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NECR5050: Healthcare Negotiation 

Online Asynchronous Course 

3 

Instructor:   [Name, title, email address and phone number] 

Office Hours:  [Time and location] 

Response Policy: [Include a statement about your preferred means of communication and when students should expect a 

response from you. Will you be available 24/7 or during the workweek only? Will you generally 

respond within 12 or 24 hours?] 

Facilitator/Teaching Assistant, if applicable: [Name, title, email address and phone number] 

Office Hours:  [Time and location] 

Response Policy: [Include a statement about your preferred means of communication and when students should expect a 

response from you. Will you be available 24/7 or during the workweek only? Will you generally 

respond within 12 or 24 hours?] 

Course Overview 

The topic of health care continues to capture the attention of the nation in ongoing debates fueled by rising costs, overutilization 

and the implementation of much needed reforms (Affordable Care Act). As the healthcare industry continues to rapidly evolve, 

it provides immense opportunities for learning and applying concepts, theories and research related to negotiation and conflict 

resolution in procurement of medical devices and difficult conversations such as advanced directives to name a few. This 

course is applicable not only to students pursuing careers in health care, but is also designed for students who are interested in 

applying negotiation skills that they have learned in an environment that can be emotionally charged and conceptually complex.  

Throughout this course students will be given the opportunity to apply the skills they have learned from previous classes as well 

as solidify key concepts including but not limited to negotiation preparation, quantitative/qualitative analysis, influence, social 

cognition, asymmetrical information, and conflict resolution in a healthcare context. This course is designed to challenge each 

student to harness their critical thinking skills, uncover nuances and recognize the complexities associated with multiparty 

negotiations in healthcare. This course aims to enable students to develop and implement strategic processes that help bring 

parties together and promote new perspectives that will bridge the gap between the classroom and real-life scenarios.  

During the course, students will gain insight into the history of the US healthcare system as well as the changing dynamics 

associated with the Health Care Reform, and end of life discussions. This course will emphasize the role of negotiations from 

multiple perspectives and will utilize an expert panel videos of such subject matter experts as hospital 

administrators/executives, physicians and medical device manufacturers in order to provide historical case studies as well as 

review real-life negotiations. Students will actively engage in negotiation planning and role plays, read case studies and other 

materials about negotiation and the healthcare field, as well as, use industry software to help them prepare for negotiations. 

Note for NECR Students: As an elective offered by the Negotiation and Conflict Resolution (NECR) program, this course builds 

on students’ conflict negotiation skills (PS5105) and their application in healthcare. Students will further engage with concepts 

on the influences and cultural understandings of conflict parties, and conflict analysis (PS5107, PS5124, PS6125, and PS6150). 

The aforementioned courses will contribute to the understanding of this course’s content and should, in general, be taken before 

this elective. 

Class Format 

● The first part of the course will provide an overview of the current healthcare system and new initiatives associated with 

the health care reform. 

Please use the syllabus structure below. Share your syllabus 

with your Academic Director each semester, and post it to 

Courseworks. (Don’t forget to delete this text box!) 
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● The second part of the course will draw upon specific case studies and real-life negotiations from multiple perspectives, 

presented by the actual players currently or historically involved with implementing conflict resolution and negotiation 

strategies. 

● The third part of the course will consist of utilizing an industry software to help emphasize the importance of preparing 

and implementing strategies during negotiations.  

Learning Objectives 

● L1: Prepare protocols for multiparty negotiations between healthcare stakeholders. 

● L2: Examine healthcare conflict resolution and negotiation strategies from the perspectives and motivations of such 

healthcare stakeholders as hospital administrators, physicians, patients, family members, executives and medical device 

manufacturers. 

● L3: Apply quantitative and qualitative analysis for decision making within healthcare negotiation. 

● L4: Apply theories and models of social cognition, bias, habits, effective communication, power, influence, and framing 

within healthcare negotiations and conflict resolution. 

Readings 

Required Textbooks 

Deutsch, M., Coleman, P.T. & Marcus, E. (Eds.) (2014). The handbook of conflict resolution: Theory and practice. 3rd edition. 

San Francisco, CA: Jossey-Bass. ISBN-13: 978-1118526866 ISBN-10: 9781118526866 

 

Emanuel, E. (2014). Reinventing American health care: how the affordable care act will improve our terribly complex, blatantly 

unjust, outrageously expensive, grossly inefficient, error prone system. Public Affairs. ISBN-10: 1610395425 ISBN-13: 978-

1610395427 

 

Lewicki, R. J., Barry, B., & Saunders, D. M. (2016). Essentials of Negotiation. ISBN-978-0-07-786246-6 

Liu, M., & Chai, S. (2014). Negotiation excellence : Successful deal making World Scientific. doi:10.1142/9789814556958_0001 

ISBN-13: 978-9814556941 ISBN-10: 9814556947 

Makary, M. (2012). Unaccountable: What hospitals won't tell you and how transparency can revolutionize health care. New 

York, NY:  Bloomsbury Publishing. ISBN 978-1-60819-836-8 

Wheeler, M. (2013). The art of negotiation: How to improvise agreement in a chaotic world. New York, NY: Simon & Schuster. 

