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Tool name: Seal the Deal 

 

Application Conflict management and improving of communication 

 

Main Goal  

The objective of this tool is to support two clients in conflict or with communication problems 

through a principled negotiation process for finding a common solution to their problem/conflict. 

 

Fields of Application 

Conflict management in business environment. Increasing the effectiveness of communication. 

 

The Tool Frame  

It is important to point out that the interests of both sides will be treated fairly, and the 

counsellor/practitioner will not label any of the situation, statements, clients’ interests “right” or 

“wrong”. 

The counsellor should be aware of the principled negotiations approach, which helps achieve a 

win-win solution. This is an interest-based approach to negotiation, focused mainly on conflict 

management and resolution. The approach was described in the book Getting to Yes, by Fisher, 

Ury, and Patton1. The four main principles of the approach are: 

• Separate people from problems 

 

People and problems need to be treated separately from each other. This means that if we want 

to successfully deal with a conflict we should focus on the problem and the situation and not on 

who is to blame, whose fault it is and who is or is not “good, bad, and s.o.” We should refrain from 

using adjectives/qualifications for the people involved. Relationships and content should not be 

confused when negotiating. Relationship issues should be discussed as such and dealt with 

separately (Tool 1 “Village of Virtues” would be suitable for this). For the negotiation process in 

this tool the counsellor should guide the clients towards focusing on the issue. Separating content 

from emotions presupposes the existence of a readiness to understand the situation of the partner 

and to look constructively for a solution.  

 

• Negotiate on interests, not on position 

 

The position is what you have stated you want to achieve in the negotiation. Defending strongly 

your position may sometimes harm your interests. It may prevent you from seeing solution 

 
1 Getting to Yes: Negotiating Agreement Without Giving In (Penguin, 2nd edition, 1991), Roger Fisher, 
William Ury, and Bruce Patton 



 
 
 
 

 
 

 
  

opportunities that suit your interests at best. Hard stated positions obscure interests. One 

example: An employee defends in front of her boss her position that she deserves a salary 

increase. She wants a salary increase because she wants a higher position in the company or 

because she wants to buy a new car. Many different interests may lie behind one position. 

Interests can be more easily negotiated because they leave a wider scope. In addition, even 

behind hostile positions, similar interests can be found. Therefore, negotiators look beyond hard-

positions to try to identify underlying interests — basic needs, wants, and motivations. 

 

• Invent options for solutions (be creative) 

 

Develop options, opportunities for solutions that will benefit both parties. Negotiating does not 

mean convincing others, but looking for solutions that may suit both sides. Therefore, 

opportunities for solutions (options) must be derived from divergent interests. Negotiators should 

try to be creative at this stage. Instead of thinking how to divide the pie between themselves, first 

they should think how to make the pie bigger and then divide it, so both can get more. One way 

to do this is by finding complimentary interests. The greater the number of choices, the greater 

the overall benefit. So care must be taken not to limit the possibilities prematurely by "looking for 

the right solution".  

 

• Agree on a set of standards that the solution should meet 

 

Use neutral evaluation criteria. Neutral evaluation criteria are preferable to arbitrary decisions. 

Anyone who buys a sports car because they like it, should be aware that holiday travel with a lot 

of luggage is a thing of the past. Impartial assessment is the basis for reasonable decisions. A 

negotiated price based on market value, price variations in the respective industry or competitive 

offers will make your sleep more peacefully. Objective criteria are the numbers, dates, facts, 

expertise, etc. Also, correct information and advice from a third party can be the basis for a 

principled assessment. 
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Steps of Symbol Work Methodology 
The following three steps of the symbol work methodology must be carried out explicitly by the 

counsellor during the process at the specific stages, for which these steps are foreseen (see 

Implementation Process): 

 

1. Factual Questions  

These questions are only factual questions. There is no space for interpretation or explorative 

questions (like, why, or can you talk more about, etc.) Only questions about what was precisely 

said are allowed (I didn’t hear, or I didn’t understand, can you repeat, etc.)! Questions are asked 

directly to the client who talked and only he/she answers. 

