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MBtech provides engineering and consulting services for th e
automotive industry worldwide

POSITIONING FACTS & FIGURES

The _MBtech Group i_s a Ieao_ling g_IobaI 2700 employees worldwide
provider for automotive engineering and Turnover: € 360 million in 2008

consulting services
Close relationship to customers on three

MBtech is a business group within the :
continents

Daimler AG
: : GLOBAL PRESENCE

MBtech offers comprehensive expertise
along the entire automotive product value  NORTHAMERICA v UROPE ASIA
creation process and product life cycle e

. . Huntsville iy Papenburg e
High level of customer and service Portong SEETEE o e
orientation Largll - Shanghai

. . . . Tro uttgar ilsen

- Interdisciplinary project teams S Sugsit e
- Close partnership with suppliers, —

customers and cooperation partners

- Outstandingly competent, professional
and committed employees

Frank Duda 3



MB

Mercedes-Benz technology '

’ consulting

MBtech Consulting fields of expertise cover four core area S -
supplemented by comprehensive employee training

CONSULTING APPROACH

Harmonizing the corporate strategy, product technology, process management and the
value creation chain

Implementation and result oriented problem-solving approaches with sustainable
performance improvements

Applying lean enterprise principles to the entire company
Consistent customer orientation

Management
Consulting

| L
y ]
Innovation & Technology

LEAN ST AUTOMOTIVE

ENTERPRISE EXPERTISE
Process Program & Project
Consulting Consulting

v t

Business Academy
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Today we are talking about...

how to get awareness for conflicts
how to get ready to recognize conflicts and develop own strategies
how to use innovative conflict solving tools
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Are you Interested Iin an experiment ?

You can t believe that you sometimes
Initiate conflicts ?
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What we already know about conflicts...

BASIC ASSUMPTIONS 1

The visibility of conflicts is just provided in a symptomatic way, the content is obscure
People don't like conflicts and they are willing to solve them by themselves
People need easy access to conflicts

People require simple tools for solving conflicts
People try to avoid conflicts, they think they are forced to win and not to compromise

Frank Duda
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What we already know about conflicts...

BASIC ASSUMPTIONS 2

A conflict is a natural part of life

Conflicts are inconvenient, therefore we tend to avoid conflicts
Everybody believes he / she is right

Conflicts break with old habits

Conflicts are emotional

Frank Duda
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The conflict cube®




Who likes to be a volonteer ?

The only prerequisit is the uncertain feeling
that a conflict (business or private) Is around
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Just play dice!
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Questions - Misunderstanding

1 Do you basically agree with 2 Does this conflict occur 3 Is there a deviation

other persons, except this surprisingly? between the conflict and
case? common processes of
decision?
MISUNDERSTANDING...
Did you probably Is there a deviation
Is there an environment of misunderstand the other concerning the behaviour of

4 mistrust? 5 person? 6 the person?
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Questions - Needs and motives

1 Have you been or an other 2 Do you feel defensive by 3 Did the other person
person sensitive to a an other person? offers you gratification or
conflict situation? penalization?

NEEDS AND MOTIVES...

Calculates at least one
Did the other person side the position as a Do you know the whole
4 exercise power on you? 5 conflict? 6 background?

Frank Duda
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Questions - Values

1 Isthere an intense 2 Do you often have another 3 Do you or the other person
identification concerning the  mind concerning to other rapidly draw a conclusion?
own view (either the other people?

person or yourself)?

VALUES...
Do you or the person have Are different aspects for
different standards you or for the other person Do you have necessity to

4 orrules? 5 of importance? 6 explain yourself?
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Questions - Interests

1 Are there other options 2 Are there different 3 Are you or the other person
from your point of view? perceptions for the interested in solving the
aspects? problem?
INTERESTS...
Is there an interest of the Do you have the feeling Is there a seeking of both
other person to talk with that the other person sides towards different

4 vyou at all? 5 takes up a positionatall? 6 aims?
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Questions - Opposite point of view

1 Isthere often a disagreement of the 2 Is there an intense importance for you
other person in several items? or the other person concerning the
different aspects?

