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Conflict resolution defines the means two or more people or parties can employ as a solution to any form of disagreement. In situation of disputes, resolution presents a chance of amicable settlement and a reinstatement of peaceful interactions or coexistence. Effective dispute resolution employs the concept of a series of strategies applicable in all spheres of life; personal, instrumental, or conflict of interest. Two strategies I would adopt in a conflict that illustrate effective communication skills are listening carefully and looking for a compromise.
A common misconception that people have about hearing in general and in confrontations is that they are listening but in fact they are keen on responding. This is not effective listening since I will have already formed a perception and understanding of what is currently being said without hearing the whole of it out. Active listening describes the intent to understand the personal emotions and values behind the words that are spoken and in situations where a response is deemed necessary, it should be nonjudgmental and encouraging. To be an effective listener, I will approach the situation mathematically by removing any prejudices and personal emotions, whether invested or not, of the equation (Fischer-Lokou, Lamy, Gueguen, & Dubarry, 2016). The reason I would adopt this technique is because it puts a damper on outrage and frustration, which would fuel the conflict further.
Adopting this technique in a group setting involves allowing each party a fair amount of time and opportunity to talk and express their feelings, preferably to each other without interruptions. I will also encourage all parties present, even non-partisans, to be patient with them without rushing them into conclusion. I will also assess the setup of the environment used in the resolution to contain minimal or less distractions, and emphasize the same in the attitude of the entire group. Ensuring every speaker is heard will require me to pay close attention to the speaker’s words, tone, attitude and general expressions. This aspect effectively allows me to recognize their feelings and aid me to validate them within the course of the resolution. A final consideration to indicate active listening is showing the speaker that I am listening, while providing neutral responses mostly to motivate the speaker to go on. 
All parties involved in a dispute are either looking to win or at least not to walk out empty handed. While resolving a dispute, it is critical to recognize that each party involved has a biased opinion and perception. Proper resolution should ascertain the probability where one party gets what they want at the expense of another. Effective dispute resolution adopts no winners by ensuring there are no losers, and though the parties may leave content, neither will be pleased (Halperin, Porat, & Wahl, 2013). By ensuring all parties involved give up something in favor of an agreed mid-point solution, the resolution technique assures less commitment to the dispute since the outcome is nobody’s preferred opinion. 
Within a group setup, analysis is critical to figuring out where to compromise. To assess the situation properly, I might lean on the cues of parties close to the dispute to analyze what is fundamental to all parties and what either party might be willing to give up to achieve that. Since the dispute resolution will not end up with all parties receiving the same result, I will also assess a result that will satiate the desired outcome. Once the dispute has been presented, I might include the group in the assessment by asking them their opinions and assessing signs of agreement and disagreement in the parties. After discussing on the compromisory factors for each party, it is then critical to ensure all parties are not motivated to go back to their dispute, and that the mutual loss effectively stays this outcome. 
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