ISBN-10: 1480556580 ISBN-13: 978-1480556584 

 

Recommended Textbooks 

 

Bazerman, M. & Malhotra, D. (2007). Negotiation genius: How to overcome obstacles and achieve brilliant results at the 

bargaining table and beyond. New York, NY: Random House, Inc. ISBN-10: 9780553384116 ISBN-13: 978-0553384116 

Commented [1]: ISBN number needed 
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Bradley, E. H., Taylor, L. A., & Fineberg, H. V. (2013). The American health care paradox: why spending more is getting us 

less. First edition. New York, NY: PublicAffairs. ISBN-10: 1610395484 ISBN-13: 978-1610395489 

 

Kahneman, D. (2011). Thinking, fast and slow. New York, NY: Farrar, Straus and Giroux. ISBN-10: 0374533555 ISBN-13: 978-

0374533557 

 

Goldstein, N., Martin, S. & Cialdini, R. (2008). Yes!. New York, NY: Simon & Schuster ISBN-10: 1416576142 ISBN-13: 978-

1416576143 

 

Required Readings 

 

AED/TAC-12 Spring 2006. Introduction toData AnalysisHandbookMigrant & Seasonal Head 

StartTechnical Assistance CenterAcademy for Educational Development 

Contract with DHHS/ACF/OHS/Migrant and Seasonal Program Branch Pages 1-37 

 
Berlin, J. W., & Lexa, F. J. (2007). Negotiation techniques for health care professionals. Journal of the American College of 

Radiology, 4(7), 487-491. 

Cialdini, R. B., & Goldstein, N. J. (2004). Social influence: Compliance and conformity. Annu. Rev. Psychol., 55, 591-621. 

Cialdini, R. (2005). Basic Social Influence Is Underestimated. Psychological Inquiry, 16(4), 158-161. Retrieved from 

http://www.jstor.org/stable/20447283 

Chaix-Couturier, C., Durand-Zaleski, I., Jolly, D., & Durieux, P. (2000). Effects of financial incentives on medical practice: 

results from a systematic review of the literature and methodological issues. International Journal for Quality in Health Care, 

12(2), 133-142. 

Clay-Williams, R., Johnson, A., Lane, P., Li, Z., Camilleri, L., Winata, T., & Klug, M. (2018). Collaboration in a competitive 

healthcare system: Negotiation 101 for clinicians. Journal of Health Organization and Management, 32(2), 263-278. 

doi:http://dx.doi.org.ezproxy.cul.columbia.edu/10.1108/JHOM-12-2017-0333 

Emanuel,  J., Ezekiel (2014). Reinventing American health care : how the Affordable Care Act will improve our terribly 

complex, blatantly unjust, outrageously expensive, grossly inefficient, error prone system. New York :PublicAffairs, Part 1 

Chapters 1-4 

Fairbrother, G., Hanson, K. L., Friedman, S., & Butts, G. C. (1999). The impact of physician bonuses, enhanced fees, and 

feedback on childhood immunization coverage rates. American Journal of Public Health, 89(2), 171-175. 

https://www.wiley.com/en-us/The+Course+Syllabus%3A+A+Learning+Centered+Approach%2C+2nd+Edition-p-9780470605493
http://www.jstor.org/stable/20447283
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Fuchs, V. R. (2013). How and why US health care differs from that in other OECD countries. Jama, 309(1), 33-34. 

Fulmer, I. S., Barry, B., & Long, D. A. (2009). Lying and smiling: Informational and emotional deception in negotiation. 

Journal of Business Ethics, 88(4), 691-709. 

Gehlbach, H., & Vriesema, C. C. (2019). Meta-bias: A practical theory of motivated thinking. Educational Psychology Review, 

31(1), 65-85. 

Gehlbach, H., Marietta, G., King, A. M., Karutz, C., Bailenson, J. N., & Dede, C. (2015). Many ways to walk a mile in 

another’s moccasins: Type of social perspective taking and its effect on negotiation outcomes. Computers in Human Behavior, 

52, 523-532. 

Gostin, L. O. (2012). The Supreme Court's historic ruling on the Affordable Care Act: economic sustainability and universal 

coverage. JAMA, 308(6), 571-572. 

Gunderman, R. B., & Saravanan, A. (2010). From conflict to collaboration. Journal of the American College of Radiology, 

7(11), 831-834. 

Hooper, N., Erdogan, A., Keen, G., Lawton, K., & McHugh, L. (2015). Perspective taking reduces the fundamental attribution 

error. Journal of Contextual Behavioral Science, 4(2), 69-72. 

Keast, R. K., Maxwell, S. G., Barkman, S., Chetcuti, S., Oral, H., & Eagle, K. A. (2010). Cardiovascular supply cost negotiations: 

partnering for the future. The health care manager, 29(1), 68-74. 

Larochelle, M., Rodriguez, K., Arnold, R., & Barnato, A. (2009). Hospital staff attributions of the causes of physician variation 

in end-of-life treatment intensity. Palliative Medicine, 23(5), 460–470. https://doi.org/10.1177/0269216309103664 

Liu, M., & Chai, S. (09/16/2014). Negotiation excellence : Successful deal making World Scientific. 

doi:10.1142/9789814556958_0001Chapter 1 Planning and prep 

Makary, M. (2012). Unaccountable: What hospitals won't tell you and how transparency can revolutionize health care. New 

York, NY: Bloomsbury Publishing. Chapters 1-4 pages 9-56 

Marcus, L. J., Dorn, B. C., & McNulty, E. J. (2012). The Walk in the Woods: A Step‐by‐Step Method for Facilitating Interest‐

Based Negotiation and Conflict Resolution. Negotiation Journal, 28(3), 337-349. 

McKersie, R. B., Eaton, S. C., & Kochan, T. A. (2004). Kaiser Permanente: Using Interest‐Based Negotiations to Craft a New 

Collective Bargaining Agreement. Negotiation Journal, 20(1), 13-35. 

Mehter, H. M., McCannon, J. B., Clark, J. A., & Wiener, R. S. (2018). Physician approaches to conflict with families 

surrounding end-of-life decision-making in the intensive care unit: A qualitative study. Annals of the American Thoracic 

Society, 15(2), 241-249. doi:http://dx.doi.org.ezproxy.cul.columbia.edu/10.1513/AnnalsATS.201702-105OC  

Miller, O. (2014). The negotiation style: a comparative study between the stated and in-practice negotiation style. Procedia-

Social and Behavioral Sciences, 124, 200-209. 

