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Presenter Notes
Presentation Notes
Nicole, 

An enormous thank you to Lara San Pietro and Diane Long 
And thank you to all of you who are taking the time to be here 


Objectives

Set the Scene

Share Worked Well’s

Share Do Differently’s

Prisons as frontline negotiation academies

B =
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Setting the Scene



Setting the Scene

The Container

 Medium-Security Men’s Prison, known to be closing (extra source of stress)

« Negotiation and Conflict Management, 3-hour classes twice a week for a
summer semester (extra source of heat)

« Tufts University Prison Initiative at Tisch College (TUPIT)

 Unable to have contact with students or coordinate with inside resources (not
to mention the inability to have guest speakers)

e Locked Classroom - about 16 students

« Entering the Prison, unpredictable timing and variable thoroughness of security
affected class start times
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Presenter Notes
Presentation Notes
My previous experiences in Prison (as an undergrad at Georgetown, I GED tutored in Arlington Detention Facility)
Jericho Circle in MCI Norfolk 



Setting the Scene

In the Classroom

 Low trust, card game, and carryover
 The value of reputation

 Things didn’t end in class (our simulations are one in a series of rounds in a
contained environment)

« Large range of learning abilities

 An extreme labor/management dilemma institutionally
« Correctional Officer Interference

« Self-segregation
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Worked Well



Worked Well: Process Wise

e The most pivotal thing | did was walk in and introduce myself
to each student one by one, shaking their hand and looking
them in the eye with positive regard stemming from an
intention to be of service

e (Prof. Brian Mandell’s “The first 180”)

e Framed the course as: ' [ E
e I’'m not going to pretend | understand your context |

e I’'m going to teach you in the way | would teach any class
and you tell me what is useful and we’ll build together T e s i
e In short, let’s negotiate.

REFLECTIONS ON
A NATIONAL EPIDEMIC

e Had them Journal

e Typed whatever they wrote (re-spect), gave them back a
packet with their work, my comments and space for
them to comment on my comments in the margins

JAMES GILLIGAN, m.D.

e Mindful minute to open class
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Worked Well: Content Wise

e Getting to Yes with Yourself William Ury
e Double Loop Learning

e 7 Elements and Ladder of Inference
were core tools

e French and Raven’s Bases of Power

e Non-Violent Communication by Marshall
Rosenberg

YOURSELF

How to Get What You Truly Want

e Richard Schwartz’s Internal Family
Systems

e Attachment Styles/Conflict Modes
e System 1vs. System 2 Thinking

© 2025 Mindful Negotiating, LLC

1 "Viobeat” manas atiog ia iy it resabtie Bort or Barm. den mch of RICHARD C. SCIIWARTZ, PHD
. Forcword by Alanis Morisscite

b e commancair could indead be called “viclewt

COMMUNICATION

A Langsage of Lite

e No Bad Parts


Presenter Notes
Presentation Notes
Dr. James Gilligan’s Understanding of Violence as a Contagion, and shame as the necessary but not sufficient pathogen of Violence.  



The Inner Yes Method
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Give and Put yourself in

receive @ \ your shoes
Respect o Develop
them your inner
even if BATNA

the zone your picture

*Getting to Yes With Yourself by William Ury (9)



Nonviolent
Communication
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3.

How You Can Use the

Clearly expressing
how Lam
without blaming
or criticizing

NVC Process @

Empathically receiving
how you are
without hearing
blame or criticism

OBSERVATIONS

What 1 observe (see, hear,
remember, imagine, free from
my evaluations) that does or
does not contribute to my
well-being:

“When I (see, hear) ... "

1. What you observe [see, hear,
remember, imagine, free from
your epaluations] that does or
does not contribute to your
well-being:

“When vou seefhear . . .

