control over end results. 

· Decisions are made by the people involved; not judges
What Mediators Do That Is Helpful

· Bring parties together

· Design consensus-building processes

· Establish communication; set an atmosphere for negotiation

· Assist with people problems

· Convene large numbers of parties

· Negotiate agendas; clarify issues to be addressed

· Help parties obtain data they need to make decisions

· Facilitate joint sessions 

· Clarify interests, priorities and alternatives to an agreement

· Help parties explore (sometimes in private) ideas for creative solutions

· Identify overlapping interests or areas of potential agreement

· Record agreements as they develop

· Help parties understand limits on negotiating flexibility

· Anticipate implementation problems and address future conflicts

· Facilitators: Help people engage in dialogue and get something done: 
What Facilitators Do That is Helpful

· Share information
· Help individuals learn from each other
· Develop options
· Make a plan. 
· Facilitators often used: 

· Public involvement
· Workshops
· Summits
· Public/private partnerships
· Joint fact-finding 

· Strategic planning
· Arbitrators: Conduct hearings and issue an opinion
Arbitration in a Nutshell
· Contrasts with mediators and facilitators because Arbitrators actually MAKE a decision regarding the conflict

· May be either binding or non-binding by advance agreement of the parties. 
· Used for settlement of disputes


	Objective 2:
	Objective: Benefits of Conflict Resolution / Consensus Building

: 
Your pictures are amazing!  Now everyone take a few minutes and draw a road that leads to the ‘middle’ of your paper.  Once your road is in the middle of your paper, create another road that runs perpendicular to your original road (you should have a T-intersection of your 2 roads in the middle of your paper).  

Label this new road that you created “Main Street.”  Along “Main Street,” We are not going to draw pictures that represent the information we see on the next slide.  Draw these pictures along both sides of  “Main Street”; these pictures represent the benefits of using conflict resolution to resolve complicated problems.  
Think about all of the businesses you see when walking down Main Street; by having all of the stores you need to visit conveniently located in one central location you can get your shopping done quickly and easily.  By drawing (and labeling) the benefits of Conflict Resolution alongside your ‘road’ you can see how this process helps people reach agreements on highly complex, controversial issues. 

Show students slide #10 to the students; giving them plenty of time to draw pictures of each item and then labeling each item.  It is important that they draw these pictures alongside both sides of the road so that the benefits really look like they’re ‘lining’ Main Street. 

· Negotiate agreements on controversial issues. 

· Help people work together towards a common goal 

· Foster understanding, cooperation, and agreements that work for both parties.

· Parties allowed to make their own decisions 

· Decisions not made by majority rule but by all parties involved. 

· Privacy. The process is confidential; everyone is able to keep sensitive information private 

· Communication between groups is improved  

· Usually costs less money and takes less time than going to court
· When a decision is agreed to, almost everyone involved agrees to comply with the agreement. 


	Objective 3:
	Objective: Discover the process of conflict resolution; identify several tools of mediation
Your work is outstanding today everyone!  We’re almost done with our Conflict Resolution Road Maps for the day!  However, now that we’ve been down “Benefits Main Street” we need to extend our road out to the ‘Mechanics’ shop.  When I say FIX IT, everyone make an intersection off ‘Main Street;’ take that intersection out to the right side of your paper.  Once you get there, draw yourself a Mechanic’ Shop.  Any questions?  FIX IT!

While the students are extending their roads and drawing a Mechanic Shop, cue up the next slide. And read the following script:  “Some still view negotiation as a process in which each side takes a position, trades concessions, and agrees (sometimes) at a point in the middle. This "horse trading" approach, however, can become a battle of wills and create bad feelings. It can also take a long time, and agreements reached may not address the parties' real needs and concerns.  Today we’re going to stop by the Mechanic’s Shop and get a few tools to put in our “conflict resolution” toolbox.  These tools will help us understand how professionals involved in conflict resolution help solve problems and will HELP US begin to resolve problems in our lives as well!”

