
MOST PEOPLE DREAD GOING TO COURT. Nobody wants 

to get sued. No company wants to lose business on allegations 

of poor quality of its products or services, and no one likes 

contract disputes. Still it happens. Billions of dollars and mil-

lions of lives are sucked in to litigation and the legal system 

each year. Wouldn’t it be wonderful if there were only some 

way to avoid all that? Well, there is. Mediation is the key. It is 

an evolved, highly focused, and non-adversarial process to re-

solve even the most complicated disputes. It is a conciliatory 

and facilitative process that declares no winners or losers. Usu-

ally, neither party gets everything it wants; but both parties 

come away with something they can live with.  

 With the help of a mediator or mediators, you deter-

mine the outcome—not by courts, the media or any external 

third party. The most common personal disputes that can be 

resolved through mediation include divorces, problems with 

neighbors, landlord/tenant disagreements, family fights over 

wills, debt collection, and even disputes between parents and 

teenagers. Mediation is becoming popular among businesses 

and all levels of government. Increasingly, companies would 

rather mediate than litigate on issues such as labor relations, 

accusations of unfair hiring practices, contract negotiations, 

regulatory topics and quality complaints. 

No issue is too big or too small for mediation. Media-

tion has been gaining credibility and serious recognition for 

over a decade. A survey conducted by Price Waterhouse and 

Cornell's PERC Institute on Conflict Resolution of over 530 

corporations in the Fortune 1000 category revealed that 90% of 

respondents view mediation as a critical cost-control technique, 

54% of respondents indicate that cost pressures were what 

made them try mediation, and 88% of respondents reported 

using mediation in the last three years. Any issue that is going 

to court can be mediated first, likely at a fifth of the cost and in 

about a tenth of the time.  

Most parties over-estimate the strength of their own 

positions. But the biggest value is that you get to determine 

your own future. When you go to court, you’ve lost control. A 

judge or jury will determine your fate. But with mediation, you 

have one last chance to determine your own future, which will 

likely be far better. Courts generally accept mediated settle-

ments. Usually, neither party gets everything it wants; but both 

parties come away with something they can live with. Major 

crises that were ended through the mediation process include 

the 1979-81 Iranian hostage crisis, the 1987 Atlanta federal 

prison riots, the Catholic Church crisis in Poland and the lower-

ing of the Berlin Wall. Judges in many U.S. states refuse to 

hear civil or divorce cases until formal mediation has first been 

attempted. 

If you have the courage and humility you can undo a 

lot of hurt and retrieve things of great value you thought were 

gone forever. Yet most people are still not familiar with media-

tion, something that a firm like The Negotiators, is trying to 

change. “The Negotiators” is a mediation firm that follows a 

strict code of confidentiality. Mediators understand that people 

want the fighting to stop. They want to prevent the downward 

spiral of volatile situations and promote positive results. That 

isn’t going to happen in court.  
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PRIOR TO DECIDING MY NEXT CAREER adventure, I ex-

perienced what many have faced. It was the five minute “we are 

making some organization changes” lecture from my manager. 

As those words came out of his mouth, I was anticipating a new 

role or perhaps a lessening of my responsibility within the com-

pany. However, I never imagined that after years of dedication, 

loyalty, and significant contributions, I was being downsized 

right out of my job. Unbelievable! As fast as those words came 

out of my manager’s mouth, I began reaching out to my contacts 

and acquaintances; typical of someone who find himself or her-

self suddenly without a job. Wait! I had been gainfully employed 

for twenty-five plus years but had only seventy-five documented 

contacts. They were people in my small sphere of influences in-

cluding co-workers, managers, clients, and industry peers. “Oh, 

my gosh, where is my Rolodex!” I asked myself. “Where is my 

contact management system that hold the vast network of people 

whom I have met or did business with over the years? Why is my 

Outlook Address Book near empty?” 

I have conducted business and personal interactions with 

countless individuals including clients, business associates, re-

cruiters, and close friends in the past. Each of them had their own 

networks. But I only have seventy-five documented contacts. 

That was not going to be enough to help me find a job or start a 

business. I quickly realized that I had lost over two decades of 

valuable contacts who could potentially help me out. So, I set off 

to feverishly rebuild my network. I went through my phone books 

and e-mails, and started compiling a spreadsheet composing of 

information of my colleagues, recruiters, acquaintances, friends, 

and family. From that point on, I made sure that with every new 

contact I had, I would determine what, how and where he or she 

could compliment my network for the present and for the future. I 

entered his or her information into an online Excel spreadsheet. I 

learned that I could not wait to create, grow and maintain my 

network. I need to do it today, tomorrow and always. Through 

my new networking development scheme, I was able to gather 

enough guidance, contacts, leads, referrals, prospects, and other 

information to launch a new career, buying and running a busi-

ness excellence consulting and coaching business. The following 

are some “Network Development” practices I have to share. 

 

 Network, Network, Network – Join local and national asso-

ciations, and referral and networking groups such as Refocus 

on Referrals or the Atlanta Business Alliance. 

 

 Create A Contact Log – Use an online Contact Management 

Systems (CMS), an Outlook Address Book, or an Excel 

spreadsheet to create a contact log. Use the millions of con-

tacts in Linked In to create, grow, and maintain your net-

work. 

 

 Capture critical and key information about each individual 

including the contact’s full name, company name, business 

address, office phone, cell, e-mails, and more. Make a note 

of how and when you meet that individual. Write down spe-

cific information that you learn about his or her spouse, 

kids, birthday, hobbies, sports teams, pets, etc.  

 

 Business Cards – Either buy a business card scanner that 

will allow you to automatically upload all of the busi-

ness card information into your CMS system or contact 

spreadsheet, or put a process in place to get all of the 

business card information into your contact system 

sooner than later. 

 

 Maintain Contacts – As your network grow, have a plan 

or process in place to update changes and maintain your 

relationship with your contacts. Regularly help your 

contacts so that they can help you in time of need.  

 

In summary, it is critical that you create, grow, and maintain 

your network today, tomorrow and always. 
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