OPPOSITE POINT OF VIEW...

Is it hard for you to talk to a person, if this Are the aspects predominantly
3 person has a different point of view? 4 objective?

Frank Duda 16
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Questions - Feelings

1 Do you feel defensive by 2 Do you have abad/good 3 Do you require the other
another person? feeling in this situation? person to change himself?

FEELINGS...

Do you have worries and
Is one side pointing out fears during a Do assumptions play a
4 that he is absolutely right? 5 conversation? 6 role?

Frank Duda 17
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How the cube is linked to solutions...

Access

Tool

Background

MISUNDERSTANDING

Open guestions, feedback,
active listening; share
common basis

4-sides of a message
(different focusses)

NEEDS AND MOTIVES

Non-violent communications

Iceberg model

Win-win; develop and share

Gordon model

VALUES common rules; accept

frames of references
Harvard negotiations; Solution focussing

INTERESTS describe criterias for
success factors

OPPOSITE POINT OF Harvard negotiation; avoid Harvard
VIEW personal attacks; look for co-

operation

FEELINGS Show honest interest Constructivism

Frank Duda
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The Cube - A model ready to use

Frank Duda 19



The conflict matrix
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The process...

What do you think? }Nhat do you think? } Evaluate & discuss! Famwork!

What should be the
relationship between

What should be the
relationship between

Include the team in
all aspects of the

The deviation
between these two

the project manager the person results, if the solution
and the quality . Dr. Webber and . difference is more |
engineer? . Dr. Clean? | than -1 or +1
1=poor; 6=excellent | 1=poor; 6=excellent |
A4 | A4 | A4 | A4

Questionnaire 1 Questionnaire 2 Evaluation Teamwork

Frank Duda 21
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Questionnaire 1

RELATIONSHIP BETWEEN POSITIONS

Frank Duda

Customer

U1IProject Manager

Project Manager

Project Staff

Chief Engineer

Quality Engineer

Programme Manager

Portfolio Manager

CEO

o1[~|Project Staff
& & [H|Chief Engineer

& & [~ wlQuality Engineer

aoa |~ sIProgramme Manager

A&~ 0o Portfolio Manager

Y GIENENENGIE] o =6
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Questionnaire 2

RELATIONSHIP BETWEEN PERSONS

Frank Duda

Mr. Fisher

w|Dr. Webber

A& IMr. Fox

Dr. Webber

Mr. Fox

Dr. Brown

Dr. Clean

Mr. Peters

Mr. Winter

Prof. Myers

&G &~|IDr. Brown

w|a|o |~ IDr. Clean

gk (w0 |Mr. Peters

a|o|~ |~ a0 IMr. Winter

afsfafafos s 1Prof. Myers
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Evaluation

DEVIATION BETWEEN THE RESULTS OF QUESTIONNAIRES 1 & 2

Project Manager: Dr. Webber

—|©|Project Staff: Mr. Fox

~|Quality Engineer : Dr. Clean

Customer: Mr. Fisher

Project Manager: Dr. Webber
Project Staff: Mr. Fox

Chief Engineer: Dr. Brown
Quality Engineer : Dr. Clean
Programme Manager: Mr. Peters
Portfolio Manager: Mr. Winter
CEO: Prof. Myers

=~ |CEO: Prof. Myers

O [~ [2[Chief Engineer: Dr. Brown

o |©|©|Portfolio Manager: Mr. Winter

EH [~ |Programme Manager: Mr. Peters
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Thank you for your interest

&

HAPPY and refreshing
CONFLICTS !
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Dietmar Prudix
Automotive Project Management
Senior Consultant Project Management

MB-technology GmbH
Posenerstrasse 1
71065 Sindelfingen - Germany

Mobil +49(0)151 586-09365
Fax +49(0)711 30521-36526
dietmar.prudix@mbtech-group.com
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