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October has been a full month in the mediation 
community.  Happy Birthday to the WMA!  Though we 
formally adopted out first bylaws and assembled our first 
Board of Directors in 1983, we collaborated with the King 
County DRC and celebrated A Quarter Century of 
Peacemaking in Washington State on October 20, 2010.  It 
was a festive coming together of the mediation community 
in the greater Seattle area.  With our membership growing, we would love to collaborate 
with other DRCs around the state to celebrate your significant milestones. 

WMA window decals are in! When you renew your membership, 
we will send you a window decal to help spread the word about 
mediation.  I am also distributing them to members as I travel 
around our beautiful state.  In October I visited mediators in 
Yakima and in Kennewick.  The amount of time, passion, and 
effort people pour into our developing field is significant.  I feel so 
honored to be working and learning with you. 

Who has influenced your work lately?  Your input is important to the Board of Directors.  
Have you read a new book related to conflict resolution?  Write up a review and send it to 
us.  We welcome you to take an active role in the WMA and are 
always looking for lecture reviews and news of exciting projects 
in our field.  We are inspired by what you are doing in your area 
of the state.  Let us know and we’ll share your good news with 
the entire state. 

Enjoy your read and please remember to VOTE. 

Sarah Bergdahl 

WMA Mission:  To advance the use of mediation as an effective form of alternative dispute resolution; to 
foster high standards of mediator conduct, training and certification; and to be the voice of mediators in 

Washington State. 

  

Cake at the October 20 event 
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20-Year Club Interviews by Sarah Bergdahl 
 Dick Croll 

 
Nancy Graber Pigeon 
 

Dick Croll had a 
vision.  He applied his 
considerable 
relationship-building 
skills to his vision and 
before long had a 
“grand scheme,” with 
people lined up to take 

part!  In the late ‘80s, after becoming 
Executive Director of Rental Housing 
Mediation Service and changing its name to 
Dispute Resolution Center of Snohomish, 
Dick began envisioning a DRC accessible to 
every county in the state. 

From the hallway outside his closet-sized 
office, he and his staff organized trainings 
that served as the premier model of mediator 
training for the next two decades.  Sue Ann 
Allen (featured in the Sept./Oct. WMA 
newsletter) was one of the first people 
through the program.  Dick cut his training 
teeth as a junior high and high school 
teacher in the 1960s before becoming a labor 
advocate for union and management and, 
eventually, Seattle’s Executive Director of 
the National Education Association.  Dick 
lights up when talking about teaching and 
training. 

Along with his friend, attorney Claude 
Pierson, and others, Dick founded the ADR 
section of the Washington State Bar 
Association and began opening lawyers’ 
eyes to the light of 
mediation.  

Why repeat parking 
directions when you 
can fly out of your 
office on a sunny fall 
day, hit the corner of 
University and D 
Street just as my black 
Honda swings by, hop 

in the open door, and navigate from the 
front seat?  Nancy Graber Pigeon is a 
compact bundle of confidence and energy 
and this is how we met outside of Shaws-
Smyser College of Business, on the 
Central Washington campus in 
Ellensberg where she teaches.  

A native of Connecticut, Nancy moved 
to Hawaii in 1983 and discovered the 
busy Neighborhood Justice Center.  As 
she would continue doing for the next 
two and a half decades, Nancy jumped 
into mediation with both feet, learning, 
co-mediating, and soon becoming a 
trainer. In Hawaii, Nancy also mediated 
in the Victim Offender program where 
the victim and offender each share their 
experiences, often beginning the road 
toward healing.  The program was 
powerful, and Nancy was hooked. 

After law school and helping to start the 
Sacramento, California DRC, Nancy 
moved to Ellensberg and settled into life 
as an attorney with a Yakima firm. 

Interviews continued on page 3 
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(from page 2) He traveled the state speaking, 
teaching, and “having a ball!”  He proudly 
recalls the dedication of Thurston County 
volunteers.  They were among the first 
groups to send people to training and 
internships in Snohomish, a long drive from 
Olympia.  When he observed that all 
counties couldn’t financially support their 
own DRC, he helped Snohomish develop a 
multi-county model, serving the needs of 
Skagit, Island, and Snohomish.  Deep into 
fond recollection, he rattles off memories of 
working and training with Greg Abell in 
Kitsap and Matt Fairbanks in Yakima, UW 
Law School in Seattle, Chris Sheasly in 
Clark County, and exciting people in 
Whatcom and Jefferson.  In almost the same 
breath he throws in that he started the 
Federal Executive Board in the early ‘90s.  