[Semriimes upspoken sder affising emparky)

FEELINGS

How 1 feel femortion or
sensation rather than thouwght]
in relation to what [ observe:

“Tfeel ... "

2. How vou feel femotion or
sensation rather than thought]
in relation to what you ohserve:

“You feel . .7

NEEDS

What I need or value [rather
than a preference, or a specific
action) that causes my feelings:

", .. because I needfvalue ... 7

Clearly requesting that
which would enrich my
life without demanding

3. What you need or value (rather
than a preference, or o specific
action) that causes your feelings:

=, .. because vou needfvalue .. .7

Empathically receiving that
which would enrich your life
without hearing any demand

REQUESTS

4, The concrete actions [ would
like taken:

“Would you be willing to ... 7"

m-ﬂ!m,

!
Mgy + ws

Tany,

4. The concrete actions you
would like taken:
“Would vou like _ . . 7"

{Somerimes urspoken whew affering eapaidie

P Y
ﬂq..““'o.“f_gin'

Gl

“I:l’\

T Marchzll B Rnoenhern For mnre informatinn obaart loechall B Rocenbemn



Bases of Power (French and Raven)

1. Reward Power - Ability to give rewards, access to resources
2. Coercive Power — Ability to punish, use of force

3. Legitimate Power — Position-based authority

4. Expert Power - Knowledge-based influence

5. Referent Power - Personal charisma

6. Informational Power — Access to Information, networks
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Internal Family Systems

o

o e' o Managers

CORE SELF

Natural essence, sheltered
from damage by parts.
Spontaneously emerges when
centered and truly safe.

Your core self feels:
Calm, Confident, Curious,

Rl .
Centered, Creative, Playful,
Adventurous, Stable
[ J
EXIles Perfect as is. Only needs to

be uncovered.

Firefighters
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Internal Family Systems: Exiles

el * Hold painful emotions that have been
isolated from the conscious Self (rejected,
wounded, and traumatized parts)

* Protectors (Mangers and Firefighters) believe
Exiles will destabilize the system

* Inadequacy, abandonment, dependency, and

shame
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Internal Family Systems: Managers

Protects: Proactive resistance, control and judgement.

* Runs daily life and is most “acceptable” part of Self
* Creates illusion of safety with inner critic
« Uses self sufficiency to prevent humiliation and

|—I—| abandonment.

9 9 e Ex: People pleasing, perfectionism, self-sabotage, anxiety,
procrastination, overachieving, caretaking
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Internal Family Systems: Firefighters

Protects: Automatic reacting, attacking and creating diversions

* First responder called into service when identity is threatened
* Creates illusion of stability by numbing and distracting from
exiles’ pain with distractions

Ex: Anger issues, overspending, eating disorders, addictions,
obsessions, TV/video games, social media binges.
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Thomas-Kilmann Conflict Mode Instrument
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Presenter Notes
Presentation Notes
Attachment styles 


Thinking Fast and Slow

System 1 Thinking System 2 Thinking

17 x 24

18 | © 2025 Mindful Negotiating *Thinking Fast and Slow by Daniel Kahneman. New York: Farrar, Straus and Giroux 2011. W


Presenter Notes
Presentation Notes
Attachment Styles


Our finals.
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Presenter Notes
Presentation Notes
Parole hearing 


What is your relationship to/with conflict?

(#1) What is your relationship to/with conflict?
I

Lot’s of haggling!

After reading this, | watched
a documentary on him, and
- wow.
I need to watch this
- I
movie! ] - g
Nice! Sam Jackson definitely
has an interest in the safety
of the hostages. One option
then might be to offer to
send in food in exchange for
hostages’ release. J
How did he determine
fairness? (What are the (
objective criteria).

Committing is giving up?

Nice! What were his Alternatives? Which N\
was the Best of his alternatives to a This is helpful to know, How do we determine
negotiated agreement (BATNA)? thank you! winners vs. losers?

J




What do you really want? What are the most
challenging negotiations you face right now?

(#2) What do you really want? What are the most challenging negotiations you face right now? / \

Love it! Preparation
is an enormous
component of what
happensin a. «—]
Negotiation!