Molinero, X., Riquelme, F., & Serna, M. (2015). Cooperation through social influence. European Journal of Operational 

Research, 242(3), 960-974. 

https://www.wiley.com/en-us/The+Course+Syllabus%3A+A+Learning+Centered+Approach%2C+2nd+Edition-p-9780470605493
https://doi-org.ezproxy.cul.columbia.edu/10.1177/0269216309103664
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Moses, H., Matheson, D. H., Dorsey, E. R., George, B. P., Sadoff, D., & Yoshimura, S. (2013). The anatomy of health care in 

the United States. Jama, 310(18), 1947-1964. 

Pat, C. (2013). From mindless to mindful practice — cognitive bias and clinical decision making. The New England Journal of 

Medicine, 368(26), 2445-2448. doi:http://dx.doi.org.ezproxy.cul.columbia.edu/10.1056/NEJMp1303712 Chapter 7 Power and 

influence in negotiations. Chapter 11 judgment bias. Chapter 13 managing emotions 

Poitras, G., & Meredith, L. (2009). Ethical transparency and economic medicalization. Journal of Business Ethics, 86(3), 313-

325. 

Reuben, D. B., & Cassel, C. K. (2011). Physician stewardship of health care in an era of finite resources. Jama, 306(4), 430-431. 

Rubin, J. Z., & Zartman, I. W. (1995). Asymmetrical negotiations: Some survey results that may surprise. Negotiation Journal, 

11(4), 349-364. 

Sebenius, J. K. (2013). What Roger Fisher got profoundly right: Five enduring lessons for negotiators. Negot. J., 29, 159. 

Sinclair, C., Davidson, C., & Auret, K. (2016). The role of mediation in advance care planning and end-of-life care. Australian 

Family Physician, 45(1), 69-73. Retrieved from http://ezproxy.cul.columbia.edu/login?url=https://search-proquest-

com.ezproxy.cul.columbia.edu/docview/1766009003?accountid=10226 

Sommers, B. D., & Bindman, A. B. (2012). New physicians, the Affordable Care Act, and the changing practice of medicine. 

Jama, 307(16), 1697-1698. 

Ury, W. (2013). The Five Ps of Persuasion: Roger Fisher's Approach to Influence. Negot. J., 29, 133. 

Wheeler, M. (2013). The fog of negotiation: What negotiators can learn from military doctrine. Negotiation Journal, 29(1), 23-

38. 

Young, M. J., Bauman, C. W., Chen, N., & Bastardi, A. (2012). The pursuit of missing information in negotiation. 

Organizational Behavior and Human Decision Processes, 117(1), 88-95. 

Resources 

Columbia University Information Technology 

Columbia University Information Technology (CUIT) provides Columbia University students, faculty, and staff with central 

computing and communications services. Students, faculty, and staff may access University-provided discounted software 

downloads (https://columbiait.onthehub.com/). 

Columbia University Library 

Columbia’s extensive library system ranks in the top five academic libraries in the nation, with many of its services and 

resources available online: https://library.columbia.edu/.  

SPS Academic Resources 

The Office of Student Affairs provides students with academic counseling and support services such as online tutoring and 

career coaching: http://sps.columbia.edu/student-life-and-alumni-relations/academic-resources. 

Course Requirements (Assignments) 

https://www.wiley.com/en-us/The+Course+Syllabus%3A+A+Learning+Centered+Approach%2C+2nd+Edition-p-9780470605493
http://ezproxy.cul.columbia.edu/login?url=https://search-proquest-com.ezproxy.cul.columbia.edu/docview/1766009003?accountid=10226
http://ezproxy.cul.columbia.edu/login?url=https://search-proquest-com.ezproxy.cul.columbia.edu/docview/1766009003?accountid=10226
https://cuit.columbia.edu/
https://columbiait.onthehub.com/
https://library.columbia.edu/
http://sps.columbia.edu/student-life-and-alumni-relations/academic-resources
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Class Participation 15% (Aligned to L1-L4): Throughout the course there will be opportunities to participate weekly in whole 

class and small group discussion forums. These discussion forums will be facilitated by the Instructor and/or Course TA and 

may take the form of specific prompts, such as questions or tasks. There will be opportunities to provide comments as an 

individual contributor and then respond to the posts by peers. 

Reflection Paper #1 10% (Aligned to L2-L4): Student will submit a 2-3 page reflection paper on the Case Study on Interpretation 

(GPO Negotiations) - Understanding the importance of alternatives and preparation. The assignment will provide students 

with the opportunity to analyze, diagram and reflect upon the challenges associated with the current state of healthcare 

negotiations. Students will be required to review this case study of an actual multi party healthcare negotiation and utilize 

principles from the coursework to identify the key challenges encountered by each party within the negotiation, as well as how 

the challenges (such as biases, framing effects, power differences etc.) influenced the final outcome of the negotiation. 

Reflection Paper #2 15% (Aligned to L2 and L4): Students will analyze a case study focused on advanced care planning and end 

of life discussions between multiple parties including physicians, patients and family members. Students will reflect on multiple 

perspectives and develop communication strategies that help uncover underlying interests, promote a deeper understanding of 

each party and how to work through challenging discussions and develop strategies that enhance understanding open dialogue 

and utilize conflict resolution models. Students are asked to submit a 5-6 page reflection paper for this assignment. 

Group Project 25% (Aligned to L1-L3): Students will be grouped into teams of consultants who are tasked to prepare for an 

engagement with a client. They will utilize Neptune PPA, an industry software for healthcare negotiation, to create a 

preparation protocol for healthcare negotiations for their client. For this protocol student teams will create network maps and 

develop a strategy to increase dynamism in negotiation. They will create a recorded presentation detailing their findings. 

Groups will be graded based on how well they use the healthcare data provided by Neptune PPA to develop network and 

conflict maps, as well as apply decision-making strategies from multiple perspectives and finally, the relevance of these 

strategies for their potential client. Students will also be assessed on the quality of the questions that they ask of their peers and 

their responses. 

