


Discover “Must have” opening statement information vs. “too many 
war stories” opening remarks. Learn how you can turn your opening 
statement into your first, and best, marketing tool. Additionally, you 
will critique yourselves, and others, following the presentation by 
Lee Jay Berman & John S. Freud, as you re-define what your clients
want (and need) to see and hear from you as the leader of the voluntary dispute resolution process. 
Finally, this interactive presentation will provide rare insight into what decisionmakers in high stakes 
mediations are taking away from you when they hear your introductory statements.

DAY 1 - Thurs Aug 13 - “In The Trenches”

The Problem With Openings
Presented by Lee Jay Berman & John Freud
9:00am to 10:45am

This presentation and group exercise will challenge each 
participant to re-examine their individual opening mediation 
statements. How do your present opening remarks stack up 
against other mediators in the area of clarity of message? 
Authoritativeness? Description of the mediation process itself? 
Confidentiality rules and alternative mediation outcomes? 

The Truth About Dishonesty
Presented by Lee Jay Berman & John Freud
11.00am to 12:15pm

Lessons From The World Of Sales
Presented by Lee Jay Berman 
1:30pm to 3:30pm

Lawyers dislike being sold to - which can lead to a dislike for 
the word “selling”. Lawyers are (rightly!) averse to anything 
that smells the least bit sleazy, conniving or manipulative...

But in mediation, our most important stage is that of closing the deal, and who is better at that and has 
spent more time studying human buying habits than the gurus of sales? In this session, we will learn 
the Top 20 closing techniques from the best, and see how we might ethically apply them to our own 
mediation practices to help us obtain more settlement signatures on the proverbial dotted line.

Every mediator believes they’ve become expert lie catchers just 
by getting up each day and engaging in another mediation with 
self interested decision-makers in conflict. But the truth is we’re 
generally no better than the average lie detector, for specific reasons. 

Berman & Freud will break down why you may NOT be right about what you think is really going on 
in mediation during negotiation, and why. They will reveal practical techniques for more effectively 
identifying various types of liars, as well as how to use that information during mediation to improve 
your odds of properly using this knowledge to move parties closer to voluntary resolution.



DAY 1 - Thurs Aug 13 - “In The Trenches” (contd.)

Day 1 concludes with a look at those things which many mediators do either out of habit, over work, 
or because they never give a particular behavior a second thought – but which may, unwittingly, be 
hindering their efforts to build and grow a robust mediation practice. A “hands on” examination of 
things Not To Do on the way to expanding your ADR practice and furthering a positive reputation 
with the all-important local litigation community.

What Not To Do In Mediation: A RolePlay
Presented by Lee Jay Berman & John Freud
3.45pm to 4:45pm

Most of us have rarely been able to watch an experienced 
colleague at their craft - or to learn from their mistakes...

DAY 2 - Fri Aug 14 - “Under The Hood”

Best-sellers such as Dan Ariely’s “Predictably Irrational” have raised 
the profile of Behavioural Economics in recent years - why do people 
sometimes make irrational decisions, often against their own self-interest?

Dr John will give us an introduction to behavioural economics - 
the fusion of the psychology of decision-making and traditional 
economics. Thousands of corporations around the world have 
utilized B.E. research to increase sales, nudging consumers to 
purchase - but how might this research be utilized by mediators 
or negotiators? We’ll examine some of the established “bugs” in 
the brain’s operating system, and also look at research that can be 
applied directly to our own mediation practices.

Reframing - Dealing With Entrenched Beliefs
Presented by Doug Noll
10.30am to 12:15pm

Mediations often involve strong emotions, strong personalities, deep-seated 
beliefs and biases. Successful interventions require deep analysis and 
diagnosis of the situation, a quick decision on the appropriate tools for 
engagement as well as effective execution of the intervention. 

These skills are usually acquired by trial and error and take years of experience to develop. Applying 
some of the lessons from Professor John’s segment on B.E. about selective perception and decision 
making, we will learn to understand “frames” and how they work in human cognition. Participants 
will learn how, as mediators, we can identify deep seated beliefs and gain skill at effective, in-the-
moment interventions.

Behavioural Economics: Predicting Irrationality
Presented by Dr. Leslie John
9:00am to 10.15am



The Physics of Fighting: A Conversation
Presented by Antonio Piazza 
1:15pm to 2:30pm

Without the right laboratory, the most critical fundamentals of our 
environment can go unobserved...

For centuries physicians speculated about “noxious vapors” spreading 
disease; but it was not until the mid 1600s that Antonie van 
Leeuwenhoek’s microscope gave us the first glimpse of the world 
of microorganisms surrounding us. And it took until the mid-1700s 
to develop the vacuum chambers that allowed Joseph Priestly to 
isolate oxygen and carbon-dioxide from the sea of air, birthing our 
understanding of the respiratory cycle of the planet, and enabling the 
science of ecology. 

DAY 2 - Fri Aug 14 - “Under The Hood” (contd.)

