Running the Show & Keeping the Peace: Operations, Integrity, Communication, and Conflict Management

Running the Show (see Stacy’s list of topics), 10:15 to 10:45 – Bernie

Communication, 10:45 to 11:10 – Erin and Sarah

Keeping the Peace, 11:10 to 11:30 – Mike

Problem Solving Roundtable, 11:30 to Noon – Mike facilitates, all participate

Keeping the Peace

Materials (printed handouts)

· Asheville City Market Rules & Regulations (four pages)

· Asheville City Market vendor handout (half page)

· Notes – the following draft will evolve into a session handout (I’ll provide copies if past deadline)

Mike’s notes (draft)

· Market Rules & Regulations (refer to Rules & Regulations of ACM, Durham, Freshfarm)

STEP 1

As a foundation for “keeping the peace” a market must complete an inclusive and representative rule making process that produces clear, enforceable, and fair rules designed to support vendor and market success.  Roles and responsibilities must also be defined.

STEP 2

Adoption of a process or provisions to correct mistakes made in STEP 1 – acceptance of the need to update, amend, or delete any rule that does not effectively serve its purpose.

STEP 3

Incorporate within the rules & regulations a process for addressing complaints and issues. 

· Potential Problems Poll – participant show of hands for “top two”

· vendor vs. vendor

· vendor vs. management

· vendor vs. customer

· oversight vs. management

· customer vs. market

· market vs. community

· Conflict Avoidance & Resolution – distribution of contribution

10%
rules & regulations

85%
management

  5%
consequences

· Conflict Management Checklist (I need to invest more time & thought into this section)

· Commitment to vendor and market success

· Build and maintain relationships based on integrity, trust, and mutual respect

· Ongoing rule interpretation, application, and revision

· Applied judgment, common sense, discretion, authority

· Persistent communication (see half-sheet, note 129 vendor update emails)

· Maintain sense of perspective and sense of humor

· Peacekeeping At-Risk – a short list of circumstances that will lead to conflict

· Management’s authority undermined

· Most disgruntled steamroll the rest

· Inadequate resources invested in effective communication

· Loss of market unity - folks take “sides”

· Absence of problem ownership and problem-solving responsibility

· Potential problems sampler (leads into problem solving section)

· Bending or breaking the rules

1. Tardy for market openings

2. Selling products not produced by vendor (at producer-only market)

3. Failing to provide canopy weights

4. Excessive market absences

· Personality or personal conflicts

1. Fault finding, negative comments, hostility

2. (fill in the blank)

· Unfair advantages or disadvantages

1. Vendor mix allows excessive supply of specific product(s)

2. “Hobby” growers undermining prices

· Real or perceived favoritism

1. Assignment of “prime” market spaces

2. Flexibility extended to vendors

· Rumors, hearsay, and covert issues

1. Vendor gossip about other vendors

2. Issues shared without ownership

· Community impacts and issues

1. Impact of competing events 

2. Parking 

· Problem Solving section

Take several minutes to gather a few additional “problems” from participants and/or to identify three “of greatest interest” for discussion by panel & group. (aside to self – stars & checks)

