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Mediator’s Opening

Statement
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Mediator’s Opening

Statement

R 1 BN T3

+» Introduction
* Introduce yourself. Appropriate addresses.
*** Role of the Mediator
* Explain that the mediator facilitates discussion but does not make
decisions for the parties.
* Emphasize neutrality and impartiality.
+» Purpose of Mediation
* Highlight the goal: to help parties reach a mutually agreeable resolution.
+» Mediation Principles
* Confidentiality: Assure parties that the discussions are private.
* Voluntary Participation: Stress that the process is voluntary and can be
ended at any time.
* Self-Determination: Emphasize that parties control the outcome.
* Without Prejudice: Clarify that discussions cannot be used as evidence in
court if mediation fails.
+» Process Overview
* Describe the steps: opening statements, joint discussion, private sessions
(if applicable), and negotiation.
+» Ground Rules
* Establish guidelines for respectful and constructive communication.
+» Encourage Open Communication
* Invite parties to express their perspectives and concerns openly.
+» Timeframe
* Provide an estimate of the duration of the session.
+* Questions
* Invite any questions or concerns from the parties.
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Pa rties’_ C_)pening Statement
LB A

One party’s opening statement — 5}
H

Mediator’s Summary % 5 i 25

The other party to give the opening
statement 75— S 15 H

Mediator’s Summaryi§f& i1 o 4
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Who goes hirst?

W46 7

= Mediator chooses? & #% 1 3% £ ?

= Ask parties to choose? 1§ & 7 & &7

= Plaintiff or defendant? &% &L & H & ?
= Procedural Fairness 712 JF /»-F
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How to ask the parties to give
their opening statements?

WiE 4= AW
AT 37 B

Tell me about the situation that has brought you here
today.

REW A K ATEFRRH B X B0
What brings you to mediation today?
ARk BREAEREA?

Could you please tell me the concerns that brought
you here today?

HEWRRSREAFT 2REELED,

Please explain to me what has happened.

FEERRRET HLFRE,

Could vyou please give me some background information?

EHRE—LEFE .
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Smnnarize d * Use mutual and neutral language
Pal'ty’s Op@mng R AR B A s S

Stﬂt@mﬁn t = “Let me see 1f I have heard you correctly...”
M 4 SEREER RN R ERT FERNER, FETEH...

=3
ANNID= o Gl = A E]/\j = Re-framing often used in summary
/
;E}] EBER] £ALHEEAN

A\ln\
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Summary HFHE

» A summary 1s a condensation of another's message and 1s different from the paraphrase
BMEZMAGENKLE, SHEXTHE

» Articulating the essence of each party's ideas 1in the mediator's words

JR VR R 1R IE R IR AT R R R

» 2 dimensions: Emotion + Substantive 2/~ 4 & : & R +5C i

» Example: "Let me summarize what I'm hearing. John, you appear quite angry and hurt
because of Mary's continual lateness. I also hear you saying ....”

. TEREE-TRTEWAZ. N5, FENEWHRERANESREIMZ
. FAIT BRI

» Condensation - restates the speaker's message n the listener's words

WG - RO X B TR B R IR EY
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Accurate summary showing that mediator
has understood parties’ concerns

Y HY R &

SUMMARISING PARTIES : U e
OPENING STATEMENTS FHEMR R EMEE T

. . 1 _ 1 4
M A i Congensed version - substantive
emotions

BRER - EREXENER + BR




Summarizing a Party’s Opening Statement
RE—ANRFFHE

» listen carefully: key 1deas + supporting points (take notes)
IWERAT: REAB+E R (HEID

» emotional tone & % 1& 1

» use the parties' language choices whenever possible

RE RN T eFNiET

» Seek feedback (summary accurate?) F>K [El p2 (FEEIEFH? )
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hy do | have to “repeat”? - psychology of Conflict 213853
I3 “EBEE" 7 - unconscious Biases il




Usual Intervention % W8T

» A party tries to respond to the other instead of giving his/her own 1ssues and
concerns. — FINE EI AL 7 — 77, WA= B T E AT E L,

» Acknowledge the concerns and emotions, then use appropriate questions to
gulde the party to focus on telling the 1ssues and concerns that bring him/her to

the mediation. # A FE %, RAEEFAEZLWE ARG FUFEALTET
34 ¥ b/ 4 i B R AR R 1B A AT HE A .

» A party interrupts when one is giving the opening statement. — 77 1£ 71 37 & BT 4T ¥ .
» Acknowledge the need to share information. # A 2~ F KI8T 8L FE M,
» Give paper and pen and encourage writing. %8 28X, £ K.
» Remind Ground Rules. #& B2 Z A AL .
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Exercise #&&

Summary of the parties’ opening statements
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Summary Exercise 1a
Dispute over Delays and Liquidated Damages

Contractor’s Opening Statement:

» Good morning. We are here today to discuss the delay in completing the
commercial o[fice building project. As the contractor, we believe the delays
were primarily caused by the the client’s (other party) failure to provide timely
approvals for design changes and their constant requests for additional work,
which were outside of the original scope.

» Despite these challenges, we worked diligently to complete the project as
quickly as possible.

» The delay penalties being imposed on us are unfair, given that many of the
delays were beyond our control. We are seeking relief from these liquidated
dfc)zmages and additional compensation for the extra work we performed during
the project.

» We also want to maintain a positive relationship with the client, but we need to
reach a fair resolution on these issues.

© LIR(R Aok A A AA 20250411
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Summary Exercise 1b
Dispute over Delays and Liquidated
Damages

Developer’s Opening Statement:

>

>

© LIRR F kAR A BARA 20250411

Good morning. From our side, we are very disappointed with the contractor’s
performance on this project.

The project was supposed to be completed six months ago, and the delays have
caused significant financial losses for us.

We acknowledge that there were some minor changes to the design, but these
were not the cause of the extensive delays. The contractor consistently failed to
meet deadlines and did not allocate enough resources to the project.

We have had to impose liquidated damages as per the contract, and we believe
these penalties are justified.

That said, we are open to finding a solution that allows us to move forward, but
we need compensation for the delays and assurance that this won’t happen
again.



®E%Y 1b:
x T HE R Fuig 44w F X

TR BT IRR -

> FLhgr. XTHRAMNME, RINNACHEZNIEFNERAFFRE. ZIHE
ANEANNAR T, BEEEBRATE KT EANEFHEL,

BAVAN AT LA — 2/ i E g, EXRHF TR RAAELRNEE.
AEE—EARBEN T RIS, FHEA NI E R 4% 57,
KNP R IREFEEMEN S, RITAARETZE6EW.

