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TRAINING TIME 
by President Joe Miller 

 
We all know the constant battle we face. 
Training time is incredibly hard to come by. 
Between tight budgets, staffing shortages, 
and mounting operational demands, getting 
your team into a room together is a luxury. 
Because our time is limited, we cannot afford 
to waste a single minute on generic, check-
the-box exercises. 
Here are seven high-impact strategy tips to 
help you extract maximum value from every 
training hour you secure. 
 
1. Weaponize Your After-Action Reports 
Do not let your old paperwork gather dust. 
Pull out several years of After-Action Reports 
(AARs) and hunt for the friction points. Look 
specifically for the things that did not go as 
optimally as you wanted. Take those exact 
stumbles and bake them directly into your 
next training scenarios. It is the best way to 
expose lingering vulnerabilities or verify that 
a past issue has finally been resolved. 
 
2. Democratize Your Expertise 
Look at your roster with fresh eyes and make 
subject matter experts out of your team 
members. Hierarchy shouldn't dictate who 
teaches. Your newest, youngest team 
member might have a lot to teach your most 
senior negotiator about using social media 
for intelligence gathering or using modern 
digital tools as a negotiation platform. Find 
those hidden skills and exploit them. 

3. Mine Your Threat Assessment Teams 
(TAT) 
If you have access to a Threat Assessment 
Team, pick their brains for cases they have 
managed. Confidentiality is a TAT’s bread 
and butter, so they won't give you names, but 
a strong relationship will yield valuable, 
anonymized insights. Training on their active 
case profiles prepares your team for an 
incident that local experts are afraid might 
happen. It is the operational equivalent of 
watching game tape for an upcoming 
opponent and having your game plan 
practiced before the crisis hits. 
 
4. Enlist Community Experts for "Special 
Populations." 
Identify specialists in your community and 
bring them in to train your team in how to 
communicate with special populations. If 
you are wondering what qualifies as a special 
population, it is simple: any group your team 
might encounter that makes you say, "I wish 
we knew more about them beforehand." I 
recently sat through a presentation on 
sovereign citizens and learned an immense 
amount. Reach out to local academics, 
clinicians, or advocacy groups to fill your 
knowledge gaps. 
 
5. Leverage High-Risk Sites for Reality-
Based Training 
Take your team out of the classroom and 
conduct training directly at local sites with a 
known history of suicide incidents, such as 
specific bridges, parking structures, or high-
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rise ledges. Familiarizing your team with the 
actual topography of these high-risk 
locations before a crisis occurs is invaluable. 
However, when planning these site visits, 
your training coordinators must answer four 
critical operational questions during the 
reconnaissance phase: 

 Power Logistics: Will we have 
electrical power readily available on-
site for our throw phones, command 
laptops, and tactical communication 
gear, or do we need to bring portable 
generators? 

 Safety & Technical Skills: Would our 
team benefit from specialized "rope" 
or "harness" safety training to safely 
operate near these specific vertical 
drops and edges? 

 Environmental Limitations: How 
does this specific site physically 
affect or limit our communication 
capabilities, such as creating radio 
dead zones, blocking cell signals, or 
introducing heavy ambient noise (like 
highway traffic)? 

 Tactical Footprint Constraints: How 
does the geometry of the site limit our 
physical setup, line-of-sight, or 
integration with the tactical/SWAT 
team if an emergency entry or 
preservation-of-life deployment 
becomes necessary? 
 

6. Destabilize Your Technology Training 
(Don't Rely on Your "Geek Squad") 
Most teams have at least one tech-savvy 
person, that "geek squad" operator for whom 

technology just naturally makes sense. I am 
not that guy. Because of that, I challenged 
my team to assemble and use our primary 
system, as well as all sub-systems, during 
every single training day. Once they became 
competent at that, I made them do it 
completely in the dark. Once they mastered 
the dark, I had our tech guy intentionally 
sabotage the equipment—throwing a wrong 
cord into the case or creating another 
simple, realistic nuisance—and made them 
troubleshoot it under pressure. My team 
absolutely hated me for it, but it paid off in 
the field multiple times. Remember: the 
absolute fastest way to lose your incident 
commander's confidence is to show up on a 
live scene and not be able to get your gear 
working, especially your command speaker. 
 
