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Mindfulness 101: Mindfulness, Me-gotiations, and 
Going to the Balcony 
By Scott L. Rogers 

Share this: 

As I write these words, it is a few hours before dawn, and I am deciding whether to head to the 

beach for my morning practice or take a crack at writing this month's column. This is an internal 

negotiation, representative of the countless such negotiations we have with ourselves each day. We 

could call these "me-gotiations." It takes only a few moments reflection to realize that, indeed, life is 

a series of internal negotiations, one after the other. Get up or press the snooze button? Accelerate 

or let the pushy driver in? Check an incoming text or keep your eyes on the road? Listen or 

interrupt? Finish the memo or exercise? Go to bed or check the news? Endless. And this doesn't 

include the perpetual series of negotiations we have with other people. 

The balcony on which I sit reminds me of a helpful metaphor for a useful negotiation tactic-and 

mindfulness practice-we'll explore today. The rush of cars to my left reminds me of the busyiness 

of my mind, and life, and of getting things done, while the rhythmic flow of the ocean to my right 

awakens me to the spaciousness of mind and the value of patience and being present. To be or to 

do? That appears to be the question. I'm turning away from the computer for a few moments to 

engage in a mindfulness practice. When I return to this column, whether it be in ten minutes or 

sometime thereafter, I'll more fully explore what it means to go to the balcony. 

The View from the Balcony 







Below is a diagram that illustrates a little more fully the process of mindfully going to the balcony. 

As a closing consideration, the ability to go to the balcony depends on being aware of the need to 

do so. Fortunately, the same mindfulness practices we bring with us to the balcony are the very 

tools that help establish that awareness in the first place. 

Observe Breath 
Notice Thoughts/Feelings 

Scan Body Sensations 
Expand Awareness 

BE PRESENT 
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Problem Solve 
Analyze 
Repair 
Decide 

DO SOMETHING 

More Likely to Respond Effectively 
and to Optimize Outcome 

Becoming Reactive -->Unaware--> 
More Likely to Over-React and 

Potentially Compromise Outcome 
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