REwl, RINBEIFX— TG E RS EHWERT R, ERNFEX
ERHAATEE, HARRIMHELS BRI E,

vV v v Vv
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Summary Exercise 2a:
Dispute over Defective Work

Contractor’s Opening Statement:

» We delivered this residential development project on time and according to the
agreed specifications.

» However, after the handover, the client raised concerns about alleged defects in
the work, particularly regarding the roofing and plumbing systems.

» We stand by the quality of our work and believe that any issues are minor and
within the acceptable tolerance levels.

» We also believe that some of the problems are due to the client’s own
maintenance failures.

» We are willing to address any legitimate defects, but we reject the notion that
there are major defects that would require the kind of compensation the client
is demanding. We hope to find a reasonable solution to this disagreement.

© LIRR F kAR A BARA 20250411
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Summary Exercise 2b:
Dispute over Defective Work

Developer’s Opening Statement:

» We are very dissatisfied with the work that was done on this project,
particularly with regard to the roofing and plumbing, which have caused us
a great deal of stress and financial loss. The roof has been leaking since
shortly after we moved in, and the plumbing has been faulty, causing water
damage throughout the house. We hired independent inspectors who
verified that these issues are due to poor workmanship. We have already
spent a significant amount on repairs, and we believe the contractor should
cover these costs. We are hoping to resolve this without resorting to
litigation, but we need the contractor to take full responsibility for the
defective work and reimburse us for the repairs.

© LIRR F kAR A BARA 20250411
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Common

Grounds

HF R

Common Goals 3 & B #F

Characteristics, attitudes or context shared by the parties
W7 EAWRFE., SERTXE

Agreed Facts or Mutual Agreement 7 Bl B Z F

“You both agree that business has been successtul...”

“CAIAE B F R RN, .. ... 7

“Disputants both desire to resolve the dispute without court
proceedings”

VR A DA T BT 5L

““Shareholders who want the company to strive”

“RRR A A BN E] BRI

© Stk RS WBUITA 20280411






Benefits 4k

move disputants to the same side facing a mutual problem rather than
seeing the other side as the source of problem

MEmEZIERHERDBNE—T - MARKZ— AN DBNIRIER

Provide positive reinforcement to the process

AR ARV R=(E

Can assist in establishing conciliatory atmosphere

B TEZUNES E

© LIRR F kAR A BARA 20250411




Agenda Setting 1] INFE

A

a

GENDA




= Issues recorded m a mediator’s notes -> building blocks of the

agenda R R 2£10 F 10 KB Z T - >4 BN AE
= Agenda 1s used to give structure to the process
WEA T HRER G E N
= Issues need to be named to lead parties to realistic solutions
FER BG4 RIS AR R
= Issues should be future oriented [7] 2% 5/ T & & &

© TR FIEAF S AUTE 20250411




Setting the Agenda
HlEINEE

@00 O

NOTE TAKING CONCERNS NEEDS ISSUE THAT NEEDS TO BE
. N RESOLVED
e oy =

T E MR ARY 0]
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Items on the Agenda List
should be framed

Otherwise, may create
feelings of bias -> erode trust

neutrally in the mediation process
WA - LAY T, TS ERILE - >
= JURL AL AR E LR FEE

J

© LIRR HB WS BT 20250411



Avoild listing
positionsErRs Hi717

Avoid
Positions in
Agenda
IR FETHY
\Y2Y) Follow POSITIONS ->

CONCERNS ->ISSUES

HRPENZI ->KiFE -> (AR




Frame concretely - Frame to foster Consider using question Do not number issues yet

vagueness does not creativity and problem- form: “How to AN E ST RS
stimulate idea solving - not using words ensure...”; “How to
generation that include a solution ¥  Provide..”
BIMER-LEAZ B 7= Ql3E NI FER R D) BE ZRERDBEREIC: T
MTFRIFBIEY BE/E MEZR— A ERE SR RS OliAfR. .. «; N {aigfd...”
EHEE

e.g. “How to stop noise coming
from Tom’s flat” should be
phrased as: “How to ensure
Fred’s need for sleep is taken

care of”. B - "WMIFE IR H
S ABHIRE" RIZFRIMN
"YEI FEFRY (REE AR oK 1S EUPR



Agenda Exercise
Dispute over Payment Retention and
Project Completion

Contractor’s Opening Statement:

» We’ve completed the project to the best of our abilities and within the agreed
timeframe. However, the client has withheld 10% of the payment, claiming that
the project is not fully completed. We have addressed all of the punch list
items, and any remaining issues are minor and do not justify withholding such a
large amount of money. We are here to request the release of the outstanding
payment so that we can close out this project and move on to other
commitments.

Developer’s Opening Statement:

» We have been forced to withhold payment because the project is not yet
complete. The contractor has failed to finish several important tasks, including
landscaping and final inspections. We have also identified several areas where
the work does not meet the agreed-upon standards, and we do not believe it is
appropriate to release the final payment until these issues are resolved. We are
willing to pay the remaining balance, but only when the project is truly finished
to the quality we expected.

© LIR(R Aok A A AA 20250411




AT ARE ERTE £ TR

AAH T ZHRR

> RNEERENEHENEFAATATIE. AW, ZF 08T 100K, =
MIE M A T2 T Lo &ma%kﬁTﬁﬁﬁﬁéﬁiﬁE T B 7] RRLAT
By, TRUMEE ARERIT . KA REEN T F KB HOR R 8K
u@&@qu%ﬁﬁﬁﬁﬁ,%&Aﬁﬁ%ﬁ%%i%¢o

TR BT IRR -

> KATEE TR, HATELEA Ee T K. REFAET RN ERLS,
AEEREMRL s, RINELXA - LTERFTLRANZ R E, H
B AT Ay A 3K 28 3] RS ﬁ%%Zm,ﬁﬁﬁfﬁ KA EN. KITEE
ST R AR BT, B RT3 R DU E S0 A LA B AT B9 & AR 8 Ao
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= Verbally confirm & 3£ 1A

= Put on whiteboard, blackboard, thpchart, display, etc.
TR, RR. BIR. LRRELE

= Benefits #F &

© LIRR HB WS BT 20250411



= After agenda 1s completed, prioritize issues

PRIORITISING | #exas. sxemsiis
AGENDA * To give suucture 3 5514

* Purpose: convenience of discussion

%RTX% E]/j B A
/ﬁ: /U ll}ﬁf?’ = Reassure the parties [/ & 74 #= EE -

* Prionty does not affect outcome 56 R JF AR 4 R
* Need to cover all agenda 1ssues =B = BT R AR 9] AL

© S FE MRS AT 20250411




Different Ways to Prioritize HEECEIR
FEIARB T

Mediator chooses starting point fE#% 51 3L FHE R

Logic and common sense ZEHE 1R

Urgency B2 &?