7. Network Through Mutual Evaluation 
It is tough to justify spending an entire, 
scarce training day just "training" another 
agency's team. Instead, use a shadow 
system. Send just one or two of your team 
members to a neighboring agency to act as 
role-players or scenario evaluators. This 
exposes your operators to different tactics, 
forces them to analyze negotiation dynamics 
objectively, and delivers a meaningful 
training experience without draining your 
entire unit's schedule. 
Let's make sure our limited training hours 
count so we are fully prepared when the call 
comes. 
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TRAINING FUNDS 

WSHNA has training funds 
available for members in 

good standing. We have money for you in the 
form of Training Day lunches, coƯee, donuts, 
etc. We also have money for you in the form 
of a $500.00 Individual Scholarships. You can 
read all the guidelines on the Training Page at 
www.wshna.com 

 

 

 

 

 

REID TECHNIQUE 

WSHNA Members who are in 
good standing receive a 
discount at John E Reid 
Technique. POC is Toni 

Overman, toverman@reid.com. 

WHY SHOULD YOU BE PART OF 
WSHNA?  

 Annual Training Seminar provides 
leading presenters in our specialized 
field. 

 Fantastic networking opportunities. 

 One of the best HNT Competitions in 
the United States. 

 Team Training Funds & Individual 
Scholarship opportunities. 

 Membership allows access to the 
NCNA Website. 

 Discounts at John E. Reid Classes. 

 Support the WSHNA Mission. 

 Lots of quality 'negotiator time'. 

 

MEMBERSHIP PORTAL 

If you attended the training seminar in 
Spokane 2026, then your membership is 
valid until the start of Salem 2027. If you 
want to join now and see the benefits of 
WSHNA membership, here is a link at 
www.wshna.com.  

RESEARCH TOPICS 

Have you ever wondered if 
somebody else  has 
previously researched a topic 
you are now tasked with 

researching? Well, WSHNA keeps a 
database of subjects that have been 
previously explored by WSHNA members. 
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The list is an on-going collection of topics, 
and we realize that some of the contact 
persons/emails are no longer valid 
(retirement, left law enforcement, or 
correction). But it is a good place to start. 
There is a link on the home page of 
www.wshna.com. 

 

A complete history of WSHNA is linked on 
our website at www.wshna.com. Lots of 
hard work by Board Member Greg Heun 

over several years has made this possible. 

REQUEST FOR INFORMATION 

We're looking to see what other teams are 
doing for a coaching position in 
armor/forward negotiations situations. Are 
there defined roles and duties teams have for 
that spot beyond coaching the 
negotiator/hailer? How are those coaches 
working and coordinating with tactical in 
those forward positions?  

All feedback is greatly appreciated! 

Brandon Rathje, BRathje@eugene-or.gov. 
Crisis Negotiation Team 
Eugene Police Department 

 

REPLY TO ARMOR/FORWARD 
NEGOTIATIONS FROM PRESIDENT JOE 
MILLER 

Winning Over Tactical 

Back in the day , you have to realize that 
putting a negotiator up front with the stack 
was a brand-new concept for us. Honestly, it 
took some serious selling. Tactical had to 
first tolerate us being there, then accept us, 
and finally realize how much we could 
actually help them. 

The Real Mission: Tactical Liaison 

In my eyes, the forward negotiator has one 
main job: stabilize the situation 
immediately, then pass the negotiation 
back to the main cell. 

Because the forward operator is juggling so 
many tactical obligations, their real identity is 
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the "Tactical Liaison." They are the ultimate 
two-way bridge for information between the 
entry team and the main negotiation cell. 
When I was in that role, I spent a ton of time 
doing two things: 

 Explaining the timeline: Keeping the 
entry team calm by explaining exactly 
"what the f#@$ is taking so long" with 
the dialogue. 

 Preventing nullification: Educating 
tactical on why doing things "oƯ-book" 
hurts us. If they make a sudden move 
without telling the negotiator, it makes 
the negotiator look powerless and 
completely destroys our credibility 
with the subject. 

Solving the "Coach" Problem in Tight 
Spaces 

Look, I am a massive fan of having a forward 
negotiator. But to make it work, you have to 
keep their role tight: focus on tactical 
announcements, get the situation stable, and 
hand it oƯ to the main cell as fast as 
possible. 