Final Research Paper 35% (Aligned to L1-L4): In this assignment, students will select one of the available multi-party health 

care negotiation case studies on advance care planning, negotiations between physicians, administrators, and vendors or 

healthcare reform. Student’s will then analyze the perspective of one party within said negotiation and will be required to 

identify key components of the negotiation as well as uncover pitfalls created by biases, framing, social cognition, influence, 

habits, power use and ineffectual communication. They will also be required to utilize at least two theoretical frameworks to 

highlight areas of opportunity within the negotiation system. Finally, students will develop a strategy that optimizes their utility 

from the negotiation. Students will be assessed on how well they demonstrate their understanding of the key aspects from the 

coursework and how well they are applied to their case study. All papers must be APA formatted with appropriate references, 

double-spaced with one-inch margins, Times New Roman 12 pt. font. The paper should be no more than 10 pages in length 

(excluding citations). 

Evaluation/Grading 

Class Participation 15% (Aligned to L1-L4): This will be assessed on thoughtfulness and relevance of comments made and how 

well students are able to make connections between the reading materials in the class discussions. Students will be evaluated by 

their levels of engagement and participation during simulations and group activities. 

Reflection Paper #1 10% (Aligned to L2-L4): Students will be graded on their ability to reflect and apply key concepts found in 

the readings and discussed during class. Assessment criteria include Depth of Analysis, Grasp of Reading(s), Argument and 

Evidence, and Logic and Organization. 
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Master of Science in Negotiation and Conflict Resolution 

Page | 7 
Adapted from: The Course Syllabus: A Learning-Centered Approach, 2nd Edition, Judith Grunert O'Brien, Barbara J. Millis, Margaret W. Cohen. ISBN: 

978-0-470-60549-3. Available as an E-Book from Wiley at: 

https://www.wiley.com/en-us/The+Course+Syllabus%3A+A+Learning+Centered+Approach%2C+2nd+Edition-p-9780470605493 

Reflection Paper #2 15% (Aligned to L2 and L4): Students will be graded on their ability to reflect and apply key concepts found 

in the readings and discussed during class. Assessment criteria include Depth of Analysis, Grasp of Reading(s), Argument and 

Evidence, and Logic and Organization. 

 

Group Project 25% (Aligned to L1-L3): Students will be graded based upon the groups overall performance, ability to work 

together and present the applied concepts to the class. Assessment criteria include Ability to judge the interest and relevance of 

identified topics, Consistency within the methodology in terms of argument and originality, Strength of synthesis, and Ability 

to produce/give a professional high quality oral presentation/feedback using the relevant technical equipment. 

Final Research Paper 35% (Aligned to L1-L4): Students will be required to analyze a case study presented in class and apply 

multiple theories based upon the readings, propose a structured preparation plan for future negotiations as well as methods to 

address the interests of all parties involved in the negotiation. Assessment criteria include Depth of Analysis, Grasp of 

Reading(s), Argument and Evidence, and Logic and Organization. 

The final grade will be calculated as described below: 

FINAL GRADING SCALE 

Grade Percentage 

A+ 98–100 % 

A 93–97.9 % 

A- 90–92.9 % 

B+ 87–89.9 % 

B 83–86.9 % 

B- 80–82.9 % 

C+ 77–79.9 % 

C 73–76.9 % 

C- 70–72.9 % 

D 60–69.9 % 

F 59.9% and below 

 

ASSIGNMENT % Weight 

Class Participation 15 

Reflection Paper #1  10 

Reflection Paper #2  15 

Group Project 25 

Final Research Paper 35 

Total  100 

Course Policies  

Participation and Attendance 

https://www.wiley.com/en-us/The+Course+Syllabus%3A+A+Learning+Centered+Approach%2C+2nd+Edition-p-9780470605493
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You are expected to complete all assigned readings, and engage with others in online discussions. Your participation will 

require that you answer questions, defend your point of view, and challenge the point of view of others. If you need to miss a 

class for any reason, please discuss the absence with me in advance.  

Late work 

There will be no credit granted to any written assignment that is not submitted on the due date noted in the course syllabus 

without advance notice and permission from the instructor. 

Citation & Submission 

All written assignments must use APA, cite sources, and be submitted to the course website (not via email). 

School Policies 

Copyright Policy 

Please note—Due to copyright restrictions, online access to this material is limited to instructors and students currently 

registered for this course. Please be advised that by clicking the link to the electronic materials in this course, you have read and 

accept the following: 

The copyright law of the United States (Title 17, United States Code) governs the making of photocopies or other reproductions 

of copyrighted materials. Under certain conditions specified in the law, libraries and archives are authorized to furnish a 

photocopy or other reproduction. One of these specified conditions is that the photocopy or reproduction is not to be "used for 

any purpose other than private study, scholarship, or research." If a user makes a request for, or later uses, a photocopy or 

reproduction for purposes in excess of "fair use," that user may be liable for copyright infringement. 

Academic Integrity 

Columbia University expects its students to act with honesty and propriety at all times and to respect the rights of others. It is 

fundamental University policy that academic dishonesty in any guise or personal conduct of any sort that disrupts the life of the 

University or denigrates or endangers members of the University community is unacceptable and will be dealt with severely. It 

is essential to the academic integrity and vitality of this community that individuals do their own work and properly 

acknowledge the circumstances, ideas, sources, and assistance upon which that work is based. Academic honesty in class 

assignments and exams is expected of all students at all times. 

SPS holds each member of its community responsible for understanding and abiding by the SPS Academic Integrity and 

Community Standards posted at http://sps.columbia.edu/student-life-and-alumni-relations/academic-integrity-and-community-

standards. You are required to read these standards within the first few days of class. Ignorance of the School's policy 

concerning academic dishonesty shall not be a defense in any disciplinary proceedings. 