We have discussed in prior years the concepts of neutrality, 
impartiality, fairness, and Lee Jay’s “mutual partiality”. All 
mediators have biases - and despite our best efforts, we can’t 
hide them, and we can’t be in denial...  

Our biases seep out our pores. This workshop is geared to help 
each of us examine and actually work with our own perceptions, 
biases, and concepts of status. We will show you exercises for 
actively building the neuro pathways that allow you to hold two 
separate truths from a single set of facts or assertions, and you 
will leave with a heightened awareness and better able to see the 
world without judgment. Each neutral will examine his/her personal 
biases, explore how we form them, and learn how to work with 
them. Finally, we will examine the illusion of status, and coming 
full circle, how it influences our perceptions of the world. We will 
have fun and learn and get to know ourselves and each other in 
the process.

Ethics Workshop: Working With Your Biases
Presented by Lee Jay Berman
2:45pm to 4.15pm

Across the board, as our understanding of the chemistry, biology and physics of the environment 
in which we function has grown, so has our ability to responsibly manage our lives - with one 
notable exception. While we have achieved miracles in technology, we remain mired in primitive 
responses to one of the most pervasive of life: human conflicts. Conflict is inevitable; protracted 
fighting in response is not. We now have the right lab. Our collective experience in tens of thousands 
of mediated resolutions comprises an invaluable long-term study from which we can extract a deeper 
understanding of the “physics of fighting”, enabling more responsible management of conflict.
A Q&A Session will follow Mr. Piazza’s presentation.



DAY 3 - Sat Aug 15 - “The Business End” 

Performance evaluation forms back from clients; unsolicited advice from 
adjustors and counsel; even a suddenly peeved in-law. We receive feedback 
every day of our lives, from friends & family, colleagues, clients, bosses and 
strangers. We’re assessed, coached, and criticized about our performance, 
personalities, and appearance daily...

The business world spends billions of dollars and millions of hours each year 
teaching people how to give feedback more effectively.  Triad Consulting 
Group’s Doug Stone & Sheila Heen argue in their 2014 book, “Thanks For The 
Feedback”, that we’ve got it backwards and show us why the smart money 
is on educating receivers – in business as well as in personal relationships. It’s 
the receivers, after all, who interpret what they’re hearing and decide whether 
(and how) to change. Coauthors of the international bestseller “Difficult 
Conversations”, Stone & Heen suggest that while receiving feedback can be 
fraught, doing it well can be taught. Triad Managing Director & Harvard 
lecturer, Debbie Goldstein, walks us through this book’s key findings, exploring 
how we, as mediators and business owners, might use feedback more often, 
and more effectively, to improve our ADR practices. (Book included for attendees)

“Thanks For The Feedback” 
Presented by Debbie Goldstein (Triad Consulting & Harvard Law)
10:45am to 12.15pm

An Opportunity Missed? Mediator as Case Manager
Presented by Prof. John Lande with Lee Jay Berman & John Freud

9:00am to 10:30am

Dispute resolution professionals tend to think of negotiation as a distinct, 
climactic phase of a dispute. Interactions leading up to the final settlement 
event are often considered merely as “preparation for the endgame”, if 
they are considered at all...

Based on a study in which Prof. Lande interviewed many respected litigators and mediators about 
their pre-mediation preparation, this presentation will offer our members several ways in which they 
might maximize their effectiveness (and billings). Q&A discussion to follow, led by Berman & Freud.

Crowdsourcing: The Wisdom of This Room
Hosted by Lee Jay Berman 
1:15pm to 2:30pm

Conscious of the fact that we have a large number of the busiest neutrals in the nation 
attending the Retreat, we’ll end 2015 by “crowdsourcing” the entire room...

We’ll pass the mic around, inviting the participants to share their own experiences - from transitioning 
to fulltime ADR practice, to valuable business lessons learned over the years. Lee Jay Berman, Darren 
Lee, John Freud and other speakers will discuss the importance of client outreach, marketing efforts 
and the best ways to take your mediation practice to the next level.



CLE & CME CREDITS 

Final approvals have been received from the following states for 2015:

• Alabama Bar: “NADN Retreat” Approved for 16.5 Regular CLE Hours, including 2.0 Ethics Hours

• Arkansas Bar: 16 Hrs CME, Self Reporting

• Colorado Bar: Course #747685 (17.0 General CLE Hours, incl. 2.0 Ethics Hrs

• Florida Bar CLE: Course#1502354N (19 General CLE credits, including 2.0 Ethics credits). 
   Florida CME (for self reporting): This course provides 19 CME hours total, including 2.0 Hrs for Ethics.

• Georgia Bar: Sponsor 4877, Course#197428 (16.0 Regular CLE Hours, including 1.5 Ethics Hours)
   Georgia CME (Self Reporting): This course provides 16 CME hours total, incl. 2.0 Hrs for Ethics.

