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Back to in-person mediation at select Justice of the Peace Courts
The decision of when and how to return to in-person hearings,
and subsequently in-person mediation, at the Harris County
Justice of the Peace courts was entrusted to each individual
Justice of the Peace, with public health and safety being their
primary concern. At time of publication, the DRC is providing
in-mediation services at the following Justice of the Peace (JP)
Courts:
Justice of the Peace Eric Carter, Precinct 1, Place 1
7300 N. Shepherd, Houston, TX 77091

Justice of the Peace Jo Ann Delgado, Precinct 2, Place 1
10851 Scarsdale, Houston, TX 77089

Justice of the Peace Jeff Williams, Precinct 5, Place 2
16715 Clay Road, Houston, TX 77084

Justice of the Peace Sharon Burney, Precinct 7, Place 2
5300 Griggs Road, Houston, TX 77021

Justice of the Peace Holly Williamson, Precinct 8, Place 1
7330 Spencer Highway, Pasadena, TX 77505

If you are interested in volunteering to mediate at any of these courts, please send us an email at
email@drchouston.org and we will forward your information to the appropriate DRC Case Manager.
We do anticipate returning to other JP Courts in the coming months.
And as always a HUGE shout out to all our volunteers!

Mediator Tip

CAUTION: Agreement Ahead!
Flushed with success, it is now time for you, the mediator, to
pen the mediated settlement agreement that will allow the
parties to move past their dispute and/or lawsuit. Accuracy
is critical during this stage. Omissions or errors could
negatively impact one, or both, of the parties in the future.
It is wise to slow down and ensure the agreement accurately
reflects the parties’ understanding of actions to be taken.
With the exception of one court (Justice of the Peace, Precinct 5, Place 2, Hon. Jeff Williams), mediators
are able to draft an agreement that best represents the parties’ actions. A mediator will be well served to
review the final written agreement and try to avoid common pitfalls listed below.
Using nontraditional colored ink – While magenta may be a “cool” color, it does not copy well. It is best to
use black or blue ink.
Using complex legal terms – It is best to use plain English (unless an attorney represents a party and has
specific language requirements.)
Using ambiguous terms – Terms like soon, reasonable, cooperative can be open to interpretation and
mean different things to different people.
Using the terms Plaintiff and Defendant exclusively – Use the parties’ real names. If later in the agreement
you wish to use Plaintiff and Defendant, make sure you have specifically identified them by name and role
at the beginning of the agreement.
Not using full dates, time frames and payment totals – All dates should include the day, month and year.
If a payment plan is generated, don’t forget to first state the total amount to be paid, and then when the
payments will be made. Consider using the calendar on your phone to list specific dates rather than terms
like third Tuesday of every month. Using specific dates also allows for uneven monthly payments. Verify
with the parties how payment is to be made (check, certified funds, Zelle etc.) and if payment is to be
mailed on or received on the agreed payment dates (don’t forget to take into account processing time for
electronic payments.)

Continued on next page...

Mediator Tip Continued...
Including third parties not present at mediation – It is best for the mediator to speak personally (via phone
or Zoom etc.) with any third party who is listed in the agreement. For example, if a third party is to
provide the location for any exchange of items, the mediator should verify that the third party is able (and
willing) to serve in that capacity. Once confirmed by the mediator, a section may be added within the
agreement stating that the mediator spoke with and confirmed any action to be taken by the third party.
Not spending enough time reality testing the agreement – Assisting the parties reach an agreement is hard
work and sometimes mediators rush the agreement writing process. A wise mediator will take time to
review the agreement to look for potential compliance issues. Potential issues may be addressed with the
parties (typically in caucus). The most common issues is whether or not the mediator truly believes that a
party can afford the monthly payment amount agreed upon. For example, if a party is agreeing to pay
$475/month, but you know their total monthly income is $1,600/month, the mediator might consider
reality testing with that party to confirm their ability to pay that amount (as tactfully as possible of
course) , or whether perhaps there needs to be some additional negotiation.
Not all parties signing the agreement – The agreement needs to be signed by all parties. Any
strikethroughs and/or changes should be initialed by all parties (including the mediator.) If you are
mediating virtually (via Zoom etc.) it is best not to let the parties “leave” while you write the agreement
because you may never get them back onto the mediation once they disconnect.
While this list is by no means exhaustive, it does reflect the most common agreement writing forced
errors experienced at the DRC. We truly believe that significant time constraints (especially at the JP
courts) contribute to most of these errors.

For more details

Book Review

THE CONFLICT PIVOT:
Turning Conflict into Peace of Mind
by Tammy Lenski
In Tammy Lenski's latest book, The Conflict Pivot: Turning Conflict into Peace of
Mind, I have discovered a rich resource that I can use in the moment while I’m
working with clients, and which I can give to my clients to guide them when
they're in the grip of a conflict.
The Conflict Pivot is a remarkable, clear, beautifully written, and wonderfully
organized book. It is grounded in Tammy Lenski's years of experience as a
mediator, teacher, and conflict coach and her thoughtful analysis of the themes and issues in many
disputes and conflicts.
She gives examples not only from her professional experience, but her own personal struggles with
conflict as well, which adds depth, humor, and humanity to her writing and gives her ideas an immediacy
that is very appealing to clients.
She has distilled complex ideas and processes into a crystal clear, exquisitely simple and highly effective
process that experienced conflict resolution professionals can use to help clients, that conflict resolution
teachers can use to teach new mediators and coaches, and that coaches and mediators can recommend
(or hand) to clients to help them to successfully get through their own conflict, personal or professional.
Dr. Lenski begins by discussing the most common mistakes people make in conflicts:


Equating their version of what happened with the truth.