By limiting their airtime, you also eliminate 
the need to squeeze a formal "coach" 
position up front with them. Let’s be real. 
Space inside an armored vehicle is always at 

a premium, and you just can't fit two 
negotiators in the stack. 

Here is how I structured it to get around that 
footprint issue: 

 Train a small pool: I always kept 2 or 3 
"trained forwards" on the roster 
because some high-risk setups do 
require more than one guy up front. 

 The "Remote" Coach: If only one 
forward was deployed, I kept the other 
trained forward back at the main 
negotiation cell. 

 The Intel Pipeline: That second 
forward stayed in direct radio contact 
with the guy up front. They acted as a 
part-time coach, but more 
importantly, they fast-tracked any 
juicy tactical intel the main cell 
uncovered straight to the formal cell. 

This gives your forward element a lifeline 
without cluttering the tactical space. 

EVERYBODY LIKES AN 
‘ATTA-BOY’ 

Consider recognizing a 
deserving team member with 
an annual WSHNA Award. 
More details 
www.wshna.com.   
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BELLEVUE, WASHINGTON TRAINING 
OPPORTUNITY 

 

SOCIAL MEDIA 

You can follow WSHNA on Facebook, X, & 
LinkedIn. Just a reminder that you should 
have bawind@comcast.net, 
brucewind@comcast.net, 
@mail.vresp.com, and @wbxmail.net on 
your ‘safelist’ or ‘whitelist.’ This will ensure 
that important WSHNA emails are not sent to 
your Spam or Trash folders. Government 
agencies very often have strict filters. Many in 
our line of work are abandoning social media 
(I understand) and we are having a 
challenging time communicating valuable 
information on the upcoming Training 
Seminar, outside training opportunities, & our 
generous training funds. Check your spam 

folders regularly, you may be missing great 
training opportunities. If you do not know how 
to manage your safe list, contact your IT 
person. 

FBI HIGH RISK CHECKLIST - FACTORS IN 
HOSTAGE/BARRICADE SITUATIONS 

This is a good checklist to use when briefing 
scene commanders who may not be 
‘negotiation savvy.’  

(  )  1. The subject 
deliberately commits an 
action that he knows will 
cause a response from, 
and confrontations with, 
police. 

(  )  2. The victim is known and specifically 
selected by the subject, especially if the 
subject has had a romantic involvement 
with the victim, or if the victim is a family 
member. 

(  )  3. History of problems between the 
subject and the victim, severe enough to 
warrant police intervention especially if 
problems involve allegations of wife of child 
abuse and/or the victim has filed a 
complaint (e.g., obtained a restraining 
order) against the subject. 

(  )  4. Direct threats against (or actual injury 
to) the victim, combined with no 
‘substantive’ demand. 
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(  )  5. History of previous similar incidents.                                                                                                                                                 

(  )  6. The subject has experienced multiple 
recent life stressors (e.g., financial loss, job 
loss, emotional loss, loss of self-esteem).  

(  )  7. Cultural background of subject 
emphasizes significance of ‘loss of face’ 
and/or importance of macho/male 
dominance in relationships. 

(  )  8. Lack of familial or social support 
system (e.g., no family or friends or chronic 
isolation from family). 

(  )  9. Verbalization of intent to commit 
suicide. 

(  ) 10. Subject has given a ‘verbal will’ to 
someone or has ‘set his affairs in order.’ 

 

41st Annual WSHNA Training 
Seminar & HNT Challenge 

April 2027 – Salem, Oregon 

 

SALEM CONVENTION CENTER 

 

NEW JERSEY SEMINAR 

Two-day seminar on November 9-10, 2026. It 
is being held in partnership with 
the American Foundation for Suicide 
Prevention's New Jersey Chapter and with 
support from the New York Association of 
Hostage Negotiators at the Hard Rock Hotel 
and Casino in Atlantic City.  

Learn more and register 
here: https://njhnt2026.eventbrite.com/. To 
help make this year aƯordable, we have 
added a Super Early Bird rate that is only 
available until Sept. 6th at $225. 

You can also register yourself/team via 
purchase order. Email 
JeƯ@TheNarrativeLab.org.  

This will be a great opportunity to learn, train, 
and network with negotiators from across the 
state (and beyond!). We already have 
committed to presenting local and national 
experts. We will be having an informal meet-
up on Sunday evening for those coming early 
and a reception on Monday night. 

 


