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Macro and Micro Questions 

 Macro questions  

 Overarching 

 General 

 Broad  

 Micro questions  

  Specific 

  Narrow 

  Focused  

 



Manageable and 

Unmanageable Questions 

 Manageable Questions 

 Prepares the listener to answer 

 Prepares the listener for further questions 

 Usually easy to get agreement 

 “ I s it your goal to have a durable agreement?” 

 Unmanageable  Questions 

 Cause difficulty and creates resistance 

 “Don’t you think we have talked about this 

enough?” 

 

 



Open-ended Questions 

 What is the goal of the question? 
 Establish rapport between the parties or with the mediator? 

 Share information between the parties?   

 Provide information to the mediator?  

 Provide opportunity for expansive answers by a reluctant 

party?  

 Give “floor time” to a party who has been overpowered by 

an aggressive party?  

 Change the tempo of the conversation?  

 How is the question phrased? 
 Broadly, seeking a narrative. 



Closed-ended Questions 

 What is the goal of the question? 
 Anticipation of a specific answer? 

 Confirming knowledge? 

 Reality testing?  

 Changing tempo of the conversation?  

 Directing the course of the conversation?  

 Gain commitment by a party? 

 How is the question phrased? 
 Specific and narrow, seeking minimal response. 



Elaboration Questions 

 What is the goal of the question? 
 Confirm that both parties have the same information? 

 Provide new information to the mediator? 

 Serve as a reality-testing device for the speaking or listening 

party? 

 Serve as a follow-up question? 

 Give “floor time” to a party? 

 How is the question phrased? 
 Framed so that the answer will expand on a previous 

statement. 



Clarification Questions 

 What is the goal of the question? 
 Verification of information previously shared between the 

parties? 

 Follow up to previous question? 

 Assessment of level of knowledge of one or both parties? 

 Changing tempo from open-ended questions?   

 Begin the transition from one party to the other party? 

 How is the question phrased? 
 A follow-up question that seeks clarifying information; 

narrower than elaboration, but broader than close ended. 



Confirmation Questions 

 What is the goal of the question? 
 Summarizes and seeks to confirm mediator’s understanding?  

 Links several statements into one confirmation?  

 Seeking commitment by a party? 

 

 How is the question  phrased? 
 Framed as to achieve verification of a party’s previous 

statement. 

 



Reflective and Active Listening 

Questions 

 What is the goal of the question? 
 Establish rapport between the parties? 

 Establish rapport with the mediator? 

 Provide validation, recognition or empathy? 

 Reframing for the listening party? 

 Detoxifying a statement? 

 Summarizing or paraphrasing a party’s statements? 

 How is the question phrased? 
 Framed so that the party feels heard and validated.  



Confrontational Questions 

 What is the goal of the question? 
 Utilize reality testing if a party has discrepancies, distortions, 

or unrealistic expectations in their statements? 

 Provide a power balance between the parties? 

 How is the question phrased? 
 Framed to question possible validity, veracity, or 

appropriateness of party’s previous statement. 

 

 



Hypothetical Questions 

 What is the goal of the question? 
 Provide options to parties? 

 Break impasse? 

 Create brainstorming environment 

 Encourage party participation? 

 Provide reality testing?   

 Move from the communication stage to the negotiation and 

problem solving stage?  

 How is the question phrased? 
 Framed to provide ideas to parties.  (Watch for power 

balance between mediator and the party.) 

 



Leading Questions 

 What is the goal of the question? 
 Provide reality testing? 

 Influencing the outcome by suggesting possible answer? 

 Break impasse?   

 Provide power balancing? 

 

 How is the question phrased? 
 Framed by the mediator to achieve a desired response from 

a party. 

 

 



Chip’s and Nina’s “Drop Dead” 

Questions 

 1. What do you think would be the most effective thing that 

we could do now? (or do next?) 

 

 2. What do you see are your choices or options?  

 

 3. How to you see that statement (or position, 

characterization, accusation) moves you closer to your goals? 

 

 4. What do you see as the consequences of that option? 

 

 5. What needs to change it order for you to feel comfortable 

moving forward? 

 



How We Say I t 

 Words  

 Content 

  “ I  can’t believe you said that.”  

 Tone and inflection 

 pitch, pacing, speed, direct/ indirect 

 Body Language 

 mirroring or disengaging 

 



Who Says I t and Who Receives I t 

 Reactive devaluation 
 The tendency for a person to dismiss or devalue the content 

of the message based on their negative feelings about the 

person delivering the question/message.   

 Filtering 
 People hear what they want to hear, they need to hear or 

what they fear to hear.  

 Ownership 
 Singled out if the question is directed to them? Left out if 

the question was not directed to them?  

 



Conclusion 

 

Questions have great power to change a 

process and an outcome.   

 

Be mindful, be strategic, be patient, and be 

consciously competent in what you do. 
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