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12. Revisión de la 
realidad l

EEMP Esencial
Fecha • Lugar
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Presenter
Presentation Notes
It is now time for Reality Check I. This done after we have set our goals to see if the goals are really achievable.Refer to large visual this on wall to keep up as reference throughout course. Show where we are in course. 



• Identificar las limitaciones y oportunidades en el 
cumplimiento de sus metas de la UMP

• Utilizar las habilidades de facilitación con los 
socios de co-manejo en discusiones de grupos 
focales (DGF)

• Usar el manejo de conflictos para resolver 
conflictos en el EEMP

Objetivos de la sesión
Al final de la sesión usted será capaz de:
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Presenter
Presentation Notes
Make sure you PLAN WELL for how to run this session:Start this session just before lunch on day 3, explaining that to cover various objectives we will be doing lots of people skills practice. Go up to ‘constraints and opportunities’ activity (slide 5) before lunch.As an energiser after lunch do mapping of FMU conflicts (slide 6).Next, 30 minutes reviewing facilitation skills through practice of focus group discussions (Slides 7-10).Have an early afternoon break.After break: conflict management (slides 11-17) discussion, concepts and role play.



Step 2.4  Reality check l

• Para cada meta que se identificó en el Paso 2.3 habrán 
limitaciones y oportunidades para lograrla

• Éstas pueden incluir: 
- tiempo insuficiente
- falta de capacidad / habilidades humanas
- costo
- falta de datos e información
- falta de apoyo político, de las partes interesadas y de las 

instituciones

• Algunas de ellas pueden haber sido incluidas en sus 
amenazas y problemas

Limitaciones y oportunidades
para lograr las metas
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Presenter
Presentation Notes
1st part of Reality Check focuses on constraints and opportunities for achieving FMU goals.Each goal is reviewed and constraints and opportunities to achieving it.These constraints may be (i) cost , (ii) lack of political, stakeholder and institutional support, (iii) lack of human capacity and skills, (iv) insufficient time and (v) lack of data and information



Identificar las limitaciones y oportunidades 
para alcanzar sus metas de la UMP

Productos: 
- limitaciones en las tarjetas verdes
- oportunidades en las tarjetas amarillas 

En grupos
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Presenter
Presentation Notes
The EAFM team needs to be aware of likely constraints and opportunities for planning purposes. From the general challenges and opportunities you identified for your country in session 5, revisit these thinking about your specific FMU goals. You can take the same cards if you want.Output: for each FMU, have green constraints and yellow opportunities.Trainers to ensure these are stuck onto flipcharts as they will be needed on day 4.Now break for lunch.



Revisar sus mapas de la UMP y señalar las 
áreas donde es probable que ocurran 
conflictos y quiénes son los jugadores

En grupos
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Presenter
Presentation Notes
Keep to 15 minutes maximum. This activity acts as an energiser straight after lunch and allows groups to start thinking about their FMU conflicts. The session content after pm break can then be contextualised; trainer to refer to actual plotted and identified conflicts while explaining slides of more general concepts.Leave the maps after 15 minutes and focus on FGD activity.



• Una herramienta para trabajar con las partes
interesadas para reducir los conflictos e identificar
oportunidades

• Los participantes deben compartir experiencias, 
hacer preguntas y desarrollar sus propias prioridades

• El papel del/la facilitador(a): 
- Traer temas a discusión y lograr acuerdos
- Estimular la discusión y encontrar soluciones

Discusiones de grupos focales (DGF)
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Presenter
Presentation Notes
Reducing conflict and turning constraints into opportunities can be achieved by working with stakeholders. FGD is a basic tool that should be used throughout EAFM cycle, can be useful at all stages, for all stakeholders but particularly useful for solving problems. Now time to focus on facilitation skills (as part of human resources needed).30 minutes in total for FGD. We will practice key facilitation skills in focus group discussions (FDGs). These are needed throughout EAFM cycle to involve and engage with multiple stakeholders. Quickly look at good and bad facilitators drawn earlier. Refer to People Toolkit tool 5 for how to do FGD, and more detail on limits, issues. Data is not only numerical/ qualitative experience that people voice, but also the actual interactions during the FGD. i.e. the way stakeholders relate to each other is an indication for EAFM.