Accessibility 

Columbia is committed to providing equal access to qualified students with documented disabilities. A student’s disability 

status and reasonable accommodations are individually determined based upon disability documentation and related 

information gathered through the intake process. For more information regarding this service, please visit the University's 

Health Services website: https://health.columbia.edu/services/ods/support. 

Class Recordings 

All or portions of the class may be recorded at the discretion of the Instructor to support your learning. At any point, the 

Instructor has the right to discontinue the recording if it is deemed to be obstructive to the learning process. 

https://www.wiley.com/en-us/The+Course+Syllabus%3A+A+Learning+Centered+Approach%2C+2nd+Edition-p-9780470605493
http://sps.columbia.edu/student-life-and-alumni-relations/academic-integrity-and-community-standards
http://sps.columbia.edu/student-life-and-alumni-relations/academic-integrity-and-community-standards
https://health.columbia.edu/services/ods/support
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If the recording is posted, it is considered confidential and it is not acceptable to share the recording outside the purview 

of the faculty member and registered class. 

 

 

 

 

Course Schedule/Course Calendar 

Module/Week Topic Readings 
Activities/Assignments 

for this module 

Module 1: 

Overview of US 

Health Care 

System and 

Healthcare 

Reform 1 

● Historical Overview 

US Healthcare 

System 

 

Required Readings 

● Moses, H., Matheson, D. H., 

Dorsey, E. R., George, B. P., 

Sadoff, D., & Yoshimura, S. 

(2013) 

● Fuchs, V. R. (2013) 

● Gostin, L. O. (2012) 

 

Required Textbook 

● Emanuel,  J., Ezekiel (2014): Ch 1-

4 

 

Required Media 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

Module 2: 

Overview of US 

Health Care 

System and 

Healthcare 

Reform 2 

 

● Cost of Care: Health 

Care as a Market 

Failure and the 

Impact on Debt and 

Future US Economic 

Sustainability 

 

Required Readings 

● Sommers, B. D., & Bindman, 

A. B. (2012) 

● Reuben, D. B., & Cassel, C. K. 

(2011)  

 

 

 

Required Textbook 

● Makary, M. (2012). chapters 13-17 

 

Required Media 

● MD ADMIN Video 

● Review Media 

● Review Readings 

● Participate in Class 

Discussion Post 

● Case Study 1 for 

Reflection Paper 

Introduced 

 

Module 3: 

Understanding 

perceptions 

incentives and 

interests from 

● Attribution Theories 

● Social Perspective 

Taking Theory 

Required Readings 

● Larochelle, M., Rodriguez, K., 

Arnold, R., & Barnato, A. (2009)  

● Hooper, N., Erdogan, A., Keen, G., 

Lawton, K., & McHugh, L. (2015)  

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Continue working 

on Case study 1 
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multiple 

perspectives 2 

● Gehlbach, H., & Vriesema, C. C. 

(2019) 

● Gehlbach, H., Marietta, G., 

King, A. M., Karutz, C., 

Bailenson, J. N., & Dede, C. 

(201 

● Pennington, D. C. (2000). 

Social Cognition. London: 

Routledge. Retrieved from 

https://search-ebscohost-

com.ezproxy.cul.columbia.edu/

login.aspx?direct=true&db=e02

5xna&AN=60983&site=ehost-

live&scope=site chapters 2-4 

Required Media 

● Vendor Video  

 

Module 4: 

Negotiation 

theories and 

principles 1 

● Negotiation 

Preparation & 

Planning (Valuing 

Quantitative and 

Qualitative Analysis) 

 

Required Textbook 

● Lewicki, R. J., Barry, B., & 

Saunders, D. M. (2016): Ch 1 

● Liu, M., & Chai, S. (2014): Ch 1 

● AED/TAC-12 Spring 

2006 1-15 Required Readings 

● McKersie, R. B., Eaton, S. C., & 

Kochan, T. A. (2004)  

● Sebenius, J. K. (2013). 

 

Required Media 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Case Study 2 for 

Reflection Paper #2 

End of life 

communication 

Introduced 

● Reflection Paper 1 

due at the end of 

Module 4 

Module 5: 

Negotiation 

theories and 

principles 2 

● Developing 

Negotiation 

Strategies & 

Identifying 

Appropriate 

Orientations 

Required Textbook 

● Lewicki, R. J., Barry, B., & 

Saunders, D. M. (2016). Ch 2 and 

Ch 3 

● Wheeler, M. (2013). Part 1 Pg 18-

71 

● AED/TAC-12 Spring 

2006 22-37 

 

Required Readings 

● Miller, O. (2014) 

 

Required Media 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Continue Case 

Study 2 

Module 6: 

Negotiation 

theories and 

principles 3 

 

● Identifying 

Negotiation Tools 

and Resources 

● Understanding 

Alternatives 

Required Readings 

● Keast, R. K., Maxwell, S. G., 

Barkman, S., Chetcuti, S., Oral, H., 

& Eagle, K. A. (2010) 

● Marcus, L. J., Dorn, B. C., & 

McNulty, E. J. (2012) 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Reflection Paper 2 

on end of life case 
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● Neptune PPA 

Software Overview 

 

Required Textbook 

● Lewicki, R. J., Barry, B., & 

Saunders, D. M. (2016). Ch 4 pg 

90-113 

 

Required Media 

study due at the end 

of Module 6 

Module 7: 

Negotiation 

theories and 

principles 4 

● Collaboration & 

Competition 

● Quantifying Value 

● Investigative 

Negotiations 

(Uncovering 

Underlying Interests) 

● Software Continued 

  

 

Required Readings 

● Clay-Williams, R., Johnson, A., 

Lane, P., Li, Z., Camilleri, L., 

Winata, T., & Klug, M. (2018)  

● Gunderman, R. B., & Saravanan, 

A. (2010) 

● Berlin, J. W., & Lexa, F. J. (2007) 

 

Required Textbook 

● Deutsch, M., Coleman, P.T. & 

Marcus, E. (Eds.) (2014). Ch 1 

 

Required Media 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

   ●  

Module8: Conflict 

Resolution in 

Healthcare 3 -  

● Conflict De-

escalation & 

Communication 

Strategies 

Required Readings 

● Mehter, H. M., McCannon, J. B., 

Clark, J. A., & Wiener, R. S. 