Easiest first? &x& 55T ?

Importance? EE 14 ?

Parties’ agreement HE A E

Alternating choice XL

Taking turns #5718

Ask alternatively until all issues are numbered %7180 B 2P A IO & 4% =

© LIRR F kAR A BARA 20250411




EMOTIONAL PROCEDURAL

NEEDS NEEDS
HOW people HOW people
feel about things. talk about things
&R EFREE

MM SRR ANIIETRIESE

SUBSTANTIVE g 4 am<

WHAT things people are negotiating
or making decisions about.

MNIIEFERAF] fERTLSEE
Procedural Fairness
/N

© LEE FHEMS BAPTE 20250411




Exploration
BRI XA
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Fxploration / Discussion ¥ & /17 #:
I

After setting the
Agenda

REUES

Discuss the agenda
issues one by one

J
B — 7 10 PR 7]

© SR M U A 20280411

Purpose: Facilitate
better
understanding of
issues, interest,
needs and concerns

J

H B R T [a] AR

Alam., FxRMRE
Hy 22 i



Position -> Interests

I > Fli®

© SiEE FEBHES RNFA 20250411
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WRRERFTH Y K. o THWHRHIEH. A ARIEFINELAEYFHER,
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Exploration %%

& Engage each person it MAS5

Ask appropriate questions - Gathering information, facilitate
J2  understanding of issues and interests

IREESWIOA - WERM - (22X 0 A P4 EpIE A2

ﬂ Listen for Interests £ AT F) %%
Q Refrain from finding solutions yet EIfF A EZ R

\g o 2z == N
/ Summarize Interests, needs and concerns 245 F& « EXFRER

© LIER F ol M A mAs A 20250411




Exploration ZRZ= 1A

> Appropriate Questions & =49 |0]

< May start with: “What are your concerns ... about this agend

issue?
o PUXEFAFSL . "RTXPDINR, RBTARE......

> Questions O]l
+ to get more information $XEYE %R
< focus on needs, concerns and interests

RAFT K ~ RAETF

© LIRR F kAR A BARA 20250411




Questions to get information
Sk BUE BBy 5] 2R

Use these questions during Exploration of Agenda Issues.

R F AR 5] 28 8 8] 4 ] 3x 22 5] #R

» Could you please give me an
example?

FIR e REANF T

» Could you tell me more about how RTREME, FREFKELMR
you see this? N

» Could you please explain this? FRFAR % i 8 —

» Could you please help me N
understand why /the reasons? 7 qe A A A ’TJF 7A /AT B

> ﬁould yo(le Plﬁase des;cribe what E
appened when REeft  HaREMFLE?

© BEE HBIEBES RINPAE 20250411




to Interasts
x5 -> =

Use these questions during Exploration of Agenda Issues.

T & YA 5] 72 (8] 6 ] 2 28 ]a] 27,

What is important to you? o MR L EE EH?

» Could you please help me understand the o FRH KRB M E T LEH A XM=
reasons this is important to you? B&EE,

» What concerns you about the situation? o JRIFIXFEE A A 4 E 2

» How does it affect you? o R A L B 2

» __ _ matters to you a lot-is that right? oy

* XTT»ME%%‘— X 2

» Is there something you think that [other . o a
party)doesn't understand about your ¢ BEAT LT ZIRET R E
situation? Jfﬂ .

© BEE HBIEBES RINPAE 20250411




EIEPAN =FHILMIG ?
Questions?

E3 P

YOU ASK




Summarize focusing on needs,
concerns and interests

REEKR, REH =

» Communicate to a party that he/she is being heard and valued

by the mediator [@— & AFRE RS EMNIE RS A

» Reduce confusion by feeding back what the parties have been

saying BRI FTIRAVIERE R 1xEE - FHIR IEHERVIE RS

» Help parties assess where they are in relation to each other
and choosing where to go next THBEIE Attt Z BIpYSR
% FEFE N —DrUE0A

» Assures the parties that the mediator is objective and attuned
to the whole dispute EFZ A RZ 2 FERDIEEZMUR - FHEE
{1 S A

© LIRR F kAR A BARA 20250411




Facilitate Discussion of Issues
(BHIRIRRAY 18

How? #01a] ?
Discuss agenda issues one by one &F—1J1&
Gl
Ask appropriate Questions 1zt 7& =4 HY{0)
Do plenty of Summaries, Reframing,
Paraphrasing, etc. to identify the interest,

needs & concerns =4t - MEZREEE . B
Y& - HRIEK « RIFFMF &= -

© BIRIR & kel A AR A 20250411




Facilitative rather than Inquisitori

{EIEMAFER )

2 7

Not only ask Listen attentively
questions - - Parties Answers
Appropriate ZILERIT AW
Questions

AR LH0) = -

& S Yi0) &

Mediator needs to identify
the needs, concerns and

interests A EE IR

AT E - ROEMF =

© BLIR{R & bl B4 AT A 20250411

@

Mediator Skills:
Summarizing,
Reframing, Active
listening

EBRGIIREE : BE
EREE - RIRMT

Validation of
emotions,
acknowledge
feelings

fRiAEeE -

BERRZ



Direct Communications/Dialogue
B A58 XA

000
P12

7

.}&: When parties are hostile towards each other, direct communication may not be appropriate

© LIRMER &8 M A AN A 20250411

—_——

Allowed/encouraged direct communications/dialogue (where appropriate) 701F/ 5N E %54
/XS (H0EA )

“Would you like to tell him/her why this is difficult for you?” “{RIESIFM/ U AR
SRIZIR R NS 2

“Could you tell him/her more about the how the situation has affected you?” “{ReE= IRt

[ BB R T XMPIF IR X RIS 2

“Could you pleases explain a bit more to her/him...” “fREERBER AU/ MEERE—T...... ”

When the parties are talking to each other directly, be attentive, listen and
summarize/reframe to identify issues, interests, needs and concerns when appropriate

ST EERRE - BTN - MIFARE/EREE - WANESE -~ 3K - REMA =

SAFSHEMAN - BB 0EATE



Manage interru

btions, negative interac

SIET - AE

B somveries@E

o Listen & observe i1 £2
« What are they talking about?tt{ I 5+ 4 ?

