APPENDIX A

Questionnaire (in English)

This questionnaire is created to study conflichagement style in your
workplace and the relationship between the confliahagement style and the
number of working experience years and cultureoofryvorkplace. This
guestionnaire requires your response which willibeful for the analysis to help
improve the workplace communication and working@dphere in your company to
create the most productivity to your organizatigour information will be extremely
confidential and applied only in term of overaltala

Part 1: Personal Information
Instruction: Please select the choice which best describesiyfmurmation.

1. Gender
1) American

2) Japanese
2. Age: Please specify.................. year olds
3. What is the nationality of your company?
3) American
4) Japanese
2. How many years have you been working sinceisstaworking?
1) Less than 5 years
2) 5-10 years
3) More than 10 years
Part 2: Conflict Management Style
Instruction: Consider situations in which you find your wisltif$ering from those
of another person. How do you usually respondith situation?
On the following pages are several pairs of statésn@escribing possible behavioral

responses. For each pair, please circle the “ABbistatement, which is most
characteristic of your own behavior.
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In many case, neither the “A” nor the “B” statemeray be very typical of your
behavior; but please select the response whichwgld be more likely to us.

1.

A

B

A

There are times when | let others take respolititior solving the
problem.

Rather than negotiate the things on which wegless | try to stress
those things upon which we both agree.

| try to find a compromise solution.

| attempt to deal with all of his/her and my cenrs.

| am usually firm in pursuing my goals.

I might try to soothe the other’s feelings andgarve our relationship.

| try to find a compromise solution.

| Sometimes sacrifice my own wishes for the wssbkthe other person.

| consistently seek the other’s help in working a solution.

| try to do what is necessary to avoid uselessitas.

| try to avoid creating unpleasantness for myself

| try to win my position

| try to postpone the issue until | have had sdime to think it over.

| give up some points in exchange for others.

| am usually firm in pursuing my goals.

| attempt to get all concerns and issues immebjiatut in the open.

| feel that differences are not always wortbrrying about.
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18.
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I make some effort to get my way.

| am firm in pursuing my goals.

| try to find a compromise solution.

| attempt to get all concerns and issues immedtliatut in the open.

I might try to soothe the other’s feelings andgarve our relationship.

| sometimes avoid taking positions, which woutdate controversy.

| will let the other person have some of his/pesitions if s/he lets me
have some of mine.

| propose a middle ground.

| press to get my points made.

| tell the other person my ideas and ask forhaeg.

I try to show the other person the logic and lienhef my position.

| might try to soothe the other’s feelings andgmrve our relationship.

I try to do what is necessary to avoid tensions.

| try not to hurt the other’s feelings.

| try to convince the other person of the mesitsny position.

| am usually firm in pursuing my goals.

I try to do what is necessary to avoid uselessitss.

If it makes other people happy, | might let themaintain their views.

| will let other people have some of their pasis if they let me have
some of mine.
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| attempt to get all concerns and issues idiately out in the open.

| try to postpone the issue until | have had saime to think it over.

| attempt to immediately work through ourfdiences.

| try to find a fair combination of gains andses for both of us.

In approaching negotiations, | try to be edasate of the other person’s
wishes.

| always lean toward a direct discussion ofghablem.

I try to find a position that is intermedidietween his/hers and mine.

| assert my wishes.

| am very often concerned with satisfyingalr wishes.

There are times when | let others take respditgifor solving the
problem.

If the other’s position seems very importamhim/her, | would try to

meet his/her wishes.

| try to get the other person to settle for mpoomise.

| try to show the other person the logic aedefits of my position.

In approaching negotiations, | try to be consatke of the other person’s
wishes.

| propose a middle ground.

| am nearly always concerned with satisfyingoail wishes.
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| sometimes avoid taking positions that woerelate controversy.

If it makes other people happy, | might let theraintain their views.

I am usually firm in pursuing my goals.

| usually seek the other’s help in working owgcdution.

| propose a middle ground.

| feel that differences are not always worth iyisrg about.

| try not to hurt the other’s feelings.

| always share the problem with the other pesmthat we can work it
out.