• Guíe cada sesión
- Proporcione estructura a la discusión
- Reoriente la discusión según sea necesario
- Guíe la discusión a través de algunas preguntas generales

• No sea demasiado intrusivo(a)
• Permita que todo(a)s sean escuchado(a)s y entendido(a)s

- Permita que la discusión fluya libremente
• Si lo(a)s participantes no plantean cuestiones importantes, 

intervenga
• Construya una relación y confianza (escuche activamente)

Se espera que el/la facilitador(a)…
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Presenter
Presentation Notes
Referring back to the drawing of a good and a bad facilitator, elaborate on what a good facilitator is expected to do.Let participants read this slide…Basic rules: Thank people for comingIntroduce yourselfExplain aim of FGD, why we want to record session,Explain format (one person speaks at a a time, confidential/ anonymous/ length of discussion agreed)Facilitator must be aware of sensitive issues, e.g.:Gender ControversialPoliticalOther...?Think about WHAT you say and HOW you say it.Be aware of how issues affect you as a facilitator (how you are perceived/accepted/ listened to....)Refer to People Toolkit tool 5 for how to do FGD, and more detail on limits, issues.



Mantener un DGF en un tema de la siguiente 
diapositiva. Retroalimentar para que todo(a)s 
aprendan.
Proceso:
• Formar grupos con 1 facilitador(a), 1 observador(a), otro(a)s = 

encuestado(a)s
• Elegir un tema (en 30 segundos) y luego preparar en silencio 

durante 3 minutos individualmente
• El/la facilitador(a) inicia la DGF durante el tiempo dado
• Observador(a) monitorea el proceso en silencio
• Observador(a), facilitador(a), entrenador(a) y otro(a)s 

retroalimentan sobre el proceso de DGF

Actividad
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Presenter
Presentation Notes
See session plan how to run activity in session plan. Ensure you end with reminding/ eliciting from participants at which points EAFM team likely to be using FGDs in the EAFM cycle. Now have early afternoon break to ensure sufficient time for conflict management session.



Opciones de temas para DGF
1. El plan EEMP existe pero hay poca voluntad política; 

el gobierno carece de interés; no ha cumplido 
promesas. ¿Sugerencias?

2. El gobierno, la policía y la marina deben asegurar el 
cumplimento, ¿cierto?

3. Las normas y reglamentos se han establecido como 
resultado del plan EEMP, pero un grupo de partes 
interesadas no está haciendo lo que se supone que 
debe hacer. ¿Sugerencias?
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Presenter
Presentation Notes
Other options: -EAFM sounds ideal but it will be difficult to deal with all conflicting needs.-It is easy to get communities to participate in fisheries management.-External enforcement is the only way; self-compliance does not work.-Engaging fisher communities just means talking to village leaders.



Conflictos en el EEMP
• Muchas de las limitaciones y oportunidades 

pueden implicar conflictos, los cuales pueden 
manifestarse en:
- diferentes puntos de vista y opiniones
- una naturaleza más física (peleas)

• ¿Dónde puede ocurrir un conflicto en su proceso 
EEMP? (recuerde su mapa)

• ¿El conflicto es siempre negativo?
• Las personas tienden a resistirse al cambio; el 

conflicto debe ser visto como parte del cambio
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Presenter
Presentation Notes
Conflict management needed to help reduce the constraints and come to agreed positions.We will now discuss and practise conflict management.Bullet 2 in slide: have participants review their plotted conflicts on FMU maps + make any amendments.Share examples as plenary.Discuss bullet 3- elicit experiences of when conflict not always bad (Think this through beforehand and have some examples of likely conflict situations (usually between stakeholders: conserve the environment vs. fishers; commercial fishing vs. small scale) and how these evolved with positive outcome.



El conflicto como proceso de cambio
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Negación

Resistencia

Aceptación
Compromiso

Presenter
Presentation Notes
This is a generic model for process of change. EAFM entails changes to behaviour and thinking for all concerned, so there will be resistance. We need to view this not as a problem but as a necessary step for moving forwards. So do not be afraid of conflict but instead have strategies to mediate it/ prevent it/ even work with it as it can generate options.Conflict can be expected as part of the EAFM process of change. If the process is well managed, working through the conflict may lead to greater commitment towards the change. The stages in conflict management are:Initiation: a stakeholder or outsider invites help to manage the conflictPreparation: conflict assessment (see section 1 above), information sharing, rules, participant selectionNegotiation: articulating interests and win-win options, packaging desired optionsAgreement: concluding jointly on best option package, recording decision makingImplementation: publicising outcomes , signed agreement (optional) , monitoring



Manejo de conflictos
¿QUÉ? 

¿CÓMO? 