It sounds like you M;/

That sounds really

these negotiation
sound like? What

are your interests?
What are theirs?

have a sense of

what your ———— i i i i i Why do you think ]
negotiation that?
counterparts are /
thinking and ; — i " i i
feeling. |l wonder i ° ° i P— i i i
if/how you could ; These are the
addriss this hardest negotiations! ]

understanding off

\ the bat? /

Has this been
effective? Are
there other ways
you might
approach?

-/

Why do you say R
that? | think this is 4
something we all

do. )

What is the need
you have that is
being unmet here?

I hear the stress, especially
with the move. Deciding how
do spend our time is a daily
conversation we all have
ourselves. Which parts of
yourself are in conversation
here and what are their




What are the sources of power you’ve been drawing from the most?
Which are the sources you want to draw from in the future? What
could that look like?

(#3 ) Sources of Power

William Ury says the
fundamentalinterests are
protection and connection

—itsounds like
Informational Power helps
to accomplish these.

Insightful.

What does this look ] — It sounds like

or sound like? you have a lot of
respect for

expert power —
how can you

)

Itis amazing that you
were able to kick
addiction. It sounds
like you might also

have some expert
power when it comes
to navigating

recovery,

—

e

A

cultivate your
expert power?

| love that you're
thinking about
combos —which of
these sources of
power feed others?




Use the Ladder of Inference to Reflect on a Difficult
Conversation you’ve had

#4 Ladder of Inference Assignment: Security Deposit
I

(and maybe even “Tenant is

trying to take advantage”
(and maybe even “Landlord is ying g

trying to take advantage of a
tenant(s)” »
[ I
] ——————§
| CONCLUSION e
t They had other
The landlord _ options , but
dosan't care D oo
enough to fix it INTERPRETATION ]
]
I— —
I :
Maybe ] SELECTED DATA I Holes in the
something like 4 I  floor, landlord
the apartment y ] not present
didn’t have ] would be
cable. selected data
AVAILABLE DATA
SHARED DATA AVAILABLE DATA

IMN
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What are you taking from this course? Write a letter to
yourself.

Letter to Self

Dear-,

|w]
(]
)

-)

I’m so happy that you've found some of these tools to be useful; it’s very clear to me that you’ve absorbed many of the concepts already. Absolutely the corners of the 7 Elements are crucial —
Relationship and Communication are what enables us to get into the circle of value our Interests, potential Options which might meet the parties’ interests, and Criteria to evaluate which

“No” with Alternatives (our “BATNA” or Best Alternative to a Negotiated Agreement being our source of “leverage”). I’m curious which elements you feel most comfortable with and which
elements you might want to incorporate differently.

It has been a joy to have you, your enthusiasm and your curiosity in each class,-.

Sincerely,

Professor B



Do Differently



Do Differently: Process Wise

 More abbreviated temperature checks — caution around opening exercises

* A curriculum structured around their most pressing negotiations:
* Negotiating with Self
* Negotiating with other Inmates
* Negotiating with Correctional Officers (Extreme labor/management relationship)
« Negotiating with/through Attorneys (bring actual attorneys as speakers)
« Parole Hearing Simulation

* A co-facilitator
* More of a system for “Office Hours” (Competition over fixed pie)
« Relationship building with Correctional Officers (C/Q’s) and wider administration

» Self-care protocols
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Do Differently: Content wise

 Throw out The Family Crucible
(and replace with Bowen Theory)

 Present 7 Elements and Ladder
of Inference within prison
context

 More (in-context) simulations

e Use the TV shows and movies
available to students

« Case studies

© 2025 Mindful Negotiating, LLC

RANSFORMATIVE

NEGOTIATION

Ihel\hnomiBwseller
nd Edit
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GETTING TO

Negotiating Agreement
Without Giving In

Roger F'sher ld Wllllam Ury

& for the Second Edition, Br
fﬂleHdeﬂNcgumtml‘mm




Negotiating Corrections


Presenter Notes
Presentation Notes
The state sets an example of the baseline Prisons set the baseline of how we respond to bad behavior 
We attempt to banish (or exile) our shadow selves in Prisons- reimagining Re-Integrative Bargaining 
Criminality inside and outside the prison 



