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Disclosure 
Statement

Negotiation Skills
Tracy Young, MSNA, MBA, CRNA

Stephen D. Smith MA, CRNA

• We have no financial relationships with any 
commercial interest related to the content of 
this activity.

• We will not discuss off-label use during our 
presentation.  



Learner 
Outcomes

• Describe the preparation, approach, and 
strategies for negotiations, applicable to 
various situations.

• Identify the opportunities and challenges 
for anesthesia services contract 
negotiations.

• Identify the opportunities and challenges 
for negotiations within a facility or as 
member of a state association.



Introductions
Tracy P. Young MSNA, 
MBA, CRNA
CEO and President,
YPS Anesthesia

Stephen D. Smith
MA, CRNA
COO and co-owner of Georgia 
Anesthesia LLC



Specific Areas 
of Negotiation

• General Principles and Skills of 
Negotiations

• Chief CRNA Negotiations
• Individual CRNA Negotiations with 

Employer
• New Contract Negotiations from a 

Facility and RFP Process
• State Association Negotiations 

(Legislative and Regulatory)



Negotiation



General Negotiations 
What, Why and When?

• Negotiation defined: is a dialogue 
between two or more people or 
parties intended to reach a 
beneficial outcome where a conflict 
exist

• A process by which we deal with 
our differences

• Negotiations ideally produce a wise 
agreement, efficiently and amicably 
with a resulting “win-win” for the 
parties 

• People negotiate daily, often 
without considering it a negotiation.



Distributive Negotiation

• “Hard Bargaining”, attempts to distribute a "fixed pie" of benefits
• Operates under zero-sum conditions and implies that any gain one party makes 

is at the expense of the other and vice versa, is also sometimes called win-lose
• One gains a larger slice while the opponent’s slice shrinks. My gain is your loss! 
• Parties tend to regard each other more as an adversary than a partner and to 

take a harder line



Integrative negotiation
• Known as Principled Negotiation  
• Approach the negotiation as a shared problem instead of an adversarial position 

in order to achieve mutual gains
• Create value in the course of the negotiation ("expand the pie") by either 

"compensating" loss of one item with gains from another "trade-offs", or by 
reframing the issues of the conflict in such a way that both parties' benefit ("win-
win" negotiation).  

• Requires trust and creative problem solving



Principles of 
Negotiations

Be Prepared and Do Your 
Homework

• Know about the party you will be negotiating with
• Take advantage of your strengths and of their 

weaknesses
• If possible, speak with other business people who have 

negotiated with the other party in the past / do your 
research

• Many negotiators have their patterns and styles that 
you may be able to use against them.

• Most importantly, before you begin the negotiation, 
make sure that the other party has the authority to 
make binding commitments.



Principles of 
Negotiations

Have a Strategy
• Decide what you want or hope to attain and know 

exactly what you must have.
• The first offer is usually always the most important 

offer as it becomes the benchmark by which the 
following offers will be judged or compared.

• You will never get what you do not ask for; make 
your first offer aggressive.

• Have something to give away without hurting your 
negotiating position.

• Allow the “opposition” to talk and you listen.
• Seek clarification of key points. 
• Be prepared to change course if you have 

misinterpreted their information.
• Never lose sight of the “Bottom Line”.



Principles of 
Negotiations

Non-Verbal/Verbal Communication

• Positive and attentive facial expressions, 
professional attire and appearance, the 
“Handshake”, eye contact with each person 
speaking, observe their “Body Language”, keep their 
key members engaged

• Focus discussion on your key points, point to specific 
items in handouts, direct key comments to specific 
individuals, respond to questions, if using power 
point, allow time for discussion, make sure phone is 
off!

• Know when to stop talking, once you have said 
something, you cannot take it back – choose your 
words carefully

• Great negotiating is more listening than talking



Principles of 
Negotiations

Mind Your Manners and be 
Respectful

• When the other party objects, don’t become defensive

• When the other part objects, ask for clarification

• Ask for specifics

• Use objections as an opportunity to listen carefully

• NEVER Interrupt

• Trying to win an argument will never get you what you 
want



Principles of 
Negotiations

Find the Influence

• Concentrate on taking maximum advantage of your 
strength

• If you are the sole source of a product, you have 
tremendous leverage across the board.