Una forma de negociación facilitada

Aplicar habilidades que ayuden a las 
personas a expresar sus diferencias y 
a resolver problemas para un 
resultado GANAR-GANAR

Escuchando
MediandoPreguntando

Negociando
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Presenter
Presentation Notes
Ensure we all understand what the 4 terms in colour mean: negotiating, questioning, listening, mediating = all skills that are needed in conflict management. However, need to check participant understanding (also culturally dependent). Also discuss gender roles: men and women expected to behave in certain ways; what are implications for EAFM process? Same applies to age hierarchy. 



Estrategia de negociación
• Entender el conflicto

- quién, qué, por qué, etc.
• Actuar como facilitador(a)
• Dirigirse hacia un resultado ganar-ganar

1. Preparar y analizar
2. Discutir las opciones
3. Proponer y buscar soluciones
4. Negociar
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Presenter
Presentation Notes
The aim of negotiation is to achieve a WIN-WIN outcome (i.e. an outcome that benefits all parties). The process described here is what participants could go through as part of their role play (see slide 17). Set the scene: "Let's find a way to solve this that works for everyone“. Define problem in terms of Needs/Outcomes. Identify stakeholders in the conflict situation. Define original problem and individual needs, as well as expected outcomes. Facilitate parties to define/describe the problem. Identify/analyse root problems and causes. Facilitate parties to define their own needs. Identify the shared (relationship) needs. Encourage one party to ‘step into the others shoes’Brainstorm possible solutions. Secure commitment to finding a solution. Identify a range of alternative solutions (actions) and analyse their likely impact (consequences) on both parties (us and them).Evaluate the solutionsChoose solutionsPlan what action will be takenEvaluate results     This is process described in Module 12, section 3 in a bit more detail.



¡Haga muchas preguntas y escuche 
activamente las respuestas!

1. Preguntas para desafiar los 
supuestos

2. Preguntas para avanzar (salir de los 
estancamientos)

3. Preguntas para estimular el 
pensamiento o transmitir una visión

4. Preguntas para llegar hacia una 
idea

Cuestionamiento poderoso
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Presenter
Presentation Notes
A good facilitator asks lots of well-directed questions….Note: 



http://www.youtube.com/watch?v=1FeM6kp9Q80

Negociación
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Presenter
Presentation Notes
We will now watch 4-minute clip and participants to keep this in mind for when they do role play straight afterwards. Trainer: this 4 minute clip is a World bank good governance initiative. It talks about Win-Win solutions (which we cover in this session) and multi- stakeholder dialogue (which we covered in stakeholder engagement Start up B session 9). NB. The video clip is not embedded; trainer needs to have separate internet page open and loaded.http://www.youtube.com/watch?v=6xCkhV7zhuw this is another option for negotiation clip, but it is longer and less relevant.

http://www.youtube.com/watch?v=1FeM6kp9Q80


Mensajes clave
• En Revisión de la realidad I, se evaluaron las 

limitaciones y oportunidades para alcanzar las metas 
del EEMP

• Las discusiones facilitadas con grupos focales y la 
resolución de conflictos pueden ayudar a resolver 
muchas limitaciones

• Un resultado negociado (donde todo(a)s ganan) es a 
menudo posible
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Presenter
Presentation Notes
Self explanatory



En grupos:

1. Lean su escenario de conflicto y decidan qué 
rol jugará cada uno de ustedes

2. Preparen su rol (argumentos/personaje) 
durante 5 minutos

3. Desarrollen la escena
4. Proporcionen comentarios sobre la 

resolución de conflictos

Juego de roles de soluciones 
ganar-ganar
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Presenter
Presentation Notes
Achieving win-win solutions role playTrainer: use role play scenario cards in Trainer Resource Guide (you will need to print and cut these up beforehand). Explain we will do a role play to practise achieving win –win solutions. Divide participants into groups, distribute different role play scenarios to each group (all scenarios are potential EAFM conflicts), [or you could have them all doing same one]. Each group needs : 2 conflict mediators (one of whom will fill in form), 1 observer, enough people to represent all stakeholder categories listed. So need at least 6 people per group. Each participant gets a scenario card with THEIR role listed. All prepare for 5 minutes. Trainer to support all the conflict mediators and explain how to follow win-win solution process and fill in form. After the activity , do a debrief using tips in Module 12 and in Tool 8 in Toolkit A.Achieving win-win solutions process:Set the scene: "Let's find a way to solve this that works for everyone" Define problem in terms of Needs/Outcomes. Define original problem and individual needs, as well as expected outcomes. Identify the shared (relationship) needs.Brainstorm possible solutionsEvaluate the solutionsChoose solutionsPlan what action will be takenEvaluate results     
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