Though vision and action motivated Dick 
throughout his career, they weren’t enough. 
He wisely went to work to ensure the field’s 
sustainability.  With the help of Snohomish 
County Councilwoman, Liz McLaughlin, 
he drafted a bill requiring a surcharge on 
District Court filing fees to help support 
DRCs.  He recalls driving through a 
snowstorm to present the bill to the House of 
Representatives.  Many DRCs are now 
partially funded through this fee.  

How has he maintained his passion for 
mediation all these years?  “It works!!” he 
laughs.  “These programs will always be 
here!”  continued on page 7 

20-Year Club Interviews (continued) 
 Dick Croll  

 
Nancy Graber Pigeon 
 (from page 2) Though she found mediation 
skills and concepts more challenging to 
use after her training as a lawyer, 
mediation still called; before long, she 
found herself on the steering committee to 
set up the Yakima DRC. 

There she has co-mediated and trained for 
the past 20 years.  A practicing attorney in 
employment law, Nancy believes in 
keeping cases out of court whenever 
possible.  “Attorneys see solutions and 
head toward those,” she observes. 
“Mediation allows parties to fashion their 
own settlements that work for them.” 

With two small children at home, a 
husband, and a full-time job, Nancy finds 
it challenging to fit in many community 
mediations.  Instead, she focuses on 
growing mediation awareness.  As a 
professor of Human Resources and 
Business Law, she theoretically and 
experientially exposes students to conflict 
resolution via arbitration and mediation. 
Matt Fairbanks, Executive Director of 
Yakima DRC, frequently guest lectures in 
her classes and is a familiar face to the 
students she motivates to volunteer at the 
DRC. 

Nancy was not familiar with the WMA 
and looks forward to using our web site as 
a resource for her students.  The WMA 
salutes your enthusiasm and dedication, 
Nancy! 
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Sam Imperati Training, a Review 
 

By Seldon Prentice 

Who would have thought a mediation training could be so utterly entertaining? Sam 
Imperati’s training, “ 50 Ways to Break an Impasse” was certainly that. The all-day 
training was infused with self-deprecating humor about Italians (Sam is Italian), pompous 
lawyers (Sam is a lawyer), and anyone who is a bit too self-satisfied to see another point of 
view. Beyond the humor, however, Sam offered a plethora of helpful tips on breaking an 
impasse, and on mediating in general. Some highlights: 

Sam urged us to be transparent as mediators and advised the following: 

• Make sure your clients know ahead of time your style of mediation, and what that 
means.  

• If you work mainly in joint sessions, be clear about that. If you work mainly in 
caucus, be clear about that. 

• Be transparent in explaining the theories behind mediation. Sam uses the iceberg 
metaphor to explain mediation to his clients: the parties’ positions and arguments are 
the tip of the iceberg. The real work of mediation is under the water where the 
underlying values, needs and interests are explored. 

• When you reach an impasse and have run out of ideas, be honest with the parties, 
and consider asking them for help! 
 

Sam also urged the audience to be open to new ways of mediating. If you do most of your 
work in joint session, Sam suggests you consider that there may be reasons why a client 
might prefer separate sessions. If you mainly use separate sessions, consider the benefits of 
joint sessions.  In his own mediations, Sam gives his clients a choice. 

Similarly, Sam challenged the audience about our own biases as mediators. Although 
many mediators look down on the idea of “the law” being relevant to a mediation, Sam 
suggested that in some cases “the law” might be an underlying interest, to the degree that 
the law represents fairness.  

Sam offered us the acronym “SWAP LION” to use in caucus with parties when helping 
them evaluate their positions. The letters stand for Strength (Where are you strong?), 
Weaknesses (Where will the other side say they are strong?), Alternatives (If the conflict is 
not resolved, what will happen?)…continued on page 6 
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Molly Gordon’s  
Marketing Tips  
 By Jasmine Marwaha 

So, you’ve decided to become a professional 
mediator. You get the training, the mentorship, 
and the certification. Maybe you have a website. 
And you’re ready to mediate! Except one thing: 

You need clients.  