(2018) 

 

Required Media 

● MD Admin Communication   

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Group Project 

Introduced  

Module 9: 

Conflict 

Resolution in 

Healthcare 2 

● Exploring Cognitive 

Bias & Decision 

Making 

Required Textbooks 

● Deutsch, M., Coleman, P.T. & 

Marcus, E. (Eds.) (2014). Ch 11-13 

pg 260-307 

● Lewicki, R. J., Barry, B., & 

Saunders, D. M. (2016). Ch 6 pg 

139-163 

● Pat, C. (2013). Ch 11 

● Liu, M., & Chai, S. (2014) 

 

Required Media 

● MD Perspective End of Life Video 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

Module10: 

Conflict 

Resolution in 

Healthcare 1 

 

● Understanding 

habits, motivation 

& power of 

incentives 

 

Required Readings 

● Chaix-Couturier, C., Durand-

Zaleski, I., Jolly, D., & Durieux, P. 

(2000) 

● Review Media 

● Reading 

Readings 

● Participate in 

Class Discussion 

Post 
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● Fairbrother, G., Hanson, K. L., 

Friedman, S., & Butts, G. C. 

(1999) 

● Sinclair, C., Davidson, C., & 

Auret, K. (2016) 

 

Required Media 

Module 11: 

Ethics, trust and 

asymmetrical 

information 1 

 

● How to Reduce 

Mistrust and Build 

Stronger 

Relationships 

● Understanding 

Ethical Risks of 

Misrepresenting 

Information During 

Negotiations 

Required Readings 

● Poitras, G., & Meredith, L. (2009)  

● Rubin, J. Z., & Zartman, I. W. 

(1995)  

● Fulmer, I. S., Barry, B., & Long, 

D. A. (2009)  

● Wheeler, M. (2013) 

 

Required Media 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Continue working 

in Student Groups 

Module 12: 

Ethics, trust and 

asymmetrical 

information 2 - 

 

 

● Identify How to 

Uncover Missing 

Information & Issues 

Associated with 

Limited Information 

 

Required Textbooks 

● Deutsch, M., Coleman, P.T. & 

Marcus, E. (Eds.) (2014). Ch 4 

● Lewicki, R. J., Barry, B., & 

Saunders, D. M. (2016). Ch 5 pg 

114-137 

● Pat, C. (2013). Ch 13 

 

Required Readings 

● Young, M. J., Bauman, C. W., 

Chen, N., & Bastardi, A. (2012) 

 

Required Media 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Final Research 

Project Introduced 

● Group Project Due 

at the end of 

Module 12 

 

Module 13: 

Strategic 

Influence 

● Understand how 

Reciprocity, Liking, 

Consistency, 

Commitment, Social 

Proof, Authority, 

Power and Choice 

affect Negotiations. 

Required Readings 

● Cialdini, R. B., & Goldstein, N. J. 

(2004)  

● Ury, W. (2013)  

● Cialdini, R. (2005)  

● Molinero, X., Riquelme, F., & 

Serna, M. (2015). 

 

Required Media 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Continue working 

on Final Research 

Project 

Module 14: The 

Role of power in 

negotiations 

 

● Identify Different 

Types of Power  

● Understand How to 

Use and Share Power 

Required Textbooks 

● Deutsch, M., Coleman, P.T. & 

Marcus, E. (Eds.) (2014). Ch 5 

● Lewicki, R. J., Barry, B., & 

Saunders, D. M. (2016). Ch 8 pg 

182-201 

● Pat, C. (2013). Ch 7 

 

Required Media 

● Review Media 

● Reading Readings 

● Participate in Class 

Discussion Post 

● Continue working 

on Final Research 

Project 
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Final’s Week   Final Research Project 

due at the end of Final’s 

week 

 

 

 

Module 1: Overview of US Health Care System and Healthcare Reform 

  

The United States' health care system is increasingly complex, struggling with issues of ever rising costs, excess 

supply of specialists, shortage of primary care, limited pricing transparency, over utilization of services and 

personal bankruptcy...just to name a few. Many of these issues are the untreated symptoms of an industry in need 

of sustainable reforms. In this module, we will explore the history of the US health care system as well as the 

macro and micro economic issues contributing to the costs of care we find ourselves facing today. 

    

While reviewing this week’s module, think about the following questions:  

 

·      What is health care reform, and does everyone need to have health insurance? 

·      How did the US health care system become so expensive? 

·      Does the US have the best health care in the world? 

·      Is the US health care system the most cost efficient? 
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Activities: 

ACO Video Kimmel Video 

Learning Objectives 

After completing this module, you will be able to: 

·      Differentiate between the US Health Care System & Organization for Economic Co-operation and 

Development (OECD Countries) 

·      Identify why US Heath Care Costs are not sustainable 

·      Explain how core US health care issues impact society 

·      Recognize how the US health care system has evolved over time 

  

  

 

 

 

 

 

 

 

 

 

 

 

 

 

Module 2: Overview of US Health Care System and Healthcare 

Reform 
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The United States' health care system is increasingly complex, struggling with issues of ever rising 

costs, excess supply of specialists, shortage of primary care, limited pricing transparency, over 

utilization of services and personal bankruptcy...just to name a few. Many of these issues are the 

untreated symptoms of an industry in need of sustainable reforms. In this module, we will explore the 

history of the US health care system as well as the macro and micro economic issues contributing to the 

costs of care we find ourselves facing today. 

    

While reviewing this week’s module, think about the following questions:  

● ·     As consumers, are we biased by more expensive goods and services? How so?  

● Why is the US health care system deemed a market failure? 