« Emotions - important issues, interests, needs, concerns? 1545 - EZOA

FK ~ RIAENF =2

« Identify issues, interestsiRHIEE - FllZE

e Summarize & reframe&E EFIEZLE 22

B

Acknowledgement: emotions + needs, concerns and interests

FEIA ¢ 152+ K~ RAEMAI=

Appropriate Questions to_direct the discussion constructively

&S ARIORE ST HITEZRMERTE

O LIRER A k@M A mAAA 20250411




Manage interruption, negative interactions (cont.)
ESETM - MEAR] ( £L)

Remind Ground RulesiZ EEE AN

“Please speak to me.” B HIEK 57 1E

== [ntervention 77T A

« Appropriate Interventions& 87T A+
o Speak in separate meetingsfE B SIN P ES
e Speak to the interestsSH| =X 1&

© LR FokAMA s A 20250411




Exploration

the focus is
Mutual understanding

of
Interests

RRELE *EEE&F*IJE




Options (in the First Joint Session)?

jj——r({‘_t —RH[E EUKJ:) 7

Do we generate options in
the first joint session?

HMZEEEF —REFZK
FEERE?

It is common that parties
will give options.

BhHRELE -

Options are not forbidden.

HE =LA -

Focus the discussion back to
exploration of issues,

If options are mentioned,
need to identify the

. y « : i ds and concerns
options. Otherwise...... Parking Lot 1Eter\est, nee
g L SO E SREN B ~ A
MRZHTHE  NEEH HEERAN

@ BORKMRERBIRN L
S ERE R

© LIRIR F k@A A AR 20200411



Benefits of not Focusing on

Options and Solutions TOO EARLY
AT B RIF LRI R T =T 2

» More interests uncovered, more creative options possible

RINEZ 2O - OpeBEZOERERF
» Better address the needs and interests 58 4fth i & & K A7

JIEL

» E.g. Orange Dispute %ll#0#&p951X
» E.g. Your are organizing trip for your work team overseas

) ﬁl] QB NS LA PA B 258 MR T

Plan: Destination, Flights, Transportation, Roadshows, Visit
clients, Meetings itXl : RO - Mt - 2358 - BE - FAER
£

Needs and interests: Address different needs, optlons and
division into teams for different work and activities % "K*lﬁll i

mEANBRIFEK ~ LU X AR LEADECNRIRIRA X 72

© LIRMR A kA M A AR A 20250411



When you do not know what to say....
SR AR EBEZIRITAR...
SUMMARIZE &%5

© LIRR F kAR A BARA 20250411




PROCESS jfiit2

Pre-mediation Meetings  TAFRT=IN SKILLS | #¥35

Mediator’s Opening Statement % 7 174
1 Parties’/Initial Statements W% H ACTIVE E R

T INVESTIGATION/ LISTENING
INFORMATION / Summarizing\ gk

{5 B GATHERING

Issue i)i{ntification & Agenda Setting E%iﬁ%ﬂ SUMMARIZING J=¥eo
2 / REFRAMING ~ BfA/MESREE

EXPLORATION : : , QUESTIONING & ZHE[H]
Discussion Exploration and Clarifi .
B Wie ?—5(% N ALER PARAPHRASING fEE/H iR
Private Session/Mpl<> EMPATHY EIEEN

\ Option Generation fill 5 /7 7% HYPOTHETICAL @ﬂ(ﬁw&
3 QUESTIONING #£H]

NEGOTIATING \ Initial Negotiation yﬁﬁﬁﬁiﬁéﬂﬁﬂ
TOWARDS
AGREEMENT

WHIAB Y Bargaining Phase XTI ER
AGREEMENT A=
4 ‘ N s
Settlement Outcome and Documentation R A1
Agreement

O LIRIR k@M A AR AA 20250411




Part of the Mediation Process

VR AR — 4

Private, confidential meeting of
members of one side of a
dispute with the mediator

%0 — 7 & 5 5 AR R A
ANRB AU

The Caucus/Saparate Sessions

Bl 3%/ 2

o 4

This meeting 1s separate and
distinct from the joint session

Ml X5 X E 2K aTA
AT E 23




Purposes of Caucuses 7| &3¢ 87 B &y

Venting & Express
Emotions

KM R KN

Enhancing Rapport & Trust
B RE R e K R AN E

Reality Testing, Doubt
Creation, Challenging

MR, e bhaE,
Pk B %

Uncovering Underlying
Interests

N7 A 2

© LIRIR & okl A sk 20250411

Additional information not
revealed 1n the joint session

F—RE AL HREE
AT A

Option Generation
a5 77 2




Enhancing Rapport & Trust

Venting and Expression of Emotion
1B S R AT
128 1Y R M F 22

Active Listening

AAMR AT

‘

Body Language
BINES

O

© LIRIR F kol M4 AR A 20250411

“How to you feel about
the mediation process?”

/R

VARAN

B G ARTRE




Is there anything that you

have not felt inconvenient Is there anything that you
to discuss in Joint Session? ould like to discuss in the

private?
SR P A ?

BITARmSEREZ®R L
AFEINIERY ?

Additional Information Ngt Rgvealed in the First Joint Session ’
£ ERRERRBEOITENR




\

Tell me more why it is so important to you that... SIFHEZ

RN 2L2EXNRMLEEE - UET...

Uncavering What matters most to you here? T XE + + ANIRREE ?

Underly’ ng Help me understand why that would not work for you
Interests £ BB IR AR (4 KRB AE R

KILE F 7z

Tell me how that affects you HFIFRFEXX RBE T AT

You seem to be very concerned about ..... TREIFERD.....



ASSIST THE PARTIES DEVELOP THEIR
TO UNDERSTAND WILLINGNESS TO

THE RISKS IN PROBLEM-SOLVE
MAINTAINING THEIR

POSITIONS IEZ5 101 THE /0 & Y

MEIET /LT H =t
7RIS

Reality Test, Doubt Creation, Challenging
LSS ML - FlZE M EE - PRk




Option Generation &5 %

“ Party A is concerned about [state the needs and interests],

You are concerned about [state the needs and interests],

Can you think of some options to address the needs of both?”

“H 7 B BRVE S [FRi2 F B A0 A 51
1 R VE 2 (R FEEFA ],
Kbt Y —RF7E, UEANRNBHEENXTHWEE? ”

© LIRMR & k@M A AR A 20250411




Option
Generation
il &

v/

Identify the needs, concerns and interests identified (both parties), then ask
for options to address the interests of both parties FEIAMBEREK - RiF

MAE (XNTF7 ) - RESKERXNTTFZAIZEIN

N7

Brainstorming for creative options £ &= - S AIEZEIN

Is the proposed solution viable? ZZIXEER FREEEOTT ?

Consider the practicability of the option: Ease of implementation? To what
extent it addresses the parties' interests? & [EIZEIML M : 5T 35 ?

EEZSARERE LR T 2HNAE ?