Cue up the next slide: Slide #11:  How can I resolve conflicts? 7 Tools for Success:  While you are cueing up this slide, read the following:
Great work on your Mechanic’s Shops everyone!  Right next to your shops, I want you to draw a toolbox; inside the toolbox I want you to write these words “7 Tools for Conflict Resolution Success.”  While you’re doing this, I ‘m going to tell you that “most current thinking about negotiation emphasizes a problem-solving, not position- taking approach.  This approach focuses on the interests or concerns that underlie the parties’ positions on issues, and not necessarily the positions they are taking on each issue.  
Great toolboxes!  Everyone is certainly creative today!  The very first step in resolving conflicts is finding out where everyone stands; this is called discussing and addressing everyone’s interests.  SO  just below your toolbox, I want you to draw a hammer.  This hammer is TOOL #1 and represents the interests of everyone involved in the problem.  Right beside the hammer I want you to capture the information you see on the next slide:

Cue up Slide #12 - 
· Tool  #1 (Hammer):  Discuss and address interests. 
· It is critical to ask why one side is asserting a particular position on the issues
· You MUST understand what each group really needs to achieve; what interests they want to protect. 
Great work on the hammers!  Just below your hammers, I want you to draw a socket set and nut.  This socket set and nut represent TOOL #2, which is understanding the role interpersonal dynamics play in negotiations.  When people rub each other the wrong way, or don’t fit together very well it can be very difficult to reach resolution.  When I cue up the next slide, I want you to write the information you see on the slide next to your socket set and nut drawings.
Cue up Slide #13.
· Tool  #2 (Socket Set & Nut):  Understand the role interpersonal dynamics plays in negotiations; then help people move on. 
· Fisher and Ury call this "separating the people from the problem," 
· Emotions play a HUGE part in most disputes
· DO NOT allow emotions to block people from addressing problems on their own merits. 
· Understand personal prejudices and prior history--they may include additional problems people want to solve – 
· Don’t let people become so motivated by bad interpersonal feelings that their feelings become a barrier to solving the issues at stake.
I’m very impressed with your socket wrenches and nuts!   Great work everyone!  The next tool in your “Conflict Resolution” toolbox needs to deal with providing all parties involved in the problem with MANY different options.  To characterize this tool, let’s draw 3 different sizes of combination wrenches just below our socket sets and nut.  These combination wrenches represent TOOL #3 – make sure to capture the information on the next slide close to your combination wrenches.
Cue up Slide #14.
· Tool  #3 (3 sizes Combination wrenches): Generate a wide range of options, minimizing judgments at first. 
· People are less likely to give up when many options are being evaluated. 
· Looking at lots of different options helps everyone shift to the same "side of the table,"
· People begin to evaluate the pros and cons of options together as ONE TEAM 
· A common example of this is the technique of brainstorming.

Great pictures everyone!  Making sure everyone agrees on ‘what’ a resolution looks like is also important because if everyone involved in the problem knows what to expect in the answer / or the resolution they’ll be more likely to work towards achieving and implementing a resolution. .  

For this next tool in our Conflict Resolution Toolbox, everyone needs to draw a picture of glue (any type of glue will do).  Below your glue picture, let’s capture the information we see on the next slide:
Cue up Slide #15.
· Tool  #4 (glue):  Agree on resolution criteria
· Identify the requirements a potential agreement must satisfy (how and when it will be implemented, WHO will implement it, how long will the agreement be used etc.)
· The ‘devil is in the details,’ people will be much more likely to work together for a common goal if they don’t get bogged down with details early in the resolution process – keep it simple in the beginning

· Make sure the end results value and meet everyone’s needs

· When parties agree on objective resolution criteria, it can help break impasses.

These are good principles on which to ground constructive dialogue, but not every negotiation is entirely interest based -- eventually the "pie" can't be made any larger and parties are faced with deciding who will get what. For example, in disputes over water resources, a certain amount of competition is inevitable in dividing up a finite resource. 