● What are some of the different perspectives and interests for and against health care reform? 

● If you were in Congress, what kinds of reforms would you negotiate? 

Activities: 

  

Learning Objectives 

After completing this module, you will be able to: 

●  Identify the key actors and roles in health care negotiations 

● Understand the different types of health care reform proposals 

●  Understand the need for transparent health care reform 
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Module 3: Understanding perceptions incentives and interests from multiple 

perspectives 
Seek to understand before being understood 

Perspective taking is critical to understanding the other side. Our assumptions and biases shape how we see others and when left 

unchecked can alter how we interact with others. Understanding someone else’s perspective requires us to reflect on what 

motivates and drives our own views and appreciate how our experiences contribute and shape our world view. 

Attribution theories help us interpret the way others may think and behave based on different circumstances and events. We use 

attributions (internal and external) to explain behavior and help understand the relevance of situational circumstance versus the 

characteristics of the individual. Several theories and models (covariation, correspondent & three dimensional) help us explore the 

cause and effect relationship of behavior reducing the risk of snap judgments and developing more balanced perceptions. 

  

  

While reviewing this week’s module think about the following questions:   

·      How do we become motivated to learn and challenge our personal assumptions? 

·      What assumptions do I have of others? 

·      How much weight do we place on environmental circumstances versus on an individual’s character when they act 

outside of our expectations?  

·      How do we want others to perceive us? 

·      Can we adjust our views and build stronger relationships? 

  

Learning Objectives 

After completing this module, you will be able to: 

·      Understand how perspective taking makes you a better negotiator 

·      Explore the importance of balancing multiple perspectives 

·      Define the different types of attribution models/theories 

·      Understand the power of incentives and changing physician habits 

·      Identify ways to keep personal bias in check 

·      Understand the different interests and perspectives between physicians, administrators, patients and vendors 
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Module 4: Negotiation theories and principles 1 
The most important aspect of the negotiation process is planning and preparation.  In order to maximize our negotiated 

agreements and create sustainable solutions (for each party), requires us to not only understand what we want (claiming value), 

but look for hidden opportunities that can benefit each side (creating value). Our ability to define value is important to ensure our 

needs are met but what may have perceived value to us may have no perceived value to the other side. Therefore, we must 

balance quantitative analysis (measuring numbers and data) with qualitative analysis (measuring quality and perceived value) to 

create well defined goals and outcomes. 

  

While reviewing this week’s module think about the following questions:  

  

·      Is quantitative data analysis the same for each party? 

·      Do we place greater emphasis on quantitative data over qualitative data? 

·      How much time should you spend preparing for a negotiation? 

·      What types of information and analysis should be complete before you negotiate? 

·      What if you do not have time to prepare for a negotiation? 

·      What percentage of the negotiation process is based upon the act of negotiating? 

  

Learning Objectives 

After completing this module, you will be able to: 

·      Develop a step by step negotiation preparation plan (ZOPA, BATNA, Anchoring, Discovery, Strategy 

Development) 

·      Pinpoint relevant information gathering and data collection techniques 

·      Deliver a clear value proposition 

·      Overcome tactics used by negotiators 

·      Pivot towards collaboration through reframing 

  

  

Module 5: Negotiation theories and principles 2 
During the negotiation preparation process we create and claim value. However, to optimize negotiated agreements we need to 

take the next step and identify the right strategy(s) and orientation(s) to bring us closer to achieving an agreement. Therefore, we 

must balance the importance of the relationship and desired outcome. 

Understanding what and why you are negotiating is important but without the right strategy and process you may find yourself at 

a significant disadvantage. 

  

While reviewing this week’s module think about the following questions:  

  

·      Are my goals appropriate and aligned with my interests? What about the other side? 

·      Should I be negotiating given the relationship and desired outcomes? 

·      How do I know if I have the right strategy? 

·      What if I do not care about the other side? Should I still negotiate? 

·      What the different types of orientations? 

·      What is the primary orientation of top negotiators use? 

·      Is compromise actually good? 
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Learning Objectives 

After completing this module, you will be able to: 

·      Implement appropriate orientation and develop realistic negotiation strategies 

·      Demonstrate relevant information gathering and data collection techniques 

·      Deliver a clear value proposition 

·      Overcome tactics used by negotiators 

·      Pivot towards collaboration through reframing 

  

  

  

Module 6: Negotiation theories and principles 3 
A large part of the negotiation process is resource management and identifying appropriate alternatives. Therefore, we need to 

identify the types of resources necessary to negotiate winning agreements. Resource management is understanding what we need 

in order to maximize results and drive efficiency. Resources can be quantified by time, cost, return on investment and the human 

capital required to execute agreements. In many cases the number of alternatives and options we have, when entering a 

negotiation, can determine the number of resources required to effectively prepare for the negotiation. 

  

While reviewing this week’s module think about the following questions:  

  

·      Do alternatives still exist if I am not willing to use them? 

·      If resources are limited what are my options? 

·      How do I ensure I am targeting the appropriate resources? 

·      If the other side does not have alternatives should I negotiate? 

  

Learning Objectives 

After completing this module, you will be able to: 

·      Expanding alternatives through MD engagement 

·      Asses team dynamics and develop sustainable engagement physician/admin 

·      Pivot towards collaboration through reframing 

·      Utilize software tools for negotiation preparation 

 

Module 7: Negotiation theories and principles 4 

  

  

What is valuable to one side may have no value to the other side. Our ability to quantify value can be 

important to ensure each party believes the agreement is fair and equitable. On the surface we tend to 

express what we want and need but do not always provide a clear understanding of why (underlying 

interests).   
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Whether we view the relationship as competitive or collaborative in order to maximize our success it is 

essential to dig deeper and investigate the unidentified reason of each sides positions and uncover hidden 

opportunities 

  

While reviewing this week’s module think about the following questions:  

  

·      How can you frame questions to understand underlying interests 

·      How can you encourage the other side quantify their interests? 

