Cardiology Equipment

A negotiation exercise for two parties

March/April, 2023
Synopsis
A multi-specialty group practice has just recruited two invasive cardiologists to join their practice and has agreed to purchase the necessary office equipment for the new physicians.  The cost of the equipment, however, is more than anticipated.  At the same time, a small practice with a single cardiologist in the town has just decided to take a job at an HMO and is interested in selling the office equipment -- which would meet the needs of the multi-specialty group.  The parties (small practice representative(s), multi-specialty group practice representative(s)) are about to meet for the first time to discuss the possible sale / purchase of the equipment.
Roles
Each team will be assigned to one of four roles for this negotiation exercise.  

· The multi-specialty practice team

· The small practice team

· Observers

· Reporters

In addition, since we are almost 30 people, we will divide our large group into two smaller groups (A & B).  Each small group will role play the negotiation exercise.  This will allow participation by everyone.
Briefing

A.  Purpose of the negotiation exercise

•
To provide a structured and shared setting in which to learn about negotiation.  

•
To provide a safe setting in which to apply and practice new skills. 

•  
To introduce an approach to continued learning in negotiation:  preparation, observation, review.

•
To illustrate the potential advantages of "principled negotiation".  

B.  Specific instructions.  

•
Logistics.  You will have time to prepare before our Zoom session.  There will be 20 minutes to negotiate the case during our session.  Roles for each site are included in the slides for our session.    

•
Instructions to each party are confidential.  Don't share any information before negotiating the case.  Within the negotiation you may reveal whatever information you wish to your opposite party.  Outside the exercise and the Zoom session, please don't share them. 

•
Instructions are complete.  You may (and will) interpret the facts of the case differently.  Don't make up new facts and expect to get away with it.  Deliberate misrepresentation is one strategy that may be used.  But, as is sometimes the case in real life, it will emerge in the subsequent discussion.

•
Role playing, experimentation and acting.  Your learning will be greatest if you seriously adopt the role you are assigned.  Experimentation with new approaches that you might personally be comfortable will help.  Acting in ways that don't fit you will by and large not be helpful.

• 
Responsibility to others.  Serious preparation and sincere efforts to play your role will not only help your learning.  Others' learning depends upon your level of effort.  
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