 

2. Perception 

At this stage, the counsellor verbalizes, addressing the client directly, what they’ve perceived from 

the presentation. Perceptions concern exclusively to what has been heard and observed (verbal 

and nonverbal aspects). Only facts matter! (E.g. “I saw…”, “I heard that…”, “I noticed that…”) 

 

3. Interpretation  

In the interpretation phase, the counsellor verbalizes what he/she interpreted from what they saw 

and heard. Interpretation may include perspectives on reasons, on facts, on consequences and 

impacts, on solutions, on emotions, on difficulties etc.  

Materials 
− Set of Symbols (see suggested list of symbols in the ANNEX) 

− A4 white papers or the predesigned SEAL fields (see the section Downloads) 

Participants 
2 people in a conflict or having communication problems. 

Implementation Process 
- Ensure a comfortable space where the clients fit conveniently. 



 
 
 
 

 
 

 
  

- The intervention consists of 4 SEAL steps: - Situation - Evaluation - Alternatives - Leverage 

Step 1 – Situation  
(Video: 00:34) 

 

1. The counsellor does a brief intro to this intervention stating that the clients have gathered 

to find a solution, either to a communication problem or to a conflict. 

2. The clients confirm that they want to work together and with the counsellor to reach a 

solution. 

3. The counsellor puts one field “Situation” on the ground (floor, table) in front of each 

participant. 

4. The counsellor asks the 2 participants to choose some symbols that represent the 

situation they are trying to deal with. 

5. Each participant is given some time to do the task and then to present their point of view. 

6. Factual questions by the counsellor. 

Example questions and comments for the counsellor, before the presentation from the clients: 

• Please define a communication problem / conflict situation that you are trying to improve. 

• Please present the situation objectively. 

o Who? 

o What? 

o Where? 

• While doing do try to separate people from problems.  

 

Step 2 – Evaluation 
(Video: 05:50) 

 

1. The counsellor introduces this phase by saying that now that we have clarified the 

participants’ view of the situation, if both participants have an agreement that they want to 

find a common solution, then they should define their interests in the conflict and negotiate 

on that basis. 

2. The counsellor puts one field “Evaluation” on the ground (floor, table) in front of each 

participant 

3. Each participant is given some time to define their interest and then to present it to the 

others. 

4. Factual questions by the counsellor. 

5. Perception and interpretation by the counsellor. 

6. Feedback from the participants. 

7. As a last step to stimulate empathy both participants are asked, after hearing each other, 

to choose and add one more symbol to theirs that represents the other person’s interests. 

Example questions and comments for the counsellor: 



 
 
 
 

 
 

 
  

• Possible questions from the counsellor: 

o What is completely necessary for you to achieve in these negotiations? 

o Is there something not so important that you can give up? 

o What are your interests in the situation?  

o Why is it good for you to find a solution? 

o What would the benefits of the solution be for you? 

o What about your counterpart? What is their interest? 

 

Step 3 – Alternatives 
(Video: 13:44) 

 

1. The counsellor introduces this stage as the “time to be creative”. He/she urges the 

clients to focus on finding as many as possible opportunities for a solution. Instead of 

thinking how to divide the pie between themselves. One way to do this is by finding 

complimentary interests, that have hopefully emerged in the previous step. 

2. The counsellor puts one field “Alternatives” on the ground (floor, table) in front of each 

participant and asks the 2 participants to choose some symbols that present options 

for solving the problem and the criteria the solution must meet. 

3. Two participants are given time to thinks, choose the symbols and present their 

deliverable. 

4. Factual questions by the counsellor. 

5. Perception and interpretation by the counsellor. 

6. Feedback from the participants. 

 

Example questions and comments for the counsellor: 

• Set your limits, that means your criteria for the solution. You want to be co-operative and 

find a suitable solution for both, but you must know, what are the minimum criteria the 

solution must meet. 

• Possible questions from the counsellor: 

o Can you look for creative options to solve the conflict? 

o Can you think of all the possibilities for solution? 

o Instead of aiming to get a bigger part from the “pie” can you think of a way to make 

the “pie” bigger for both parties? 

o Now that you have heard the presentation of your counterpart is there something 

you want to add to your symbols and why? 