·      Does the other side always know why they want what they want? 

Learning Objectives 

After completing this module, you will be able to: 

·      Develop a line of questioning that provides deeper understanding of needs 

·      Quantify the value you are offering 

·      Create stronger collaboration through framing and discover 

 

 

 

Module 8: Conflict Resolution in Healthcare 1 

Advanced care planning is a very important part of the health care eco system. End of life discussions can 

create a ripe environment for some challenging conflicts. Utilizing listening skills (active listening), 

establishing new communications patterns and identifying common ground are important when trying to de-

escalate conflicts. Health care professionals need to be able to communicate in simple terms and understand 

multiple perspectives including patients, families, physicians and nurses. When conflict is viewed as a 

mutual problem and open dialogue is prioritized, we can enhance communication patterns and reduce 

obstructive behaviors that lead to intractable conflicts. 

While reviewing this week’s module think about the following questions:  

  

·      Is any life better than no life? 

·      What does end of life care mean to you? 

·      How do you advocate for those who are not able to? 

Learning Objectives 

After completing this module, you will be able to: 

·      Understand the complexities regarding end of life discussions 

·      Identify effective communication patters 

·      Differentiate between end of life positions, interests and goals 

·      Understand how to de-escalate conflicts and balance multiple viewpoints 
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 Module 9: Conflict Resolution in Healthcare 2 

Understanding the role of bias in negotiations is essential. Bias can be used as an advantage (anchoring 

effect) or it can lead to snap decisions that are not in your best interests (loss aversion). Therefore, 

understanding personal bias and the way we process information can mean the difference between success 

and failure.   

  

While reviewing this week’s module think about the following questions:  

  

·      Can anyone truly be unbiased? 

·      Is it ethical to use biases to obtain a better deal? 

·      How do I know if I am biased? 

  

Learning Objectives 

After completing this module, you will be able to: 

·      Understand the different types of bias 

·      Identify how bias can lead to good and bad negotiated agreements 

·      Utilize certain types of bias to frame information 

Develop decision making rules and drive stronger outcomes  

 

Module 10: Conflict Resolution in Healthcare 3 

  

We are what we repeatedly do therefore excellence in not an act but a habit 

Entrenched habits can create an uphill battle to motivate to change. Changing habits requires us to 

understand how they are formed and what actions can be taken to create new ones. Although incentives can 

play an important role in changing habits, the way we use incentives is not the same for everyone. 

Therefore, in order to implement more effective incentive structures we must take into account multiple 

variables i.e. age, belief systems, experiences, organizational roles and status. 

  

While reviewing this week’s module think about the following questions:  

  

  

Learning Objectives 

After completing this module, you will be able to: 

·      Explain how habits are formed 

·      Develop strategies to create new habits 
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Module 11: Ethics, trust and asymmetrical information 1 
When information is known to some but not all our perspectives, expectations, interests and goals can become misaligned. In 

many cases, this can decrease trust and further reduce communication/engagement. Negotiated agreements that emphasize 

winning solutions for both parties require each side to incorporate a baseline exchange of information that is credible and 

actionable. 

  

  

While reviewing this week’s module think about the following questions:  

·      How much information should I share with the other side? 

·      What types of information will bring each party together? 

  

  

Learning Objectives 

After completing this module, you will be able to: 

·      Know what information is valuable and when information should be shared 

·      How to use networks to gain valuable information 

·      Use active listening and open ended questions to gather missing information. 

  

Module 12: Ethics, trust and asymmetrical information 2 

  
Trust and ethics are important components of the negotiation process and may not mean the same for each side. Therefore, we 

must balance what information is shared so we maintain engagement without compromising our long-term goals. 

 
While reviewing this week’s module think about the following questions:  

·      Is trust an all or nothing (binary) concept? 

·      What is your personal brand and is it trust worthy? 

  

Learning Objectives 

After completing this module, you will be able to: 

·      Identify the different types of trust 

·      How to build trust and commitment 

·      Understand how to negotiate when trust is low 

·      How or if you should negotiate if the other side is unethical 

  

 

 

Module 13: Strategic Influence 
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"It would be difficult to exaggerate the degree to which we are influenced by those we influence." Eric Hoffer 

Although the actual act of negotiation only represents the tip of the iceberg (when compared to the entire negotiation preparation 

process), we should not overlook the importance of how we frame and influence the other side to work towards a positive 

outcome. The research on social influence has many compelling theories that can help us fine tune our messaging and help move 

the other side to work towards stronger agreements and better outcomes. In many cases the way we present information can be as 

important as what the information is trying to say. Reciprocity, trust, liking social proof and choice (to name a few), can all have 

an impact on the final outcome.   

  
While reviewing this week’s module think about the following questions:  

  

·      How do I get someone to like me? 

·      If I give more will I get more in return? 

·      What is the appropriate amount of choices? 

  

Learning Objectives 

After completing this module, you will be able to: 

  

·      Understand different types of influence 

·      How to frame information to gain more and give up less 

·      Identify when it is appropriate to aggregate and disaggregate information/data 

·      Demonstrate several influence techniques to help reduce impasse & conflict 

  

  

Module 14: The Role of Power in Negotiations 
“With great power comes great responsibility”  Peter Parker principle 

Power gives us the ability to accomplish our goals and can provide the necessary nudge to get others to do what we want them to 

do. Regardless of where power comes from i.e. money, expertise, knowledge, status or rank, the way it is used can bring us closer 

together or further apart. 

  
While reviewing this week’s module think about the following questions:  

  

·      What does power mean to you? 
·      Why is power important in a negotiation? 

·      Can power be shared? 

  

Learning Objectives 

After completing this module, you will be able to: 

  

·      Identify sources of power 

·      Understand how power is used differently by doctors and administrators 

·      Identify the differences between user power with and over 

·      How to negotiate when you have low power 

·      Uncover hidden sources of power 
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