Violence is the absence of creativity.
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Questions?

max@mindfulnegotiating.com
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REFERENCES:

Violence: Reflections on a National Epidemic By Dr. James Gilligan
https://www.amazon.com/Violence-Reflections-National-James-Gilligan/dp/0679779124

Getting to Yes With Your Self by William Ury
https://www.pon.harvard.edu/shop/getting-to-yes-with-yourself/

Nonviolent Communication: A Language of Life By Marshall B. Rosenberg
https://www.cnvc.org/store/nonviolent-communication-a-language-of-life

No Bad Parts by Richard Schwartz
https://ifs-institute.com/nobadparts

Bases of Power Model by John R. P. French and Bertram Raven (1959)
https://en.wikipedia.org/wiki/French and Raven's bases of power

Internal Family Systems Model by Richard C. Schwartz
https://en.wikipedia.org/wiki/Internal_Family Systems Model

The Internal Family Systems (IFS) model is a psychological approach that views the mind as composed of multiple "parts" or
sub-personalities, each with its own distinct characteristics and functions, and aims to heal by identifying and working with
these parts to achieve inner harmony
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https://www.amazon.com/Violence-Reflections-National-James-Gilligan/dp/0679779124
https://www.pon.harvard.edu/shop/getting-to-yes-with-yourself/
https://www.cnvc.org/store/nonviolent-communication-a-language-of-life
https://ifs-institute.com/nobadparts
https://en.wikipedia.org/wiki/French_and_Raven's_bases_of_power
https://en.wikipedia.org/wiki/Internal_Family_Systems_Model

Thomas-Kilman Conflict Mode refers to a model that identifies five primary ways people tend to handle conflict situations:
competing, collaborating, compromising, avoiding, and accommodating.

Watch a recorded session on the PON website with Daniel Kahneman titled Negotiating, Fast and Slow: A Conversation with
Nobel Prize Winner Daniel Kahneman
https://www.pon.harvard.edu/events/kahneman-conversation/

Ladder of inference is a step-by-step process that you naturally follow while making decisions. The seven steps of this decision-
making process are observation, data selection, interpretation, assumptions, conclusion, beliefs, and action.

The Family Crucible by Augustus Napier and Carl Whittaker
https://www.amazon.com/Family-Crucible-Intense-Experience-Perennial/dp/0060914890

Watch recorded session on the PON website here with Sarah Federman discussing her book Transformative Negotiation:
Strategies for Everyday Change: https://www.pon.harvard.edu/events/kelman-seminar-sarah-federman/

Getting to YES: Negotiating Agreement Without Giving In by Roger Fisher, William Ury, and Bruce Patton
https://www.pon.harvard.edu/shop/qgetting-to-yes-neqgotiating-agreement-without-giving-in/
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https://www.pon.harvard.edu/events/kahneman-conversation/
https://www.amazon.com/Family-Crucible-Intense-Experience-Perennial/dp/0060914890
https://www.pon.harvard.edu/events/kelman-seminar-sarah-federman/
https://www.pon.harvard.edu/shop/getting-to-yes-negotiating-agreement-without-giving-in/

Additional Sources:

The Work
https://en.wikipedia.org/wiki/The Work (film)
(Documentary available on Amazon prime)

Bowen Theory by Murray Bowen
https://www.thebowencenter.org/introduction-eight-concepts

Are Prisons Obsolete by Angela Davis
https://www.amazon.com/Are-Prisons-Obsolete-Angela-Davis/dp/1583225811

The New Jim Crowe by Michelle Alexander
https://newjimcrow.com/

Jeswald Salacuse: https://www.pon.harvard.edu/daily/leadership-skills-daily/jeswald-salacuse-a-great-scholar-leader-and-
negotiator/

The Work Documentary https://en.wikipedia.org/wiki/The Work (film)
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