 

Step 4 – Leverage 
(Video: 18:30) 

 



 
 
 
 

 
 

 
  

 

1. The counsellor puts between the 2 participants one field “Leverage” and asks the 

clients to discuss between them an action/activity that can facilitate next steps for them 

to meet the interests of both of them. The result of this discussion should be to choose 

together 1 to 3 symbols that present their common agreement for the next activities or 

solution to the problem.  

2. The participants present together their final outcome. 

3. The participants write their agreement to confirm their common solution in the “SEAL 

the DEAL” template and also sign it. 

 

  



 
 
 
 

 
 

 
  

Annex – List of Symbols 
 

Examples of symbols (approx. 300)  
(Source: Wilfried Schneider: Working instructions 2008) 

Alcohol bottles, anchor, wrist watches, eye, exclamation mark (magnet), @ sign (magnet).  

Bear, trees, baby dolls (crawling, sitting, etc.), baby doll black, bananas, battery, cutlery, 

gasoline can, hatchet, beer glass, beer cork, bellows, tin box, pencil, lightning, flower, tub 

(wood), letter (magnet), letter box, iron, book, book small, castle, button "god, you´re ugly".  

"For that!" and "Against that!" (two button), Dolphin, DM bills, Double Spirit Level, Double Heart, 

Shower.  

Wedding rings, Angels, Shopping (magnet), Shopping trolley, Iron saw, Ducks, Donke, Euro 

notes, € sign (magnet).  

Ticket(s), Rim, Fur, Fire extinguisher, Fire truck 112, Fire truck with ladder, Finger ring, Fish, 

Bottle, Bottle crate, Fleece balls, Bat, Airplane, ? (Magnet) Frog, frog with crown cake, "There's 

never a must for a kiss!" (button), soccer.  

Fork, coin (abroad), ghost (small and large), watering can, grid, glass container, globe, bell, gold 

ingot, light bulb, gold. 

Chicken, hand (2 x), handcuffs, mobile phone, hair clip, harlequin, houses, house with tower, 

hearts, witch, witch on broom, wood, wooden bead, wooden man, wooden ring (red, yellow), 

horseshoe, helicopter, dog.  

Chain with ball, cone (pointed), chain links (two), baby carriage, piano, button, compass, bone, 

saucepan, condom, spinning top, cross, crown, jug, cow, chick and egg.  

Lighthouse, lipstick, advertising pillar, spoon.  

Man (white from Playmobil), mouse, mousetrap, knife, girl, motorcycle, harmonica, shells (blue), 

shells.  

Sewing machine, nest with chick and egg, "Say nothing, see nothing, hear nothing", rivet (lot), 

nun, clef, rolling pin.  

Fruit basket, bus.  

Package, cars, perfume bottles, pan, PC/keyboard, pipe, horse, mushroom, pistol, pistol balls, 

plus sign, trophy.  

Eraser, radio, calculation board, life ring, rings, knight, robot, backpack.  

  



 
 
 
 

 
 

 
  

 

Saw, hourglass, coffin, siren, sunglasses, skateboard, skeleton, smiley, sun, sun with face, 

mirror, slot machine, game figures (nature), syringes, candy machine. Round box with lid, 

sheep, swing, rocking chair, clamp, scissors, ships, snake, sleigh, key, small key, butterfly, 

screw with nut, wrench, pacifier, shoe, satchel, black sheep, pig. Stones, stone with hole, stars, 

steering wheel (ship), boots, stinky finger, stopper, match box, bar code.  

Fir, torch, dove, devil, thermos, tiger, toaster, toilet, skull, funnel, trumpet.  

Clock.  

Bird.  

Libra, Hot-water bottle (metal), Clothespin (small and large), Washstand with mirror, Water 

kettle, Water carrier, Alarm clock, Santa Claus, Wine glass, Tool box, Wine bottles, Wasp, 

Important (magnet), Cube.  

Gear wheels, Index finger, To be done (Magnet) 

 

 