The options to a negotiated settlement must be reality tested >
prevent further disputesi®#|#2/RRVIEFE N INA T INSL0Iobh L H— P B S I



Exploration

of Options
R

Assisting the party to consider the possible interests and
concerns of the other party

M) 7 — 75 ZiE 7 —7 O] BRI Rz FIR 1] —
See the situation in a broader perspective

ME LRI BEE (F/m %
Attempting to identify the sources of conflict

I & IR B P AR
Assisting the parties to better understand their strengths and
weaknesses in the dispute

B & 75 B AN 7 REM T X FRIN BRI 2 _

Assisting the party to develop their readiness and willingness
to solve problems



g |
Le

PR =K

Separate Session/ Caucus




Flow and Process ;RiZ /I3 T2

O

Not always
necessary ?

HRRENER ?

© LIRR F kAR A BARA 20250411

No limit on the number
of private sessions (40 min
in total in assessment).

BIRSWRIREUZ AR
(EBBMATZ. 24054 )

A

Both parties should be
given the same
opportunity in terms of
time to speak to the
mediator privately

NSIVE=IEL =N S

1B A% 531 A 1K



When to Call for a Caucuses? [l & HE i

Conflicts or interruption excessive
(end Joint session with a positive
note)

PSR ) P T 1925

A party needs privacy to figure
out what options he or she want
to explore in joint session

—HHEMAZEE ZEMEERR

EXERRAG R

Parties are uncomfortable exploring
options in front of each other

SR ERILERIRRERG =
RUE A 5T A

Mutual option generation may
reveal information that a party
wants to remain confidential

W5 — e s T A
B RZREHHEN

X?

One party becomes difficult and
need to work on

— LR - FESEN

The mediator needs to clarify or
explore statements made by
either party in private

EEE RAFE BB BRI —T5 A

AR ERBIFR AL

Power balance Strategy
© BLIRER FokmMA B AA 20250411 %fi *R jj $$T§T E/‘J %Iﬂ%




Prior to a caucus (Mediator’s Narrative)
ERHEN R (EfFERBIR)

TIME FRAME: 15-20 MIN
FOR EACH PRIVATE
SESSION, EQUAL TIME
FOR THE PARTIES

ADMINISTRATIVE:
WASHROOM, PANTRY,
CONSULT LAWYER, WHAT

TO DO (AGENDA,

DECIDE WHICH PARTY TO
CAUCUS WITH FIRST

EDUCATE AND REITERATE
CONFIDENTIALITY

(ROLEPLAY) OPTIONS), ETC.
J J J
IREERE M RS IBAEZR . &RTh 228k L SEFE -~ FRKE - REETSM]
21IN15-207 5 - B\ - A (I T MRIER
WNHIEMEE (B E IS
BIEHRE)

© LIRIR F kol M4 AR A 20250411




Ft

BIRZ W T 4

What to do in a Caucus

Uncover underlying interests (e.g. is
Rapport enhanced (e.g. there anything to discuss which they

how is mediation going have not felt comfortable discussing

Explain confidentiality for them?) 1128 1=/ in joint session?)

Appropriate Time
28 = K Y [E]

295 4] 5% o \ LB ERIRISE (Bl - A2
R aan (Ao He 00 (B BT
RISV ?)

FLUHER - I ERES W E
RS ?)

Options will come out - reality
test, doubt creation
challenging, BATNA, WATNA,
etc.
NBIETFTHS E - TWSEiE - 4R
SE0iS kA - BATNA - WATNAZ:

Relea/aznt CaIlRJCU[‘{tSKitUS{c FeChgiquetS Preparation for the next stage of process :
. used (€.8. heality testing, dou discuss what will happen in the next joint
)Y Other creative creation; challenging, allowing session (e.g. suggesting parties raise options
options? _venting, gathering further / make direct offers)
information, brainstorming,

ABEEMOE HEE ? developing offers, etc.) TR RS | Wi T —
ERNBRTASREE R FRRF AR 4

© LIFER F4AMA BARAA 20250411




Separation Sessions

B W R D

allowing venting 7 4 & B fn 8 %

gathering further information Yt & # — 2 % K
Underlying Interests 7 [ & 2 £ Ak 1 A 32
Brainstorming % E ¥

developing offers #i|i& i T fo 77 &

Reality testing . 52 4%

doubt creatio #|:# I 5%

challenging #k & B 4

Prepare for exchange of offers 4 5 #: 77 %

O LIRE FobAMMA AR MA 20250411




BATNA

© LIRIR Fuk @M A BB A 20250411

RIEE RS ZE ( Best Alternative to a Negotiated Agreement)

Definition: BATNA refers to the most favourable course of action
a party can take if negotiations fail and an agreement cannot be
reached. It represents your fallback plan or "Plan B.”

X : BATNA 235 MR A BT A A MNES - — /5 SIIUR
BARBRARATE - BRE T RIOE AR B i -

Purpose: Understanding your BATNA helps you determine the
lowest acceptable value or outcome in a negotiation. If the
proposed deal is worse than your BATNA, you should walk away
from the negotiation.

ERY : EEEIREY BATNA ol DI B RIEE T R F P ol LIRS R RIE
R - MR RAIPRIRILELIRAT BATNA Z= - RN Z & FH1RH -

Example: If you're negotiating the sale of your car and
the highest offer you’ve received is $10,000, that
$10,000 becomes your BATNA. If the current negotiation
doesn’t exceed this, you can reject the offer and take
the $10,000.

BIF : MBREERARE - BERNE 10,000 5T - BAK
10,000 703 2 /R0 BATNA, MR AT ¥R REF i AN
R O] LRAR 1 F 35 10,000 75 -




RZE=ZX5Z ( Worst Alternative to a Negotiated Agreement)

Definition: WATNA refers to the worst possible outcome or
scenario if no agreement is reached in the negotiation. It's the
scenario you want to avoid if the negotiation breaks down.

EX : WATNA ZIeMNRISFIRALIIYN - OIBE R ERIERIE LRI 45
HiEN - XEMEZETRRANXNBEENIER -
Purpose: Knowing your WATNA helps you understand the risks and

costs of walking away from the negotiation. It can also serve as
motivation to reach a deal to avoid this undesirable outcome. WATNA

BHRY : FERIREY WATNA ol A BNPREE BR B FIRI XU AT A AN -
BB IRAR MY - AR XD AEBER -

Example: If you're negotiating the job offer. Your WATNA may be
the inability to find a job in the coming months. This enable you
assess the consequences and risks of failing to make a deal.

Bl : RIREFEIR— 1 TAFEBIS - WATNA olgE2IREJ L NHI
AR TE - XIERB R EIRENR A K WA B9 X

O LIRIR FobAMA B FA 20250411




Why BATNA and WATNA Matter
7j1+ BATNA ] WATNA &

»Leverage: Your BATNA gives you negotiating power.
WAALAT: BAINA AR H T AW 2,
» The stronger your BATNA, the more leverage you have because you can

comfortably walk away from a deal that doesn‘t meet your minimum
requirements.