• If economic circumstances created a market that your 
product is in great demand and low supply, you have 
more bargaining power to name your price.

• Establish a strong foundation early in the negotiation by 
demonstrating your skills on the matter.

• Playing “catch-up” during a negotiation can be very 
difficult



Principles of 
Negotiations

Your Offer and Closing the Deal

• An offer is not just a dollar amount, but the primary focus is 
price

• Know your “Bottom Line”
• Includes all the elements of the bargain and the formal 

agreement or contract
• Identify aspects important to the facility 
• Make sure you nail down all the specifics in your offer
• Offer should be inclusive of not only price (subsidy, line of 

credit) but scope of work, services (number of 
sites/staff/hours covered), terms of contract, start date, etc.

• Offers should be presented in writing and must include all 
the elements of the bargain

• Be prepared to walk away with nothing!





Negotiation 
Skills to 

Improve Your 
Outcomes

Analyze and cultivate your “BATNA” - spend significant time 
identifying your best alternative to a negotiated agreement 
and taking steps to improve it.  Be willing to walk away.

Negotiate the process – carefully negotiate how you 
will negotiate in advance, don’t assume you’re both 
on the same page 

Build rapport – try spending just a few minutes to get 
to know each other

Listen actively and carefully - "Most people do not listen with 
the intent to understand; they listen with the intent to reply.“ –
Dr. Stephen R. Covey

Ask good questions - craft neutral questions that encourage 
detailed responses, such as “Can you tell me about the 
challenges you’re facing?”



Negotiation 
Skills to 

Improve Your 
Outcomes

Search for smart tradeoffs - try to identify issues that your 
counterpart cares deeply about that you value less and vice 
versa

Be aware of the anchoring bias - the first number mentioned 
in a negotiation, however arbitrary, exerts a powerful influence 
on the negotiation that follows, try to make the first offer

Present multiple equivalent offers simultaneously (MESOs) -
presenting multiple offers simultaneously decreases the odds 
of impasse and can promote more creative solutions

Try a contingent contract – an alternative contract to make 
sure what you want accomplished gets accomplished

Plan for the implementation stage - place milestones and deadlines 
in your contract to ensure that commitments are being met, add a 
dispute-resolution clause that calls for the use of arbitration



Specific Areas of Contract Negotiation
Contract Terminology:
• Exclusivity
• Termination Clauses
• Auto Renew Clauses
• Fee for Service
• Subsidy- Fixed vs Net of Collections
• Non-Solicit and No Hire Clauses



Specific Areas of Contract Negotiation
Types of Contracts

There are three main types of 
Anesthesia Contracts
• Straight Fee for Service
• Fee for Service with a Subsidy 

(fixed or floating)
• Management Contract



Specific Areas of Contract Negotiation
Key Performance Measures for Potential at Risk Compensation:
• Quality Measures

• Adverse Events
• Antibiotic Administration

• Efficiency Measures
• On-Time Starts
• Turnover Time

• Patient Satisfaction
• Surgeon Satisfaction 



From Negotiation to Relationship Building
Once you get the contract, 
everything else becomes 
relationships!



Building Relationships That Last

• Hospital administrators move and change jobs frequently.
• Always value and preserve the relationship even when things are 

going poorly.
• Build a professional/business relationship first.
• Develop a personal/professional relationship over time.



Key Components of the Relationship 
• Trust
• Honest Answers ( Even when it isn’t 

pleasant).
• Understanding the position of 

administration  and searching for the 
middle ground.

• Give praise, positive comments, pats 
on the back in public



Fundamentals to Negotiation

• The Art of Negotiating and how to find a win/win scenario.



Final Thoughts

• Involves side-by-side problem solving with a resulting “win-win” for the parties

• Concentrate on the “Relationship” 

• It’s ok to say no but how you do it matters, say yes to the person and no to the problem

• Negotiating has nothing to do with ARGUING! Don’t be guilty of winning the argument and 
LOSING the  contract! 

• Everyone understands a “REASONABLE” profit

• Know your limitations…Financial, Clinical and Personal 

• After the meeting, Meet!  Identify your strengths and weaknesses, develop an action plan to 
follow up and confirm with the others what you think happened

• The final document is never the final document until executed, review and then review again and 
have your attorney do the same and then execute by both parties signing
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