• Indiana Bar: Sponsor 0106973, Course #189882 Approved 8.0 Regular CLE, 8.0 Non-Legal + 16CME Credits

• Iowa Bar: Course #184454 (16.0 General CLE Hours, incl. 1.5 Ethics Hrs)

• Kentucky Bar: Sponsor 7308, Course #155696 (16.5 General CLE Hours, incl. 1.5 Ethics Hrs)

• Minnesota Bar: Course #203168 (15.5 General CLE Hours, incl. 1.5 Ethics Hrs)

• Mississippi Bar: “NADN Retreat” Approved for 16.0 Regular CLE Hours, including 1.5 Ethics Hrs. 

• Missouri Bar: “NADN Retreat” Approved for 19.2 Regular CLE Hours, including 1.8 Professionalism.

• Montana Bar: Provider 921, Course 7989 - Approved for 16.0 Regular CLE Hours, including 1.5 Ethics Hrs.

• Nebraska Bar: Activity#105685 - Approved for 16.0 Regular CLE Hours, including 1.5 Ethics Hrs.

• New Hampshire Bar: Self Reporting, “NADN Training Retreat” (16.0 General CLE Hours, incld. 2 Ethics Hr) 

• New Jersey Bar: Provider#1364, Course 2 (19.2 General CLE Credits, incld. 1.8 Ethics) 

• North Carolina Bar: Sponsor 6034, Course #1 (16.0 Regular CLE Hours, incld. 1.5 Ethics Hours )

• Ohio Bar: Activity#00298789 - Approved for 16.5 Regular CLE Hours, including 1.5 Professional Conduct

• Oklahoma Bar: Provider 3383, Course # 78704001, - Approved for 19.0 CLE Hours, incl. 2.0 Ethics

• Oregon Bar: Sponsor 0106793, Course #60602 (17.25 General CLE Hours, incl 1Hr “Access To Justice”)

• Pennsylvania Bar: Provider 9382, Course #214923 - Approved for 16.0 CLE Hours, incl. 1.5 Ethics

• Tennessee Bar: Course #166814 (16.0 General CLE Hours, including 1.5 Dual/Ethics Hours)
   Tennessee CME: This course provides 16.0 CME hours total, including 1.5 Hrs for Ethics.

• Texas Bar: Sponsor 13345, Course #901318820 (16.0 Regular CLE Hours, including 1.5 Ethics Hours)

• Virginia Bar: Course #NCC1815 - Approved for 9.0 CLE Credits, but 0 Ethics

• Washington State Bar: Activity # 396517 - Approved for 16.0 Regular CLE Hours

• West Virginia Bar: “NADN Retreat” - Approved for 19.2 CLE Hours, incl. 1.8 Ethics

• Wyoming Bar: “NADN Retreat” - Approved for 16.0 CLE Hours, incl. 1.5 Ethics

• New York & New Mexico members to use Alabama Course Approval details for 16.5 CLE, incl. 2 Ethics Hrs.

• California members to self report valid CLE 

• Arizona, Massachusetts, Connecticut - no CLE or CME requirements.



REGISTRATION FORM

Only members of the National Academy of Distinguished Neutrals are eligible to attend this course. 

NAME __________________________________    FIRST NAME FOR BADGE? _____________

FIRM  ______________________________________________________________________

CITY/STATE/ZIP ___________________________________

TEL ___________________________    FAX ___________________________    

EMAIL _______________________________________________________

SPECIAL REQUIREMENTS (Dietary etc) ________________________________________

SELECT CHOICES: 

		   Yes, I’ll require a hotel room at the reduced nightly rates  	

		   No hotel room required, I’ll be driving in each day   	

		   Course Attendance Fee  ................................................................		 $1195
		          Incl. Wednesday reception, Friday Banquet and daytime breakfasts, lunches & refreshments	

		          Please specify preference for Friday Banquet Entrée? (Fish/Meat/Chicken/Veg)  __________

		   Extra Friday Banquet Guest	 ....................................................... 	 $150
		           Please provide name of your spouse/guest    ___________________________

                                                                                                                      TOTAL $ _________

THIS TOTAL WILL BE BILLED TO MY CREDIT CARD ON FILE ON April 1st 2015

Signature ______________________  Date ______________________
(If your credit card is not on file for Academy dues, please contact Rose-Anne Raies to make arrangements)

Hotel Reservations:
Hotel rooms are in addition to the above attendance fees. Make your reservation directly with the Four Seasons Hotel 
by calling (303) 389-3300 after March 1st 2015 - NADN room rate is $285.00+tax nightly, from Wed Aug 12 through 
Sat Aug 15, though attendees can access this rate for a longer stay if arriving earlier/staying later. Please be sure to 
identify yourself as an NADN member. May 1st is the final cutoff for reservations at this discounted rate.

Cancellation Policy: 
Full course refund before May 13th 2015 - no refunds thereafter, as hotel contract penalties will be applied to NADN.

2015 NADN Advanced Mediation Training Retreat
Four Seasons Hotel, Denver, CO - August 12-15 2015

Please fax or email signed form to Rose-Anne Raies at (866) 257-4698 or roseanne@nadn.org