VREY BATNA AR5%, ARBLEA AL, B9 IR T DA 230 5 AR 2 35 1 3 5%
BRI

A

»Risk Awareness: WATNA serves as a reminder of the potential risks of not
reaching an agreement.

R Al : WATNA $2 BE VR 158 4 4% W Ja o] g @ i e AU

» It can sometimes push negotiators to find middle ground, especially when
the worst-case scenario is undesirable for both parties.

A, BRINE IS R EAFIE, WATNA RER G2 B8 A& K B Z 1 &

© LIRER FkAM A s A 20250411



BATNA 1 WATNA G4k

»BATNA = The best outcome if the negotiation fails (your fallback plan)

WA XA G RAE LR (RS AT x])

»WATNA = The worst outcome if the negotiation fails (the scenario you want to avoid)

B E M HGRAER (BFLEBEGHER)

© LIRR F kAR A BARA 20250411




Confidentiality
REE

>

0

© BIRIR & kel A AR A 20250411

The information discussed during the private
should never be disclosed to the other party,
express consent is given by the disclosing party td
the Mediator AW A S WHRETE R ZZ AR 25 75 2
—F - BRIFEHFBRMWE R B

If consent to disclose information is given: #1%R
St
ER

Should the mediators disclose such information right

=E

away in the other party‘s private session? & #% 5312 &

NZHES—HABARNRMAZN EI7BRIKEELL L ZE T

Should the mediator tell the other party that consen
has been given? R EENIZERFF —HELER *



Option Generation

kS

© LIR{R & kol M A AT A 20250411



OPTION
GENERATION

e

© LIRR FokAMA SR A 20250411

e

Involve parties in brainstorming session It& FER &

Ensure parties that all ideas are welcome and list them all and then discuss
them IERSZ[HXMABEREE - FILPABEEE - RAEHTINE

Discuss one issue at a time —R 18— No)
Focus on interests &)F T Fllz=

Focus on the future &) TRk

Do not be judgmental ~E#EH|

Can the pie be expanded? ZH ¥ &k HI =R

Write ideas on board (joint sessions only), Post-it papers, cards etc. 5 N 8% -

BRI - RRZE
Get parties to build on their ideas 1t& HEM IS ZNE MM E B EBR




A KA A RS I

« Mo, RIFHFFE

© Bt (FIn: XOTORIREER] T o | Al To o
T — 77 RFEXT LRI B AR )

* JRIRTT SR




Questions to Get Solutions
SRE IR T Z=RYA)ET

Use these questions when you are working on Specific Issues during Option

Generation.
» What might work for you? e FAogEXNIRER ?
> ]Y;/Shuaet?can you do to help resolve this o VREEMTLE 4 SEEBBARR LI/ TS ?
» What other things might you try? o Ao PIEHMILEEMESIE ?
> ¥Vhat would make this idea work better « {+ /4 S1FXPNEEFIEZSIR ?
or you?

s ¢ BT ARALERAE X XH___
" Reed for - and Vs need for 7 MBRAY M__HER ?
» Are there other ways to address the  « B4 EH A EELIN N RESK ?

needs?

» Are there other ways that you think the ° Bt ARMAEN G BENRRER
other side would accept? B9 2

© LIRR F kAR A BARA 20250411




Information Gathering + Develop a Better Understanding

B EE+ B Y3 IR A7
What are the benefits of this option? L3I+ AT ?
How does this option affect you? Ih3EINN B @0 ?

How does this option change your life? XML dN{a] 4 %
REVESE ?

What does it mean to you? XXRERETA ?
If it really happens, how would it affect you?

e.g. Apology MNREBEMKRE 7 - E=AEIIR ?
BN & #

O LIRIR FobAMA B FA 20250411

Exploration of

Options
RERE




REALITY TEST

OPTIONS

IR -

© LIRIR Fuk @M A BB A 20250411

3

it

» Reality test in both joint and private sessions

HEFFA S IWRIEN SN

» Ask if options address party/parties needs/interests

w0 FEEGREZHNEZ/F=®
» Are options workable? 5% ? oJ1715 ?

» Is more information required in relation to the
option/options? Consider “in-principle” proposals

ZERBRNEZAFTENE

L

i ?

RILE" p9ANEEZ X




Question to get Consequences EERRAIID

Use these questions during Exploration of Options, Reality Testing, Doubt
Creation, Agreement Building.

» What other options do you have if

you don't reach an agreement . MESKREEABIPIY - RAEBH
today? KR EMTTEE ?

» Are you planning to move? (get | 4n R=ond o A
another job...) qu SRS (j@ I L1E.....)
° gl Bm ?
» What problems might there be XN REDBER T AN
with this idea’ - MEEEBUBRSRFE

» If you agree to this solution and F7 - BREF?
__ bhappens, then what?

© LIRR F kAR A BARA 20250411



Transition to Second Jomt Session

WE B F KK E B

D

Transitionit JE

Smooth transition from separate session to the 2nd joint session or 2nd separate sessions

MEM L PRFILEEE R FF 2R RE Z KBRS

Summarize ,‘é é:._lf Summarize Options & % 1 T

Prepare Prepare to e\’(‘.hange options in Second Joint Session

" BEEH ZKEF LR ERBFE

© LIRIR F kol M4 AR A 20250411




PROCESS Fife
Pre-mediation Meetings  THAERTZIX SKILLS | £%5

Mediator’s Opening Statement  EFf# 7 717 5

1 Parties’/lnitial Statements ibanZi=! ACTIVE FIR
IT  INVESTIGATION/ LISTENING Al
. INFORMATION / Summarizing\ IS8
S)sCies GATHERING y .
Sl o [ RRBIAD
Issue lldentlflcatlon & Agenda Setting WS SUMMARIZING j=¥rs
2 / \ REFRAMING ~ EF/IERER
XPLORATION UESTIONING i&=i$2[H
€ Discussion Exploration and Clariﬁéation QUESTIONING .
HiE it BETT RIS PARAPHRASING #=/H ik
@ P s Private Session Ml 14 EMPATHY EiEEEN
~ \ POTHETICAL fB34-
j% R O \ Option Generation 75 /7 5% HYPOTHE . {Eéjf%&
L'Er'ﬂi oL 3 QUESTIONING $&[r]
= gy  NEGOTIATING \ Initial Negotiation yﬁﬁﬁﬁiﬁéﬂ
TOWARDS
LI AGREEMENT
E N AR Bargaining Phase X /T EZ
M 6 4 AGREEMENT v e
. WRITING i
Settlement Outcome and Documentation RIS
Agreement

AN Debrief LHg



Second Joint Session
B RFEE 2K

Opton Fxchange
Generation Options

A

PR T VE LS

© LIR(R Aok A A AA 20250411




Exchange Options /52235

NO g o o O .
Commitment Nc\)ﬂCr1t1c\1sm pen Mind
TR = AL RGNS
J ) )

© LIR(R Aok A A AA 20250411




NEGOTIATION AND
BARGAINING &AFINAN

Lock the parties in agreement on a few terms first?
TR EN T W LD SRFGA R TE 7

Agreeing on easier issues first to create momentum?

