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professionals referencing work with managers, 46
business, 50-52 refusals
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straightforwardness in
communication, 123
stress as conflict source, 119
suggestions
for customer satisfaction, 73
for quiet customers, 23
for security problems, 96
superior involvement, 90
background, 91
in discipline, 146
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fraternization. See fraternization
key concepts, 91-93
overview, 91
resolution, 93
scenario, 90
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resolution, 129
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resolution, 43
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background, 109
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overview, 109
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