Blaming the other person for the discomfort they feel.



Focusing on what happened in the past instead of looking to the present and future.

These mistakes get in the way of the desired outcomes this book helps people reach, which are: 1) Let the
conflict go (even without any participation from the other person) or 2) Know exactly what to talk to the
other person about to move through the conflict.
The Conflict Pivot helps your clients understand why a conflict hooked them, and to see their own conflict
patterns and cycles of blame so they can change them for the better. The book further offers the hope
that your clients can truly let go of the past, and reclaim their own power in any conflict situation.

Continued on next page...

Book Review continued...
The book is structured around three conflict pivots.
Pivot 1: Away from their own stuck story and toward its message. Instead of telling the same stuck story of
the conflict over and over, clients begin to understand what parts of their conflict have prompted a strong
reaction, and what elements of the story they continue to dwell on.
Pivot 2: Away from the other person’s behavior and toward their own conflict hooks. Instead of focusing
on the other person’s behavior, your client begins to understand what hooked them in the conflict.
Dr. Lenski explores six aspects of core identity: competence, autonomy, fellowship, status, reliability, and
integrity, which can get challenged in a conflict. Understanding these can help our clients respond instead
of react.
Pivot 3: Away from the past and toward the now. Instead of being trapped in the past, clients can look
toward the future, what they want and how they can get there.
Each pivot has thoughtful questions you can use to help your clients see their underlying issues around the
conflict, and a wealth of examples that make the pivots and how to use them very clear.

About the Author:
Dr. Tammy Lenski founded her conflict resolution firm in 1997 after a decade in higher
education leadership as a dean, vice president, and assistant professor. In addition to
working with private clients, she’s served on the faculty of four U.S. graduate programs
(Woodbury College, University of Massachusetts, Marlboro College, Lipscomb
University), including as co-founder of the world’s first master’s degree in mediation at
Woodbury College.

About the Reviewer:
Lorraine Segal is a certified Conflict Management coach and teacher, specializing in
communication and conflict resolution in the workplace. For many years a middle
manager and tenured community college professor, she has her own business, Conflict
Remedy LLC. She currently teaches at Sonoma State University, Santa Rosa Junior
College, and St. Joseph Health Life Learning Center (Memorial Hospital) and works
with various businesses and organizations.

Verbal Active Listening Skills
Paraphrase - Summarize the main point(s) of the message the speaker shared to
show you fully understand their meaning.
Ask open-ended questions - Ask questions that show you’ve gathered the essence
of what they’ve shared, and guides them into sharing additional information. Make
sure these questions cannot be answered with a simple “yes” or “no.”
Ask specific probing questions - Ask direct questions that guide the speaker to
provide more details about the information they’ve shared or narrow down a broad subject or topic.
Use short verbal affirmations - Short, positive statements will help the speaker feel more comfortable and
show you’re engaged and able to process the information they’re providing. Small verbal affirmations help
you continue the conversation without interrupting the speaker or disrupting their flow.
Display empathy - Make sure the speaker understands you’re able to recognize their emotions and share
their feelings. By showing compassion, rather than just feeling it, you’re able to connect with the speaker
and begin establishing a sense of mutual trust.
Recall previously shared information - Try to remember key concepts, ideas or other critical points the
speaker has shared with you in the past. This demonstrates you’re not only listening to what they’re saying
currently, but you’re able to retain information and recall specific details.

“The aim of argument, or of discussion, should not be victory, but progress.”
― Joseph Joubert

Mediation Funnies

Thank you to all our volunteers who took time
to mediate with us in July and August!
Ackerman, Aaron
Amos, Kesha L
Armstrong, Paul
Arntz, Jill
Barahona, Kimberly
Barry, Virginia
Bartholet, Dominique
Blanco, Ileana
Boudreaux, Olan
Brown, Kristy
Canada, Meredith
Carter-McZeal, Carmen V.
Casavant, Geoff
Caston, David G
Chan, David
Chapman, Marquelle
Cheairs, Nikita
Clay, Rosa
Clerkin, Amanda
Coleman, LeRoy
Cummings, Sarah
DaSant-Crawford, Monique H.
Davis, Heather
De La Garza, Delia G.
DeSoto, David
Dickson, Stacy
Disch, Annette
Donovan, John
Fortson, Alicia
Furgason, Phillip
Gammell, Bradley
Guerrero, Deanna
Hoss, Felicia Harris
Jackson-Matthews, Sheryl

Kreider, Stephen
Lawson, Deborah
Leverett, Nan
Ligums, Ann Bradford
Lowry, Maria
Lunceford, Erin
Mann, June
Martin, Ernest
Mayer, Sylvia
McCoy, Michael
McGruder, Patricia
Medrano, Nichole
Millenson, Barry
Morgan, Michael
Neal, Kristi
Nech, Nichole
Page, Brenda
Parsley, Katherine
Prather, Michael J.
Rodriguez, Amelia
Rokes, Susan
Santire, Stanley
Schein, Salomon
Scott, Cyrenian S.
Stevens, Rhea
Tabangay-Vigilla, April
Taylor, Nina
Vonder Haar, Tory
Wagner, Frederick
Wells, Judy
Womac, Terry
Zamanian, Ali
Zimmerman, Alvin L.

To subscribe to our bi-monthly newsletter “Mediation Matters”, please click on the
“Subscribe” button below. You will receive an email alert on the day of publication.
The DRC does not share or sell any email lists. Your information will remain private
and used only to alert you that a new edition of our newsletter has been posted to
our website.

We Want To Hear From You!
Have a comment about this edition or an idea or suggestion
for a future DRC newsletter?
Please let us know about it at newsletter@drchouston.org.
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