B 70w B 8 BB RO AR A — B QISR 7 7

» This can lead to impasse as only difficult issues remain
XOgESHER - RARE NAEXERYID) &

© LIRR F kAR A BARA 20250411




Positional - Principled Bargaining

I - R RNE P

Principled Bargaining & J& U #9 DA

» Separate people from problem (understand concerns)
BN G AT (T A/ RIE)

» Focus on iterests not positions (needs and concerns)
REA T A& (FRFKIE)

» Invent options for mutual gain (creative options and priorities)
A1& B2 B A MR Tk (RE P A 4f 28 = 350

» Insist on using objective criteria

R AT

© BIRIR Fob@MA AR A 20250411




Conditional Offers H &1 5 £

Condition linked bargaining 5 414

Label Concessions

A4 R

Your Offer:

"I can agree to a 109% discount on the
service fee.” 1090 2

Labeling the Concession:

"T'm offering this discount because I value
our partnership and hope this encourages
us to finalize the contract today. In return, I
would appreciate a longer commitment
from your side, perhaps extending the
contract to two years instead of one.”

WA #1s I fn R ey R
BT AT

© LIRIR F kol M4 AR A 20250411

e

Demand and Define
Reciprocity

FRMERELR

“This 1sn’t easy for us, but we’ve made
some adjustments on price to
accommodate your concerns. We
expect that you are now mn a better
position to make some changes to the
project deadlines. An extra month for
each milestone would help us
immeasurably.”

“TRBAVRREATEZ, BRK
T A6 24T 7 R Z, DAk R &
HEW. RN L&A ESF
HEE TENRY. FHREK
—MAEREATARAF

AR iy

Make Contingent
Concessions

1E W RA & sk

“We can provide additional support but
only 1f you agree to purchase some of the
following additional services,” or,

“Thus 1s literally the best we can do on price
right now. But if you can adjust some of your
demands, we might be able to reopen the
price issue.” “

“RATT ARG R, BRI

£EREWEUT—LHmRE. ”

s#, “usiE ERRATHAENS

AR . IR R

LR RAHAUS I b
AE.




NEGOTIATION AND BARGAINING

Y \
IRFAFIN AT
NARELSEEMNNE - HABTNERSRES

' ‘ » Ensure parties own the problem and its solution
RS A MAERRANERRGT R

"" » Avoid early commitment by party to bottom
line

BN ELNEHRFE
» Be prepared for deadlock NEBMTF £
» Link offers to other parties needs and concerns

KRS EAM T RFT KR E R RER

» Link offers to objective criteria as they are
more easily accepted

© BIRIR & kel A AR A 20250411




Questions to Test Agreements = 7
v N Hs
TR ] 2R

Use these questions when Building and Writing the Agreement.

T AR Fu Gy 5 i S B R X 8 [ AL

» Is this agreement acceptable to
everybody?

BAMA S A %0 2
KA BEET A A
RN T LT

» Have we covered everything?

» Is there any piece of this youre uneasy

- P MY M) —
i c I, AR EME BTG
» Now, 1s this what you're agreeing
to: P « NIET 2, HReEF K.

o T AL
» Can you live with this every day, every ) % &1 AN

week from now on?
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AENES
(AL RBR L

Checking all issues included & WREANEIMNE 2L RN
Reality testing agreed settlement termsI SN iz i E RO RN RS TN
Fill in the details EEEFMF T

Contingency arrangement N Z7HF

vV v v v Vv

Facilitating agreement on future action{EiH R ARRITEN AL D E

» Facilitating fine tuning of settlement terms: summaries, clarifying questions
EIFMEAERMMA : H2 - E50&
» Facilitating contingency arrangements if required % E R {EiH N T2 HE

» Commending parties Z#7& 5
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When people
are difficult

=)k

Z

YERYA

2 AR?

i-’ Need to persuade? 55

oo Need to get control of the
.I process? 21T RAE ?

T Trouble to agree? LA R —2 ?



Second Joint Session -
Refusal to make the first offer

B_RHERBZ®— EETIRO AR

» "Should you make the first offer, or let the other person do it?"
There is a widespread, almost unquestionable, assumption
that it is wise and strategic to let the other person talk first—
and that it is suicidal to make the first offer. “

RRAZIRIEE— B R AR HEM 2" BH— D EEN - LT
ARBROBIG - AL NH 5 50E SOREA I — 2 S

—PMRIWEER

» there is virtually no research that supports the claim that
letting the other party open first is advantageous. In fact, it
can backfire—and lead to a worse outcome than you
imagined.

JVSBMMRS FIEN A RESEEAMEK - L L - X
OB RENR - ASEIRERNEEENER
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Anchoring
£ & R

” » According to the anchoring principle, the first offer made in a

' negotiation sets up a powerful, unconscious psychological anchor
that acts as a gravitational force. Stated simply, there is a strong
correlation between first offers and final outcomes.

RAEEE RN - MAPRENE-NMRIVEY [ — @AW » TRIR

AUDIETE - FTH517] - BRI - B TNENARZERZEFERRE
HYAERME -

Opening offers also influence the offers that the other party (the
opponent) makes. Meaning, if you open first, the other party's
counteroffer is influenced by your offer—not good for them.

S—EFRNZEWNT SRS —77 (X7 ) BN - XRKE - R
RITIEIN - WHNEN S RRIB IS — AT -
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»Conversely, several research investigations
show a strong and powerful positive effect of
making the first offer. The negotiator who
puts the first offer on the table has an
advantage, other factors remaining

constant. That means that if you and | have
done equal preparation and have similar
leverage points, you will have an advantage
if you make the first offer.

Mk —EHRABASERN - RES—MRINE
BB AR - HE—MRWER
SH ENRHAZEELE  HRERSEAE -
XEKRE - WRIRMBM FFEES - FH
AL R - MRIFEEFE— DRI - 1R
oJEER IS -
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When you do make a firs
these 3 points in mind
SHIBRREE—T RN, 157

Hardly anyone accepts the first offer, so be sure you hav
maneuvering after you make it. If your first offer is too ge
will not get credit for it.JLFZAAERE—MEIN - BHILiER
AolheRith - MRMOFE—PMRIUKIEE - (RMASF2F= -

If your first offer is too generous, you will not get credit for it.