Let’s continue investigating our tool box; Tool #5 is essential for proper Conflict Resolution construction because it determines who is involved in the process.  For this tool, draw a picture of a Bill of Materials.  This Bill of Materials represents TOOL #5 because it tells you WHO’S involved.  After drawing your Bill of Materials, make sure to write the information you see on this next slide:
Cue up Slide #16.
Tool #5 (Bill of Materials):  Develop a Participation Agreement:  
· Have all sides sign an agreement to participate in the mediation process. 
· Participation agreements clarify ground rules concerning:

· Confidentiality
· The mediator’s role
· Who’s going to pay the mediator, how much will they be paid, when will they be paid? 
Great drawing today!  
What game would be fair if it didn’t have rules that all players abided by?  That’s right – the game wouldn’t be fair at all; rules help ensure everyone involved in the process gets equitable treatment!  For our 6th tool I want you to draw a picture of a ruler; next to your ruler capture the information you see on the next slide:

Cue up Slide #17
Tool #6 (Ruler):  Establish the Groundrules:  
· Ask everyone to define their assumptions (what do they want to get out of this?)
· Ask everyone to decide how they will conduct themselves.
· Everyone involved in the process must address the following;
1. Identify the purpose of the conflict resolution group
2. Identify the participants (e.g. parties, observers, addition of parties)

3. Determine how will decisions be made (majority vote, all-inclusive vote etc.)
4. How will meetings be conducted (e.g. setting agendas, open vs closed meetings)

5. How will information be kept safe / confidential? (e.g. good faith, confidentiality, exchange of information) 

6. WHO will facilitate the meetings?(e.g. who, neutrality, termination)

All right everyone!  We’ve reached our LAST tool for our Conflict Resolution Toolbox today!  
Let’s draw a picture of a saw.  As we all know, saws cut through the chaff, and make pieces of wood and metal just the sizes we need them to be.  The Saw in our Conflict Resolution toolbox helps us cut through the clutter and learn how to operate effective meetings.  Successful meetings are 80% preparation and 20% execution so it’s essential that once we’ve used the other tools in our toolbox, we know how to operate our Conflict Resolutions Meetings effectively and efficiently.  

To show you what I mean about being prepared, and to give you an example in efficiency I am going to pass out a handout detailing the “20 Steps to a Better Meeting” while you are drawing your saws.  After you get your handouts, I want you to cut them in anyway you’d like, and place that information right next to (or below) your saws.  You’ll need scissors and glue.  Any questions?
Cue up Slides #18-22, which describe the information the students will receive on the handout.  
Make sure to give each student a handout.  Briefly go over the information found on each slide (#16-20) while the students are cutting and pasting it on their maps. 
Tool #7 (Saw):  Operate Effective Meetings:   TWENTY STEPS TO A BETTER MEETING
Before the Meeting

1. Plan the meeting carefully: who, what, when, where, why, how many?

2. Prepare and send out an agenda in advance.

3. Come early and set up the meeting room.

At the Beginning of the Meeting

4. Start on time.

5. Have participants to introduce themselves and state their expectations for the meeting.

6. Review, revise, and order the agenda.

7. Set clear time limits.

8. Review action items from the previous meeting.

During the Meeting

9. Ask questions.

10. Listen.

11. Clarify issues; identify underlying interests.

12. Develop multiple options.

13. Use objective criteria.

14. Use the agenda to keep the meeting moving.

15. Summarize agreements.

16. Identify additional data needed to make decisions.

At the End of the Meeting

17. Establish action items: who, what, when.

18. Set the date and place of the next meeting and develop a preliminary agenda.

19. Close the meeting crisply and positively.
After the Meeting

20. Follow-up on action items and begin to plan the next meeting.



	Conclusion
	Cue up Slide #23 for the students to see prior to stating the conclusion
What great work from everyone today!  Let’s take a minute and hang up our “Conflict Resolution” roadmaps around the classroom for everyone to see!  That way everyone can see your hard work AND we can all see how our classmates captured the information from today’s lesson as well. 


	Application--Extended Classroom Activity:
	
Ask students to go to the following website:  RESOLVE: Gallery of Success” http://www.resolv.org/gallery/exhibit_all.html  After looking through the various public policies that have been developed through Conflict Resolution processes, ask students to pick their favorite exhibit and write a short synopsis of the problem, the people involved, the interests / positions represented, how resolution was reached. 