For many mediators, the shift to thinking like an 
entrepreneur is not intuitive. Thankfully, Molly 
Gordon was here to provide advice to the 
“accidental entrepreneurs” among us at the 
October WMA Workshop on Marketing Your 
Mediation Practice.  Molly’s suggestions helped 
participants understand promotion on a deeper 
level, beyond websites and flyers. Her tips 
included: 

1. Create	  a	  safety	  zone	  when	  talking	  to	  
prospective	  clients	  by	  being	  present-‐
minded,	  and	  invite	  them	  into	  your	  zone.	  
The	  focus	  then	  becomes	  on	  connection,	  
rather	  than	  selling.	  

2. Identify	  your	  ideal	  client	  and	  write	  and	  
speak	  as	  if	  you	  were	  talking	  to	  that	  one	  
client.	  

3. Sell	  to	  the	  client’s	  wants,	  not	  their	  
needs.	  As	  mediators,	  we	  are	  trained	  to	  
identify	  underlying	  needs	  based	  on	  a	  
party’s	  position.	  Marketing	  instead	  
involves	  describing	  what	  a	  client	  needs	  in	  
language	  that	  they	  can	  instantly	  recognize	  
as	  what	  they	  want.	  
(continued	  on	  page	  6)	  	  

Faith and 
Mediation 
  
 

 

By Sarah Bergdahl 

John Paul Lederach, a Mennonite, 
scholar, author, and internationally 
active mediator who works in areas with 
violent, entrenched conflicts spoke three 
times last month in Seattle.  I mention 
his religion because it is a salient part of 
his identity and seems to be the ground 
from which springs his actions and 
speech.  

In working with people who have 
experienced generations of 
overwhelming violence, John watches 
for a spark of life that says, “something 
different is possible.”  Faith, he believes, 
means you are willing to give birth to 
that which you can’t see. He keeps his 
“feet on the ground” (trying to see all 
that is really there, including the 
violence-supporting systems and 
structures) and his “head in the clouds” 
(developing a “moral imagination”).  He 
asks us to refuse to be dualistic and to 
practice curiosity, which he defines as 
enough caring to keep looking.   

“Mediators,” he says, “need to capture 
what is the essence.” He recommends 
writing haiku as a strategy for noticing 
more.  Lederach, who has listened to the 
world’s most heart-broken and desperate 
people, reminds us that playfulness, too, 
has a place in conflict resolution. 
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Marketing Tips  
 

From page 5 

4.  Create a path for clients to get to know     
you, with steppingstones such as written 
work, newsletters, social media, workshops, a 
variety of services, etc. A series of 
commitments made adds trust to the 
relationship.  

5.  Build momentum by identifying where 
your energy comes from and directing that 
energy towards your ideal client with 
sustained small efforts.  

The workshop was a great introduction into 
the world of marketing for those of us who are 
“allergic” to self-promotion. Ironically, as we 
sat in the Pandora Tea House, a dozen 
protestors were picketing the building’s 
landlord outside. As we left the workshop, 
more than one mediator stopped to chat with 
the crowd, perhaps putting Molly’s advice to 
good use!  

If you are interested in learning more, sign up for 
the newsletter at www.authenticpromotions.com.  

From page 4 

Perspectives (What is driving the 
controversy? What do they need to agree 
on resolution?), List Interests (list each 
party’s interests), and Negotiation (tie 
proposals to legitimate objective 
standards). 

While Sam presented us with a mass of 
ideas about impasse, one more that stood 
out for me was the “Umbrella Question.” 
When faced with an impasse, consider 
asking the parties a question that addresses 
both parties’ interests as well as the 
common interests. The example Sam gave 
was of an employment dispute in which 
the employees’ flex time option was being 
cut. The Umbrella Question that led to 
resolution in the mediation was, “How 
can we assure adequate shift coverage, 
while also respecting the need to plan 
personal lives, thereby meeting our 
financial objectives and the fair 
distribution of work?” The diagram of the 
Umbrella Question would be: “How can 
we address (insert interests of Party A) 
while at the same time addressing (insert 
interests of Party B) thereby satisfying our 
(insert common interests)?” 

For more information about Sam and the 
Institute for Conflict Management, go to 
http://www.mediate.com/ICM/pg202.cfm.  

 

Sam Imperati Training 
 

(From page 3)  Dick believes strongly in the 
importance of the certification process offered 
by the WMA.  As a lifelong educator, he is 
also proud of our annual co-sponsorship of the 
NW ADR Conference. 

There is so much more I wanted to say about 
this remarkable man.  For now I’ll close with, 
“Thank you, Dick!” 

Dick Croll  
 