—PMRIXKIEE - IRMASTRERL -

Don‘t make an outrageous opening offer. Sometimes, negotiato
that they can establish dominance by making an extreme offer.
However, this backfires and creates a chilling effect. A chilling eff
occurs when offers are so outrageous that the other party loses al
motivation to continue negotiating. AEIRELAKRENHIAE - Al
ABZIAAMI I LGB IR B RIRAIR ICREZIL E S - 24T - Z4EEE
FETEEYN - SRNMEREUZET S —AREAERF NS -
MEFrEREMN -
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Strategies -
alternatwes

REE - BRAALE

» Each write on a piece of paper
the offer + then exchange
simultaneously

BPARME—KE LS MY,
G EICIENESS
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Mediator’s Mantra

R RAICISLHE

Speak to the Person’s Interests
HNUEACHFY REEZWA 42
(Not what you think, but what the person perceive) \

(TERBW, MEEXRAWNEE)

E.g. You want to get your neighbour to stop making the noise? \

Here is how mediation can help. For that to happen, | need you to commit to
respect courtesy and hold back on name calling. That way, we can finish today and
you can get the peace you want.

A, AR AR AT B (21 ) 2 o e 0 .
BT R EA B . A, REERAEYENR, TERE. R, &
i3 Kby S AP T L R K
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TRERUGFEMTLER

Interests in Construction Disputes
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Settlement Motivation for Construction Disputes

L2 WNRITNERIX D 7

Economic Interests £2{%Fl|Z%
Risk Management X|f&z%l

Long Term Relationshipst<EB&E1E
Practical Considerations I3E= &

vV v v Vv
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YRR/ F B R A AR RN R P
HFEAE A, B A A gk

T EHRL L. R,
w4, RENE. ATRA

ek E 7y B AR R R E I
BR TEZKRIL S
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Economic Interest

» 1. Litigation/Arbitration Costs

Legal procedures are time-consuming, stressf
expensive.

Significant costs include legal fees, expert
assessments, and administrative expenses.

2. Losses from Project Delays
Project stoppages lead to:
Delayed delivery schedules.
Breach of contract penalties.
Idle equipment and increased labor costs.
3. Cash Flow Pressure
Critical concerns include:
How to recover payments quickly.

Releasing frozen construction funds or sec
deposits.

© LIFEE A AMAe B A 20250411




=1l

£ Reputation

> TABHFREFTILR
Developers need to maintain a
positive market image

> ACE B N FE R AT Ak oA DLk A
7 % % 47 % #-Contractors need
to safeguard their industry
reputation to secure future bids

AT E - A i
= A TE K = & Public disputes
may harm both parties’ ability
to access financing or maintain
partnerships
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12| XU Risk
Mitigation

> RN R HEE M Litigation
Uncertainty

» #HATHE Challenges in
Enforcement of Judgements
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Ensuring Project Continuity

> ITRMAFEAETRK
Construction project still needs
to proceed to completion

), /V %t i Reduce conflicts

AR fa 4 TAZ A 41T Ensure
smooth progress of work

O LIRIR FobAMA B FA 20250411




Conflict Resolution Strategies - 1
IPESARIRTRAS - 1

Types of Conflict | Reasons J& & Intervention 7T A
RAYZEEY

Goals B#r Cannot resolve without  Independence 17
external assistance Interests¥ &

R BN BT A R R Consequences if cannot
resolve MR To/AEERRIER

Data # 1 Inadequate Information  Information#ifi
HBHRAE External Standard 9MN3B 476
Experts& %

Communication  |nadequate Information  Clarification /&5
BIS HHAE Future Communication R34 &

val

Misunderstandingix f#

Resources 53R Fixed resources BEIZE%E Expand Resources¥ & &E
Fixed Values EIZE1E Interests Az
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Conflict Resolution Strategies - 2
IPSSRRIR RIS - 2

Types of Conflict | Reasons [R[# Intervention 7T A
T OES]

Structure %514 Dissatisfaction in distribution of Stress Source of Power
power, resources, data or power Ensure fair decision process

XIXA ~ FHIR - BURN O DB EIRL

RIAH MEOR AR EK TR
Relationship/ Undesirable behaviour, Validation of Emotion
Emotion unaddressed emotions, grieving Control the Process to Avoid
Rz / 1B process, psychological issues Negative Attitudes
ARITAH - REARIBZE - FHfn 1BEW BIA
MiZ - OIEOIER S 2R R H RS E
Values/ Principles Different mentalities, world Focus on Interests
MEN/ RN views, religions, cultural Find universal goal
differences, assumptions Encourage attitude to embrace
AR ~ B5RN ~ ;R - XX differences and mutual tolerance
EES ~ AR REN=
KRB B R

=
2

s EFMEEEERS

O LIRIR F ik B A A A 20250411




Settlement

Agreement
118 & 13X




We have learnt

BAN1FE T

Facilitatli\\/i((a)d h/élediation First Joint Sisi?n Mediggtr;:n(grp])tening
RAR MR ERRASH AR T
Parties Opening and
Summary Comm%lgggund # Agenda Y2
EFARHERE ”

Exploration Separate Sessions Option Generation
HENE Bk & R
Second Joint Session Bargaining Settlement Agreement

FZRER LW T /3 F e R X

Settlement Motivation FN#Z$E) 1
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Ms. Josephine Ma is the Vice-Chairperson of the Hong Kong Mediation Council. She has served as a Master of Case
Settlement Conferences in the District Court of Hong Kong during various periods since 2023. Accredited as GBD GD,
Hong Kong and Macao Mediator in January 2025.

Josephine has been a practicing lawyer for over 25 years. She began practicing as an accredited general and family mediator
i 2004 and later became a family mediation supervisor. Over the past 20 years, she has conducted hundreds of mediation
cases and successtully settled a wide range of disputes, including those imvolving commercial, construction, financial,
contractual, tort, probate, family, and cross-border matters. Since 2010, she has served as an assessor for the accreditation of
general mediators.

Josephine is an acclaimed trainer in accredited general mediation training programs that adhere to the standards of the
Hong Kong Mediation Accreditation Association Limited. Throughout her career, she has played a key role in enhancing
the mediation skills of over 1,000 professionals across Hong Kong, Macau, and mainland China.

Josephine holds three master’s degrees in Chinese and Hong Kong Comparative Law, Buddhism, and Counseling and
Education. This diverse educational background equips her with a multifaceted perspective that enhances her ability to
facilitate the settlement of disputes. Her expertise spans a wide range of mediation methodologies, including facilitative,
transformative, evaluative, therapeutic, narrative, and high-conflict mediation techniques. Josephine’s proficiency in these
diverse approaches has enabled her to expertly guide parties through the resolution of their conflicts.
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