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3 Types of Empathy

Goleman, D. (1995). Emotional intelligence: Why it can matter more than IQ. New York: Bantam Books.



Cognitive 
Empathy

• By definition: “Simply knowing 
how the other person feels and 
what they might be thinking. 
Sometimes called perspective-
taking”

• What it’s concerned with: Thought, 
understanding, intellect.

• Benefits: Helps in negotiations, 
motivating other people, 
understanding diverse viewpoints.

• Pitfalls: Can be disconnected from 
or ignore deep emotions; doesn’t 
put you in another’s shoes in a felt 
sense.



Emotional Empathy

• By definition: “when you feel physically 
along with the other person, as though 
their emotions were contagious.”

• What it’s concerned with: feelings, 
physical sensation, mirror neurons in the 
brain.

• Benefits: Helps in close interpersonal 
relationships and careers like coaching, 
marketing, management and HR.

• Pitfalls: Can be overwhelming, or 
inappropriate in certain circumstances.



Compassionate 
Empathy

• By definition: “With this kind 
of empathy we not only 
understand a person’s 
predicament and feel with 
them, but are spontaneously 
moved to help.”

• What it’s concerned 
with: Intellect, emotion, and 
ACTION.

• Benefits: Considers the whole 
person.

• Pitfalls: Few—this is the type 
of empathy that we are 
striving for!





We get 
close but 

often miss 
the mark



Initial Conditions



A little about needs…

• Often overlook needs and 

react to BIG behavior

• Mistake services or goals as 

needs

• Getting a service does NOT 

mean needs are met

• Don’t feel comfortable 

sitting with the family 

around things causing them 

the most pain

• Don’t pay enough attention 

to the patterns that emerge 

through generations





Making meaning…

• The way individuals come to make 

meaning and the way they come to 

express events is a dynamic, 

interactive process that is shaped by 

the influence of others. 

• As developing individuals interact with 

their environments, they receive 

feedback that informs their self-view 

and this information helps them 

determine how to change their 

behavior to make themselves the 

people they want to be.

Fung, H., Miller., P.J., & Lin, L.C. (2004). Listening is active: Lessons from the narrative practices of Taiwanese families. In M.W. Pratt & B.E. Fiese (eds.), Family stories and the life course: Across time and generations. 

Mahwah, NJ: Erlbaum



The Last Family
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Contact Information

National Wraparound Implementation Center (NWIC)

www.nwic.org

Email: nwic@ssw.umaryland.edu

The Institute for Innovation and Implementation

University of Maryland, School of Social Work

525 W. Redwood St

Baltimore, MD 21201-1023

Email: theinstitute@ssw.umaryland.edu

Website: www.ssw.umaryland.edu/theinstitute


