LOAN MEDIATION
CHANDLERPRIVATE 

-
You and Barkai have worked together for almost four years.  The two of you used to be good friends but lately the relationship has fallen apart over some money.  

-
At work, the two of you have informally lent small amounts of money to each other whenever the other person was short of cash.  

-
Three or four months ago Barkai gave you $500 over the course of two weeks.  Barkai did not seem to be worried about the money and had not asked for it.  You were planning to pay it back soon.

-
Last week Barkai came to your office and demanded the money in front of several people.  You told Barkai to leave and Barkai said something about taking you to court.  

**************************************************

Don't reveal the facts below in the joint session.  Only reveal them in the caucus AFTER the mediators have demonstrated some communication skills to get this information from you. 
-
You were surprised, angry, and embarrassed by Barkai's actions at your office.  It was unnecessary.  You think you lost face in front of your co-workers. Barkai should have discussed the matter privately with you.  

-
Barkai should apologize to you.  

-
You certainly owe some money.  You remember borrowing at least $500 but it might be more.  You needed the money to pay "personal" bills from a gambling loss.  You do not want people to know that you had gambled.  

-
You are willing to pay what you borrowed (if you are treated with respect), but you are short of cash right now.  You could pay $200 soon and then pay $100 dollars per month.  You would like to settle this problem and remain friends. 


Bark-Chan
LOAN MEDIATION
BARKAI
-
You and Chandler have worked together for almost four years.  The two of you used to be good friends but lately the relationship has fallen apart over some money.  

-
At work, the two of you have informally lent small amounts of money to each other whenever the other person was short of cash.  

-
A couple of months ago you loaned Chandler $800, but Chandler has not paid back the money and in fact has avoided talking about it.

-
Last week you went to Chandler's office and asked for the money.  Chandler told you to leave.  You got angry and threatened to "take him to court."  


**************************************************

Don't reveal the facts below in the joint session.  Only reveal them in the caucus AFTER the mediators have demonstrated some communication skills to get this information from you. 
-
You were embarrassed when Chandler told you to leave the office.  

-
You are angry because you have not been told why the money has not been repaid.  

-
You may have over reacted by going to Chandler's office and demanding money, but you are still very angry at how you have been treated by someone whom you thought you could trust.  There were other people in Chandler's office.  Chandler might have been embarrassed by the incident.

-
You have been under financial pressure and you need the money soon.  You need at least $300 dollars now and the rest of the money within 2 months.  

-
Your spouse has been saying for weeks, "Go get your money from Chandler."  You were tired of hearing your spouse talk about it.  

-
You are not perfectly sure how much Chandler owes you.  You have a bank receipt showing that you withdrew $400 and you are pretty sure that you gave Chandler another $350 to $400 in cash.

-
Nonetheless, you still want to remain friends with Chandler if you can work out this problem.
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LOAN MEDIATION

BARKAI - CHANDLER 
You will attempt to mediate a dispute between two co-workers (Barkai & Chandler) over money borrowed at work.

MEDIATION PROCESS

1.  INTRODUCTION


Introduction of people


Explain the Mediation process



- "I will not decide.  I will be neutral."



- "This will be confidential."

2.  COLLECT INFORMATION


Have both parties explain the dispute


Ask some open-ended & clarifying questions


Hold private meetings with each disputant.  


Ask about:



facts, feelings, history, needs, interests, reasons


Ask "why?" Past and future relationship?

3.  HELP THE PARTIES TO NEGOTIATE


Help parties brainstorm solutions


Be optimistic and positive. 



Help save "face"


Do not judge the result

4.  CONCLUDE THE AGREEMENT


Get details in the agreement 



When and how will money be transferred?

