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Welcome to Our Webinar!
While waiting for the presentation to begin, please read the following reminders:

ÅThe presentation will begin promptly at 10:00 a.m. Pacific Time

ÅIf you are experiencing technical difficulties, email sarah@allianceforhope.com

ÅTo LISTEN to the presentation on your phone, dial +1 (415) 655-0060

ÅAccess Code: 434-971-425 or listen on your computer speakers

ÅAttendees will be muted throughout the presentation

ÅTo send questions to the presenter during presentation:

ÅClick on Questions in the toolbar (top right corner)

ÅType your comments & send to presenter

ÅThere will be a Q & A session at the end of the presentation.

ÅThe presentation will be recorded & posted on www.familyjusticecenter.org

ÅPlease complete the evaluation at the end of the presentation. We value your input.  

mailto:sarah@allianceforhope.com
http://www.familyjusticecenter.org/
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Thank You to Our Sponsor

The Office on Violence Against Women!

This project is supported all or in part by Grant No. 2014-TA-AX-K058 awarded by the Office on Violence Against Women, 

U.S. Department of Justice. The opinions, findings, conclusions, and recommendations expressed in this 

publication/program/exhibition are those of the author(s) and do not necessarily reflect the views of the Department of 

Justice, Office on Violence Against Women.
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Your Host:

Casey Gwinn, Esq 

President

Alliance for HOPE International 
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The Why & the How 

ÅOrder online today: www.familyjusticecenter.org

http://www.familyjusticecenter.org/
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Available at www.familyjusticecenter.org or 

www.amazon.com

http://www.familyjusticecenter.org/
http://www.amazon.com/
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Itôs easy to join our mailing list!

Just send your email address by text message: 

Message and data rates may apply. 

Text 

hopegiver

To 22828 to get 

started. 



www.allianceforhope.com CREATING PATHWAYS TO HOPE

Follow Us Online

@iam4hope

@familyjustice

allianceforhope.com

strangulationtraininginstitute.com

familyjusticecenter.com

camphopeamerica.com
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Thank You to Our Sponsor:

Thank you to:

The Office on Violence Against Women 

for making this training possible!

This project is supported all or in part by Grant No. 2014-TA-AX-K008 awarded by the Office on Violence Against Women, U.S. 

Department of Justice. The opinions, findings, conclusions, and recommendations expressed in this publication/program/exhibition 

are those of the author(s) and do not necessarily reflect the views of the Department of Justice, Office on Violence Against Women.
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Office on Violence Against Women

Bea Hanson 

Principal Deputy Director

Kevin Sweeney 

Program Manager
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Alliance for HOPE Team
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Next Advanced Strangulation Course

October 18-21 in Ft. Worth, Texas
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Your presenter today:

Alicia L. Aiken, JD

Director, Confidentiality Institute

Principal Consultant, Aiken Strategic Partners



© Confidentiality Institute, Inc.

NEGOTIATING WITH ALLIES IN A

MULTI-DISCIPLINARY COLLABORATION

Alicia L. Aiken, J.D.

alicia@confidentialityinstitute.org
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Alicia Aiken

ÅAttorney who has practiced in urban, 

suburban, and rural areas.

ÅHelp collaborations navigate privacy.

Å15 years representing survivors of 

violence & people living in poverty.

ÅExperience in criminal defense and 

civil rights cases.
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Learning Objectives

1. Understand the basic principles of 

interests -based negotiation.

2. Consider source of friction over 

confidentiality.

3. Articulate concrete strategies for 

negotiating with allies about 

confidentiality.
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Poll #1

I have told a professional ally that I 

wouldnõt share information with them.

ÅFrequently

ÅSometimes

ÅAt least once

ÅNever
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Give us some examples
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Poll #2

When a partner at my FJC wonõt give 

me information, it feels like:

ÅNo big deal

ÅAn uncomfortable inconvenience

ÅAn upsetting thing, but it blows over

ÅA real damage to the long -term 

relationship
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Chat in your thoughts:
Why is observing confidentiality hard in 

multi-disciplinary collaborations?
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Uncertainties in Collaborations

ÅWho is in charge?

ÅAre you here for the same reasons 

Iõm here?

ÅDoes co-location change any of my 

confidentiality rules?

ÅDo you like/trust/understand me?

ÅWait, whatõs the goal here, exactly?
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Assumptions & Confidentiality

ÅòConfidentiality means keeping 
secrets from the bad guys.ó

ÅòIf you keep secrets from me, you 
must think Iõm a bad guy.ó

ÅòIf I canõt give you information you 
want, I canõt help you at all.ó

ÅòIf Iõm not helping you, Iõm not doing 
a good job/being a good ally.ó
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Stock Phrases that 

touch a nerveé

ÅòI can neither confirm nor deny 

whether we have worked with that 

person.ó

ÅòI cannot comment on an ongoing 

investigation.ó

ÅòHIPAA wonõt let me answer that.ó
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My Thoughts on why it is hard
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Typical Reactions to Hard Things?

ÅAggression ð

ïòIõm mad as hell and Iõm not going to 
take it anymore!ó

ÅAccommodation ð

ïòI like you; I hope you like me.           
Soé I guess Iõll give in here.ó

ÅAvoidance ð

ïòOhé Iõve got to take this call.ó
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An 

Alternative 

Approach
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Develop the òPositive Noó

ÅYes!

ïYou are always saying yes to something. 

ïFigure out what it is & protect it.

ÅNo.

ïOnce the decision is made, be clear.

ÅYes?

ïOffer alternative to build the 
relationship.



© Confidentiality Institute, Inc.

Interests-Based

Negotiations
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Respect & Real òInterestsó

ÅInterests-Based Negotiation means:

ïRespect others

Å& manage your emotions

ïUnderstand interest of others

ïUnderstand your own interests

ïFind ways to meet both when possible

ÅWhile staying true to your own interests
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What are òInterestsó?

ÅWhy person cares about immediate 
issue.

ÅWhy person does this work.

ÅWhat person wants others to think of 
them.

ÅWhat person is afraid of.

ÅWhat person hopes for.

ÅWhat personõs physical needs are.
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No.

Yes?