	Application--FFA Activity:
	At an officer retreat, instruct your officer team in the following Life Knowledge Lessons: 
Life Knowledge, Version 2.0 Lesson AHS.22 “Conflict Resolution Techniques”

Life Knowledge, Version 2.0 Lesson AHS.23 “Applying Conflict Resolution Techniques” 
Ask them to put the skills learned in each of these lessons into practice in their conflicts with fellow officers, or with other FFA members

	Application--SAE Activity:
	NONE

	Evaluation:
	Conflict Resolution Scenario – played out in class
**Use this evaluation after teaching Conflict Resolution II Lesson – more specific instructions and rubrics included in the next lesson
Break students into groups.  Give each of them one Agricultural Issue Scenario(found at the end of “Conflict Resolution II”)  Ask them to write a script of how a Conflict Resolution group might initially address, discuss, negotiate, and solve their scenario. 
Once the students have a script written (that you feel adequately covers the information taught in this lesson), instruct the students that they will be acting this scenario out in class for a grade.  


	Evaluation Answer Key:
	Answers will vary – especially depending on how each instructor sets up the evaluation.  Rubrics can be developed at: www.rubistar.com
Specific rubrics etc. are included in Conflict Resolution II.


“Agricultural Land-Use Student Script”

Cast:
Johnny - the plaintiff        


Billy - the disputant


Conflict Manager #1


Conflict Manager #2

 

Scene one: 

Johnny is planting his field using a tractor and plow.  Billy comes by, takes his tractor, and puts a shopping mall in the middle of the field.  

 

Billy: Isn't it great being able to shop for everything I need right next to my suburban house?

 

Johnny:  Give me that land back!  It is MINE! My family’s been farming it for generations!

 

Billy: Too bad sucker!  

 

(Conflict Managers come in.) 

CM1: Do you guys have a problem.   

 

Billy and Johnny:  Yes.

 

CM2: Do you want to solve the problem?

 

Billy and Johnny: Yes, we do.

 

CM1: First, do you agree to these ground rules:  

1. Do you really want to solve the conflict, 

2. Do you agree to solve the problem, 

3. Do you agree to be honest ,

4. Do you agree to no interrupting, and 

5. Do you agree to no put-downs or name calling.  Okay?  

 

Billy & Johnny :Yes.

 

CM2:  Johnny what happened? 

 

Johnny:  I was farming my field and Billy came by, took my tractor and put a shopping mall in the middle of my crops  

CM1: So Johnny you were playing farming your field and Billy came up, took away your tractor and placed a shopping mall in the middle of your crops,  right?

 Johnny:  Yes.

 

CM2: So how did you feel about that?

 

Johnny:  Bad and sad.

 

CM1:  So Billy what is your side of the story?

Billy: Well I’ve noticed that Johnny’s been working on his land every day since I first moved into by new house 3 years ago.  I’ve repeatedly asked him if he could stop farming, especially during the night because his tractor lights and the noise it makes interrupts my sleep.  The dust created by his plow is also TERRIBLE for my allergies.  He said no, I’d just have to learn to deal with his farming because he was there first.  My neighbors and I decided that a better use of the land for our community’s economic development was to take his land through eminent domain and create a brand-new, all inclusive, one-stop shopping mall.

CM2: So you asked him to stop farming; he said no - and that is why you converted the field into a shopping center? 

 Billy:  Yes, that did happen.

 

CM1:  How did that make you feel?   

 

Billy:  It made me feel left out and made me feel like a crook or an outcast.

 

CM2: If this would happen again what would you do to solve it without a Conflict Manager

Johnny: I would discuss the reasons behind WHY I farm at night, and look into working with, and not against my urban neighbors..

 

Billy:  I wouldn't try to take the land through eminent domain without understanding Johnny’s business and the importance of the land to him and his family.

 

CM1:  Do you both agree to those terms?

 

Both of them say:  YES

 

CMs say:  Congratulations for solving your OWN conflict.
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