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A second generation of mediation has emerged since Bush and Folger published The Promise of Mediation, the Transformative Approach to Conflict in 1994.  “In the first-generation mediation practice, we learned that there was a formula that could be useful for resolving conflicts.  We learned to bring parties to the table, to structure the process so each side had a turn to speak and to help parties invent options on the basis of the elaboration of their interests.  In the first-generation practice, we practitioners clung to our belief that the process alone could yield outcomes that not only resolved disputes but also increased the humanity of those involved.  We trusted neutrality as well as the ground rules of turn taking.” (Sara Cobb, Bringing Peace Into the Room, Jossey-Bass, 2003, pp. 230-231).  

Bernard Mayer argues that first generation mediation has not lived up to its potential.  His premise is that people in crisis need more than neutrality – they need personal engagement, not only with the other party, but with the conflict resolution professional.  (Bernard Mayer, Beyond Neutrality, Jossey-Bass, 2004)
Transformative, narrative and insight mediation move beyond the pragmatic, problem solving approach of interest-based negotiation to inquire about feelings, values, emotions and their source.  The task is to engage and evoke new understandings and learning, deepening to the appropriate level for the clients and the task.  To do so requires awareness, curiosity and evocative lines of inquiry.  Many mediators, especially those from the lawyer side, find this uncomfortable because we have not been “schooled” in the emotions and it makes us feel vulnerable.  On the other hand, it’s difficult to argue with the notion that some familiarity with core emotional needs is helpful for all human interaction.
In Beyond Reason, Roger Fischer, who introduced the concept of interest- based negotiation,  and Daniel Shapiro, psychiatrist and associate director of the Harvard Negotiation Project, team up to give us a primer on the five core concerns underlying all human emotions.  These core concerns of appreciation, affiliation, autonomy, status and role actually generate emotions and need to be addressed for the professional and their clients.  Once recognized the core concerns are used as a lens to understand the emotional experience of each party and as a lever to stimulate positive emotions.  Rather than trying to deal with scores of changing emotions, you can focus on the core concerns.  It’s more efficient and allows for strategic planning.
Let’s take an example.  Appreciation makes us feel better.  To appreciate can be a strategic action to elicit helpful emotions and co-operation.  It may seem manipulative, but authentic appreciation requires that we understand the other point of view, find merit in it and communicate our understanding.  It’s hard to fake and doesn’t mean capitulating.  It does benefit from advance planning, like deciding who we want to appreciate, practicing role reversal and preparing a list of good questions to learn another’s perspective.  It also requires self appreciation.  What can we do to help others understand our perspective and find merit it what we think, feel or do?  
Building affiliation includes structural connections by finding links and relating as colleagues and personal connections by meeting and talking about mutual interests. Respecting autonomy involves expanding ours and not impinging on theirs.  Acknowledging status includes enhancing our esteem and influence as well as recognizing others.  Choosing a fulfilling role includes both conventional and temporary roles we and others play.  We can expand our conventional roles to include meaningful activities and we can adopt temporary roles to foster collaboration.  Much is written of the mediator as “trickster.”  Role reversal helps us understand others.
Strong negative emotions can be obstacles in negotiation, but they happen. Awareness of emotional temperature for ourselves and others is important and techniques for reducing them are suggested.

Not surprisingly there is a chapter on being prepared – on process, substance and emotions.  Advance preparation on emotions involves consideration of core concerns and using them as a lens and a lever.  It also involves physiology – relaxation techniques to calm nerves, preparation of an emotional first aid kit and checking your mood. Review after each negotiation is important to determine what went well and what didn’t.  Keeping a journal of lessons learned is recommended.
The book ends with a personal account of a negotiation by Jamil Mahuad, former President of Ecuador, averting a war with Peru over a long-standing border dispute and resulting in settlement that provided lasting peace.  Mahuad had taken negotiation courses from the authors and made conscious use of these techniques, including planning to provide for the five core concerns for negotiators as well as their constituencies. 
The point is to make use of positive emotions by taking the initiative and addressing the core concerns proactively.   Better yet, make acknowledging the core concerns of self and others a way of being.  There are new rules of engagement that require us to evolve as dispute resolution professionals.   Beyond Neutrality – Beyond Reason - Respectful Dispute Resolution – that is a powerful alternative.  
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